Accelerating Autonomous Growth
with Vertical-Agentic Platforms

The transition from manual marketing operations
to Al-powered revenue intelligence.
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Manual marketing
operations are giving way
to autonomous

revenue intelligence.

The Reality

Relying on fragmented marketing tools limits
scalability and obfuscates true ROI.

The Solution

PrescientlQ operates as an Al-native revenue
intelligence and decision engine.

The Value

It autonomously analyzes data, predicts
customer behavior, and allocates marketing and
sales resources to maximize customer lifetime
value (LTV) and revenue growth.
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The shift from fragmented toolstoan

autonomous decision engine.

The Old Way

Fragmented Operations

- Disconnected marketing tools
- Manual resource allocation
- Reactive decision-making
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The New Way

PrescientlQ:
Vertical-Agentic
Customer Platform (VACP)

A VACP is an industry-specific Al system that continuously observes market signals, predicts
revenue outcomes, and autonomously executes revenue decisions.




Driving efficiency and expansion
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across the software lifecycle
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SaaS
Acquisition
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Product-Led
Growth

Enterprise
Pipeline

The Friction

Inefficient costs
from fragmented
platforms.

Low free-to-paid
conversion.

Long, unpredictable
sales cycles.

The Signal

Rapidly fluctuating
channel performance.

Traditional analytics
miss behavioral intent
triggers.

Manual CRM
forecasting is highly
subjective.

The Engine

Al analyzes cross-
channel performance
and auto-reallocates
budget.

Monitors feature
engagement and
collaboration patterns
to trigger actions.

Predicts close

probability via deal
velocity and buying
committee signals.

The Impact

30-50% 25%

reduction in CAC

40%

increase in free-to-play conversions

35%

improvement in forecast accuracy

better marketing ROI
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Wealth
Management

%

Cross-Selling

U

Retention

The Friction

Inability to identify
high-value
prospects.

Missed opportunities
for new financial
products.

Losing clients
without warning.

The Signal

Standard lead
scoring ignores
macroeconomic
intent.

Customers display
subtle signals before
purchasing.

Dissatisfaction
signals appear months
before closure.

The Engine

Integrates financial
behavior with wealth
indicators to prioritize
outreach.

Detects early intent
for mortgages,
investments, and
insurance.

Predicts churn risk via
engagement decline
and complaints.
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Predicting high-net-worth acquisition™""=
and preventing client churn.

The Impact

00%

increase in qualified
investor leads

30%

increase in cross-sell
revenue

25%

reduction in churn




Maximizing consultant productivity
and proposal success rates.
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B2B Lead
Qualification
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Client Expansion
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Proposal
Win Rates

The Friction

Wasting time on
unqualified
prospects.

Failing to identify
upsells within active
accounts.

Struggling to improve
proposal success.

The Signal

Marketing automation
lacks predictive deal
qualification.

Project engagement
patterns reveal
expansion needs.

Outcomes correlate
directly with specific
engagement
behaviors.

The Engine

Evaluates company
growth, hiring trends,
and funding signals.

Analyzes project data
to predict new service
requirements.

Recommends optimal
proposal structure,
pricing, and
submission timing.
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The Impact

3X

increase in qualified
meetings

40%

increase in account
expansion revenue

20-30%

higher win rates




Optimizing the dual-sided marketplace
of patient care and recruitment.
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Patient
Retention
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Caregiver
Recruitment

The Friction

Inconsistent
patient referrals.

Patient churn
reduces agency
revenue.

Severe caregiver
shortages.

The Signal The Engine
PATIENT SIDE

Healthcare search
behavior reveals intent
long before decisions

|dentifies high-intent
search patterns for
targeted outreach.

are made.
Family satisfaction is Detects retention risk
evident in and triggers proactive

communication patterns.  agency outreach.

CAREGIVER SIDE
Recruitment signals Predicts candidate
manifest across job availability and
boards and social optimizes recruitment

networks. marketing.
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The Impact

2x increase in
patient inquiries

20% improvement
in patient retention

35% increase in
caregiver hiring



Capturing upstream industrial intent and

optimizing distributor demand.

Industrial
Leads

—
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Distributor
Sales
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Design
Influence

The Friction

Difficult to identify
engineers
researching
equipment.

Lack of visibility
into distributor
demand signals.

Reaching design
engineers too late
in the cycle.

The Signal

Research behavior
reveals intent months
before procurement
procurement.

Distributor order
patterns predict
future market
demand.

Collaboration
networks reveal early
design decisions.

The Engine

Analyzes
publications,
patents, forums, and
product research.

Analyzes sales data
to forecast inventory
requirements.

Triggers targeted
engagement with
engineers in active
design discussions.
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The Impact

3X

increase in qualified
engineering leads

20%

improvement in supply
chain efficiency

Stronger

design-in product
adoption



Forecasting patient demand and guiding Matrixt.abX
complex treatment pathways.

The Friction The Signal The Engine The Impact
Intent signals appear  Predicts demand

40%
through search and and optimizes multi- 0

referral behavior. channel marketing. iIncrease in patient

Inefficient patient
marketing spend.

Medical O
Vector acquisition

Guiding patients Engagement patterns 'g}gﬂgﬁso patient I n c re a Sed

through complex  predict likely

~

Clinical journeys is difficult. treatment decisions. {re:aotnr:\':r?tngtg e: t care utilization and
Pathways B improved outcomes
M Blind spots Community health data Forecasts demand Bette r

: regarding emerging indicates upcoming across service lines
Predictive community demand. demand trends. to guide investment.  capacity planning and

Chart increased service utilization
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Driving lifetime value through hyper-
personalized digital experiences.
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Cart
Recovery
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Personali-
zation
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Lifetime
Value (LTV)

The Friction

High abandonment
rates bleed revenue.
Abandonment
generally roots in
price sensitivity or
shipping concerns.

Generic
recommendations
lower engagement.
Customer browsing
patterns reveal exact
purchase intent.

Struggling to identify
and nurture high-value
customers. Early
purchase patterns
mathematically predict
long-term value.

The Signal

Analyzes purchase
signals to trigger
dynamic recovery
offers.

Delivers real-time,
hyper-personalized
product
recommendations.

Predicts LTV to
ruthlessly prioritize

marketing investments.

The Engine

Delivers real-time,
hyper-personalized
product
recommendations.

Analyzes customer
data for tailored
interactions.

Automates targeted
retention strategies for
high-LTV segments.

The Impact

20-35%

Increase in recovered
revenue

25%

increase in average
order value

30%

increase in lifetime
revenue




Unifying online and offline signals to
capture omnichannel revenue.

Store
Traffic

Inventory
Forecasting

il

Omnichannel
Engagement

The Friction

Inability to
forecast physical
store visits.

Frequent and
costly overstock or
stockout events.

Hfi_cf;hly fragmented
offline and online
customer
experiences.

The Signal

Weather, events, and
digital behavior
heavily influence
foot traffic.

Consumer demand
signals fluctuate
rapidly.

Customers interact
with brands across
completely disparate
channels.

The Engine

Predicts store
demand to
dynamically adjust
marketing
campaigns.

Predicts precise
demand patterns to
optimize inventory
allocation.

Integrates online
browsing, in-store
purchases, and
loyalty programs.
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The Impact

Improved

Improved store traffic and
higher sales per visit

Reduced

Reduced stockouts and
improved inventory turnover

Higher

customer loyalty and
improved omnichannel revenue



The foundational mechanics of the MatrixLabX
Vertical-Agentic Customer Platform.

1. Predict

Anticipate customer
behavior and
intent.

4. Maximize 2. Optimize
Drive customer Dynamically allocate

lifetime value and marketing
top-line growth. investments.

3. Automate

Execute real-time
revenue decisions.



Autonomous revenue intelligence is the
new foundation for enterprise growth.
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Organizations must transition from manual marketing operations to Al-driven
autonomous growth to remain competitive.

PrescientlQ delivers the foundational technology to observe, predict, and
execute—turning fragmented data into undeniable, autonomous revenue
outcomes across every industry.




