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1. Executive Summary

The B2B sales landscape is undergoing a fundamental transformation. With buying committees now
averaging 10—11 stakeholders per deal and sales cycles stretching 38% longer than 2021, the
traditional approach of manually assembling proposals from fragmented tools is no longer viable. Sales
representatives currently spend only 28—-34% of their time actually selling—the rest is consumed
by administrative overhead, proposal assembly, and repetitive research tasks.

CloseCraft Al is a subscription-based SaaS platform designed to collapse the proposal creation
process from hours to minutes. By intelligently combining meeting transcript analysis, automated
competitive research, centralized asset management, and Al-driven document generation, CloseCraft
AT empowers sales teams to produce executive-quality proposals at unprecedented speed and personal-
ization.

The Core Thesis: A salesperson who can generate 5 tailored proposals per day instead of 1
will inherently close more deals—even if close rates remain constant. CloseCraft Al multiplies
proposal velocity by 5—8x while simultaneously improving proposal quality through data-driven
personalization.

1.1 Key Performance Indicators (Projected)

Metric Before CloseCraft After CloseCraft Improvement
Avg. Time to Create Proposal 2-4 hours 8-15 minutes 90%+
reduction
Proposals per Rep per Day 1-2 5-10 5x increase
Proposal Personalization Depth Surface-level Deep-dive w/ Significantly
market data higher
Projected Win Rate Improvement 21% baseline 28-35% projected +33-67%
Monthly Cost per Seat $0 (manual labor) $30/month 91% gross
margin
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2. Market Opportunity & Sizing

The proposal automation and Al sales enablement markets are experiencing explosive growth, driven
by enterprise demand for efficiency and the rapid maturation of generative Al capabilities.
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2.1 Total Addressable Market (TAM / SAM / SOM)
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Segment Value Description
TAM $8.7B AT Sales Proposal Generation market (projected 2033, CAGR 22.6%)
SAM $2.51B Proposal Management Software segment (2024 valuation)
SOM $120M Achievable market share within first 5 years targeting SMB sales

teams

2.2 ATl Sales Enablement Growth Trajectory

The broader Al-in-Sales market is forecasted to grow from $8.8B in 2025 to $11.6B in 2026 alone—a
single-year growth rate of approximately 32%.
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Window of Opportunity: Over 81% of sales teams now use Al in some capacity. The market is
transitioning from early adoption to mass adoption. First-movers with specialized, vertical-focused
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tools (like transcript-to-proposal engines) will capture disproportionate market share before larger
incumbents add comparable features.
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3. Industry Pain Points — Deep Dive Analysis

The modern B2B sales process is riddled with inefficiencies that directly erode revenue potential.
Through extensive research and stakeholder interviews, we have identified six critical pain points
that CloseCraft Al is purpose-built to eliminate.

3.1 Pain Point #1: The Administrative Time Sink

Sales representatives spend only 28—-34% of their working hours on revenue-generating selling activities.
The remaining 66-72% is consumed by CRM data entry, internal meetings, proposal drafting, and
research.

Sales Rep Day

0 10 20 30 40 50 60 70 80 90 100

pDY‘PﬂY\fQU‘D (‘IF QQ]DQ pﬁ‘l’\ Timn

E Actual Selling (31%) E Proposal/Admin (24%) 0 Research (18%)
E CRM Entry (15%) B Meetings (12%)

CRITICAL PAIN POINT

The Revenue Impact: If a sales rep earning $120,000/year spends 24% of their time on proposal
creation, the company is effectively paying $28,800 per year per rep for manual document
assembly—a task that Al can reduce to near-zero cost.

3.2 Pain Point #2: Superficial Context & Missing Intelligence

Current Al chatbot approaches (e.g., pasting a transcript into ChatGPT) produce proposals that are
shallow and generic. They cannot independently:

o Pull unstated facts from external sources (e.g., “the prospect is opening two new locations next
quarter”)

e Cross-reference company leadership changes from LinkedIn or press releases
e Scrape the prospect’s actual website to understand their current service offerings

o Identify industry-specific regulatory challenges impacting the prospect’s vertical

3.3 Pain Point #3: Disconnected Asset Libraries

Whitepapers, pricing sheets, compensation matrices, and customer logos live in disparate locations—
Google Drive folders, local desktops, email attachments, and legacy CRM systems. There is no single
source of truth, leading to:

e Outdated pricing being inadvertently included in proposals
o Inconsistent branding (wrong logos, old color schemes)

o Time wasted hunting for correct assets across 4-6 different platforms

Page 6 Confidential



Software Development Proposal Project: CloseCraft Al

3.4 Pain Point #4: No Financial Optimization Layer

Current proposal tools do not mathematically evaluate the intersection of: the prospect’s stated budget,
the available product catalog, and the salesperson’s commission structure. Proposals are built on “gut
feel” rather than data-driven financial modeling.

3.5 Pain Point #5: Post-Proposal Black Hole

Once a traditional proposal is emailed as a static PDF, the sales rep has zero visibility into:
e Whether the prospect opened it

e Which sections they spent time reviewing

e Whether it was forwarded to other stakeholders in the buying committee

e Which competing proposals the prospect is comparing it against

3.6 Pain Point #6: Sales Cycle Elongation

With buying committees averaging 10-11 stakeholders and sales cycles now 38% longer than 2021,
every delay in proposal delivery compounds. A proposal that takes 3 days to assemble instead of 15
minutes creates a 3-day window where competitor proposals may arrive first.
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0-15 days 16-30 days 31-50 days 51-90 days 90+ days
Days to Close After Proposal

Speed Kills Deals (in a Good Way): Data consistently shows that deals closing within 15 days
of proposal delivery have win rates of 47%, compared to just 12% for deals that drag beyond 90
days. CloseCraft Al’s rapid-fire proposal generation directly compresses this timeline.
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4. Competitive Landscape & (Gap Analysis
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4.1 Major Competitors

Platform Price Core Strength Key
Weakness

PandaDoc $35/mo  All-in-one doc automation, e-signatures, templates No Al
transcript
analysis

Proposify $49/mo Brand consistency, sales analytics, approval workflows No deep-dive
market
research

Qwilr $35/mo Interactive web-based proposals, modern UX No au-
dio/transcript
ingestion
GetAccept $25/mo Digital sales rooms, video messaging No Al
proposal
generation

Better Pro- $19/mo Ease of use, fast setup, tracking Very limited
posals AT capabilities

Responsive  Custom Enterprise RFP management, compliance Not built for
SMB sales

teams

4.2 Feature Gap Analysis: CloseCraft AI vs. Market

Feature PandaDc Proposif Qwilr GetAcce Better CloseCraf
Transcript Ingestion X X X X X v
AT Proposal Generation Partial X X X X v
Deep-Dive Web Scraping X X X X X v
Pain Point Mapping X X X X X v
Financial Optimization X X X X X v
Centralized Asset Library v v Partial  Partial X v
E-Signatures v v X v X Roadmap
PDF + PPT Export Partial PDF Web PDF PDF v
only only only only
Per-Customer Branding X Template X X X v
Mobile App v v Responsi v Responsi Roadmap

The Unfilled Niche: No existing competitor combines transcript ingestion, automated mar-
ket research, and Al-driven proposal generation into a single workflow. CloseCraft Al occupies a
completely uncontested category—the “Transcript-to-Proposal” pipeline—that existing tools
cannot replicate without fundamental architectural changes.
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5. The CloseCraft AI Solution

5.1 Phase 1: Seamless Ingestion & Scrubbing

e Transcript Drag-and-Drop: Instantly upload transcripts from Granola Al, Zoom, Teams, or any
plain-text source. Supports .txt, .docx, and .vtt caption formats.

o Company Field Matrix: Input prospect details (Company Name, Contact Name, Website URL,
Industry Vertical) into structured fields that feed the research engine.

e Deep-Dive Market Scrubber: One-click activation triggers parallel web scraping of the prospect’s
corporate website (via Firecrawl or custom Python scripts) and Al-powered news search (via Tavily
API) to surface recent expansions, leadership changes, regulatory developments, and competitive
threats.

5.2 Phase 2: Intelligent Proposal Construction

¢ Pain Point & Solution Matrix: The Al synthesizes an executive summary mapping specific pain
points (from the call AND external research) directly to your product solutions. Each pain point is
ranked by severity and mapped to a corresponding product/service recommendation.
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e Financial Optimization Engine: Evaluates the prospect’s stated budget against your pricing
sheets and compensation plans. Recommends the optimal package that maximizes the salesperson’s
commission while fitting the customer’s financial constraints.

o Centralized Asset Library: All whitepapers, product sheets, compensation matrices, and per-
customer assets (logos, brand colors) are stored in a searchable, version-controlled library. Assets
are automatically injected into proposals based on context.

5.3 Phase 3: Output, Editing, & Distribution

e The Rehash Engine: The draft proposal is presented in an interactive editor. Sales reps can remove
sections, regenerate specific paragraphs, adjust tone, and add custom notes before final generation.

o Timeline & Next Steps: Auto-generates a clear, actionable timeline with specific “X, Y, Z” next
steps derived from the meeting discussion.

o Multi-Format Export: Generates both a high-fidelity PDF (via LaTeX compilation) and a dy-
namic PowerPoint presentation. Future roadmap includes interactive web proposals with engagement
tracking.
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6. Unit Economics & Revenue Model

6.1 Per-User Cost of Goods Sold (COGS)

Assuming a “power user” who processes 20 one-hour meetings per month:
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Cost Component Per Meeting Monthly (20 Provider
mtgs)
Audio Transcription (RunPod GPU) $0.07 $1.40 RunPod
Serverless
Proposal Generation (Claude/GPT-40) $0.06 $1.20 Anthropic /
OpenAl
Web Scraping & Research $0.005 $0.10 Tavily /
Python
Scripts
Server Infrastructure — $0.50 VPS / Hosting
TOTAL COGS per User $3.20
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6.2 Gross Margin Analysis
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At a $30/month subscription price point, each user generates $26.80 in gross profit—a 89.3%
gross margin. Even “power users” processing 60 meetings/month only cost $8.10, maintaining a
healthy 73% margin on the heaviest usage tier.

6.3 Revenue Projection (Year 1-3)

6

5

Annual Recurring Revenue (ARR)

Period Users MRR ARR Gross Profit
End Y1 180 $5,400 $64,800 $57,960
Q4

End Y2 1,000 $30,000 $360,000 $321,600
Q4

End Y3 1,500 $45,000 $540,000 $482,400
Q2
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7. Go-to-Market Strategy

7.1 Target Customer Segments

Segment Reps Profile Priority
SMB Sales 525 Tech-forward companies with dedicated outbound PRIMARY
Teams sales functions

Independent 1-5 Freelance sales consultants, insurance agents, real

Reps estate brokerages

Mid-Market 25-100 Growing companies with VP of Sales seeking com- PHASE 2
petitive edge

7.2 Marketing & Customer Acquisition Channels
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Product-Led Growth

LinkedIn Outbound
SEO/Content
Referral Program
Paid Ads
Events/Webinars

Partnerships

0 ) 10 15 20 25 30 35
Projected Customer Acquisition Share (%)

7.2.1 Channel Strategy Detail

1.

Product-Led Growth (30%): Free tier with limited proposals per month. Users experience the
“magic moment” of generating their first Al proposal and convert to paid plans organically.

LinkedIn Outbound (22%): Targeted campaigns to VP Sales, Sales Directors, and Sales Opera-
tions managers. Messaging focused on “What if your team could 5x their proposal output tomorrow?”

SEO & Content Marketing (18%): Blog posts, YouTube tutorials, and comparison articles
targeting high-intent keywords: “Al proposal generator,” “automate sales proposals,” “transcript to
proposal tool.”

. Referral Program (15%): Existing users earn a free month for every paying referral. Sales teams

inherently spread tools that work.

Paid Advertising (12%): Google Ads targeting bottom-of-funnel keywords. Retargeting cam-
paigns for users who started free trials but didn’t convert.

Industry Events & Webinars (8%): Live demonstrations at SaaStr, Sales Hacker events, and
hosted webinars showing real-time proposal generation.

Strategic Partnerships (5%): Integrations with CRM providers (HubSpot, Salesforce) and meet-
ing recording platforms (Zoom, Teams, Granola Al).

7.3 Sales Closing Methodology

Based on 2025 B2B closing best practices, CloseCraft AI’s own sales process will model the techniques
it enables:

The Consultative Close: Modern B2B win rates average 21% from pipeline, but jump to 47%
post-proposal. Multi-threading (engaging multiple stakeholders) increases win rates by 130%.
CloseCraft Al’s proposals are designed to be shared across buying committees, naturally enabling
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multi-threading.

Technique Application

Mutual Action Shared timelines between CloseCraft sales team and prospect, replacing vague
Plans “follow-ups”

Summary Close Recap all confirmed pain points before presenting pricing—the proposal itself is

the close
Assumptive “Since we are aligned on timeline, I will set up your team’s workspace this after-
Close noon”

Silence  After After presenting pricing, stop talking. Let the value proposition speak for itself
Ask

Social Proof Embed anonymized case study metrics directly into sales conversations
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8. Technical Architecture Overview

8.1 System Architecture

Vite Frontend
(Desktop + Mobile)

T T

Transcript
Upload

Node.js API

”| Server (Port 7000)

ATl Engine

Python
Web Scraper

| (Claude / GPT-40)

RunPod
isper GPU

Asset MySQL LaTeX / PPT
Library Database Generator
8.2 Technology Stack
Layer Technology Rationale
Frontend Vite + Vanilla JS Hot-reload dev  experience; Capacitor-ready  for
iOS/Android

Backend API
AI/LLM
Transcription

Web Scraping
Document Gen
Database
Deployment

Node.js / Express

Claude 3.5 /
GPT-40

RunPod  (Whis-
per)

Python (custom)
pdflatex + pptx
MySQL

VPS / Capacitor

Unified JavaScript stack; managed by SPECTOR process

manager

Best-in-class reasoning for proposal synthesis

GPU serverless; $0.07/hr vs $0.36/hr OpenAI API

Existing scripts; zero API cost for prototype

High-fidelity PDF output; PowerPoint via python-pptx

Proven reliability; existing infrastructure expertise

Web + native mobile from single codebase
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9. Implementation Roadmap

Phase 1
MYVP Core Engine
(Weeks 1-6)

Phase 2
Asset Library + Ul
(Weeks 7-12)

Phase 3
Beta Launch
(Weeks 13-16)

Y

Phase 4
Mobile + Analytics
(Weeks 17—24)

Phase 5
Scale + Partnerships
(Weeks 25-36)

Phase 6
>| Enterprise Features
(Weeks 37-52)

Phase Timeline Deliverables
Phase 1  Weeks 1-6  Transcript ingestion, Al proposal engine, PDF output, basic Vite Ul
Phase 2 Weeks 7-12 Centralized asset library, per-customer branding, Rehash Editor, PPT ex-
port
Phase 3 Weeks Closed beta with 25 pilot users, feedback collection, iteration cycle
13-16
Phase 4 Weeks Capacitor mobile app, proposal engagement analytics, A/B testing engine
17-24

Phase 5 Weeks CRM integrations (HubSpot, Salesforce), referral program, scale to 500
25-36 users

Phase 6 Weeks Team management dashboards, SSO, compliance features, enterprise tier
37-52 pricing

10. Risk Analysis & Mitigation

Risk Impact Likelihoo Mitigation

Medium  Speed-to-market advantage; deeper
vertical integration

Competitor launches similar feature High

AT API costs increase Medium Low RunPod self-hosted fallback; model-
agnostic architecture
LLM hallucination in proposals High Medium Human-in-the-loop Rehash Editor;

confidence scoring

Low initial adoption Medium  Medium Free tier; product-led growth; aggres-
sive content marketing
Data privacy concerns High Low SOC 2 compliance roadmap; zero-

retention scraping options

Medium High Pre-processing pipeline; support for

manual transcript editing

Transcript quality variance
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11. Conclusion & Call to Action

CloseCraft AI addresses a $8.7 billion market opportunity with a product that has no direct
competitor in the transcript-to-proposal category. The unit economics are exceptional—89% gross
margins at a $30/month price point—and the go-to-market strategy leverages product-led growth to
minimize customer acquisition costs.

The sales proposal market is being fundamentally reshaped by AIl. Teams that adopt intelligent
proposal automation will close more deals, faster, with less effort. Teams that don’t will find themselves
outpaced by competitors who can deliver hyper-personalized proposals within minutes of ending a
discovery call.

CloseCraft Al is not an incremental improvement. It is a category-defining platform that
transforms the most time-consuming, least-loved part of the sales process into a competitive weapon.

Ready to Build the Future of Sales Proposals?

Phase 1 development begins immediately upon stakeholder approval.

First working prototype: 6 weeks. Beta launch: 16 weeks.
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