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MORE DATA ALONE DOES NOT CREATE BETTER DECISIONS.

Commercial advantage comes from connecting relevant evidence, context, ownership and learning.

The issue is not information volume alone. It is
whether teams can connect relevant evidence,
identify what is still missing and turn both into a
coherent, explainable next move.

The opportunity is a unified, governed decision-support
dashboard—backed by an evidence-to-action system and
accountable human ownership.
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01 Fragmented signals

CRM, finance, delivery, service and market evidence live in different
systems.

02 Nonlinear buying

Stakeholders evaluate value, risk and timing in parallel — not as a clean
funnel.

03 Margin pressure

Commercial teams must improve growth, productivity and revenue quality
together.

04 Al acceleration

Al can increase speed and consistency only when context, evidence
boundaries and accountability remain visible.
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FROM A REPORTING STACK TO A LEARNING COMMERCIAL SYSTEM

A management lens — not a blanket maturity claim.

CURRENT VIEW NEXT STAGE

01 CRM captures activity in separate records ) 01 A unified view connects evidence and action
02 Teams own partial views 02 Shared context travels across roles
03 Reporting explains the past 03 Signals shape the next question
04 Al generates outputs

04 Al shows source, rationale and evidence strength

05 Scale adds disconnected tools 05  Scale uses repeatable, human-owned workflows
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STAR Data does more than document the past—it improves the next human-owned commercial decision and action.
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Keep the chain short, explainable and accountable.
01 02 03 04 05
SIGNAL CONTEXT HUMAN CHECK ACTION OUTCOME
CRM - ERP / CPQ - service - Account history - economics - Verify meaning - separate fact Next conversation - pricing Win / loss - margin - adoption -
finance - market - customer stakeholder picture - delivery from inference - apply judgement review - service recovery - value retention - customer result

feedback reality case

GOVERNANCE Observed S|gnfal # customer truth.
RULE Recommendation # command.
Material customer, price and commitment decisions remain human-owned.
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THE COMMERCIAL INTELLIGENCE LOOP

(X X
One customer reality. Multiple evidence sources. Clear decision ownership. L ()

STAKEHOLDER |a|
EVIDENCE
Roles - alignment -

internal case
Al ASSISTANCE

Patterns - hypotheses -
preparation

ACCOUNT SIGNALS

Market - behaviour -
opportunity

CUSTOMER &
REVENUE DECISION

VALUE & ECONOMICS
Benefit - cost - margin -
trade-offs
DELIVERY & SERVICE

Feasibility - outcomes - GOVERNANCE

learning Owner - evidence - human

decision - control

Data connects the system. Human judgement owns the decision.

MULTILENNIUM - AI-DRIVEN COMMERCIAL EXCELLENCE

©2026 Ayhan Georgi



EVIDENCE

>

(
N

MUILTILENNIUM

Al-DRIVEN COMMERCIAL EXCELLENCE

/K

AN EXPLAINABLE RECOMMENDATION

Show the inputs, rationale, evidence strength, recommended Next Best Action and the accountable human decision point.

=
H) S
-]
]

ONO

MULTILENNIUM

01

02

03

04

ACCOUNT POTENTIAL

Revenue context - strategic fit - relationship depth

TRIGGER / CHANGE SIGNAL

Expansion - service event - market movement -
inactivity

VALUE & RISK CONTEXT

Customer impact - economics - margin -
implementation exposure

DECISION EVIDENCE

Stakeholder coverage - internal case - commitments
- unknowns
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ILLUSTRATIVE RECOMMENDATION

WHY NOW

* Expansion signal across a priority account

» Service issue suggests an unresolved business impact
« Economic stakeholder not yet engaged

* Margin exposure is increasing

EVIDENCE STRENGTH [ MODERATE ]

RECOMMENDED
NEXT BEST
ACTION

Validate the operational impact and internal business case with
the customer’s Operations and Finance stakeholders.

OWNER: ACCOUNT LEAD | HUMAN DECISION: ACCEPT / ADJUST / REJECT
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USE-CASE PORTFOLIO

START WITH THREE ECONOMIC LIGHTHOUSES

Prioritise by business value, data readiness, adoption and clear ownership — not by novelty.

LIGHTHOUSE A

Revenue Focus

Explainable account and opportunity prioritisation
Pricing and margin decision support

Bid / no-bid preparation

BASELINE

MULTILENNIUM - AI-DRIVEN COMMERCIAL EXCELLENCE

OWNER - KPI

LIGHTHOUSE B

Growth in Existing Accounts

White-space hypotheses
Service-to-sales signals

Retention and revenue leakage warnings

GUARDRAIL

e " MULTILENNIUM
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LIGHTHOUSE C

Seller Productivity

Meeting preparation
Follow-up and CRM drafts

Manager coaching prompts

STOP / SCALE CRITERION

07
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ONE DASHBOARD. ONE COORDINATED COMMERCIAL RESPONSE.

Connect account evidence to the right customer, stakeholders, timing, issue and supporting material—while the human owner approves the next move.

MARKET & CUSTOMER The dashboard makes the context visible; the accountable human chooses and owns the action.
LEARNING LOOP

CONNECTED INPUTS UNIFIED DECISION-SUPPORT DASHBOARD HUMAN-OWNED EXECUTION
@ CRM & RELATIONSHIP ( N ( h SELLER/ KAM
Account history - activity - RIGHT CUSTOMER / ACCOUNT RIGHT STAKEHOLDERS Relationship and customer dialogue
access \_ ) \_ )
e N s N MANAGER
@ FINANCE & ECONOMICS RIGHT TIME RIGHT ISSUE / TOPIC — Priorities and exceptions
Revenue - margin - value - risk b 4 \ J
- N N SPECIALISTS
RIGHT SUPPORTING MATERIAL RECOMMENDED NEXT BEST ACTION Solution, pricing and operations
SERVICE & DELIVERY
_ RN J
]cOut(?(;mes - incidents - CUSTOMER CONVERSATION
easlIolll
Yy ' ) — - )
EVIDENCE STRENGTH - OWNER - HUMAN DECISION - OUTCOME FEEDBACK Validation and commitment

Signals - feedback - priorities Outcome and remeasurement

[ The dashboard is the visible interface; governance, evidence and outcome learning make it a decision-support system. }
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WHERE DOES YOUR COMMERCIAL
SYSTEM LOSE CLARITY TODAY?

One bottleneck. One lighthouse. One evidence-based path to scale.

01 Are teams working from one shared customer reality?
02 Can the dashboard explain the right account, stakeholders, timing, topic and supporting material?
03

Does Al reduce friction without automating judgement?

contact@multilennium.ai

multilennium.ai
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