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Executive Summary

This report benchmarks our product against four primary competitors across six strategic dimensions: pricing,
feature depth, UX quality, integrations, customer support, and brand perception. Data was gathered through
hands-on product trials, publicly available pricing pages, third-party review sites (G2, Capterra), and customer
interviews conducted in March—April 2025.

Key finding: Our product leads on UX and integrations, holds a competitive position on pricing, but trails
Competitor A on enterprise feature depth. Immediate opportunities exist in support SLA transparency and
Al-assisted workflows.

Competitors Overview

Competitor A Enterprise 2014 San Francisco, CA $120M+ Per-seat + add-ons
Competitor B SMB / Mid-market 2017 Austin, TX $45M Flat-rate tiers
Competitor C Enterprise 2011 New York, NY $200M+ Usage-based
Competitor D SMB 2020 Remote-first $12M Freemium

Our Product SMB - Enterprise 2018 Mumbai, IN $60M Per-seat tiers

Table 1 — Competitor profile summary

Pricing Comparison

All prices are monthly per seat (billed annually) as of April 2025. Enterprise tiers reflect published list prices; actual contract pricing may

vary.
Free O g ad O O
Starter $19 $15 = $12 $14
Professional $49 $39 $55 $35 $39
Business $89 $69 $99 $65 $75
Enterprise Custom Custom Custom Custom Custom

Table 2 — Monthly per-seat pricing (billed annually)



Feature Comparison Matrix

CORE FEATURES

Drag-and-drop builder d O O O ad

Custom domain mapping O O O ad O

Version history (30 d) d O O ad ad

API access ad | ad ad

SSO / SAML O O O O O

Audit logs

INTEGRATIONS

Slack O O ad O O

Salesforce O O O O O

Zapier | Make O O O O O

REST webhooks

Native mobile app O O O O

Al / AUTOMATION

Al content generation O | ad ad

Smart suggestions O ad ad

Automated reporting

SUPPORT

Live chat support O O O ad O

Dedicated CSM O O O O

SLA guarantee d O | ad 0

24/7 phone support d O O ad O
O = Full support ~ ~ = Partial / roadmap ~ J= Not available

Overall Scorecard (out of 10)

Scores reflect a weighted composite of feature depth (30%), UX quality (20%), pricing value (20%), integrations (15%), support (10%),
and brand perception (5%).

Feature Depth 30%
UX Quality 7.5 7.0 6.8 7.2 8.6 20%
Pricing Value 6.0 8.2 55 9.0 8.1 20%
Integrations 8.8 6.5 8.2 5.0 8.5 15%
Support Quality 8.5 6.0 8.0 45 7.0 10%
Brand Perception 5%

Table 3 — Weighted competitive scorecard



Our Product — SWOT Analysis

Strengths

« Best-in-class UX (NPS 68)
 Broadest native integrations

« Fastest onboarding (<1 day)

« Strong Al feature roadmap

Opportunities
» Growing SMB

- mid-market migration

» Al workflow automation demand

* APAC market expansion

« Partner / reseller channel growth

\Weaknesses
« Enterprise feature gaps vs Comp A

* No SLA guarantee on lower tiers
« Limited phone support

» Smaller brand recognition globally

» Comp A aggressive enterprise pricing
e Comp D freemium capturing new users
» Economic pressure on SaaS budgets

« Feature parity risk from Comp C

Strategic Recommendations

High Priority
High Priority

Medium
Priority

Medium
Priority

Low Priority

Close enterprise feature

gaps

Introduce SLA guarantees

Launch an Al automation

hub

Expand APAC
go-to-market

Introduce a limited free
tier

Accelerate development of audit logs, advanced permissions, and SSO on
all tiers to reduce loss rate to Competitor A in enterprise deals.

Publish transparent SLA commitments (99.9% uptime, <4 hr response) for
Business and Enterprise tiers to address a key objection in sales cycles.

Consolidate Al content generation and smart suggestions into a branded "Al
Hub' feature to capitalise on demand and differentiate from Comp B and
Comp D.

Leverage home-market advantage (Mumbai HQ) to accelerate Indian and
SEA SMB acquisition through localised pricing and regional partnerships.

Counter Competitor D's freemium growth with a feature-limited free plan to
capture top-of-funnel leads and reduce churn risk.

This document is intended for internal use only. Data sources: company websites, G2 / Capterra reviews (March 2025), customer
interviews, and internal sales data. Pricing and feature information should be verified before use in external materials.



