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Why Glean? The Underdog Enterprise Pick

Every PM portfolio has Notion, Figma, or Linear. Nobody tears down Glean — yet it sits at one of the most
strategically contested intersections in enterprise software: Al-powered knowledge retrieval across the entire
company stack. Glean is the product that makes every other SaaS tool you already pay for more valuable.
That's a rare and defensible position.

Core thesis: Glean doesn't compete with your tools — it makes them searchable. The company that wins
enterprise knowledge retrieval becomes the silent operating layer of every knowledge business on earth.

Product Overview

 Attribute ' Detail |

Company Glean Technologies Inc. (founded 2019, Palo Alto)

Founders Arvind Jain, T.R. Vishwanath, Piyush Prahladka, Tony
Gentilcore

Category Enterprise Al Search & Knowledge Management

Model B2B SaaS — annual subscription, per-seat pricing

Integrations Slack, Drive, Notion, Jira, Salesforce, GitHub,
Confluence, 100+ connectors

Valuation $4.6B (Series E, 2024)

Target Users & Jobs to Be Done

' User Segment ' Job to Be Done ' Pain Solved |

IC Engineers Find the right internal doc / code Context-switching & Slack
fast archaeology

Sales reps Surface relevant case studies & Scattered knowledge across 6 tools
pricing

New hires Onboard without drowning in wikis Months of productivity ramp-up

Support agents Answer tickets with internal Manual knowledge base lookup
knowledge

Executives Get org-wide context without asking | Dependence on specific individuals
people

North Star Job: Eliminate the time employees spend searching for information they know exists
somewhere in the company but can't find.

Core User Journey

| Action Key Design Decision

1 Connect data sources One-time OAuth — no data
migration required

2 Ask a natural language question Chat interface over unified index

3 Receive cited, ranked answer Source attribution builds trust
immediately

4 Navigate to original source Glean is the entry point, not the
destination

5 Get proactive suggestions Glean Assistant pushes relevant
docs contextually




Metrics Framework

North Star Metric: Time-to-Answer — median time from query to the user navigating to the correct

source document.

Layer | Metric ' Why It Matters |

Activation % employees with first successful Adoption depth signal
query

Engagement DAU/MAU, queries per active Habit formation
user/week

Quality Answer acceptance rate, zero- Search quality health
result %

Retention Net Revenue Retention (NRR) Core B2B health metric

Expansion Connector count per account, seat | Land-and-expand motion
growth

Strengths

Connector moat is compounding

Every new integration Glean adds increases the switching cost. At 100+ connectors, ripping out Glean means
rebuilding your entire knowledge graph from scratch.

Works with existing tools — zero migration

Unlike Notion or Confluence, Glean doesn't ask you to change how you work. It indexes what you already
have. That's the lowest-friction enterprise sale possible.

Glean Assistant — proactive context delivery

Shifting from reactive search to proactive suggestions (surfacing the right doc before you ask) is a step-
change in value that generic search can't replicate.

Strong enterprise trust posture

Permissions-aware search — Glean only shows you documents you already have access to. This is table
stakes for enterprise and a genuine technical differentiator.

Gaps & Opportunities

 Gap ' Opportunity " Impact |
Cold start in new accounts Al-assisted connector setup wizard | High
Search quality varies by corpus Per-connector quality scores + High
tuning Ul
No workflow automation layer Glean Actions — trigger tasks from | Critical
answers
Weak SMB story Self-serve tier for 50—200 person High
teams
Analytics for admins thin Knowledge gap dashboard for Medium
IT/ops

Strategic Recommendations

P0 — Launch Glean Actions — From Answers to Workflows

Today Glean finds information. The next frontier is acting on it. Glean Actions would let users trigger
workflows directly from search results — create a Jira ticket, draft a Slack message, update a Salesforce
record — without leaving the Glean interface. This transforms Glean from a search layer into a workflow



orchestration layer, dramatically increasing switching cost and ARPU. Success metric: 30% of active users
trigger at least one Action per week within 6 months.

P1 — Build a Knowledge Gap Dashboard for Admins

IT and ops leaders currently have no visibility into what employees can't find. A dashboard showing high-

frequency zero-result queries, stale top documents, and knowledge coverage by team would make Glean
indispensable to IT buyers — not just end users. It also creates a natural upsell to premium tiers. Success
metric: 25% of enterprise accounts have an admin actively using dashboard monthly.

P2 — Launch a Self-Serve SMB Tier

Glean's current GTM is enterprise-only, leaving the 50-500 employee segment completely unaddressed. A
self-serve tier with a curated connector set and usage-based pricing would open a massive new market and
create a pipeline of future enterprise accounts as SMBs scale. Success metric: 500 self-serve accounts within
12 months of launch.

PM Point of View

Glean's defensibility doesn't come from its Al models — those are commoditising fast. It comes from the
connector network, the permissions graph, and the trust it builds by never surfacing what you shouldn't see.
The PM opportunity is to take that trusted position and expand it from passive retrieval to active workflow
orchestration. The company that owns how enterprise knowledge flows will own enterprise productivity. Glean
is two product decisions away from that company being them.



