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5

TARGET CUSTOMERS IN THE SPACE ECONOMY

- 4, F @ 9 K

SATELLITE

LAUNCH EARTH- DEFENSE-SPACE GROUND-SEGMENT
Al HELPS SPACE OPERATORS PROVIDERS OBSERVATION CONTRACTORS COMPANIES
STARTUPS TURN Communication, Orbital & suborbital FIRMS National security, Ground stations,
remote sensing, launch companies Imagery, data ISR, and space telemetry, TT&C
MARKET NOISE IoT constellations and services analytics & insights.

systems integrators

INTO PIPELINE.

and networks

Leverage Al to identify,
understand and engage
the right space
companies—faster

and more effectively.

HOW Al POWERS LEAD GENERATION

-@-@—

@ oiscover © oerectintent @ enriciaprorite Q) scoreaseGMENT (@) PrioriTizE & ouTReacH (@) HANDOFF TO SALES
« Al scans millions of + Al monitors digital « Al enriches data with + Al scores accounts by + Al recommends best

‘companies, news, signals: hiring, funding, firmographics, tech fit, intent and potential prospects and channels.

fings,tenders and partnerships,launches, stack, capabilties, value. TCantrsias persoratosd

public data. technology ado.pl.xon contracts and more. « Segments by use case, messaging and cadences
+ Builds a dynamic Sl ct; scsic sl + Creates a 360° view region, size and to maximize responses.

universe of potential « Identifies accounts of each account. readiness.

customers. showing buying intent.

KEY BENEFITS FOR SPACE STARTUPS

FIND THE RIGHT FOCUS ON WHAT SAVE TIME & IMPROVE CONVERSION BUILD A SCALABLE
ACCOUNTS MATTERS RESOURCES /\/ RATES PIPELINE
Discover high-fit Prioritize accounts Automate research | | I I

Deliver relevant Create a predictable
companies you

-~ AI-POWERED LEAD GENERATIO
FOR SPACE STARTUPS

FIND THE RIGHT PROSPECTS. ENGAGE SMARTER. GROW FASTER.

| —> 7\ — ’//.\)
() —

AI-ENHANCED LEAD PIPELINE

AWARENESS

Mass discovery of

Al scans the market
and discovers in-market
accounts at scale.

relevant accounts

DOWNSTREAM IDENTIFIED Al evaluates irmographics,
ANALYTICS 5 N
FIRMS High-value prospects ——= technographics and

intentified intent signals.
Applications, Al/ML

and decision tools

QUALIFIED

Al scores, segments
Prioritized leads

——* and enriches for
relevance and fit.

ENGAGED Outreach tailored to

* needs and timing to
drive responses.

-

Qualified leads synced

+ Qualified leads synced ;O"CRM for sales
to CRM with full follow-up.
context.

« Sales engages with

insights and next
best actions.

PRACTICAL IMPLEMENTATION STEPS

(2] (3] (4] (5
X - & - = — g
il

with real intent and qualification outreach at the flow of qualified
won't find with and strong 50 you can focus right time with leads and revenue DEFINE IDEAL CONNECT DATA DEPLOY Al MODEL LAUNCH OUTREACH MEASURE &
traditional methods. potential. on growth. better context. opportunities. CUSTOMER PROFILE SOURCES &SCORING WORKFLOWS OPTIMIZE
Identify target segments, Integrate CRM, Train or configure Al Setup Track p :
use cases and value website, social, news, models for scoring, cadences and refine models and
propositions. funding and more. intent and segmentation.  personalized content. improve continuously.

)
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. AI-DRIVEN MARKET INTELLIGENCE
' }/ FOR SPACE STARTUPS

TURN DATA INTO DECISIONS. SPOT SIGNALS. WIN OPPORTUNITIES.

UNIFIED DATA SOURCES Al MARKET INTELLIGENCE ENGINE |

gg and
data from across the space ecosystem.

LAUNCH ACTIVITY TRACK LAUNCH ACTIVITY /\/
Launch schedules, manifests, payloads, Modmtor ma.m!e‘sts, <:dTnce. A

providers, success rates. > » > and emerging launch players.

FUNDING & INVESTMENTS MONITOR FUNDING & CONTRACTS

Venture funding, grants, M&A, Ses.ic's eaiéingienending: d I I I I I

2 , e

MARKET INTELLIGENCE OUTPUTS

Actionable insights tailored to your mission.

Al

Transform diverse data into timely, actionable insights.

investor activity. and winning contracts.
COVERNIEIT CONTHARTS INGEST & NORMALIZE ENRICH & CONNECT ANALYZE & PREDICT PRIORITIZE & ALERT
Awards, RFPs, solicitations, budgets, Collect, clean, and standardize Al links entities across. ML models detect patterns, Surface high-value signals COMPETITIVE INTELLIGENCE .@
agencies Wwortdwide: & data from global sources datasets to build a forecast trends, and score and deliver proactive Benchmark rivals, partnerships,

in real time. connected view. opportunities. notifications. patents, and positioning. v
COMPETITOR INTELLIGENCE

Company profiles, capabilities, partnerships,
pricing, news, patents. Al CAPABILITIES Identify buyer needs, roadmaps,
CUSTOMER & MARKET SIGNALS and engagementintent:

Demand indicators, RFs, roadmaps, Q X- [~ @ @ PROCUREMENT TRENDS
partnerships, job postings, patents.

CUSTOMER SEGMENT SIGNALS —

Spot upcoming RFPs, budget

NATURALLANGUAGE  ENTITY RESOLUTION TREND & FORECAST ANOMALY & RISK OPPORTUNITY ity _ g
MACRO & POLICY TRENDS PROCESSING &LINKING MODELING DETECTION SCORING priorities, and policy shifts.
Regulation, trade, export controls, Extract insights from Unify companies. people,  Predict demand, funding  Identify risks, supply Rank opportunities by
economic & geopolitical trends. news, filings, and contracts, and missions activity, and market chain issues, and fit, size, timing, and V\_’H'TESPACE OPPORTUNITIES [} ® [ ]
publications. across sources. shifts. policy changes. probability. Find underserved needs and % L] e ® o
high-potential adjacencies.
SPACE MARKET LANDSCAPE MAP (EXAMPLE) TURN INSIGHTS INTO STRATEGY KEY TAKEAWAYS
Al maps the ecosystem to reveal hotspots and gaps. Embed intelligence into every decision.
m — ° Al unifies fragmented data to reveal the full market picture.
DOWNSTREAM ENABLERS /\ /\
m - ( o ) f /~/ \ o Early signals on launches, funding, contracts, and demand
+ Launch Vehicles + Satellites & Platforms. « Earth Observation « Al & Software \ o / create a first-mover advantage.
« Spaceports + Ground Systems « Communications + Cybersecurity V Q C itive and
s * Copstann sevigetion & Timing isterisls DEFINE OBJECTIVES DISCOVER SIGNALS EVALUATE & PRIORITIZE  PLAN&EXECUTE  MEASURE & ADAPT and win strategies.
« In-Space Manufacturing |« Data Links * Space Services « Professional Services Setstrategicprioriies  Use Altouncover  Assess opportunities  Build go-to-market  Track outcomes and @ Procurement and policy insights help you plan and stay ahead.
< Q and markets to high-value market based on fit, risk, plans and allocate refine strategy
,i & @ pursue. signals. and upside. resources. continuously. Q discovery high ial opportunities
Zik others miss.

@ HighActvity @ Growing @ Emerging () Whitespace / Underserved [ @ BETTER INTELLIGENCE. FASTER DECISIONS. STRONGER POSITIONING. ] ’4 STAY INFORMED. STAY AHEAD. BUILD THE FUTURE OF SPACE.

GLOBAL COVERAGE REAL-TIME INSIGHTS TRUSTED & SECURE —0— CUSTOMIZABLE BUILT FOR STARTUPS
Monitor activity across Continuous monitoring Enterprise-grade security -_—0 Tailored dashboards, Scalable, affordable,

countries and orbits. and instant alerts. and data governance. = alerts, and reports. and easy to adopt. CC BY 4.0 NEWSPACEECONOMY.CA
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1. BUILD YOUR IDEAL PROSPECT FOUNDATION

2. KNOW YOUR AUDIENCE (EXAMPLE PERSONAS)

~~ PERSONALIZED OUTREACH AT SCALE
FOR SPACE STARTUPS

THE RIGHT MESSAGE. TO THE RIGHT PEOPLE. AT THE RIGHT TIME.

3.Al- POWERED PERSONALIZATION INPUTST

COMPANY SIGNALS PAST INTERACTIONS
BUSINESS LEADER ENGINEERING LEAD PROCUREMENT LEAD News, funding, partrensiips, @ Emay, moetings, content |
hiring, product launches. engagement, responses.
ROLE & PRIORITIES LANGUAGE & REGION
ACCOUNT ENPICHMENT  CONTACT RESEARCH INTENT & TRIGGERS SEGMENT & SCORE Role context, fuction, Prefered longusge,
i A 3 . : jreal ;
Identify high-fit Find the right Detect buying Score and segment + Goals: Growth, + Goals: Performance, + Goals: Compliance, Kl sod chalnges P
organizations using people and uncover signals, project accounts to focus on partnerships, ROI integration, reiability quaity, delivery
firmographics, roles, priorities and milestones and those most likely « Needs: Clear value, « Needs: Technical « Needs: Trust, terms, TECHNICAL CONTEXT CONTENT INTELLIGENCE
technographics, recent activity. pain points. to engage. risk reduction detail, specs, process efficiency Tech stack, mission profie, What contont resorutes
news and funding + What resonates: compatibility + What resonates: DiegranTeqieemeats s sSdiany
signals. Outcomes, case + What resonates: Certifications, SLAs,
studies, differentiation Architecture fit, supplier stability Al combines th o % subject ines
innovation, data and offers that felreevant and timely.

4. PERSONALIZED OUTREACH WORKFLOW

@~ @ @@~ u-

5. SAMPLE MULTI-CHANNEL CADENCE (10-14 DAYS)
DAY 6

DAY 11 DAY 13+

(1) cawz MESSAGE @ CHOOSECHANNEL ~ @BUILDCADENCE @) SEND &ENGAGE (@ LEARN & OPTIMIZE (3 SCALE WHAT WORKS e
ARIANTS MiX v =
) 4 Set (ou(hpo:nx‘s, Deliver :mcss Analyze responses Double down on EMALLT LINKEDIN EMAIL2 LINKEDIN EMAIL3 OPTIONAL
drafts tailoed Select the best spacing and timing channels and and engagement winning plays i CONNECT v MESSAGE by CALLTASK
messa v hannels and timized f track opens, to refin i d expand t Intro + sue prop + p jection
ooy el R e - S e S b | - A =T~ SNl oot
Pt insight + context use case Quick question social proof or next steps
K Cadence adapts automatically based on engagement signals.
THE FOUNDATION: DATA, Al & FEEDBACK LOOP
DATA QUALITY Al PERSONALIZATION SMART DISTRIBUTION ENGAGEMENT DATA LEARNING LOOP
Clean, accurate =) Al crafts and refines =) Sendthe right message ~~ —) Track opens, clicks, = Insights feed back
and compliant messages that on the right channel replies, meetings into the model
data powers match each atthe right time. and pipeline. to get better
everything. prospect. J with every cycle.

A0

©

REACH THE
RIGHT PEOPLE
with relevance

and context.

6. CHANNEL MIX
in)
¢

7. BEST PRACTICES

Lead with value, not features.

EMAIL - Deep context, resources,
demos and follow-ups.

LINKEDIN — Build relationships,
engage and start conversations.

PHONE / VIDEO - Highimpact

conversations and demos.

EVENTS / WEBINARS — Educate,

showcase and connect.

DIRECT MAIL (0PTIONAL) —
Stand out for key accounts.

Reference specific signals and outcomes.
Keep messages short, scannable and human.
Use localized language and time zones.

Test subject lines, CTAs and content formats.

Respect privacy and follow data regulations.

8. KEY TAKEAWAYS

-

ENGAGE WITH OPTIMIZE WITH SCALE WHAT
PERSONALIZED DATA AND Al to WORKS across
MESSAGES that improve results more accounts

resonate. continuously. and markets.

CC BY 4.0 NEWSPACEECONOMY.CA



/ HOW Al SUPERCHARGES CONTENT MARKETING

SMARTER IDEATION
Al uncovers trending topics, customer questions, and
content gaps to fuel your strategy.

FASTER CREATION
Generate first drafts, outlines, visuals, and
multilingual content in minutes. PLAN &

STRATEGIZE

© research
&INSIGHTS
SEO OPTIMIZATION

Al-driven keyword research, topic clustering.

and on-page optimization improve discoverability. * Comtent strategy & pilars

* Morket & competitor scan

REPURPOSE AT SCALE
Tum one asset into many formats for every stage
of the buyer journey and channel.

+ Topi and keyword discovery  + Channel & format planning

PERSONALIZATION
Deliver the right content to the right audience
with Al-powered recommendations.

O®0086

PERFORMANCE INSIGHTS
Analyze sentiment, and
to continuously refine and prove impact.

© creare

WITH Al

+ Drafting & outlining
« Visuals & infographics
* Data storyteling

HIGH-IMPACT CONTENT FOR SPACE COMPANIES

s
vy
EDUCATIONAL CONTENT MISSION EXPLAINERS CASE STUDIES WEBINARS & VIRTUAL
FOR INVESTORS & CUSTOMERS & STORYTELLING & SUCCESS STORIES EVENTS
Explyin complex space Bring missions to life with Show realworld impact with ‘Show expert sessions, OBAs,

SOCIAL POSTS &
COMMUNITY

Short-form content that
rks jons and

AlI-POWERED CONTENT WORKFLOW -

FOR SPACE COMPANIES

CREATE. OPTIMIZE. AMPLIFY. INSPIRING AUDIENCES ACROSS EARTH AND BEYOND.

CONTENT FUNNEL FOR SPACE MARKETING

AWARENESS
Educate & inspire
broad audiences

~

CONSIDERATION
Bulld trust & demonstrate

O orrmize © oisrisure © veasure
&LOCALIZE &ENGAGE &IMPROVE
EVALUATION
*+ SEO & readability * Publish h * Track Address needs &

« Tone & brand alignment
+ Multiingual adaptation

PROPOSALS &
PITCH DECKS

Al holps craft cloar, persuasive,

that

and product deop dives to
educate, engago. and
capture leads.

moasurable results, customer
outcomes, and lessons.
learned.

compolling narratives, visuals,
and data that inspire and
build understanding.

technologies, market trends,
regulations. and opportunities
in clear, credible language.

BEST PRACTICES FOR Al-POWERED CONTENT MARKETIN
O/ STAY ON-BRAND

KEEP HUMAN IN THE LOOP FACT-CHECK EVERYTHING

Use Al to augment your team—
not replace your expertise.

Provide brand guidolines
and examples to maintain
consistency.

D

and claims for accuracy
and credibilty.

Verify technical details, data,

builds a vibrant space

community.

2

win stakeholder and
investor confidence.

KNOW YOUR AUDIENCE

Toilor content to roles, industries,

and stages of the buyer's
journey.

- Social & email compoigns
+ Community engagement

* Audience feedback show value

+ terate and scale

DECISION
Enable confidence
& stakeholder buy-in

Al TOOLS & CAPABILITIES YOU CAN LEVERAGE

=Y

@ il ¢
SEO & CONTENT DATA VISUALIZATION

INTELLIGENCE & CHARTS

@

Al WRITING ASSISTANTS
&COPILOTS

Blog posts, mission explainers,
infographics, sociol posts,
videos, thought leadership

Webinars, case studies,
whitepapers, quides,
newsletter, podcasts

Technical briefs, solution
comparisons, RO content,
FAQs, demos

Proposals, decks, security
& compliance docs,
customer testimonials

Success stories, case studies,
reviews, social proof,
community highlights

(a)

IMAGE & VIOEO
GENERATION

Droft. edit, and refine content
‘with brand<onsistent tone.

Keyword research, clustering.

‘content briefs, and audits. clear, compeling visouls.

VISUAL STORYTELLING
& MULTIMEDIA
. @ @ A
and videos make complex
ideas memorable and TRANSLATION & PERSONALIZATION ANALYTICS &
shareable. LOCALIZATION ENGINES DASHBOARDS
Adept content for globol Deliver tadored content Track engagement, pipeline
‘audiences with accuracy. based on behavior and role. impact, and ROI.
KEY TAKEAWAY
" REPURPOSE

INTENTIONALLY

Masimize impact by adopting I}
content for each channel

and format.

right audiences, and tum interest

al &

4

measurement—you can build a co

animations, and videos.

VOICE & AUDIO
CONTENT
Podcasts, voiceovers,
and audio summaries.

Al empowers space companies to tell better stories, reach the

into impact. By combining

human expertise with Al at every step—from strategy to

ntent engine that educates,

inspires, and accelerates your mission.

CC BY 4.0 NEWSPACEECONOMY.CA



1. DISCOVER

&)

OPPORTUNITY SCORING FRAMEWORK

Identify needs,
pain points, and
mission fit.

—

®———————— AI/ML MODELS ANALYZE ENGAGEMENT, SIGNALS, AND OUTCOMES AT EVERY STAGE —————®

2. QUALIFY

Confirm budget,
authority, need,
and timeline.

3. SOLUTION DESIGN

FOR SPACE STARTUPS

PIPELINE INSIGHT TODAY. REVENUE CONFIDENCE TOMORROW.

THE PREDICTIVE SALES PIPELINE

4. PROPOSAL 5. EVALUATION 6. NEGOTIATION 7. CLOSED-WON

Co-create solution
and success.
criteria.

Deliver proposal
and value
justification.

Customer evaluates
commerdial, fechnical,
and mission fit.

Address terms,
finalize contracts,
align stakeholders.

Launch delivery,
ensure success,

NEXT-BEST ACTION RECOMMENDATIONS RISK & STALLED DEAL DETECTION

. PREDICTIVE SALES PIPELINE MANAGEMEN

REVENUE FORECAST & CONFIDENCE

WEIGHTED PIPELINE (EXAMPLE)

FORECAST CONFIDENCE

@ Commit $8.2M
7.6M 0,
@ BestCase $7.6 72/° ‘
TOTAL @ Pipeline  $6.1M MODERATE-HIGH
@ Early $2.8M Confidence based on data

quality, engagement, and
historical conversion.

MARKETING TO SALES HANDOFF

f{ Mission Alignment 25% Send tailored case study on similar mission HIGH A No activity in 14+ days HIGH RISK
outcomes. IMPACT
(® Budget & Economic Fit 20% ‘ %
% = Schedule technical deep-dive with HIGH Champion disengagement HIGH RISK d — — /\/
8 6 am  Decision Maker Engagement 20% solutions engineer. IMPACT
SCORE {88 TechnicalFit & Differentiation 15% y Procurement delay indicated MEDIUM RISK
Share ROI model and total cost of ownership MEDIUM ATTRACT QUALIFY (MQL) HANDOFF (SQL) NURTURE &
(© Timeline & Urgency 10% analysis. BAPAET Competing solution detected MEDIUM RISK Targetaccounts  Alscoresintent,  Context-rich lead MEASURE
engagewith fit, and with Closed-loop feedback
D Company Fit & References 10% Re-engage economic buyer to confirm MEDIUM b :
D 9 4 @ content & events. signals. next steps. improves future
\. budget timeline. IMPACT Healthy engagement trend LOW RISK 'ge PS. P! !
. s o conversions.
Score drives prioritization, resource allocation, 2 g e i
and forecast accuracy. Al recommends the right action, at the right time, for the right reason. Early riskidetection enables proactive Intervention Better data in, better opportunities out.
and higher win rates.
CRM INTELLIGENCE PRACTICAL WORKFLOW: PREDICT — PRIORITIZE — ACT — MEASURE PIPELINE HYGIENE CHECKLIST KEY TAKEAWAYS
All opportunities have a next step and owner s S
- (1) 0 () (4) (s) @ik v Predict with data.
/‘// @ ey fields (stage, amount, close date) are accurate e
/\o/ v Win with insight.
= x Engagement in last 14 days for every active deal :
— => — ; — /I'll © "g,? i i Eaey Act with purpose.
UNIFIED DATA AIINSIGHTS ~ PREDICTIVE SIGNALS  SMART ALERTS Y . @ Decison maker mapiis complete Improve every day.
Centralize CRM, NLP analyzes Identify conversion  Surface critical e oo el e O @ Value proposition and success criteria defined
email, meetings,  conversations, drivers, churn risk, changes and teke dentiflod with rdtiaatk ‘ ioeli
sl = & g Collect multi-source Al models predictwin  Focus on highestvalue  Execute next-best  Track results and @ FRisks identified with mitigation plans A'predictable pipeline
proposals, and documents, and and expansion action triggers e : . # g % ° F i powers sustainable
support data. wiioss redsons: opportunities. nrealtime. engagement and probability, deal size, ‘opportunities and actions across the  continuously improve ‘orecast category matches lence growth in the
account data. and close date. risks. team. models.

@ Past-due opportunities reviewed weekly

space economy.

CC BY 4.0 NEWSPACEECONOMY.CA
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WHAT IS CONVERSATIONAL AI?

Conversational Al uses natural How can | help you?

language understanding and

Tell me about
Earth observation
services.

generative Al to hold helpful,
contextual conversations across

chat, voice, and messaging

channels—helping space

Here are our services,
use cases, and pricing
options...

companies engage, support,
and grow their customer base

around the clock.

CONVERSATIONAL Al FOR

= ~ THE CUSTOMER JOURNEY WITH CONVERSATIONAL Al

= 4
[
g

AWARENESS ENGAGEMENT EVALUATION
Prospect discovers Al assistant provides Al helps compare
your brand and instant answers and solutions, explains

has a question. shares relevant mission fit, and

resources. answers objections..

CONVERSATIONAL Al IN ACTION ACROSS THE SPACE ECONOMY

SATELLITE OPERATORS EARTH OBSERVATION
< Copemy ks PROVIDERS
information
- Service configurations
« SLAs and pricing
+ Technical support

« Imagery specifications.

« Application guidance

- Data & product discovery

- Tasking & delivery status

Y

d

DECISION
Al qualifies the lead,
schedules meetings,
or connects to
the right expert.

ONBOARDING
Al guides setup,
documentation, and
training for a smooth
launch.

DEFENSE &
GOVERNMENT

« Program information

4 LAUNCH SERVICES , CONNECTIVITY &
,’ . Mission feasibility ‘\i COMMUNICATIONS
L7 Launchoptions © . plans & bandwidth
« Scheduling & timeline - T | ibili
+ Regulatory guidance + Order tracking
- Billing support

HOW A CONVERSATIONAL Al ASTANT WORKS

00 @0 900

« Compliance & security
« Contracting help
+ Documentation

CUSTOMER ENGAGEMENT IN THE SPACE ECONOMY

SMARTER CONVERSATIONS. STRONGER RELATIONSHIPS. MISSION-READY SUPPORT.

(a2
k-

SUCCESS

Ongoing support,

insights, and
upsellcross-sell
opportunities.

SPACE INFRASTRUCTURE

@ & DATA PLATFORMS

« API &integration help
- Data access & delivery
« Usage & quotas
+ Platform health

KNOWLEDGE & DATA FOUNDATION

DOCUMENTATION
&MANUALS

PRODUCT & SERVICE
INFORMATION 4

USER MESSAGE UNDERSTAND & INTENT ~ KNOWLEDGE RETRIEVAL  GENERATE RESPONSE TAKE ACTION LEARN & IMPROVE
Customer asks aquestion Al interprots the mossage, jlled from Al crafts te.helpful  Answer. perform a task. Feedback
i identifies intent, entities, and o . or escalate continuously improve . .
voice, of messaging apps. and context. knowledge bases. next steps. 0.2 human, accuracy and experience. TICKETS & PAST
RESOLUTIONS
FASTER /\/ LOWER SUPPORT COSTS GLOBAL REACH EMPOWERED TEAMS DATA-DRIVEN INSIGHTS
e g B e ® B, et
improve satisfaction tums interest into questions and tasks. their language, in their value conversations trends, and pain points

and trust. qualified opportunities.

reduce ticket volume. time zone. that matter.

to improve offerings.

FAQS &

KNOWLEDGE BASES.

POLICIES &
COMPLIANCE

API DATA &
SYSTEMS

TAKEAWAYS

V' Conversational Al makes space solutions easier to discover, understand, and adopt.
VIt delivers 24/7, personalized experiences across the entire customer journey.

+/ Built on trusted knowledge and smart handoffs, it strengthens relationships at scale.
' The result: more impact, more missions, more progress.

CORE CAPABILITIES *

ANSWER PRODUCT QUESTIONS
Instant, accurate answers about satellites,
data, platforms, pricing, and more.

&
vor

MISSION & SERVICE EXPLAINER BOTS
Simplify complex concepts, missions,
capabilities, and use cases.

LEAD QUALIFICATION
Ask the right questions, understand needs,
and route high-intent leads.

MULTILINGUAL ENGAGEMENT
Communicate in the customer’s language
across global markets.

24/7 SUPPORT & SELF-SERVICE
Resolve common issues anytime,
reducing wait times and tickets.

ONBOARDING & ENABLEMENT
Guide users through setup, training,
best practices, and documentation.

W o ®y

WHEN HUMAN ESCALATION IS NEEDED
@  complextechnical issues or mission-critical events
(@  Negotiations, pricing exceptions, or contracts

Sen:

re, legal, or security-related matters

&%  Customer requests a human

'

SEAMLESS HANDOFF. FULL CONTEXT. HAPPY CUSTOMERS. -

CC BY 4.0 NEWSPACEECONOMY.CA



IDEAL CUSTOMER
PROFILE (ICP)

Define ideal accounts
based on mission
needs, tech stack,

budget signals and
strategic alignment.

el

AI-DRIVEN
ACCOUNT DISCOVERY

Al analyzes firmographic,
technographic, contract
and news data to find
accounts most likely
to buy.

FIT & INTENT
SCORING

Score accounts on fit,

intent strength, timing

and potential value to
prioritize where to
focus.

_ Al FOR ACCOUNT-BASED MARKETING

IN THE SPACE INDUSTRY

PRECISION TARGETING. RELEVANT ENGAGEMENT. MORE WINS.
1. SELECT THE BEST-FIT ACCOUNTS

@ % .|I| @’

OPPORTUNITY
LANDSCAPE

Identify whitespace
and active initiatives
across civil, defense
and commercial
missions.

4. AI-ORCHESTRATED ACCOUNT CAMPAIGN JOURNEY

AWARENESS
tollored  Add:
with personalized resources, case share proof pointsand RO, risk mitigation
insights, thought studies and technical  support technical and partnership
leadership and deep dives. validation. assurance.

mission-relevant
content.

Orive adoption,
upsell and cross-sell
with continuous
value delivery.

2

ACCOUNT
PRIORITIZATION

Build a tiered account
list with recommended
next best actions
for marketing and
sales teams.

&

Q

©

P

KEY TAKEAWAYS

FOCUS ON THE
f RIGHT ACCOUNTS
O Alfinds the accounts.
that fit your solutions

and are ready to buy.

Oo
N

UNDERSTAND EVERY
STAKEHOLDER

Map the full buying
committee and their
unique priorities.

DELIVER RELEVANT
VALUE

Tailor content by mission
type, role and stage

for higher impact.

2. MAP THE BUYING COMMITTEE

2

timeline, constraints ...

MISSION OWNER
Mission objectives,

PROCUREMENT
Compliance, terms,
vendor evaluation

EXECUTIVE SPONSOR
Mission value, ROI,
strategic impact

'

END USER / OPERATOR
Usability, training,
support needs

4
O“@

TECHNICAL LEAD

Architecture, data, EARTH

integration, security OBSERVATION
Sustainability,
resilience, data

FINANCE accuracy and

AGR Bets faster insights.

case, risk

4

3. TAILOR CONTENT BY MISSION TYPE

SATCOM

Connectivity,

coverage, latency,

capacity and
reliability.

5
l‘y /]
LAUNCH
SERVICES

Access to space,
reliability, schedule
assurance and
cost efficiency.

&z

DEEP SPACE
EXPLORATION

Scientific retum,
instrumentation,
precision and

mission assurance.

PERSONALIZATION LAYERS (Al-POWERED)

role-based priorities to tailor outreach and content.

5. SYNC MARKETING & SALES

SHARED ACCOUNT PLANS

Al reveals hidden influencers, maps relationships, and flags |

Unified goals, key and

REAL-TIME SIGNALS
Al alerts both teams on engagement and buying signals.

COORDINATED OUTREACH

Planned multi-touch sequences with role-based cadence.

SALES ENABLEMENT
Relevant content, battlecards and objection handling.

FEEDBACK LOOP
Capture outcomes to refine targeting and messaging.

ALIGN MARKETING MEASURE &
\ & SALES OPTIMIZE
\ Shared plans and real-time Track engagement,

signals drive consistent

execution.

influence and outcomes.
to improve win rates.

Al summarizes account
priorities, pain points,
initiatives and recent
activity.

IN-SPACE
SERVICES

Orbit operations,
servicing, logistics
and life extension,

Messages and valve Al recommends the right Al suggests the best
propositions tailored assets, case studies and channel, timing and
1o each stakeholder offers for each stage action to drive

role. and persona. engagement.

6. TRACK ENGAGEMENT. IMPROVE WIN RATES.
ABM COMMAND CENTER

ACCOUNT ENGAGEMENT

® High

TOP ENGAGEMENT DRIVERS
25% Web & Content
Emad & Outreach

= ® Medium S0%

Low

PIPELINE INFLUENCED
Opportunities

Events & Webinacs.
25%
Social & News

FORECASTED WIN RATE CHANGE

+18%

Projected Increase

STAKEHOLDER ENGAGEMENT

Roles 8/12

RECOMMENDED ACTIONS

@ Engage Technical Load
@ share Case Study
@ Invite to Technical Workshop

Al-POWERED ABM HELPS SPACE COMPANIES WIN MORE

MESSAGE AT THE RIGHT TIME.

CC BY 4.0 NEWSPACEECONOMY.CA

HIGH-VALUE DEALS BY FOCUSING ON THE RIGHT ACCOUNTS,
ENGAGING THE RIGHT PEOPLE, AND DELIVERING THE RIGHT



Al-POWERED INTELLIGENCE DASHBOARD

SENTIMENT ANALYSIS

| — WHAT PEOPLE ARE SAYING
= 2.3K 1.1K 86 42 » o Innovative technology
TOTAL UNIQUE TOPTIER COUNTRIES $olving important problems.
() MeNTIONS MENTIONS AUTHORS oUTLETS g wission and
A 18% A12% A9% A 7% ‘ o strong execution.
MEDIA vslast 7 days v last 7 days vslast 7 days vslast 7 days Need more transparency
POSITIVE = ey
MENTION TREND 5 8 (y Concerns about payload
PR sournavsTs = SENTIMENT MIX (] e delivary delays.
& ISSUES e i
- ® Positive  58% TOP DISCUSSED TOPICS
© Neutral  28% Launches & Missions.
Illl INSIGHTS 500 © Negative 14% Technology & Innovation 26%
0 & Contracts 18%
Apr30  Mayl  May2  May3  Mayd M5 Mayé Funding & Growth — 12%
L Sustainability —-— 6%

STRATEGIC PR WORKFLOWS

SNORORCE

@ DisCOVERAUSTEN @) ANALYZES PRIORMZE (@) PLAN & CRAFT Q) ENGAGE & DISTRIBUTE

Activate targeted media
outreach, sodial content
and event amplification
across channels.

Al monitors media. 5003,
blogs, and forums 247 to
understand comversations
and stakeholders.

Identify koy themes, audience
sentiment,and omerging
issues of opportunities

that matter most

Aassistedinsights guide
message stratogy. key

— —

| BUILT FOR TRUST. DESIGNED FOR GROWTH.
MESSAGE CONSISTENCY BRAND TRUST GLOBAL REACH
Al entures key messages Transparent, Gmely Engage audiences and

communication builds media in the markets

credbikty and loyahy.

are aligned across
channels and teams.

|
\

partrenhips, and funding. that matter most,

SMART MEDIA & JOURNALIST TARGETING

BEAT & INTEREST 5 o MOST RELEVANT
I ' MATCHING JOURNALISTS
\ E PAST COVERAGE X o PERSONALIZED
ANALYSIS PITCHES
MEASURE & OPTIMIZE
5] i @) ENGAGEMENT > o HIGHER RESPONSE
Track performance. &C)  HISTORY RATES
eamed coverage, sentiment,
and shave of voice. INFLUENCE & REACH > o STRONGER MEDIA
Refine and improve. SCORING RELATIONSHIPS

PERFORMANCE THAT MATTERS

© @

RESPONSE &
ENGAGEMENT

14

PURPOSE & IMPACT

EARNED
MEDIA VALUE

SHARE OF
VoIce

SENTIMENT
SCORE

CAMPAIGN
IMPACT

benefit of Earth.

Actionable dashboards turn data into decisions that strengthen reputation and drive growth.

‘ Al-DRIVEN PR AND REPUTATION
» MANAGEMENT FOR SPACE STARTUPS -

MONITOR. UNDERSTAND. ENGAGE. EARN TRUST. GROW YOUR BRAND.

38%

© oerect
Alflags potential
erises early and
assesses impact
and velocity.

+

ISSUE DETECTION & ALERTS

s
/w\/\/\/\/

LA g

SPIKE DETECTED
Negative mentions increased
120% in the last 2 hours.

EMERGING ISSUE
Delays in launch window trending
across social and news.

RISK MONITORING
Competitor announcement
gaining media traction.

STAY AHEAD OF THE NARRATIVE

Al continuously scans media, social, forums,
and industry sources to surface risks and
opportunities in real time.

CRISIS RESPONSE SUPPORT

© recommenp

®

© MONITOR & ADAPT

N

© Anauvze

Understand root
cause, audience
concems, and

tone of coverage.

@ commuNicaTE
Receive message
guidance, FAGs,
and stakeholder
communication plan.

Distribute clear,
timely updates
across the right
channels.

Track response,

sentiment, and
coverage. Adjust
strategy in real time.

KEY TAKEAWAYS
Al tums data into insight and insight into reputation.

Proactive monitoring prevents issues before they escalate.

Targeted outreach eams more coverage and builds relationships.

Consistent messaging and transparent communication build trust.

A strong reputation attracts partners, customers, and investors.

CC BY 4.0 NEWSPACEECONOMY.CA



Al-DRIVEN PROPOSAL AND
PRICING OPTIMIZATION FOR SPACE DEALS

SMARTER OFFERS. STRONGER VALUE. HIGHER WIN RATES.

- AlI-POWERED PROPOSAL & PRICING WORKFLOW - =

+

)

o o e o @ ’
—

i 2)
8- @ - = - Y- < Q)

TURN INSIGHT INTO WINNING SPACE DEALS

IMPROVE WIN PROBABILITY
Data-driven insights and tailored
value increase your chances of winning.

Al analyzes data, market signals, and mission
requirements to craft proposals and prices
that maximize value, margins, and win

PROTECT & GROW MARGINS
probability—at speed and scale.

Optimize price, scope, and terms to

» = :
INGEST & ANALYZE & OPTIMIZE PRICING DRAFT & TAILOR REVIEW & VALIDATE SUBMIT & TRACK maximize profitability.
UNDERSTAND BENCHMARK & CONFIGURATION PROPOSAL f : e :
Capture RFPs, mission Assess mission needs, Al models optimal Generate tailored content, ;‘: d°°r,";‘_’n"';;:c’k"s d Submit the best offer. m ACCELERATE RESPONSE TIME
requirements, historical competitors, pricing pricing, bundling, and value narratives, and = P 'n; 9 . Track engagement, &) Aldrafts, analyzes, and automates
deals, costs, and trends, and win drivers. contract structures to compliance-ready . "::: pms;:;?‘ integrate feedback, 50 teams move faster.

MOREWINS  BETTERMARGINS  FASTER CYCLES market data. protect margins. responses. . and adapt. SEDUCE RISk RIENCURE ColIANGE
Built-in checks for export controls,
security, and contract requirements.

PRICING INPUTS Al CONSIDERS = COMPETITOR BENCHMARKING PRICING STRATEGY LEVERS TAILOR OFFERS BY MISSION NEED -
5. - . - Understand the landscape. Position to win. Align the solution, value, and price to what matters most.
Mission requirements & constraints VALUE-BASED CONFIGURE &
HIGH PRICING BUNDLE . o -
YR, Technical approach & system design PY YOUR OFFER Price to the mission Right:size solutions ° NATIONAL SECURITY Enphasie eljabillyj(asiience;
® ® o e oAGomes datvered. S i haste & DEFENSE compliance, and mission assurance.
&5  cost models & resource capacity e eskieng =3
® ® AT e A N SCIENCE & Highlight capability, data quality,
2" Market conditions & demand signals E © LOW PRICE MARGIN PRICING EXPLORATION innovation, and scientific impact.
: o cesrsic 2 - Meet financial Refloct risk.
{,ﬁ) Competitor pricing & positioning 3 [ J ) TG VRLIST goals with complesity, and COMMERCIAL Focus on RO, service levels,
— HIGH PRICE confidence. uncertainty. & EARTH OBSERVATION coverage, and data value.
[E) contract terms & risk allocation [ J o oty isntote
LIFE-CYCLE TERMS &
Low VALE / SPACE SERVICES Emphasize uptime, scalabilit
s R PERSPECTIVE FLEXIBILITY () P pime; Ye
& Customer budget & strategic priorities @ e Conde il 5oa Uil 1o, 650006 ( I ) & INFRASTRUCTURE integration, and cost efficiency.
Low PRICE HIGH Competiive ok of ownership and and incentives
long-term value. strategically.
- PROPOSAL DRAFTING SUPPORT - = RISK & COMPLIANCE REVIEW - APPROVAL & COLLABORATION WORKFLOW
Al accelerates creation of clear, compelling, compliant proposals. Catch issues early. Strengthen with confidence. Visibility, governance, and accountability at every step.
= D
= .o Qe
& » - o > >
Respondto REPe Crukt persushie Mbo-gereeste . -, NEnaues consistency, YAdeptions and Exportcontrols  Cybersecurity & Contractterms&  Supply chain & Ethics, ESG & i :
o value narmatives figures, charts, across volumes ook ‘& regulatory data handling ability review ncilons sustalnabifty Collaborate Task, review & Route to Final »{alvda‘l'lon Release for
first drafts. and differentiators. and visuals. and sections. ‘evaluation criteria. compliance requirements screening considerations across teams. comment approvers & sign-of submission
@ Al turns complex data Optimize price, solution, @ Tailored value stories Built-in reviews reduce risk Continuous learning improves WIN THE RIGHT DEALS.
KEY TAKEAWAYS into winning strategies. and terms for each mission. resonate with evaluators. and ensure compliance.

future proposal performance.

PROFITABLY. REPEATABLY.

CC BY 4.0 NEWSPACEECONOMY.CA



/

- MEASURING ROI OF Al IN SALES AND MARKETING
FOR SPACE STARTUPS

TURNING INTELLIGENCE INTO GROWTH, PIPELINE, AND REVENUE IMPACT

EXECUTIVE KPI DASHBOARD ‘

QUALIFIED CONVERSION SALES CYCLE CUSTOMER S MARKETING A/} REVENUE
PIPELINE s RATE LENGTH ACQUISITION £= rol 200l weenceo /
Voue Gonaated SaL 1o Opportnity Ous COST (CAC) = i o ......
DEFINE OBJECTIVES
TREND 7 UP TREND A UP TREND 7 DOWN TREND 7 DOWN TREND A UP TREND 7 UP /Atign 4 ilsifves

Al IMPACT: BEFORE vs AFTER

Broad targeting, e Highly relovant leads,
limited relevance @ LEAD QUALITY: better fit
) Higher and
Low and inconsistent CONVERSION RATE  —> ]
more consistent
; Shorter and

Long and variable @ SALESCYCLELENGTH —> P

i CUSTOMER ACQUISITION Lower and
ighsnd opeque @ EFFICIENCY > moro efficient
Activity-focused ~ — Mot

i a0il and measurable

Clear influence on

CONTENT IMPACT =y B,
pipeline and revenue

Hard to measure

BEST PRACTICES FOR MEASURING Al ROI

()
® E e O
= allii; RJ
Start with clear Ensure clean, Use a test-and-leam |  Align sales and Review regularly
business goals integrated, and approach with marketing on and iterate
and hypotheses. trusted data. control groups. metrics. continuously.

with business goals.

REVENUE ATTRIBUTION: THE JOURNEY TO IMPACT

ATTRIBUTION MODELS (CHOOSE WHAT FITS YOUR DATA)

@ | A

Ea

FIRST TOUCH LINEAR TIME DECAY DATA-DRIVEN

Credits the first Credits all touchpoints Gives more credit to Uses Al to assign credit

interaction that equally across the touchpoints closer based on actual
started the joumey. journey. to conversion. influence.

- CALCULATE ROI MSssre st reultple levvls: F FOCUS ON INCREMENTAL
SE=  Revene Attrbuted - Al Investment) & Campaign Segment IMPACT, NOT JUST
== ——— & Channel Product Line
- Al Investment CCORRELATION.

& Content & Customer

CONTINUOUS OPTIMIZATION LOOP

7N,
@)~ (D)~ (4

MEASURE

INSIGHTS EXPERIMENT LEARN & ADAPT
Identify what's Test new Al models, Track impact on KPis Scale winners and
working and why. messages, o and revenue. refine strategy.
audiences.

MEASUREMENT FRAMEWORK
SELECT KPIS COLLECT & INTEGRATE  ANALYZE & ATTRIBUTE OPTIMIZE & SCALE
Choose leading and Unify data from CRM, Quantify impact using Act on insights,
lagging indicators marketing, product attribution models refine models, and
that matter. and finance. and cohorts, scale what works.
CAMPAIGN PERFORMANCE CONTENT IMPACT
W Beforeal [l After Al
W 38% Technical
- Whitepapers
Email Compaigns | +32%
I 25% Case Studies
) PIPELINE & Customer
PoidAds I +48% INFLUENCED Stories
BY CONTENT
" W 20% Blog &
Webinars N +67% Articles
Events | +35% I17% Webinans &
Videos
Outbound

I +41%

o 50 100 150 200 Y. CONTENT THAT EDUCATES AND BUILDS TRUST

CREATES PIPELINE THAT CONVERTS.

Pipeline Generated (Indexed)

KEY TAKEAWA!

@ Al creates value when measured against revenue outcomes, not just activities.

@ Focus on quality pipeline, efficient acquisition, shorter cycles, and higher conversion.

° Use the right attribution model and measure incremental impact of Al.

° C and turn Al i into growth.

CC BY 4.0 NEWSPACEECONOMY.CA
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