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What has Evolved

« Stages of Growth

* The shift from Investor Value to Customer Value
* The Business Funnel

 What Boards now want to see

« How to deliver
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Process Maturity Lifecycle

Stage Use of funds

Saleor IPO Expand product line, go global, acquisitions

Series B Prove Net Expansion Revenue Model

se ries A Prove revenue model

Product market fit

What to accomplish

Move to adjacent
markets and geographies

Customers buying 2nd and 3rd time

Growing 100%

10 ecstatic customers

Financial Processes

Acquisitions, International, Compliance

Amendments, rev rec, closing, forecasting

Automate cash-flow and billing

Manage cash & payroll

Key measure

Net Profit

CMRR per Customer

Unit Economics




Investor Value

The easler route

Customer Value

-_— = -

The harder route
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Grow at all Annual
cost

Revenue Growth Rate

40% 36%
Since the summer of
2021, growth rate for high

growth technology 30%
companies has been cut 18%
in half... 20%

10%

2021 2022 2023 2024
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Grow at all
cost

...and the cost of
acquiring new ARR has
nearly doubled.

Client Acquisition Cost
as a % of Net New ARR

300% 264%

200%

100,  190%

2021 2022 2023 2024
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Grow At All
Cost

NRR is experiencing a
sharp decline, which will
ripple through the first
half of 2024.

Net Revenue Retention

130% o
123%
120%
110%
13%
100% — — —— ————————t—
2021 2022 2023 2024
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g' Retain And Grow Customers

Help Your Customers on What the Care About (which is what
you care about!)

a ) Ve N\
Growth Expense Mgmt
Croce-Sall Fretien Streamlining solutions
Providing more value to their Consolidation
own customers Fewer people
Al New processes/protocols
\ 2N J

CFOs are helping sales teams more than ever as purchasing
criteria gets more stringent. Focus on strategy and achieving
metrics with customers - the solutions will naturally come up
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Agreed model and metrics / single source
of truth

- Agreed buyer’s journey /
model

~ '
i ﬂ o .
\ \J

- Agreement on key metrics
at each stage

Key Metrics

Marketing SDRs Sales Customer Success
Direct & VAR Push Direct & VAR Push Direct & VAR Direct & VAR
MQLs Created SDR Metrics - Calls, Connects, QDCs Renewals & Churn
Source SDR scorecard QDC to Opp Conversion % Add-ons ° A reement on what the
Channel MaQL to Opp Conversion % QDCs Created Opp to Deal conversion % Customer Count, Customer ACV
Opps Created vs Plan S Bookings Total ARR °
single source of truth for
Deal Volume Product N
Discounts / Promos given Direct & VAR th e d ata ls
Win / Won Rates % SKU penetration rate %
Open Pipeline SKU attach rate %
Full Funnel Analysis SKU volume sold
Direct & VAR Push Direct & VAR SKU ASP




Shared understanding of risk

Baseline growth is 20%. Methodical approach to risk

This can be achieved with existing resources
and repeating what we executed exiting Agreement on (IOW

current fiscal . . .
A risk / objective: what can we
achieve today with existing
resources)

that will

Initiatives developed during Planning: accelerate growth (high(er)
Example 1: increasing price beyond, due I‘"lSk/ more subjective)

to new features, allowing for greater value

exchange

Example 2: increasing marketing spend

and Sales HC driving NCA

Example 3: new ISV planned to be signed

driving Upsell

Example 4: committed Roadmap items

that will drive incremental ARR

SOSG © 2024 The Sage Group plc, or its licensors. All rights reserved. Page 11



Go-To-Market Optimization

Drivin g sales efflCle N Cy Sales Productivity & Headcount Key Themes
and bookings performance
. . . . $50,000 Reb Productivity + 60.4% 10 Ideal Customer Profile
by increasing productivity ep Productuvity + 60.4%
Headcount Doubled People / Talent
. . $45,000 8 eople/ Talen
per rep whtle scaling the o
(] .
o GTM Operations
number of reps. L $40,000 6
;— e — Leads - Closed Won Deals
n<: $35,000 4 E — BDRexpansion
o )
4 * — AE coverage Model
o $30,000 2
2 Metrics
$25,000 0 o )
" " o o - » » » Pricing (& Packaging)
& F RN
Value Creation Initiatives
© BDRAssessment Begins © VP of Marketing Starts © SalesLeader Leads All Up-Market Opps.
© ICP Project Initiated @ |ICP Phase1Complete ® Price Increase Implemented
© SEM, Social Optimization Project Initiated @ Comprehensive Win/Loss Analysis @ New Head of Sales Starts
@ BDR Professionalization Project Begins © ICP &Territory Design Info Completed @ Freetrialreduced from 30 to 14 days




Retain And CGrow Customers
OACTIVE RISK MANAGEMENT & ACTION PLANS.

Downside
(if churn) Risk Reasons Risk Mitigation Plan

- §
U
A
R

6000086086




Moments that matter: start with delight

.m.

\k‘ ° o

i €5 C %
\ t 4 ¥
Aware Discover Consider Buy Adopt Use Renew Expand

6, 4, O
7, 5, 3, 2,
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'O\ Navigating the Political Landscape

=

Soge

CROs, CMOs, CPOs, CCOs will always want to maintain or increase
budget

As valuation is tied to profitability, valuation argument is the most
compelling rationale for these executives

Also engage the board and get agreement on overall expense targets
Set ground rules around expense reductions (no moving around
money to other departments, looking for net-net reductions)

Hold the line for everyone to ensure some level of fairness although
reality is some teams will need to reduce more

Have Industry benchmarks as backups

© 2024 The Sage Group plc, or its licensors. All rights reserved.



What a Board wants
to see

They want both:

* REVENUE and EBITDA

e Consistent double
digit top line growth

SQSG © 2024 The Sage Group plc, or its licensors. All rights reserved. Page 16



What to show

Acquisition
Metrics

Top 10 KPIs CAC

first (focus on

Growth
Metrics

Recurring Revenue
(ARR/MRR)

Retention
Metrics

SAAS metrics

ACV/CAC

CMRR

lagging indicators

Always link back to the strategic initiatives

SQSG © 2024 The Sage Group plc, or its licensors. All rights reserved.

Renewal Rates

NRR%/GRR%
Churn Rates (Rev &
Customer Lifetime

LTV
LTV/CAC

Economic
Metrics

Gross
Margin

Actions and conclusions from KPI & results analysis

Don’t only show numbers, then folks come up with their own conclusions

Don’t open presentations with too much details -> start high level and click down
Have back-up and ready to dive in, when hard questions come around

EBITDA

Tactical KPIs as back-up (Headcount metrics, product specific LOGO’s, Lead conversion metrics). Mix of leading and

Page 1/



How to manage the Board of Directors

* (Tra NSpa rency)

 Hereiswhatwe’re doing, here’s how we’re tracking,
here are the metrics

* They want to be part of the strategic discussion

e Can’tletthe PE firm lead, if so, then the CEO & CFO
are not doing thetr job

« They DON’T want to get into people management
or day-to-day tasks, that’s your job

* |F they get into detailed tasks, it could be a sign
they have LOST trust in the management team

SQSG © 2024 The Sage Group plc, or its licensors. All rights reserved.




What not to do (X

Never give a deck of numbers with no narrative (X~

 Don’tactwithout knowing their investment, and growth thesis
* Don’t call them into day-day tactical work
« Don't come with problems: Come with Solutions, Options and Pro's & Con's for each

 Transparency

o Don’t cover up mistakes, rather, own it and share a recovery plan/lessons learned
o The struggle 1s often around ‘how much’ do you share? Learn and communicate with each other.
o Nottoo hot, not too cold, just right

o O
 Don’tassume: The importance of self-respect in getting to know each other O

» Sortthings out before it gets vulnerable

» Don’t be afraid to ask for help, a second opinion or input on a strategy

SOSG © 2024 The Sage Group plc, or its licensors. All rights reserved. Page 19



The Finance Tech Stack Checklist

Sage
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Avoid Manual Integrations

. More. : : No system of
integrations record

More No accuracy
PELLE]

SQSG © 2024 The Sage Group plc, or its licensors. All rights reserved. Page 22



Leverage Automation with Al

@ Continuous

Trust assurance

Continuous
-
X=
Accounting ! E : I Know the
unknowns
Insights

S CONFIDENTIAL: INTERNAL USE ONLY
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Process Maturity Lifecycle

Stage Use of funds

Saleor IPO Expand product line, go global, acquisitions

Series B Prove Net Expansion Revenue Model

se ries A Prove revenue model

Product market fit

What to accomplish

Move to adjacent
markets and geographies

Customers buying 2nd and 3rd time

Growing 100%

10 ecstatic customers

Financial Processes

Acquisitions, International, Compliance

Amendments, rev rec, closing, forecasting

Automate cash-flow and billing

Manage cash & payroll

Key measure

Net Profit

CMRR per Customer

Unit Economics




Start simple, scale big

+

International tax
Global consolidations

+

Multi-element arrangements
Multi-entity
Banking cloud

+

Start Salesforce

integration

» Core financials

* Alinthe GL

» Subscription billing
» Usage Billing

* Revenue recognition

&3

« Dimensional, +
interactive reporting with Advanced audit
dashboards SOX compliance

* SaaS metrics +

* FP&A Fixed assets

Multi-currency

\ Pre-paids

Planning
and budgeting

NTERNAL USE ONLY
,or its licensors. All rights reserved. Page 25



Sage

@

500+ SaaS, subscription,
usage, and project billing
scenarios, with rev rec

O]

Up and running in as little
as 60 days

The core
essentials for

every SaaS
from startup to
IPO and beyond

© 2024 The Sage Group plc, or its licensors. All rights reserved.

ofl

200+ investor metrics
created up to 80% faster

]

Costing 40% less than
buying the tech stack
parts separately
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When you get it right

* ﬂ SaaS Intelligence

Total CARR Total Customers

$13,872K P 174

Total Customer Churn (% of total) Total Customer Churn (% of total)

2.7% -2.50%

Total CMRR Customer Retention Rate

$1,156,016 /| 100.00%

Gross Revenue Renewal Rate

100.00%

CMRR Retention Breakdown

Retained Customers

163

Net Churn Rate

0.24%

Customer Renewal Rate

100.00%

Customer Winback Rate

0.00

Net Dollar Retention Rate

100.24%

Net Churn Rate

10.08%

Renewed CMRR

$65,985

Revenue - Other

0.00

Gross Dollar Retention Rate

99.97%

Churn Ratio

o |

Net Revenue Renewal Rate

100.00%

Maats Ending o 2 Mosth Enging NMonth Ending MosthEnding  Ments Eading o Meats Exding Traing 12 Months
01/31/2025 25 % 025 / 07/31/2025 08/31/2025
Actual Actual wl Actual . ‘ vl Actus Actua
$437,960.94 $a8e113.19 336 3 4 S6H8,336.23 746,564.00 $805,459.19 5431 986,675,35 $1,049.391.38 $aBe113.19

197.42 765.2 3,442 815 4,354.03 11.024.5 11,559.94 9.474.18 8,32263 5663 391.59 71.851.90




The Billing Forecast

Transaction currency [Contract] ~ Contract ID [Contract]
usD Al

Schedule status [Contract billing schedule]: In progress

Month

Schedule status [Contract billing schedule]

11122 - 12/31/23 All

Booked Billings

456,34

Schedule status [Contract billing schedule]: Renewal forecast

Projected Billings

87

Billings by Revenue stream

01/31/2022

Licenses In progress 42,500.00
On hold 750.00

Renewal forecast 3,600.00

Subscription Package  In progress 64,050.00

Renewal forecast 15,000.00

Total 125,900.00
<

Sage

02/28/2022
22,500.00
750.00
3,600.00
30,200.00
15,000.00
72,050.00

03/31/2022
2,500.00
750.00
3,600.00
20,200.00
15,000.00
42,050.00

04/30/2022
62,594.31
750.00
6,475.00
20,200.00
35,100.00
125,119.31

Billings by Revenue stream

120.00K

100.00K

80.00K

60.00K

40.00K

20.00K

0.00

Jan Feb
2022

05/31/2022  06/30/2022

750.00 750.00
6,475.00 6,475.00
20,200.00 20,200.00
15,000.00 15,000.00
42,425.00 42,425.00

07/31/2022

750.00
6,475.00
20,200.00
36,900.00
64,325.00

© 2023 The Sage Group plc, or its licensors. All rights reserved.

GL group [ltem]

Licenses, Subscription Package

08/31/2022

750.00

6,475.00
20,200.00
15,000.00
42,425.00

Schedule status [Contract billing schedule]

In progress, O
May Jun

09/30/2022  10/31/2022
750.00 750.00
6,475.00 7,100.00
20,200.00 20,200.00
15,000.00 41,700.00
42,425.00 69,750.00

Aug

11/30/2022

750.00
7,100.00
20,200.00
15,000.00
43,050.00

n hold, Renewal forecast

Sep

12/31/2022

750.00
7,100.00
20,200.00
15,000.00
43,050.00

CONFIDENTIAL: INTERNAL USE ONLY

Oct Nov

01/31/2023

750.00

7,100.00
10,000.00
53,800.00
71,650.00

Dec

02/28/2023

750.00
7,100.00
10,000.00
15,000.00
32,850.00

Jan Feb
2023

03/31/2023

750.00
7,100.00
10,000.00
15,000.00
32,850.00

04/30/2023

8,225.00

56,700.00
64,925.00

Apr May

05/31/2023

8,225.00

30,000.00
38,225.00

Jun

06/30/2023

8,225.00

30,000.00
38,225.00

Jul Aug

07/31/2023

8,225.00

56,700.00
64,925.00

Sep

08/31/2023

8,225.00

30,000.00
38,225.00

Oct Nov

09/30/2023

8,225.00

30,000.00
38,225.00

10/31/2023

8,225.00

56,700.00
64,925.00
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Renewal forecasting to increase NDR

Transaction currency [Contract]

uUsD

Contract ID [Contract]

All

Schedule status [Contract revenue schedule]: In progress

Booked Revenue

Months
111122 -1

283,6

Schedule status [Contract revenue schedule]: Renewal forecast

848,8

Revenues by Revenue stream

Licenses

Subscription Package

Total

Sage

In progress
Renewal forecast
In progress
Renewal forecast

Terminated

Projected Revenue

01/31/2022
2,708.34
3,600.00

23,746.69
15,000.00

600.00
45655.03

02/28/2022
2,708.34
3,600.00

2541335
15,000.00

600.00
47,321.69

Schedule Type [Contract revenue schedule]

23 Revenue

03/31/2022
2,708.34
3,600.00

24580.01
15,000.00

600.00
46,488.35

0413012022
468.98
6,475.00
18,996.68
21,700.00
600.00
48,240.66

Revenues by Revenue stream

50.00K
— —

40.00K

30.00K

20.00K

10.00K

0.00
Jan Feb Mar Apr May

2022

05/31/2022  06/30/2022 07/31/2022  08/31/2022
468.97 468.97 468.97 468.97
6,475.00 6,475.00 6,475.00 6,475.00
18,996.66 18,996.66 18,996.66 18,996.66
21,700.00 21,700.00 22,300.00 22,300.00
600.00 600.00 600.00 600.00
48,240.63 48,240.63 48,840.63 48,840.63

GL group [Item]

Licenses, Subscription Pa

Jun

09/30/2022
468.97
6,475.00
18,996.66
22,300.00
600.00
4884063

Schedule status [Contract revenue schedule]

In prog Renev

Jul Aug

10/31/2022
468.96
7,100.00
18,996.66
23,900.00
600.00
51,065.62

val fo

Sep

11/30/2022
468.96
7,100.00
18,996.66
23,900.00
600.00
51,065.62

st, Terminated

12/31/2022
468.96
7,100.00
18,996.66
23,900.00
600.00
51,065.62

CONFIDENTIAL: INTERNAL USE ONLY
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— —
Nov Dec Jan
2023
01/31/2023 02/28/2023
260.63 260.63
7,100.00 7,100.00
1,955.00 1,955.00
24,908.34 24908.34
34,223.97 34,223.97

Feb

03/31/2023
260.63
7,100.00
1,955.00

24,908.34

3422397

Apr

04/30/2023
260.63
8,225.00
1,955.00

39,908.34

50,348.97

May

05/31/2023
260.63
8,225.00
1,955.00

39,908.33

50,348.96

Jun

06/30/2023
260.63
8,225.00
1,955.00

39,908.33

50,348.96

Jul

Aug

07/31/2023
260.63
8,225.00
1,955.00

39,908.33

50,348.96

Sep

08/31/2023
260.63
8,225.00
1,955.00

39,908.33

50,348.96

Oct

09/30/2023
260.63
8,225.00
1,955.00

39,908.33

50,348.96

10/31/2023
260.63
8,225.00
1,955.00

39,908.33

50,348.96
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Revenues, over cohorts, over time

Scheduled posting date [Contract revenue schedule entry] ~ Transaction currency [Contract]

Schedule Type [Contract revenue schedule]  Contract ID [Contract]
11119 - 12/31/19

usD Revenue All

Actual Revenue - by Product Actual Revenue - by Customer Type

Status [Contract revenue schedule entry]: Posted

$1.20M tem ID [item] $1.20M
W 1003
_
$1.00M 10100 $1.00M
M 10110
10120 $0.80M
$0.80M 10120
10200 $0.60M
$0.60M —1 B 10210 o
$0.40M
M 10310 $0.20M
10320
$0.20M I—— 10400 $0.00
10410 Jan2019 Feb  Mar  Apr  May Jun2019 Jul2019 Aug  Sep Oct2019 Nov  Dec
$0.00 10420 2019 2019 2019 2019 2019 2019 2019 2019
Jan Feb Mar  Apr  May Jun Jul Aug  Sep Oct Nov  Dec 10430 Actual Posting Date Month
2019 2019 2019 2019 2019 2019 2019 2019 2019 2019 2019 2019 M 10440
Actual posting date Month 5 Customer type ID [Customer] Ml Direct M VAR
All Revenues
$1.20M
$0.90M
$0.60M —
-
$0.30M
$0.00
Jan 2019 Feb 2019 Mar 2019 Apr 2019 May 2019 Jun 2019 Jul 2019 Aug 2019 Sep 2019

Scheduled posting date Month

SQSG CONFIDENTIAL: INTERNAL USE ONLY
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Actual Revenue - by Class

Status [Contract revenue schedule entry]: Posted

$1.20M

$1.00M

$0.80M

$0.60M

$0.40M

$0.20M

$0.00

o o o o o o o o o o o o
) =Y =Y S ) =Y =Y S =Y S ) =Y
& & I & & & & & & & Q &
< o 5 5 = c s o o ] = 9
s & s < 2 2 = E: 3 38 2 3
Actual posting date Month
Name [Class] M Enterprise M Midsize Business Small Business M
Status [Contract revenue s...
H On hold
M Open
Posted
B Terminated
( ]
Oct 2019 Nov 2019 Dec 2019
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Budget vs. actuals

= Stream Studio SW 1Entity

Working Bu

Budget dashboard g

Cash balance

New hires

By Department

daet

Budget Only All Departments

Operating expenses

Revenue All

All Locati

o

ns All Categories ®

Bookings growth

Headcount By

Location

JuL20

‘ Total Budget

1

6
46
54
06

Expenses by category

Budget highlights Jan 2019 -

Revenues

Headcount End of cash

m
y

nding cash Balance Deferred revenue

Sage

CONFIDENTIAL: INTERNAL USE ONLY
© 2023 The Sage Group plc, or its licensors. All rights reserved.

Page 31



Cash forecastin

Dashboard S Inputs W B ©

Profit & Loss Balance Sheet Bookings Headcount Model . Create Report

Scenarios Acquisition (USA 2) Acquisition (USA 2) Only Monthly Numbers All Departments All Locations All Classes All Categories All Accounts ©®
Revenues $951285 $924,575 $852,561 $1191.059 $1.082.044 $1101.837 $1.076,303 $1.322140 S1.247784 $1285316 $1294,018 $1502.291 $1639.358 S1.617945 $1.535499 St $33316.572
Revenue - Servic... (40100]+2m $368.760 $346,599 $272910 $403922 $315.871 330,090 $281294 $350.791 $261.576 $265,589 5289763 $290.753 $405,636 381,259 $300.201 S S§7933629
Revenue-Subs... (40500]40800-102) $196,590 $199.760 5208999 $408,898 $£10199 $422,893 5437981 $636,309 $657.869 $682.654 5688918 $902,507 $915.418 $939,893 S9LL L4 S $17860.553
Copy of Revenue-Subscription $385935 $378216 $370.652 $363239 $355974 $348.854 $341877 $335.040 $328339 $321772 $315.337 $309.030 $302.849 $296.792 $290.857 S S7414187
Revenue-Other (40900) - - - $15,000 - - $15150 - - $15.302 - - $15455 - - 1 $108203
Cost of Revenues (5127.784) (5170996) (§312.761) (5408978) (5416,212) (S500.817) (5353,588) (5525.278) (5629474 (§631773) (5568961 (5800,228) (5817.672) (5855.567) (5874,680) S (516231496)
Cost of Other Revenue = = (568900) (576,320) = (§73140) o S = (575.260) S = (566.780) (579.500) (S73.034) ¢ (S75113D)
Cost of Goods Sold 0200) = (51.200) ($1.212) (51.224) (51.236) (51,249 (51261 (51274) ($1.287) (51299 (51.312) (51.326) (51339 (51.352) (51.366) (  (530.860)
Cost of Services Revenue = = (§65.000) (565.650) (566,307) (566970) (S67.639) ($68.316) (S68999) (569.689) (§70.386) (§71.090) (571.800) (572518) (S73.244) ¢ (51590653)
Contract Expense (504001 60160) (5127.784) (5169.796) (S177649) (5265784) (5348,670) (§359.459) (5284,688) (5455,689) (5559189) (5485,525) (5497.263) (§5727813) (S677.752) (5702197 (5727037 (S ($13.858,846)
> Operational Expenses (5221.020) (5231.308) (5220158) (§273.323) (§320105) (§285.754) (5260867 (5312934) (§356,.256) (§375.397) (5201,645) (5405,591) (5231.765) (5243073) (5231.588) (S (57.094.236)
Other income and expenses (518723) (S11131) (525.766) 201,212 (522.731) (523.486) (532190) (S51977) (§25.202) (527.516) (538,839 ($41734) (519.249) (SN43D) (526,503) ¢ (5690.806)
USA 2 - $61.200 $371.790 $2,286,834 $14,241,569 $89.797.186 $573.251,245 $3705M S24245M $160.625 M $10778 $73168 $50.294 B $350040 B S2466T S S21x10%
Cash Received = $61.200 $371.790 $2.286.834 S$14,241,569 $89.797.186 $573.251.245 $3705M S24245M $160.625 M $10778 $73168B $50.2948 $350040 B S2466T S S21x10%
Subscription Revenue = $61,200 $371.790 $2,286,834 S$14,261569 $89.797.186 $573.251.245 $3705M S24265M $160.625 M $10778 §73168 $50.294 8 $350040 B S2466T S S21x10%
Total $583,758 $572.340 $665,666 $2.774,380 $14,564,565 $90.088966 $573680909 S3706 M S24245M $160.625 M $10778 7316 B $50.2948 $350040 B S2466T $1759  $21x10°
Cash Balance Total o $12,530.758 $13103.098 $13768.764 $16.543144 $31,107.709 $121196.675 $694,877,583 S&£400M $28646 M $189271M $1.267B $85828B $58.8778B $408916 B S2875T $2046  $21x107
>
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When it all comes together

Barron's Watch 1BD EelVENES

= Mal'kef * Latest Watchlist Markets Investing Personal Finance Economy |

Dow Jones Newswires

[J NEwSwIRES
OneStream IPO Priced Above

Views, Pushing Market Cap Above
$4.6 Billion

By Colin Kellaher

OneStream's initial public offering was priced above expectations, giving the financial software
company majority owned by private-equity firm KKR a market capitalization topping $4.6
billion.

OneStream late Tuesday said the offering of 24.5 million shares was priced at $20 apiece,

topping the $17 to $19 range the Birmingham, Mich., company had telegraphed.

OneStream is offering nearly 18.1 million shares in the IPO, while current shareholders are
selling another 6.45 million.

OneStream will have about 230.5 million shares outstanding after the IPO, giving the company
a market capitalization of around $4.61 billion at the $20-a-share pricing.

OneStream shares are slated to begin trading Wednesday under the symbol OS.
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The Modern SaaS Finance Academy

« Seven different finance roles — New or Tenured

+ CPE-credits Modern SaaS Finance
Academy

The Modern SaaS Finance Academy is a free online training hub designed for
CFOs, Controllers, FP&A, Revenue managers, Revenue Operations, and other

¢ 20 min Utes i-n length members of the finance community in fast growth SaaS companies.

((sotathe academy )

« 27 Courses taught by peers

* Product-agnostic

« www.SageU.com/ModernSaaSFinance
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What has Evolved

- Stages of Growth

* The shift from Investor Value to Customer Value
* The Business Funnel

 What Boards now want to see

« How to deliver
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Thank you!

tinyurl.com/SageSaaS

linkedin.com/in/davidappelsf
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