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Executive Summary

The next generation of enterprise Al will not be defined solely by larger language models or
increasingly sophisticated autonomous agents. It will be defined by the platforms that enable
organizations to operationalize intelligence safely, govern it consistently, and expand it continuously

across the enterprise.

Inflexis is built for that inflection. The Inflexis Enterprise Al Operating Model™ combines five elements
that most competitors offer only in isolation: enterprise Al infrastructure, a governance-first architecture,
industry-specific transformation roadmaps, reusable intellectual property, and a partner-driven
marketplace. Together they form a single, coherent business model rather than a collection of features.

The strategic insight behind the model is that these elements are not independent. They reinforce one
another. Every customer deployment enriches the platform with reusable assets; every reusable asset
lowers the cost and shortens the time of the next deployment; every partner engagement extends
delivery capacity; and every expansion deepens a customer’s reliance on the platform. The result is a
business that becomes stronger and more efficient with scale rather than more complex and more costly.

That structure produces what we call a compounding economic engine. Annual Recurring Revenue (ARR),
Net Revenue Retention (NRR), Gross Margin, Customer Lifetime Value (LTV), and the company’s
proprietary intellectual property are designed to grow together rather than in tension. Revenue expands
as customers progress through a structured maturity journey; margins improve as a rising share of each
engagement is delivered from reusable assets; and retention strengthens as governance, enterprise
knowledge, and operational integration raise switching costs.

This white paper explains each component of the operating model in depth, shows how the components
interlock into the Inflexis Value Creation Flywheel™, and frames the operating metrics that matter to
investors as deliberate design objectives of the model. It closes with the competitive moat that results
and the long-term vision that the model is built to realize.

This thesis is grounded rather than theoretical. Inflexis holds letters of intent from named organizations
across three distinct verticals, enters through a large and rapidly inflecting mid-market, and monetizes
through a land-build-subscribe model engineered for expanding margins. The sections that follow set out
the market opportunity and sizing, the early commercial validation, the illustrative economics, the team,
and the investment ask.

Our objective is not to build another Al company. It is to establish the operating
model through which enterprises design, govern, deploy, and continuously evolve
artificial intelligence for the next decade.
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The Enterprise Al Market Inflection Point

Enterprise interest in artificial intelligence has moved decisively from experimentation to expectation.
Boards now ask not whether their organizations will adopt Al, but how Al will operate across the
enterprise, who will govern it, and how its value will be measured. The conversation has shifted from
isolated use cases to enterprise-wide operating questions — and that shift is the inflection point on which
the Inflexis thesis rests.

The first wave of enterprise Al was defined by capability: which model is most powerful, which copilot is
most fluent, which agent is most autonomous. That wave is commoditizing rapidly. Models change on a
monthly cadence, agent frameworks proliferate, and any individual capability is quickly matched.
Capability alone is therefore an unstable foundation on which to build a durable enterprise business.

The emerging wave is defined by operationalization. Enterprises are discovering that the hard problems
are not building a clever demonstration but running Al in production: connecting it to systems of record,
governing what it is permitted to do, measuring whether it delivers value, retaining institutional
knowledge as models are swapped underneath, and expanding from a first success to a portfolio of
capabilities without re-architecting each time. These are operating-model problems, not model problems.

This is the same transition that defined previous platform eras. The value in cloud computing did not
accrue to whoever had the fastest server, but to whoever provided the operating layer on which
everything else ran. The value in enterprise workflow did not accrue to whoever automated a single task,
but to whoever became the system through which work was organized. Enterprise Al is now reaching the
equivalent moment, and the durable winners will be those who provide the operating layer rather than
any single capability.

Capability is becoming a commodity. The operating model is becoming the moat.

Why Current Al Strategies Fail

Most enterprise Al strategies underperform not because the technology is inadequate, but because the
strategy addresses a single layer of a multi-layer problem. Understanding these failure modes clarifies
why an operating-model approach is necessary.

They compete at one layer

The market is crowded with vendors who sell an application, an agent, a copilot, or an advisory
engagement. Each competes at a single layer of the stack. A copilot improves a task; an agent automates
a process; a consultancy delivers a project. None of them answers the enterprise’s actual question — how
intelligence should be created, governed, deployed, measured, and expanded across the whole
organization. A single-layer answer to a whole-lifecycle question leaves the customer to integrate, govern,
and sustain the result themselves.
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They deliver projects, not journeys

Project-based Al has a beginning and an end. Once the deliverable ships, the engagement cools and
momentum is lost. The customer is left without a structured answer to the most important question —
what comes after the first success — and the vendor is left re-selling from a standing start. This pattern
caps revenue, suppresses retention, and converts what should be a compounding relationship into a
series of disconnected transactions.

They treat governance as an afterthought

When governance, security, and auditability are bolted on after deployment, Al stalls at the proof-of-
concept stage because it cannot be trusted in production. Risk, legal, and security functions become
blockers rather than enablers, and the most valuable use cases — those touching regulated data and core
operations — never advance. Trust cannot be retrofitted; it must be architected from the outset.

They rebuild from scratch every time

Custom-built Al does not accumulate. Each engagement begins at zero, repeats work performed for prior
customers, and leaves no reusable asset behind. Delivery cost stays high, implementation velocity stays
low, and margins never improve with scale. A model that does not capture and reuse its own output
cannot compound.

They demand replacement rather than augmentation

Strategies that require ripping out existing systems collide with the single greatest source of enterprise
friction: the fear of replacement. Chief information officers have learned to distrust “rip and replace”
promises, and rightly defend the systems and data their organizations depend on. Any strategy that begins
by threatening the existing estate inherits a long, defensive sales cycle before value can be demonstrated.

The Inflexis Enterprise Al Operating Model™ is engineered specifically to avoid each of these failure
modes. The sections that follow describe how.

The Inflexis Enterprise Al Operating Model™

Inflexis does not sell an Al application, an agent, or a copilot. Inflexis provides the operating model
through which an enterprise runs artificial intelligence — the infrastructure, governance,
methodology, reusable assets, and marketplace that together determine how intelligence is created,

deployed, orchestrated, measured, and continuously improved.

Reframing the offering from a product to an operating model changes the nature of the opportunity.
Instead of asking a customer “what agent do you need?” — a small, replaceable purchase — the model
asks “how should Al operate inside your enterprise?” That is a board-level question attached to a far larger
and more durable budget.
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The operating model is composed of seven interlocking components, each of which is examined in detail
in the sections that follow:

e AlXaaS™ — Enterprise Al Infrastructure. The durable foundation layer that outlives any individual
model, agent, or framework.

¢ Governance-First Architecture. Trust, security, and auditability built in from the outset, so Al can
be deployed where it matters most.

¢ LaunchPad™. A focused, low-risk entry point that solves one high-value problem with a fast,
measurable outcome.

¢ The Continuum™. A structured transformation journey and maturity model that defines what
comes after the first success.

¢ Industry Expansion Roadmaps. Sector-specific progressions that convert early adoption into
recurring, expanding revenue.

e Pattern Asset Registry™. A growing library of reusable enterprise Al intellectual property that
lowers delivery cost with every deployment.

* Nexus Al Xchange™. A partner-driven marketplace that introduces network effects and extends
delivery capacity beyond Inflexis itself.

Crucially, these components are not a menu of independent products. They are designed as a system in
which each element strengthens the others. That systemic design — not any single component — is the
source of the model’s defensibility and of the compounding economics described later in this paper.

AlXaaS™ as Enterprise Al Infrastructure

The foundational decision of the Inflexis model is to position AlXaaS™ as enterprise Al infrastructure rather
than as an application, agent, or copilot. This is the most consequential choice in the strategy because it
determines the size, durability, and defensibility of everything built on top of it.

Infrastructure outlives capability

Applications, agents, and models are transient. Large language models are replaced on a rapid cadence;
agent frameworks rise and fall; today’s state-of-the-art capability is tomorrow’s baseline. Infrastructure,
by contrast, persists across these generations. The enterprises that came to dominate prior technology
eras did so by owning a durable layer: Microsoft through Windows, Amazon Web Services through cloud,
Snowflake through data, and ServiceNow through workflow. Inflexis is built to own the equivalent layer
for artificial intelligence.

Because AlXaaS™ sits beneath the volatile capability layer, the model is insulated from the churn that
destabilizes capability-led competitors. When a superior model or agent framework emerges, it becomes
another component orchestrated by the infrastructure rather than a threat to it. The customer
relationship, the governance posture, the accumulated knowledge, and the reusable assets all remain
intact while the underlying technology is upgraded.
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A larger and more durable opportunity

Selling infrastructure rather than applications expands the addressable opportunity. An application sale is
bounded by a single use case; an infrastructure relationship spans the enterprise and grows as the
organization’s Al maturity increases. It also changes the buyer: the conversation moves from a line
manager selecting a tool to senior leadership deciding how Al will operate across the business. That
elevation is the precondition for the expansion, retention, and switching-cost dynamics that drive the
model’s economics.

A model-agnostic foundation

AlXaaS™ is deliberately model-agnostic. The platform treats foundation models as an interchangeable tier
beneath it: the same governance, knowledge, and execution layers run on whichever model — from any
major provider — is best suited to a given task, and a model can be swapped without re-architecting the
deployment. This decouples the customer’s operating model from any single vendor’s pricing, availability,
or roadmap, and turns each new frontier model into an upgrade the platform absorbs rather than a threat
it must survive.

Governance as the Foundation for Enterprise Trust

In the Inflexis model, governance is not a compliance feature added at the end. It is the architectural
foundation on which enterprise trust — and therefore enterprise-scale adoption — depends. Al that
cannot be governed cannot be deployed where it creates the most value, and value that cannot be trusted
is never realized.

Why governance gates adoption

The use cases with the greatest enterprise value almost always touch regulated data, core systems of
record, or consequential decisions. These are precisely the domains where unmanaged Al is unacceptable
torisk, legal, and security stakeholders. When governance is absent, projects stall indefinitely at the proof-
of-concept stage, blocked by the very functions whose approval they require. A governance-first
architecture inverts this dynamic: by making oversight, access control, auditability, and policy
enforcement intrinsic to the platform, it turns risk and security functions from blockers into sponsors.

Governance as a strategic asset

Beyond unlocking adoption, governance is a durable source of differentiation and defensibility. A
consistent governance framework applied across every deployment becomes part of how the enterprise
operates, deeply embedded in policy, audit, and control processes. That embedding is extremely difficult
for a customer to unwind and for a competitor to replicate, and it is a primary contributor to the switching
costs that underpin Net Revenue Retention. Governance, in other words, is simultaneously the key that
unlocks the enterprise and the lock that secures the relationship.
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Governance enforced at the level of every output

Governance is enforced at the level of individual outputs, not only at the level of policy. Each response
carries a confidence assessment, and when confidence falls below a configurable threshold — or the
request is ambiguous — the system holds the output rather than acting on it, routing it for human review
instead of returning an answer it is not sure of. A system that recognizes the limits of its own certainty is
the practical core of governance-first design: it is what keeps low-confidence output from reaching a
customer or a transaction unchecked.

Held cases surface in an administrative console where a designated reviewer can see why an output was
flagged, resolve it, and feed the resolution back into the system. This human-in-the-loop control is what
makes “augment, don’t replace” operational rather than aspirational: the platform handles what it is
confident about and escalates the rest to a person, with a clear audit trail of every intervention.

LaunchPad™: Reducing Customer Acquisition Friction

Customers do not buy platforms. They buy problems solved. LaunchPad™ is the commercial expression
of that truth.

LaunchPad™ is a focused entry point that solves one high-value problem with a fast, measurable outcome.
Rather than asking an enterprise to commit to a large, multi-year transformation before any value is
proven, LaunchPad™ delivers a concrete result in a short, defined window. This reframes the buying
decision from a high-risk capital commitment into a low-risk, outcome-based engagement — a far easier
decision to approve.

The economic effect: lower CAC, shorter cycles

By lowering perceived risk and narrowing scope, LaunchPad™ directly reduces Customer Acquisition Cost
and shortens the sales cycle. A measurable outcome in a defined timeframe requires less procurement
friction, less committee deliberation, and less up-front justification than an enterprise transformation
program. The same focused offering also reproduces across sectors: a knowledge-assistant pattern, for
example, addresses an immediate, recognizable need in construction, education, customer service, and
healthcare alike, so each new vertical becomes a re-application of a proven solution rather than a build
from first principles.

The wedge that opens the journey

LaunchPad™ is deliberately the first turn of the flywheel. The initial engagement is designed not as an
endpoint but as a beginning — a credible, low-risk demonstration of value that establishes the platform
foothold, proves the governance posture, and earns the right to the structured expansion that follows. It
is the mechanism by which Inflexis converts interest into an installed base efficiently and at scale.
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The Continuum™: A Structured Al Transformation Journey

Where most vendors deliver a project and depart, Inflexis sells a journey. The Continuum™ is the
structured transformation pathway and maturity model that defines how an enterprise advances from its
first success to enterprise-wide Al maturity. It is the answer to the question every customer eventually
asks — “what happens after Phase 1?” — provided before they have to ask it.

What customers are really buying

Enterprises adopting Al are buying confidence as much as capability: confidence that there is a coherent
plan, that each step builds on the last, and that the organization will not be stranded after an initial
deployment. The Continuum™ supplies that confidence by laying out a deliberate progression of capability
and an accompanying maturity model against which leadership can measure where the organization
stands and where it is going.

A measurable maturity model

Because the Continuum™ is structured, progress along it can be measured. A maturity assessment gives
executives a concrete, benchmarkable view of their organization’s Al maturity over time — a score that
demonstrates progress, justifies continued investment, and creates a natural, evidence-based trigger for
the next stage of expansion. The journey is therefore not only a delivery methodology but a retention and
expansion instrument: each measured advance in maturity is a prompt for the next engagement.

Competitors sell what Al can do today. The Continuum™ sells where the enterprise
is going — and how it will get there.

Concept to code: from defined need to deployable logic

At the upper stages of the Continuum™, the platform extends from orchestrating models to generating
execution logic itself — a productized, governed path from a defined business concept to working,
deployable agent logic. This is a repeatable platform capability, not bespoke engineering: requirements
are captured against the customer’s governed knowledge base, the platform drafts and assembles the
execution steps, and every generated artifact passes through the same human checkpoints and policy
controls as any other output before it goes live. The aim is to compress the build cycle without removing
oversight — automating the path to deployment, not accountability for it.

Industry Expansion Roadmaps: Converting Adoption into Recurring
Revenue

Industry Expansion Roadmaps translate the Continuum™ into sector-specific terms and are the primary
engine of recurring, expanding revenue. Each roadmap charts a progression of business capabilities
tailored to a given industry, beginning from the foundation a customer already owns and advancing
through successive stages of value.
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A progression of compounding value

A representative roadmap advances an organization through escalating tiers of capability — from
establishing visibility into its operations, to predicting outcomes, to automating actions, to enabling
decision intelligence, and ultimately to operating as a cognitive enterprise. Each stage delivers standalone
value while laying the groundwork for the next, so that expansion feels to the customer like the natural
continuation of a journey already underway rather than a fresh purchasing decision.

Different roadmap, identical platform

The strategic elegance of this design is that every industry roadmap is different while the underlying
platform is identical. The sector-specific intelligence, sequencing, and outcomes vary; the infrastructure,
governance, and reusable assets beneath them do not. This combination — high apparent customization
with high underlying standardization — is what makes the model extraordinarily scalable. Inflexis can
present a bespoke journey to each industry without rebuilding the platform for any of them, so revenue
expands account by account while delivery cost per expansion falls.

The effect on the customer relationship is decisive. Rather than purchasing isolated projects, customers
progress continuously through a structured pathway, and Annual Recurring Revenue grows organically as
they do. Expansion becomes a designed outcome of the model rather than an act of repeated
salesmanship.

Pattern Asset Registry™: Building Reusable Enterprise Al
Intellectual Property

Every implementation creates reusable assets. The Pattern Asset Registry™ is where the economics of

the model become compelling.

In a conventional services model, each customer engagement is custom-built and then finished, leaving
nothing behind that accelerates the next. The Pattern Asset Registry™ breaks that pattern. Every
deployment contributes reusable assets — patterns — to a growing registry, so that the next engagement
begins ahead of where the last one started. Customer A’s solution yields a reusable pattern that
accelerates Customer B; Customer B yields patterns that accelerate Customer C; and so on indefinitely.

Intellectual property that appreciates

These assets should not be thought of as mere reusable components. They are enterprise Al intellectual
property that appreciates with use. Each deployment increases the value of the registry, and a richer
registry lowers the cost and shortens the time of every future deployment. This is the precise mechanism
by which platform reuse improves Gross Margin and implementation velocity simultaneously: as a rising
share of each engagement is delivered from the registry rather than from custom development, the
marginal cost of delivery falls while the speed of delivery rises.
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A proven path to dominance

This is the same dynamic that allowed prior platform leaders to dominate their categories. ServiceNow
did not win through software alone; it won through the accumulation of reusable workflows that made
each subsequent implementation faster and cheaper than the last. The Pattern Asset Registry™ applies
that logic to enterprise Al, converting the company’s delivery history into a compounding and defensible
intellectual-property asset that competitors cannot replicate without performing the same years of
accumulated work.

Operational intelligence: capturing every interaction

Every interaction the platform handles is captured and evaluated — not as generic analytics, but as the
raw material of the compounding moat. Each resolved case, each human correction, and each successful
workflow becomes a candidate pattern that can be governed, generalized, and added to the reusable
asset base, so the system serving the ten-thousandth interaction is measurably better than the one that
served the first. This is the mechanism beneath the claim that every customer makes the platform more
valuable. Capture is governed and permissioned, under the same compliance controls applied to all
customer data.

Nexus Al Xchange™: Creating Marketplace Network Effects

The Nexus Al Xchange™ extends the model beyond what Inflexis builds itself by turning the platform into
a marketplace — in effect, an Al App Store for the enterprise. Through the Xchange, certified partners
contribute, certify, and monetize reusable enterprise Al assets, dramatically extending both the catalog
available to customers and the capacity available to deliver it.

A growing catalog of partner-contributed assets

Partners contribute a broad range of reusable assets to the marketplace, including:

e Industry Packs that encode sector-specific intelligence and accelerate deployment in a given vertical
e Workflow Packs that standardize common enterprise processes

e Prompt Packs and Agent Packs that supply tested, governed building blocks

e Governance Packs that extend policy and control to new domains

e Dashboards, Telemetry Packs, and Knowledge Packs that provide visibility, measurement, and

institutional knowledge

The network effect

Each asset added to the Xchange makes the platform more useful, which attracts more customers and
more partners, which in turn produces more assets. This is a classic network effect: the marketplace
compounds in value as it grows, and that value accrues to the platform that hosts it. Over time, the
marketplace can become more valuable than the platform itself — just as an application ecosystem can
eventually eclipse the device that runs it. The Xchange also multiplies delivery capacity, since certified
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partners deliver standardized solutions using proven methodologies, lifting partner productivity and
allowing the business to scale beyond the constraints of its own delivery organization.

The Investor Flywheel: How Every Customer Strengthens the
Platform

The components of the operating model are not independent ideas. They reinforce one another in a

self-perpetuating loop — the Inflexis Value Creation Flywheel™.

The flywheel is the heart of the investment thesis. It describes how the ordinary activity of serving
customers makes the business progressively stronger, cheaper to operate, and harder to displace. Each
turn of the wheel lowers the cost and raises the value of the next turn.

LaunchPad™

More Patterns ARR Expansion

Pattern Asset

Higher NRR
B Registry™

Economic

Engine

Nexus Al

More

Customers Xchange™

Lower Delivery
Costs

Increased
Partner Capacity

Higher Gross
Margins

The Inflexis Value Creation Flywheel™

Reading the loop in sequence: LaunchPad™ acquires a customer efficiently and at low risk. That customer
progresses through Industry Expansion Roadmaps, driving ARR expansion. Each deployment contributes
to the Pattern Asset Registry™, and the most valuable patterns are certified and distributed through the
Nexus Al Xchange™. The growing registry and marketplace lower delivery costs, which raise Gross
Margins. Higher margins and a richer marketplace increase partner capacity, which brings in more
customers. Deeper adoption and rising switching costs lift Net Revenue Retention, every new deployment
produces still more patterns, and the loop repeats — each time from a stronger position.

The defining property of the flywheel is that it is self-reinforcing. A competitor can copy any single spoke
— a copilot, an agent, a marketplace listing — but cannot copy the accumulated momentum of the whole
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wheel, because that momentum is the product of years of compounding deployments, patterns, and
partner relationships that must be lived rather than bought.

Market Opportunity & Sizing: Beachhead to Expansion TAM

The beachhead is deliberately narrow and the expansion path is deliberately large. Inflexis enters
through a single, universal mid-market problem and expands, account by account, across an

enterprise spend base measured in the tens of billions of dollars.

The beachhead: the LaunchPad wedge

The entry point is the Mid-Market Operational Intelligence LaunchPad™ — a fixed-scope, 90-day pilot that
solves the single most pervasive mid-market problem, knowledge fragmentation, with a governed
Knowledge Assistant over content the company already owns. The wedge is universal rather than vertical:
because it targets operational friction common to every industry, the same pilot lands in manufacturing,
distribution, financial services, healthcare, professional services, and contact-center operations alike,
which makes the beachhead broad and the deployment highly repeatable.

The universe is large and well-defined. According to the National Center for the Middle Market, roughly
200,000 U.S. firms generate between S10M and $1B in revenue, representing about one-third of private-
sector GDP and some 48 million employees. Inflexis targets the $10M-$200M band — the large majority
of that population by count, and precisely the segment with the least internal IT depth to build governed
Al on its own. The timing is favorable: the Center’s year-end 2025 indicator reports that a majority of mid-
market companies now plan to invest in intelligence and Al tools in the near term, up sharply from six
months earlier, with Al their leading destination for investment dollars.

The expansion: from wedge to platform

The LaunchPad is the land; the Continuum™ is the expand. Each account progresses through expansion
waves on the same platform, so the revenue that defines the opportunity is not the pilot fee but the
matured, multi-wave relationship. In the mid-market, a typical first operational-intelligence expansion
wave runs roughly S180K—5450K, with later waves — governance, predictive intelligence, and governed
automation — layering additional recurring revenue on top. The same dynamic plays out in each
specialized vertical.

Illustrative market sizing

e e e

U.S. mid-market firms, $10M-$1B revenue (Inflexis targets

Beachhead universe the $10M—$200M band) 200,000 firms
C s AL )
Serviceable subset Conservative ~10% near/mid-term ICP fit (sponsor, content ~20,000 firms
access, budget)
s i 1~$1 —
Mature account value Within observed ranges (mid-market Wave 1 ~$180K: ~$250K ARR

$450K; contact-center medium ~$350K ARR)
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e e T

Serviceable revenue

opportunity ~20,000 firms x ~$250K ARR ~$5B / year

At 1-2% penetration Early-scale capture of the serviceable opportunity ~$50M-$100M ARR

lllustrative figures. The universe figure is sourced; the serviceable subset, account value, and penetration are planning
assumptions shown to make the arithmetic transparent, not forecasts. Inflexis presents no invented results.

The first specialized vertical: contact center and CX

The wedge specializes first into the contact center — mid-market to enterprise customer-experience
operations of roughly 150 to 2,000+ agent seats, including in-house service organizations and business-
process outsourcers across financial services, insurance, telecom, healthcare, and retail. As in
construction, the buyer wants executive capabilities rather than another point tool: higher first-contact
resolution, lower average handle time, consistent quality coverage, continuous compliance, and defense
against fraud — each delivered on the same governed platform, beginning with a Customer Experience
Knowledge Assistant that agents query during live interactions.

The pain is acute and worsening. Agent turnover runs 40-45% a year, first-contact resolution sits around
70% — roughly one in four contacts has to call back — and only a small fraction of interactions ever receive
a quality review, while most account-takeover fraud now originates in the contact center and is rising.
Replacing a single agent costs an estimated $10,000-$20,000, so a 100-agent operation at industry
turnover already spends $400,000-$800,000 a year on churn alone. These are board-visible costs the
governed intelligence layer is built to reduce.

The relevant spend pools are large and compounding because the intelligence layer rides on top of the
systems an operation already runs rather than replacing them. The U.S. contact-center-as-a-service
market alone was approximately $1.96B in 2025 and is projected to reach roughly $12.5B by 2035; the
broader U.S. call-center industry is on the order of $28.5B, within a global market projected to approach
$496B by 2027.

Commercially, the contact center follows the same land = build = subscribe shape. A creditable paid
assessment opens the relationship, a one-time build stands up the governed knowledge layer, and a
recurring intelligence layer — priced per seat above the systems the operation already runs — grows as
the account matures through operational visibility, continuous compliance and fraud defense, quality
intelligence, and governed routing and workflow. For a representative mid-size center the economics are
summarized below; the detailed value-pool and Economic-Gate math appears in the Business Model

section.
Stage for a representative mid-size center (~300 seats)
LaunchPad assessment (creditable, one-time) $35K-$75K
Build / implementation (one-time) S90K-$250K
Recurring intelligence layer — Foundation (ARR) ~$350K (segment range $250K—$600K)
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Indicative value

Stage for a representative mid-size center (~¥300 seats)

Expansion (visibility, compliance & fraud, quality, routing) grows ARR along the Continuum™
Two-year contract value (recurring minimum) ~$700K (range ~$500K-$1.2M)
Annual customer value pool at that scale S1M+ — clears the Economic Gate

As in heavy civil, the durable asset is the Customer Experience Industry Intelligence Pack — the knowledge
models, TCPA, HIPAA, and PCl governance packs, CX dashboards, and certified workflow patterns
(compliance monitoring, account-takeover detection, after-call work) that each engagement deepens and
registers in the Pattern Asset Registry™. Every regulated center the platform enters starts from those
proven assets, so each deployment is faster, cheaper, and lower-risk than the last. Inflexis monetizes this
premium governed-intelligence layer above existing spend — and the same logic repeats in every vertical
the LaunchPad enters, which is what turns a narrow wedge into a large total addressable market.

A second specialized vertical: heavy civil construction

The same wedge specializes into heavy civil and heavy-highway construction — earthwork, paving,
utilities, bridge, and infrastructure contractors, and self-perform general contractors with significant field
operations. The LaunchPad targets contractors of roughly $25M-$250M in revenue, with the expansion
profile reaching toward $1B. What these buyers want is not another construction application but a set of
executive capabilities: more accurate estimating and bids, protected project margin, preserved
institutional knowledge, recovered change orders, real-time executive visibility, and safer jobs — each
delivered on the same governed platform.

The timing pressures are acute and well documented. A skilled-labor shortage affects more than 80% of
North American contractors, a retirement wave is draining decades of senior estimating and field
expertise, and the majority of large projects still run over budget and behind schedule. Contractors are
responding by adopting Al that predicts risk and eases the widening talent gap — demand that favors a
governed intelligence layer over the project knowledge a contractor already owns.

The relevant spend pools are large and growing. The construction-technology market is on the order of
S6.4B in 2026 and is projected to rise toward $11.5B by 2031, with infrastructure and heavy-civil
contractors its fastest-growing segment; the construction-management-software market is roughly
$11.6B in 2026, growing toward $17.8B by 2031, led by North America, with mid-size S$50M-5500M
projects the largest share of deployments. As in every Inflexis vertical, the platform monetizes a premium
governed-intelligence layer above that spend rather than replacing it.

Commercially, heavy civil follows the same land = build = subscribe shape. A productized LaunchPad —
a fixed-fee assessment from $15K to S60K, backed by a value commitment to identify at least ten
prioritized opportunities worth a multiple of the fee — converts into a recurring relationship that typically
reaches a three-year customer value of $350K—$700K as the contractor advances through five business-
capability waves.
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Stage in the engagement Indicative value

LaunchPad (Express / Professional / Enterprise) S$15K / $35K / $S60K fixed fee
Foundation deployment (one-time) S60K—$100K

Foundation recurring revenue $36K—S60K / year
Production expansion +$40K—$80K ARR

Agentic operations +$75K-$150K ARR

Industry Intelligence & Governance Packs +$45K-$135K ARR

Typical three-year customer value $350K-$700K

The most valuable asset built in each engagement is not any single application but the Heavy Civil Industry
Intelligence Pack — the estimating, project, equipment, safety, and profitability ontologies, knowledge
graph, KPI models, dashboards, workflow templates, and governance packs that capture how the work
actually gets done. Because it is reusable industry intellectual property rather than account-specific code,
each deployment deepens it, enriches the Pattern Asset Registry™, and makes the next contractor faster
and cheaper to win — the compounding-margin and defensibility dynamic at the heart of the thesis. Heavy
civil construction and contact-center operations are the two fully productized verticals today, and the
same wedge-and-expand pattern — already validated commercially in faith fintech, coaching, and
hospitality — extends to financial services, healthcare, legal, manufacturing, and K-12 education, each
producing its own Industry Intelligence Pack on the shared platform.

Sources: National Center for the Middle Market (firm count, Al-investment intent); Precedence Research (U.S. CCaaS market) and industry call-center
data; Mordor Intelligence and Fortune Business Insights (construction-technology and construction-management-software markets, heavy-civil growth,
contractor labor shortage). Account-level ranges drawn from the Inflexis mid-market, call-center, and construction expansion playbooks and pricing
models.

Early Commercial Validation: Letters of Intent & Proof Points

The model is no longer purely theoretical. Inflexis holds letters of intent from named organizations
across three distinct verticals — each naming Inflexis as preferred provider, each with budget
allocated pending a definitive agreement, and each expressly permitting disclosure of the relationship

for investor discussions.

These are non-binding letters of intent rather than closed contracts, and the figures are the parties’ own
planning estimates. What they demonstrate is the three things investors most want to see ahead of scale:
real buyers, allocated budget, and a repeatable motion that already spans multiple industries on a single
platform.

Three letters of intent across three verticals

e Hark (ARKFLOW, Inc.) — faith-based financial technology. A Faith-Governed Financial Operating
System on AlXaaS™. Year-1 deployment of $150K-$250K plus $50K—$125K of recurring revenue, a
two-year contract value of $325K-S500K, 5,000+ users in Year 1 scaling toward 25,000+, projected
ROI of 3-8%, and an MVP targeted at roughly four months.
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e Kings Within — coaching and personal development. A Coaching Intelligence and Member
Engagement Platform. Expected recurring revenue of $75K—$150K, a Year-1 contract value of
$125K-$200K and multi-year potential of $250K—$500K+, targeting 15-30% membership growth
and 15-25% lower administrative effort, with projected ROI of 3—-8x.

¢ FedShark — restaurant operations and hospitality. Al voice ordering, automated purchasing and
inventory, and POS intelligence. A single-location pilot expanding to up to five locations within six
months, an expected annual contract value of S55K and Year-1 spend of $50K—$100K, targeting +5—
10% revenue and -3-5% food cost, with projected ROI of 5-10x and payback under six months.

The cross-vertical spread isitself the proof point that matters most. Faith fintech, coaching, and hospitality
— alongside the contact-center and heavy-civil construction verticals Inflexis is now productizing — are
very different businesses, yet each is served by the same AlXaaS™ platform (Axiom™, Atlas™, Sentinel™),
the same LaunchPad motion, the same Pattern Asset Registry™, and the same land-build-subscribe
commercial shape. That is direct evidence the operating model is productized and repeatable rather than

bespoke.
Hark — faith fintech Faith-Governed Financial OS $150K—S$250K + ARR ~ $325K—S$500K (2-yr) 3-8x

Coaching Intelligence

$125K-$200K $250K-$500K+ 3-8x
Platform

Kings Within — coaching

FedShark — hospitality Al restaurant operations S$50K—$100K 5-location rollout 5-10x
On a conservative basis, the three letters of intent represent roughly $0.25M-$0.6M of Year-1 commercial
value and on the order of $0.7M—-$1.2M+ in two-year contract value — before any of the expansion-wave
growth, additional locations, or user-volume scaling each agreement explicitly contemplates.

Illustrative figures. Figures are the parties’ non-binding planning estimates taken from each letter of intent; they are not
guaranteed revenue. Disclosure of each relationship is made under the permitted-disclosure terms of the respective LOI.

Business Model & Illustrative Economics

lllustrative figures. The figures in this section are list/structuring ranges and worked examples used to illustrate how the model is
engineered to behave. They are not quotes, forecasts, or reported results; in every engagement the customer supplies their own
baseline and the price is gated below the customer’s own value pool.

The commercial model is a land = build = subscribe structure: a low-risk paid entry, a one-time

implementation, and a recurring intelligence layer that compounds as the account matures.

e Component 1 — the paid front door (creditable). A fixed-fee Al readiness and maturity assessment
with a working mockup and agent design, roughly $15-35K (small), $35-75K (mid-market), and $75—
150K+ (large). It is credited toward Components 2 and 3 on conversion, so it de-risks the buyer and
still produces revenue from prospects who do not convert — structurally lowering net customer-
acquisition cost.

Confidential — For discussion purposes only Page 18



INFLEXIS Enterprise Al Operating Model — Investor Thesis

¢ Component 2 — the build (one-time implementation). Roughly $40-90K (small), $90-250K (mid-
market), and $250-600K+ (large). Integration and compliance drive 40-60% of build cost — and
Pattern Asset Registry™ reuse is designed to reduce that cost on each subsequent similar build.

e Component 3 — the recurring intelligence layer (ARR, two-year minimum). A premium layer above
the systems the customer already runs, priced per active seat plus a platform base and tiered by
module, so recurring revenue expands as the account matures along the Continuum™.

Illustrative rate card by segment

S N S S

1 - Assessment + mockup + design (creditable) $15-35K $35-75K $75-150K+

2 - Build / implementation (one-time) S$40-90K $90-250K $250-600K+

3 - Intelligence layer ARR (per year) $90-160K $250-600K $750K-$2M+
2-year TCV on the recurring layer ~$180-320K ~$500K-$1.2M ~$1.5-S4M+
Year-1 total (C1 + C2 + first-year ARR) ~$145-285K ~$375-925K ~$1.1-52.75M+

Worked example: the call-center business scenario

Consider a 300-seat mid-size contact center. The recurring intelligence layer is priced at roughly 300 seats
x ~$80 per seat per month x 12, plus a ~S60K platform base — about $350K in annual recurring revenue,
or roughly $700K over the two-year minimum. Year 1 also includes a creditable assessment (~$50K) and
a one-time build (¥$150K).

The price must clear the Economic Gate — it must sit well below the customer’s value pool. For this center
it does, comfortably. Every one-point gain in first-contact resolution is worth roughly $286K per year, so
a three-point lift is worth on the order of $850K per year. Add agent-turnover reduction — at the
industry’s 40-45% turnover and $10-20K to replace each agent, a 100-agent operation already spends an
estimated $400-800K a year on churn — plus avoided fraud and compliance loss, and the annual value
pool is comfortably above S1M against ~$350K of ARR. That is a 3x-plus return that clears the gate with
room to spare.

Sources: Inflexis call-center pricing model (per-seat and value-pool figures); industry benchmarks for first-contact-resolution value, agent turnover, and
replacement cost. Worked example is illustrative; the customer supplies the baseline.

Unit economics as design objectives
e Revenue mix. In Year 1 the one-time land-and-build and the recurring layer are comparable in size;
from Year 2 onward the recurring intelligence layer dominates and compounds, so the business is
underwritten on recurring-software economics rather than one-time services — and the creditable
front door means a meaningful share of “services” revenue is in effect self-funded customer
acquisition.

e Gross-margin trajectory and Platform Reuse Ratio. Early deployments carry higher implementation
cost, since integration and compliance account for 40—60% of build. As the Pattern Asset Registry™
matures, a rising share of each deployment is delivered from reusable assets rather than custom
work — the Platform Reuse Ratio. The design target moves that ratio from a low base on the first
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deployments toward majority reuse as the registry compounds, lifting blended gross margin toward
SaaS-like levels over time.

e CAC and LTV. The creditable paid assessment lowers net acquisition cost because acquisition is
partly customer-funded; lifetime value is driven by the two-year ARR minimum, multi-wave
Continuum™ expansion, and multi-year renewals. The design target is an LTV-to-CAC ratio well
above the 3:1 SaaS benchmark, improving as reuse lowers delivery cost and expansion raises
lifetime value.

¢ Outcome-aligned option. Because every price is gated below the customer’s value pool, Inflexis can
offer an outcome-linked component — a portion of ARR tied to a metric such as first-contact
resolution or fraud-loss reduction — matching the market’s shift toward outcome-based pricing.

Operating Metrics That Drive Long-Term Enterprise Value

The Inflexis Enterprise Al Operating Model™ is designed around the business metrics that define
successful enterprise software companies rather than around vanity measures such as the number of
agents deployed or models connected. The table below presents the key performance indicators that the
model is engineered to improve. They are stated here as design objectives of the operating model — the
outcomes each component is built to produce — rather than as reported results.

Why Investors Care How the Model Improves It

Annual Recurring Revenue
(ARR)

Net Revenue Retention (NRR)

Customer Acquisition Cost
(CAC)

Customer Lifetime Value (LTV)

Gross Margin

Implementation Velocity

Platform Reuse Ratio

Partner Productivity

Pattern Reuse Rate

Expansion Rate
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Predictable revenue
growth

Best predictor of SaaS
success

Determines scalability

Long-term profitability

Operational efficiency

Faster revenue realization

Scalability of delivery

Channel leverage

Intellectual-property
growth

Organic account growth

Expansion roadmaps systematically grow customer
value over time

Each expansion increases customer dependency and
recurring revenue

LaunchPad™ lowers the cost and risk of acquiring
enterprise customers

Multi-year expansion significantly extends the
customer relationship

Pattern reuse and standardization reduce
implementation cost over time

Industry Intelligence Packs and reusable patterns
accelerate deployment

A rising share of each deployment comes from
reusable assets, not custom work

Certified partners deliver standardized solutions
using proven methodologies

Every deployment contributes reusable assets that
lower future delivery cost

Customers progress through the Continuum™ rather
than buying isolated projects
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Read together, these objectives describe a single financial signature: revenue that expands within the
existing customer base, acquisition that becomes cheaper and faster, and delivery that becomes more
profitable with scale. That signature — growth, retention, and margin expansion reinforcing one another
— is the economic story that distinguishes enduring software franchises, and it is the explicit design target
of the operating model.

Competitive Differentiation and Defensibility

The defensibility of the Inflexis model does not rest on its software. Software can be rebuilt. It rests on
the combination of assets that the operating model accumulates and the way those assets compound
with every deployment.

The moat is the combination

The competitive moat is the sum of seven reinforcing elements: the platform, the methodology, the
Pattern Asset Registry™, the industry packs, the partner ecosystem, the expansion model, and the
marketplace. Any one of these is, in isolation, copyable. All of them together — accumulated over years
of real deployments and woven into customers’ governance, operations, and knowledge — are not. A
competitor seeking to displace Inflexis would have to replicate not a product but an entire ecosystem of
methodology, industry knowledge, governance practice, reusable intellectual property, and partner
capability that grows with every successful engagement.

Why Inflexis can win alongside hyperscalers and incumbents

The first question most investors ask is why a hyperscaler — Microsoft with Azure Al, Amazon with
Bedrock, Google with Vertex — or an established platform could not simply absorb this opportunity. The
answer is that each of them operates one layer away from it and is structurally disinclined to occupy the
layer Inflexis owns.

The hyperscalers sell capability and consumption: models, inference, and the infrastructure beneath
them. Their incentive is to maximize compute and remain model- and use-case-neutral, not to deliver
governed, industry-specific business outcomes to a $25M-5250M contractor or a 300-seat contact center.
They provide the very components Inflexis orchestrates, and the platform is deliberately model-agnostic
— each new hyperscaler model is an input that strengthens it, not a competitor that threatens it. Mid-
market buyers, for their part, do not want to assemble governance, knowledge, integration, and industry
logic from cloud primitives; they want the operating model delivered, which is precisely the layer the
hyperscalers leave to others.

The closest public comparable is Palantir, whose ontology, governance, and forward-deployed land-and-
expand model validate the thesis that the durable value in enterprise Al sits at the operating-model layer
rather than the capability layer. But Palantir concentrates on large government and global-enterprise
accounts through high-touch engagements. That leaves the underserved mid-market — the firms with the
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least internal capacity to build this themselves — open to a productized, partner-delivered, fixed-scope
approach. Inflexis is, in effect, the operating model for the segment the incumbents reach past.

Workflow and CRM incumbents extending into Al carry the opposite constraint from the hyperscalers:
they are anchored to their own systems of record and want to expand that footprint, whereas Inflexis
augments whatever estate the customer already runs. And the systems integrators that could assemble
similar solutions deliver them as bespoke projects that leave no reusable asset behind — the precise gap
the Pattern Asset Registry™ exists to exploit. In every case the competitor sits one layer away from the
governed, mid-market, productized operating model Inflexis occupies.

Switching costs that strengthen with maturity

The model is also defended from within the customer relationship. As an enterprise advances along the
Continuum™, the platform becomes embedded in its governance, connected to its systems of record, and
enriched with its institutional knowledge. The more mature the customer, the higher the cost of leaving
— which is why retention strengthens precisely as accounts expand. Defensibility and growth are, in this
model, two views of the same mechanism.

Augmentation, not replacement

Finally, the model competes by removing friction rather than creating it. Inflexis augments the existing
enterprise estate rather than replacing it: customers keep their ERP, CRM, scheduling, content
management, and document systems, and the platform connects to them. By preserving prior
investments and respecting the systems the organization depends on, the model sidesteps the defensive,
drawn-out sales cycles that burden replacement-led competitors and accelerates the path to
demonstrated value.

Risks & Mitigants

No early-stage investment is without risk, and the candor below is deliberate: a thesis is more credible,
not less, when it names the ways it could be wrong. The following are the principal risks to the Inflexis
thesis and how the operating model is designed to mitigate each.

The platform is model-agnostic and orchestrates whichever model is best; Axiom™
knowledge and Pattern Asset Registry™ assets persist across model changes, so value is
not tied to any single vendor’s pricing, availability, or roadmap, and model improvements
arrive as upgrades.

Foundation-model dependency

Augmenting many systems of record creates integration surface; standardized, reusable
connectors and patterns in the Pattern Asset Registry™, governed by Sentinel™, turn
integrations into productized assets that improve with reuse rather than one-off custom
builds.

Integration brittleness

Early delivery leans on a small partner set; the AlXaaS™ certification program and the
Nexus Al Xchange™ broaden the certified-partner base over time, and the current round
funds direct delivery capacity as a complement to the channel.

Partner / channel
concentration
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Enterprise Al procurement can be slow; the fixed-scope, creditable, 90-day LaunchPad™
Long enterprise sales cycles converts a long platform decision into a low-risk, outcome-based entry, compressing
time-to-first-value and time-to-revenue.

The registry, ecosystem, and switching costs compound with scale, so defensibility is
thinner at the outset; governance-first architecture and deep knowledge and system
integration raise switching costs from the first deployment, and leading with contact-
center and construction concentrates industry-IP accrual where it compounds fastest.

Moat accrues over time

As a pre-revenue company, the thesis depends on converting the letters of intent and
Execution and early-revenue landing the first logos; this is mitigated by named LOIs with allocated budget, a
concentration productized go-to-market, a conservative ARR plan, and a leadership team with a track
record of capital-efficient scaling.

Long-Term Vision

The opportunity is not to be another Al vendor or systems integrator. It is to become the operating
model through which enterprises design, govern, deploy, and continuously evolve artificial intelligence
for the next decade.

As models, agents, and frameworks continue to change, the enterprises that adopt Al will need a stable
layer that absorbs that change while preserving governance, knowledge, and accumulated value. Inflexis
intends to be that layer — the enterprise Al control plane that governs how intelligence is created,
deployed, orchestrated, measured, and continuously improved across the organization.

Realized at scale, this vision establishes a category position analogous to those held by the defining
infrastructure companies of previous technology eras. The platform becomes the foundation, the
Continuum™ the journey, the Pattern Asset Registry™ the appreciating intellectual property, and the
Nexus Al Xchange™ the ecosystem — each reinforcing the others and compounding over time. The
destination is a business whose value is measured not by the Al it builds in any single year, but by the
enterprise-wide operating model it owns and the compounding assets that operating model accumulates.

Team & Execution

Investors back execution, not just ideas. The Inflexis founding team has repeatedly built and scaled
platforms that turn complex, high-stakes enterprise workflows into automated, revenue-generating
systems — and brings the integrated product, go-to-market, and capital discipline the operating

model requires.

The team’s shared approach is systems-first: rather than incremental optimization or headcount-driven
growth, they architect scalable platforms, automate the execution layer, and design feedback loops that
compound performance over time. That integration of product, revenue, and capital strategy is itself a
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structurally advantaged operating model — one built to move faster than incumbents and to deliver value
earlier in the customer lifecycle.

Leadership

Michael Deskis — Chief Executive Officer & Founder. A repeat builder and monetizer of businesses: he
founded a training company that was acquired, built a data-forensics training business that generated
over $500K in federal revenue, and launched an enterprise mobile-applications firm on early-stage capital.
At Pricefx he architected an Al-powered knowledge ecosystem that lifted user utilization more than 700%
while tripling the content footprint, and built a SaaS developer-certification program that certified 350+
professionals and generated $1.5M in four years; his end-to-end Al automation across the support
lifecycle cut support costs 18% and improved resolution times 35%. His through-line is connecting Al,
product, and go-to-market to measurable unit-economic improvement.

Kelly Pronek — Chief Revenue Officer. She helped scale Pricefx from $15M to $89M ARR, architecting the
demand-generation and sales-enablement engine that produced 72% of pipeline against a 40% industry
benchmark, and unifying RevOps to lift CRM compliance from 45% to 80% and pipeline velocity by 10%.
Earlier, at Sasser, she led go-to-market transformation across seven subsidiaries, driving portfolio growth
from $143M to $372M and a 7x increase in asset value. She builds lean, high-performance revenue
systems rather than headcount-heavy go-to-market.

Bryan Shaw — Chief Technology Officer & Founding Partner. With more than 20 years building and
scaling enterprise systems, he designed the multi-tenant Al platform that compresses traditional 6-12
month implementations into accelerated deployment cycles, delivering 35-50% operational-efficiency
gains and 60-70% faster time-to-value across legal, financial services, healthcare, and manufacturing. He
previously built a jury-selection intelligence platform that cut preparation time 90% and enabled real-time
analysis of discovery materials, then founded Trial IT Services and scaled it into a profitable consulting
practice.

Jimmy Mowry — Chief Marketing Officer. He builds full-funnel demand engines that convert brand,
content, and demand into measurable pipeline. He led global marketing for the 2022 Van Cliburn
International Piano Competition — driving a 12x pre-event increase in YouTube subscribers and a further
5x surge during the event, with 80,000 new followers and over 4 million engagements — and at Texas
Dairy Queen delivered integrated campaigns that grew sales during a category downturn and supported
a mobile-app launch across 570 locations. At Inflexis he aligns marketing with product and revenue to
improve CAC efficiency and pipeline velocity.

Rusty Justice — Chief Financial Officer. He scaled revenue from roughly $4-5M to $35M+ — about 700%
— primarily through disciplined operations and organic expansion, without reliance on external equity,
while running a lean finance function and modernizing legacy systems. He has structured and secured 20+
operating and real-estate financings, several exceeding $3M, establishing durable access to non-dilutive
capital. He brings a systems-driven approach focused on operational efficiency, downside protection, and
capital-efficient scaling.
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Execution already demonstrated

The credibility argument does not rest on individual track records alone; it rests on machinery already in
place at Inflexis:

* Repeatable demand. Letters of intent across three distinct verticals — faith fintech, coaching, and
hospitality — plus two further productized verticals, contact-center and heavy-civil construction, all
on a single platform, evidence that the motion repeats rather than depending on one lucky market.

¢ A productized go-to-market. A fixed-scope 90-day LaunchPad, a segment-based pricing model and
rate card, partner marketing-and-sales playbooks, and an AlXaaS™ deployment certification for
delivery partners — the apparatus required to scale through a channel, not only through direct
sales.

* A governed delivery architecture. A consistent stack across every engagement — Axiom™
knowledge, Atlas™ execution, Sentinel™ governance, the Pattern Asset Registry™, human-in-the-
loop control, and economic gating — so each deployment reinforces the same platform rather than
forking it.

Security and compliance certifications — SOC 2, HIPAA, and PCI-DSS — are being established in step with
regulated-vertical demand, as set out in the use of proceeds.

The Investment Opportunity & The Ask

For investors, the Inflexis Enterprise Al Operating Model™ offers exposure to the operationalization of
enterprise Al — the durable layer of the market — rather than to the volatile, commoditizing capability
layer on which most Al investments are concentrated. The thesis can be summarized in four propositions
that map directly to the questions investors use to evaluate enterprise software.

e It can grow. Industry Expansion Roadmaps systematically increase customer value over time, and
LaunchPad™ lowers the cost and risk of acquiring each new account.

e It can retain. Governance, enterprise knowledge, and operational integration raise switching costs
as customers mature, supporting Net Revenue Retention above the levels typically associated with
enterprise SaasS.

¢ Its margins improve with scale. The Pattern Asset Registry™ and platform standardization shift a
rising share of delivery to reusable assets, improving Gross Margin and implementation velocity
together.

e It is defensible. The moat is a compounding combination of platform, methodology, intellectual
property, industry knowledge, partner ecosystem, expansion model, and marketplace that
competitors cannot easily replicate.

These properties combine into a compounding economic engine in which ARR, NRR, Gross Margin, LTV,
and proprietary intellectual property are designed to grow together — a business whose unit economics
and defensibility are structured to improve, rather than erode, with scale.
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The ask

Inflexis is raising $6 million to convert the demand it already holds into delivered, referenceable recurring
revenue and to harden the platform, governance, and partner channel for scale. The capital funds the
conversion of the existing letters of intent into live ARR, the company’s first customers across the contact-
center, construction, and mid-market verticals, and the certifications and reusable assets that compound
margin over time.

The $6 million is sized to fund approximately 18 months of operation and is structured as a priced seed or
a post-money SAFE; valuation and final terms are set in the term sheet and shared under separate cover
with qualified investors.

Use of proceeds (illustrative allocation)

Convert the LOI pipeline to live ARR and land the first contact-center,

Delivery & solution-architecture capacit . . .
y pacity construction, and mid-market logos with measured results.

Platform & Pattern Asset Registry™ Raise the Platform Reuse Ratio so each deployment is faster, cheaper, and
engineering higher-margin than the last.

SOC 2, HIPAA, and PCI-DSS readiness to unlock regulated buyers and shorten

Governance & compliance certifications . .
enterprise diligence.

Train and certify delivery partners to scale capacity through the channel rather

Partner enablement & certification
than headcount alone.

Productized LaunchPad campaigns across the mid-market, contact-center, and

Demand generation . .
construction verticals.

12-18 month milestones

The $6 million funds a concrete, measurable execution plan to convert the validation Inflexis already holds
into the proof points a Series A will require:

e Convert all three current letters of intent to definitive agreements — targeted within 60-90 days
per the LOIs — and reach initial go-lives within 90-180 days, including FedShark’s expansion from
one location to as many as five within six months.

e Win the first new logos across the productized verticals within 12 months: two contact-center
customers, one heavy-civil construction customer, and one mid-market customer.

* Reach approximately $500K in projected ARR within 12 months — a forward target, not current
revenue: the converted letters of intent plus roughly $250K of ARR from the four new logos.

e Produce the first reference case studies with measured KPl improvements against customer
baselines — the evidence layer the thesis is built to generate.

e Convert initial LaunchPads into the first Continuum™ expansion waves, producing the first hard
evidence of Net Revenue Retention.

e Certify the first cohort of delivery partners, register the initial Pattern Asset Registry™ assets, and
advance SOC 2, HIPAA, and PCI-DSS certifications to unlock regulated buyers.
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Each milestone is drawn from commitments and timelines already documented in the letters of intent
and the vertical strategies — so the plan executes work already in motion rather than projecting from a
standing start. The roughly $500K ARR target positions Inflexis at the seed-stage proof bar; the steeper
expansion ramp that follows — driven by Continuum™ waves and Pattern Asset Registry™ margin
compounding — is what carries the company toward Series A scale.

Conclusion

Enterprise Al is passing from a contest of capabilities into a contest of operating models. The organizations
that win the next decade will not be those with momentary access to the most powerful model, but those
that can operationalize intelligence safely, govern it consistently, and expand it continuously across the
enterprise.

The Inflexis Enterprise Al Operating Model™ is built precisely for that contest. By uniting enterprise Al
infrastructure, a governance-first architecture, a structured transformation journey, reusable intellectual
property, and a partner-driven marketplace into a single, self-reinforcing system, it converts the routine
work of serving customers into a compounding engine of value. Every deployment enriches the platform,
every reusable asset lowers the cost of the next deployment, every partner extends capacity, and every
expansion deepens the relationship.

That is the essence of the investment thesis: a business engineered to become stronger, more efficient,
and more defensible with scale — and positioned to own the operating model through which enterprises
design, govern, deploy, and continuously evolve artificial intelligence for the next decade.

Not another Al company — the operating model for enterprise Al
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