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1. One platform to orchestrate
and run human-led and
agentic workflows

2. Agent assistants: do more in
less time

-

Peopleand, ' ' =
Al Agents ..aam m

3. Autonomous agents: you
working together! N

sleep, they work 24x7

The Unlimited
Enterprise



One Workflow: Across Humans and Al Agents

Capture & Review & Verify identity & Assess risk & Risk Create account Final review &
validate confirm intent KYC compliance acceptable? & setup activation

No

—’

Resolve Resolved? Manager
exception approval

Gather missing
info

Internal



The Spectrum of Modern Workflows . I I l
.

Hybrid Collaborative

Mostly Agentic

Mostly Human-Led

Prospecting Lead scoring

Executive relationship management

Opportunity progression Data enrichment & classification

Complex negotiations

Customer onboarding Intent signal monitoring

Partner relationships development

Campaigh management Meeting scheduling and confirmation

Consultative customer engagement

Marketing content generation Health score calculation

Customer conflict resolution

Configure Price Quote Win/loss analysis

Cross-functional alignment

Case resolution Document intake & processing

Pricing exceptions and approvals

Renewal management Tier-1 ticket resolution

Escalation management

Compliance evidence gathering

Performance feedback Forecast management




THE AGENTIC Al OPPORTUNITY IS REAL

86

of executives see Al agents as
mission-critical

- The State of Al Agents and No-Code Report, Creatio



ROADBLOCKS TO SCALING AGENTIC Al

*

29% 29% 25% \

Risk and compliance Lack of technical

Legacy system :
concerns expertise

INntegration

- Al Trends 2025: Adoption Barriers and Predictions, Deloitte

&

RICK REUTER

Principal / Partner,

Deloitte
Digital



Customer

Acquisition Consultation
| ° | Complaints Account
Win Back @ Onboarding and NPS \__ A Servicing
Banklng 4 )4
Sales & Autonomous Al Service &
Growth o Experience
Renewal @ @ expansion  Agents Lifecycles
Dispute Applications
Resolution Intake

Retention Referral Payments &
Transactions



Transforming
Customer Onboarding
with Al Agents
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Onboarding agent performance

In progress onboardings | Completed onboardings N Autonomy rate

= 15 o8 86 %

Onboarding funnel 2 i Status duration breakdown

38.88
e
36.78

. .
. 36.08 [

l I . =
. 3697

Initiated onboardings Fully autonomous onboardings Human-assisted onboardings Onboarding volume & autono!
o

™ 26 a8 =

Top time-consuming onboardings

ONB-0000117 Creatio.ai

2 ONB-0000068 Peter Moore
ONB-0000130 John Bes

+  ONB-0000098 Megan Lewis
ONB-0000112 John Best

6 ONB-0000075 Peter Moore

7 ONB-0000087

8 ONB-0000113

) ONB-0000093

Agent confidence rate by statuses

46

End-to-end onboarding
orchestration

Automated data collection
and validation

Faster approvals through
document pre-verification

Dynamic Al-driven
conversational journeys



ASTANA Revolutionizing Dealership
MOTORS  with Al Agents

TIMUR

70% faster 700+ TABAKAEV
customer enquiry sellers using Al Chief Digital
processing agents dally Transformation Officer

ASTANA MOTORS

2 months -> 3 days

drastically faster contract approval
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E Lead for savings account /Alex Carter / Alpha Business

Savingsaccount

o-‘:*ss.s”es

Accountinfy e

OVERViEW TIMELINE

Best-in-Class

CRM and
Industry

Workflows”:. -

Nextsteps (+3] Show on map

& Alex Carter
Lot 2005198834
4§ 155PM + USA, New Yor
\
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Lead for savings account
Alex Carter / Alpha Business

0 ™
@2
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Our Savings Account Solutions

€ Lead for savings account from networking day

Find relevant presentations for the L

I have found the following materials in the corporate Knowledge Base that can be useful:

Buili
ing Wealth: A Deep Dive into Empower Your
‘ I Financial Goals
with Our Exclusive Savings

Best-in-class CRM for sales,
service, and marketing
recognized by Garther and
Forrester

2. Al Agents across every CRM

touchpoint

3. Ready-to-use industry

workflows

7&

The Unlimited
Enterprise
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M Next steps Playbook T Feed @ Attachments

OVERVIEW

83800000 @ 3/13/2026

@]

Contact person

Jordan Anderson
10110972 - 53 Z
326 PM - United Kingdom Metrics

Sales Department Manager

& janderson@alphabusiness.couk CHANGE

Account info

Alpha Business
A&B
1:26 AM - United States

PROCESSING OPPORTUNITY INSIGHTS

Key success metrics are defined and
validated by customer executives.

Metrics were validated by multiple
stakeholders, increasing the credibility of
the business case.

HISTORY

We have not identified the
Champion in this deal.

Review Internal Hierarchy

CREATIO
FREEDOM Ul

New chat

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

This opportunity shows strong alignment with metrics,
but there are several risks

1. No champion identified
There is currently no internal advocate actively
promoting the solution within the customer
organization.

2. Limited stakeholder coverage
The opportunity may require engagement with
additional decision influencers.

Recommended actions

1. Review recent meetings and engage stakeholders to
identify an internal contact who can advocate for the
solution

2. Analyze the customer hierarchy to understand decision
makers and influencers involved in the buying process.

TOOLS

 Leave

Creatio.ai X

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

I've analyzed the latest data from Creatio's historical records and below are
requested metrics:

- Average order amount per service center: $ 50,000
(based on historical performance)

« Total order value (last quarter): $ 200,000

+ Current standard discount:

Considering the projected increase in order volumes and drawing on past
successful arrangements for similarly expanding clients heza

cumulative tiered pricing starting from a baseline of $20Q

different portions of the order value get different discoun|

+ $200,000 - $299,999- 7% (Discount on amount above §
+ $300,000 - $499,999 - 10%(Discount on amount above
+ $500,000 - $999,999 - 15% (Discount on amount above
- $1,000,000 and above - 20%(Discount on amount aboy

in increase the chance to

ve incentives, such
or priority

urable outcomes (e.g
h) from your

PRODUCTIVITY

Q Search

AGENTS

EA| Enrichment agent

DP‘ Daily Planner

MA| Meeting agent

View all agents

CONVERSATION
Today

DealBot

InfoBot

Invoice Helper
Billing Assistant
Invoice Genie
Yesterday

Deal Tracker
Insight Bot
Data Sage
Invoice Assistant

Earlier

ChatBot Alpha

6:45 PM

223 PM

M:56 AM

10:51 AM

943 AM

7:54 PM

423PM

2:41 PM

n:23 AM

1.06.2026 | 5:32 PM

CONVERSATIONAL

DealBot

CRM EXPERIENCE

playbook usually suggests offering a 10% discount at this stage.
We have a few ways to address this:
1. Adjust the discount back to the standard 10% and align with the manager on the reasons.

2. Keep the manager's decision, but double-check the client's specific negotiation details.

3. Schedule a quick call with the manager to clarify any misunderstandings and confirm the next steps.

Which option would you prefer?

D P @

What are the comments about #310?

ti

The manager made a strange decision regarding discounts. Specifically, they deviated from the standard approach—our
playbook usually suggests offering a 10% discount at this stage.

We have a few ways to address this:
1. Adjust the discount back to the standard 10% and align with the manager on the reasons.
2. Keep the manager’s decision, but double-check the client’s specific negotiation details.

3. Schedule a quick call with the manager to clarify any misunderstandings and confirm the next steps.

‘Which option would you prefer?

Funneloverview My KPlsoverview  Current opportunity overview

O P @

CRM
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PSI D

CLAUDIO
RANAUDO

Global Chief Sales
Officer

PSI S

Building an
Agentic Sales Organization

15 2,400

Countries GClobal experts
worldwide
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https://creatiocom-my.sharepoint.com/:v:/g/personal/nick_halden_creatio_com/IQALW7moXgDsQJa4shFBcsNFASgb4YVZypNdNmUJ6bvzTyE?nav=eyJyZWZlcnJhbEluZm8iOnsicmVmZXJyYWxBcHAiOiJTdHJlYW1XZWJBcHAiLCJyZWZlcnJhbFZpZXciOiJTaGFyZURpYWxvZy1MaW5rIiwicmVmZXJyYWxBcHBQbGF0Zm9ybSI6IldlYiIsInJlZmVycmFsTW9kZSI6InZpZXcifX0%3D&e=yPXu4t&isSPOFile=1&xsdata=%3D&sdata=SDA1SXVyekxlMHRxV3lOOU0zU2oxeEhSK3pQYnNia1pMV2ZxNFl6cVVGTT0%3D&ovuser=7b5ca2fb-a643-4385-8b39-36934270c716%2Cv.rudenko%40creatio.com

¢

Transtforming
Distribution at
Lightning Speed

90days

to replace Salesforce
and ServiceNow

TONYA
MOORE

Senior Director
Sales Operations

SPRICHARDS (O




SEBASTIE
FORGET

President & Owner,

@ Solutions Metrix

ADVISORY EXCELLENCE. INNOVATION IN ACTION

THE FUTURE IS INDUSTRY-SPECIFIC

70%

of enterprises will use
industry cloud platforms
by 2027

15%

— .

2023 2027

- Top Strategic Technology Trends: Industry Cloud Platforms, Gartner

BARNEY
HOLMES

SVP CRM,

Bits In Glass

Unlock Your Potential
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Senior Analyst,

Banking
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One

Platform:
Al-Native Engine =+

No-code Designers

S

O

Lead

( AI

©®

Revenue

. Al-native engine: build 10X faster with

coding agents and the most modern Al
stack

. Advanced No-Code designers to streamline

visual configuration

. Open and composable: use any LLM,

embed any component into the composable
architecture of Creatio

. Enterprise-grade scale and governance:
controls, compliance, and observability for
safe execution o~

The Unlimited
Enterprise




CRM Applications and
Assistive Agents

+ QOlivia Johnson, Alpha Business

¢ o= Hot_leads =

Upsell potential = i sdd tag B Attachmends

© et staps ¥ Blaybook f Feed

CVERVIENY PROCESSING SALES PRODUCTS HISTORY MEWS ENGAGEMENT

Olivia Johnson

Duys freaim the Last oo Rensaal in

& 120 days

Customer need

Platinwm cand -

Contact
Olivia Johnson

Account
Alpha Busines
MNext best offers

Engagemment

Forms sulbmit (kast 3 ma) Curation of last visit, sec

[ ] z i T

al @ O -]

& The Clivia Johnson customer data

‘What was Olivia Interested in when she
last visited our website?

£

1. Reviewed business-relevant rewards [fuel, advertizing,
travel spend).

2. Spent considerable time on insurance and coverage,
typical for financially cautiows entrapreneurs.,

3, Viewed eligibility criteria, suggesting he is checking his
qualification likelihood,

&, Dpened prequalification form ke Ald st semeaee

Industry Workflows and

Lead for savings account %

Next steps (+3) Show on map Foed Attachments (1)

Alex Carter
20/051988 « 34
155 PM + USA, New York

“ ® =
Customer heed

Savings account

Job Title
CEO

ﬁ E pass

Commercial to

Referral Agent
Wealth Process

Initiation

Integration
Data Pull
kick off

Agents

a ©

0 Lead for savings account 03:45 PM
Alex Carter / Alpha Business

0 Sales KPt 03:34 PM
Sales KPP Snapshot: Weekly Performance
Overview with Team

O Quotes

erdue Quotes: Immediate Foliow-Up

quired

0 Upsell 0251 PM

Upse partunities identifying Potentia

Referral Score
Reasoning

€ Lead for savings account

Clean
P ower

Present
Successful
Results to User

d the best &

base materials

to prepare for the meeting with this lead.

Revolution
of energy

Accept pr Deny
Successful
Results

¥

®

Log Results in
Dashboard

Accept

ai

Draft Email for

Referral

Introduction

1

®

Log Results in

Dashboard

Custom Applications and Agents
built with Coding Agents

a @
Cases

W Folders @ Showclosedcases W Tag Q) Search E Summaries + o

Service performance overview -

Hueerage resolution tirme. Cwerdue cases (response]
0 403 o9
Firgt

a

Cases by service

ACh FeRoluTion, Cases mumber of evaluated cases

o 55
Planned vs Actual resolved cases

CaUSE,
@ Planned 1o resobk

- e
the eouiom

& Client Interaction Summary

| feel like our customer request

processing times are getting slower again.

But I'm not sure what's causing it.

ol AM

Ive detected a recufring issue — the billing module slows
down during Monday report genaration. That's the root

Canwe prevent it?

HaET AM




€2 Business rules Edit page @ ~ @ e +5 “a o~ ©® Preview Cancel ( dl )
‘ Q Search component
¢ Olivia Johnson [

\ ‘\-
NEW ATTRIBUTES A 0 VIP x Key Account X ABM Campaign X +4 Add tag Next steps (+3) Feed (15) Show on map Attachments (1)

[~ #] Next best offer

Lookup Date/Time  Encrypte... +4 best offers

<4+ Add datasource

INTERACTION SUMMARY TIMELINE COMMUNICATION ADITIONAL INFO ATTRACTION SALES SERVICE

i

Engagement

REQUESTS 2% cash back on eligible

0,
supermarket net purchases 89 /0
WIDGETS credit limit - 20 000$ relevantce Forms submit (last 3 mo.) Duration of last visit, sec Site visit dynamics & Forms submit dynamics

Credit cards ®2 O 324

COMPONENTS
Last site visit Average duration, sec /_\_/-\/-—/

o= - . v v - : .
@ 07.12.2022 © 20324 07:00 08:00 09:00 10:00 11:00 12:00 13:00

Olivia Johnson

Button List Expanded...
01.01.1990 (32) * Canada

Email nurturing

Send emails (last 3 mo.), Emails d

@19

Acco
- @ m— Alphzg 5 Open (last 3 mo.), %
OK
Full jd =4 15

Actionda.. Timeline Mark ordinator Clicks (last 3 mo.), %

Email 0 94
olivia dgmail.com

Teleg
@oli

Expansio... Linkd

o Maturity criteria




Creatio

Q Search navigation

Agent Studio

. Agents

. Prompts

Connectivity

%i Integrations

. Channels

=
. Telephony = - —
BB ST \”@\] THROUGHPUT I/"\r ) APPROVALS WAITING ‘@) DENIED TODAY (A\'

@ oo 80% | 52K 14 8

Governance blocked

:
' A
1111/

'

i@ Northstar Bank demo 10 agents

1l

!
fv

8/10 online now Open agents 60M tokens / 24h Open usage 8 high-risk, 6 medium  Open approvals Open decisions

Policies

‘ LN
\ ;\,\\‘\ \ \‘\\
RSN v ?_\ R \\\\\
AR S AN
- e —— ~
- sv&:‘\ :
N 1-.\ .

B e &
e i

Decisions

fan

Runtime

Observability



AI-NATIVE INNOVATION WITHOUT THE SPRAWL

Unmanaged sprawl creates security risks, leaves
Ware deployed as zombies with unknown

KEN urce consumption.

PARMELEE

Principal Analyst,

mportant to start on a platform providing
a ) rity, scalability, and management for the
things that are created.”

FORRESTER

- Forrester, AppGen Is Eating Low-Code — What It Means To You, Feb 5, 2026



Powering Mobile-First
Field Operations

CHRISTOPHER
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Unlimited

Growth

1. Unlimited users
2. Unlimited custom agents
3. Unlimited applications

4. Unlimited workflows

5. Unlimited custom objects
and API calls

The Unlimited
Enterprise
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THE ECONOMICS OF SAAS ARE CHANGING

88« 2% %

of organizations are experimenting expect significant

already use Al with Al agents agent adoption by
2027

SaaS was built around human poroductivity
Al is built around scale.

» '. » L ,' ’ '\ ‘
4 o'. . al o . ] L . . : . .

s

SEAN
CANTWELL

Co-Founder and

Managing Partner,

VOLITION

CAPITAIL
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Micky
Woolridge

Director of Core Systems
and Development

gl
Z

Accelerating Digital
Transformation
with No-Code an

o Limits =il Y g
AVA'LABLEllNCI.HIooM;‘ "DER &y g — - - —

= Sty Your dream k,::chil;.MBR’DGE

8,300 850+

Users Depots

Scaled With No Limits on '
Creatio Unlimited /




i< ph_.

EMeria :
Replacing Legacy
Technology to
Remove Limits VIKAAS
B YOUNIS
%L? Chief Information
= | = . Officer,
‘ ~ Replaced Creatio 1,200
Salesforce Unlimited Users onboarded
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