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Introduction

This Comprehensive Discovery report provides an in-depth analysis of
ConnectFolio’s complete operational ecosystem following their recent
funding round. As the premium tier discovery, this report goes beyond
identifying isolated constraints to examine the interconnected nature
of your entire revenue cycle, organizational structure, and technology
architecture.

The Comprehensive Discovery methodology applies systems thinking and
advanced constraint theory to map your complete operational landscape.
Rather than focusing solely on immediate pain points, this approach
reveals both current constraints and potential future bottlenecks that
may emerge as you scale, allowing for proactive rather than reactive
operational design.

Through detailed analysis of your full revenue cycle, we've
developed a strategic transformation roadmap that aligns
operational improvements with your growth objectives. This
report is designed to serve as both an immediate action plan
and a strategic blueprint for scaling ConnectFolio through
your next funding round and beyond.
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Executive Overview

ConnectFolio has achieved strong product-market fit with a B2B platform that streamlines client
onboarding and relationship management. Following your recent $8M Series A round, our analysis
reveals significant operational constraints that must be addressed to achieve your growth targets
and position for Series B.

KEY FINDINGS
A

Our assessment identified six interconnected constraints limiting ConnectFolio’s
ability to scale efficiently:

1. Customer Onboarding Process (Primary Current Constraint)
* Implementation times increased from 6 days to 19 days
*  Manual, non-standardized processes heavily dependent on CSM
expertise
+ Creating downstream effects on retention, adoption, and team capacity

2. Sales-to-Implementation Alignment
* Incomplete requirements gathering during sales process
+ Sales incentives disconnected from implementation complexity
» Misaligned expectations creating post-sale friction

3. Customer Success Operations
+ CSMs overwhelmed by implementation work, limiting strategic
engagement
* Reactive rather than proactive customer management
* Limited success metrics and health monitoring

4. Product Development Prioritization
» Disconnect between customer needs and development roadmap
+ Feature completion prioritized over adoption and usability
+ Insufficient feedback loops from implementation teams

5. Data Architecture and Intelligence (Emerging Constraint)
+ Fragmented data across disparate systems
» Limited visibility into customer behavior patterns
+ Minimal leveraging of available data for predictive insights

6. Organizational Structure and Scaling (Strategic Constraint)
+ Roles and responsibilities not evolving with company growth
» Decision frameworks designed for earlier stage
+ Knowledge concentration creating bottlenecks
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BUSINESS IMPACT

The combined effect of these constraints is severely impacting business performance:

a Revenue Impact: .}' Growth Trajectory:
bole $.I 4M of Current growth rate
‘ )
in annual revenue leakage 35 /o
(79% of current ARR) below target to achieve

Series B metrics

<9:’ Capital Efficiency: ;‘g Team Efficiency:
35% 40-65%
faster cash burn than projected, below industry benchmarks
reducing runway by 4+ months across departments

¥ Customer Experience:
- P
NPS declined

from +42to -5

in six months

a TRANSFORMATION ROADMAP

We recommend a phased transformation program:

@ FOUNDATION BUILDING (0-90 days)

* Intelligent Onboarding Automation System
+  Sales-Success Alignment Program

*  Proactive Success Operations

+  Cross-Functional Feedback System

@ INTELLIGENCE AUGMENTATION (60-180 days)

* Al-Powered Customer Intelligence Platform
*  Predictive Customer Health Monitoring

* Intelligent Product Analytics System

+ Automated Insight Distribution Network
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@ ORGANIZATIONAL EVOLUTION (120-270 days)

+  Scalable Organizational Design Implementation
+ Adaptive Decision Framework

+ Knowledge Distribution Architecture

+  Strategic Metrics Evolution

IMPLEMENTATION & ROl SUMMARY
o=

Financial Impact (3-Year):

Year 1. Year 2: Year 3:
$2.1M $4.3M $7.8M
in realized value (ROI: 240%) in realized value in realized value

3-YEAR CUMULATIVE ROI: 9 6 O%

Operational Impact:

IMPLEMENTATION TIME CSM CAPACITY SALES CYCLE
v /5% 4 150% v 35%
(19 days > 5 days) (18 > 45 accounts per CSM) (81 days - 20 days)
EARLY-STAGE CHURN FEATURE ADOPTION
v 85% A 110%
(19% > 3%) (42% > 88%)

Implementation Investment:

One-Time: Monthly:
$875,000 $36,500-$42,000/month
($275,000 in Phase 1, $350,000 in (12-month commitment)

Phase 2, $250,000 in Phase 3)
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Discovery Methodology

MULTI-DIMENSIONAL ANALYSIS FRAMEWORK

The Comprehensive Discovery employs Autonomi’s proprietary Multi-Dimensional Operational
Analysis framework, examining your operations across five interconnected dimensions:

1. Process Dimension: Mapping workflows, handoffs, and execution patterns

2. People Dimension: Analyzing roles, responsibilities, capabilities, and collaboration

3. Technology Dimension: Evaluating systems, integrations, data flows, and automation
4. Metrics Dimension: Assessing measurement frameworks, KPIs, and decision data

5. Strategic Dimension: Examining how operations align with strategic objectives

This holistic framework ensures we identify not just isolated bottlenecks but the interconnected
system of constraints that collectively limit organizational performance.

DATA COLLECTION APPROACH

Our assessment included extensive quantitative and qualitative data collection:
Quantitative Analysis:

* 24 months of historical data across 87 operational metrics
+ System usage analytics across all customer segments

*  Workflow performance measurement and time analysis

» Financial performance correlation to operational metrics

+ Benchmark comparison against 12 comparable companies
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Qualitative Research:

* In-depth interviews with 20 team members across all levels
+  Customer interviews with recent implementations, long-term customers, and churned

accounts

* 40+ hours shadowing key workflows including sales, implementation, and success
check-ins

+ Comprehensive documentation review of processes, training materials, and strategic
plans

»  Cultural assessment through team surveys and observational analysis

ANALYSIS TECHNIQUES

To transform raw data into actionable insights, we employed sophisticated analytical
methodologies:

¢ Systems Thinking Analysis: I[dentification of reinforcing feedback loops, leverage points,
and system archetypes

e Constraint Theory Application: Systematic identification of true bottlenecks versus
symptoms

¢ Al-Enhanced Analysis: Pattern recognition in operational data and sentiment analysis of
stakeholder interviews

e Strategic Alignment Evaluation: Assessment of how operations support or hinder
strategic objectives

This multi-faceted approach enabled us to develop a comprehensive understanding of

ConnectFolio’s current operational reality while providing a structured approach to designing
future-state operations capable of supporting your ambitious growth targets.
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Current State Assessment

COMPANY OVERVIEW

ConnectFolio is a B2B Saa$S platform that streamlines client onboarding and relationship
management through a centralized portal. The company has achieved product-market fit with a
solution that addresses the critical pain point of client relationship management for professional
services firms.

4 )
Business Model:
Annual Recurring Revenue (ARR) Active Customers Average Contract Value:
$2.4M (140% YoY growth) 135 businesses $420/month

Service Tiers: Basic ($99/mo): Self-service, limited features
Professional ($349/mo): Full features, standard support
Enterprise ($999+/mo): Custom integrations, dedicated success manager

Customer Distribution: 55% Professional tier /| 30% Basic tier /| 15% Enterprise tier

Gross Margin: CAC Payback Period:
76% (industry average: 72%) 14 months (up from 9 months pre-funding)
Customer Lifetime Value: Net Revenue Retention:
$11,200 (down from $16,800 pre-funding) 103% (down from 128% pre-funding)
g J
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Target Market:

*  Primary: Mid-market professional services firms (50-500 employees)
e Secondary: Financial services and technology companies
¢ Customer Composition:

12%

Healthcare & Education

18%

Technology Companies

55%

Professional Service

15%

Financial Services

GROWTH TRAJECTORY AND FUNDING STAGE

ConnectFolio completed their Series A funding ($8M) four months ago with the following growth
strategy:

Pre-Funding Metrics (Trailing 12 Months):

CUSTOMER BASE

68 > 113

customers (66% growth)

ARR TEAM SIZE
$1.3M > $1.9M 14 > 22
(46% growth) employees (57% growth)
BURN RATE
$90K/month

Series A Targets (Next 12 Months):

ARR

$1.9M > $7M
(268% growth)

TEAM SIZE
22 > 85
employees (286% growth)

RUNWAY
10 months (pre-funding)

CUSTOMER BASE
113 > 350

customers (210% growth)

ENTERPRISE SEGMENT:
15% > 25%

of customer base

10

NET REVENUE RETENTION:

128% > 135%

GROSS MARGIN:

76% > 80%
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Current Progress (4 Months Post-Funding):

ARR TEAM SIZE CUSTOMER BASE
$1.9M > $2.4M 22 5> 45 113 > 135
(+26%, vs. target (+105%, on target) (+19%, vs. target
trajectory of +45%) trajectory of +35%)
ENTERPRISE SEGMENT NET REVENUE RETENTION BURN RATE
15% 2> 17% 128% - 103% $310K/month
(below target (significantly below (35% above projections)
trajectory) target)

REVISED RUNWAY: 14 months (vs. original projection of 18 months)

KEY OPERATIONAL METRICS

Analysis of ConnectFolio’s operational metrics reveals significant degradation across the
customer lifecycle:

Operational Pre— Industry
m

Sales Sales cycle (days) 7~
Process

Win rate 18% 16% 17% J

Demo-to-close ratio 29% 22% 25% J
Customer Implementation time (days) 6 19 7 7~
Onboarding

Time to first value (days) 4 15 5 N

Implementation tickets 3.2 8.7 4.0 N
Customer NPS (first 60 days) +42 -5 +35 J
Success

Early churn (90 days) 5% 19% 7% 7~

CSM capacity (accounts) 35 18 30 J
Product Feature adoption rate 68% 42% 60% J

Weekly active users 78% 63% 75% J
Support First response time (hrs) 4 9 6 7~

Resolution time (hrs) 12 28 14 7~
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ORGANIZATIONAL STRUCTURE

ConnectFolio’s current organizational structure has grown rapidly but retained many early-stage
characteristics:

Current Organizational Structure:

e Leadership (5)
+  CEO: Founder, product visionary, still heavily involved in sales and product
+ COO: Operations lead, managing finance, legal, and people ops
+  CTO: Technical founder, still actively coding, limited management experience
+ VP Sales: Recent hire (3 months), previous experience at larger SaaS companies
VP Customer Success: Promoted from CS Manager role 2 months ago

* Product & Engineering (15)
+  Product Manager (1): First PM, 5 months tenure
+  Engineering Manager (1): Promoted from senior developer, limited management
experience
+  Senior Developers (5): 2 founding engineers, 3 recent hires
+ Junior Developers (6): All hired post-funding
+ QA Engineers (2): Both recent hires

o Sales (10)
+ Sales Manager (1): Promoted from AE role, 6 months in management
«  Account Executives (6): 2 experienced (>1year), 4 recent hires (<3 months)
+  Sales Development Representatives (3): All recent hires

e Customer Success (12)
+ CS Manager (1): Recently reporting to new VP CS
«  Senior CSMs (3): Most tenured team members besides founders
+ CSMs (5): Mixed experience, 3 hired post-funding
+ Implementation Specialists (3): Newly created role, all recent hires

e Support(3)
*  Support Manager (1): Also handling technical documentation
+  Support Specialists (2): Both handling all support tiers
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: Team Dynamics Assessment: A
LEADERSHIP ALIGNMENT: ROLE CLARITY:
Moderate (70/100) Low (45/100)
Misalignment between sales Significant overlap and
and product priorities unclear handoff points
COMMUNICATION PATTERNS:: DESICION MAKING:
Problematic (40/100) Centralized (35/100)
Heavy reliance on meetings Most significant decisions
and founders as information requiring founder input
- J

Critical Organizational Gaps:

+ Middle management experience

+  Operational functions (RevOps, CS Ops, Sales Ops)
e Product marketing

« People operations/HR

« Data/analytics capabilities

TECHNOLOGY ECOSYSTEM

ConnectFolio’s technology infrastructure has grown organically with limited strategic planning:

Core Platform Architecture:

+ Frontend: React, Redux, Material Ul

+ Backend: Node.js, Express, GraphQL API

+ Database: MongoDB primary database, Redis for caching

« Infrastructure: AWS (EC2, S3, Lambda, SQS)

- CI/CD: GitHub Actions, semi-automated deployment

*  Monitoring: Basic AWS CloudWatch, limited custom instrumentation

Internal Systems Landscape:
+ CRM: Salesforce (implemented 6 months ago)

+  Marketing Automation: HubSpot (basic implementation)
+  Support: Zendesk (stand-alone implementation)
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«  Product Analytics: Mixpanel (limited implementation)

+  Project Management: Jira (engineering), Asana (other teams)
* Internal Communication: Slack, Google Workspace

«  Documentation: Notion (fragmented and inconsistent usage)

Integration Architecture:

+ Limited integration between internal systems

* Manual data transfer between many systems

* Recent Salesforce-Zendesk integration

+ No central data warehouse or business intelligence platform
+  Customer data fragmented across systems

Technical Debt Assessment:

« Authentication/Authorization: Moderate debt

+  API Design: Significant debt

« Database Schema: Moderate debt

+ Test Coverage: Severe debt (coverage below 40%)

« Documentation: Severe debt (incomplete and outdated)
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Revenue Cycle Constraints

CUSTOMER ONBOARDING (PRIMARY CONSTRAINT)

ConnectFolio’'s customer onboarding process has become the primary constraint to growth, with
implementation times increasing from 6 days to 19 days. This bottleneck creates a cascade of
negative effects across the organization.

Current Process Assessment

Sales to CS handoff meeting

1
(often incomplete) |
9 CSM assigned and initial customer
| welcome call scheduled
Welcome call conducted and 3
initial requirements gathered |
4 Internal workspace configured
| manually by CSM
Account provisioning and user 5
setup |
6 Custom workspace configuration
| based on customer needs
Document templates created 7
and uploaded |
8 Integration with customer
| systems (if applicable)
Workflow customization and 9
automation setup |
10 Data migration from previous
| systems (if applicable)
User training sessions (typically 1
1-3 sessions)
| Go-live and transition to
12 ongoing success management
Comprehensive Discovery: Operational Constraint Analysis 15



Identified Constraints

1. Process Over-Customization
*  Every implementation treated as unique despite 70% of setup tasks being identical
* Lack of standardized packages for different customer segments
*  Excessive focus on custom configuration before core value delivery
2. Knowledge Centralization
*  Critical implementation knowledge concentrated among senior CSMs
* Limited documentation of best practices and configuration protocols
*  New CSMs require 3+ months to become fully effective
3. Manual Execution of Repeatable Tasks
* Reliance on manual execution for routine configuration tasks
* Absence of automation for follow-up communications and status updates
*  No customer-facing visibility into implementation progress

Business Impact

op Financial Impact
S (Est. Annual)

Revenue Delay 19 days delayed recognition $125,000
Early-Stage Churn 14% increase $340,000
Team Efficiency 60% below benchmark $180,000
Expansion Revenue 35% decrease $210,000
Sales Velocity 23% slowdown $95,000
Reputation Impact Decreased referrals $85,000
Total Financial Impact $1,035,000

SALES OPERATIONS CONSTRAINTS

The sales process has developed significant friction points as the team has scaled:
Current Process Assessment

+ Sales process follows a six-stage pipeline from lead qualification to contract signing
* Average sales cycle has extended from 24 to 31 days

+ Demo-to-close ratio has decreased from 29% to 22%

*  New AE ramp time has increased from 45 to 78 days

+  Competitive win rate has declined from 62% to 51%
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Identified Constraints

1. Inadequate Discovery Process
» Discovery calls focus on features rather than use cases
*  Minimal documentation of customer requirements
* No standardized qualification criteria for implementation complexity
+ Technical validation stage often skipped for smaller deals
2. Disconnected Expectation Setting
« No clear differentiation of implementation process by tier
«  Overpromising on implementation timeline and simplicity
* Inadequate communication of customer responsibilities
+  Demo environments pre-configured, masking actual setup work
3. Misaligned Incentive Structure
« Compensation tied to contract value only
+ No consideration of implementation complexity
*  No shared metrics with customer success
*  Quarter-end push leading to rushed deals

Business Impact:

* Extended implementation times due to insufficient requirements

*  Customer disappointment from mismatched expectations

» Strained relationship between sales and customer success

* Resources diverted to “rescue” problematic implementations

» Sales productivity 35% below benchmark for comparable companies

» Estimated annual impact: $480,000 in lost efficiency and opportunity cost

CUSTOMER SUCCESS CONSTRAINTS

The Customer Success team is trapped in a reactive cycle, with most resources consumed by

implementation and firefighting rather than strategic engagement:
Current Process Assessment

+ CSM capacity has decreased from 35 to 18 accounts per manager

*  Weekly check-in cadence for higher-tier customers often missed

*  Quarterly business reviews completion rate dropped from 92% to 45%

+ Reactive response to customer requests rather than proactive engagement
* Manual tracking of customer health with limited visibility

« Ad-hoc intervention for at-risk accounts

» Expansion rate decreased from 3.3% to 1.4% per month
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Cross-Organizational Impact

SYSTEM DYNAMICS ASSESSMENT

ConnectFolio’s operational challenges stem from interconnected constraints creating reinforcing
feedback loops:

Primary Reinforcing Loops:

@ mplementation Capacity Trap

Sales grows customer base -> Implementation backlog increases
Implementation backlog grows > CSM capacity consumed by implementation
CSM capacity shifts to implementation > Reduced strategic engagement
Reduced strategic engagement > Lower adoption and higher churn
Higher churn N Increased pressure on sales to replace lost

revenue

and expand customers, leading to higher acquisition costs and reduced lifetime value.

R

This creates a vicious cycle where growth actually undermines the company’s ability to retainj

€@ Product Development Disconnect

Product prioritizes new features > Increased product complexity
Increased complexity > Longer implementation times
Longer implementation > Less CSM capacity for feature adoption

Lower feature adoption -> Perceived need for more new features

This loop creates a situation where product development increasingly diverges from actual
customer needs, with new features failing to drive intended value.
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€ Customer Experience Degradation

Sales sets optimistic expectations -> Implementation reality disappoints
Customer disappointment > Increased support burden
Growing support needs > Less proactive customer success
Reduced success engagement > Lower feature adoption
Poor adoption > Increased churn risk
Churn pressure - Sales sets even more optimistic expectations

This cycle progressively erodes customer experience from onboarding through the
entire lifecycle.

KEY SYSTEM LEVERAGE POINTS:

Based on our system dynamics analysis, four critical leverage points would create the greatest
impact:

1. Implementation Capacity and Methodology
* Primary constraint affecting multiple feedback loops
+ High leverage for breaking multiple reinforcing cycles
« Enables capacity reallocation to strategic activities

2. Cross-Functional Information Flows
+  Critical for aligning decisions across departments
» Enables proactive rather than reactive operations
»  Foundation for system-wide visibility and optimization

3. Customer Success Capacity Liberation
+ Key to shifting from reactive to proactive engagement
« Enables improved retention and expansion
» Creates positive feedback into product development

4. Decision-Making Frameworks
« Essential for consistent execution at scale
+ Enables appropriate delegation and empowerment
* Reduces dependency on founder intervention
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INFORMATION ARCHITECTURE ANALYSIS

ConnectFolio's information flows reveal critical gaps that impede effective cross-functional
operations:

Customer Data Ecosystem

»  Customer profile data primary in Salesforce with fragments in multiple systems
+ Implementation data spread across Asana, spreadsheets, email, and Slack

+ Usage patterns in Mixpanel with limited integration to other systems

*  Support history in Zendesk with minimal connection to customer success data
«  Customer health tracking in individual spreadsheets maintained by CSMs

« Financial data in QuickBooks with manual reconciliation to other systems

Information Flow Barriers:

1. Lead-to-Customer Transition
*  65% of critical information lost or transformed in transition from sales to
implementation
* No structured handoff documentation or process
+ Implementation requirements scattered across various channels

2. Customer Feedback Routing
+  Feedback captured across multiple channels (support, CSM calls, sales)
*  No unified aggregation or classification system
«  Product team receives filtered/transformed feedback
» Estimated 70% of actionable feedback never reaches appropriate teams

3. Customer Health Communication
* Health indicators visible to individual CSMs only
* No systematic escalation process
« Limited proactive notification system
+ Early warning signs often missed until problems manifest

4. Strategic Decision Support
»  Executive reporting manually compiled
e Limited real-time visibility into key metrics
* No unified data warehouse or Bl platform
+ Decisions often made with incomplete or outdated information
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DECISION PROCESS ANALYSIS

ConnectFolio’s decision-making processes show signs of strain as the organization scales:

Decision Rights Assessment:

«  Strategic Direction: Centralized with founders

*  Product Roadmap: Primarily founders with some Product Manager input
* Resource Allocation: Founders, creating bottlenecks

«  Customer Escalations: Inconsistent ownership and resolution paths

*  Process Changes: Ad hoc, often requiring founder approval

*  Pricing Decisions: Founders only, limited market responsiveness

Decision Velocity Analysis:

Average Time |[Industry

Decision Type Variance Primary Bottleneck

to Decision Benchmark
Strategic 3-4 weeks 1-2 weeks +100% Founder availability
Tactical 1-2 weeks 2-3 days +233% Unclear decision rights
Operational 2-5 days Same day +400% Approval dependencies
Customer-facing  1-3 days Same day +200% Information gathering

Decision Quality Factors:

+ Information Asymmetry: Critical information not available to all decision makers
* Inconsistent Processes: Different approaches for similar decision types

+ Misaligned Incentives: Departmental metrics driving contradictory priorities

+ Missing Feedback Loops: Limited review of decision outcomes or learning
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Al & Automation Opportunities

Al READINESS ASSESSMENT

Before identifying specific Al opportunities, we evaluated ConnectFolio’s readiness to implement
and benefit from artificial intelligence solutions:

Data Foundation Assessment:

Current

Data Dimension State

(1-5)
Data Availability 3
Data Quality 2
Data Accessibility 2
Data Governance 1
Historical Depth 3

Critical Gaps

Limited behavioral
data

Inconsistent
formats

Siloed repositories

No formal
processes

Good transaction
history

Readiness Actions
Implement unified
data collection

Establish data quality
standards

Create central data
warehouse

Implement basic
governance

Preserve existing data
during integration

Primary
Bottleneck

Founder
availability

Unclear decision
rights

Approval
dependencies

Approval
dependencies

Information
gathering
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Al Value Chain Readiness:

«  Problem Identification: 4/5 - Clear operational pain points

« Data Collection: 2/5 - Fragmented and incomplete

« Data Processing: 1/5 - Minimal data engineering capacity

«  Model Development: 1/5 - No data science capability

+  Deployment Infrastructure: 2/5 - Limited technical infrastructure

Implementation Approach Recommendation:

Based on ConnectFolio’s Al readiness assessment, we recommend a phased approach:

1. Foundation Building Phase (0-90 days)
+ Implement data unification strategy
« Establish data quality processes
*  Build basic data warehouse infrastructure
* Begin collecting critical behavioral data

2. Initial Al Implementation (60-180 days)
+  Start with high-value, lower complexity use cases
« Partner with specialized Al vendors for initial implementations
+ Focus on augmenting existing processes before transformation

3. Capability Building (120-270 days)
« Develop internal Al/ML expertise
* Implement more sophisticated Al use cases
+ Establish Al governance framework

This phased approach balances immediate value creation with long-term capability development.
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HIGH-IMPACT Al OPPORTUNITIES

Our analysis identified 18 high-potential Al applications across ConnectFolio’s operations. We've
prioritized the top opportunities based on business impact, implementation feasibility, and
strategic alignment:

‘ INTELLIGENT ONBOARDING AUTOMATION SYSTEM

Al Capabilities:

+ Automated template selection based on customer characteristics

+ Natural language processing for requirements extraction from sales calls
*  Predictive implementation complexity scoring

+ Intelligent workflow routing and resource allocation

+ Automated customer communication with context awareness

Expected Impact: Implementation Complexity:

Medium
v 70% reduction in manual implementation
tasks * Requires integration with

existing systems
' 65% decrease in implementation timeline L )
* Needs historical implementation

N 85% increase in implementation consistency data structuring
N 45—point NPS improvement for new * Moderate change management
customers requirements

e PREDICTIVE CUSTOMER HEALTH INTELLIGENCE
Al Capabilities:

*  Multi-factor health scoring using machine learning

* Anomaly detection for early risk identification

* Natural language processing for sentiment analysis in communications
* Behavioral pattern recognition for churn prediction

* Automated intervention recommendation engine
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Expected Impact:

™ 65% improvement in churn prediction
accuracy

]4—day average early warning for at-risk
accounts

V' 45% reduction in unexpected churn

M 85 increase in successful interventions

e AI-ENHANCED SALES OPTIMIZATION

Al Capabilities:

Implementation Complexity:
Medium-High

* Requires unified customer data
platform

+ Needs significant historical data
for model training

+ Integration with multiple
customer touchpoints

* Lead scoring with dynamic learning based on outcomes

+ Conversation intelligence for sales call effectiveness

+  Opportunity coaching with next-best-action recommendations
* Automated discovery documentation using NLP

+ Implementation complexity prediction for accurate scoping

Expected Impact:

™ 35% improvement in lead qualification
efficiency

N 28% increase in sales conversion rates
' 40% reduction in sales cycle length
Y g

N 65% improvement in implementation
handoff quality

Comprehensive Discovery: Operational Constraint Analysis

Implementation Complexity:
Medium

* Integration with CRM and
conversation platforms

+ Some model training on
conversation effectiveness

* Moderate change management
requirements
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o INTELLIGENT PRODUCT ANALYTICS PLATFORM

Al Capabilities:

+ Automated user behavior pattern recognition

» Feature adoption prediction and intervention

* Natural language processing for feedback analysis

+ Usage pattern clustering for segment identification
» Feature impact analysis on retention and expansion

Expected Impact: Implementation Complexity:
Medium-High

N 65% increase in feature adoption rates

¢ Requires enhanced product

o/ . .
™ 40% improvement in product development instrumentation

prioritization ) ) )
* Integration with multiple data

L 55% reduction in low-value feature sources

clREpnE + Some product modifications for

N 30% increase in user engagement data collection
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Transformation Roadmap

PHASE 1: FOUNDATION BUILDING (0-90 DAYS)

Solution 1.1: Intelligent Onboarding Automation System

This system transforms ConnectFolio’'s implementation process from a manual,
knowledge-dependent approach to a systematic, partially automated workflow that
maintains personalization while dramatically improving efficiency.

Key Components:

1. Customer Segmentation Engine

+ Al-driven segmentation based on industry, size, and use case

+ Automatic template selection based on segment characteristics

* Implementation complexity scoring with resource recommendations

+ Learning system that improves based on implementation outcomes
2. Customer-Facing Implementation Portal

* Personalized implementation dashboard for each customer

+ Guided setup flows with intelligent assistance

+ Automated progress tracking and next steps

+ Self-service resources with context-aware recommendations

+ Integrated support access with implementation context

Comprehensive Discovery: Operational Constraint Analysis 27



1. CSM Orchestration Console
*  Cross-customer implementation management dashboard
» Al-powered resource allocation and priority management
* Exception alerting and intervention recommendations
* Automated routine communication and follow-up
* Implementation health monitoring with predictive analytics
2. Knowledge Distribution System
« Centralized implementation knowledge repository
* Al-assisted documentation maintenance
» Context-aware implementation guidance for team members
* Automated knowledge capture from successful implementations
» Continuous learning system for best practices

Value Projection

Average Implementation Time 19 days 6 days 68% reduction
Implementation Resource Hours 42 hours 14 hours 67% reduction
CSM Capacity (accounts per CSM) 18 40 122% increase
Early-Stage Churn 19% 6% 68% reduction
NPS (first 60 days) -5 +42 47 point increase
Implementation Tickets 8.7 2.8 68% reduction

Financial Impact (Annualized):

+ Revenue Acceleration: $125,000

+  Churn Reduction: $310,000

+  Avoided CS Headcount: $180,000

+ Increased Expansion Revenue: $190,000
» Sales Velocity Improvement: $85,000

e Total Annual Benefit: $890,000

28 Comprehensive Discovery: Operational Constraint Analysis



Implementation Plan

Phase Timeline

Week1 Week2 Week3 Week4 Week5 Week6 Week7 Week8 Week9 Week10

Discovery &
Design

Development

Testing &
Validation

Training &
Rollout

m Key Activities Deliverables

Discovery &

Detailed current state mapping .

« Customer segmentation development

Design . )
g « Template architecture design .
* Implementation portal development .
+ CSM console creation .
Development . .
+ Knowledge system implementation 0

Testing &
Validation .

Training &
Rollout

Al model development

Internal testing with historical .
scenarios 0
Pilot with select new customers .

Refinement based on feedback

Comprehensive team training .
Phased rollout by customer segment .
Performance monitoring .

Segmentation model
Template specifications
Implementation workflow design

Working implementation portal
CSM orchestration console
Knowledge distribution system

Validation results
Performance metrics
Refinement plan

Training completion
Full implementation
Performance dashboard

Investment Options:

Implementation s Monthly Subscription
Approach (12-month term)

Full Implementation

$210,000-$250,000

$17,500-$20,000/month

Comprehensive Discovery: Operational Constraint Analysis
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The one-time option provides a complete project-based implementation, while the monthly
subscription includes:

+ Implementation spread across the contract term
+  Ongoing optimization and adaptation

+ Regular review and refinement cycles

*  Priority access to implementation resources

Solution 1.2: Sales-Success Alignment Program

The Sales-Success Alignment Program creates structured connections between sales and
implementation processes, ensuring accurate expectation setting, complete requirements
capture, and appropriate resource allocation based on implementation complexity.

Key Components:

1. Intelligent Discovery Framework
« Structured discovery questionnaire with implementation-critical questions
» Al-assisted discovery call analysis for requirements extraction
+ Automated documentation of customer requirements and expectations
* Implementation readiness assessment with clear customer prerequisites
2. Implementation Complexity Intelligence
*  Predictive scoring model for implementation complexity
* Resource forecasting based on opportunity pipeline
» Sales guidance based on implementation capacity
* Integration with CRM for visibility during sales process
3. Aligned Incentive System
+ Balanced metrics connecting sales and implementation outcomes
« Shared success metrics across departments
+ Implementation quality factored into sales compensation
+ Joint performance visibility and recognition
4. Customer Expectation Management System
« Tier-specific implementation guides for prospects
+ Automated expectation-setting communications
»  Clear visualization of implementation process and timeline
+  Customer preparation guidance and tracking
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Value Projection

Sales Cycle Length 31 days 22 days 29% reduction
Implementation Time Variance 45% 12% 73% reduction
Sales-to-CS Handoff Score 4.8/10 8.5/10 77% improvement
Deal Quality Score 6.2/10 8.8/10 42% improvement
Sales Team Productivity 2.8 deals/mo 3.7 deals/mo 32% increase

Financial Impact (Annualized):

« Sales Velocity Increase: $140,000

+ Implementation Efficiency: $120,000
+ Improved Retention: $95,000

+ Reduced Discounting: $65,000

e Total Annual Benefit: $420,000

Implementation Plan

Phase Timeline

Week1 Week2 Week3 Week4 Week5 Week6 Week7 Week8 Week9 Week 10

Discovery &
Design

Process
Development

Systems
Implementation

Training &
Rollout
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Discovery &
Design

Process
Development

Systems
Implementation

Training &
Rollout

Current process mapping
Stakeholder workshops
Metric alignment development

Discovery framework creation
Complexity scoring model
development

* Incentive system design

Expectation management materials

CRM customization

» Reporting dashboard development
* Process automation implementation

Sales team training
CS team training
Joint workflow exercises

Current state assessment
Future state design
Implementation roadmap

Discovery framework
Complexity model

Revised compensation plan
Customer-facing materials

Updated CRM workflow
Integrated dashboards
Automated processes

Training completion
New process adoption
Initial metrics

Investment Options:

Implementation s Monthly Subscription
Approach (12-month term)

Full Implementation

$85,000-$155,000

$7100-$13,000/month

The one-time option provides a complete project-based implementation, while the monthly

subscription includes:

* Implementation spread across the contract term
+  Ongoing optimization and adaptation

* Regular review and refinement cycles

*  Priority access to implementation resources

Solution 1.3: Proactive Success Operations
The Proactive Success Operations solution transforms ConnectFolio’s customer success

function from reactive to proactive by implementing structured health monitoring,
automated engagement, and strategic success playbooks.
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Key Components:

1. Customer Health Intelligence System
+  Multi-factor health scoring with predictive analytics
«  Early warning system for at-risk accounts
+  Success milestone tracking against segment-specific journeys
+ Automated intervention recommendations
+ Learning system that improves prediction accuracy over time
2. Engagement Automation Platform
+ Segment-specific engagement sequences
* Behavioral trigger-based communications
*  Personalized content recommendations
*  Milestone celebration and reinforcement
+ Engagement effectiveness analytics
3. Success Playbook Engine
+ Segment-specific success pathways
» Guided value realization frameworks
*  QBR automation and preparation tools
+  Growth opportunity identification algorithms
+ Consistent success methodology across team
4. CS Capacity Optimization System
» Al-powered task prioritization
+ Time allocation optimization by account health
+ Automated routine customer touchpoints
+  Proactive intervention scheduling
+ Team capacity planning and forecasting

Value Projection

CSM Accounts Managed 122% increase
Strategic Time Allocation 22% 68% 209% increase
Early Intervention Rate 15% 88% 487% increase
Feature Adoption Rate 42% 67% 60% increase
Quarterly Expansion Rate 4% N% 175% increase
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Financial Impact (Annualized):

« Improved Retention: $230,000

«  Expansion Revenue: $180,000

«  CS Team Efficiency: $140,000

+ Reduced Support Costs: $70,000
« Total Annual Benefit: $620,000

Implementation Plan

Phase

Timeline

W1 w2 W3 W4 W5

Health Model
Design

Playbook
Development

Systems
Implementation

Training &
Rollout

w7 W8 W9 WI1I0O W1 W12

m Key Activities Deliverables

» Health model development

g:z:tz Model + Data source identification
g + Predictive algorithm creation
+ Success pathway mapping
Playbook

» Segment-specific playbooks

Development * QBR automation design

System

pleerizicn N Engagement automation setup

» Capacity optimization tools

+ CS team training
» Phased customer migration
+ Performance monitoring

Training &
Rollout

» Health monitoring implementation

Health scoring model
Data integration plan
Predictive algorithms

Success playbooks
Automated QBR templates
Growth opportunity framework

Health dashboard
Automated sequences
Optimization tools

Training completion
Initial metrics
Adoption dashboard
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Investment Options:

Implementation . Monthly Subscription
Approach (12-month term)

Full Implementation $120,000-$150,000 $10,000-$12,500/month

The one-time option provides a complete project-based implementation, while the monthly
subscription includes:

* Implementation spread across the contract term
+  Ongoing optimization and adaptation

* Regular review and refinement cycles

*  Priority access to implementation resources

Solution 1.4: Cross-Functional Feedback System

The Cross-Functional Feedback System creates structured information flows between
departments, ensuring product development is informed by implementation realities and
customer success insights.

Key Components:

1. Unified Voice of Customer Platform
* Centralized repository for all customer feedback
+ Al-powered categorization and prioritization
+ Automated routing to relevant teams
+ Closed-loop tracking of feedback implementation
+ Sentiment analysis and theme extraction
2. ProductImpact Intelligence
* Feature adoption tracking by segment
* Implementation impact assessment framework
* Post-release measurement automation
* ROl calculation for feature investments
* Usage pattern analysis and visualization
3. Cross-Functional Alignment Framework
»  Structured cross-team planning process
»  Shared metrics dashboard across departments
*  Weighted prioritization model with balanced inputs
* Regular cross-functional review cadence
+  Decision documentation and tracking
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1. Adoption-Focused Development Methodology
» Feature instrumentation requirements framework
+ Implementation testing protocols
»  Adoption success criteria definition
+ Post-release adoption review process
+  Continuous feedback loop methodology

Value Projection

Feature Adoption Rate 42% 68% 62% increase
Implementation Impact Score 3.2/10 8.3/10 159% improvement
Development Efficiency 65% 86% 32% increase
Features Requiring Rework 35% 12% 66% reduction
Cross-Team Alignment Score 4.5/10 8.2/10 82% improvement

Financial Impact (Annualized):

« Improved Development ROI: $180,000

« Increased Feature Adoption: $120,000

+  Reduced Implementation Complexity: $85,000
+  Enhanced Competitive Position: $90,000

« Total Annual Benefit: $475,000

Implementation Plan

Phase Timeline

W1 W2 W3 w4 W5 W6 w7 w8 w9 WwWI10 W1 W12

System Design

Platform
Implementation

Process
Implementation

Training &
Rollout
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System Design

Platform .
Implementation

Process
Implementation

Training &
Rollout

Feedback flow mapping
Metrics framework development
Process design workshops

Voice of Customer platform setup
Product impact tracking
implementation

Cross-functional dashboards

Cross-functional planning process
Adoption methodology rollout

» Feedback loop implementation

Cross-team training
Initial implementation
Success measurement

Systems architecture
Metrics framework
Process documentation

Feedback platform
Impact dashboards
Shared metrics system

Planning framework
Adoption methodology
Feedback processes

Training completion
Process adoption
Initial metrics

Investment Options:

Implementation oo Monthly Subscription
Approach (12-month term)

Full Implementation $95,000-$125,000 $7,900-$10,400/month

The one-time option provides a complete project-based implementation, while the monthly
subscription includes:

+ Implementation spread across the contract term
+  Ongoing optimization and adaptation

+ Regular review and refinement cycles

»  Priority access to implementation resources
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PHASE 2: INTELLIGENCE AUGMENTATION (60-180 DAYS)

In Phase 2, ConnectFolio will build on the operational foundations established in Phase 1 by
implementing advanced Al capabilities that transform reactive operations into predictive and
proactive systems.

Solution 2.1: Al-Powered Customer Intelligence Platform

The Al-Powered Customer Intelligence Platform unifies customer data across systems to
create a comprehensive view of customer behavior, preferences, and health. This enables
predictive insights and personalized engagement across the customer lifecycle.

Key Components:

* Unified Customer Data Platform with cross-system integration

» Advanced Analytics Engine for behavioral pattern recognition

*  Predictive Insight Generation for churn and expansion opportunities
* Insight Activation System for role-based distribution

Value Projection:

Churn Prediction Accuracy 45% 85% 89% improvement
Early Risk Detection 15 days late 14 days early 29 day improvement
Expansion Opportunity Identification 22% 78% 255% improvement
Customer Understanding Score 4.2/10 8.8/10 110% improvement

Financial Impact: $840,000 annually

Investment Options:

Implementation s Monthly Subscription
Approach (12-month term)

Full Implementation $180,000-$230,000 $15,000-$19,100/month
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The one-time option provides a complete project-based implementation, while the monthly
subscription includes:

+ Implementation spread across the contract term
+ Ongoing optimization and adaptation

+ Regular review and refinement cycles

*  Priority access to implementation resources

Solution 2.2: Predictive Customer Health Monitoring

The Predictive Customer Health Monitoring system transforms reactive customer
management into proactive success orchestration by predicting issues before they
impact customers and enabling systematic intervention.

Key Components:

*  Multi-signal Health Intelligence from product, support, and engagement data
* Predictive Intervention System with root cause analysis

* Natural Language Understanding Engine for sentiment detection

» Success Optimization Intelligence for resource allocation

Value Projection:

At-Risk Detection Lead Time O days (reactive) 18 days 18 day improvement
Successful Interventions 35% 87% 149% improvement
Account Coverage 40% 98% 145% increase
Renewal Rate 80% 94% 18% improvement

Financial Impact: $795,000 annually
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Investment Options:

Implementation e Monthly Subscription
Approach (12-month term)

Full Implementation $160,000-$210,000

$13,300-$17,500/month

The one-time option provides a complete project-based implementation, while the monthly

subscription includes:

* Implementation spread across the contract term

*  Ongoing optimization and adaptation
*  Regular review and refinement cycles
«  Priority access to implementation resources

Solution 2.3: Intelligent Product Analytics System

The Intelligent Product Analytics System provides deep insights into user behavior,
feature effectiveness, and adoption patterns, enabling data-driven product decisions and

personalized user experiences.

Key Components:

* Advanced Usage Analytics with behavioral tracking
* Al-Powered Insight Generation for pattern recognition
« Experiment and Optimization Platform for controlled rollouts

*  Product-Success Integration for shared insights

Value Projection:

Feature Adoption Rate 42%
Feature Usage Depth 38%
Development ROI 1.4x

User Engagement 63%

78% 86% improvement
72% 89% improvement
3.2x 129% improvement
85% 35% improvement
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Financial Impact: $760,000 annually

Investment Options:

Implementation oo Monthly Subscription
Approach (12-month term)

Full Implementation $180,000-$220,000 $15,000-$18,300/month

The one-time option provides a complete project-based implementation, while the monthly
subscription includes:

+ Implementation spread across the contract term
+ Ongoing optimization and adaptation

+ Regular review and refinement cycles

* Priority access to implementation resources

Solution 2.4: Automated Insight Distribution Network

The Automated Insight Distribution Network transforms how information flows through
ConnectFolio by automatically extracting, contextualizing, and distributing critical insights
to the right people at the right time.

Key Components:

+ Insight Extraction Engine for automated analysis

+  Contextual Intelligence Layer for role-based customization
* Adaptive Distribution System for optimized delivery

* Action Orchestration for workflow integration

Value Projection:

Decision Velocity 5.2 days 1.8 days 65% improvement
Information Utilization 35% 85% 143% increase
Cross-Functional Alignment 4.2/10 8.6/10 105% improvement
Insight-to-Action Time 8.5 days 2.3 days 73% improvement
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Financial Impact: $635,000 annually

Investment Options:

Implementation . Monthly Subscription
Approach (12-month term)

Full Implementation $130,000-$170,000 $10,800-$14,100/month

The one-time option provides a complete project-based implementation, while the monthly
subscription includes:

* Implementation spread across the contract term
*  Ongoing optimization and adaptation

* Regular review and refinement cycles

*  Priority access to implementation resources

PHASE 3: ORGANIZATIONAL EVOLUTION (120-270 DAYS)

Phase 3 focuses on transforming ConnectFolio’s organizational structure, decision frameworks,
and knowledge systems to support continued scaling through Series B and beyond.

Solution 3.1: Scalable Organizational Design

This solution transforms ConnectFolio’s organizational structure from its startup origins
to a scalable model designed to support efficient growth with clear roles, effective
coordination mechanisms, and appropriate specialization.

Key Components:

«  Organizational Structure Evolution with appropriate specialization

* Management Capability Development program for emerging leaders
+ Team Effectiveness System for collaboration and accountability

» Scalable Operations Framework for standardized processes
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Value Projection:

Organizational Efficiency 5.2/10 8.7/10 67% improvement
Management Effectiveness 4.8/10 8.5/10 77% improvement
Employee Productivity 65% 88% 35% increase

Decision Velocity 5.2 days 1.5 days 71% improvement

Financial Impact: $770,000 annually

Investment Options:

Implementation . Monthly Subscription
Approach (12-month term)

Full Implementation $200,000-$240,000 $16,600-$20,000/month

The one-time option provides a complete project-based implementation, while the monthly
subscription includes:

+ Implementation spread across the contract term
+  Ongoing optimization and adaptation

*  Regular review and refinement cycles

+  Priority access to implementation resources

Solution 3.2: Adaptive Decision Framework

The Adaptive Decision Framework transforms ConnectFolio’s decision-making processes
from founder-centric to distributed, creating appropriate delegation, clear decision rights,
and effective processes that scale with the organization.

Key Components:

+ Decision Rights Architecture with clear mapping by role
»  Decision Support System with data-driven frameworks

+ Collaborative Decision Platform for stakeholder input

« Decision Velocity Optimization for streamlined approvals
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Financial Impact: $770,000 annually

Investment Options:

Implementation . Monthly Subscription
Approach (12-month term)

Full Implementation $120,000-$160,000 $10,000-$13,300/month

The one-time option provides a complete project-based implementation, while the monthly
subscription includes:

* Implementation spread across the contract term
*  Ongoing optimization and adaptation

*  Regular review and refinement cycles

*  Priority access to implementation resources

Solution 3.3: Knowledge Distribution Architecture
This solution transforms ConnectFolio’s approach to organizational knowledge from

tribal and individual-based to systematic and accessible, ensuring critical information is
captured, maintained, and effectively distributed.

Key Components:
+ Centralized Knowledge Repository with effective structure
+ Al-Powered Knowledge Management for automated capture

+ Contextual Knowledge Distribution for role-based access
+  Knowledge Effectiveness System for continuous improvement

Financial Impact: $680,000 annually

Investment Options:

Implementation o Monthly Subscription
Approach (12-month term)

Full Implementation $150,000-$190,000 $12,500-$15,800/month
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The one-time option provides a complete project-based implementation, while the monthly
subscription includes:

+ Implementation spread across the contract term
+ Ongoing optimization and adaptation

+ Regular review and refinement cycles

* Priority access to implementation resources

Solution 3.4: Strategic Metrics Evolution
The Strategic Metrics Evolution transforms ConnectFolio’s approach to performance

measurement from departmental and activity-focused to strategic and outcome-
oriented, creating aligned incentives and appropriate visibility.

Key Components:
+  Unified Metrics Framework with strategic-to-operational hierarchy
* Intelligent Performance Analytics for automated collection

+ Personalized Metrics Distribution with role-based dashboards
+  Continuous Improvement System for performance optimization

Financial Impact: $670,000 annually

Investment Options:

Implementation oo Monthly Subscription
Approach (12-month term)

Full Implementation $130,000-$170,000 $10,800-$14,100/month

The one-time option provides a complete project-based implementation, while the monthly
subscription includes:

* Implementation spread across the contract term
+  Ongoing optimization and adaptation

+ Regular review and refinement cycles

*  Priority access to implementation resources
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Implementation Summary

TRANSFORMATION ROADMAP

Phase 1(0-90 days) Phase 2 (60-180 days) Phase 3 (120-270 days)

Onboarding Automation, Sales-Success Customer Intelligence Platform, Health Organizational Design, Decision
Alignment, Proactive Success, Cross- Monitoring, Product Analytics, Insight Framework, Knowledge Architecture,
Functional Feedback Distribution Metrics Evolution

0-15 16-30 31-45 46-60 61-75 76-90 91-105 106-120 121-135 136-150 151-165 166-180 181-195 196-210 211-225 226-240 241-255 256-270

Day 45 Day 120 Day 210
Initial Data Decision
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automation implementation [ ) ‘ adoption
Predictive Full analytics Day 240
Sales models live deployment [
process
FEIE L Day 180 Knowledge
. system

Health
monitoring

deployment

. 2 Insight
implementation i S
system Day 270
Day 90 [ )
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Cross- transformation
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processes

Health

monitoring
implementation




CUMULATIVE ROI PROJECTION
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UNDERSTANDING YOUR INVESTMENT OPTIONS

To provide maximum flexibility, we offer two distinct ways to invest in the recommended solution:

One-Time Project Monthly Subscription

Investment (12-month commitment)

The traditional project-based Our subscription style approach provides:

approach provides: + Same comprehensive solution spread

+ Complete implementation across the subscription term
delivered as a defined project * Predictable monthly operating expense

* One-time capital investment «  Ongoing optimization and adaptation

* Project completion throughout the term
within defined timeframe + Dedicated implementation resources and
(approximately 45 days) priority support

» Standard post- + Potential tax advantages through operating
implementation support vs. capital expense classification

Both options deliver the same core transformation and benefits, with the primary differences
being cash flow impact and ongoing service level. Your finance team may prefer one approach
based on your current capital allocation strategy and accounting preferences.

IMPLEMENTATION RESOURCE REQUIREMENTS

Implementing the comprehensive transformation program will require the following resources:

Internal Resources:

Executive Sponsor: 10-15% time commitment throughout

Project Lead: Full-time dedication

Department Leaders: 15-20% time commitment

Implementation Team Members: 20-30% time commitment by department
Technical Resources: Varies by solution phase

External Resources:
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Strategy & Implementation Lead
Data Architecture Specialist

Al/ML Development Team

Change Management Specialist
Process Design Consultant
Technology Implementation Support
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Technology Requirements:

+  Customer Data Platform

¢ Al/ML Infrastructure

* Integration Infrastructure

* Analytics & Visualization Platform
+ Knowledge Management System
+ Collaboration Tools

CRITICAL SUCCESS FACTORS

For maximum impact, focus on these critical success factors:

1. Executive Commitment
* Active leadership involvement in transformation
+ Visible prioritization and resource allocation
* Regular progress reviews and obstacle removal
+ Clear communication of strategic importance
2. Comprehensive Change Management
e Structured communication plan for all stakeholders
« Training programs for new systems and processes
+ Change impact assessment and mitigation
+  Cultural evolution support for new ways of working
3. Balanced Implementation Approach
* Focus on immediate constraints while building foundations
+ Balance between quick wins and strategic capabilities
+ Appropriate phasing to manage change velocity
* Integration across solutions for maximum impact
4. Data Foundation Prioritization
» Early investment in data architecture
*  Quality processes before advanced analytics
+ Unified customer data as cornerstone
+ Strong data governance from the start
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NEXT STEPS

To begin your transformation journey, we recommend the following immediate actions:

1. Transformation Program Initiation
+  Confirm executive sponsorship and steering committee
» Allocate initial resources for Phase 1implementation
+ Establish program governance and reporting
» Conduct detailed stakeholder analysis
2. Phase 1Detailed Planning
« Develop implementation plans for all Phase 1solutions
« Finalize resource requirements and allocations
» Establish success metrics and measurement approach
+ Create risk mitigation strategies
3. Foundation Capabilities Development
+ Begin data architecture development
+ Initiate knowledge management foundation
» Establish cross-functional working teams
+ Develop change management strategy
4. Quick Win Implementation
+ ldentify and implement high-impact, low-effort improvements
» Establish early success stories for momentum
+ Validate transformation approach with measurable results
»  Build organizational confidence in the program

Autonomi is prepared to support ConnectFolio throughout this transformation journey, combining

our operational expertise, Al implementation experience, and transformation methodology to
ensure successful outcomes at each stage of the process.

ENGAGEMENT OPTIONS WITH AUTONOMI

To support your transformation journey, we offer flexible engagement models with multiple
payment options:

Comprehensive Implementation Package

We recommend implementing the full transformation program in the phased approach outlined
above. This can be structured as:
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One-Time Project Investment Monthly Subscription
$875,000 $36,500-$42,000/month
(credited with Comprehensive (12-month term,
Discovery fee) Discovery fee credited)

Phase-Based Implementation Options

If you prefer to implement specific phases individually:

c Phase 1: Foundation Building

+ One-time project: $275,000
¢ Monthly subscription: $11,500-$13,800/month (12-month term)

e Phase 2: Intelligence Augmentation

* One-time project: $350,000
*  Monthly subscription: $14,600-$17,500/month (12-month term)

e Phase 3: Organizational Evolution

e One-time project: $250,000
»  Monthly subscription: $10,400-$12,500/month (12-month term)

All options include implementation planning, progress monitoring, and success verification. The
Comprehensive Discovery fee of $15,000 is credited toward any implementation option you
select.

Monthly Subscription Benefits:

* Preserves capital for other strategic initiatives

+ Converts capital expense to operating expense

¢ Includes ongoing optimization throughout the contract term
* Provides dedicated access to implementation resources

+  Scales with your evolving business needs
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