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Executive Summary

This report provides a comprehensive view of customer sentiment and market expert insights for
SampleCo Ltd. 5 in-depth customer interviews and 5 market expert interviews were conducted. Key
concerns were identified in pricing flexibility, support consistency, and scalability limitations. However,
strong founder reputation and product stickiness were cited as core strengths. 80% of customers
interviewed cited the dashboard as a primary reason for continued usage, and 60% expressed concerns
over recent price increases.

Methodology

QualiScout conducted 5 one-on-one, semi-structured interviews with current customers of SampleCo Ltd
and 5 interviews with market experts. Participants included decision-makers from SMB and mid-market
firms across relevant verticals. Experts included former executives, analysts, and consultants. Qualitative
data was analyzed thematically to identify recurring patterns and critical insights relevant to potential
investors.

Market Expert Commentary

Expert A (ex-VP Strategy, MarketLeader Inc)

SampleCo has managed to build a loyal customer base by targeting a specific pain point—real-time
visibility in operations. However, from a scalability perspective, the platform is missing key
enterprise-grade integrations. In my estimation, only 20—30% of mid-market customers could graduate into
enterprise clients without major product changes.

Expert B (Senior Analyst, TechMarkets)

Their churn rate appears stable, but there's underlying friction. I'd estimate a 15-20% annual churn risk,
largely driven by pricing sensitivity and a lack of in-app support. The recent pricing tier adjustments could
accelerate churn unless accompanied by value justification.

Expert C (CEO, CompeteTech)

What SampleCo does well is execute founder-led sales, but this won't scale past $5M ARR without
operational leadership. Their dependency on a charismatic founder is a double-edged sword—it drives
growth now but could become a bottleneck.



Expert D (Research Fellow, Innovation Institute)

The industry trend is toward all-in-one platforms. SampleCo is currently a strong point solution, but unless
they expand horizontally, competitors with broader feature sets will absorb their market share over the next
2-3 years.

Expert E (Independent Consultant)
Customer satisfaction is generally high for the dashboard experience, which scores 8.5/10 in most

feedback I've seen. However, post-sale engagement strategies are weak. There's a missed opportunity in
upselling and community-building, both of which are critical at growth-stage SaaS companies.

Key Customer Themes & Insights

* Strong trust in leadership: All five customers mentioned the CEO by name, describing direct involvement
in onboarding and problem resolution. The CEQO's presence is viewed as a sign of accountability and
product conviction.

* Churn risk indicators: Two of the five customers interviewed indicated they are actively exploring
alternative solutions. Key drivers include perceived slowdowns in support responsiveness and uncertainty
around long-term product development.

* Pricing sensitivity: Three customers raised concerns about recent pricing changes, citing misalignment
between increased cost and perceived value. One customer noted the jump moved the platform into
‘enterprise pricing' without the support to match.

* Product stickiness: The dashboard experience was praised across the board. Four out of five customers

specifically cited it as the reason they have stayed, even amid frustrations with support or cost.
Customization and clarity were standout aspects.

Representative Customer Quotes

Mid-sized Client: "Their product is great, but support has become slower after they grew."
Long-time User: "We've stuck with them for 3 years, but rising costs are a concern."

Enterprise Customer: "Their dashboard is better than anything we've seen. That's why we stay."

Recommendations for Investors

* Model pricing risk scenarios: 3 of 5 customers mentioned dissatisfaction with recent price increases.
Consider modeling potential churn scenarios if pricing continues to rise without added value.

* Evaluate founder dependency: Growth is heavily tied to the founder’s personal involvement in sales and
onboarding. Investigate whether there is a credible path to scaling leadership and operational depth.

* Assess scalability of product and integrations: Expert interviews suggest SampleCo may hit a ceiling with
mid-market clients due to limited enterprise integrations. Confirm how the roadmap aligns with enterprise



adoption needs.

» Monitor competitive encroachment: Competitors offering bundled or full-suite platforms could threaten
SampleCo’s position within 12—24 months. Track product differentiation and defensibility.

» Encourage post-sale maturity: There’s little evidence of a proactive customer success strategy.
Post-investment, consider advising on building a structured CS function to improve retention and upsell
potential.
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