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How many apps does a 1,000-person
company use,

1 Z Finance & 15 HR 1 Z
Accounting

Supply Chain & 6 Legal, Risk &
Procurement Compliance

'Io sales 'I 5 Marketing 'IO Service 'I 5 R&D, IT



Not ready for
Innovation and Al



Public

7&

The Architecture for the Unlimited Era.

Ol 02 035 04 05

Humans and Agents are Workflows are naturally Primary function of the User adoption is Platforms replace
working together connected software — provide not a factor pointed solutions
intelligence



Public

Best-in-Class CRM:

Al CRM and Workflow platform for
marketing, sales, service — with no limits
on Al agents, workflows and scale



Best-in-Class Sales
Automation Stack

Average number of sales
products used by the best-
INn-class companies: 10+

Contact and
Account
Management

Lead Management

Opportunity
Management

Sales Workflow
Management

Sales Activity
Management

Territory
Management

Mobile Sales

Sales Al Agents

Forecasts and
Revenue
Intelligence

Field Sales
Planning and
Execution

Configure Price
Quote

Order
Management

Contacts &
Accounts Data
Sources

Sales
Compensation
Management

Sales Content
Portals

Sales Dashboards
and Analytics

Sales Engagement Sales Deal Sales Enablement

Guided Selling and Cadences Rooms Portals




Contact and Sales Workfl Field Sales Contacts &
Account Ma €S VWOr (;W Mobile Sales Planning and Accounts Data
Management ahagemen Execution Sources

Sales Activity Configure Price cales :
: Lead Management v Sales Al Agents 9 Compensation
Best-in-Class Sales RIEIG SIET: Quote Management

Automation Stack

Average number of sales : :
products used by the best- Opportunity Territory TOREREES Sl Order Sales Content

in-class companies: 10+ Management Management Rever\ue Management Portals
Intelligence

Sales Dashboards Sales Engagement Sales Deal Sales Enablement
and Analytics and Cadences Rooms Portals

Guided Selling




Best-in-Class Sales
Agentic Automation

and administrative work external and internal data.

o
\

\
\

\
\
Next Best Offer Lead Insights
Identify cross-sell, upsell, and Identn‘y and prioritize high-
potential prospects.
I
1

Sales Productivity ._. — Data Enrichment
Automate follow-ups, updates, Complete CRM profiles with
7
/
/
’
’

expansion opportunities. SALES
AGENTIC

WORKFLOWS

/
/

Next Best Action Opportunity Insights

Recommend actions to

o2 momentum.
advance opportunities.

Meeting Preparation

Generate account briefs, stakeholder
maps, and talking points.

Assess pipeline health, risks, and deal



Creatio Sales 10X

A O 8 6

22 Submission history Submit forecast

Creatio a Creatio * + al

Activity execution panel

Forecast management Sequence task

<«

Pipeline and forecasts... ~

~
nul

H

=

~
nl

Forecast
management

Territories

Accounts

Leads

Opportunities

Orders

Forecasts

PIPELINE REVIEW (WATERFALL)

PIPELINE MOVEMENT (SANKEY)

FORECAST DISTRIBUTION (PULSE)

How did my pipeline move across stages for opportunities closing @& 4/1/2026 till 6/30/2026 x during & 4/7/2026 4:00 PM till 4/20/2026 3:59 PM x

Pipeline movement

Progression category: Non changes (ldle)

PIPELINE
$10,137,

BEST CASE
$63,333

COMMIT
$1,170,844

Forecasts and Revenue Intelligence

Ly

1 Solar panels/ Accom, Romelia Brummitt

2 788/ Solar panels / Tanaka LLC, Whitley Goldstein

Accom

Tanaka LLC

$66,667 | 2

$740,177 | 24

John Best

Jason Robinson

Engagement

Renewed

orecast Category at Start v

Commit

Commit

Additional details

Reset

UPGRADED
$9,818,325

NON CHANGES
(IDLE)

$870,177

DOWNGRADED
$430,667

WON
$72,700

SLIPPED

$0

LosT
$180,182

Forecast Category at End Progression Cal 4

Best Case Downgraded

Best Case Downgraded

LOCAL TIME

11:27..

Mon, Apr 20

® 1412 Broadway, New... UTC-4

Priority
High

@ Time to pick-up 5hr 47min

Company profile

Axiom

Aksiom

1:27 AM - United States

AX 1B M

() ABM account?

Industry
Construction

No. of employees
More than 1000

Account engagement status
Cold

Phone - primary
t, +1404 5323976

Alternate phone - primary

Next best offers

Smart lightning systems

Motion-sensor smart light

Energy-saving lights that
automatically turn on when motion
is detected and switch off when no..

Contact info

Full job title
ESG Manager

Preferred language
English (United States)

Preffered channel
Call

Health score
High

Email - primary
S awayne@axiom.con

Business phone - primary
1, +1(788) 247101

Mobile phone - primary
+] 78 Q

I

Car charging stations
Portable EV charger
A compact and lightweig

that can be carried for on
charging. Plugs into stan:

Sales Engagement and Cadences

Weather info

Lead info

Al insight

Account summary

This residential lead is evaluating smart lightning systems and likely focused on

practical ROI, timing, and implementation. The lead shows potential fit and
high engagement. BDR outreach should highlight simple use cases, qualify
urgency, and move the conversation toward a concrete next step.

Personalization insights

Andrew is worth approaching with a shaort, role-relevant message rather than a

broad pitch. Use email to test whether the main driver is timing before
proposing a next step.

Timeline

Post a mes:

= Al @ Select period & Owner

Hide systermn messages

April 2026

° Initial call to the customer
John Best | Today at 9:16 AM

Andrew Wayne
12191971 - 54
11:27 AM - United States

Initial call to the customer

+ Complete L Call -
Description

Make the first call to introduce yourself and the company, briefly

Priority High

@ Snooze

communicate the value proposition, and identify the correct contact
person. Capture key insights such as interest level, pain points, and
next steps. If no answer, leave a concise voicemail and log the
attempt.

Result*

Additional information required

Canceled

Completed

Customer need defined

Information received

Left voicemail
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=z Submission history Submit forecast

Additional details ==

Forecast management

NEW BUSINESS FORECAST ACCOUNT FORECAST

& Americas X 1st quarter of 2026 X -« Manager
Forecast

management 1IST QUARTER OF 2026

Quota Booked Gap to go Forecast call Al Forecast call Manager judgement

Tasks

v Willian Derrico

$17,150,000 4 $15,062,451 $2 087,549 $8.702.685 1 $2.942.300 4 $146.112.789

Dashboards v SNAUNG Karts $10,400,000 4 $8,634,231 $1765,769 $2,752,685 $1,247,300 +: $135.701.706

LATAM o

Calendar

, Vicky Beaudry

L.O [“,‘.,! -j;'?

Kelly Parker

) foarmrs
=iilerpn

)

, Susan Wright

A al /
. v A re
’J. I AMATTIESNiCa

$4,550,000 4

$5,850,000

$6,750,000 +:

$3,667,910
$4,966,32]

$6,428,220

$882,090

$883,679

$321,780

$140,501

$2,612,184

$5,950,000

$752,300 4+

$495,000 +:

$1,695,000 4

$129,929,420

$5,772,286

$10,411,083




Best-in-Class Marketing
Automation Stack

Average number of marketing
products used by the best-in-class
companies: 15+

Contact and
Account
Management

Segmentation

Marketing Content
Manhagement

Email Marketing
Automation

Lead Tracking and
Qualification

Campaign
Management

Event
Management

Marketing
Workflow
Management

Marketing
Dashboards and
Analytics

Marketing Al
Agents

Landing Pages and
Lead Capture

Advanced
Segment Designer

Paid Media
Management

Digital Behavior
Tracking

Advanced Lead
Scoring and
Nurturing

Account-Based
Marketing and
Buying Groups

Website
Management
System

Intent Data
Sources

Search Visibility
Suite

Website
Conversion
Optimization




Best-in-Class Marketing
Automation Stack

Average number of marketing
products used by the best-in-class
companies: 15+

Contact and
Account
Management

Segmentation

Marketing Content
Manhagement

Email Marketing
Automation

Lead Tracking and
Qualification

Campaign
Mahagement

Event
Manhagement

Marketing
W orkflow
Manhagement

Marketing
Dashboards and
Analytics

Paid Media
Management

Marketing Al Digital Behavior
Agents Tracking

Advanced Lead
SYeloldlale-1ale
Nurturing

Landing Pages and
Lead Capture

Account-Based
Marketing and
Buying Groups

Advanced
Segment Designer

Website
Management
System

Intent Data
Sources

Search Visibility
Suite

Website
Conversion
Optimization




Audience Expansion Segmentation

Identify lookalike audiences and Ider)tify target audiences and
new growth opportunities. buying groups.

‘ Campaign Generation
Conversion Insights & Analytics Create campaigns, journeys, and
outreach plans.

Analyze funnel performance

Best-in-Class Marketing "AGENTIC ®

WORKFLOWS ®

Agentic Automation .

Campaign Optimization Email Creation & Editing

Generate personalized messaging at

Monitor engagement and
scale.

improve performance.

Asset Generation

Create campaign content and
supporting materials.




Marketing Platform 10X

N
Creatio 3 + Q al s ‘ 0 ° (Z_‘\) E E E CreGETO > + Q Search. e Active ~ o Active ~ =2 Ol :: ‘ 9 o @

&7 &

. o . i : . . _ I B ) . ) - B X
« FinServ Digital Innovation Summit Banking Fintech Professionals Close ] « Insurance Summit Registration Flow / Edit campaign flow Close & a ©

. . ¢ FinServ Digital Innovation Summit Invite
® Addtag B Landing page info Ty Feed « C . . P . .

ampaign: Insurance Digital Innovation Summi...
® Add tag T Feed @ Attachments paig 9

DESIGN PAGE CONNECT ANALYTICS ADD SCRIPT ANALYZE PERFORMANCE \ )
dl @ CAMPAIGN FLOW 22 AUDIENCE I ASSOCIATED ENTITIES

Status* adding 3-day waits between emails)
Planned i o o ,
. ~ <Start date>till <Due date> X Is this campaign flow and sequence suitable for your
needs, or would you like to tweak any step, content, or
timing?

Campaign info Y .
Create a landing page inviting professionals to D a @} this is great, proceed
the FinServ Digital Innovation Summit for 2:47 PM
Name *

banking and fintech leaders

« Connections: Conditional Sequence Flow (used for

Hello! I'm Creatio.ai. What can | assist you with today? ] Al [C] Complete [T] Incomplete [C] Inprogress (7] Error [C] suspended

S Insurance Summit Registration Flow
’ Campaign Generation Agent

Your campaign for the Insurance Digital Innovation

Landing Page Generation Agent Goal : : ‘ ‘
Your landing page for the FinServ Digital Innovation Automate summit attendee journe... Summit registration flow has been set up and is ready
Summit—specifically designed to invite banking and for review. Here's what happens in this automated

fintech professionals and drive event registration—has Start date journey:

been created. It features key event information, agenda
details, and a strong call to action for registration. 1. The campaign starts when someone submits the

You can view and further customize your landing page summit registration form.
End dat . . . . .
v here: ndaate . They immediately receive an email with their
FinServ Digital Innovation Summit Banking Fintech ™ registration link
- 5 © ©)— '
Professionals . After 3 days, they get an educational email

Connect with top banking and fintech professionals i Summit Registration Summit Registration Wait 3 Days (1) Event Agenda Email Wait 3 Days (2) detailing the event agenda.
Landing Email

transforming the industry. . Three days later, a final email with a soft product
Workflow settings offer is sent.

You can view or edit the campaign directly in Creatio

Reserve My Spot startmode” here:
manual :
Insurance Summit Registration Flow

Would you like assistance customizing the email content
or any other aspect of the campaign?

Landing Pages and Lead Capture Advanced Marketing Al Agents

manua

Type a message
Type a message

xC) ¢ e




i* Creatio » + Q=

Marketing home page

Marketing
Flltcr by E ‘.:'"'V',.‘t"",j on date

a Home N = CLIENT JOURNEY @ EVENTS £ BOUNCE MONITORING

..l Dashboards Open leads Opens (total), % Clicks (total), % Sent emails (total) Delivered emails (total) Lead conversion rate, %

= 103 @ 35.40  36.10 & 2,604 & 2,489 ™ 75

®  Contacts

Lead source dynamics Click and open rate, %

- A
M ‘

. el .\




Best-in-Class Service
Automation Stack

Average number of service products
used by the best-in-class companies: 10+

Contact and
Account
Management

SLA Tracking

Service Workflow
Manhagement

Service Dashboard
& Analytics

Case Management

Problem
Management

Guided Resolution

Agent Workplace

Service Al Agents

Knowledge
Management

Chatbots and
Virtual Assistants

Real-Time Agent
Experience

Omnichannel Hub

Embedded
Experience

Remote Support
and Screen
Sharing

Field Service and
Dispatching

Telephony / CCaaS

Workforce
Management

Customer
Feedback
Management




Best-in-Class Service
Automation Stack

Average number of service products
used by the best-in-class companies:
10+

Contact and
Account
Manhagement

SLA Tracking

Service Workflow
Management

Service Dashboard
& Analytics

Case Management

Problem
Mahagement

Guided Resolution

Agent Workplace

Service Al Agents

Knowledge
Management

Chatbots and
Virtual Assistants

Real-Time Agent
Experience

Omnichannel Hub

Embedded
Experience

Remote Support
and Screen
Sharing

Field Service and
Dispatching

Telephony / CCaaS

Workforce
Manhagement

Review and
reputation
Mmanagement




Agent Productivity Case Understanding

Automate administrative tasks Analyze customer issues and
and improve efficiency. ‘ summarize context.

‘ Resolution Guidance

Root Cause Analysis Recommend solutions and resolution
paths.

Detect recurring issues and

Best-in-Class Service AGENTIC P

WORKFLOWS ®

Agentic Automation .

Service Performance Insights Knowledge Creation

Capture successful resolutions as

Identify bottlenecks and reusable knowledge.

improvement opportunities.

Next Best Action

Recommend proactive customer follow-
up activities.




Releasing now:

Creafio »

Agent Inbox B X

&« Back & & Complete

go Alexander Wilson

John Best @

Hello!
Of course, what is your question?
826 AM

£ Alexander Wilson

How do | turn off push notifications on mobile?
8:26 AM

John Best @

Go to Profile > Settings > Push Notifications and
select the "off" option.

2 Alexander Wilson
Yes, it works.

8:27 AM

Thank you!
8:27 AM

John Best @

You are welcome!
8:28 AM

i 10/10/2020
M Chat started: 10/11/2020 1:57 PM by Alexander Wilson

£ Alexander Wilson

Hello!

| need additional information about products on
your web site.

1:57 PM

Service Platform 10X

eActIve v OActive v

« Alexander Wilson

® Dataimport 4/17/2026 ... X  Data import 4/17/2026 .. x  Sensor X Keep in database x

A 0 O

-3

) Close =

T Feed @ Attachments M Next steps

Alexander Wilson 4 ANALYTICS = CONTACT INFO @ TIMELINE = SALES

7/2/1984 - 41
G 3:31 PM - United States

== $ 1,608,265 T 47

Account
Alpha Business

Total sales Open opportunities

Last activity date Next activity date

& 2/20/2025

::Lglci‘Jb title E/ 1/2/2026

Business phone - primary

. +1212542 4238 Purchased products/services

Mobile phone - primary

L, +16172215187 bank custom- 1:2
er journey - 0%

Extension phone stherboa-

« 12345 Asus P5Q3 ... - 1% “ '
\fee Safe \‘

Email - primary inect VPN - 4% \

¥ creatiodemofcl@gmail.com ~

<4 Add communication option «

Intel Core
i5-4670K - 37

Account info

Alpha Business
Intel Core
3:31 PM - United States i7-4930K - 41%

Support cases by month

Category 1.2 40
A
35
Industry

Manufacturing and di... 30

Real-Time Agent Experience

8@ SERVICE A MARKETING
Satisfaction score

b 4

Avg order amount, $

® 3,700.62

Orders by month

1/2026 4/2026

Activities by month

Northwest Bank

Products Services

About

Contact Us

Learn More

Customer Servicing Al Agent
Connected to live agent

08:42 AM

Bankmgg Made S]n]] ®

Experience secure, modern banking with competitive
and exceptional service. Your financial future starts |

Chatbots and Virtual Assistants

Open Account

Learn More

Check transactions Open account

Talk to agent

[ype your message...




Cregtio » + Qs
Agent home page

Today at glance

My chats My tasks Tasks due today My cases

= 5 m 12 a9 > 12

My recent activity
Calls
Created on Call direction From
6/9/2026 6:50 PM Incoming W +16172215187 Alexander Wilson
6/9/2026 6:49 PM Incoming . +16172215187
7N7/2017 6:46 AM Outgoing \ 4245 L +1206 4291595 Andrew Wayne

7N17/2017 6:46 AM Incoming L 100 101 Andrew Wayne




CRM EXPERIENCE

 Leave

Creatio.ai X

°

4
Close " & a @

& i Q search DealBot
M Next steps Playbook Vg Feed @ Attachments ew chai

OVERVIEW PROCESSING OPPORTUNITY INSIGHTS PRODUCTS HISTORY

Show me the current average order amount per service
center, the total order value, and current discount levels for
Alpha Business

AGENTS +
playbook usually suggests offering a 10% discount at this stage.

Identify the key risks in this opportunity and
recommend actions to increase the chances of
closing the deal.

EA ‘ Enrichment agent
We have a few ways to address this:

ok Xpects BP| Daily Planner 1. Adjust the discount back to the standard 10% and align with the manager on the reasons.
838,000.00 ® 3N13/2026

. e 2. Keep the manager's decision, but double-check the client's specific negotiation details.
I've analyzed the latest data from Creatio's historical records and below are P 9 P 9

MA| Meeting agent
requested metrics:

" : . 3. Schedule a quick call with the manager to clarify any misunderstandings and confirm the next steps.
This opportunity shows strong alignment with metrics,

but there are several risks - Average order amount per service center: $ 50,000 View all agents >
(based on historical performance)
« Total order value (last quarter): $ 200,000

+ Current standard discount:

Which option would you prefer?

1. No champion identified
Contact person O P @

There is currently no internal advocate actively CONVERSATION ©

Jordan Anderson
10110972 - 53

promoting the solution within the customer
organization.

Considering the projected increase in order volumes and drawing on past

Today

Metri successful arrangements for similarly expanding clients hezg What are the comments about #310?
3:26 PM - United Kingdom encs 2. Limited stakeholder coverage cumulative tiered pricing starting from a baseline of $204 DealBot 645 PM
" s The opportunity may require engagement with different portions of the order value get different discoun|
) Key success metrics are defined and We have not identified the additional decision influencers. InfoBot 25% PM
validated by customer executives. Champion in this deal. John Best $200,000 - $299,999- 7% (Discount on amount above $ OO i Creati
Sales Department Manager (D b . N .
Reccmmendsd acdiaris + $300,000 - $499,999 - 10%(Discount on amount above Invoice Helper 1:56 AM The manager made a strange decision regarding discounts. Specifically, they deviated from the standard approach—our
F o n o + $500,000 - $999,999 - 15% (Discount on amount above laybook usually suggests offering a 10% discount at this stage
ol AR Review Internal Hierarchy: 1. Review recent meetings and engage stakeholders to s R e play y sugg 9 alo% ge-
+44 15 42 424! i 4 g 3 i i A
( Metrics were validated by multiple identify an internal contact who can advocate for the Billing Assistant J01AM
& stakeholders, increasing the credibility of solution oy e icrea i chency : : We h fi ddi hi
& janderson@alphabusiness.co.uk CHANGE the business case. 2. Analyze the customer hierarchy to understand decision win this deat? Invoice Genie 9:43 AM e have a few ways to address this:
makers and influencers involved in the buying process. 1. Adjust the discount back to the standard 10% and align with the manager on the reasons.
3 Yesterday i . e Py .
Account info Toincrease the probabilty of 2. Keep the manager's decision, but double-check the client's specific negotiation details.
ciosing the deal, focus on strategic actior
Alpha Business that address potential concerns, buil trust, Deal Tracker 7S EM 3. Schedule a quick call with the manager to clarify any misunderstandings and confirm the next steps.
yord recommendations: : .
+ Limited-Time Offers: Insight Bot 423 PM
1126 AM - United States Lt
Which option would you prefer?
Data Sage 2:41 PM P! you pi
 Provide ROI Analysis: y " Funneloverview My KPlsoverview  Current opportunity overview
Demonstrate mes ble outcomes (e.g. Invoice Assistant n:23 AM

CREATIO
FREEDOM UI

PRODUCTIVITY
TOOLS

cost savings, revenue growth) from your
solutio

Earlier

ChatBot Alpha

1.06.2026 | 5:32 PM

CONVERSATIONAL

CRM
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Best-in-Class Banking
Automation Stack

Customer
onboarding

Customer profile

Customer
intelligence and
life events

Household
management

Relationships
management

Consultations

Service requests
management

Banking product
catalog

Application
management

Lead and Referral
manhagement

Advanced NBO
and NBA

Commercial sales

Marketing
templates

Advanced contact
center

Growth Al agents

Servicing Al agents

Transaction
Mmanagement

Underwriting

Online/digital
banking

Treasure
Mmanagement
systems




Acquisition

Win Back °

Growth
Renewal

Sales &

Retention

Onboarding

@ Expansion

Referral

Banking
Autonomous
Al Agents
Lifecycles

Complaints
and NPS

Dispute
Resolution

Customer
Consultation

Service &
Experience

Payments &
Transactions

Account
Servicing

Applications
Intake

ublic



Best-in-Class
Manufacturing
Automation Stack

Average number of products used
by the best-in-class companies: 10+

Customer
onboarding

Account &
relationship
management

Customer
intelligence

Customer financial
management

Demand
generation

Knowledge
management

Lead & opportunity
management

Sales execution

Omni-channel
customer support

Configure Price
Quote (CPQ)

Field Sales

Order
Management

Al Growth Agents

Al Servicing Agents

Fulfillment &
returns
management

Discounts &
incentives

Product lifecycle
management

Supply chain
management

Invoicing

Procurement and
sourcing

Public




Visit Summary Acquisition

Capture summaries and Identify new opportunities by
action items from sales matching bids, RFQs, and customer
meetings and site visits. demand signals.

o
’ \

/ \

\ \
o \
O ‘
redtio
Reordering Set up new customers by
turing accounts, contacts,
o [ ) () Detect repeat purchase cap -
patterns and recommend SALES & and commercial terms.
reordering activities. GROWTH .
PS LIFECYCLE +
I
I

/

Autonomous Agents '

/
Order Conversion Growth

Identify cross-sell, upsell
Convert approved y ,» Upsell,

quotes and orders and and whlte.s.pac-:e —
trigger fulfillment opportunities in existing
’ accounts.

Quoting

Process RFQ requests and generate
quotes using pricing and product rules.




Unlimited

Creatio (») (+) ' Q Ssearch. -

Q Search...

All apps -
Enjoy best-in-class A Home page
capabilities for GTM i Feed

teams

. Accounts Friday, 09:40 PM

Boost productivity Hello Audrey!

and efficiency & contacts

F Activities

Message to Creatio.ai

Reduce number of
applications

? Opportunities

8 chat
Increase ROI B oo

Reduce TCO B invoices

?9 Contracts



Public

TS
One Platform. Freedom. Genuine Care.
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