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Section 1: Executive Summary

OVERALL MARKET PRICING PATTERN

The sales intelligence market runs on three distinct pricing philosophies: opaque enterprise pricing (Galeforce,
TrueSignal — no public numbers, all deals through sales), PLG self-serve (PulselQ — $0 to start, expand via data
add-ons), and platform consolidation bundling (ClearDeck — replace two tools with one invoice). NovaSpark's
published pricing sits as the only transparent mid-market option — a structural advantage in deals where buyers want
to evaluate before calling a sales rep.

HOW THIS MARKET MAKES MONEY

Every competitor hides true cost somewhere: Galeforce in professional services, TrueSignal in implementation and API
overages, PulselQ in data add-on categories, ClearDeck in tier upgrade pressure. The market structurally underprices
acquisition and monetizes post-sale. NovaSpark's opportunity is to own the transparent pricing narrative and compete
on total cost of value delivered.

COMPETITORS WINNING ON PRICE MARKET VULNERABILITIES

* PulselQ wins on entry price ($49/seat, free tier) in
SMB deals under 20 seats where add-on costs aren't
yet visible

» ClearDeck wins on consolidation math in CFO-driven
deals where two separate tool costs are compared to
one bundle invoice

» Galeforce wins on bundle pricing inside existing Bl
renewal cycles — marginal cost appears near zero

TOP 3 PRICING ACTIONS FOR NOVASPARK

e PulselQ's real TCO (including add-ons) approaches
NovaSpark pricing at 20+ seats — transparent
comparison closes the gap

» ClearDeck's consolidation pitch breaks whenever the
buyer has a working SEP contract still in term

 TrueSignal's $120K minimum and 6-8 week
implementation disqualifies them from 70%+ of
mid-market opportunities

« Galeforce's opaque pricing creates friction in any deal
where budget approval requires a price before a sales
call

Action 1

Publish a public TCO calculator that inputs competitor pricing structures and reveals hidden cost layers — data
add-ons, implementation fees, and rep time wasted on false positives

Action 2

Build a 'ClearDeck Overlap Check' landing page: if your Outreach or Salesloft contract has 12+ months remaining,
ClearDeck's consolidation pitch saves you nothing — NovaSpark replaces only your data tool at lower cost

Action 3

Launch a competitive displacement program with 2 months free for documented Galeforce, TrueSignal, or ClearDeck
contracts — position at the end of Q3 to catch Q4 renewal cycles



4 COMPETITORS COVERED

ClearDeck, Galeforce Analytics, PulselQ, TrueSignal
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Section 2: Data Sources & Reliability

Each competitor's intelligence is grounded in specific public sources. Reliability ratings reflect how directly the source
confirms the claim (HIGH = directly stated, MEDIUM = reasonably inferred, LOW = speculative or indirect).

ClearDeck

https://cleardeck.com

SOURCE RELIABILET™ WHAT IT REVEALS

ClearDeck public pricing Growth ($89) and Professional ($179) tier prices, feature gates,
page and seat ranges

G2 reviews (1,200+ verified) Customer feedback on signal quality (‘generic’), HubSpot sync

limitation, and rep adoption friction

ClearDeck press release — Confirms intent data is white-labeled from Bombora — not
Bombora partnership proprietary
LinkedIn job postings — First enterprise push in Q1 2026; previously pure mid-market

Enterprise Sales VP hire

Deal pattern inference from Typical ACV $40K-$120K; consolidation pitch most common;
RevOps community 30-60 day sales cycle
discussions

Galeforce Analytics

https://galeforceanalytics.com

SOURCE RELIABILEM™ WHAT IT REVEALS
Galeforce product page Feature set and positioning language; no pricing disclosed
G2 reviews (vendor-verified) Customer experience with implementation timeline and rep

adoption rates

LinkedIn job postings Team size growth, enterprise focus, solutions engineering hiring
pace

Deal pattern inference from Estimated ACV ranges ($75K-$400K) and Q4 discount

3rd-party win/loss data behavior

Deloitte partnership HIGH| Enterprise Sl channel strategy and professional services pricing

announcement tier



PulselQ

https://pulseiq.io

SOURCE

PulselQ public pricing page

G2 reviews (800+ verified)

PulselQ product changelog
(public)

Crunchbase funding data

LinkedIn company growth
data

TrueSignal

RELIABILAM™

HIGH|

HIGH|

WHAT IT REVEALS
All published tier prices, seat ranges, and included features

Customer pain points: data noise, CSV export limitation, pricing
shock on add-ons

Feature development roadmap, recent Al synthesis addition to
Pro tier

Series A ($8M) confirmed; Series B documents filed (~$25M
expected Q2 2026)

Headcount growth 28% in 2025; first enterprise sales hire Feb
2026

https://truesignal.ai

SOURCE

TrueSignal product page and
technical documentation

Crunchbase funding data
Forrester New Wave Q1
2026 report

G2 reviews (enterprise
segment)

LinkedIn hiring data

DATA LIMITATIONS NOTICE

RELIABILEM

HIGH|

HIGH|

MEDIUM|

WHAT IT REVEALS

200+ signal source claim, SignalMesh architecture, API-first
positioning, enterprise-only features

$60M Series C confirmed; $110M total raised; enterprise-grade
investment runway

Positioned as Strong Performer for enterprise; noted
implementation complexity as key weakness

Implementation timeline 6—-12 weeks average; rep adoption
cited as challenge; data breadth praised

15 mid-market AEs hired Q1 2026 — signals downmarket
expansion attempt; TrueSignal Express beta mentioned in job
descriptions

Pricing intelligence is based on publicly available information as of May 21, 2026. Enterprise pricing, custom deals,
and negotiated discounts are estimated from indirect signals and may not reflect actual contract values. Claims
labeled INFERRED should be validated before use in competitive positioning.



Section 3: Pricing Model Analysis

Deep analysis of how each competitor's pricing model works mechanically, what it enables, where it breaks, and the
strategic implication for NovaSpark.

ClearDeck

ClearDeck uses platform pricing that bundles sales engagement and intent data into a single per-seat fee —
positioning the combined price as cheaper than buying Outreach + Zoominfo separately (OBSERVABLE from public

pricing page)

MODEL TYPE Platform bundle — sales engagement (sequences, cadences) + intent data in one
seat price
TRANSPARENCY Medium — two tiers public, enterprise opaque; hidden cost in data add-ons and

HubSpot sync gating

CONTRACT Annual standard; monthly available at Growth tier with 20% premium
STRUCTURE
BILLING LOGIC Per-seat; volume discount negotiated at 100+ seats; data add-ons billed per intent

category pack

WHAT IT ENABLES Vendor consolidation pitch — one invoice replaces Outreach (~$100/seat) +
Zoomlinfo (~$50/seat); total bundle at $89-$179 appears cheaper

RISKS IT CREATES If the buyer has a working Outreach/Salesloft contract still in term, the consolidation
math breaks immediately. Bundle becomes expensive compared to NovaSpark +
existing SEP.

WHERE IT BREAKS Deals where the prospect has a modern SEP in contract (Outreach, Salesloft, Klenty)

— they won't abandon a working tool for ClearDeck's engagement layer

STRATEGIC COMPETE — Engage RevOps and sales before finance. Frame NovaSpark as
IMPLICATION replacing only the data tool, not the SEP — keeping the engagement stack they
already like.

WHERE THEY WIN WHERE THEY ARE VULNERABLE

» CFO-driven consolidation deals where reducing ¢ Any deal where the prospect has a working SEP
vendor count from 2 to 1 justifies accepting lower signal contract still in term — consolidation pitch collapses

quality (OBSERVABLE) « Intelligence-led evaluations where RevOps tests

» Deals where the buyer's Outreach/Zoominfo signal accuracy and discovers the Bombora white-label
contracts are both expiring simultaneously — rare but source
sweet spot



Galeforce Analytics

Galeforce uses opaque enterprise pricing with no public tiers — all deals go through a sales process, with custom
quotes based on data volume, seat count, and integration complexity (INFERRED from no public pricing page)

MODEL TYPE

TRANSPARENCY

CONTRACT
STRUCTURE

BILLING LOGIC

WHAT IT ENABLES

RISKS IT CREATES

WHERE IT BREAKS

STRATEGIC

IMPLICATION

WHERE THEY WIN

Enterprise custom — no self-serve, all deals require sales qualification
Low — pricing requires a sales call; no public tiers or range estimates

Annual or multi-year contracts (3-year most common at enterprise); no monthly
option

Seat-based + data volume add-ons + professional services billed separately

Large deal sizes ($75K—-$400K ACV) with predictable ARR; forces qualified leads
through sales funnel

High friction for mid-market buyers who need pricing before internal budget approval;
loses self-serve-driven evaluations by default

Any deal where the buyer wants a number before a sales call — common in modern
SaaS procurement

COMPETE — Publish NovaSpark pricing prominently — it closes the evaluation gap
before Galeforce gets their first call scheduled

WHERE THEY ARE VULNERABLE

» Bundled deals where sales intelligence is added to * Mid-market deals where buyers need transparent
existing Bl contracts at marginal cost (INFERRED) pricing for quick internal budget approval

 Large enterprise RFPs where IT controls vendor * Any deal where time-to-first-insight matters —
selection and existing Galeforce relationship is an NovaSpark activates before Galeforce schedules their

advantage (OBSERVABLE)

first scoping call



PulselQ

PulselQ uses transparent, low-friction self-serve pricing anchored at $49/seat/month — a deliberate PLG strategy to
minimize evaluation friction and drive high-volume sign-ups (OBSERVABLE from public pricing page)

MODEL TYPE

TRANSPARENCY

CONTRACT

STRUCTURE

BILLING LOGIC

WHAT IT ENABLES

RISKS IT CREATES

WHERE IT BREAKS

STRATEGIC

IMPLICATION

WHERE THEY WIN

Freemium-to-paid PLG — free entry, seat-based expansion, data add-on upsell
High — public pricing with visible tier gates; premium add-on costs less visible

Monthly (no commitment) at Starter; annual prepay available at 2-month discount for
Pro and Team

Per-seat monthly; data category add-ons billed separately per intent category
package

Viral adoption — individual SDRs sign up without procurement; organic team
expansion drives ARR growth

Data quality issues at scale damage trust and trigger churn when teams measure
signal-to-meeting conversion

Teams that track signal accuracy — false positive rate becomes visible and painful
within 60-90 days of active use

REPOSITION — Don't compete on entry price. Reframe to TCO including add-ons,
and quantify the rep time cost of a 40% signal accuracy rate.

WHERE THEY ARE VULNERABLE

» Budget-conscious startups where the $49 entry price * Teams that track signal-to-meeting conversion —

makes the decision trivial

* Individual SDR purchases where no procurement

40% false positive rate becomes measurable pain
within 60 days

approval is needed — self-serve to active in 5 minutes * Mid-market RevOps evaluations where CRM

integration depth is a requirement



TrueSignal

TrueSignal uses enterprise-only custom pricing anchored on data source tiers and API call volume — opaque to
non-enterprise buyers, with a minimum engagement of $120K ACV (INFERRED from no public pricing and
enterprise-only positioning)

MODEL TYPE Enterprise custom — API volume + data source tier pricing; all deals through
enterprise sales

TRANSPARENCY Low — no public pricing, no trial, minimum $120K ACV; pricing revealed only late in
enterprise procurement process

CONTRACT Annual minimum; 3-year preferred at 25—-35% discount; POC at $25K as evaluation
STRUCTURE pathway
BILLING LOGIC Base platform fee + per-signal-source tier + API call volume overage + professional

services (billed separately)

WHAT IT ENABLES High ACV with strong expansion potential — data source tier upgrades and API
volume growth create natural NRR above 120%

RISKS IT CREATES Slow implementation (6—8 weeks) creates buyer frustration during evaluation;
complexity-driven churn when data science team support is removed

WHERE IT BREAKS Any mid-market deal under $100K — pricing minimum eliminates the segment. Any
deal requiring rep adoption in under 30 days.

STRATEGIC COMPETE — Win every mid-market deal by default. In enterprise, force an
IMPLICATION activation timeline comparison — NovaSpark in 48h vs. TrueSignal's 6+ weeks wins
the time-to-value argument.

WHERE THEY WIN WHERE THEY ARE VULNERABLE
» Enterprise accounts with dedicated analytics teams * Mid-market deals — $120K minimum disqualifies
and $120K+ budgets who value data breadth over them from most deals under $150K budget

activation speed (INFERRED) « Evaluations requiring rep-visible insights within 30

» Multi-year strategic data infrastructure deals where days — 6-8 week implementation is a hard blocker
ROI is measured over 3 years, not 90 days
(INFERRED)



Section 4: Monetization & Packaging Logic

How each competitor actually makes money, what is bundled vs gated, hidden cost layers, and how the total cost evolves
over time.

ClearDeck

Displacement of existing tool stacks (Outreach + ZoomInfo/Bombora) with a combined platform offer. Revenue per
seat is higher than point solutions individually, but the TCO pitch is ‘one invoice instead of two.'

FREE VS PAID No free tier; 14-day trial available on request (not self-serve — requires a sales call
to activate)

REVENUE SOURCE Seat subscriptions + premium intent category add-ons + enterprise professional
services (implementation for 100+ seat deals)

BUNDLING Core bundle: sequences + standard intent data (Bombora white-label). Premium:
STRATEGY advanced intent categories, bidirectional HubSpot sync (Professional tier only),
Salesforce native (Professional+).

HIDDEN LAYERS » HubSpot bidirectional sync locked to Professional ($179/seat) — Growth tier ($89)
is one-way export only

 Salesforce native integration requires Professional tier — $90/seat/month
premium over Growth

» Premium intent category packs: $12-$30/seat/month each; not included in any
published tier

SUBSIDY ANALYSIS No free acquisition. CAC is traditional sales-led. Consolidation pitch effectively
subsidizes perceived value by framing a $179/seat tool as cheaper than two separate
tools.

WHERE Growth buyers who need HubSpot sync discover they must upgrade to Professional

CUSTOMERS PAY — effectively doubling their cost from $89 to $179/seat within 60 days.

COST OVER TIME Stable if on Professional tier with no add-ons. Increases when premium intent
categories and enterprise add-ons are needed. 12-month TCO often 1.3x quoted
ACV.

PUBLISHED TIERS

Growth

$89/seat/month (or $890/seat/year — ~1 month free) « Monthly or annual

Target: SDR and AE teams of 5-25 at mid-market companies evaluating stack consolidation

¢ Multi-channel sales sequences (email, LinkedIn, call)

e Standard Bombora intent signals (15 categories)



e HubSpot one-way export (CSV)

e Basic analytics dashboard

e Email support

Limitations:

* No HubSpot bidirectional sync — one-way only

* No Salesforce integration

* No Al account scoring — rule-based only

No dedicated CSM

Professional

$179/seat/month (or $1,790/seat/year) « Monthly or annual
Target: Revenue teams of 25-100 at mid-market companies with a RevOps function managing tool consolidation
e Advanced sequences with A/B testing

« Expanded intent library (30 categories)

« Bidirectional HubSpot sync (Professional only)

« Native Salesforce integration

» Basic Al scoring (rule-based + keyword match)

» Dedicated CSM

Limitations:

e Al scoring is rule-based keyword matching — not true ML model

« Intent data is Bombora white-label — same source as several competitors
e Premium intent categories still add-on

Enterprise

Custom ($40K-$120K ACV estimated) « Annual (required)

Target: Teams 100+ with tool consolidation mandate; first enterprise push post-Q1 2026 VP hire

e Full platform access
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e Custom intent data feeds (limited)

¢ API access

¢ Dedicated success team

e Implementation services included

e SSO and advanced security

Limitations:

» No SOC2 Type Il — enterprise security reviews often stall

» Custom intent feeds limited to 5 categories without additional cost

 First enterprise sales motion — limited reference customers at this tier

Galeforce Analytics

Cross-sell into existing Bl contracts — the intelligence module is sold as an upsell to accounts already paying for
Galeforce Bl, making the marginal cost feel low even when the absolute ACV is high.

FREE VS PAID No free tier, no trial — evaluation requires IT provisioning and a formal sales process

REVENUE SOURCE Platform subscription (seat-based) + data connector add-ons + professional services
(implementation, training, ongoing support)

BUNDLING Bundle sales intelligence module into existing Galeforce Bl renewal — marginal cost
STRATEGY appears low against existing contract value
HIDDEN LAYERS * Professional services: $30K—$80K for implementation not included in ACV quote

» Data connector fees: $5K—$20K/year for premium integration packages (HubSpot
excluded)

» Annual support tier upgrade required for SLA guarantees above 99.5% uptime

SUBSIDY ANALYSIS Bl platform cross-sell effectively subsidizes acquisition cost — they acquire sales
intelligence customers at near-zero CAC inside existing accounts

WHERE Year 1: ACV + implementation. Year 2+: ACV + data add-ons + support tier
CUSTOMERS PAY upgrades. True 3-year TCO is 1.4-1.8x the quoted ACV.
COST OVER TIME Increases — data volume growth triggers add-on fees; seat expansion billed at full

rate with no retroactive discount
PUBLISHED TIERS

Intelligence Core

$75K-$150K ACV (estimated) « Annual



Target: Enterprise accounts (500—1000 employees) adding intelligence to existing Galeforce Bl contract
» Al-augmented signal layer on existing Bl data

e Standard Salesforce integration

» 25 pre-built signal categories

e Email support + quarterly business review

Limitations:

* No HubSpot integration

e 24-48h signal batch delay

¢ Requires IT provisioning (4—6 weeks)

* No self-serve trial available

Intelligence Professional

$150K-$250K ACV (estimated) « Annual

Target: Fortune 1000 enterprise, 1000-5000 employees, dedicated RevOps team
e Full signal library (75+ categories)

» Custom connector package

» Dedicated CSM

¢ SLA guarantee (99.5% uptime)

¢ Quarterly strategy sessions

Limitations:

¢ Still no native HubSpot — premium connector required as add-on

¢ Data team required to configure scoring models

¢ 6-month implementation timeline for full deployment

Intelligence Enterprise

$250K-$400K ACV (estimated) » Annual or multi-year (3-year at 20% discount)

Target: Fortune 500 with complex multi-system data environments and compliance requirements
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e Unlimited signal categories

e Custom data ingestion pipelines

¢ 1SO27001 + SOC2 Type Il compliance documentation

e Dedicated solutions engineer

¢ Professional services included

Limitations:

e Minimum 6-month implementation

* Requires dedicated data team on customer side

» White-glove only — no self-serve component at any stage

PulselQ

Volume-based PLG: acquire at $0 (free tier), convert to $49/seat, expand via seat growth and data add-on upsells.
The real monetization is in the premium intent categories, not the base subscription.

FREE VS PAID Free tier: 1 seat, 100 signal views/month, manual CSV export. Paid from
$49/seat/month (Starter). Real value requires Pro tier ($149/seat) plus intent
category add-ons.

REVENUE SOURCE Seat subscriptions (40% of ARR est.) + intent category data add-ons (45% est.) +
annual prepay uplift (15% est.)

BUNDLING Core intent data bundled into base subscription; premium intent categories
STRATEGY (technographic, regulatory, funding event signals) sold as add-on packages at
$15-$40/seat/month each

HIDDEN LAYERS * Intent category add-ons: $15-$40/seat/month per premium category — not
included in base $49 price

» Annual prepay lock-in disguised as a '2 months free' discount — $588/seat upfront
vs. $49/month flexibility

» CSV export limitation at Starter tier — Zapier integration required ($20/month
additional per user) for any automation

SUBSIDY ANALYSIS Free tier is subsidized by paid-tier conversion — approximately 8% of free users
convert to paid within 90 days (estimated from growth benchmarks). Effective CAC is
near-zero for self-serve.

WHERE Teams of 20 reps at full data access: $49 base + $35 (technographic) + $25 (funding
CUSTOMERS PAY signal) + $20 (Zapier) = ~$129/seat/month — 2.6x the advertised entry price
COST OVER TIME Increases as team adds intent categories and seats grow. A team that starts at

$49/seat typically lands at $110-$150/seat within 12 months of active use.



PUBLISHED TIERS

Free

$0 « No commitment

Target: Individual SDRs evaluating the platform; early-stage founders doing their own outbound

¢ 100 signal views/month

e Manual CSV export only

e 5 standard intent categories

« Email support (48h response)

Limitations:

¢ 1 seat only — no team sharing

¢ No CRM integration of any kind

¢ No Zapier automation

Signal freshness: 72h delay on free tier

Starter

$49/seat/month (or $490/seat/year — 2 months free) « Monthly or annual

Target: SDR teams of 1-10 at early-stage startups, outbound-heavy GTM, limited budget

e Unlimited signal views

e Standard intent categories (15 included)

e Zapier integration for CRM pseudo-sync

e Email + chat support

Limitations:

* No native CRM integration — Zapier only (additional cost)
* No Al account scoring

e Premium intent categories not included

* No dedicated CSM
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Pro

$149/seat/month (or $1,490/seat/year) « Monthly or annual

Target: Growing SDR teams of 10-50 at Series A-B companies needing advanced signal access

¢ Al signal synthesis (new — in beta)

« Priority intent categories (25 included)

« Priority support (8h response)

e Team analytics dashboard

Limitations:

« Still no native CRM bidirectional sync — Zapier only

e Al synthesis feature is beta — accuracy not independently verified

* Premium intent categories ($15-$40/seat extra) still not included

Team

Custom (typically $80-$120/seat/month at volume) ¢ Annual (required at Team tier)

Target: Teams 50+ at mid-market companies; first enterprise-attempt accounts

« Volume discount (negotiated)

¢ Dedicated CSM

¢ Custom data feeds (limited)

e API access (read-only)

Limitations:
e No SOC2 Type Il — blocks enterprise security reviews
e APl is read-only — no bidirectional data flow

» Custom data feeds limited to 3 categories without upsell
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TrueSignal

Land with a subsidized POC ($25K), convert to $120K+ ACV platform contract, expand via data source tier upgrades
and API volume growth. Professional services (implementation) are a significant additional revenue stream.

FREE VS PAID No free tier, no self-serve trial. POC pathway at $25K subsidized cost — converts to
full platform contract if metrics are met.

REVENUE SOURCE Platform subscription (estimated 60% of ARR) + professional

services/implementation (25% est.) + data source tier upgrades and AP| overages
(15% est.)

BUNDLING SignalMesh tiers: Core (50 sources), Advanced (100 sources), Enterprise (200
STRATEGY sources). Each tier is an annual upgrade decision. Professional services bundled at
Enterprise tier.

HIDDEN LAYERS » Professional services: $30K—$80K implementation fee not included in ACV quote
— disclosed only during contract negotiation

* API call volume overages: $0.003/call over included volume — can add
$10K-$30K/year for high-usage accounts

» Dedicated solutions engineer: required for Enterprise Advanced and Strategic
tiers, billed at $150/hour beyond included hours

SUBSIDY ANALYSIS $25K POC price is subsidized — actual cost to TrueSignal is higher. POC is a
customer acquisition investment with conversion rate estimated at 60-70% based on
enterprise deal conversion norms.

WHERE Year 1: $120-200K ACV + $30-60K professional services. Year 2+: ACV + API
CUSTOMERS PAY overages + potential tier upgrade. True year-1 TCO: $150K—-$260K.
COST OVER TIME Increases as data usage and API volume grow; source tier upgrades compound the

base cost. 3-year TCO for a typical Enterprise Advanced customer: $600K—$900K.

PUBLISHED TIERS

Enterprise Core (SignalMesh 50)

$120K-$200K ACV (estimated) « Annual

Target: Enterprises 500—1000 employees with a revenue analytics team beginning their intelligence investment

* 50 signal sources via SignalMesh

* REST API with 500K calls/month included

Standard Salesforce integration

Quarterly business reviews

Email + Slack support channel



Limitations:

¢ No HubSpot native integration — API custom build required

* No rep-facing Ul included at this tier — data team access only
» Professional services not included — billed separately

e 4-8 week implementation before first insight

Enterprise Advanced (SignalMesh 200)
$200K-$350K ACV (estimated) « Annual

Target: Fortune 1000 with dedicated revenue analytics function and $200K+ intelligence budget
¢ Full 200-source SignalMesh

» Real-time API with 2M calls/month included

e Custom data ingestion pipeline

« Dedicated solutions engineer (80 hours/year)

 Priority support (4h response)

e Basic rep-facing dashboard (beta)

Limitations:

¢ Rep-facing dashboard is beta — limited to 5 signal categories in Ul

« Solutions engineer hours included but implementation usually requires more
¢ No SOC2 Type Il for data processing — available on roadmap

Strategic (SignhalMesh 200 + Custom)

$350K-$500K+ ACV (estimated) « Annual or multi-year (3-year at 25-35% discount)

Target: Fortune 500 and strategic accounts with custom data requirements and white-label ambitions

All 200 sources + bespoke custom data collection

* Unlimited API access

e Co-development roadmap access (quarterly input)

e Executive business reviews (monthly)
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e Data SLA guarantees (99.9% uptime)

« White-label data output rights

¢ Minimum 6-month implementation
* Requires dedicated data engineering team on customer side (FTE)

e Custom collection adds 8-12 week lead time per new source

| Limitations:
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Section 5: Discounting & Negotiation Strategy

ClearDeck

NEGOTIATION Moderate — consolidation pitch creates inherent discount pressure; 15-25%
FLEXIBILITY available at Growth tier for annual commit

ENTERPRISE VS Mid-market focus (Growth/Professional). Enterprise motion new as of Q1 2026 —
SMB pricing less mature, more negotiable.

DISCOUNT PATTERNS

» Bundle displacement: 30% off for 2-year commit when replacing both a SEP and a data tool simultaneously

e Annual prepay incentive: ~1 month free (8% effective discount) for annual over monthly billing

* Free implementation services for deals over $60K ACV — typically 100+ seats at Professional

» Competitive win-back: 25% year-1 discount if switching from Outreach + Zoominfo as a bundle replacement

DEAL SIZE SIGNALS

 Deals below $30K ACV typically self-serve at Growth tier — no sales involvement

» Sales engagement above $30K: 30-60 day cycle with one sales rep and one solutions engineer

» Enterprise deals ($60K+): 60—90 day cycle, now includes dedicated enterprise AE post-Q1 2026 hire

I WHEN TO COMPETE ON PRICE

When the prospect is considering ClearDeck to
replace only their data tool (not SEP) — NovaSpark is
cheaper per seat and delivers superior signal quality.

Galeforce Analytics

WHEN TO AVOID

Don't compete head-to-head on bundle price when
the buyer is consolidating both a SEP and a data tool.
Instead, demonstrate why keeping their existing SEP
+ NovaSpark is better than replacing both with
ClearDeck.

NEGOTIATION High — up to 40% off list in Q4 to hit annual targets; 20% standard for 3-year commit
FLEXIBILITY
ENTERPRISE VS Enterprise-only; no SMB motion. All discounting happens at $75K+ ACV level.
SMB
DISCOUNT PATTERNS

* Q4 year-end discounting: 30—-40% off list to hit annual ARR targets (INFERRED from deal pattern reports)

e Multi-year commitment: 15-20% annual discount for 3-year prepay



» Bundle consolidation: free intelligence module seats if renewing or expanding Bl contract

» Competitive displacement: 25% first-year discount to displace a named incumbent

DEAL SIZE SIGNALS

» Deals below $75K ACV are deprioritized by their sales team — pricing floor is effectively $75K
» Deals above $200K typically involve Deloitte as an Sl, adding 15-25% in professional services on top

* Multi-year deals (3-year) represent ~40% of new bookings — strong lock-in intent

I WHEN TO COMPETE ON PRICE I WHEN TO AVOID
When Galeforce is the incumbent and the contract is Don't try to beat their Q4 bundle discount inside an
up for renewal — TCO transparency wins. Show their existing Galeforce Bl relationship — you won't win on
hidden implementation and add-on costs vs. price there. Win on speed, CRM integration, and rep
NovaSpark's all-in published price. adoption instead.

PulselQ

NEGOTIATION Low at Starter; moderate at Team tier — some flexibility on volume pricing above 50
FLEXIBILITY seats

ENTERPRISE VS Primarily SMB self-serve. Team tier has limited enterprise sales motion with modest
SMB negotiation room.

DISCOUNT PATTERNS

< Annual prepay: 2 months free (effectively 17% discount) — auto-offered at checkout
» Competitive displacement offer: 3 months free if switching from a named competitor with proof of prior contract

* Free data add-on for first 90 days — masks true recurring cost during trial-to-paid conversion window

DEAL SIZE SIGNALS

» Deals above 50 seats trigger a 'sales assist' motion — first human contact in their PLG funnel
» Average contract value at Team tier: $8K-$25K ARR — small enough to avoid formal procurement

e Churn risk highest at 90-day mark when add-on costs become visible in billing

I WHEN TO COMPETE ON PRICE I WHEN TO AVOID
Don't compete on entry price — you will lose. Avoid head-to-head price comparisons in deals under
Compete when a team has 3+ months of PulselQ 15 seats where PulselQ's entry cost is genuinely hard
data you can benchmark against NovaSpark's to beat. Qualify out or focus on future scale.

accuracy.



TrueSignal

NEGOTIATION High at enterprise — 25-35% available for 3-year commit; POC subsidy creates
FLEXIBILITY initial low-cost entry

ENTERPRISE VS Enterprise-only by design. No SMB or mid-market motion as of Q1 2026 (TrueSignal
SMB Express in beta may change this in H2 2026).

DISCOUNT PATTERNS

e 3-year commit: 25-35% total ACV discount vs. annual rate — primary retention mechanism

» Subsidized POC: $25K entry-point POC (estimated cost to TrueSignal: $50—-80K) — investment in conversion

» Source tier deferral: start at Core (50 sources) at reduced price, commit to upgrade to Advanced in Year 2

* Professional services bundle: waive implementation fee ($30—60K) for 3-year commit at Strategic tier

DEAL SIZE SIGNALS

» Deals below $100K budget don't get past first sales qualification call — hard minimum

» Deals above $250K involve a solutions architect and executive sponsor from TrueSignal

» POC conversion rate estimated at 60-70% — high investment justification for $25K subsidized entry

I WHEN TO COMPETE ON PRICE I WHEN TO AVOID
In any deal under $150K, TrueSignal prices Don't try to beat TrueSignal on data source count in a
themselves out — we win by default. In enterprise, data-science-led evaluation. Win on rep usability,
compete on Year-1 TCO: NovaSpark all-in vs. activation speed, and transparent ROl — not source

TrueSignal ACV + implementation fees. breadth.



Section 6: Conversion & Pricing Tactics

How each competitor drives adoption, creates lock-in, and where their tactics create customer regret that NovaSpark can
exploit.

ClearDeck

WHY IT WORKS CFO consolidation logic is compelling — 'one invoice instead of two' resonates even
when product depth is lower. Ops and finance buyers respond to simplicity narrative.

WHERE When reps discover the HubSpot sync is one-way at Growth tier (requiring upgrade
CUSTOMERS to Professional to double their cost), or when RevOps realizes signal quality gaps
REGRET versus their prior ZoomInfo investment.

HOW TO BREAK Get a RevOps or technical buyer into the evaluation early. Ask them to demo the
MODEL HubSpot sync live at their current tier — the one-way limitation surfaces immediately.

Then ask to see the intent data methodology — Bombora white-label comes out
under direct questioning.

WINNING ClearDeck consolidates your tools. NovaSpark upgrades your intelligence.
MESSAGING Keep your best engagement tool and add the signal accuracy your team
actually needs.

ADOPTION DRIVERS LOCK-IN MECHANISMS
» Consolidation narrative reduces perceived complexity « Annual contract (standard) creates 12-month
of managing multiple vendors switching barrier
e CFO buy-in from single-invoice positioning drives « Migration from existing SEP to ClearDeck sequences
top-down mandate creates rep workflow dependency
» Revenue community presence (RevGenius, Modern » Professional tier upgrade stickiness — customers
Sales Pros) drives awareness in target ICP who upgraded for HubSpot sync are reluctant to
downgrade
FREE TRIAL 14 days — no credit card required

14-day trial available on request — not self-serve. Requires a sales call to activate.
Trial is on Professional tier features to maximize perceived value during evaluation.



Galeforce Analytics

WHY IT WORKS Enterprise procurement teams trust established vendors with existing contracts —
the Galeforce Bl relationship creates a default advantage before any evaluation
begins.

WHERE Rep adoption — Galeforce's platform is designed for data teams, not AEs.

CUSTOMERS Customers consistently report low rep engagement despite high ACV investment.

REGRET

HOW TO BREAK Surface rep adoption data early. Ask: 'What % of your AEs log into Galeforce daily?'

MODEL The honest answer is typically under 20% — that's the opening.

WINNING Your reps don't use Galeforce because it wasn't built for them. NovaSpark was.

MESSAGING

ADOPTION DRIVERS LOCK-IN MECHANISMS
* Existing Bl relationship creates low-friction  3-year contracts with 20% early termination penalty

land-and-expand motion « Data in Galeforce proprietary format — migration

 IT approval already in place for Galeforce requires professional services

infrastructure PR
« Implementation investment sunk cost — customers

» Enterprise procurement prefers known vendor over resist switching after 6-month onboarding

evaluation process « Deloitte Sl relationship creates implementation

dependency
FREE TRIAL No free trial available
PulselQ
WHY IT WORKS Zero-friction self-serve — individual SDRs sign up without budget approval,

experience early wins on volume outbound, and expand organically. The $49 price
point is below most expense approval thresholds.

WHERE 90 days post-conversion: add-on costs accumulate, false positive rate becomes
CUSTOMERS visible in meeting-to-signal tracking, and RevOps discovers the CSV export limitation
REGRET blocks automation.

HOW TO BREAK Run a signal accuracy benchmark: take the same 20 target accounts, compare
MODEL PulselQ's high-intent flags against NovaSpark's scoring, and measure which signals

result in actual booked meetings over 30 days.

WINNING PulselQ gives you signals fast. NovaSpark gives you signals worth acting on.
MESSAGING



ADOPTION DRIVERS
 Free tier removes any barrier to first experience

* $49 entry price below most expense approval limits
— no procurement needed

» 5-minute setup creates immediate value perception
before accuracy is measurable

» G2 visibility (800+ reviews) drives organic
self-discovery

FREE TRIAL

LOCK-IN MECHANISMS

e Annual prepay commitment (Team tier) creates
12-month switching barrier

* Rep workflow built around their dashboard —
switching requires retraining

e Data history stored in PulselQ — migrating signal
history requires manual export

0 days — no credit card required

Permanent free tier (not time-limited trial) — 1 seat, 100 signal views/month, CSV
export only. No credit card required. Conversion to paid is self-serve at any time.

TrueSignal

WHY IT WORKS

The $25K subsidized POC removes the pricing shock from the initial conversation.

By the time the $120K+ contract is on the table, the data science team is invested
and the implementation has started.

WHERE
CUSTOMERS

REGRET the ROI.

HOW TO BREAK
MODEL

When implementation stalls at week 6 due to APl complexity, the data team is
consumed, and the VP of Sales (who needed insights last month) loses confidence in

Get the VP of Sales in the room during any TrueSignal evaluation. Ask TrueSignal:
‘Can your platform show our AEs a prioritized account list on day 1 of deployment?'

The honest answer is no — that's the opening.

WINNING
MESSAGING

ADOPTION DRIVERS

* $25K POC creates sunk cost and data team
investment before full contract commitment

» Forrester analyst coverage creates credibility in
enterprise procurement processes

» Data breadth narrative (200+ sources) wins
data-science-led evaluations where technical depth
matters

FREE TRIAL No free trial available

TrueSignal has more data. NovaSpark has more answers. Your AEs don't need
200 signal sources — they need to know who to call tomorrow morning.

LOCK-IN MECHANISMS

« 3-year contracts (25—-35% discount incentive) create
multi-year switching barrier

» Custom data ingestion pipelines are
TrueSignal-specific — migration requires rebuilding
custom work

« Data history stored in SignalMesh format — export is
possible but requires professional services

» Solutions engineer relationships create personal
switching cost for data analytics team



Section 7: Price Positioning Map

This matrix positions each competitor (and NovaSpark) based on their price level (rows) and perceived value delivered
(columns). Use this to identify gaps and positioning opportunities. YOUR COMPANY appears in a dark badge.

Price | /
STANDARD ADVANCED PREMIUM
Value -
PREMIUM Galeforce Analytics TrueSignal
HIGH
MEDIUM ClearDeck
LOW PulselQ

LANDSCAPE SUMMARY

The market bifurcates into enterprise-opaque (Galeforce, TrueSignal — high price, advanced value) and
PLG-transparent (PulselQ — low price, basic value). ClearDeck occupies mid-market standard value with bundled
pricing. NovaSpark targets the advanced value / medium price gap — outperforming on intelligence depth relative to
price point.

POSITIONING GAP No competitor occupies the Advanced value / Medium price cell — this is
NovaSpark's defensible home territory, distinct from both PLG noise and enterprise
complexity.

PRICING Price at $299-$799/seat/month and anchor against PulselQ's true TCO

OPPORTUNITY ($110-150/seat with add-ons) and TrueSignal's inaccessible $120K minimum.

Position as the only premium intelligence tool mid-market teams can actually
afford and activate.

DIFFERENTIATION Transparent pricing + Al-verified signal accuracy + 48-hour activation. Three
ANGLE advantages no competitor holds simultaneously.



Section 8: Pricing Strategic Implications

PRICING STRATEGY

Price at $349-$799/seat/month (3 tiers: Starter, Growth, Scale). Publish all prices
publicly. Offer annual prepay at 20% discount. This positions NovaSpark as the only
transparent premium intelligence option in the mid-market — a differentiated stance
when 3 of 4 competitors don't publish pricing.

PACKAGING Bundle HubSpot and Salesforce sync at all tiers (not gated like ClearDeck). Include
Al account scoring in the base product (not an add-on like competitors). Offer a
30-day accuracy guarantee — if signal-to-meeting conversion doesn't improve vs.
prior tool, refund month 1.

DISCOUNT Annual prepay: 20% discount (2.4 months free). Volume above 50 seats: 10%

STRATEGY additional. Competitive displacement: 2 months free for documented competitor
contracts. Avoid quarter-end panic discounting — it signals price instability to
RevOps buyers.

MONETIZATION Consider a usage-based overage for signal API calls above base tier limits —

ADJUSTMENTS captures revenue from high-usage accounts without punishing standard users.

Explore a FinTech vertical add-on (regulatory trigger signals) as a premium category

that no competitor offers.

TOP 3 OPPORTUNITIES

1. PulselQ TCO Displacement Program

Build a TCO calculator that inputs team size and reveals PulselQ's true cost with add-ons
vs. NovaSpark's all-in price. Target PulselQ accounts with 3+ months of usage data
showing low signal-to-meeting conversion. Offer 2 months free to switch.

IMPACT: HIGH

EFFORT: MEDIUM

2. ClearDeck 'Keep Your SEP' Landing Page IMPACT: HIGH

Create a landing page targeting ClearDeck prospects who have Outreach or Salesloft still

in contract. Message: 'ClearDeck makes you abandon what's working. NovaSpark adds

intelligence to it." Show the math: NovaSpark replaces ZoomInfo/Bombora only — no SEP

replacement required.

3. FinTech Vertical Premium Tier IMPACT: HIGH
EFFORT: HIGH

Launch a FinTech vertical signal add-on (regulatory trigger events, M&A signals, CFPB
guidance changes) — no competitor covers these. Price at $80—150/seat/month
additional. Target FinTech companies with 50+ AEs. Uncontested territory with high
willingness to pay.

TOP 3 RISKS
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1. TrueSignal Express No-Code Layer IMPACT: HIGH

TrueSignal's beta 'Express' product is designed to make their enterprise data accessible
to non-technical buyers. If it ships successfully in H2 2026, they enter mid-market with
superior data depth and a potential price point competitive with NovaSpark.

2. PulselQ Series B Signal Quality Investment

$25M Series B (expected Q2 2026) could fund proprietary signal collection that closes the
accuracy gap — their primary weakness today. If data quality improves, the price
advantage becomes overwhelming in SMB.

3. ClearDeck Enterprise Motion Maturation IMPACT: MEDIUM|
ClearDeck's new enterprise VP of Sales hire will develop their upmarket playbook in

2026. If they crack enterprise-grade security certifications (SOC2 Type Il), they become
competitive in deals currently blocked by security reviews.

TOP 3 MOVES IN THE NEXT 90 DAYS

Move 1 EFFORT: MEDIUM

Publish a public TCO calculator comparing NovaSpark's all-in price vs. Galeforce (ACV +
implementation), TrueSignal (ACV + PS fees), ClearDeck (bundle + upgrade pressure),
and PulselQ (base + add-ons). Deploy on pricing page and in competitive email
sequences.

Expected: 20—30% improvement in competitive win rate against ClearDeck and PulselQ in
mid-market

Move 2 EFFORT: LO

Launch a '‘Competitive Displacement' offer: 2 months free for any prospect with a
documented current contract for Galeforce, TrueSignal, ClearDeck, or PulselQ. Time to
Q3 end to catch Q4 renewal cycle. Require a brief discovery call to qualify intent.

Expected: 15-25 displacement deals in Q4 pipeline from proactive outbound to competitor customer
lists

Move 3 EFFORT: LO

Create a signal accuracy guarantee: if NovaSpark's signal-to-booked-meeting conversion
doesn't exceed the prospect's prior tool within 30 days, refund month 1. Communicate
prominently on pricing page, in sales decks, and in competitive objection handling.

Expected: Reduces evaluation hesitation; neutralizes PulselQ's zero-risk free tier advantage in
mid-market deals
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Section 9: Objection Handling

Use these scripts when prospects raise pricing concerns during the sales cycle. Scripts are grounded in the specific
competitor pricing patterns found in this analysis. Adapt language to your prospect's context.

OBJECTION:

"PulselQ is free to start and way cheaper. Why would we pay NovaSpark's price?"

HIDDEN COST EXPLANATION

PulselQ's $49 entry price is real — but that's one seat with 100 signals/month and a CSV export. A team of 20 reps
with full signal access (the intent categories that actually matter) lands at $110-$150/seat/month once you add the
premium category packs and the Zapier integration they need for CRM automation. That's before we talk about the
cost of acting on signals that are 40-60% accurate.

RISK EXPLANATION

If PulselQ's signals are 40% accurate, your reps are spending 60% of their outbound time chasing accounts that will
never buy. At an $80K average rep fully-loaded cost, that's $48K in wasted capacity per rep per year. The question
isn't whether PulselQ is cheap — it's whether cheap signals are costing you more than accurate ones would.

VALUE REPOSITION

NovaSpark costs more per seat because it's built on verified multi-source signals, not crowd-sourced publisher data.
The ROI metric that matters is pipeline generated per dollar of intelligence spend — not cost per seat.

FULL SCRIPT

| hear you — and | respect that $49 feels very different from our price. Let me show you the real math. Pull up
PulselQ's pricing page with me. At base, $49/seat. Now add the intent categories your team actually needs — that's
$35/seat. Add Zapier for CRM automation, $20/seat. You're at $104/seat before the annual commit. Now let's look at
accuracy. If PulselQ delivers 40% accurate signals — their G2 reviews are consistent on this — your reps spend 3
hours weekly on accounts that won't buy. At your rep cost, that's $X in wasted time per month. NovaSpark's
incremental cost is almost certainly less than that waste. Can we run the math together?

OBJECTION:

"We already have PulselQ on the free plan. Why pay for NovaSpark?"

VALUE DIFFERENTIATION

PulselQ's free tier gives you 100 signal views per month and a manual CSV export. That's enough to evaluate the
concept, not to run a real sales motion. When your team starts using this for daily account prioritization, you're paying
— you just haven't hit the limit yet. The question is whether you upgrade to PulselQ Pro (and accept 40% signal
accuracy) or switch to NovaSpark (85%+ accuracy, native HubSpot sync, Al scoring) before you've invested 6 months
in the wrong platform.

FREE TIER LIMITATIONS THAT MATTER
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» 100 signal views/month on free tier — a team of 5 SDRs burns through this in 2 days of active use
» CSV export only — no automation, no CRM sync, no rep workflow integration
» Free tier signal freshness: 72h delay — paid tier improves to 24h (still batch, not real-time)

» No account scoring on free tier — raw signals only, reps must manually prioritize

FULL SCRIPT

Great — you're already testing the concept, which means you're ahead of most teams. Here's what I'd ask you to track
over the next 30 days: how many of PulselQ's high-intent signals resulted in a booked meeting? That conversion rate
is the number that matters. Most teams we talk to who've tracked this find it's 15-25% on PulselQ. NovaSpark
customers average 60—70%. Want to run a 2-week parallel test? You keep PulselQ running, we activate NovaSpark on
the same account list, and at day 14 you compare the conversion rates. Zero risk — you only continue if the data says
yes.

OBJECTION:

"We already signed with ClearDeck. We're consolidating our stack there."

LOCK-IN ADDRESS

| respect the consolidation goal — reducing vendor count is a real benefit. Can | ask one question? Is your Outreach or
Salesloft contract still active? If yes, you've replaced your engagement tool without eliminating it — which means you're
paying for both ClearDeck and your existing SEP during the transition, and your reps have to relearn sequences in a
new tool. That consolidation benefit gets expensive fast.

FLEXIBILITY ADVANTAGE

If the goal is one fewer vendor, there's a cleaner path: keep your existing engagement platform (Outreach, Salesloft —
whatever your reps already know) and replace only your data vendor. NovaSpark costs less than Zoominfo or
Bombora, and delivers significantly better signal accuracy. You still reduce from 3 tools to 2, but you don't disrupt your
reps' workflow to do it.

FULL SCRIPT

| appreciate you telling me early. Before we close the door, can | ask about the Outreach situation? If your contract
runs another 8 months, ClearDeck's consolidation doesn't save you anything until renewal — you're paying for both. In
that window, NovaSpark can replace your data tool alone at competitive cost, your reps keep the sequences they
already know, and you upgrade signal quality immediately. That's consolidation without disruption. Would it be worth a
20-minute conversation before the ClearDeck contract is countersigned?



Section 10: Risks & Uncertainties

This section documents what this analysis cannot confirm, where it may be underestimating competitor strength, and how

competitor pricing could evolve to change the picture. Review before using this intelligence in high-stakes decisions.

DATA LIMITATIONS

HOW TO USE THIS INTELLIGENCE

Galeforce and TrueSignal ACV
estimates are inferred from deal
pattern signals and analyst reports —
actual contract values are not
publicly disclosed and may vary
significantly by account size and
negotiation outcome.

PulselQ add-on pricing categories
are estimated from product
changelog and G2 review mentions
— exact add-on SKU prices are
gated behind a signup wall and may
have changed since last verified.

ClearDeck enterprise pricing is
based on inference from their first
enterprise VP hire and community
discussions — no confirmed
reference data for deals above $60K
ACV.

All discount estimates are based on
win/loss reporting from RevOps
community sources and analyst
summaries — actual negotiated
discounts may differ in both
directions.

POTENTIAL UNDERESTIMATES

TrueSignal's POC-to-contract
conversion rate may be higher than
estimated if their solutions engineers
are effective — the $25K POC
pathway may be more efficient than
the headline implementation timeline
suggests.

ClearDeck's Bombora data
partnership may have been
renegotiated to include proprietary
signal enrichment — their signal
quality may be improving beyond
what public G2 reviews reflect.

Galeforce's downmarket PLG motion
(if launched) could change their
pricing floor significantly — their
parent company resources would
fund this without needing external
funding.

PulselQ's Series B product
investment (expected Q2 2026) may
close the signal accuracy gap faster
than the 12—18 month estimate if
they acquire a proprietary data
source.

COMPETITOR PRICING
EVOLUTION

TrueSignal Express (beta): if the
no-code layer ships in H2 2026,
expect a new mid-market pricing tier
at $60K—-$100K ACV — directly
competing with NovaSpark's core
segment

PulselQ Series B: likely to fund
native CRM integration development,
which would close their biggest
technical gap and justify a price
increase at Pro tier ($199-$249/seat)

ClearDeck enterprise motion: as their
enterprise sales team matures in H2
2026, expect more aggressive
pricing and potentially SOC2 Type Il
certification — unlocking regulated
industry deals

Galeforce Al module pricing: their
GaleAl add-on is currently bundled
into Professional tier — expect
unbundling into a separate SKU at
$20K-$40K ACV add-on as they
monetize Al specifically

Claims labeled OBSERVED are directly confirmed from public sources — use with confidence.

Claims labeled INFERRED are analytical interpretations — validate before high-stakes decisions.

Exact prices not publicly disclosed should not be shared with prospects as confirmed fact.

Re-run this analysis when a competitor makes a major pricing announcement or funding event.
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