


Certain information set forth in this presentation may be “forward-looking information.” Except 
for statements of historical fact, information contained herein may constitute forward-looking 
statements. Forward-looking statements are not guarantees of future performance and undue 
reliance should not be placed on them. Such forward-looking statements necessarily involve 
known and unknown risks and uncertainties, many of which are and will be described in 
Smartsheet’s filings with the US Securities and Exchange Commission, and these risks and 
uncertainties may cause actual performance and financial results in future periods to differ 
materially from any projections of future performance or results expressed or implied by such 
forward-looking statements. Although forward-looking statements contained herein are based 
upon what Smartsheet management believes are reasonable assumptions, there can be no 
assurance that forward-looking statements will prove to be accurate, as actual results and 
future events could differ materially from those anticipated in such statements. Smartsheet 
undertakes no obligation to update forward-looking statements except as required by law.

Smartsheet is a registered trademark of Smartsheet Inc. The names and logos of actual 
companies and products used in this presentation are the trademarks of their respective 
owners and no endorsement or affiliation is implied by their use.
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These solutions can include 
any premium capabilities, 
and inherently include all 
core capabilities. 

Conducted thorough research 
to have an opinion on how the 
problem should be solved.

Specific buyer, or person responsible 
for the organizational challenge, 
in mind. 



In a world where marketing spends 5% of revenue*
 to run thousands of 

campaigns and events, tightly managed execution and a clear line of sight 
from marketing tactics to business objectives is key to company success.

*https://nuphoriq.com/create-a-marketing-budget/

https://nuphoriq.com/create-a-marketing-budget/


67% of businesses suffer reduced ROI due to siloed marketing activities 1 ➤

Marketers use 12+ tools on average to manage campaigns and data 2➤

64% of execs blame misalignment of priorities for slow speed of 
marketing execution 3➤

32% longer campaign cycle time due to inefficient marketing efforts 4 ➤

1. https://sproutsocial.com/insights/manage-multiple-marketing-channels/
2. https://blog.hubspot.com/agency/tools-data-complexity-marketing-technology#sm.00000z7qo2m2dgemzydd5f8czhz10
3. https://drive.google.com/file/d/0B2xjjCr7t-GESVE4UlJhNUhrTXc/view
4. http://customerthink.com/marketing_productivity/ 

https://sproutsocial.com/insights/manage-multiple-marketing-channels/
https://blog.hubspot.com/agency/tools-data-complexity-marketing-technology#sm.00000z7qo2m2dgemzydd5f8czhz10
https://drive.google.com/file/d/0B2xjjCr7t-GESVE4UlJhNUhrTXc/view
http://customerthink.com/marketing_productivity/


Integrate and master three key operational headaches 
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