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Where is Al? Untapped GTM Potential
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dealhub

Al-Powered Enterprise-grade Quote-to-Revenue
CPQ), Subscription Management, CLM, DealRoom & Billing

Founded: 2014

800+ global customers in diverse industries



GTM Acceleration With Al

Expectations
Raising Al Right
Al in Quote-to-Revenue

Al in Action



Al Expectations
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Automation

Personalized
Experiences

Deeper Insights

Reduce Risk

Reality

Accuracy
Hallucinations
Consistency & Bias
Governance & Control
Data Privacy & Security

Audit Trails
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Gartner's Al Reality Check

Why Al adoption stalls without governance and oversight
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Security & Regulation Ready?

Bad Data = Bad Al No Human Guardrails .
Privacy Gaps



Quote-to-Revenue - the Key Pillars

Sales Channels

Solution Portfolio

Pricing Models

Buyer Demands

Contractual Exposure

Direct, Indirect, Self-service, PLG

Products, Bundles

Recurring, One-time, Consumption, Hybrid

Personalization, Self-service

Visibility, Managing Risks



Al is not just about Scalability

Consistency

Standardization

Auditability



Governance

Pricing
Product
Terms

Obligations

GTM Readiness for Al
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Processes &
Workflows

Approvals
Upsell/Renewals
Dataflow

Delivery
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Accurate Data

Data Capture

Store
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Automated
Workflows

Al for Quote-to-Revenue
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Pricing & Deal Revenue &
Optimization Pipeline
Intelligence
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Al Value for GTM Stakeholders
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Revenue Insights Risks/Obligations Quote Generation Buyer Assistance
Price Optimization Upsell

Deal Analysis Personalization




Humans + Al Working Together
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+. Al Price optimizatic

Min price Max price

Strategy ——
Win rate T +8 () Total discount !

78% 42%

Based on 128 similar quc In averag

@ Original price $28,000.00

© Al Optimize price +. $26,100.00

Q Selected $27,00000

inge 4 -$1,000.00 (-3.57%)

This approach slightly increases the overall discount to a more compelling
and uniform 25.2%, aligning with successful historical deals for similar IT
products. The goal is to create a strong value proposition that balances a
high probability of winning with a modest impact on revenue.

Apply selected price

@ Similar won deals Total price

Website Revamp Acme Corp $27,900.00
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3 msightibrary Top Seling Products by Volums. Weeldy Product Sales Trends

What was the weekly trend of product sales numbers in Q4 2024? 3 Growth Percentage.

Ianalyzed the total number of product sales each week to show the weekly sales trend in Q4 2024. »

From September 30, 2024 to December 30, 2024, the weeKly sales volume of products showed a steady upward trend through early December,
followed by a significant decline. Sales started at 56 units in late September, reached a peak of 257 units in the week of December 2, and then
decreased sharply to just 3 units by the final week of Q4.
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@ Good afternoon

How can | help?
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Key Takeaways

Massive potential
Clear value targets
Structure & governance

Accurate Data




Thank You

Visit us at Booth #65

dealhub
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Please Rate My Session

We hope you enjoyed today’s session.
Please head to the INBOUND mobile
app to provide your feedback.

Thank you! ‘




