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] These are Al-assisted strategic perspectives based on the information provided. Validate key decisions with qualified
business advisors. Confidence scores reflect how strongly the Al's reasoning is supported by your input data.

SWOT Analysis

Strengths

Strong brand recognition in the mid-market segment
with 92% customer retention rate.

Proprietary Al-driven analytics platform with 18-
month technology lead over nearest competitor.

Experienced leadership team averaging 12 years in
the industry.

Opportunities

Regulatory tailwinds — upcoming compliance
mandates will drive demand for Al auditing tools.

Expansion into the European market could add $8-
12M ARR within 24 months.

Partnership with Tier-1 system integrators to
accelerate enterprise penetration.

Strategic Action Plans

Weaknesses

Top 3 customers represent 61% of annual recurring
revenue — significant concentration risk.

Sales cycle averages 6.2 months, limiting growth
velocity against better-funded rivals.

Limited international presence — 94% of revenue
from North America.

Threats

Two well-funded competitors raised Series B rounds
in Q3; aggressive pricing pressure expected.

Macro environment tightening IT budgets —
discretionary spend under scrutiny.

Key-person dependency: CTO holds critical
institutional knowledge with no documented
succession plan.

Al-recommended next steps prioritized by urgency and impact.

. High Priority

REVENUE RISK

o)

Immediately initiate customer diversification programme — target 5 new logo wins in Q1 to reduce top-3

concentration below 45% within 12 months.

Why: Current concentration creates existential churn risk.

I SUCCESSION PLANNING
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Commission a CTO knowledge-transfer programme and document all critical architecture decisions in a
centralised wiki.

Why: Key-person risk is a common deal-breaker in M&A due diligence.

. Medium Priority

MARKET EXPANSION & H12026

Engage a European distribution partner and begin GDPR/AI Act compliance certification to enable EU
sales.

Why: Regulatory readiness is a 6-9 month lead-time item.

SALES VELOCITY O Q22026

Introduce a lighter-touch SMB tier to shorten the sales cycle and build pipeline volume.

Why: Reducing cycle time from 6.2 to 4 months materially improves capital efficiency.

. Low Priority

PARTNERSHIPS & Q32026

Explore co-sell agreements with two Tier-1 Sls — Deloitte and Accenture — targeting a signed MOU by
Qs.

Why: Sl relationships unlock enterprise accounts that are otherwise cost-prohibitive to reach.
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