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Every startup, every category, every company, there
were sheaky, constantly changing competitors.

Some companies know
their competition and
differentiate.

Others underestimate
them and get lapped.




I’'ve heard many things about

how companies think about their




d _.,.I gon t have any




| only focus on customers. <S4
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They’re just a rounding errorf




@ As an Al language model, | do not have access to specific information about
the prices of your products/services or your competitors. However, here is a

general overview of the pricing of some popular language-learning

platforms:
. ¢
| just ChatGPT ‘em.iezss
Duolingo CEEIGERS $6.99 - $9.99/month (Duolingo
Plus)

Rosetta Free demo $11.99 - $24.99/month

Stone

Babbel Free trial $6.95 - $12.95/month

Memrise Free with limited $9.99 - $129.99/year
features

Busuu Free with limited $6.99 - $13.99/month
features

G P



Responding to crisis.
Hiring and firing talent.
Winning clients.

Losing clients.

Offering discounts.
Refining messaging.
Launching new products.
Getting investment.
Adding services.
Acquiring.

Setting growth targets.
Exceeding quota.
Partnering.

Speaking at conferences.
Responding to customer complaints.
Pushing case studies.
Advertising.

Think of everything your company is doing right now.

So are your
competitors.



100m Companies in the World with

3 Things in Common

Customers Employees Competitors
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Daplay & Programvmatic Advertising
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Video Advertisng

Content and Experience Social and Relationships

Marketing Analytics Performance & Attridation
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OpenAl Just Killed an Entire Market

in 45 Minutes

The Story Everyone Should Have Seen Coming

? Ignacio de Gregorio - Follow
»» 6 minread - 6 daysago

How Long Can a Company
Thrive Doing Just One
Thing?

EU investigates Microsoft over concerns bundling

by Andy Wu and Scott Duke Kominers

software eliminates competition

The European Union has opened an antitrust investigation into Microsoft oy
bundling its Teams messaging and videoconferencing app with its Office pr
software gives it an unfair edge over competitors

By RAF CASERT Associated Press
July 27, 2023, 5:55 AM

Daily Crunch: Tata Group releases
‘super app’ that bundles 11 consumer
services

Christine Hall, Haje Jan Kamps / 6:30 PM EDT = April 7, 2022 ] comment
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Goodbye Junk.

|- GOT-JUNK?

From 1 old Ford To 1,500+ trucks and 160+
franchises across NA



Columbus Group Communications - Canada's best web

services company in the dot.com years
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$ " Bockomades A Locatonc| Mitp 1rwww appie com

Find it

Product Information
Customer Support
Technoiogy & Research
Developor Worlkd
Groups & Intorosts
Resources Online

About Apple

Apple Siles Worigwide

Where to Buy

& Welcome to Appl

Preorder Mac OS 8
Now vou can preorder :
0S 8§, descnbed by Macworld
as “the most comprehensve
update to the Mac OS m vears
sporting a bold new look, a
speedier Finder, more shortcuts
and mtegrated Internet

functions.”

Want a PowerBook?

P L L " ™ )

Documert: Done

Mobdite,
Atfordadle,
& Sosart

NUVIES:
ERUMEMARS

Be the First to Know

Leam about new Macmtosh
software releases the moment
they become avadable. Check
Hot Mac Pre
about programs Eke Speed
Demon, ReBirth RB-338 and

QuickCRC

$ t0 hear

Newton Connects

Newton, Inc., will enhance
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Widen Your Competitive Aperture

Look broadly at adjacent and
future markets. No need to go
deep with these co’s, but be
aware of what they’re doing.

For direct competitors today,
those whom you’re regularly in
a bake-off with, study and
know how to differentiate
against them deeply.




©

Solutions TXMPlatform  Customers Resources Partners Company

Total Experience Management
with community at its core.

Alida’s comprehensive TXM platform is powered by a verified, engaged
and deeply-profiled community of the right customers, at the right time.
Because to get really good results, you need really good feedback.

Get community insights now.

Recognized as an @ @ @

Enterprise leader Users Lead Mtgaegzt:m

LoveUs ouevewas e

Sy 2023
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1,634,975
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Competitive enablement to s
help you win more business. 0 itanis

&

Building the Compete Category.




FINANCE - ECONOMY

Arecession is still likely—
and coming soon. Here are 6
reasons why

It’s Doom Times in Tech

Will this meltdown permanently damage

More than 238,000 g|0bCl| the tech world, or is this one more
tech workers have been | ., orary blip?
laid off so far this year

Published: Sept. 29,2023 at 8:13 a.m.ET

By James Rogers (Follow -
2023 has easily surpassed 2022 for tech layoffs




To get any senior executive’s attention right

10:)"Avou have three choices:

Show them a

Shiny

Show how you

Reduce

Show how you

Generate

m



Revenue:
Retain more of it.
Win more of it.
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Let’s say you have

100 million

in sales pipeline
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You win
20%
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You win
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You lose to

status quo
50%
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You win You lose to - Youlose to
20% status quo competitors
' 50% 30%



You’re losing

$30 million

to competitors

klue



These are prospects who
had budget, investigated alternatives,

but chose someone else.




That $ value is what we call the

Competitive Revenue Gap



But is it believable?

Let’s break it down further.



Of the portion of pipeline you
lose to competitors...




Let’s say 50% you had no chance of
winning.

oooooooooooooo

Total Pipeline T A
Late to the deal

Existing relationships
Can’t match price




The other 50% are deals you cotid
should have won

Lost because of:
Lack of differentiation
Failure to prove value

Execution against the
competition

Lost because of:

Product gaps

Late to the deal
Existing relationships

Total Pipeline

Can’t match price




That’s

that should have been yours.



Knock that number down by 90%



$1.5 million

Tip 1 of 10, competitive, winnable deals.







ﬁ Winning in today’s competitive
f_z. environment is a game of inches.
b Rarely does anyone win by a mile.

1‘ Every edge matters.




There are many ways we can tip
the revenue bucket.

Each come with challenges.




Product changes take too long




Pricing changes cost too much










Enabling your GTM team with

competitive differentiation

is the fastest, cheapest and easiest way

to win more revenue, increase sales efficiency and
narrow your Competitive Revenue Gap



And They Want Competitive Insights




Sniff which competitors are in a deal (prospects use their terminology)
Elegantly deposition without bashing

Engender trust with prospects by seeding what competitors will do and say
Instill confidence by providing up-to-date intel they can rely on

Differentiate messaging throughout the buyer journey



Who are we losing to?

Why are winning or losing?

How do we win more?

® What claims does your competitor make about themselves? About you?
® What do you claim as differentiators? What do you say about them?

® How do you refute objections based on claims the competitor has seeded your prospect with?



. Level, Up Compete
2 Measure impact

v




Free resources to get started

klue.com/GTM2023


https://klue.com/competitive-revenue-gap-calculator
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