ZV Al GTM Intelligence

ZV Al GTM INTELLIGENCE

Target Account Intelligence Report

Example Target Account

https://example.com

Prepared for Example Seller Company
Generated 5 November 2026

Report status Demo Account Intelligence Report
Review status Al Generated

Version Version 14

ZV Al GTM Intelligence by ZV & Company

ZV & Company | Demo Data 1/20


https://example.com/demo-source

ZV Al GTM Intelligence

Contents

—

. Executive Summary

. Account Strategy Snapshot

. Target Account Overview

. External Intelligence

. Sales Fit

. Competitive & Partner Landscape
. People & Buying Committee

. Value Proposition

© 00 N o o b~ w DN

. Deal Strategy
10. Account Plan
11. Sources & Evidence

Appendix: Supporting Intelligence

ZV & Company | Demo Data 2/20



ZV Al GTM Intelligence

1. Executive Summary

84/100 72/100

Commercial Readiness (directional): Supported by buyer identification. Constrained by buyer access, timing evidence,

43/100 Moderate

manageable risk load. Budget, decision process and procurement visibility are not saved and must be validated.

Recommended Offering
Custom software development

Best Entry Point

Example Target Account's client co-development
model may create separable integration
workstreams. Validate which, if any, can be
delivered externally while Example Target Account
retains architecture and product ownership. Source:

(2]

Why Now

The likely buyer is VP Engineering, and the
strongest timing signal is Industry Research
Source's reported multi-billion-dirham backlog on
2026-07-18. This may indicate delivery workload,
not confirmed outsourcing intent. Source: [14]

Validation Required

Does Example Target Account allocate customer
delivery work to external engineering suppliers?

ZV & Company | Demo Data

Priority Buyer
VP Engineering

Strongest Commercial Signal

Chamber partnership opens a scalable SME
channel

Main Risk
No accessible external delivery work

Next Action

Identify the engineering role responsible for
allocating external delivery work and confirm
whether a supplier route exists.
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2. Account Strategy Snapshot

What could we sell?
Custom software development

Who should we engage?
VP Engineering

How do we enter?

Example Target Account's client co-development
model may create separable integration
workstreams. Validate which, if any, can be
delivered externally while Example Target Account
retains architecture and product ownership. Source:

(2]

Why might we win?

Custom software development addresses the stated
co-development and customized deployment model
more directly than cloud migration or internal ERP
work.

What do we do next?

Identify the engineering role responsible for
allocating external delivery work and confirm
whether a supplier route exists.
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Why might they care?

Target Account appears to be delivering customized
Al solutions through institutional co-development
and multi-year public sector programs, rather than
buying a replacement Al platform.

What should we say?

Example Target Account's customized financial Al
deployments suggest a potential role for Example
Seller Company in customer-specific software
integration, while Example Target Account retains
product and architecture ownership.

Who are we competing with?

No confirmed incumbent saved. See Competitive &
Partner Landscape.

Why might we lose?

No accessible external delivery work; Sovereign
delivery eligibility
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3. Target Account Overview

Example Target Account is a regional provider of big data analytics and Al products and solutions. It serves
governments and institutions across energy, finance, smart cities, education and law enforcement. The supplied
pages describe operations across four continents, national transformation programs and customized sovereign
Al deployments.

Company Profile Saved Intelligence

Business Model Al products and solutions, Custom Al development and deployment services, Multi-ye
ar transformation projects

Geography Primary Market, Market A, Market B, Market C, Market D, Regional Markets, Emergin
g Markets, International Markets, Growth Markets

Main Industries Energy and utilities; Financial services; Government and smart cities; Education; Law
enforcement and public safety

Primary Customers Banks, insurers, regulators and funds requiring customized, explainable Al and control
over data residency; Governments and city authorities undertaking city-wide or nation
al urban transformation; Energy organizations spanning upstream operations, industri
al assets, electricity and water management; Governments, ministries, schools, univer
sities and training institutions; Policing agencies of all sizes

Key Buyers Chief Information Officer or Chief Technology Officer: Financial Solutions offers custo
mized deployments on Cloud Partner A, Cloud Partner B or on-premises infrastructure
; Chief Compliance Officer or Head of Financial Crime: The finance offering directly ad
dresses monitoring, risk scoring, due diligence and automated documentation; Smart
City Program Director: The smart city offering combines multi-agency dashboards, dat
a exchange and automated resource allocation; Energy Operations Director: The ener
gy offering addresses predictive maintenance, asset monitoring and production foreca
sting; Head of Investigations: The Law Enforcement Platform unifies evidence, search,
analysis and case management

Products

» Example Target Account Law Enforcement Platform: Unified Al platform for crime investigation and case
management, combining data integration, search, workflow automation, predictive analytics and geospatial
intelligence. [Confirmed, High] [1]

» Example Target Account Financial Solutions: Co-created sovereign Al platform for regulated financial
institutions, covering compliance, growth intelligence, operational automation and agentic Al. [Confirmed,
High] [2]

 Energy Intelligence Platform: Agentic Al system for energy, developed with Technology Partner A, Energy
Enterprise A, Technology Group A and Global Technology Partner. [Confirmed, High] [3]

* Energy & Water Al Platform: Al-powered energy and water management platform jointly developed with the
Regional Energy Authority and built on carbon-free electricity. [Confirmed, High] [3]

* Urban Intelligence Platform: Named related product or solution on the smart cities page. [Confirmed, Medium]

(4]

Services
* Financial Al co-development and deployment: Co-creation workshops, pilots and customized deployment of
sovereign, explainable Al solutions. [Confirmed, High] [2]

» Smart city program deployment: Delivery of city-wide and nationwide Al programs spanning traffic, public
safety, urban operations and digital infrastructure. [Confirmed, High] [4]

Solutions

* Financial institutions and regulators. [Confirmed, High] [6]

» Banks, insurers, regulators and funds. [Confirmed, High] [2]

» Energy organizations. [Confirmed, High] [3]

» Governments and city authorities. [Confirmed, High] [4]

* Governments, education ministries, schools, universities and training institutions. [Confirmed, High] [5]
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Differentiators
* Financial Solutions supports data residency through Cloud Partner A, Cloud Partner B or on-premises
deployment, with intelligence institutions can own, extend and govern. [Confirmed, High] [2]

 Financial Al solutions are customized with clients through workshops, pilots and scaled deployment.
[Confirmed, High] [2]

* Named programs include a large multi-year Smart City Programme A and a large-scale
deployment across multiple cities. [Confirmed, High] [4]

» Energy capabilities draw on majority-owned subsidiary Technology Partner A, a multi-year Energy Enterprise
A partnership and national-scale work with the Regional Energy Authority. [Confirmed, High] [3]

Customer Proof Points

» Smart City Programme A [Confirmed, High] [4]
» National Smart City Programme B [Confirmed, High] [4]

Technology Partnerships

* Financial Institution A [Confirmed, High] [6]
» Data Partner A [Confirmed, High] [6]

* Financial Institution B [Confirmed, High] [2]
* Financial Institution C [Confirmed, High] [2]
* Cloud Partner A [Confirmed, High] [2]

Commercial Strengths

» Named, high-value programs support credibility for complex government procurement. [Al Inferred, High] [4]

» Sovereignty, explainability and institutional ownership address stated constraints on Al adoption. [Al Inferred,
High] [2]

* Industrial specialization and savings figures provide concrete material for buyer evaluation. [Al Inferred,
Medium] [3]

Potential GTM Gaps
* Pricing and recurring revenue structure are not established: Buyers cannot assess commercial packaging or
total cost from the supplied pages. [Al Inferred, High] [2]

* Quantified savings lack supporting measurement detail: Buyers may need stronger validation before using
the claims in investment cases. [Al Inferred, High] [3]

* Program delivery status and completed outcomes need clarification: An announced or ongoing program does
not by itself establish operational acceptance or realized benefits. [Al Inferred, High] [4]

 Sensitive Al assurance is described at a high level: Law enforcement procurement may require detailed
evidence of model controls, privacy safeguards and accountability. [Al Inferred, High] [1]

Customer Problems

» Banks, insurers, regulators and funds. [Confirmed, High] [2]
» Energy organizations. [Confirmed, High] [3]

» Governments and city authorities. [Confirmed, High] [4]

» Education ministries and institutions. [Confirmed, High] [5]

4. External Intelligence

Key Commercial Signals

Chamber partnership opens a scal  2026-05-  Prioritize packaged workflows, low-friction onbo  High
able SME channel [7] 04 arding and partner-supported deployment. Do n

ot treat the full Chamber membership as custom

ers.
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Regional MoUs create early-stage ~ 2026-03-  Engage around feasibility, local delivery and gov  High
sovereign Al opportunities [8] 02 ernment procurement readiness rather than ass
uming funded implementation contracts.

City A expands the Market A acco  2026-04-  Position local integration and urban data capabil High
unt opportunity [9] 08 ities against the roadmap and feasibility stages.
An additional office is not yet confirmed.

Partner Innovation Programme can  2026-09-  Approach the growth team with deployment-rea  High

serve as an entry route for comple 08 dy capabilities, regulated-market references and
mentary Al vendors [10] a defined joint pilot.
Media intelligence is an exploratory 2026-09-  Explore data integration and human-reviewed in  High
new solution area [11] 15 telligence workflows, while treating the opportun

ity as pre-product rather than a launched offerin

g.

Relevant Trends

* International government deployments are becoming a larger growth engine: Cross-border delivery creates
demand for local implementation, regulatory expertise and long-term government account development.
[High]

* Investment and acceleration are converging into a commercial partner engine: Example Target Account
increasingly offers vendors capital, integration opportunities and market access rather than a standalone
accelerator relationship. [High]

» Agentic Al is broadening Example Target Account's addressable workflows: Example Target Account's
opportunity set is expanding beyond large infrastructure programs toward repeatable operational use cases
and new buyer groups. [High]

» Backlog growth is increasing delivery scale: A larger committed workload may increase demand for
implementation capacity, integration tools and operational support. [Medium]

Recent Developments

* Media Partner A and Example Target Account partner to explore Al-powered media intelligence: Creates an
exploratory route into communications and institutional intelligence buyers, with regional language expertise
as a differentiator. [11]

« Example Target Account launches Partner Innovation Programme at Industry Forum: Partner Innovation
Programme offers technology vendors a structured route to pilots, integration and access to Example Target
Account's customer network. [10]

» Example Target Account and Investment Partner A invest in Robotics Company A: Adds exposure to physical
Al and logistics automation, potentially broadening Example Target Account's industrial solution portfolio. [12]

» Technology Association A and Data Technology Partner A sign strategic agreements with Example Target
Account: Creates routes for regional Al vendors to enter Example Target Account-led projects and supports
joint solution development for public sector markets. [15]

* Financial Institution C research highlights Example Target Account's Q2 2026 order growth: A larger backlog
suggests increased delivery requirements and potential demand for implementation and integration partners.
[14]

5. Sales Fit

Recommended Offering: Custom software development

84/100 72/100 43/100 Moderate
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Opportunity Hypothesis

Target Account appears to be delivering customized
Al solutions through institutional co-development
and multi-year public sector programs, rather than
buying a replacement Al platform.

Why It Fits

Example Target Account combines client co-
development with multi-year city deployments. This
suggests a potential role for bounded integration and
application workstreams under Example Target
Account's delivery ownership, rather than replacing
its Al products.

Why Now

The likely buyer is VP Engineering, and the
strongest timing signal is Industry Research
Source's reported multi-billion-dirham backlog on
2026-07-18. This may indicate delivery workload,
not confirmed outsourcing intent. Source: [14]

Customer Problem (Al Inferred)

Customer-specific integrations and deployment
adaptations may create additional engineering work
across concurrent programs. External delivery
requirements remain unconfirmed.

Supporting sources: [2] [4] [14]

Potential Business Outcome

Potentially expand implementation throughput while
preserving Example Target Account's control over
its products, subject to scope and eligibility
validation.

Likely Buyer
VP Engineering

Main Validation Needed

Does Example Target Account allocate customer
delivery work to external engineering suppliers?

Main Risk
No accessible external delivery work

Secondary Offering: Data engineering, analytics and business intelligence

Fit / Evidence Why It Fits Customer Problem

80/100 | Moderate

Example Target Account's smart city deploym
ents combine multi-agency data exchange an
d operational dashboards. This suggests pote
ntial complementary work on data integration

Connecting heterogeneous agency and institu
tional data may introduce mapping, quality an
d integration work. No current data engineerin
g shortfall is established. [Al Inferred]

beneath Example Target Account's analytics

products.

Supporting sources: [4] [15]

Secondary Offering: Software testing and quality assurance

Fit / Evidence Why It Fits Customer Problem

76/100 | Limited

Ng assurance processes.

Supporting sources: [2] [4]
Why This Offering

Customized financial deployments and multi-c
ity programs suggest potential value in scope
d integration, regression and acceptance testi
ng alongside Example Target Account's existi

Different customer configurations may increas
e validation work before deployment. Existing

test coverage and acceptance ownership are

unknown. [Al Inferred]

Custom software development ranks first because Example Target Account explicitly describes financial co-
development and customized deployments, suggesting a potential implementation role rather than a generic

technology advisory engagement ( [2]).

ZV & Company | Demo Data
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What Not to Sell

ERP and CRM implem Insufficient Evidence
entation, customisation

and integration

Mobile application deve Insufficient Evidence

lopment

Embedded software an Do Not Lead With

d loT development

MVP and SaaS develo
pment

Low Priority

Top 5 Discovery Questions

There is currently insufficient
evidence of Example Target A
ccount's internal ERP or CRM
systems or a related transfor
mation requirement. Its custo
mers' legacy challenges do no
t establish an internal Exampl
e Target Account project.

There is currently insufficient
evidence of a mobile applicati
on roadmap, delivery gap or
mobile product owner.

There is currently insufficient
evidence that Example Target
Account owns an embedded
engineering requirement. Its
Robotics Company A investm
ent does not establish such a
requirement. Source: [12]

There is currently insufficient
evidence of an Example Target
Account-owned MVP or SaaS
build needing external deliver
y. Partner Innovation Program
me's investment and incubatio
n activity does not establish a
software services purchase. S
ource: [10]

Confirmation of an internal enter
prise application initiative or a co
ntracted customer integration inv
olving ERP or CRM.

A defined mobile workstream wit
hin an Example Target Account pr
oduct or customer deployment.

Confirmation that Example Targ

et Account is responsible for dev
ice software or embedded integr
ation within a defined deploymen
t.

A funded product workstream wit
h an Example Target Account spo
nsor and clear external delivery
scope.

* For Financial Solutions, how do you divide pilot-to-scale engineering between Example Target Account
teams, financial institutions and any delivery partners? Context: [2]

*» Across Smart City Programme A and Market B, which integration components are reused and which remain

specific to each city or agency? Context: [4]

* Following the reported multi-billion-dirham backlog, has the allocation of delivery work changed, or is

existing capacity sufficient? Context: [14]

* What engineering access and release controls differ across Cloud Partner A, Cloud Partner B and on-
premises financial deployments? Context: [2]

* For the exploratory Data Technology Partner A integration, what would need to be validated before an

implementation scope and ownership model could be agreed? Context: [15]

Question-specific rationales are not saved separately. See Important Unknowns for the saved validation context.

Commercial Risks

No accessible external delivery work High
Sovereign delivery eligibility High
Overlap with internal and partner capa  High

bilities
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Al Inferred

Validate external work allocation befor

e proposing a team or solution.

Al Inferred

Obtain applicable requirements and co

nfirm Example Seller Company eligibilit
y before scoping.

Al Inferred

Limit the discussion to an explicitly una

ssigned implementation workstream.
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Exploratory agreements mistaken fore  Medium Al Inferred Separate exploration, technical validati

xecutable work on and approved implementation miles
tones.

Seller proof may be too broad for ther  Medium Al Inferred Validate relevant experience internally

equired assurance and avoid implying unsupported accred

itation or deployment expertise.

6. Competitive & Partner Landscape

Existing Ecosystem & Partners

Financial Institution A [6] Technology r Notassess Confirmed; Hig Potential partner route only. Validat
elationship ed h e remit and relevance.

Data Partner A [6] Technology r Notassess Confirmed; Hig Potential partner route only. Validat
elationship ed h e remit and relevance.

Financial Institution B [2] Technology r Notassess Confirmed; Hig Potential partner route only. Validat
elationship ed h e remit and relevance.

Financial Institution C [2] Technology r Notassess Confirmed; Hig Potential partner route only. Validat
elationship ed h e remit and relevance.

Cloud Partner A [2] Technology r Notassess Confirmed; Hig Potential partner route only. Validat
elationship ed h e remit and relevance.

Competitive Alternatives & Blockers

Alternative / Blocker How to Position

Example Target Accountma Saved object RequiresV Al Inferred Validate whether any bounded integ
y prefer to retain implementa ion alidation ration work is unassigned. If none is
tion within its own teams and available, do not force a general Al
partnerships or capacity proposition.

External delivery may not m  Saved object RequiresV Al Inferred Ask for the applicable requirements
eet sovereign access requir  ion alidation before proposing personnel or locati
ements ons. Example Seller Company's IS

O/IEC 27001 certification alone doe
s not establish eligibility.

Backlog growth may not impl Saved object RequiresV Al Inferred Use the backlog only to ask whethe

y a need for another supplier ion alidation r work allocation has changed. Proc
eed only if a specific external workst
ream is confirmed.

Further saved relationships are listed in Overview and Supporting Intelligence.

A technology relationship does not establish competitive incumbency. No named competitor is inferred and no threat score is
invented. Validate internal delivery, existing suppliers and the status quo in discovery.

7. People & Buying Committee

Named organisational roles are source-backed where confirmed; all buying roles are Al Inferred.

Stakeholder A Chief Operating Officer Operational Owner / Executi  Priority 1 Strong
ve Sponsor
Stakeholder B Chief Growth Officer Influencer / Champion Priority 1 Strong
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Stakeholder C Director of IT and Cybersec  Security / Technical Buyer Priority 2 Limited
urity
Stakeholder D Chief Executive Officer Executive Sponsor Priority 2 Strong
Stakeholder A

Chief Operating Officer | Priority 1 | Operational Owner / Executive Sponsor (Al Inferred) | Evidence: Strong

Why This Person

His involvement in the Al Technology Partner
collaboration suggests a relevant route to discuss
bounded application integration and testing under
Example Target Account delivery ownership.

Engagement Objective (Al Inferred)

Bounded integration delivery under Example Target
Account ownership

View Public Profile
Sources: [20] [21]

Stakeholder B

Relevant To
Custom software development

Validate

Ownership of external delivery budgets; Available
work outside existing partner commitments;
Engineering and QA owners for customer
deployments; Supplier onboarding requirements

Chief Growth Officer | Priority 1 | Influencer / Champion (Al Inferred) | Evidence: Strong

Why This Person

His participation in partner evaluation and Partner
Innovation Programme leadership discussions
suggests he may help identify commercial
deployments needing customer-specific integration.

Engagement Objective (Al Inferred)
Implementation support for partner-led deployments

Sources: [22] [10]

Stakeholder C

Relevant To
Custom software development

Validate

Responsibility for services partnerships; Ability to
sponsor introductions to delivery owners; Customer
opportunities requiring integration support;
Commercial process for external implementation
suppliers

Director of IT and Cybersecurity | Priority 2 | Security / Technical Buyer (Al Inferred) | Evidence: Limited

Why This Person

His current IT and cybersecurity role may make him
relevant to access controls and security
requirements for externally developed integrations.

Engagement Objective (Al Inferred)

Security requirements for bounded development and

QA work

Sources:

Relevant To

Software testing and quality assurance

Validate
Not saved. Requires Validation.

LinkedIn profiles are shown only when a confident public match is available.

ZV & Company | Demo Data

11/20


https://example.com/demo-source

ZV Al GTM Intelligence

Buying Committee

S S S TR R

Economic Buyer Not identified
Executive Sponsor  Stakeholder A, Stakehold  Chief Operating Officer; Chief  Priority 1, Pri  Al-Inferred
erD Executive Officer ority 2

Champion Stakeholder B Chief Growth Officer Priority 1 Al-Inferred

Technical Buyer Stakeholder C Pirector of IT and Cybersecuri  Priority 2 Al-Inferred
y

Operational Owner  Stakeholder A Chief Operating Officer Priority 1 Al-Inferred

Security / Complian  Stakeholder C Pirector of IT and Cybersecuri  Priority 2 Al-Inferred

ce y

Procurement Not identified Gap

Finance Not identified Gap

Other Influencers Stakeholder B Chief Growth Officer Priority 1 Al-Inferred

Priority Stakeholder Gaps

» Economic Buyer: No named engineering budget owner is confirmed for outsourced application development.
Next: Ask the operations team who approves external engineering scope and spend for customer
deployments.

* Procurement: No procurement contact or external delivery supplier process is documented. Next: Validate
supplier eligibility and onboarding requirements once a delivery owner confirms a suitable workstream.

» Finance: Validates cost, business case and payment terms. Next: Search for the finance for Custom software
development at Example Target Account.

Recommended Engagement Order
* 1. Stakeholder A | Operational Owner / Executive Sponsor (Al Inferred) | Bounded integration delivery under
Example Target Account ownership
» 2. Stakeholder B | Influencer / Champion (Al Inferred) | Implementation support for partner-led deployments

» 3. Stakeholder C | Security / Technical Buyer (Al Inferred) | Security requirements for bounded development
and QA work

* 4. Stakeholder D | Executive Sponsor (Al Inferred) | Delivery support for production adoption

8. Value Proposition

Recommended Value Proposition

Example Target Account's customized financial Al deployments suggest a potential role for Example Seller
Company in customer-specific software integration, while Example Target Account retains product and
architecture ownership. If external delivery is appropriate, a bounded implementation workstream would be a
more credible starting point than replacing Example Target Account's Al capabilities or assuming a staffing
shortage. Source: [2]
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Customer Opportunity

Customer-specific integrations and deployment
adaptations may create additional engineering work
across concurrent programs. External delivery
requirements remain unconfirmed.

Relevant Capability
Custom software development

Supporting Proof

Example Seller Company reports 3,500+ IT
professionals and 1,600+ delivered projects, with
end-to-end engineering and flexible outsourcing and
augmentation models. Its stated references include
Client Reference A and Client Reference B.

Stakeholder Propositions

Business Outcome

Potentially expand implementation throughput while
preserving Example Target Account's control over
its products, subject to scope and eligibility

validation.

Why It Is Relevant

Example Target Account combines client co-
development with multi-year city deployments. This
suggests a potential role for bounded integration and
application workstreams under Example Target
Account's delivery ownership, rather than replacing

its Al products.

What Must Be Validated

Does Example Target Account allocate customer
delivery work to external engineering suppliers?
Which backlog workstreams have approved external
scope, if any? What residency, location and access
restrictions apply to external engineers?

VP Engineering  Concurrent customization work may
compete with core product develop

ment.

Head of Data En
gineering

Agency-specific data interfaces ma
y increase integration effort.

Head of Quality
Assurance

Configuration differences may incre
ase regression and acceptance test
ing effort.

Head of Softwar
e Development

Long-running delivery may require ¢
ontinuity across successive deploy
ment stages.

ZV & Company | Demo Data

Explore which financial deployment
components are reusable product w
ork and which are customer-specific
engineering. Source: [2]

Validate how multi-agency data exc
hange is implemented across the S
mart City Programme A and Market
B programs. Source: [4]

Explore how pilot acceptance tests
change when financial deployments
scale. Source: [2]

Validate whether the six-year Smart
City Programme A program include
s separable work suitable for a pers
istent external team. Source: [4]

Al Inferred. Validat
e priority and owne
rship.

Al Inferred. Validat
e priority and owne
rship.

Al Inferred. Validat
e priority and owne
rship.

Al Inferred. Validat
e priority and owne
rship.

13/20



ZV Al GTM Intelligence

9. Deal Strategy

Best Entry Point

Example Target Account's client co-development
model may create separable integration
workstreams. Validate which, if any, can be
delivered externally while Example Target Account
retains architecture and product ownership. Source:

(2]

Why Change Now

The likely buyer is VP Engineering, and the
strongest timing signal is Industry Research
Source's reported multi-billion-dirham backlog on
2026-07-18. This may indicate delivery workload,
not confirmed outsourcing intent. Source: [14]

Why We May Lose

No accessible external delivery work; Sovereign
delivery eligibility

Land-and-Expand Path

No expansion path saved. Validate scope before
proposing expansion.

Why Us

Example Seller Company reports 3,500+ IT
professionals and 1,600+ delivered projects, with
end-to-end engineering and flexible outsourcing and
augmentation models. Its stated references include
Client Reference A and Client Reference B.

Next Meeting Objective

Identify the engineering role responsible for
allocating external delivery work and confirm
whether a supplier route exists.

Strategy synthesises saved recommendations, not a validated buying commitment. No new research or opportunity scoring is

performed.

10. Account Plan

Account Objective

Qualify the saved Custom software development
hypothesis with VP Engineering.

Target Outcome

Potentially expand implementation throughput while
preserving Example Target Account's control over
its products, subject to scope and eligibility
validation.

Engagement Strategy

Example Target Account's client co-development
model may create separable integration
workstreams. Validate which, if any, can be
delivered externally while Example Target Account
retains architecture and product ownership. Source:

[2]

Competitive Considerations
See section 6 for saved objections and positioning.

Important Unknowns

Priority Offering
Custom software development

Key Stakeholders

Stakeholder A (Operational Owner / Executive
Sponsor); Stakeholder B (Influencer / Champion);
Stakeholder C (Security / Technical Buyer);
Stakeholder D (Executive Sponsor)

Partner Strategy

Validate the relationships in Competitive & Partner
Landscape; no confirmed partner-led route is saved.

Key Risks

See Commercial Risks in section 5; validate
mitigations before outreach.

Does Example Target Account alloc
ate customer delivery work to extern
al engineering suppliers?

Which backlog workstreams have ap
proved external scope, if any?

ZV & Company | Demo Data

The opportunity depends on an unco
nfirmed delivery model.

Reported backlog does not identify a
ccessible work or supplier funding.

Confirm with engineering leadership
and supplier onboarding.

Review a permitted workstream brief
with the accountable delivery role.
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What residency, location and access Sovereign deployment may constrai  Request the applicable supplier secu
restrictions apply to external enginee n delivery eligibility. rity and data handling requirements.
rs?

Which interfaces and acceptance mil  The supplied program descriptions d  Confirm scope and milestones with p
estones remain open in the smart cit o not establish implementation statu  rogram delivery leadership.
y programs? S.

How are responsibilities divided bet A complementary supplier role cann ~ Map ownership for the specific work
ween Example Target Account, itss ot be assumed. stream under discussion.
ubsidiaries and technology partners?

Who owns technical approval, comm The supplied material does not identi  Confirm role-level decision rights an
ercial approval and supplier onboard fy Example Target Account's buying  d procurement steps.
ing? process for engineering services.

30/60/90 Day Plan

Chcton o pronty | Timing st

Identify the engineering role responsible for allocating ex Unassigned High First 30 days Not Starte
ternal delivery work and confirm whether a supplier rout d

e exists.

Separate contracted delivery from exploratory initiatives ~ Unassigned  High First 30 days Not Starte
and confirm which program stages are currently open for d
implementation.

Obtain supplier eligibility, residency and access require Unassigned High First 30 days Not Starte
ments before proposing any delivery location or staffing d

model.

Validate Example Seller Company's relevant integration ~ Unassigned Medium Days 31 to 60 Not Starte
examples and available skills internally. Do not treat refe d

rence names or certifications as proof of sovereign deliv

ery eligibility.

Request a discovery discussion on how Financial Soluti  Unassigned Medium Days 61 to 90 Not Starte
ons divides reusable product engineering from customer d
-specific integration. Source: [2]

If discovery confirms an external workstream, defineitsi  Unassigned Medium Days 31 to 60 Not Starte
nterfaces, ownership, acceptance tests and security bou d

ndaries before selecting a project or team engagement

model.

Timing and priorities are a suggested presentation of saved action groups, not confirmed deadlines. Owners and progress
are not saved.

11. Sources & Evidence

Evidence Methodology

Confirmed: stated in retrieved evidence. Al Inferred: interpretation, not an established fact. Requires Validation: confirm
before relying on it. Confidence reflects source quality, recency and agreement. Buying roles remain inferred; private contact
details are never guessed. Saved LinkedIn matches use the shared High/Medium evidence gate. Exports use saved
intelligence only.

1. Law Enforcement Platform with Al-Powered | example.com | Undated Overview View Sourc
ntelligence | Unify Data and Enhance Investigat e

ions | Example Target Account

2. Financial Solutions with Sovereign Al | Comp example.com | Undated Overview, Sales Fit  View Sourc
liant Automation and Risk Insight | Example Tar e

get Account
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3. Al-Powered Energy Intelligence | Optimize E
fficiency & Sustainability | Example Target Acc
ount

4. Al-Powered Urban Intelligence | Smart City
Solutions for Sustainable Development | Exam
ple Target Account

5. Transforming Learning Outcomes | Al-Power
ed Education Solutions | Example Target Acco
unt

6. Al-Driven Financial Intelligence | Enhance C
ompliance, Growth, and Security | Example Tar
get Account

7. example.com

8. example.com

9. example.com

10. example.com

11. industry-publication.example

12. investment-news.example

13. example.com

14. research-source.example

15. Technology Association A and Data Techn
ology Partner A sign strategic agreements with
Example Target Account

16. Example Target Account Al Accelerator ap
plications more than triple for Cohort Il

17. Example Target Account-Investment Partne
r A Fund | discloses five Al investments

18. Example Target Account reports FY2025 gr
owth and a multi-billion-dirham backlog

19. Example Target Account reports record Q3
international revenue contribution

20. example.com

21. executive-profile.example

22. example.com

23. business-news.example
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example.com | Undated

example.com | Undated

example.com | Undated

example.com | Undated

example.com | 2026-05-04

example.com | 2026-03-02

example.com | 2026-04-08

example.com | 2026-09-08

industry-publication.exampl
e | 2026-09-15

investment-news.example |
2026-08-28

example.com | 2025-10-20

research-source.example |
2026-07-18

industry-publication.exampl
e | 2026-08-21
example.com | 2026-03-06
example.com | 2
026-01-24

example.com | 2026-01-11
example.com | 2025-10-13
example.com | 2026-09-08
executive-profile.example |
Undated

example.com | 2026-05-26

business-news.example | 2
025-11-10
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Appendix: Supporting Intelligence
Additional saved detail is retained here to keep the executive briefing concise. Source numbers refer to Sources & Evidence.

Additional Products

» Education Al Platform: Named related solution on the education page. [Confirmed, Medium] [5]

Additional Solutions

» Law enforcement agencies. [Confirmed, High] [1]

Additional Technology Partnerships

* Cloud Partner B [Confirmed, High] [2]

» Technology Partner A [Confirmed, High] [3]

» Energy Enterprise A [Confirmed, High] [3]

» Regional Energy Authority [Confirmed, High] [3]

» Technology Group A [Confirmed, High] [3]

 Global Technology Partner [Confirmed, High] [3]

» Regional Police [Confirmed, High] [4]

» Market C Ministry of Science and Education [Confirmed, High] [5]

* Market D Ministry of Industry and New Technologies [Confirmed, High] [4]

Additional Commercial Signals

Robotics investment extends expos 2026-08-  Monitor for joint warehouse or logistics pilots. High
ure to industrial automation [12] 28 The investment alone does not confirm an

Example Target Account robotics product or

customer deployment.

Compute access may support large  2025-10-  Frame infrastructure and optimization proposals  Medium
r Al deployments [13] 20 around governed deployment and measurable p
erformance, without assuming delivered hardwa
re capacity.

Growing backlog may increase part 2026-07-  Target integration, deployment automation and Medium
ner delivery demand [14] 18 managed operational support with proposals tie
d to execution capacity and margin protection.

Additional Developments

* Regional Chamber and Example Target Account partner to scale agentic Al across SMEs: Establishes an
association-led distribution channel into SMEs, distinct from Example Target Account's national infrastructure
engagements. Network size is not a confirmed customer count. [7]

» Example Target Account and City A agree to explore Al-enabled urban infrastructure: Extends Example
Target Account's Market A opportunity beyond Smart City Programme A, creating potential demand for local
integration and urban infrastructure partners. [9]

» Example Target Account Al Accelerator applications more than triple for Cohort II: Shows the accelerator
developing into a sourcing and commercialization channel. Potential contract value should not be treated as
booked revenue. [16]

» Example Target Account expands government partnerships in three regional countries: Broadens
sovereign Al opportunities in Growth Markets, with likely requirements for local delivery, cybersecurity and
workforce development. [8]

» Example Target Account-Investment Partner A Fund | discloses five Al investments: Investment relationships
can help Example Target Account extend its capabilities and introduce portfolio technologies into regulated
customer environments. [17]
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* Example Target Account reports FY2025 growth and a multi-billion-dirham backlog: Demonstrates an
established multi-year delivery model and growing international demand, supporting account expansion and
implementation partner opportunities. [18]

» Example Target Account welcomes approval of advanced Al chip exports to Technology Group A: Could
reduce compute constraints on large Al deployments, while reinforcing export-control and governance
requirements. Approval does not establish chip delivery to Example Target Account. [13]

» Example Target Account reports record Q3 international revenue contribution: Shows international
deployments becoming a material revenue engine and signals interest in complementary Al capabilities. [19]

Extended Recommendation Context

Custom software development ranks first because Example Target Account explicitly describes financial co-
development and customized deployments, suggesting a potential implementation role rather than a generic
technology advisory engagement ( [2]). Its smart city programs provide additional context for customer-specific
application and integration work, although delivery milestones and external work allocation remain unknown (
[4]). Industry Research Source's reported backlog strengthens the timing hypothesis but does not establish a
capacity gap, so dedicated teams rank below a defined workstream ( [14]). Cloud Partner A, Cloud Partner B
and on-premises options make deployment compatibility relevant, but do not establish a cloud migration project (
[2]). Example Target Account's Technology Partner A and Energy Intelligence Platform relationships also
suggest that complementary implementation is a better opening than a broad Al development proposition ( [3]).

Example Seller Company reports 3,500+ IT professionals and 1,600+ delivered projects, with end-to-end
engineering and flexible outsourcing and augmentation models. Its stated references include Client Reference A
and Client Reference B. No supplied reference establishes a comparable Example Target Account deployment.

Risk Rationale

* No accessible external delivery work: Reported backlog may be fully covered by internal teams and existing
relationships. No supplied source establishes outsourcing intent. Context: [14]

» Sovereign delivery eligibility: Financial deployment options and institutional control may imply restrictions on
personnel, access and delivery location. Specific restrictions are unknown. Context: [2]

 Overlap with internal and partner capabilities: Example Target Account's Technology Partner A and Energy
Intelligence Platform relationships suggest that broad Al positioning may overlap with established capabilities.
Context: [3]

» Exploratory agreements mistaken for executable work: The Data Technology Partner A agreement concerns
exploration, so near-term implementation demand may not materialize. Context: [15]

» Seller proof may be too broad for the required assurance: Example Seller Company's supplied references
and certifications do not establish delivery experience in Example Target Account's specific sovereign
environments.

Additional Discovery Questions

* As financial pilots scale, who defines acceptance criteria and owns integration, regression and security
testing? Context: [2]

Other Offerings Considered

Cloud consulting, devel  64/100 Sovereign deployment options sugg  Confirmation of a defined deploymen
opment and migration est architectural relevance, but there t engineering requirement, permitted
is currently insufficient evidence of a  infrastructure and supplier access.
migration requirement or an unassig
ned cloud workstream. Source: [2]

IT staff augmentation 62/100 Backlog growth may indicate worklo ~ Named skill requirements, required d
ad, but there is currently insufficient ~ uration and confirmation that Exampl
evidence of specific skill shortages, e Target Account can onboard exter
open roles or an augmentation mode nal engineers.

I. Source: [14]
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Al and machine learnin
g development

59/100

Example Target Account already de
velops Al products with established
collaborators. There is currently insu
fficient evidence of a specialist Al wo

A bounded Al engineering requireme
nt outside existing internal and partn
er responsibilities, with validated Exa
mple Seller Company expertise.

rk package that Example Seller Com
pany could complement rather than

duplicate. Source: [3]

Additional Offering Assessments

Offering / Fit Why It Fits Problem / Evidence

Dedicated development te
ams | 73/100

DevOps and DevSecOps |
70/100

Cybersecurity and security
testing | 67/100

Timing Evidence

The reported backlog and six-year Smart
City Programme A program suggest a pot
ential fit for a persistent team assigned to
a defined delivery workstream. Whether
Example Target Account uses external te
ams requires validation.

Financial Solutions supports Cloud Partn
er A, Cloud Partner B and on-premises d
eployment. This suggests potential work
on repeatable release processes across ¢
ustomer-controlled environments, subject
to access and architecture constraints.

Institutional data control and secure integ
ration are explicit elements of Financial S
olutions. This suggests a potential role for
application security testing within an agre
ed assurance boundary.

Concurrent long-running programs may ¢
reate continuity and coordination demand
s. Neither a staffing shortage nor an outs

ourcing decision is established. [Al Inferre
d] [4] [14]

Customer-specific deployment environme
nts may complicate release consistency a
nd configuration control. Example Target

Account's current delivery tooling and pro
cesses are unknown. [Al Inferred] [2]

Customized interfaces may require additi
onal security validation. No security weak
ness or missing control is established by t
he supplied material. [Al Inferred] [2]

« Financial Institution C research reports AED 2.5 billion of Q2 2026 regional orders and a multi-billion-dirham
backlog: The reported delivery workload may indicate a useful time to validate whether specific integration
workstreams need external support. Backlog is not evidence of an available supplier budget. [Medium] [14]

» Data Technology Partner A and Example Target Account agreed to explore Al operating system integration:
Exploration of integration into smart city and data infrastructure projects suggests a concrete interoperability
discussion. It does not establish a funded implementation or a role for Example Seller Company. [Medium]

(1]

Saved Conversation Angles

» Customer-specific engineering around Financial Solutions: Co-development and customized deployment may
create separable integration work. Validate ownership and external delivery boundaries before discussing
capacity. Buyer: VP Engineering [2]

* Reusable integration across city programs: Smart City Programme A and Market B suggest a useful
discussion about reusable components versus agency-specific interfaces. They do not establish an
integration backlog. Buyer: Head of Data Engineering [4]

* Acceptance testing from pilot to scale: Financial pilots progressing to customized deployments may require
changing acceptance criteria and regression coverage. Current testing arrangements require validation.
Buyer: Head of Quality Assurance [2]

* Integration ownership for ecosystem technology: The exploratory Data Technology Partner A agreement
suggests a specific interoperability discussion, but implementation scope and external supplier participation
remain unknown. Buyer: Head of Platform Engineering [15]
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Additional Buyer Propositions

» Head of Platform Engineering: Environment differences may complicate release repeatability. Potentially
more consistent releases within approved infrastructure boundaries. Explore what changes operationally
between Cloud Partner A, Cloud Partner B and on-premises deployments. Source: [2] This role may own
release processes and deployment controls across customer environments.

* Head of Information Security: Customized interfaces may introduce additional assurance work. Potentially
clearer security acceptance evidence for customized interfaces. Validate how security testing responsibility is
divided between Example Target Account and financial institutions. Source: [2] This role may define
application security assurance and external testing permissions.

Opportunity Score Basis

Product Fit Strategic Need Buyer Relevance
81 69 73 65 70

Scores are directional, not purchase probabilities. All 19 listed services were considered. Customized delivery,
data integration and assurance have the strongest target context. Dedicated teams and augmentation depend on
unconfirmed external delivery requirements. Cloud and Al services face ownership and capability overlap
questions.

Stakeholder Context: Stakeholder A

Partner-supported delivery of mission-critical Al applications; 2026-09-08: Signed the Al Technology Partner
MoU and commented on embedding intelligence into critical infrastructure while preserving operational control.
Themes: Custom application delivery; Critical infrastructure; Evaluation and governance; Concerns: Potential
overlap with Al Technology Partner scope; Sovereignty and operational control requirements; External supplier
use is unconfirmed; His signed collaboration explicitly covers joint application development, operational reliability
and governance.

Stakeholder Context: Stakeholder B

Moving ecosystem technologies into customer deployments; 2026-05-26: Named as a member of the jury that
evaluated finalists for the second Al Accelerator cohort. Themes: Partner commercialization; Customer
integration; Ecosystem development; Concerns: Partner Innovation Programme is not evidence of a services
procurement channel; Engineering allocation authority is unconfirmed; His documented ecosystem involvement
may provide access to opportunities where integration capacity supports commercialization. Named on the
Cohort Il evaluation jury and in the Industry Forum leadership agenda.

Stakeholder Context: Stakeholder C

Secure acceptance of externally delivered application components; Themes: Security assurance; External team
access; Release acceptance; Concerns: Customer delivery remit is unconfirmed; No dated activity is supplied;
Profile headline and experience title differ; Early clarification of security controls may determine whether
Example Seller Company can support deployment workstreams. His profile lists Director of IT and Cybersecurity
at Example Target Account from September 2025 to present. Whether he governs customer application security,
external tester access or supplier assurance.

Stakeholder Context: Stakeholder D

His stated emphasis on co-development and scaling Al into production may support a complementary delivery-
partner proposal. Executive sponsorship is more relevant after a specific integration need is validated with
operational owners. Scaling customer-specific Al deployments through complementary partners; 2025-11-10:
Discussed the Al outlook and Example Target Account's Financial Institution B partnership in a Business
Publication A interview at Industry Finance Forum. Themes: Production Al adoption; Financial services; Strategic
partnerships; Concerns: Partnership announcements do not establish outsourcing demand;
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