il rusepeEMAND
gV

Costs: FuseDemand’s
Revenue Leak Report

Your SaaS Company Is
Bleeding Revenue - Here's
How to Find, Fix, and
Revitalize Growth

SaaS Growth’s Hidden

2

A FuseDemand Insights Research Study

Contact: Insights@FuseDemand.com
Sales: Sales@FuseDemand.com

FuseDemand’s Marketing Forensics™ is a trademark of FuseDemand © 2025-2026 FuseDemand. All rights reserved.
This report is for informational purposes only and does not constitute financial advice.




"
@, FUSEDEMAND

Your SaaS Company Is Bleeding Revenue

Here's How to Find, Fix, and Revitalize
Growth

The Problem

Many SaaS companies chase growth by generating more leads, but the real issue is what happens after the
lead arrives. Companies lose an estimated 20-30% of revenue to inefficiencies across marketing,
sales, and operations.' These losses are measurable, recurring, and often invisible to internal teams.

With Al adoption accelerating, many businesses are scaling automation on top of broken processes,
compounding the problem instead of solving it.

This report presents findings from late-stage SaaS companies using FuseDemand’s Marketing
Forensics™ model. We assessed three friction points that most directly impact revenue:

. Discoverability — Can high-intent buyers find you on the search engine results page?

. Engagement — Does your content convert attention into action?

« Conversion — Are you making it easy to convert?

Across these three areas, companies lost an average of $1.39M avoidable losses tied to simple, fixable
friction.

Our Approach
FuseDemand’s Marketing Forensics is a proprietary Al platform built on 15+ years of SaaS marketing
expertise. It uncovers hidden revenue leaks by connecting observed friction with proven benchmarks.
. Friction Analysis — We evaluate the most critical points in the buyer journey
. Best Practice Benchmarking — Each observation is compared against industry studies and top-
performer standards
. Scoring System — Gaps are quantified with a defensible scoring method
« Revenue Impact — Scores are translated into pipeline loss estimates, revealing millions in missed
opportunities

Who We Analyzed
This study benchmarks U.S.-based SaaS companies to surface common friction patterns:
. Stage: Series D+, $50M+ revenue
. Size: 50-2,000+ employees
« Regions: Primarily North America
. Industries: Fintech, Vertical SaaS, Infrastructure
. Focus: Three high-impact friction points: Discoverability, Engagement, Conversion

Citation: " Source: Entrepreneur, "How Inefficient Processes Are Hurting Your Company"
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Findings:

All companies had leaks, but size and cause
weren’t the same.

Poor website copy Conversion drop-offs Branded search gaps Total lost per company

$770K* $314K $324K $1.3M

with leaks found in 100%
missing #1 position on of companies
branded terms

loss across 67% of 5+ fieldson a
companies lead form

*Averages

Why This Matters:
Closing these leaks converts existing demand into measurable pipeline growth without increasing spend.

What Stood Out:

Revenue Loss Distribution by Company Segment

Revenue Leaks Are Ubiquitous vl
But Unevenly Distributed !
« Every company showed friction in at L
least one area
. Loss range: $34K to $4.5M annually !
. Enterprise buyers = higher dollar
losses; SMB = higher percentage L
losses
iy SME x Gor i

{1-99 employess) (100-29% ermployees)  (500-939 employees) {1,000+ employees)
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The Compound Effect of Fixing Funnel Leaks

Repairing one leak makes a difference.
Fixing all three multiplies the gains.

=

. Addressing even a single leak resulted
in measurable pipeline gains.

« When companies repaired multiple
leaks, the results compounded,
unlocking 3—4x more pipeline
opportunity

Rl

Pipeline Gained (M)
(.S )

Startina Point Fix Readabilitv Fix Conversion Fix Discoverability
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Findings:
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Patterns by Company Profile

By Company Size

‘_\/ﬂ\* Smaller companies

Nollg <200 employees

Conversion issues (long forms, poor
CTAs)

By Industry

8 Mid-sized
&8  500-1,000 employees

Balanced results, but leaks are
hidden. Friction in engagement and
conversion compounds fast

Large
1000+ employees

Discoverability issues (outdated SEO,
inconsistent search presence)

Fintech SaaS

(Treasury, Payments, ERP)

Cybersecurity SaaS
(Risk & Domain Intelligence)

B2B Data & Intent SaaS

Cloud & Data Infrastructure SaaS

Marketing Tech SaaS

Collaboration & Workforce SaaS

Vertical SaaS
(FoodTech, Health, Others)

Advisory & Research SaaS

$8,797,130 $5,978,832
$55,250 $123,456
$640,000 $1,890,000
$171,099 $914,736
$1,213,557 $2,238,051
$340,000 $980,000
$293,093 $451,102
$285,000 $620,000

*Figures shown are industry medians; in categories with an outsized player, the median may sit above what a typical firm experiences.

$91,263

$196,324

$275,000

$397,870

$659,169

$265,000

$248,616

$145,000

g~ Key Insight: Friction isn't random—it scales with complexity, maturity, and vertical.
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Can High-Intent Buyers Find You on the
Search Engine Results Page?

Discoverability:
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Discoverability:

Can High-Intent Buyers Find You on the

Search Engine Results Page?

What We Measured:

. Competitive activity
. Title/meta

o Copy readability (Flesch-Kincaid Score)

o Relevance

Findings:

« 61% had competitors bidding on their
brand name

« 28% saw trademark use in competitor
ads

« 52% had overly complex title/meta copy

@Revenue Impact: $1.34M average annual
pipeline loss

Why It Matters:

« Competitors intercept high-intent
buyers before they reach your site

. Complex or unclear metadata reduces
clicks, even when you rank

. Revenue leaks compound when
competitors capture your brand space

Competitor Bioding

Tradomark Usage

0

Issues Impacting Discoverablity

7 : G1%
8%
Complex Copy 2%
% 20% A0 B0%

5L.17M

Revenue Impact by issue

$1.02M

‘ﬂ'L'IEMEIB
@mw

How to plug the revenue leak:

Monitor branded File trademark
keyword auctions complaints with ad
weekly platforms
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Rewrite titles/meta
for grade 8
readability
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Does your content convert attention
into action?

“ngagement:

Marketing Forensics™ is a trademark of FuseDemand. 2025-2026 FuseDemand. All rights reserved.
This report is for informational purposes only and does not constitute financial advice.




Engagement:
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Does your content convert attention

into action?

What We Measured:

. Flesch-Kincaid reading ease of
key pages

. Scores below 58 indicate
readability issues (target:
grade 8-10)

. Focus: homepages, product
pages, landing pages

Website Content Findings:

Reading Level Distribution (Flesch-Kincaid)

19F=== Target Threshold (58)
=== Low Caomprehension Threshold (43)

Number of Companies

45
Flesch-Kincaid Score

55

.....

had copy
above 10th-grade level

Al
53%

had vague, or unclear CTAs
(“Submit,” “Request Demo” “Learn
More”)

o
=
41%

had landing pages
below readability benchmarks
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Engagement:

Confusing Copy Drives
Visitors Away

Readability Score vs. Bounce Rate
Pearson r = -0.42, p = 0.059

What We Found: L' g

(=]
(=]

. Strong negative correlation (—0.42)
between bounce rate and
readability

« In plain terms: when copy is easier
to read, bounce rates drop.

. Complex copy drives bounce rates
up (as high as 68%).

501

Bounce Rate (%)

i
=

20t

25 30 ES 20 35
Readability Score (Flesch-Kincaid)

50 55

Higher Readability Scores = Lower Bounce Rates

Why It Matters: How to plug the revenue leak:

. Pages below grade 8
readability consistently lose

more visitors

. Buyers won't work to @ ((@
understand you - if it's unclear,
they leave Target a Flesch- Simplify structure: use

. Complex copy = immediate Kincaid score of 50— shorter sentences,
bounce = lost revenue 58 (8th—10th grade) active voice
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A/B-test readability
improvements



https://acrobat.adobe.com/home/FuseDemand.com

Are You Making It Easy to
Convert?

Sales Lead Form
1 thene Fiase ol gompdry o) nicrmotice bakow,

\
\
\
Conversion:

\z
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Conversion

Are You Making It Easy to
Convert?

What We Measured:

. Lead form field counts
« CTA clarity and effectiveness
« Conversion flow optimization

Findings:

« 34% had forms with 7+ fields

« 19% had 9+ fields (far above
recommended 4-6)

. Many CTAs used vague language
("Submit" vs. "Get Demo")

Revenue Impact: $297K average
annual pipeline loss

®)

Why It Matters:

. Form friction is the final barrier
between intent and pipeline

. Make it hard, and buyers walk
away at the last moment

. Every extra field costs you
qualified leads

5.00%

4.50%

&
a
a

Canversion Rate (%)
d
-
&

3.00%

2.50%|

2.00%

Form Field Distribution

30
20
10
0 34 56 78 9+

Percentage of Companies

Kumbar nf Fnrm Fields

Form Length vs. Conversion Rate

SN

3 4 2 8 9 10

] 7
- Public bench RS B4 FRIBL RISt data.

How to plug the revenue leak:

i

Reduce forms to 4-6

fields

A

Test form variations
monthly

RONA
Jit
Use buyer-aligned
CTAs

11
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The Real Cost of Funnel

Friction

lMpact:
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Impact:
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The Real Cost of Funnel

Friction

Comparison of Actual Company Performance vs. Ideal Benchmarks

Annual Revenue Lost

Revenue Leak Percentage

Content Readability

Lead Form Fields

CTA Effectiveness

Search Visibility

Why It Matters:

« Most companies aren't bleeding millions from one issue

<$100K

<0.5%

Grade 8-10
(Flesch 50-58)
4—6 fields
Action-oriented

(“Get Demo”, “Start Trail”)

Own all branded terms,
optimized metadata

$580K

~1.8%

Grade 11

7 fields

Mix of vague/clear

Occasional competitor
interference

. It's death by a thousand cuts across discoverability, engagement, and conversion

« Small friction points compound into major revenue losses

. This analysis shows exactly how far you are from optimal performance
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$4.48M

~5.8%

Grade 12+

9+ fields

Vague Only

(“Submit”, “Learn More”)

Frequent brand
hijacking

13
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Warning Signs You Have

Revenue Leaks:

O

N\

Discoverability Friction Points:

. Paying for ads on your own
brand name (competitors are
outbidding you)

. Website title tags are clever
but don't explain what you
actually do

« Organic search traffic suddenly
dropped with no clear technical
reason

=L

Engagement Friction Points

. Website copy reads above
10th-grade level (67 % of
companies fail this)

. Content uses internal company
jargon instead of customer
language

. Value proposition takes
multiple paragraphs to explain

Steps to plug revenue leak:

Conversion Friction Points

. Lead forms require 7+ fields

(reduces conversion rates by
50%+)

. Call-to-action buttons use

vague language like "Submit"
or "Learn More"

. No clear next step after

someone shows interest

Week 1: Audit where you appear for your brand name searches
« Check if competitors are bidding on your brand terms
. Verify your organic rankings for branded searches

Week 2: Test your homepage with the "5-second rule”
. Can a stranger understand what you do in 5 seconds?
. Use tools like Hemingway Editor to check reading level

Week 3: Count fields on your primary lead capture forms

« Aim for 4-6 fields maximum

. A/B-test removing one field at a time

Week 4: Review and optimize your strongest traffic channels
. Focus on channels driving 20%+ of your qualified leads
. Set monthly recurring reviews to catch issues early

14
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Recovery:

What This Means for
SaaS Growth

Key Insight:

This analysis covers only 3 of the 30+ friction
points reviewed in a full sales pipeline audit

The chart reveals the true cost of inaction: small
revenue leaks compound exponentially over
time, growing from thousands to millions in lost
revenue.

Even within this limited scope, delaying fixes

transforms manageable losses into massive
missed opportunities.

Why It Matters Now

Cumulative Revenue Lost ($M)

|
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L

¥
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L
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Revenue Leak Impact Over Time (Millions)

Years

* Lead generation budgets are rising, but conversion rates continue to fall.
» Competition for buyer attention is fiercer than ever.
* Al tools are accelerating both efficient and inefficient processes—magnifying existing leaks.

* Delayed action compounds losses over time, turning small leaks into significant revenue drains.

Final Thought

Strong demand isn't enough. Revenue still leaks when friction slows the funnel, whether it's a missed follow-up,

vague messaging, or poor search visibility.

The good news? These issues are fixable, and the revenue is recoverable.
This sample audit surfaced hidden losses with no internal access. A full audit can uncover much more.

If you're a SaaS company with a $1M+ annual marketing budget, you may qualify for a free sample audit. Let's find

and fix your leaks before they drain millions more. Get Started Here
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About FuseDemand

Fix what’s broken. Accelerate what works.

FuseDemand helps B2B marketing and sales teams uncover and repair the hidden breakdowns that quietly kill growth.
By fixing friction first, we turn existing demand into a more efficient growth engine.

With FuseDemand’s Marketing Forensics™ framework, we analyze your funnel to identify where buyers drop off, then
deliver the strategies needed to accelerate revenue growth.

Outcomes you can expect from our Marketing Forensics Solutions:

e,\/' Uncover Prioritize 209,° Clarify Buyer
Hidden Leaks ¥ Critical Issues Pathways
11! = fl
surface where highlight what show where prospects
revenue quietly slips matters most to fix drop in the journey.
away. first.

Compare Options

Methodology Notes

Companies were sourced via Crunchbase (Q1 2025)

Revenue loss reflects modeled opportunity cost based on publicly observable
variables, including website copy, Google search results, and form design.
Readability scored using Flesch-Kincaid Grade Level

Form analysis excluded newsletter and support forms

Geographic and industry patterns identified through cluster analysis

Figures may vary from internal company data; estimates are directional and based
on observed signals

A FuseDemand Insights Research Study

Contact: Insights@FuseDemand.com
Sales: Sales@FuseDemand.com
FuseDemand.com

I

Ome Recommend
O0—0— Next Steps
o ©)

provide clear direction
to act.
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