PROSPECTIVE CLIENT RESEARCH REPORT FOR Honeycomb.io:

1. Data Verification Table

. Status
Variable Value .
(Verified/Inferred)

CO_NAME Honeycomb.io [VERIFIED]
Colin Burke, Sr. Director, Customer

LEAD_NAME_TITLE [VERIFIED]
Success

MY_SPECIALTY Professional & Consulting [VERIFIED]

CORE_KPI TCV, NRR, Time-to-Value (TTV) [VERIFIED]

GEO US/EMEA [VERIFIED]

REVENUE TIER $100M - $250M (Series D) [INFERRED]

HEADCOUNT ~200 - 350 Employees [INFERRED]

2. Strategic Narrative & Headwinds

e Public "North Star": Democratizing high-cardinality observability through
"Honeycomb Canvas" and Al-driven insights. They are pivoting from being a "tool for
power users" to an Enterprise-grade platform that "Al Agents" and standard

engineers can use to debug production.

o Skeptical Headwinds:

o

The "Slow Engineering" Paradox: Internal reviews (Comparably/Indeed)
suggest a "20/80" productivity split where 20% of the staff carries the
workload. For a company selling "Engineering Velocity," internal slowness is a

critical narrative risk.

GTM Turnover: Recent signals point to high turnover in Sales and Marketing

leadership. If the "Engine" of the company is changing gears every 12
months, your Professional Services (PS) strategy will constantly be

misaligned with the current "sales play."

3. Competitive Intelligence & Selection Rationale



Selected Competitors:

1. Datadog: (The Budget/Direct Rival) - Chosen for their massive market share
and "tax-like" pricing model that Honeycomb explicitly targets.

2. Dynatrace: (The Enterprise incumbent) - Chosen because Honeycomb’s new
"Private Cloud" and "Enterprise" push puts them in direct competition for the
"Safe Corporate Choice" budget.

Market Share Pulse: Honeycomb is winning on "Technical Truth" (high-cardinality
data) but losing on "Ease of Ubiquity." Datadog wins because it's "everywhere," even
if it's more expensive at scale.

The Revenue-Gap Opportunity: Competitors like Datadog have massive partner
networks but often lack "high-touch" consulting for observability culture. If
Honeycomb’s PS can sell "Observability Maturity" (not just tool setup), they create a
"Strategy-as-a-Service" moat that makes the software "un-churnable."

The Revenue Leakage Opportunity: Honeycomb’s event-based pricing is
predictable, but "Time-to-Value" is their leakage point. If a customer pays for 1.5B
events but takes 6 months to instrument their code, they are a high churn risk.
Professional Services is the plug for this NRR leak.

4. Recruitment & Leadership Gap Analysis

The "Stalled" Search: Currently hiring for Senior Technical Customer Success
Managers and Enterprise AEs for 30+ days. There is a visible lack of "Engagement
Manager" or "Strategic Consultant" roles, suggesting CS is currently acting as
"Reactive Support" rather than "Proactive PS."

Hiring Strategy Inference: They are hiring "Volume" (multiple SDRs/AEs) but not
"Depth" (PS Leadership). This indicates a "Land" strategy that will inevitably lead to
a "Retention Crisis" in 12-18 months if post-sales isn't professionalized.

The Bridge Opportunity: A fractional leader can bridge the gap between "Sales
making promises" and "CS struggling to implement," specifically creating a
repeatable Professional Services Playbook that doesn't require a full-time $300k+
VP Hire yet.

5. Acquisition & Technical Levers

M&A Appetite: Acquirer. Following the 2025 acquisition of Grit, Honeycomb is
looking to buy "Technical Talent" and "Al Code Analysis" tools to bolster their
platform.



e Technical Levers: Instrumental Friction. The biggest bottleneck to CORE_KPI
(TTV) is manual instrumentation. Your opportunity lies in automating the "Service
Catalog" onboarding process through the newly acquired Grit Al agents.

6. The "Red Flag" Due Diligence Checklist

o Technical Debt: Knowledge Silos. Reports indicate that if key engineers (the
"20%") leave, the product roadmap stalls. PS must document and standardize
"Implementation" so it’s not dependent on "God-mode" engineers.

e Lead Style Risk (Colin Burke): Burke is a "Transformation Leader" (ex-
VMware/Pivotal). Risk: He likely wants to move fast, but may be hamstrung by the
"slow engineering culture" reported by staff.

e Operational Fragility: High dependence on the AWS Strategic Collaboration
Agreement. If AWS pivots their own "CloudWatch" capabilities to mimic
Honeycomb’s "BubbleUp," Honeycomb’s differentiation shrinks.

7. Outreach Hooks

1. Strategic/Growth: "Colin, the AWS Strategic Collaboration is a massive TCV lever,
but enterprise NRR lives or dies by the first 90 days. I’ve identified a framework to
turn your CS team from 'Technical Support' into a 'Consultative PS' engine that
protects the AWS-originated revenue."

2. The Hiring Bridge: "l see you've had Senior CSM roles open for 30+ days while
scaling the SDR pod. This creates a 'Success Gap' between sales volume and
implementation capacity. | can act as a bridge to stabilize your EMEA
implementation playbook while you find your permanent hires."

3. Technical/Efficiency: "Your acquisition of Grit is a genius move for 'Time-to-Value.' |
can help you operationalize 'GritQL' into a standard Professional Services offering
that reduces customer instrumentation time by 40%, directly impacting your TTV
and expansion metrics."



