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EXECUTIVE INSIGHT
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COMMERCIAL DECISIONS NEED CONNECTED EVIDENCE

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

Teams need to connect relevant evidence, identify
gaps and explain why a particular commercial

action makes sense.

A shared decision-support dashboard makes the context visible.

Named owners validate the evidence and act on it.
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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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APPLIED PERSPECTIVES
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COMMERCIAL INTELLIGENCE IN THE AP SERIES

Each perspective addresses a distinct commercial question.

03

PERSPECTIVE

CORE QUESTION

AP01 Commercial Intelligence

What evidence should inform our next commercial action?

APO2 Decision Clarity

What must the buying group resolve to make a decision?

APO3 Revenue Focus

Where should we invest scarce commercial attention?

APO04 Value Justification

How can the customer defend the economic case?

APOS5 Seller Productivity

How can we reduce effort around the seller’'s work?

AP06 Customer Engagement

How can each customer interaction be useful and connected?

APO7 l|deal Customer Profile

Where can a specific offer create and sustain mutual value?

Connect fragmented commercial evidence before deciding the next action.
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A COMMERCIAL SYSTEM THAT LEARNS FROM OUTCOMES

A management lens for connecting evidence, action and customer feedback.

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
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05 Scale adds disconnected tools ) 05  Scale uses repeatable, human-owned workflows
NORTH Customer feedback updates the evidence used in the next commercial decision.
STAR Data does more than document the past—it improves the next human-owned commercial action.
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SYSTEM & FEEDBACK

THE COMMERCIAL INTELLIGENCE LOOP

Evidence informs action. Customer outcomes update the next assessment.

01
SIGNAL

CRM - ERP / CPQ - service -

finance - market - customer
feedback

GOVERNANCE
RULE

02
CONTEXT

Account context
Economics and stakeholders
Delivery constraints

03
HUMAN CHECK

Check sources and gaps
Separate facts from inference
Record human judgement

>

04
ACTION

Customer conversation
Pricing or service action
Value-case preparation
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05
OUTCOME

Customer validation
Commercial result

Adoption and delivery

Confirmed findings and outcomes refresh context, assumptions and the next action.
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Observed signal is not customer truth. Al supports analysis; the accountable owner approves the
action. Customer commitments remain human-owned. Validation and outcomes update the record.
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A CONNECTED EVIDENCE SYSTEM AROUND THE COMMERCIAL
DECISION

Different evidence sources support one accountable commercial decision.
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STAKEHOLDER EVIDENCE lal

Roles - questions -
internal case

ACCOUNT SIGNALS

Market - account -
opportunity

Al ASSISTANCE

Patterns - hypotheses -
preparation

HUMAN-OWNED
COMMERCIAL DECISION

VALUE & ECONOMICS
Benefit - cost - margin - GOVERNANCE
trade-offs

Owner - evidence - human

DELIVERY & SERVICE decision - control

Feasibility - outcomes -
learning

Data connects the system. Human judgement owns the commercial action.
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A SHARED VIEW FOR COMMERCIAL DECISIONS

Connected evidence supports a coordinated response. The account lead chooses the next action.

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 - ACCOUNT & RELEVANCE STAKEHOLDERS TO INVOLVE Relationship and customer dialogue
access \_ ) \_ Y,
e N 4 N MANAGER
@ FINANCE & ECONOMICS TIMING & TRIGGER ISSUE TO VALIDATE — Priorities and exceptions
Revenue - margin - value - risk b 4 N -
- N N SPECIALISTS
SUPPORTING EVIDENCE RECOMMENDED NEXT BEST ACTION Solution, pricing and operations
SERVICE & DELIVERY
_ J \ y,
?UWE:{}GS - incidents - CUSTOMER CONVERSATION
easlIplll
y ' ) — N .
EVIDENCE STRENGTH - OWNER - HUMAN DECISION - OUTCOME FEEDBACK Validation and commitment

Signals - feedback - priorities Outcome and remeasurement

»Applied Perspective 02" tests decision questions with the buying group. Confirmed findings return to this shared account view.
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EVIDENCE DESIGN
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WHAT AN EXPLAINABLE RECOMMENDATION MUST SHOW

Make the inputs, rationale, evidence boundary, next action and accountable decision point visible.
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ACCOUNT & RELEVANCE

Account context - strategic fit - relationship evidence

TRIGGER / CHANGE SIGNAL

Service event - expansion - market movement -
inactivity

VALUE & RISK CONTEXT

Customer impact - economics - margin -
implementation exposure

DECISION EVIDENCE

Stakeholder coverage - internal case - commitments
- unknowns
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RECOMMENDATION FRAME

WHY NOW

» Which signal changed?

» Which evidence is current and verified?
* Which assumptions remain open?

* Who needs to validate the next step?

EVIDENCE STRENGTH [ QUALITATIVE ]

RECOMMENDED
NEXT BEST
ACTION

State the smallest justified commercial action, its owner and
what must be confirmed next.

ACCOUNTABLE OWNER | HUMAN DECISION: ACCEPT / ADJUST / REJECT

/(;1\, MUILTILENNIUM
Z

08

©2026 Ayhan Georgi



ILLUSTRATIVE APPLICATION

AN EXPLAINABLE RECOMMENDATION

lllustrative machinery account: the signals and their timing below are fictional.

AVAILABLE EVIDENCE
OBSERVATION / SOURCE

Repeat incidents in the service log
Checked in the current account
review

Expansion mentioned in an
account note
Recorded 30 days earlier

No Finance contact in CRM
Current stakeholder record

EVIDENCE STATUS

Record verified.

Business impact unconfirmed.

Older signal.
Reconfirm scope and timing.

Internal record only.
Approval route unknown.
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WHAT THE EVIDENCE SUPPORTS

MODERATE EVIDENCE

Service records support a discussion.
Impact, budget and approval remain unverified.

NEXT BEST ACTION

Ask Operations to validate the impact and
identify who should review the economics.

ACCOUNT LEAD
Accept, adjust or reject. Record the reason.

AP02 develops this scenario into a conversation with the buying group.

MULTILENNIUM - AI-DRIVEN COMMERCIAL EXCELLENCE

©2026 Ayhan Georgi



USE-CASE PORTFOLIO

COMMERCIAL INTELLIGENCE IN PRACTICE
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Choose an initial use case by business value, evidence readiness, adoption and accountable ownership—not novelty.

‘ APPLICATION A

Revenue Focus

Explainable account and opportunity prioritisation
Pricing and margin decision support

Bid / no-bid preparation

APPLICATION B

Growth in Existing Accounts

White-space hypotheses
Service-to-sales signals

Retention and revenue leakage warnings

APPLICATION C

Seller Productivity

Meeting preparation
Follow-up and CRM drafts

Manager coaching prompts

Related perspectives: AP03 Revenue Focus, AP02 Decision Clarity, AP04 Value Justification, AP05 Seller Productivity
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PILOT & LEARNING
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A FOCUSED PILOT WITH CLEAR SUCCESS CRITERIA

One existing-account workflow, tested against an agreed baseline.

ELEMENT PRACTICAL APPLICATION

Scope Prepare and follow up a customer review of service incidents and their business
impact.

Baseline Record preparation time and how often recommendations include a source and
date.

Measures Median preparation minutes. Share of recommendations with source and date.

Share of reviewed actions validated by the customer.

Scale or adjust Agree targets before starting. Expand when measures improve and unresolved
evidence risks remain acceptable.

ACCOUNTABILITY / CHECK

Account lead coordinates Service and
Finance.

Use comparable account reviews before
the pilot.

Record the denominator, human
overrides and errors.

Account lead and manager review
results together.

Each customer review updates the evidence, next action and pilot assessment.
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WHERE DOES YOUR COMMERCIAL
SYSTEM LOSE CLARITY TODAY?

A focused review defines the use case, accountable owner and success criteria.

01 Which commercial decision needs better evidence?
02 Which sources and human owner can support a focused pilot?
03 What customer feedback and measures will determine the next step?
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contact@multilennium.ai

\§

multilennium.ai
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