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Hong Kong Exchanges and Clearing Limited, The Stock Exchange of Hong Kong Limited and Hong Kong Securities Clearing Company Limited take no responsibility for the contents of this prospectus,
make no representation as to its accuracy or completeness and expressly disclaim any liability whatsoever for any loss howsoever anslnfg from or in reliance upon the whole or any part of the contents of
this prospectus. A co%y of this prospectus, having attached thereto the documents specified in “Documents Delivered to the Registrar of Companies in Hong Kong and Available on Display” in Appendix
V to this prospectus, has been registered by the Registrar of Companies in Hong Kong as required by section 342C of the Companies (Winding Up and Miscellaneous Provisions) Ordinance. The Securities
and Futures Commission of Hong Kong and the Registrar of Companies in Hong Kong take no responsibility for the contents of this prospectus or any other documents referred to above.

The Offer Price is expected to be determined by agreement between us and the Overall Coordinators (for themselves and on behalf of the Underwriters) on or before Monday, MaX 13, 2024 and, in any event,
not later than 12:00 noon on Monday, May 13,20 Afngon% Kong time). The Offer Price will not be more than HK$45.00 per Offer Share and is expected to be not less than'HK$42.00 per Offer Share, unless
otherwise announced. Applicants for Hong Kong Offer Shares are required to pay, on application, the Maximum Offer Price of HK$45.00 per Offer Share for each Hong Kong Offer Share together with
brokerage of 1.0%, SFC transaction levy of 0.0027%, the Stock Exchange trading fee of 0.00565% and the AFRC transaction levy of 0.00015%, subject to refund if the Offer Price as finally determined
is less than HK$45.00 per Offer Share. If, for an¥freasun, the Offer Price is not agreed between us and the Overall Coordinators (for themselves and on behalf of the Underwriters) by 12:00 noon on Monday,
May 13, 2024 (Hong Kong time), the Global Offering (including the Hong Kong Public Offering) will not proceed and will lapse.

The Overall Coordinators (for themselves and on behalf of the Underwriters) may, where considered appropriate and with the consent of our Company, reduce the number of Offer Shares and/or the indicative
Offer Price range stated in this prospectus at any time on or prior to the morning of the last day for lodging applications under the Hong Kong Public Offering. In such a case, we will, as soon as practicable
following the decision to make such reduction and in any event not later than the morning of the day which is the last day for lodging applications under the Hong Kong Public Offering, cause there to be
published on the website of the Hong Konrq Stock Exchange at and on the website of our Company at W&ﬂmﬂm@m respectively, notices of the reduction. See “Structure
of the Global Offering” and “How to Apply for Hong Kong Offer Shares™ for more details.

The Offer Shares have not been and will not be registered under the U.S. Securities Act or any state securities laws of the United States and may not be offered or sold within or to the United
States, or for the account or benefit of U.S. persons (as defined in Regulation S) except in transactions exempt from, or not subject to, the registration requirements of the U.S. Securities Act. The
Offer Shares are being offered and sold outside the United States in offshore transactions in accordance with Regulation S.

Prior to making an investment decision, prosg)ective investors should consider carefully all of the information set out in this prospectus, including the risk factors set out in “Risk Factors”. The
obligations of the Hong Kong Underwriters under the Hong Kong Underwriting Agreement are subject to termination by the Joint Sponsors and the Overall Coordinators (for themselves and on behalf of
the Underwriters) if certain grounds arise prior to 8:00 a.m. on the Listing Dafe. Such grounds are set out in “Underwriting.” It is important that you refer to that section for further details.

ATTENTION
We have adopted a fully electronic application process for the Hong Kong Public Offering. We will not provide printed copies of this prospectus to the public in relation to the Hong Kong Public Offering

This prospectus is available at the website of the Stock Exchange at www.hkexnews.hk and the Company’s website at www.marketingforce.com. If you require a printed copy of this prospectus, you
may download and print from the website addresses above.

May 7, 2024
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IMPORTANT NOTICE TO INVESTORS
OF HONG KONG OFFER SHARES

FULLY ELECTRONIC APPLICATION PROCESS

The Company has adopted a fully electronic application process for the Hong
Kong Public Offering.

This prospectus is available at the website of the Stock Exchange at
www.hkexnews.hk under the “HKEXnews > New Listings > New Listing Information”
section, and our website at www.marketingforce.com.

The Company will not provide any physical channels to accept any application for
the Hong Kong Offer Shares by the public. The contents of the electronic version of this
prospectus are identical to the prospectus as registered with the Registrar of Companies
in Hong Kong pursuant to section 342C of the Companies (Winding Up and
Miscellaneous Provisions) Ordinance.

To apply for the Hong Kong Offer Shares, you may:

(1) apply online through the White Form elPO service at www.eipo.com.hk; or

(2) apply electronically through the HKSCC EIPO channel and cause HKSCC
Nominees to apply on your behalf by instructing your broker or custodian who
is a HKSCC Participant to give electronic application instructions via
HKSCC’s FINI system to apply for the Hong Kong Offer Shares on your
behalf.

If you are an intermediary, broker or agent, please remind your customers, clients
or principals, as applicable, that this prospectus is available online at the website
addresses stated above.

Please refer to the section headed “How to Apply for Hong Kong Offer Shares” in
this prospectus for further details of the procedures through which you can apply for the
Hong Kong Offer Shares.

Your application through the White Form elPO service or the HKSCC EIPO channel
must be for a minimum of 100 Hong Kong Offer Shares and in one of the numbers set out in
the table.

If you are applying through the White Form elPO service, you may refer to the table
below for the amount payable for the number of Hong Kong Offer Shares you have selected.
You must pay the respective amount payable on application in full upon application for Hong
Kong Offer Shares.
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If you are applying through the HKSCC EIPO channel, you are required to pre-fund your
application based on the amount specified by your broker or custodian, as determined based
on the applicable laws and regulations in Hong Kong.

No. of No. of No. of No. of
Hong Kong Amount  Hong Kong Amount  Hong Kong Amount  Hong Kong Amount
Offer Shares  payable® on ~ Offer Shares  payable® on ~ Offer Shares  payable® on ~ Offer Shares  payable®® on
applied for application  applied for application  applied for application  applied for application

HKS HKS HKS HK$
100 4,545.38 1,600 72,126.12 14,000 636,353.56 120000 5,454,459.00
200 9,090.76 1,800 61,816.89 16,000 121,261.20 140,000 6,363,535.50
300 13,636.14 2,000 90,907.66 18,000 818,168.86 160,000 7,272,612.00
400 18,181.54 3,000 136,361.48 20,000 909,076.50 180,000 §,181,688.50
500 22,126.91 4,000 181,815.30 30000  1.363,614.76 200,000 9,090,765.00
600 2127230 5,000 221,269.13 40000 1,18,153.00 220,000 9,999,841.50
700 31,817.68 6,000 212,722.96 50000  2.272,691.26 240,000 10,908,918.00
800 36,363.05 7,000 318,176.78 60,000  2,727,229.50 260,000  11,817,994.50
900 40,908.44 8,000 363,630.60 70000  3,181,767.76 207500 13522,512.93
1,000 45,453.83 9,000 409,084.43 80,000 3,636,306.00
1,200 5454459 10,000 454,538.26 90,000 4,090,844.26
1,400 63,635.35 12,000 545,445.90 100,000 4,545,382.50

(1)  Maximum number of Hong Kong Offer Shares you may apply for.

(2)  The amount payable is inclusive of brokerage, SFC transaction levy, the Stock Exchange trading fee and AFRC
transaction levy. If your application is successful, brokerage will be paid to the Exchange Participants (as
defined in the Listing Rules) and the SFC transaction levy, the Stock Exchange trading fee and AFRC
transaction levy are paid to the Stock Exchange (in the case of the SFC transaction levy and in the case of the
AFRC transaction levy, collected by the Stock Exchange on behalf of the SFC and the AFRC respectively).

No application for any other number of Hong Kong Offer Shares will be considered and
such an application is liable to be rejected.



EXPECTED TIMETABLE®

If there is any change in the following expected timetable, we will issue an
announcement to be published on the websites of the Company at
www.marketingforce.com and the Stock Exchange at www.hkexnews.hk.

Date™

Hong Kong Public Offering commences ............ 9:00 a.m. on Tuesday, May 7, 2024
Latest time for completing electronic

applications under White Form elPO

service through the designated website

www.eipo.com.hk® .. 11:30 a.m. on Friday, May 10, 2024
Application lists open® ... ... ... .. L 11:45 a.m. on Friday, May 10, 2024
Latest time for (a) completing payment for

White Form elPO applications by effecting

internet banking transfer(s) or PPS payment

transfer(s) and (b) giving electronic application

instructions to HKSCC® . . .. ... ... .. .. ..... 12:00 noon on Friday, May 10, 2024

If you are instructing your broker or custodian who is a HKSCC Participant to submit
an EIPO application on your behalf through HKSCC’s FINI system in accordance with your
instruction to apply for the Hong Kong Offer Shares, you are advised to contact your broker
or custodian for the earliest and latest time for giving such instructions, as this may vary by
broker or custodian.

Application lists close® ... ... ... ... ... ...... 12:00 noon on Friday, May 10, 2024
Expected Price Determination Date® .. ..................... Monday, May 13, 2024

(1) Announcement of the Offer Price,

the level of indications of interest in the

International Offering, the level of applications

in the Hong Kong Public Offering and the basis of

allocation of the Hong Kong Offer Shares under

the Hong Kong Public Offering to be published

on the website of the Stock Exchange at

www.hkexnews.hk and our website at

www.marketingforce.com® at or before . ....................... 11:00 p.m. on
Tuesday, May 14, 2024




EXPECTED TIMETABLE®

(2) Results of allocations in the Hong Kong
Public Offering (with successful applicants’
identification document numbers, where
appropriate) to be available through a variety
of channels, including:

. in the announcement to be posted on our website
and the website of the Stock Exchange
at www.marketingforce.com
and www.hkexnews.hk, respectively, at or before.............. 11:00 p.m. on
Tuesday, May 14, 2024

. from the designated results of
allocations website at www.iporesults.com.hk
(alternatively: www.eipo.com.hk/elPOAllotment)
with a “search by ID” function from................. 11:00 p.m. on Tuesday,
May 14, 2024 to 12:00 midnight
on Monday, May 20, 2024

. from the allocation results telephone
enquiry by calling +852 2862 8555
between 9:00 a.m. and 6:00 p.m. from............... Thursday, May 16, 2024
to Tuesday, May 21, 2024
(except Saturday, Sunday and
public holiday in Hong Kong)

Share certificates in respect of wholly or
partially successful applications to be
dispatched or deposited into
CCASS on or before™® Tuesday, May 14, 2024

White Form e-Refund payment
instructions/refund checks in respect of
(i) wholly or partially successful applications
if the final Offer Price is less than the price
payable on application (if applicable) and
(i) wholly or partially unsuccessful applications
under the Hong Kong Public Offering to be
dispatched/collected on or before®® . ..o, Thursday, May 16, 2024

Dealings in the Shares on the Stock Exchange
expected to commence .......... ... ... at 9:00 a.m. on Thursday, May 16, 2024



EXPECTED TIMETABLE®

Notes:
(€]
(2)

®)

(4)

®)

(6)

™

®

©)

All times refer to Hong Kong local time, except as otherwise stated.

You will not be permitted to submit your application through the designated website at www.eipo.com.hk after
11:30 a.m. on the last day for lodging applications. If you have already submitted your application and
obtained an application reference number from the designated website at or before 11:30 a.m., you will be
permitted to continue the application process (by completing payment of application monies) until 12:00 noon
on the last day for submitting applications, when the application lists close.

If there is/are a tropical cyclone warning signal number 8 or above, a “black” rainstorm warning and/or
Extreme Conditions in force in Hong Kong at any time between 9:00 a.m. and 12:00 noon on Friday, May 10,
2024, the application lists will not open and close on that day. See “How to Apply for Hong Kong Offer Shares
— E. Severe weather arrangements”.

Applicants who apply for the Hong Kong Offer Shares through HKSCC EIPO channel or by instructing your
broker or custodian to apply on your behalf via HKSCC EIPO channel should refer to “How to Apply for
Hong Kong Offer Shares — A. Application for Hong Kong Offer Shares — 2. Application channels”.

The Price Determination Date is expected to be on or before Monday, May 13, 2024 and, in any event, not later
than 12:00 noon on Monday, May 13, 2024. If, for any reason, the pricing of the Offer Shares is not agreed
by 12:00 noon on Monday, May 13, 2024 between us and the Overall Coordinators (for themselves and on
behalf of the Underwriters), the Global Offering will not proceed and will lapse.

None of the websites set out in this section or any of the information contained on the websites forms part of
this prospectus.

The Share certificates will only become valid evidence of title at 8:00 a.m. on the Listing Date provided that
the Global Offering has become unconditional and the right of termination described in “Underwriting —
Underwriting arrangements and expenses — Hong Kong Public Offering — Hong Kong Underwriting Agreement
— Grounds for termination” has not been exercised. Investors who trade Shares on the basis of publicly
available allocation details or prior to the receipt of Share certificates or the Share certificates becoming valid
do so entirely at their own risk.

White Form e-Refund payment instructions/refund checks will be issued in respect of wholly or partially
unsuccessful applications pursuant to the Hong Kong Public Offering and also in respect of wholly or partially
successful applications in the event that the final Offer Price is less than the price payable per Offer Share on
application. Part of the applicant’s Hong Kong identity card number or passport number, or, if the application
is made by joint applicants, part of the Hong Kong identity card number or passport number of the first-named
applicant, provided by the applicant(s) may be printed on the refund check, if any. Such data would also be
transferred to a third party for refund purposes. Banks may require verification of an applicant’s Hong Kong
identity card number or passport number before encashment of the refund check. Inaccurate completion of an
applicant’s Hong Kong identity card number or passport number may invalidate or delay encashment of the
refund check.

Applicants who have applied for Hong Kong Offer Shares through HKSCC EIPO channel should refer to
“How to Apply for Hong Kong Offer Shares — D. Despatch/collection of Share certificates and refund of
application monies” for details.

Applicants who have applied through the White Form elPO service and paid their application monies through
single bank accounts may have refund monies (if any) despatched to the bank account in the form of e-Refund
payment instructions. Applicants who have applied through the White Form elPO service and paid their
application monies through multiple bank accounts may have refund monies (if any) despatched to the address
as specified in their application instructions in the form of refund check(s) by ordinary post at their own risk.

Any uncollected Share certificates and/or refund checks will be dispatched by ordinary post, at the applicants’
risk, to the addresses specified in the relevant applications.

Further information is set out in “How to Apply for Hong Kong Offer Shares — D. Despatch/collection of Share
certificates and refund of application monies”.
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The above expected timetable is a summary only. You should refer to “Structure of
the Global Offering” and “How to Apply for Hong Kong Offer Shares” for details of the
structure of the Global Offering, including the conditions of the Global Offering, and the
procedures for application for the Hong Kong Offer Shares.

If the Global Offering does not become unconditional or is terminated in accordance with

its terms, the Global Offering will not proceed. In such case, we will make an announcement
as soon as practicable thereafter.

—iv -
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SUMMARY

This summary aims to give you an overview of the information contained in this
prospectus. As it is a summary, it does not contain all the information that may be
important to you and is qualified in its entirety by, and should be in conjunction with, the
full text of this prospectus. You should read the entire prospectus before you decide to
invest in the Offer Shares.

There are risks associated with any investment. Some of the particular risks in
investing in the Offer Shares are set out in “Risk Factors.” You should read that section
carefully before you decide to invest in the Offer Shares.

OVERVIEW

We provide (i) marketing and sales software solutions to enterprise customers in China by
way of Software as a Service (SaaS), and (ii) precision marketing services that help advertising
customers to place advertisements on leading media platforms, effectively reaching target
audiences. In 2021, 2022 and 2023, we generated 50.0%, 46.4% and 57.0% of revenue from
our SaaS business and 50.0%, 53.6% and 43.0% of revenue from precision marketing services,
respectively.

Software as a Service (SaaS) is a web-based application software that users can access
from various devices at any time. It eliminates the need for local software installation and
maintenance, and is typically available through a subscription or pay-as-you-go fee model. We
offer cloud-based marketing SaaS products to B2B enterprises, and sales SaaS products to B2B
and B2C enterprises, to enable effective and efficient marketing and sales management. On the
other hand, our precision marketing services, mainly including account management, traffic
procurement, advertisement production and distribution, and marketing strategy formulation
and optimization, are primarily offered to B2C companies. For our SaaS products, we primarily
help users utilize free or low-cost internet traffic in both public and private domains, and
charge our users subscription fees. Meanwhile, for precision marketing services, we purchase
advertising traffic in public domain for customers from leading media platforms and charge
customers based on the traffic procured.

We design and structure our SaaS products in a modular approach, providing flexibility
in development, iteration and customization. As of December 31, 2023, we had 237 functional
modules ready for use in our SaaS product. We select and package a series of functional
modules as T Cloud (our signature marketing SaaS product) and True Client (our signature
sales SaaS product) to address the pain points faced by enterprises in marketing and sales
activities, respectively.

- Users can subscribe and add additional functional modules to their subscribed SaaS
products to achieve more personalized results.
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- Most of our users procure our products as a package. Revenue generated from
procurement of a single functional module (as opposed to the package) accounted
for less than 10% of the revenue from SaaS business in each year of the Track
Record Period.

—  We offer various versions of T Cloud and True Client, containing different number
of functional modules to realize different level of marketing demands of customers,
and our customers typically select and subscribe the versions we provide. The most
basic version of T Cloud contains 38 functional modules which can conduct a
complete marketing process, and the most extensive version contains 89 functional
modules. For True Client, we offer 30 functional modules for the most basic version
and 159 functional modules for the most extensive version, which can empower the
entire sales process for users of different business sizes and sales force.

Leveraging our marketing experiences accumulated for over a decade, we provide
advertising customers with two types of online marketing services, namely, online
advertisement solution services and online advertisement distribution services, to help them
effectively place advertisements primarily on top media platforms in China. Our online
advertisement solution services primarily consist of advertising campaign planning,
advertising content production, ongoing monitoring and real-time optimization, through which
enterprises can improve their marketing results and conversion rates. Our online advertisement
distribution services mainly involve account management as well as advertisement production
and distribution.

At the core of our sales system is our direct sales team, which is dedicated to upholding
our customer-centric tenet through exploring and addressing the needs of our customers. To
fulfill our goal of being our customers’ lifelong partner, we have formed a customer success
team that is designed to help our customers maximize the benefits from using our SaaS
products. We seek to maintain mutually beneficial relationships with customers and have
gained the trust of customers across the full spectrum of industries, presenting us with further
cross-selling and up-selling opportunities.

In 2021, 2022 and 2023, the number of the users of our SaaS business amounted to
24,127, 23,647 and 25,495, respectively; during the same years, for our SaaS business, the
average contract value per user of our SaaS business was RMB45,026, RMB41,584 and
RMB51,238, respectively. We have also built a diversified customer base for precision
marketing service business, with a proven track record for serving leading enterprises with a
strong willingness to pay. In 2021, 2022 and 2023, we served 845, 998 and 1,042 advertising
customers, respectively, with the average spending per advertising customer being RMB5.5
million, RMB5.9 million and RMB6.1 million respectively.
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We experienced rapid growth during the Track Record Period. Our revenue increased
from RMB877.2 million in 2021 to RMB1,142.8 million in 2022 and further to RMB1,232.1
million in 2023. During the Track Record Period, we have achieved a strong development in
the SaaS business, with its revenue increasing from RMB438.6 million in 2021 to RMB529.9
million in 2022 and further increasing to RMB702.4 million in 2023, at a CAGR of 26.5%.
Notwithstanding the slight decreases in the number of users and the average contract value per
user of our SaaS business in 2022 as compared to 2021 due to the adverse impact of the
COVID-19 pandemic, our revenue from SaaS business increased from 2021 to 2022, primarily
attributable to our fulfillment of contracts that were entered into in 2021. In 2021, 2022 and
2023, the gross margins of our SaaS products were 90.1%, 89.2% and 87.7%, respectively. In
2021, 2022 and 2023, our revenue from our precision marketing service business was
RMB438.6 million, RMB612.9 million and RMB529.7 million.

OUR PRODUCTS AND SERVICES

During the Track Record Period, we generated revenue from (i) SaaS products,
represented by two signature SaaS products, T Cloud and True Client; and (ii) precision
marketing services, including online advertisement solution services and online advertisement
distribution services. The following table sets forth our revenue by business segment for the
years indicated:

Year ended December 31,
2021 2022 2023
Amount % Amount % Amount %
(RMB in thousands, except percentages)

Saa$S business 438,642 50.0 529,877 46.4 702,378 57.0
Precision marketing

services 438,589 50.0 612,899 53.6 529,742 43.0
- Online advertisement

solution services 355,330 40.5 529,158 46.3 445,033 36.1
- Online advertisement

distribution services 83,259 9.5 83,741 7.3 84,709 6.9
Total 877,231 100.0 1,142,776 100.0 1,232,120 100.0

SaaS Business

We offer SaaS products to meet each user’s diverse needs for marketing and sales
activities, helping businesses from various industries to acquire sales leads, improve
conversion rates and grow sales at lower costs. During the Track Record Period, we primarily
offer two signature SaaS products, T Cloud and True Client, targeting the marketing process
and the sales process, respectively.
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Powered by the technology infrastructure including cloud computing, big data and Al
technologies, we develop the functional modules, and build and offer our marketing and sales
SaaS products by combining a series of functional modules. Together, the infrastructure, the
functional module layer and the SaaS products form our Marketingforce platform. The
following diagram illustrates our Marketingforce platform:
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Technology infrastructure. Our SaaS products are powered by cloud computing, big data
and Al technologies. The cloud computing power ensures the stable performance of our product
and service offerings. Big data analytics allow users to collect, store and analyze the data
generated at different stages of their sales and marketing activities. We provide our users with
Al capabilities that handle repetitive tasks, generate content and facilitate with strategy
formulation, to increase productivity and save labor and other costs. We also open certain
functions of our technology infrastructure layer of the Marketingforce platform as part of our
SaaS offerings to users to support and facilitate their use of our SaaS products. Users may
purchase cloud computing services as an integral part of our SaaS solutions to further improve
the outcomes they wish to achieve with our products.

Functional modules. A functional module is the smallest software unit that can perform
a single function, such as creating dubbing or subtitles for a video, measuring visitors’
engagement levels, or profiling members. A group of functional modules, when put together,
can realize a certain feature of the SaaS product, such as marketing content generation,
marketing content distribution, marketing results monitoring and leads management and
conversion, which forms a part of the entire marketing and sales process. We had developed
and launched 237 functional modules as of December 31, 2023, facilitating our SaaS product
development, iteration and upgrading. We continually iterate on these modules and develop
new ones based on the latest industry trends and customer needs.
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SaaS products and diversified customer base. As any standalone functional module on
a single basis cannot resolve enterprises’ marketing and sales needs, we build and offer our
marketing and sales SaaS product, by combining a series of functional modules, to
comprehensively serve companies’ needs in their marketing and sales management process. T
Cloud empowers users’ entire marketing process from official platform building and operation,
to Al-empowered marketing content generation and distribution. True Client, on the other
hand, addresses the sales process, and offers intelligent sales management tools including leads
management, leads conversion and customer management. Both products allow users to
improve their marketing and sales strategies through data visualization and analysis function.
Looking forward, we expect to discover the distinct needs of more user groups and continually
launch new products accordingly.

During the Track Record Period, enterprises primarily purchase our SaaS products, T
Cloud and True Client, to enable their marketing and sales management. After paying the
standard subscription prices, users obtain the access to the functions under the subscribed
products with limitation of the number of user accounts and usage limit contained therein.
Users could purchase the access to additional user accounts and usage limit to upgrade its
existing subscriptions. See “— SaaS Business — Pricing Model.”

Based on the comparison conducted by Frost & Sullivan through a scorecard
methodology, we have the widest range of functions that are offered at large-scale across six
key areas of modern marketing and sales SaaS. Six key areas of modern marketing and sales
SaaS including content and experience, advertising and promotion, social and relationships,
sales and delight, data and analytics, and strategy and management, addressing the entire
journey of a customer from initial audience engagement to the final purchase.

Comprehensiveness of Our Products

Our products are considered to be comprehensive as compared with products which only
address certain key areas. For example, some companies who accumulate large amounts of
enterprise information from their business operations would share such information, after
receiving consent from their clients, with other enterprises who might potentially become their
customers. These companies, acting as ordinary lead generation platforms that bring new sales
or partnership opportunities to their clients, provide such lead generation services only as an
ancillary service. They do not usually extend additional sales management features,
particularly in private traffic areas like WeChat and WeCom. Furthermore, these platforms
often opt to bill their clients based on the quantity of leads produced, rather than including it
as part of a comprehensive SaaS solution under a subscription fee model. This approach
highlights their focus on generating sales numbers rather than providing a full suite of
marketing and sales SaaS tools that cater to the entire customer lifecycle.
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The table comparing different marketing and sales SaaS solutions available in the market was created based
on a scorecard, which assesses our peers and us in six key areas, namely, content and experience, advertising
and promotion, social and relationships, sales and delight, data and analytics, as well as strategy and
management. Each area has six to eight sub-functions, and each of our peers and us earns a point if it offers
one of those sub-functions commercially at a large scale. The selection of sub-functions for each of the six key
areas in marketing and sales was introduced in marketing technology landscape supergraphic in 2011 by an
experienced professional in the marketing industry. Since then, the concept of the six key areas in marketing
and sales, along with their respective sub-functions, has been widely adopted and referenced by other
marketing-related platforms. The score for each area is illustrated using Harvey balls. Overall, we achieve the
highest total score among the six areas of marketing and sales activities, indicating that our SaaS solutions
offer the widest range of functions.

Some representative functions included in each key area are illustrated as following:

. Content and Experience includes functions on building various marketing platforms and automatically
generating marketing contents empowered by Al technologies;

. Advertising and Promotion includes functions such as demand-side platform (DSP), a programmatic
advertising platform that allows advertisers and their agencies to automate the process of procuring
traffic across multiple sources, and search engine marketing (SEM) solutions that are used to increase
the visibility and ranking of a website in search engine results pages;

. Social and Relationship includes functions such as social customer relationship management solutions
which are used to enhance direct interaction and engagement with customers and prospective customer
in private traffics such as WeChat and WeCom, and marketing automation (MA) solutions that are used
to automate repetitive marketing tasks and workflows across multiple channels such as email, social
media, text message, and among others;

. Sales and Delight includes functions such as sales leads management (which helps customers discover
and manage new sales opportunities), sales procedure management solutions (which are used to define
and streamline the sales procedures from new sales opportunities to closed deals), and sales pricing
management solutions (which are used to provide pricing strategies in order to support the overall sales
goals and growth objectives);
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. Data and Analytics includes functions such as business intelligence systems (which collect, analyze, and
process data into usable information that can be presented to support decision-making within the
organizations), customer data platform (CDP) (which is a software platform that collects and unifies
customer data from multiple sources to create comprehensive and unified customer profiles), and data
management platform (DMP) (which is used to create more targeted and personalized advertising
campaigns across various channels based on segmented audience data);

. Strategy and Management includes functions such as marketing team management solutions (which are
used to staff campaign personnel in various marketing events), and marketing budgeting management
solutions (which are responsible for developing detail, data-driven marketing budgets that align with the
enterprises’ overall marketing goals, and then allocating such budgets across different marketing
initiatives to maximize the outcome).

Set forth below is an overview of the features of our products:

Six Key Areas of Marketing
and Sales Methodologies Feature Description

Content and Experience Marketing content generation is the initial critical
step for enterprises to approach their target
audiences, while enterprises are facing the
challenges to deliver increasingly high-quality
content at a higher frequency to appeal to
audiences. Our functional modules under this
category help enterprises to quickly establish
their online presence and efficiently produce
quality marketing content. This enables
enterprises to more effectively capture the
attention of their target audience with smooth
online browsing experiences. For example, we
provide Al-generated content modules for users
to easily create text and image content and edit
video content.

Advertising and Promotion Functional modules under this category mainly
focus on facilitating enterprises’ distribution of
marketing content on media platforms.
Enterprises are facing the pain points of
increasing traffic price and lower return on
investment due to the slowdown of overall traffic
growth and the concentration of high-quality
traffic on media platforms. By delivering
advertisements more precisely to audiences
searching for relevant information, these
functional modules help enterprises to improve
their return of marketing investment. For
example, we provide content distribution
modules to release content on users’ official
accounts across multiple platforms.
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Six Key Areas of Marketing
and Sales Methodologies Feature Description

Social and Relationships With the rise of social media platforms, enterprises
are becoming increasingly focused on connecting
with potential customers and forming their own
private domain traffic. However, formulation and
implementation of customer management
strategies are becoming increasingly complicated
with the abundancy of social media platforms
and diversified customer relationship
management scenarios involving private domain
traffic. Functional modules under this category
are designed to formulate and implement
marketing strategies suitable for different private
domain traffic scenarios. For example, we
provide content strategy formulation modules to
help users better profile their customers on social
media platforms in the private domain (such as
WeChat), and send tailored marketing content
based on the customer profile.

Sales and Delight Functional modules under this category target
resolving pain points faced by enterprises in
sales leads management and sales conversion,
which have become challenging as customers
have a wide range of products and services to
choose from, leading to more diversified and
personalized preferences. In addition, these
features also aim to optimize enterprises’ sales
strategies, allowing them to give customers a
better user experience and improve customer
retention rates. For example, we provide
automatic membership management modules to
help users set up and execute rules for their
membership program, and plan exclusive
marketing activities for members of different
levels, aiming to attract customers to become
members, stimulate their willingness to
repurchase and refer to other prospective
customers.



SUMMARY

Six Key Areas of Marketing
and Sales Methodologies Feature Description

Data and Analytics Data and analytics modules allow enterprises to
collect and analyze statistics generated during
their marketing and sales processes. While it is
often costly and difficult for enterprises to
develop and apply advanced technologies for
data and analytics by themselves, we provide
easy-to-use data related features at low cost,
delivering deeper insights and scientific
evaluations of marketing and sales activities. For
example, we offer data presentation and analysis
modules under T Cloud and True Client to
demonstrate the conversion data of marketing
and sales campaigns.

Strategy and Management Enterprises’ marketing demands vary significantly
as a result of different industries, operation
scales and development stages. It is often
difficult for enterprises to accurately assess and
identify their characteristics and needs, and to
choose effective methods. Functional modules
under this category give enterprises access to a
broad range of marketing strategies and internal
management functions (such as modules for
marketing and sales personnel performance
evaluation), which facilitate enterprises’
execution of the above-mentioned five areas.

T Cloud

T Cloud is our signature marketing SaaS product that addresses users’ various needs for
intelligent marketing. Based on our deep understanding of marketing methodologies and
enterprise needs, we have developed T Cloud to cover the entire marketing process. We offer
various versions of T Cloud, containing different number of functional modules to realize
different level of marketing demands of customers, and our customers typically select and
subscribe the versions we provide. Enterprises rely on the comprehensive functions offered by
T Cloud, instead of any particular functional module included therein, to address their pain
points during the marketing process. The most basic version of T Cloud shall contain 38
specific functional modules to conduct a complete marketing process. We offer up to 89
functional modules under our T Cloud products. For some users with personalized preferences,
they can flexibly customize their subscriptions by purchasing additional functional modules, or
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subscribing to higher usage limits for certain features, adding them to their existing T Cloud
products. Additionally, users can subscribe to multiple user accounts for different product or
service lines or different salespeople, each with specific marketing strategies and content for
better results.

Case Study: We provide T Cloud to Client A, a technology solutions provider focusing on
sensors and test systems. Client A used our SaaS products to enhance its marketing and sales
capabilities. Client A utilized the templates and tools offered in the official platform builder for
creating multiple marketing sites. Client A used T Cloud to generate articles to introduce its
products and business, which are then automatically distributed and published on websites.
Through data visualization and analysis function, Client A became well-informed of the effects
of its marketing activities and continually optimized its marketing strategies to achieve better
results. See “Business — SaaS Business — T Cloud — Case Study.*

True Client

We deliver True Client, a customer resource management platform integrated with the
mainstream social platform for comprehensive customer relationship management and data
analytics. Particularly, our True Client has connection with mainstream social platforms such
as WeCom. Such connection allows users to conveniently transport the contacts and other
information of the sales leads from relevant social platforms to True Client, thereby providing
the following functions: (i) managing customer information, (ii) interacting with customers,
(iii) providing customer services, (iv) launching online customer events, and (v) conducting
customer data analytics. Thus, True Client empowers users from a wide range of industries who
connect with customers through social platforms but need to improve sales efficiency. True
Client helps its users develop effective sales strategies to increase conversions and better
manage their sales force with an all-in-one platform. We offer up to 159 functional modules to
empower the entire sales process for users of different business sizes and sales force, including
81 customer relationship management related functional modules and 78 ancillary modules.
The standard version of True Client primarily facilitates the four stages of sales activities,
while the professional version is further equipped with ancillary modules for features such as
customer data management and Al-enabled growth automation, addressing our customers’
personalized needs. We offer different versions for True Client to realize a complete sales
conversion process.

Case Study: Client B, a new energy vehicle producer, faced challenges in managing
relationship with potential and existing customers due to reliance on traditional marketing
methods. We provided the professional version to True Client to Client B to meet its demand
for both online and offline marketing and sales activities. The solution primarily allows Client
B to (i) use operation tools based on the WeCom platform to create unified business cards with
easily accessible contact information for its sales staff, generate and distribute marketing
content, and manage group chats with its customers; (ii) more efficiently seize sales
opportunities by introducing potential vehicle buyers to its dealers for follow-up; and (iii) use
other sales assistance tools, such as managing the customer database in conjunction with its
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dealers to share information promptly. Our solution promotes targeted, community-based
customer management, allowing for seamless information flow between media platf