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How to Use This Report

This report provides a decision-oriented view of the Financial Technology (FinTech) vertical in United States.
All sections distinguish between confirmed facts, modeled estimates, and hypotheses. Act on what is
confirmed; validate before acting on hypotheses.

Quick-Start Guide

1. Start with Section 01 (Executive Summary) — Read the headline, market opportunity, and top 3
insights to decide if this vertical is worth pursuing now. Note which figures are estimates vs confirmed
facts.

2. Use Section 03 (Buyer Landscape) to map your outreach personas. Profiles are differentiated by
institution type — use the right profile for each account you target.

3. Pull pain points from Section 04 directly into cold outreach. Balance regulatory and operational
pains — most buyers respond better to operational framing.

4. Use Section 07 (Sales Cycle) to calibrate your forecast. Timelines are directional, not exact — treat
them as starting assumptions, not commitments.

5. Use Section 08 (Messaging) carefully. Only use Approved claims freely. Qualified claims require a
caveat. Risky claims require internal validation before use.

6. Act on Section 09 (Target Accounts) based on freshness. Current signals (<30 days) are act-now.
Recent (30-90 days) require quick validation. Dated (>90 days) require re-research before outreach.

Who Should Use Which Section

SALES LEADERSHIP Sections 01, 02, 05 — Market sizing, competitive landscape, go/no-go decision on
vertical investment.

AEs & BDRs Sections 03, 04, 07, 08, 09 — Personas, pain points, objection handling, messaging,
and prioritized account list.

MARKETING Sections 04, 06, 08 — Pain points for content, trends for thought leadership,
messaging framework for campaigns.

SALES Sections 03, 07, 08 — Buyer personas, deal dynamics, and language guidance for
ENABLEMENT training materials.
STRATEGY / Sections 01, 02, 06 — Market opportunity, trends, and strategic entry timing.

LEADERSHIP



01 — Executive Summary

A $156B US FinTech market with 3,200 addressable accounts — dominated
by sales teams spending 4+ hours/week on manual research while
NovaSpark-trackable signals go undetected.

MARKET MATURITY:

High — FinTech sales cycles average 6—18 months and are driven by event-based triggers (funding
rounds, regulatory changes, M&A activity) that NovaSpark tracks automatically. No competitor has built a
FinTech-specific signal library.

Top 3 Insights

Based on publicly available data. Confidence reflects strength of evidence, not certainty.

1. FinTech sales teams are 2.4x more likely to cite 'inability to prioritize accounts by buying readiness' as
their #1 productivity pain vs. other B2B SaasS verticals — the pain NovaSpark solves is sharper here than
anywhere else.

2. 340+ FinTech M&A transactions occurred in 2025 (Crunchbase data) — each one creates a 60-90 day
window where acquiree sales teams evaluate and replace tooling. NovaSpark has no competitor with
automated M&A event signal tracking.

3. CFPB regulatory guidance changes create synchronized buying behavior across FinTech compliance
sellers — when new guidance drops, 200+ accounts enter buying mode simultaneously. None of
NovaSpark's four main competitors have a regulatory event signal product.

Confirmed Facts

Verifiable, sourced data points only. No estimates or projections. Validate source before citing externally.

1 US FinTech market size: $156B total (2025), $42B in B2B FinTech software segment.

SOURCE: Crunchbase State of FinTech 2025 — Q4 2025

2 3,200 US FinTech companies have 50—2000 employees and a B2B sales team of 10+ reps — the
addressable NovaSpark universe in this vertical.

SOURCE: LinkedIn company data + Crunchbase filter — Q1 2026
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3 FinTech sector average sales cycle: 6-18 months for B2B software vendors in payments, lending, and
compliance technology.

SOURCE: Gartner B2B Software Survey 2025 — 2025
4 340+ M&A transactions in US FinTech in 2025 — highest since 2021.
SOURCE: PitchBook FinTech M&A Report — Q4 2025
Hypotheses
Market inferences and assumptions — NOT confirmed facts. Validate before using in customer conversations.

FinTech RevOps teams are 12—-18 months behind SaaS-native companies in tool sophistication —
NovaSpark can land and expand aggressively before the category matures.

Regulatory event signals (CFPB, OCC guidance changes) are an unmet buyer need — no current tool
tracks them as intent signals. If NovaSpark builds this, it creates a defensible moat in FinTech.

InsurTech and WealthTech sub-segments are earlier in their sales intelligence adoption curve than
PayTech and LendTech — higher conversion rates likely for early movers.

Risks

Includes data gaps, outdated signals, and structural assumptions. Review before committing resources.

FinTech sales cycles are long (6—18 months) — pipeline from this vertical will mature slowly. Initial
revenue contribution may disappoint vs. more transactional verticals.

FinTech companies have elevated data security and compliance requirements (SOC2, GDPR, CCPA) —
deals will involve legal review that extends cycles further than average.

Two of NovaSpark's current competitors (Galeforce Analytics, TrueSignal) have explicit FinTech enterprise
relationships. Displacing them inside existing contracts is difficult.

Recommended Actions

1. Build a FinTech signal library: add CFPB, OCC, and SEC guidance change tracking as buying triggers
— launch as a FinTech-specific feature to establish a moat no competitor can quickly replicate. @Si2026
Market-Entry

2. ldentify and reach out to 50 FinTech companies in the 90-day window post-Series B/C funding — this is

the highest-conversion entry point. Use NovaSpark's own signal detection to find them. |iifiiedisie EXecution

3. Sponsor or speak at Money20/20 USA (October 2026) — the single best event for reaching FinTech VP
of Sales and RevOps leaders. Budget for a speaking slot, not just a booth. @2§2826 Market-Entry




URGENCY FACTORS The embedded finance and open banking wave is accelerating FinTech company
growth — 340+ M&A transactions in 2025 created a surge of org-change buying
signals that will persist through 2026. Regulatory changes (CFPB guidance, Basel
1V) create time-limited buying windows that last 30—-90 days after publication. Move
now before competitors build FinTech-specific signal coverage.
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02 — Industry Overview

TAM $420M (Est.)

SAM $126M (Est.)

SOM $18M (Est. — Year 1-2 realistic capture)

GROWTH RATE 14.2% CAGR (2024-2028)

FORECAST US FinTech B2B software segment projected to reach $72B by 2028, driven by

embedded finance, open banking, and Al adoption across all financial services
sub-verticals.

Market Sizing Methodology

Estimates derived from institution count x BPA use cases x expected spend — not from total bank assets or industry AUM. All figures
labeled "Est." are modeled, not published.

SPEND BAND /

INSTITUTION COUNT BPA USE CASES A RESULT
TAM 3,200 US FinTech 1.3 average use $80K—$180K ACV — $420M (Est.)
companies, 50—-2000 cases (account ACV $131K blended
employees, 10+ sales reps prioritization + average
expansion signal
detection)
SAM 960 FinTech companies in - $90K-$160K ACV $126M (Est.)

NovaSpark's ICP sweet spot
(100-800 employees,
HubSpot or Salesforce
users, outbound-led GTM)

SOM 140 accounts realistically - $90K—$160K ACV $18M (Est.
closeable in Year 1-2 with — Year 1-2
current team capacity realistic

capture)

NOTE: TAM derived from institution count x adoption rate x blended ACV. Not sourced from industry revenue reports — treat as
directional estimate.

m Modeled Estimates — Not Published Data

AVG USE CASES/ ACV RANGE: ADOPTION RATE: ~30% NOTE: Conservative
INSTITUTION: 1.3 $80K—-$180K of addressable market in adoption rate reflects
3-year window FinTech's longer sales

cycle and elevated
compliance
requirements vs. typical
Saas verticals



Sub-Segments
Payments Technology (PayTech) - ~35% of addressable FinTech market

ADDRESSABILITY: High — payment companies are data-first, have strong RevOps functions, and are highly
acquisitive (M&A signals are constant). Best entry sub-segment.

Includes payment processors, merchant services platforms, and embedded payments providers.
Companies like Apex Payments, Stripe competitors, and B2B payment infrastructure vendors.

Lending Technology (LendTech) - ~25% of addressable FinTech market [RZYSNe NIy YNNI

ADDRESSABILITY: Medium — LendTech sales cycles are longer and more compliance-driven. Strong pain around
regulatory trigger signals (CFPB, OCC). Second priority sub-segment.

Digital lending platforms, underwriting automation, BNPL infrastructure providers, and credit decisioning
software vendors.

Regulatory Technology (RegTech) — ~15% of addressable FinTech market [EIKOXeR MR NSIEIR

ADDRESSABILITY: High for NovaSpark's regulatory signal product — RegTech companies sell to compliance-driven
buyers and understand event-based purchasing better than most. Third priority.

Compliance automation, KYC/AML platforms, regulatory reporting tools, and financial crime detection
software.

WealthTech & InsurTech — ~25% of addressable FinTech market XN RIS

ADDRESSABILITY: Low-Medium — earlier in sales intelligence adoption. Longer runway but lower near-term
conversion. Address in Year 2 once PayTech and RegTech are established.

Robo-advisors, wealth management platforms, digital insurance carriers, and InsurTech infrastructure
providers.
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Priority Regions
New York Metro

San Francisco Bay
Area

Austin, TX
Medium
Chicago & Southeast

~38% of addressable accounts — Highest concentration of FinTech HQs —
PayTech, LendTech, and RegTech all heavily represented. Events presence
(FinTech Nexus, Finovate) makes in-person coverage efficient.

~22% of addressable accounts — Startup-density FinTech hub — Series A/B
companies in embedded finance and BaaS. Higher growth rate than NYC but smaller
deal sizes on average.

~9% of addressable accounts — Fast-growing FinTech cluster driven by post-2020
tech migration. Several mid-market PayTech and LendTech companies are HQ'd
here.

~18% of addressable accounts — Established B2B FinTech vendors in payments
(Chicago) and InsurTech (Southeast). More enterprise-oriented, longer sales cycles.

Demo Corp — Financial Technology (FinTech) — United States Vertical Report — May 22, 2026 — Page 9



03 — Buyer Landscape

Account Prioritization & Pipeline Intelligence

PayTech / LendTech (100-800 employees)

SPONSOR

ECONOMIC BUYER

TECHNICAL

APPROVER

SECURITY BLOCKER

PROCUREMENT

GATEKEEPER

LIKELY CHAMPION

VP of Sales or CRO — initiates when rep ramp time or pipeline conversion is below
benchmark

CRO or VP of Sales — budget authority sits here in 90% of FinTech sales
intelligence deals

Head of RevOps or Sales Operations Director — evaluates CRM integration, data
model, and security

Head of Information Security or CISO — SOC2 Type Il required; GDPR/CCPA
addendum standard

Finance/Legal — standard SaaS vendor review; DPA required; MSA negotiation
common at deals above $80K

RevOps Manager or Sales Intelligence Lead — this person lives the manual
research pain daily and will advocate internally once they see NovaSpark
working

Typically local (single BU decision) unless the FinTech company has multiple
divisions — in that case, group procurement adds 4-6 weeks

CRM integration must be reviewed by RevOps and Engineering. HubSpot reviews
are straightforward (2—-3 days). Salesforce reviews can involve SF admin and take
1-2 weeks.

Data Processing Agreement (DPA) required — NovaSpark's standard DPA covers
GDPR, CCPA, and GLBA requirements. Most FinTech legal teams approve in under
2 weeks if DPA is provided upfront.

FinTech companies handling financial data require confirmation that NovaSpark does
not process or store their customer financial records — only firmographic and intent
signals. Confirm clearly in first security review.



Expansion Signal Detection (Existing Customers)

RegTech / InsurTech (50-300 employees)

SPONSOR

ECONOMIC BUYER

TECHNICAL

APPROVER

SECURITY BLOCKER

PROCUREMENT

GATEKEEPER

LIKELY CHAMPION

BUDGET CYCLES

PROCUREMENT
NORMS

VP of Customer Success or Head of Account Management — expansion revenue is
the primary growth driver for RegTech vendors with high initial conversion costs

VP of Revenue or CRO — expansion intelligence tools are purchased alongside or
post-initial sales intelligence tool

RevOps — same integration evaluation as new logo use case

CISO — same SOC2 requirement; slightly lower urgency if NovaSpark is already a
vendor for new logo use case

Existing vendor relationship simplifies procurement — expansion of scope vs. new
vendor evaluation

Customer Success Manager or VP of CS — they own expansion quota and
directly benefit from signal detection

Single BU unless CS and Sales are separate reporting lines — in that case, both VPs
need to align

If NovaSpark is already integrated for new logo motion, expansion signal feature is
typically an add-on requiring minimal additional review

Amendment to existing MSA — typically 1-2 week turnaround vs. 3—4 weeks for new
vendor DPA

Same as Account Prioritization use case — no customer financial data processed

FinTech companies budget annually (calendar year for most US-based FinTechs).
Best entry windows: Q1 (new budget fresh, VP of Sales setting team up for the year)
and Q3 (mid-year budget reviews often unlock additional tooling spend). Q4 is the
hardest — procurement freeze common in November.

Mid-market FinTechs (100-500 employees) typically run 30-60 day procurement
processes with a DPA, MSA, and security review. Enterprise FinTechs (500+) add
procurement committee approval, full vendor risk assessment, and SLA negotiation
— adding 6-10 weeks. Always provide NovaSpark's security documentation pack
upfront to avoid delays.



04 — Key Pain Points & Challenges

Ranked by combined score: buyability x urgency x budget trigger clarity x AQ fit. Regulatory and operational pains are
balanced — avoid leading exclusively with compliance.

#1 Reps spend 4+ hours/week on manual account research and still prioritize the wrong accounts

High BUYABILITYJHigh URGENCYJHigh AQ FI

FinTech sales teams are data-rich but insight-poor — they have access to LinkedIn, Crunchbase, and
CRM data, but no tool synthesizes it into a priority signal. The result is reps calling fit-based lists instead of
intent-based lists, inflating pipeline with accounts that will never close in the quarter.

SOURCE / BASIS: G2 reviews for sales intelligence tools in FinTech accounts (n=47) — 73% mention manual research time as top
pain. NovaSpark internal benchmark: FinTech reps average 4.2h/week on manual research vs. 1.1h after NovaSpark activation.

PAIN OWNER: AEs and
SDRs

KPI AFFECTED: Pipeline
velocity, SQL conversion
rate, rep productivity
(revenue per rep)

BUDGET TRIGGER: VP
of Sales misses pipeline
coverage target, or new
VP of Sales joins and
evaluates tooling

AQ USE CASE:
NovaSpark account
prioritization replaces
manual research with a
daily rep-facing priority
list — 40-signal Al
scoring, updated in real
time

#2 Regulatory change events create buying windows that sales teams systematically miss

High BUYABILITYJHigh URGENCYJHigh AQ FI

When CFPB, OCC, or SEC releases new guidance, 200+ FinTech compliance sellers enter a 30-90 day
buying window simultaneously. Reps who reach these accounts first with a relevant pitch have a 3—4x
higher win rate than those who arrive after the window closes. No current tool tracks regulatory guidance
changes as buying signals.

SOURCE / BASIS: Hypothesis based on regulatory event frequency (CFPB releases 8—12 major guidance documents per year) and
B2B sales cycle data. No published study on FinTech regulatory trigger buying behavior — validate with 3-5 FinTech AE
conversations before leading with this in pitch.

PAIN OWNER: VP of
Sales and AEs selling to
regulated industries

KPI AFFECTED:
First-to-engage rate, win
rate in compliance
technology accounts

BUDGET TRIGGER:
Major regulatory event
(new CFPB rulemaking,
SEC enforcement action)
triggers urgent compliance
tool buying

AQ USE CASE:
NovaSpark regulatory
signal layer (roadmap
Q3 2026) — tracks
guidance change events
and surfaces affected
accounts as high-priority
signals within 24 hours
of publication

#3 M&A activity creates organizational chaos that kills or accelerates deals unpredictably

Medium BUYABILITYJHigh URGENCYJMedium AQ FI
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340+ FinTech M&A transactions in 2025 mean that a significant portion of FinTech companies are either
acquiring or being acquired at any given time. Acquisitions typically trigger a 60-90 day tool rationalization
window where vendors are displaced or consolidated — and in parallel, the acquiring company often buys
new tools to standardize across both organizations.

SOURCE / BASIS: PitchBook FinTech M&A Report Q4 2025 — 340+ transactions confirmed. M&A tool rationalization behavior is

industry-accepted pattern, not independently verified for FinTech specifically.

PAIN OWNER: RevOps
and VP of Sales

KPI AFFECTED: Pipeline
risk (deals in acquired
accounts), expansion
opportunity (acquirer
standardizing tools)

BUDGET TRIGGER:
Acquisition announcement
triggers tool review —
acquirer or integration
team often has authority to
make rapid purchasing
decisions

AQ USE CASE:
NovaSpark M&A event
signal — detects
acquisition
announcements from
Crunchbase and news
sources, flags affected
accounts as at-risk or
expansion opportunity
within 48 hours

#4 Expansion signals from existing customers are invisible — churn and upsell opportunities

arrive as surprises SREULE] MEIENZ-CINN MEIRRCENS FREekE]

FinTech companies with high initial CAC depend on expansion ARR for unit economics. But CS and
Account Management teams have no systematic way to detect when a customer is at risk or when a new
use case trigger has fired. NRR suffers when expansion happens by accident rather than by design.

SOURCE / BASIS: Industry benchmark: SaaS companies with NRR above 120% use automated expansion signal detection 3x more

frequently than companies with NRR below 110% (KeyBanc SaaS Survey 2025).

PAIN OWNER: VP of
Customer Success and
Account Management

KPI AFFECTED: Net
Revenue Retention (NRR),
expansion ARR, churn rate

BUDGET TRIGGER: NRR
miss or board-level focus
on net retention
improvement

AQ USE CASE:
NovaSpark expansion
signal module —
detects headcount
changes, new funding,
new leadership, and
product expansion
signals within existing
customer accounts

#5 CRM data quality degrades faster than FinTech teams can maintain it

FinTech companies have high rates of leadership turnover and rapid organizational changes — meaning
CRM contact and account data becomes stale quickly. Reps contacting the wrong person (a departed VP,
an acquired company) waste sequences and damage sender reputation.

SOURCE / BASIS: Industry data: average B2B contact data decay rate is 25-30% per year (Dun & Bradstreet, Gartner). FinTech
companies with high M&A activity likely experience higher-than-average decay rates — exact figure for FinTech not confirmed.
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PAIN OWNER: RevOps
and Sales Development

KPI AFFECTED: Email
deliverability, sequence
conversion rate, CRM data
quality score

BUDGET TRIGGER:
Bounce rate spike, VP of
Sales citing poor data as a
pipeline excuse

AQ USE CASE:
NovaSpark CRM
enrichment module —
continuously updates
contact data and
account fields from
LinkedIn, Crunchbase,
and public sources
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05 — Competitive Landscape

Galeforce Analytics

Fortune 500 FinTech (banks, large payment networks)

ENTRY POINT IT or CDO-led IMPLEMENTATION 4-6 month
evaluation — rarely implementation +
sales-led Deloitte S| partner

TYPICAL USE CASE Data governance + TYPICAL DEAL SIZE $150K-$400K ACV

analytics for enterprise
FinTech compliance

reporting
LIKELY BUYER CIO, CDO, or VP of Data — not VP of Sales
STRENGTHS Enterprise credibility, SOC2 + 1SO27001, 150+ data connectors, Gartner MQ

presence in Bl

WEAK SPOTS No self-serve trial, 4-6 month implementation, no HubSpot integration, misses
mid-market entirely

WHERE THEY WIN Large enterprise WHY THEY WIN Bundled pricing with
FinTechs (500+ existing Bl contract —
employees) with intelligence module
existing Galeforce BI appears low-cost
contracts and against existing ACV

dedicated data teams

Show rep activation time: Galeforce requires 4-6 months before a rep sees
their first insight. NovaSpark delivers in 48 hours. Offer a parallel activation

race.
WHEN NOT TO Inside active Galeforce DISPLACEMENT Target Galeforce
COMPETE Bl contract renewals at ANGLE FinTech customers at
enterprise accounts — contract renewal —
switching cost is too lead with rep
high adoption rate

(typically under 20%
for Galeforce) and
48-hour NovaSpark
activation



PulselQ

Early-stage FinTech startups and SMB (under 100 employees)

ENTRY POINT

TYPICAL USE CASE

LIKELY BUYER

STRENGTHS

WEAK SPOTS

WHERE THEY WIN

WHEN NOT TO
COMPETE

Individual SDR IMPLEMENTATION
self-discovery via G2

or paid search

Self-serve, instant
activation, no
integration

Raw intent signals for TYPICAL DEAL SIZE $5K-$30K ARR
high-volume SDR

outbound sequences
SDR Manager or individual SDR — no VP involvement
Free trial, lowest price, 800+ G2 reviews, instant self-serve activation

Crowd-sourced data with high false positive rates, CSV-only CRM export, no
FinTech-specific signals, no enterprise security certifications

WHY THEY WIN Price and instant
gratification — SDRs
can sign up in minutes

with no IT involvement

Seed-to-Series A
FinTech startups
where the SDR
manager makes the
tool decision with no
RevOps review

Run a parallel accuracy test: same 100-account FinTech target list through
PulselQ and NovaSpark — measure signal-to-meeting-booked conversion. The
false positive rate gap closes the argument.

DISPLACEMENT
employees — ANGLE
PulselQ's price

advantage is real and

the ROI math doesn't

justify NovaSpark

Deals under 30 Target PulselQ
FinTech users who
have 3+ months of
usage showing low
meeting conversion
—they're
experiencing the
false positive
problem and are

primed to upgrade



ClearDeck
Mid-market FinTech (100-400 employees) with tool consolidation

mandate

ENTRY POINT

TYPICAL USE CASE

LIKELY BUYER

STRENGTHS

WEAK SPOTS

WHERE THEY WIN

WHEN NOT TO
COMPETE

CFO or RevOps leader IMPLEMENTATION 30-60 day sales-led,
initiating vendor includes sequence
consolidation review setup

Replace Outreach + TYPICAL DEAL SIZE $40K—-$120K ACV
data tool with one

consolidated platform

VP of Sales Ops or Head of RevOps — often finance-driven

Consolidation narrative, built-in sequences, 1,200+ G2 reviews, Salesforce
AppExchange

White-labeled Bombora data, no Al scoring, HubSpot sync locked to premium tier, no
FinTech-specific signals

CFO-driven FinTech
evaluations where
vendor reduction is the
primary metric

WHY THEY WIN One contract for
engagement + data —
consolidation appeal is
strong when CFO is

driving

Ask ClearDeck to disclose their data source in the evaluation — Bombora
white-label is public. Then run the Al scoring comparison on FinTech
accounts. The gap between their rule-based scoring and NovaSpark's 40-signal
Al synthesis is visible in 10 minutes.

Deals where the DISPLACEMENT
prospect has Outreach ANGLE

or Salesloft in contract

and a CFO mandating

vendor reduction —

ClearDeck will win on

consolidation narrative

unless VP of Sales has

Bring VP of Sales
into any ClearDeck
evaluation in FinTech
accounts — they
consistently
advocate for
best-in-class
intelligence over
veto consolidated
mediocrity



TrueSignal

Enterprise FinTech (500+ employees) with dedicated analytics teams

ENTRY POINT

TYPICAL USE CASE

LIKELY BUYER

STRENGTHS

WEAK SPOTS

WHERE THEY WIN

WHEN NOT TO
COMPETE

Head of Revenue
Analytics or VP of Data

Custom signal model
building on 200+
source data
infrastructure

IMPLEMENTATION

TYPICAL DEAL SIZE

4-8 week API
integration,
professional services
required

$120K-$500K ACV

Head of Revenue Analytics, VP of Data, or CRO at enterprise FinTech

200+ signal sources, $60M Series C, API-first architecture, Forrester named

4-8 week implementation, no rep-facing Ul, opaque scoring model, no HubSpot

integration, requires data engineering team to operate

Enterprise FinTechs
where a dedicated
analytics team views
intelligence as data
infrastructure — not a
sales productivity tool

WHY THEY WIN

Data breadth
advantage — 200+
sources is genuinely
compelling for
data-first FinTech
buyers. Their $60M
Series C enables
aggressive discounting
in enterprise

Force time-to-first-insight into the evaluation: offer NovaSpark activation in 48
hours while TrueSignal is scheduling their solutions engineering kickoff. A VP
of Sales who sees NovaSpark live before TrueSignal has even started will

advocate for NovaSpark regardless of data source count.

Enterprise data
infrastructure deals
where CRO has
framed intelligence as
a technical build
project with 6+ month
timeline — TrueSignal
is purpose-built for this
buyer and you will lose

White Space Opportunities

DISPLACEMENT
ANGLE

Win mid-market
FinTech deals before
TrueSignal Express
ships — establish
reference density and
switching costs while
they're still
enterprise-only

> No competitor has a FinTech-specific regulatory event signal library (CFPB, OCC, SEC guidance
changes as buying triggers) — NovaSpark can own this unchallenged with a 6-month product investment

> M&A signal automation is available in generic form (Crunchbase alerts) but no sales intelligence vendor
has built acquisition-triggered account prioritization logic for FinTech acquisition patterns




> HubSpot-native intelligence for FinTech is completely unaddressed — Galeforce and TrueSignal don't
integrate with HubSpot; PulselQ only exports CSVs; ClearDeck is premium-only. NovaSpark's full
bidirectional HubSpot integration is a category-wide differentiator in the FinTech mid-market

> InsurTech and WealthTech are underserved by all four competitors — none have published
vertical-specific case studies or event presence in these sub-segments




06 — Trends Shaping the Vertical

Embedded Finance Boom Creating New B2B Sales Motions

WHAT CHANGED: Banking-as-a-service (BaaS) and embedded finance providers grew 140% in 2025 — companies
like Unit, Synctera, and Treasury Prime now sell to non-financial businesses embedding payments and lending. This
creates a new class of FinTech companies with B2B sales teams that didn't exist two years ago.

WHO IS AFFECTED: Baas platforms, embedded payments providers, and their software development and

commerce platform customers

WHY IT MATTERS NOW: These new embedded finance companies are in their first GTM build phase — buying
RevOps and intelligence tooling for the first time. No incumbent relationships to displace. High receptivity to

NovaSpark.

OPPORTUNITY: Target embedded finance companies at Series A—C stage as greenfield NovaSpark accounts —

they are building their RevOps stack from scratch and have no incumbent to displace

SELLING IMPLICATION:
Lead with NovaSpark's
embedded finance signal
library — track API
partnership
announcements, developer
adoption signals, and
platform expansion events

EST. OPPORTUNITY: Est.
400-600 embedded finance
companies in US currently
in active GTM build phase

BEST ENTRY USE
CASE: Account
prioritization for BaaS
platform AEs selling to
non-financial platform
buyers

MOST EXPOSED:
Series A-C embedded
finance and BaaS
platforms, 50-300
employees, in their first
12-36 months of
enterprise sales
motion

Open Banking Regulation Expanding Addressable Market FERMERR RNV PZIenne

WHAT CHANGED: CFPB Section 1033 rulemaking (finalized Q4 2024) requires US financial institutions to support
open banking data sharing by 2026—-2027. This has triggered a wave of compliance technology purchasing across
banking and FinTech — a direct buying signal market for NovaSpark customers in the RegTech space.

WHO IS AFFECTED: RegTech vendors selling compliance solutions, FinTech companies building open banking data
products, and traditional banks upgrading data infrastructure

WHY IT MATTERS NOW: The 2026—2027 compliance deadline creates urgency — financial institutions are in active
vendor evaluation now. RegTech companies selling into this wave are generating buying signals at high frequency.

OPPORTUNITY: Market NovaSpark to RegTech vendors who sell to banks — position NovaSpark's regulatory event
tracking as the tool that identifies which bank accounts are entering the open banking compliance buying window
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SELLING IMPLICATION:
NovaSpark's regulatory
signal feature (roadmap)
would allow RegTech AEs
to get ahead of compliance

EST. OPPORTUNITY: Est.

200-300 RegTech
companies are in active
growth phase selling into
open banking compliance

BEST ENTRY USE
CASE: Regulatory trigger
signal detection for
RegTech AEs targeting
bank compliance teams

MOST EXPOSED:
RegTech vendors with
50-500 employees in
KYC/AML, compliance
reporting, and open

deadlines — surface wave banking data

accounts 90 days before a infrastructure
regulatory deadline creates

urgency

Al Adoption in Underwriting and Fraud Detection Creating Sales Intelligence Need

WHAT CHANGED: Al adoption in FinTech underwriting (credit scoring, fraud detection, risk modeling) accelerated
sharply in 2025 — driven by LLM cost reduction and regulatory guidance clarifying Al use in financial decision-making.
Al FinTech companies are growing their sales teams rapidly to capitalize on demand.

WHO IS AFFECTED: Al-native FinTech vendors in underwriting, fraud detection, and credit decisioning — all growing
their B2B sales teams

WHY IT MATTERS NOW: These companies are hiring VP of Sales and RevOps in their first enterprise GTM build —
high receptivity to NovaSpark as a foundational revenue intelligence tool

OPPORTUNITY: Target Al FinTech companies at the 'first VP of Sales' inflection point — this hire creates a 90-day
window where all GTM tooling is evaluated

SELLING IMPLICATION:
Track VP of Sales hiring at
Al FinTech companies as a
NovaSpark buying trigger —
this is a reliably predictive
signal

EST. OPPORTUNITY: Est.

150-200 Al FinTech
companies hired their first
VP of Sales in 2025-2026

BEST ENTRY USE
CASE: Pipeline
intelligence for new VP of
Sales building their first
enterprise GTM motion at
Al FinTech company

MOST EXPOSED:
Al-native FinTech
companies in
underwriting and fraud
detection, Series B-D,
50-300 employees,

recently hired VP of
Sales

FinTech Consolidation Wave Creating M&A Signal Opportunities

WHAT CHANGED: 340+ FinTech M&A transactions occurred in 2025 — the highest since 2021. Each acquisition
creates a 60—90 day tool rationalization window and a simultaneous expansion opportunity at the acquiring company.
NovaSpark customers who detect M&A events early can defend at-risk accounts and pursue new expansion
opportunities simultaneously.

WHO IS AFFECTED: Any NovaSpark customer with FinTech accounts — M&A events affect account viability and
expansion potential directly

WHY IT MATTERS NOW: The consolidation wave is ongoing — deal volume is projected to remain elevated through
2027. Every week, several NovaSpark-relevant FinTech accounts are involved in M&A activity.
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OPPORTUNITY: Sell NovaSpark's M&A event signal as a specific FinTech use case — AEs can defend existing

accounts and identify expansion opportunities at acquirers simultaneously

SELLING IMPLICATION:
Demo the M&A signal use
case specifically for FinTech
prospects who mention
account risk or expansion
as a priority — this is a
differentiator no competitor
offers

EST. OPPORTUNITY: Est.
8-12 M&A events per week
involving NovaSpark-sized
FinTech accounts (50-2000
employees)

BEST ENTRY USE
CASE: M&A risk and
expansion signal for AEs
and CSMs with FinTech
account portfolios

MOST EXPOSED:
FinTech AEs and
CSMs at companies
with 20+ FinTech
accounts in their
portfolio — M&A event
rate makes manual
monitoring impossible

RevOps Maturity Growing in Mid-Market FinTech

WHAT CHANGED: Mid-market FinTech companies (100-500 employees) are hiring RevOps and Sales Operations
roles at an accelerating rate — LinkedIn job postings for 'RevOps' at FinTech companies grew 58% year-over-year in

2025. These new RevOps leaders are evaluating and upgrading tooling as their first priority.

WHO IS AFFECTED: Mid-market FinTech companies in the 100-500 employee range hiring their first or second

RevOps leader

WHY IT MATTERS NOW: A new RevOps hire in their first 90 days evaluates and replaces 40—-60% of existing GTM
tooling — this is the highest-conversion NovaSpark entry point in FinTech

OPPORTUNITY: Track RevOps hiring at mid-market FinTech companies as a primary NovaSpark entry signal —
respond within 2 weeks of the hire being posted

SELLING IMPLICATION:
NovaSpark should be
positioned as 'the RevOps
leader's first intelligence
tool' — the foundational
signal layer every RevOps
function needs on day one

EST. OPPORTUNITY: Est.
300-400 mid-market
FinTech companies hired
RevOps in 2025-2026

BEST ENTRY USE
CASE: RevOps
foundation tool —
account scoring, CRM
enrichment, and buying
signal prioritization as
first RevOps
infrastructure investment

MOST EXPOSED:
Mid-market FinTech
companies (100-500
employees) that
recently hired their first
RevOps Director or VP
of Sales Operations
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07 — Sales Cycle Characteristics

DEAL COMPLEXITY
AVG DEAL SIZE $90K-$160K ACV (mid-market); $150K-$400K (enterprise)
AVG TIMELINE 60-120 days (mid-market FinTech); 120-180 days (enterprise FinTech)

POC LIKELIHOOD

INTERNAL RevOps (primary evaluator), VP of Sales (economic buyer), IT/Security (compliance

RESOURCE LOAD review), Legal (DPA). Expect 3—4 stakeholders minimum at mid-market; 6-8 at
enterprise.

DATA BASIS Timelines are directional estimates based on SaaS B2B industry benchmarks and

FinTech-specific procurement complexity — not from NovaSpark FinTech deal
history. Treat as planning assumptions.

Cycle Patterns by Segment

Timelines are directional estimates, not exact figures. Treat as planning assumptions.

AVG DEAL
SEGMENT AVG TIMELINE PATTERN

SIZE
Mid-Market FinTech 60-90 days $80K-$130K RevOps initiates —» VP Industry
(100-400 employees) ACV of Sales approves — benchmark

security/DPA review —
POC (2-3 weeks) —
contract negotiation —

close
Growth FinTech (400-800 90-120 days $120K-$200K CRO or VP of Sales Industry
employees) ACV initiates — RevOps benchmark

evaluates — IT security
review (2—4 weeks) —
extended POC (4
weeks) — procurement
committee - close

Enterprise FinTech (800+ 120-180 days $200K—-$400K Head of Revenue Industry
employees) ACV Analytics or CRO - benchmark

formal RFP process —

IT vendor risk

assessment (6-8

weeks) -~ POC with

solutions engineering

— multi-stakeholder

contract — close



Stage-by-Stage Breakdown

STAGE

Discovery

Technical
Evaluation (POC)

Security & Legal
Review

Business Case &
Procurement

Contract
Negotiation

SECURITY REVIEW

PROCUREMENT /
LEGAL

DURATION KEY ACTIVITY LIKELY BLOCKER

1-2 weeks Qualify pain (rep time on manual Champion is an SDR
research, missing buying signals), Manager without budget
confirm CRM stack (HubSpot vs authority — escalate to
Salesforce), identify champion and RevOps or VP of Sales
economic buyer in first call

2-4 weeks Connect NovaSpark to prospect's IT security review delays
CRM; show live FinTech account POC start — provide
signals; demonstrate regulatory and SOC2 report and DPA
M&A signal detection on their actual on day 1 to pre-empt
account list

2—4 weeks DPA review, SOC2 certificate Legal requests custom
verification, GDPR/CCPA compliance DPA language — use
confirmation, GLBA applicability NovaSpark's
assessment for FinTech-specific data FinTech-specific DPA
handling template to accelerate

2-3 weeks RevOps builds business case with VP Finance requests ROI
of Sales; procurement reviews MSA; proof — provide
finance approves budget allocation NovaSpark FinTech

benchmark data
(pipeline improvement,
rep time saved) in a
one-page executive

format
1-2 weeks MSA terms, SLA negotiation, payment Procurement requests
terms, data processing addendum multi-year lock-in
finalization discount — be prepared

with Year 2—3 discount
structure pre-approved

SOC2 Type Il report and penetration test summary are the two documents FinTech
security teams request first. Provide both proactively in the technical evaluation stage
— waiting to be asked adds 1-2 weeks. GLBA applicability should be addressed
explicitly: NovaSpark processes firmographic and intent data only, not financial
records.

DPA is required for all FinTech deals. NovaSpark's standard DPA covers GDPR,
CCPA, and GLBA requirements. FinTech legal teams typically approve in 7-14 days
if provided upfront. MSA negotiation adds 5-10 business days — have pre-approved
redline positions for the 5 most common requested changes (limitation of liability,
indemnification, data deletion, SLA credits, audit rights).

Common Kill Reasons

> Security review stalls: IT security team is backlogged and review takes 6+ weeks — deal goes cold while

waiting



> Champion leaves: RevOps champion changes roles or companies mid-evaluation — evaluation restarts
with new champion

> Budget freeze: FinTech enters fundraising or M&A process and discretionary spend freezes — all tool
evaluations paused

> Procurement extends timeline: Finance committee requires additional approvals for deals above $100K
— misses quarter-end target and deferred

> Missing executive sponsor: VP of Sales not involved until late in the cycle — deal lacks internal
momentum to close

> Competitive displacement: Galeforce offers intelligence module free with Bl contract renewal inside
existing enterprise account

Common Objections & Responses

We already have ZoomInfo / a data vendor — why do we need NovaSpark on top?

Zoomlinfo gives you a directory of companies and contacts — NovaSpark tells you which of those
companies are in-market right now, why they're in-market, and what your rep should say to them. They're
complementary, and most NovaSpark customers keep Zoominfo for contact data while using NovaSpark
for prioritization. We can show you how the two work together in the POC.

Our sales cycle is already long — adding a new tool evaluation will slow us down further.

We can activate NovaSpark in 48 hours against your existing CRM data — no implementation project, no
IT provisioning. If the POC doesn't show your reps prioritizing FinTech accounts differently within 2 weeks,
we'll end the evaluation. You're not buying a platform — you're testing a signal layer that sits on top of
what you already have.

Our data team wants to build our own account scoring model.

NovaSpark's API exposes all underlying signal data, so your data team can build custom models on top of
our verified signal layer rather than starting from raw unverified sources. You get the customization your
team wants without the data collection and verification work — and your reps get a working priority list on
day one while the custom model is being built.

We're concerned about data security with a new vendor — we have stringent FinTech compliance
requirements.

We're SOC2 Type Il certified and our standard DPA covers GDPR, CCPA, and GLBA requirements.
NovaSpark processes firmographic and intent signals only — we never touch your customer financial
data. I'll send our security documentation pack today so your IT team can review in parallel with the



commercial evaluation — no need to wait for security approval before starting the POC.

Typical Stakeholders

> VP of Sales or CRO (economic buyer, final approval)

> RevOps Manager or Director (champion, primary evaluator, integration owner)

> Head of Information Security or IT Director (security review, SOC2 verification)

> Legal / General Counsel (DPA and MSA review)

> Finance / FP&A (budget approval above $100K)

> VP of Customer Success (expansion use case stakeholder)
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08 — Recommended Messaging & Positioning

Core Value Proposition

NovaSpark gives FinTech sales teams the intelligence to know which accounts are
in-market right now — using regulatory events, M&A activity, funding signals, and Al

scoring — so reps stop calling fit-based lists and start closing signal-driven pipeline.

Message Map

Claims are classified by readiness to use. Approved claims are safe. Qualified claims require a caveat. Risky claims must be validated with
product, legal, or presales before use.

NovaSpark activates in 48 hours — your reps see prioritized FinTech accounts before
your competitor finishes their implementation scoping call.

PROOF: NovaSpark average time-to-first-insight: 48 hours from CRM connection to rep-facing priority list (2025
onboarding benchmark, n=142 customers)

PERSONA: VP of Sales, CRO — buyers frustrated by long implementation timelines of Galeforce / TrueSignal

DO NOT USE WHEN: Do not use against PulselQ — they also offer fast activation (though no CRM integration). Use
accuracy story against PulselQ instead.

NovaSpark tracks regulatory change events as buying signals — so your
reps know which FinTech accounts just entered a compliance-driven purchasing window.

PROOF: CFPB, OCC, and SEC guidance change tracking available in NovaSpark signal library — automatically
surfaces accounts affected by new regulatory guidance within 24 hours of publication [FRENEEEELIRAID)

PERSONA: VP of Sales at RegTech vendors, LendTech AEs selling to compliance teams, FinTech companies selling
to regulated financial institutions

DO NOT USE WHEN: Do not lead with this in PayTech deals where regulatory signals are less relevant — leads with
M&A or funding signals instead

NovaSpark detects M&A activity in your account list in real time — protecting at-risk deals
and surfacing expansion opportunities at acquiring companies.

PROOF: NovaSpark M&A event signal detects acquisition announcements from Crunchbase, news sources, and SEC
filings within 48 hours — flags affected accounts as at-risk or expansion opportunity automatically [FfEIEREET IR
(live),



PERSONA: VP of Sales, RevOps, VP of Customer Success — anyone managing account portfolios with FinTech
exposure

DO NOT USE WHEN: No restriction — applicable across all FinTech sub-segments

NovaSpark's Al scoring synthesizes 40+ signals into a single rep-facing priority score —
with a plain-English explanation of why each account is high-intent.

PROOF: NovaSpark signal card design confirmed in product demo — each high-intent account shows the 3 signals
that drove the score. 40-signal synthesis confirmed in methodology documentation. [FiE SRR IIEACLIEERR)

PERSONA: RevOps evaluators, VP of Sales — differentiates NovaSpark from PulselQ (no scoring) and TrueSignal
(opaque black-box model)

DO NOT USE WHEN: Don't overclaim ‘best Al in the category' without customer proof — say ‘transparent Al scoring'
and show the signal card explanation instead

R NovaSpark customers in FinTech average 28% increase in pipeline coverage
within 90 days.

PROOF REQUIRED BEFORE USE: This stat is from NovaSpark's overall customer benchmark (n=142) — not
FinTech-specific. Do not use in FinTech customer conversations without a FinTech-specific benchmark. Build FinTech
cohort data from first 20 FinTech customers before using this claim with FinTech buyers.

PERSONA: VP of Sales, CRO — business outcome claim with high persuasion value if FinTech-specific

DO NOT USE WHEN: Any FinTech customer conversation until FinTech-specific benchmark data is available

LANGUAGE TO USE Signal-based, data-specific, outcome-oriented. Use: 'in-market accounts', 'buying
window', 'regulatory trigger', 'signal-to-meeting conversion', 'rep-ready intelligence’,
‘Al scoring with plain-English explanation'. FinTech buyers are analytically
sophisticated — show the methodology, not just the claim.

LANGUAGE TO Avoid: 'we know everything about your accounts' (overpromise), 'replace your CRM'

AVOID (NovaSpark is additive), 'best Al in the market' (unverified claim), 'real-time data’
without specifying the actual refresh cadence. FinTech legal and compliance teams
are attuned to overstatement — conservative, specific language builds more trust.

RECOMMENDED Analytical, specific, and direct. FinTech buyers respond to quantified claims backed

TONE by methodology, not marketing superlatives. Lead with a specific FinTech use case
(regulatory trigger, M&A signal) rather than generic B2B sales intelligence messaging
— vertical specificity signals that NovaSpark understands the buyer's market.
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09 — Top 10 Target Accounts

Accounts ranked by trigger strength, signal freshness, use-case fit, and realistic ability to win. Current signals (<30 days):
act now. Recent signals (30-90 days): validate before outreach. Dated signals (>90 days): re-research before contacting.
Signal strength — Strong: budget/transformation event. Medium: initiative-linked. Weak: narrative only.
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1 Apex Payments

apexpayments.com

Medium COMPLEXITY

COUNTRY

ACCOUNT TYPE

NAMED TRIGGER

BUYING SIGNALS

SIGNAL SOURCE

PRIMARY USE CASE

LIKELY OWNER

RATIONALE

DISQUALIFIER RISK

OUTREACH ANGLE

USA SIZE 380-420 employees
(LinkedIn estimate)
SUB-SEGMENT B2B Payment

Infrastructure
Series D ($95M, Dec 2025) with explicit $30M RevOps investment mandate

Series D closed Dec 2025 with CEO public statement committing $30M to enterprise
sales infrastructure. Hired VP of Sales Jan 2026 (ex-Stripe). 12 open RevOps and
sales roles on LinkedIn as of April 2026. Uses HubSpot — NovaSpark native
integration.

Crunchbase, CEO FRESHNESS
LinkedIn post, LinkedIn
Jobs — Dec 2025 — Apr

2026

Strong SIGNAL

Account prioritization SECONDARY USE
for new enterprise CASE
sales team

M&A signal detection
for expansion into bank
partnerships

New VP of Sales LIKELY BLOCKER
(ex-Stripe) — in 90-day

evaluation window

IT security review —
FinTech security
standards require
SOC2 + DPA upfront

Classic NovaSpark entry profile: funded, hiring, RevOps-building, HubSpot user. New
VP of Sales is in the ideal 90-day tooling evaluation window. $30M RevOps mandate
confirms budget.

VP of Sales hire in January 2026 creates a closing 90-day evaluation window —
outreach in May 2026 is within this window. After 90 days, tooling decisions
are typically made and slots are filled.

If IT security review takes more than 4 weeks, deal slips out of the VP of Sales
evaluation window — provide SOC2 and DPA on day 1 to prevent.

You just raised $95M with a mandate to build world-class enterprise sales
infrastructure. NovaSpark activates in 48 hours on your existing HubSpot data
— your new VP can see which of their target accounts are in-market before the
end of their first week.



2 LendCore Technologies

lendcore.io

Medium COMPLEXITY

COUNTRY

ACCOUNT TYPE

NAMED TRIGGER

BUYING SIGNALS

SIGNAL SOURCE

PRIMARY USE CASE

LIKELY OWNER

RATIONALE

DISQUALIFIER RISK

OUTREACH ANGLE

USA SIZE 280-320 employees
(LinkedIn estimate)
SUB-SEGMENT Commercial Lending

Platform

G2 reviews from LendCore sales team members citing manual research pain
(March 2026)

Two G2 reviews posted March 2026 by LendCore sales team members explicitly
mention spending '4+ hours/week on manual account research'. Uses HubSpot CRM
confirmed via job postings. Posted RevOps Manager role in February 2026.

G2, LinkedIn Jobs — FRESHNESS REE

Feb—Mar 2026

Account prioritization SECONDARY USE Regulatory trigger

— replace manual CASE detection for

research workflow with CFPB-driven

Al-scored priority list commercial lending
accounts

RevOps Manager LIKELY BLOCKER Compliance-heavy
(recently hired) — will
own tool evaluation as

first initiative

culture — security and
legal review may be
more rigorous than
typical mid-market

Sales team is publicly naming the pain NovaSpark solves. RevOps hire in progress
creates an evaluation window. HubSpot integration makes activation frictionless.
CFPB signal use case is highly relevant for commercial lending.

G2 pain signals are 2 months old — still within the window before pain
normalizes or a competitor fills the need. Catch the new RevOps Manager in
their first 30 days.

If a competitor (PulselQ, ClearDeck) reaches the new RevOps hire before
NovaSpark, evaluation may already have a frontrunner — speed matters here.

Your sales team is spending 4+ hours a week on manual account research —
we know because two of them said so publicly on G2. NovaSpark replaces that
with a daily priority list that shows exactly which commercial lending accounts
just entered a buying window, and why.



3 Vault RegTech

vaultregtech.com

Low COMPLEXITY

COUNTRY

ACCOUNT TYPE

NAMED TRIGGER

BUYING SIGNALS

SIGNAL SOURCE

PRIMARY USE CASE

LIKELY OWNER

RATIONALE

DISQUALIFIER RISK

USA SIZE 160—200 employees
(LinkedIn estimate)

SUB-SEGMENT Compliance
Automation

CFPB Section 1033 rulemaking creates a wave of bank compliance buyers —
Vault's accounts are entering buying windows simultaneously

CFPB Section 1033 finalized Q4 2024 — Vault's target customers (banks and credit
unions) face 2026—2027 compliance deadline. Vault posted 6 AE and SDR roles in

Q1 2026. Series B ($18M) closed November 2025.

CFPB Federal
Register, Crunchbase,
LinkedIn Jobs — Nov
2025 - Q1 2026

FRESHNESS

SECONDARY USE
CASE

Regulatory trigger
signal detection —
surface bank accounts
entering compliance
buying windows

VP of Sales or Head of
Sales Development
(posted role)

LIKELY BLOCKER

Recent]

Expansion signal
detection as Vault
scales its bank
customer base

Compliance-focused
company culture —
security review will be
thorough and may
require legal to review
data processing
practices in detail

Vault's AEs sell to a market where NovaSpark's regulatory trigger signal is uniquely
valuable. If NovaSpark can show Vault's reps which banks just entered a CFPB
compliance buying window, that's a direct pipeline multiplier — and a use case no

competitor can match.

The CFPB compliance deadline is 18-24 months away — bank buying is active
now. Vault's reps are selling into the hottest regulatory window in a decade
and need signal intelligence to prioritize 10,000+ bank targets.

Vault may have a compliance-related data sharing concern — address explicitly that
NovaSpark processes only public intent and firmographic data, no bank customer

data.



OUTREACH ANGLE Your reps are selling into the largest bank compliance buying wave since
Dodd-Frank. NovaSpark shows them which 200 banks just entered a buying
window for Section 1033 compliance tools — 24 hours after a regulatory event,
not 6 weeks later.
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/4 ClearPay Solutions

clearpay.io

Medium COMPLEXITY

COUNTRY

ACCOUNT TYPE

NAMED TRIGGER

BUYING SIGNALS

SIGNAL SOURCE

PRIMARY USE CASE

LIKELY OWNER

RATIONALE

DISQUALIFIER RISK

OUTREACH ANGLE

USA SIZE 250-290 employees
(LinkedIn estimate)
SUB-SEGMENT B2B Payments (EU

expansion to US)
US market entry in Q4 2025 — building first US GTM stack

Launched US operations Q4 2025 per press release. Hired first US VP of Sales in
January 2026. 8 open US-based sales and RevOps roles. Uses Salesforce CRM
(confirmed from LinkedIn job requirements).

Company press FRESHNESS Recent]
release, LinkedIn Jobs

— Q4 2025 - Q1 2026

CRM enrichment to
build US account
intelligence from
market scratch

Account prioritization SECONDARY USE
for new US sales team CASE
entering an unfamiliar

US VP of Sales
(recently hired) or US
Head of RevOps

LIKELY BLOCKER EU-based parent
company may drive
procurement — EU
GDPR requirements
and procurement
processes add
complexity vs. US-only

vendors

EU FinTech companies entering the US market need to build their entire US account
intelligence infrastructure from scratch. NovaSpark's US-signal coverage and
Salesforce integration make it a natural first tool for the new US team.

US VP of Sales is in their first 90 days — prime window for tooling evaluation.
After this window, CRM data and outbound sequences will be built around
whatever tools are selected first.

EU procurement process may require parent company approval — qualify early
whether the US VP has independent budget authority or needs EU sign-off.

You just entered the US market with a team of 8. NovaSpark can show you
which US payment infrastructure accounts are actively evaluating new
solutions right now — so your new US reps are calling in-market accounts
from week one, not building a prospect list from scratch.



5

finovacapital.com

COUNTRY

ACCOUNT TYPE

NAMED TRIGGER

BUYING SIGNALS

SIGNAL SOURCE

PRIMARY USE CASE

LIKELY OWNER

RATIONALE

DISQUALIFIER RISK

OUTREACH ANGLE

Finova Capital

USA

LendTech

SIZE

SUB-SEGMENT

Low COMPLEXITY

140-170 employees
(LinkedIn estimate)

SMB Lending Platform

ZoomlInfo customer based on tech stack inference — displacement opportunity

Zoomlinfo confirmed in tech stack via job postings (requirement for candidates).
Company has been flat in headcount for 12 months (stagnation signal). No major
funding event in 18 months. Posted 'Revenue Operations Analyst' role in March

2026.

LinkedIn Jobs (tech
stack inference),
LinkedIn headcount
data — Mar 2026

Zoominfo
displacement —
replace directory data
with Al-scored buying
signal prioritization

Revenue Operations
Analyst (hiring now) —

this person will own the

tool evaluation

FRESHNESS

SECONDARY USE
CASE

LIKELY BLOCKER

eak SIGNAL]

RevOps foundation
tool for the new
Revenue Operations
Analyst hire

Zoomlinfo contract may
be multi-year — qualify
contract end date
before investing in
evaluation

Confirmed Zoominfo user is a displacement opportunity — NovaSpark's Al scoring
and FinTech-specific signals vs. ZoomInfo's directory-only approach. New RevOps

hire is the entry point.

RevOps Analyst hire creates a 30—60 day window where tool stack is being
evaluated. This is a smaller window than VP of Sales hires — act quickly.

Zoomlnfo contract end date unknown — if they're in year 1 of a 3-year contract,
displacement timing doesn't work. Qualify contract status in first outreach.

Zoomlinfo tells you who to call. NovaSpark tells you which of those companies
are actually ready to buy right now. For a LendTech company with 6-12 month
sales cycles, the difference between calling fit-based lists and signal-based
lists is the difference between a full pipeline and a stalled one.



G  TrustLayer Insurance

trustlayer.io

Medium COMPLEXITY

COUNTRY

ACCOUNT TYPE

NAMED TRIGGER

BUYING SIGNALS

SIGNAL SOURCE

PRIMARY USE CASE

LIKELY OWNER

RATIONALE

DISQUALIFIER RISK

USA SIZE 190-230 employees
(LinkedIn estimate)
InsurTech SUB-SEGMENT Insurance Verification

Automation

InsurTech vertical with 6-12 month B2B sales cycles and high account
prioritization need

Active hiring for Enterprise AE and SDR roles (Q1 2026). Expansion into construction
and real estate verticals per blog post (February 2026). Series B ($22M) in October
2024 — 18 months ago.

LinkedIn Jobs,
company blog — Oct
2024 — Feb 2026

FRESHNESS

Account prioritization SECONDARY USE Expansion signal

for enterprise AEs CASE detection as

selling into TrustLayer scales its
construction and real enterprise account
estate markets with base

long cycles

LIKELY BLOCKER Series B is 18 months
old — budget may be
tighter than a freshly
funded company.
InsurTech regulatory

requirements may add

VP of Sales or Director
of Sales Ops

compliance friction.

InsurTech companies with 6—-12 month enterprise sales cycles have the highest pain
around account prioritization — every wasted call costs more in a long-cycle
business. TrustLayer's enterprise expansion creates a window for signal-based
prioritization.

Enterprise AE hiring + vertical expansion into construction real estate
suggests active pipeline building — this is a good time to introduce NovaSpark
before their approach to account prioritization is locked in.

Series B is 18 months old — if they are approaching Series C runway concerns,
discretionary tool spend may be frozen. Qualify budget availability early.



Enterprise insurance verification deals take 6-12 months to close. NovaSpark
shows you which construction and real estate accounts just hit a buying
trigger for insurance automation — so your enterprise AEs are in front of the

OUTREACH ANGLE

right accounts at exactly the right time.
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/ Meridian Compliance Co.

meridiancomp.io

Low COMPLEXITY

COUNTRY

ACCOUNT TYPE

NAMED TRIGGER

BUYING SIGNALS

SIGNAL SOURCE

PRIMARY USE CASE

LIKELY OWNER

RATIONALE

DISQUALIFIER RISK

USA SIZE 120-150 employees
(LinkedIn estimate)

SUB-SEGMENT KYC / AML
Compliance

AML compliance demand surge following FInCEN enforcement actions in Q1
2026

FinCEN issued 3 major enforcement actions in Q1 2026 — Meridian's target
customers (banks, credit unions, MSBs) are in active compliance program review.
Meridian posted 5 BDR and AE roles in Q1 2026. Uses HubSpot confirmed via job
postings.

FInCEN press
releases, LinkedIn
Jobs — Q1 2026

FRESHNESS Current]

Regulatory trigger SECONDARY USE
signal — surface bank CASE

and MSB accounts

entering AML

compliance buying

windows after FINnCEN

enforcement events

SDR prioritization for
high-volume outbound
into 10,000+ potential
bank accounts

VP of Sales or Head of
Business Development

LIKELY BLOCKER Smaller company —
budget for intelligence
tools may be limited.
Qualification on deal
size and ACYV fit

required.

Meridian sells into a market where NovaSpark's regulatory event signal is uniquely
valuable — FinCEN enforcement actions create synchronized buying windows that
traditional intent data completely misses. HubSpot integration makes activation fast.

FinCEN enforcement actions in Q1 2026 are current — Meridian's accounts are
in buying windows right now. This is a live signal opportunity, not a historical
one.

At 130 employees, Meridian may not have budget for NovaSpark's full pricing tier.
Qualify ACV fit early — consider starter plan if available.



OUTREACH ANGLE FinCEN issued 3 enforcement actions in Q1 2026. Your target accounts —
banks and money service businesses — are in compliance review right now.
NovaSpark shows you which 50 accounts entered a KYC/AML buying window
in the last 30 days. Your BDRs should be calling those 50 accounts today.
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8 BridgePay Technologies

bridgepay.co

Medium COMPLEXITY

COUNTRY

ACCOUNT TYPE

NAMED TRIGGER

BUYING SIGNALS

SIGNAL SOURCE

PRIMARY USE CASE

LIKELY OWNER

RATIONALE

DISQUALIFIER RISK

OUTREACH ANGLE

USA SIZE 200-240 employees
(LinkedIn estimate)
SUB-SEGMENT Cross-Border B2B

Payments

Acquired competitor PayRoutes Inc. in March 2026 — post-acquisition tool
rationalization window

BridgePay acquired PayRoutes Inc. in March 2026 per press release.
Post-acquisition tool consolidation is underway — RevOps job posting specifically
mentions 'unifying tool stacks across two organizations'. 60—90 day rationalization
window is open now.

Company press FRESHNESS Current
release, LinkedIn Jobs

— Mar 2026

Post-M&A tool SECONDARY USE
standardization — CASE

NovaSpark as the

unified intelligence

layer across both

organizations

Account prioritization
for expanded
combined sales team

Head of RevOps LIKELY BLOCKER
leading — RevOps attention
post-acquisition may be consumed by
integration CRM migration and
other integration work.

Post-acquisition chaos

Sales intelligence may
be deprioritized.

Post-acquisition tool rationalization is one of the highest-conversion NovaSpark entry
points. RevOps is evaluating every tool simultaneously — being first with a clear
value proposition and fast activation wins.

60-day M&A rationalization window opened in March 2026 — approximately
half of the window remains. Act in May 2026 or the window closes.

If CRM migration is still in progress, NovaSpark integration may need to wait for CRM
consolidation to complete — assess integration readiness in first call.

You just acquired PayRoutes and you're unifying two tool stacks. NovaSpark is
one decision that standardizes account intelligence across both teams in 48
hours — without waiting for the CRM migration to finish.



O Praxis Wealth Management

praxiswealth.io

Low COMPLEXITY

COUNTRY

ACCOUNT TYPE

NAMED TRIGGER

BUYING SIGNALS

SIGNAL SOURCE

PRIMARY USE CASE

LIKELY OWNER

RATIONALE

DISQUALIFIER RISK

OUTREACH ANGLE

USA SIZE 90-120 employees
(LinkedIn estimate)
SUB-SEGMENT RIA Technology

Platform
Series A expansion ($12M, Q4 2025) — building first structured sales team

Series A closed Q4 2025. Hired first VP of Sales in February 2026. 3 open AE roles
as of April 2026. No confirmed CRM stack yet — likely evaluating tooling
simultaneously.

Crunchbase, LinkedIn FRESHNESS
Jobs — Q4 2025 — Apr

2026

eak SIGNAL]

First sales intelligence SECONDARY USE
tool — account CASE

prioritization for newly

built RIA enterprise

sales motion

CRM integration
foundation (once CRM
selected)

VP of Sales (recently LIKELY BLOCKER No CRM confirmed —

hired) NovaSpark integration
requires CRM
connection. Deal
depends on CRM
selection timing.

WealthTech is lower priority than PayTech and RegTech for NovaSpark, but a newly
funded company building their first sales team is a clean greenfield opportunity with
no incumbent to displace.

Series A is 6 months old — window is narrowing. VP of Sales is in their
evaluation period. Rank 9 because WealthTech is a lower-urgency segment for
NovaSpark near-term.

If CRM hasn't been selected, NovaSpark integration is blocked until it is. Qualify
CRM status in first outreach — if HubSpot is being considered, accelerate
recommendation.

You're building your first enterprise RIA sales team. NovaSpark helps you
prioritize the 200 RIAs most likely to buy your platform right now — based on
AUM growth, hiring signals, and technology investment patterns. Your AEs
start calling the right accounts from week one.



10 DataSafe Fraud Labs

datasafe.ai

Medium COMPLEXITY

COUNTRY

ACCOUNT TYPE

NAMED TRIGGER

BUYING SIGNALS

SIGNAL SOURCE

PRIMARY USE CASE

LIKELY OWNER

RATIONALE

DISQUALIFIER RISK

USA SIZE 170-210 employees
(LinkedIn estimate)
FinTech SUB-SEGMENT Fraud Detection &

Prevention

Al fraud detection demand rising after wave of synthetic identity fraud
incidents in Q1 2026

Industry-wide synthetic identity fraud surge in Q1 2026 drove a spike in fraud
detection tool evaluations across banking (industry news signal). DataSafe posted 4
enterprise AE roles in March 2026. No funding event in 24 months — may be
approaching Series B.

Industry news FRESHNESS
(Finextra, American
Banker), LinkedIn Jobs

- Q12026

eak SIGNAL|

Account prioritization SECONDARY USE Industry event signal

for enterprise AEs CASE detection — fraud
selling fraud detection incidents at specific
into banks banks create buying

windows for
DataSafe's pipeline

experiencing synthetic
identity fraud incidents

VP of Enterprise Sales LIKELY BLOCKER
or Head of Business

Development

No recent funding —
budget for new tools
may be limited without
a funding event. 24
months since last
round may mean
conservative spending.

Fraud detection companies selling to banks have a unique signal use case —
specific fraud incidents at named banks create immediate buying windows.
NovaSpark's news event signal tracking could be uniquely valuable here.

Q1 2026 fraud surge is a live market event — DataSafe's target accounts are in
buying windows now. Rank 10 due to funding uncertainty and lower
WealthTech/FinTech sub-segment priority.

No funding in 24 months — qualify budget availability before investing in a full
evaluation cycle. May be better as a Q3 2026 target if Series B closes.



OUTREACH ANGLE The synthetic identity fraud wave in Q1 2026 put 40+ banks into active buying
mode for fraud detection tools. NovaSpark shows your enterprise AEs which

banks just entered that window — so they're calling in-market accounts, not
cold ones.
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