
 

Salesforce for construction



Customer story

• Negwer Doors

• 200+ employees

• Annual revenue 
$100 million+

• Largest door 
contractor in St. 
Louis, MO



600,000 subs in U.S.

$1.5 trillion industry



99% use email + excel for CRM

• 200+ employees

• Annual revenue 
$100 million+

• Largest door 
contractor in St. 
Louis, MO



Subs lack basic 
software for healthy 
sales and operations



Old Way
• Read 70+ emails 

• Manual data-entry 

• Lots of mistakes

• Takes 2+ hours 

• Repeat daily

• 0 emails
• 0 data-entry
• 0 mistakes
• Insights

Basis
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We started with a CRM

• Basis = CRM + productivity tool 

• Specific to construction

• Automates data-entry

• Shared inbox + team chat



$24k MRR, growing 10% MoM

• Profitable in 6 
months

• 57 customers

• Founder-led sales



75%
subs close after a free-trial



99% retention



Demo



CRM is a product wedge 
and growth wedge 

100s of downstream 
workflows still inefficiently 

rely on excel and email. 



Sales

Product wedge

ReportsProject management

Bid tracking

Invite vendors

Proposal generation

Follow ups

Submittals

Email management

Manpower utilization

Payment reconciliation

Job Profitability

Cashflow



Project management today



Growth wedge



Vendors also lack CRM



$3.6B
$6,000/year x 600K subcontractors 



Andy Kevin

Co-founder Co-founder

Team



● YCombinator

● AME Cloud Ventures

● Twentytwo VC

● Correlation Ventures

● FoundersX

● SignalFire 

$1.1m raised from institutional VCs + founders

VCs Founders

● Paul Buchheit                 

(inventor of gmail, YC 

partner)

● Nat Turner + Zach Weinberg 

(founders of Flatiron Health)

● Xuan Yong (CEO of RigUp)

Raised on standard YC SAFE note ($10m post, no discount)



Looking to raise $3m seed-round 


