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Executive Summary

Opening Statement: Calendly transforms how professionals manage their time by eliminating
the back-and-forth of scheduling, but our next chapter requires strategic evolution to capture
emerging market opportunities.

Key Strategic Priorities:

e Expand beyond basic scheduling into comprehensive meeting lifecycle management
e Penetrate enterprise accounts while maintaining SMB growth

e Build platform ecosystem to increase customer lifetime value

e Establish Calendly as the definitive scheduling infrastructure for business

1. Vision and Mission

Vision Statement

We envision a world where every professional interaction starts seamlessly, allowing people to
focus on meaningful work rather than administrative friction.

Mission Statement

Calendly empowers individuals and organizations to connect more efficiently by providing
intelligent scheduling solutions that respect everyone's time and preferences.

Strategic Connection to Company Goals
e Revenue Growth: Drive recurring revenue through expanded product suite

e Market Leadership: Maintain category dominance while expanding addressable market
e Customer Success: Reduce time-to-value and increase product stickiness

2. Target Market & Customer Segmentation



Primary Segments
Small to Medium Businesses (SMBs)

Company size: 10-500 employees

Industries: Professional services, SaaS, consulting, real estate

Key roles: Sales representatives, customer success managers, consultants
Annual contract value: $96-$2,400 per year

Enterprise Accounts

Company size: 500+ employees

Industries: Technology, financial services, healthcare, education
Key roles: IT administrators, sales operations, HR leaders
Annual contract value: $5,000-$50,000+ per year

Individual Professionals

e Freelancers, coaches, consultants, and service providers
e Revenue dependency on client meetings and consultations
e Annual contract value: $96-$240 per year

Customer Journey Analysis

Each segment follows distinct adoption patterns, from individual viral growth in SMBs to
top-down procurement processes in enterprise accounts.

3. Jobs To Be Done/Customer Problems & Use Cases

Core Jobs To Be Done
"Help me eliminate scheduling friction"

e Replace email tennis with automated booking
e Reduce no-shows through confirmations and reminders
e Integrate with existing calendar and workflow systems

"Help me look professional to clients™

e Present polished, branded scheduling experience
e Offer flexibility while maintaining boundaries
e Provide seamless experience across time zones



"Help me scale my meeting processes"

e Enable team-wide scheduling standards
e Provide analytics on meeting patterns and efficiency
e Integrate with CRM and sales processes

Pain Points We Address

Time waste: Average 8 minutes per meeting scheduled manually
Professional image: Inconsistent scheduling creates friction with prospects
Team coordination: Lack of visibility into colleague availability

Data insights: No visibility into meeting patterns and optimization opportunities

4. Value Proposition & Differentiation

Primary Value Proposition

Calendly delivers the most reliable, user-friendly scheduling experience that integrates
seamlessly with how businesses actually work.

Key Differentiators

Simplicity Without Sacrifice While competitors add complexity, we maintain ease-of-use while
expanding functionality.

Integration Ecosystem
Our platform connects with 100+ business tools, making us infrastructure rather than just
software.

Reliability and Performance 99.9% uptime and sub-2-second load times establish trust for
business-critical scheduling.

Customer-Centric Design We optimize for the experience of both meeting organizers and
attendees, not just administrators.

5. Competitive Landscape

Direct Competitors

Acuity Scheduling



e Strengths: Advanced customization, payment processing
e Weaknesses: Complex interface, limited enterprise features
e Our advantage: Superior user experience and integration ecosystem

Chili Piper

e Strengths: Sales-focused features, enterprise adoption
e \Weaknesses: Higher complexity, narrow use case focus
e Our advantage: Broader market appeal and ease of implementation

Microsoft Bookings

e Strengths: Office 365 integration, enterprise distribution
e \Weaknesses: Limited functionality, Microsoft ecosystem dependency
e Our advantage: Platform-agnostic approach and superior feature set

Indirect Competitors

Email, phone calls, and manual calendar coordination represent our largest competitive threat
through inertia and habit.

Positioning Strategy

We position as the scheduling infrastructure that grows with businesses, from individual users to
enterprise-wide implementations.

6. Product Roadmap and Strategic Pillars

Strategic Pillars

Pillar 1: Meeting Lifecycle Management Expand beyond scheduling into pre-meeting
preparation, in-meeting facilitation, and post-meeting follow-up.

Pillar 2: Enterprise Platform Build administrative controls, security features, and integration
capabilities that enterprise IT departments require.

Pillar 3: Intelligence and Automation Apply Al to optimize scheduling patterns, suggest
meeting times, and automate routine tasks.

Pillar 4: Ecosystem Expansion Develop platform capabilities that allow third-party integrations
and custom workflows.

2024 Roadmap Highlights



Q1: Advanced analytics dashboard and team scheduling optimization
Q2: Enterprise security and compliance features (SOC 2 Type Il, GDPR)
Q3: Al-powered scheduling suggestions and conflict resolution

Q4: Meeting preparation and follow-up automation

2025 Strategic Initiatives

Platform API for custom integrations
Industry-specific scheduling templates
Advanced workflow automation
International expansion and localization

7. Go-to-Market (GTM) and Distribution Strategy

Sales Strategy

Product-Led Growth (PLG) Continue viral adoption through individual users who influence

organizational purchasing decisions.

Enterprise Sales Dedicated account executives for deals above $10,000 annual contract value,

focusing on IT and sales operations buyers.

Channel Partnerships Strategic partnerships with CRM providers, business consultants, and

system integrators.

Marketing Channels

Digital Marketing

SEO leadership for scheduling-related keywords
Paid advertising focused on high-intent professional audiences
Content marketing targeting productivity and sales effectiveness

Community and Events

Sponsorship of sales and productivity conferences
Webinar series on meeting effectiveness and time management
User community and advocacy programs

Customer Success and Onboarding

Individual users: Self-service onboarding with contextual tips
SMBs: Email nurture sequences and optional consultation calls



e Enterprise: Dedicated customer success manager and implementation support

8. Monetization & Pricing Model

Current Pricing Structure

Basic: Free (limited features)

Essentials: $8/user/month (core scheduling features)
Professional: $12/user/month (advanced features and integrations)
Teams: $16/user/month (team management and analytics)

Strategic Pricing Evolution

Value-Based Pricing Shift from per-user pricing to value-based models for enterprise accounts,
potentially based on meetings scheduled or time saved.

Platform and Add-Ons Introduce premium add-ons for specialized features like payment
processing, advanced analytics, and industry-specific templates.

Enterprise Custom Pricing Flexible pricing models for large accounts including multi-year
contracts and volume discounts.

Revenue Optimization

Upselling: Move users from free to paid tiers through feature limitations and usage caps
Cross-selling: Introduce complementary products for meeting management and
productivity

e Retention: Focus on daily active usage to reduce churn and increase renewal rates

9. Key Metrics and Success Criteria

North Star Metric

Meetings Successfully Scheduled: Total number of meetings booked through Calendly
platform monthly.

Acquisition Metrics

e Monthly Active Users (MAU): Target 25% year-over-year growth



e Paid conversion rate: 15% of free users convert within 90 days
e Customer Acquisition Cost (CAC): $180 blended across all channels

Retention and Engagement

e Net Revenue Retention: 115% annually
e Daily Active Users / Monthly Active Users: 35%
e Feature adoption rate: 60% of paid users utilize integration features

Business Impact

e Annual Recurring Revenue (ARR): $300M by end of 2024
e Enterprise segment growth: 40% of new revenue from accounts >$5K ACV
e Customer Lifetime Value: $2,400 average across all segments

Product Quality

e Net Promoter Score (NPS): Maintain 50+ score
e Time to first meeting scheduled: Under 5 minutes for new users
e Platform uptime: 99.9% availability

10. Risks, Assumptions, and Dependencies

Major Risks

Competitive Pressure Microsoft and Google could integrate competitive scheduling features
directly into their productivity suites. Mitigation: Maintain feature leadership and
platform-agnostic positioning.

Market Saturation SMB market adoption reaches plateau, requiring successful enterprise
expansion. Mitigation: Accelerate enterprise feature development and sales capability.

Economic Downturn Budget cuts could impact discretionary software spending in SMB
segment. Mitigation: Demonstrate clear ROl and expand free tier to maintain user base.

Key Assumptions

e Market Growth: Business meeting frequency continues increasing with remote work
adoption
Integration Value: Customers will pay premium for seamless workflow integration
Enterprise Adoption: Large organizations will adopt scheduling automation at scale



Critical Dependencies

Engineering Capacity: Sufficient development resources to execute roadmap
Partnership Ecosystem: Continued cooperation from CRM and productivity tool
providers

Regulatory Compliance: Meeting evolving data privacy and security requirements
Market Education: Continued investment in category creation and user education

11. Tactics & Action Plans

Q1 2024 Initiatives

Enterprise Feature Development

e Owner: Product team
e Timeline: 90 days
e Success Metric: SOC 2 compliance achieved, 5 enterprise pilot customers onboarded

Sales Team Expansion

e Owner: Sales leadership
e Timeline: 60 days
e Success Metric: 4 additional enterprise account executives hired and ramped

Integration Platform Launch

e Owner: Engineering and Partnerships

e Timeline: 120 days

e Success Metric: 10 new integrations live, 25% of paid users adopt at least one
integration

Ongoing Strategic Programs

Customer Advisory Board Quarterly sessions with key enterprise customers to guide product
development and validate market direction.

Competitive Intelligence Monthly analysis of competitor feature releases, pricing changes, and
market positioning to inform strategic responses.

Partnership Development Systematic outreach to complementary software providers to build
integration ecosystem and co-marketing opportunities.




Success Measurement and Review Cadence

Monthly: Core metrics review with executive team Quarterly: Strategic plan assessment and
tactical adjustment
Annually: Comprehensive strategy review and following-year planning

This document serves as our strategic foundation, but we recognize that successful execution
requires continuous learning, adaptation, and customer feedback integration. Our commitment
is to remain responsive to market changes while staying true to our core mission of eliminating
scheduling friction for professionals worldwide.
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