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EXECUTIVE INSIGHT

CUSTOMERS DO NOT BUY THE OFFER ALONE.

They need a decision that works operationally, makes economic sense and remains defensible inside the organisation.

A technically strong solution can still stall when
the buying group cannot resolve the wider

decision.

The commercial task goes beyond product proof. It means
helping multiple stakeholders build one coherent, internally

defensible case.
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@ TECHNICAL FIT

Integration - performance - safety

PEOPLE

Adoption - workload - ownership

= EXECUTION

Capacity - timing - implementation
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ECONOMICS

Value - cost - payback - cash flow

RISK

Operational - supplier - compliance

@ DATA + Al

Evidence - explainability - governance
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ONE OFFER. MULTIPLE DECISION LOGICS.

Progress is more likely when the buying group can build one coherent case—not when one stakeholder is enthusiastic.
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EXECUTIVE END USERS
Strategy - risk - accountability ety i-rnCpI::(r;tge - el

®

BUSINESS
OPERATIONS DECISION IT / SECURITY
Fit - output - reliability- Integration - data - cyber
adoption
FINANCE PROCUREMENT
TCO - payback - cash flow Price - terms - supplier risk

Commercial progress becomes more likely when these perspectives form one coherent case.

MULTILENNIUM - AI-DRIVEN COMMERCIAL EXCELLENCE

03

©2026 Ayhan Georgi



DECISION EVIDENCE

CRM STAGE # CUSTOMER DECISION STATE

Commercial activity is visible. Customer-side decision progress often is not.

WHAT CRM / SALES SEES
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Meeting

Demo / workshop

Proposal

Negotiation

Close date
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WHAT THE CUSTOMER STILL RESOLVES
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Relevance

Value

E]

Internal case

Alignment

MORE ACTIVITY CAN REPRODUCE THE SAME UNCERTAINTY FASTER.
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FOUR CONDITIONS THAT SHAPE DECISION PROGRESS

Four public decision conditions with broad relevance across industries.

PUBLIC DECISION-MAKING LENS

CONDITION 01 CONDITION 02

Evidence Quality Shared Alignment
Is the case supported by verified customer and business evidence — with assumptions clearly Do the relevant stakeholders understand the same problem, trade-offs and desired outcome?
separated?
CONDITION 03 CONDITION 04
Economic Defensibility Implementation Readiness
Can value, cost, risk and alternatives withstand internal scrutiny and approval? Is the change executable with realistic constraints, ownership and adoption conditions?
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COMMERCIAL MOTION
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FROM OPPORTUNITY SIGNAL TO STABLE OUTCOME

The next move follows verified customer evidence — not elapsed time.

@01

DETECT

Market - account - change
signal

>

Al may support every step. Material customer, price and commitment decisions remain human-owned.

@02

DIAGNOSE

Problem - context -
stakeholder reality

03

SHAPE VALUE

Outcome - economics -
trade-offs

>
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BUILD INTERNAL
CASE

Evidence - risk -
justification

OPERATING RULE

) ALIGN & DECIDE

Roles - commitments -

approval
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) DELIVER & LEARN

Handover - adoption -
outcome
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COMMERCIAL IMPLICATION

WHAT CHANGES IN COMMERCIAL EXECUTION

Move from seller-centric activity to customer decision support.

CURRENT LOGIC

01

02

03

04

05

06
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Product proof

One enthusiastic contact

Feature value

Late discounting

Close-date pressure

Handover as an endpoint
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DECISION-ALIGNED LOGIC
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02

03

04

05

06

Decision support

Buying-group coverage

Economic and operational evidence

Earlier internal case-building

Verified commitments

Outcome learning and growth

\
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The shift is not more pressure. It is better evidence, clearer ownership and stronger decision readiness within the customer organisation.
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DECISION WORK x COMMERCIAL CYCLE m MULTILENNIUM 08
7

SYNCHRONISE COMMERCIAL MOTION WITH CUSTOMER DECISION WORK

Two linked systems—customer decision work and the commercial cycle—connected by evidence, not stage equivalence.

- == = T

________________________ a CUSTOMER DECISION STATE
@(— ------ ) 4 @( ------ ) 4 @( ------ ) 4 €------ ) 4 @( ------ ) 4 @ e s

Customers may move backward, forward, in
RECOGNISE DEFINE TEST FIT BUILD THE ALIGN IMPLEMENT parallel—or skip between decision tasks.
THE ISSUE REQUIREMENTS & OPTIONS INTERNAL CASE & DECIDE & LEARN

_[ EVIDENCE - CONTEXT - CUSTOMER DISCLOSURE J

COMMERCIAL CYCLE — ADAPTIVE

(01 (17] \ 03 04 \ 05 06 \ 07 08 \ 09 10 11 \
MARKET ACCOUNT OPPORTUNITY CUSTOMER SOLUTION BUSINESS COMMERCIAL ORCHESTRATE IMPLEMENT CUSTOMER GROW
INTELLIGENCE SELECTION SIGNAL DIAGNOSIS ARCHITECTURE CASE DESIGN DECISION INTELLIGENCE
e N a N N N
MARKETING
PRIMARY [ MARKETING + SDR + SALES [ SALES + KAM + SOLUTIONS [ COMMERCIAL OPS + FINANCE [ OPERATIONS + CUSTOMER SUCCESS
(. J J J J J

Customer evidence—not internal activity—determines the next commercial motion. The cycle may revisit earlier motions as evidence changes.
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WHERE DOES A CUSTOMER DECISION
BREAK DOWN TODAY?

A strong offer is not enough when the internal decision remains unresolved.

01 Technically credible — but not economically defensible?
02 An interested sponsor — but no broader stakeholder alignment?
03

An active pipeline—but weak evidence that the customer has completed the next decision job?

contact@multilennium.ai multilennium.ai
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