The Personal Brand Operating
System for Referral-Led Enterprises

Scale credibility. Measure trust. Retain your best producers.

So executives focus on differentiation. Not retention.

Personal credibility is now the enterprise growth surface area. Graviten turns it into governed, measurable

infrastructure. In referral-led markets, the producer is the distribution channel. Graviten operationalizes that

channel .



Revenue Follows Visibility

"Revenue follows visibility."

In referral-driven industries:

Trust — Visibility — Conversations —* Revenue

The problem?
Time and cost have historically put personal brand infrastructure out of reach.

« DIY = 18 hours/week off the sales floor

« Agencies = $5K+/month barrier

So most producers stay invisible.

If your best producers aren't consistently visible, they're replaceable on paper—even if they're irreplaceable in reality. Visibility isn't a

marketing tactic. It's a retention moat. Uneven visibility creates uneven revenue performance. Graviten closes that gap at scale.



Enterprises Are Spending Millions

...0Nn Broken Systems

CMO Pain Sales Pain Executive Layer
» Can't scale 100+ sales « Invisible to market + Retention risk
professionals « Fragmented tools « Recruiting pressure
« Sellers go rogue » CRM pulls them off sales floor - Brand leakage
« No attribution

This isn't a marketing problem.

It's infrastructure failure.

Enterprises already have CRM, automation, and compliance layers — but no system governing individual credibility.

Fragmentation is the hidden cost center and compliance risk.



The Structural Failure

Three stakeholders. One system gap.

Executives feel Marketing feels Sales professionals feel
Retention + recruiting pressure. Scale + compliance + attribution strain. Invisibility + fragmentation.

Growth makes this worse.

Until personal credibility becomes infrastructure.

Execs chase retention. Marketing chases governance. Sales chases attention.

Graviten closes the system gap.



Our Thesis

In trust-led markets, revenue is driven by individuals.
But the systems supporting their visibility are:

WELDE]
Fragmented
Ungoverned

Unmeasurable

Personal credibility must become enterprise infrastructure.

Not perks. Not heroics. Infrastructure.

Just as sales evolved from spreadsheets to CREMs, personal credibility is evolving from ad-hoc effort to governed infrastructure.



Introducing

Graviten

| "Graviten systemizes sales professionals' personal brands for full alignment and maximum efficiency."

We are the:

Fractional CMO for every sales
professional

But at enterprise scale.

Graviten gives every producer And gives leadership the governance + dashboards to run
« Clear itioning inside firm guardrails. it.

siAiccosibent publishirgienganc: Leadership gains visibility into producer-level brand

« Relationship intelligence. equity — previously unmeasured.

« Attribution.




The Graviten OS

5 Control Layers

0] 0z 03

Brand Builder Content Master Channel Intelligence

Defines positioning within firm Delivers consistent, perscnalized Strengthens referral relationships.
guardrails. Spins up portal websites. content.

04 05

Marketing & Attribution Dashboard Performance Management

Ties visibility to revenue. Turns feedback into growth insights.

This is not a posting tool.

It's an operating system.

The OS model ensures Graviten integrates with enterprise systems rather than competing with them.



How Content Is Governed

The T-Step Personalization Flow:

i

Industry context

Company context

o
£y

Personal inputs Style guides

ey QA

Medium best practices Editorial synthesis

This ensures:

« Aligned ¢ Personalized
« Compliant

« Scalable

D

Final output

&l

This is how you scale individual voices without scaling risk.



Channel Intelligence

Tracks referral relationships. Identifies cooling partners. Surfaces high-performing networks.
Moves from:

Guesswork — Managed network equity.

Mortgage example Wealth example

Realtor intelligence. COI + referral mapping.

Network intelligence transforms relationship-based revenue from intuition into signal.



Attribution Engine

What it does

® Track interactions
® Map to CRM
e Attribute funded loans

@& ROI dashboards

Board-ready attribution.

Under the hood

+ Unique IDs
« Webhook listeners
« CRM match engine

« Immutable audit ledger

Visibility transitions from soft metric to measurable growth input.



What This Creates

For Executives For Marketing

« Retention infrastructure « Reduced manual 1ift

*

« Recruiting leverage « Governance

+» Portfeolio visibility « Dashboarding

For Sales

Visibility
Differentiation

Time leverage

Graviten aligns executive, marketing, and producer incentives around
growth.

measurable credibility



Mortgage Beachhead

Mortgage first. Then Insurance. Then Real Estate. Then Wealth.

80% reusable across verticals.
We prove the playbook in mortgage.

Then scale.

Mortgage validates the wedge: high referral intensity + high producer density = fastest infrastructure adoption curve.



Early Traction

12.5K 75

Secured Mortgage professionals In-depth interviews

From first enterprise pilot. In database. Across mortgage, insurance, and RIA's.

Clean painpoints demonstrated by execs at every level.

This is structural pain across trust-led industries — not isolated feedback.



ROI Logic

1-2 closed deals pay for Graviten. Enterprise ROl compounds across
Targeting 9-month payback. Accelerating toward 3-6 months. . Producer-level revenue lift.

Retention + recruiting differentiation.
At enterprise level:

3. Operational efficiency gains.

Recruiting leverage alone justifies platform cost. Should get data

point




Engagement Model

Dual Subscription Model

Enterprise Platform Fee ArcBase

(Per Producer Subscription)

B o:ficer

Dual subscription aligns incentives:
Firm invests in infrastructure. Producers activate visibility.

Term: 36 Months, Option for renewal at Month 18

[J Partnership note

+ QGraviten is the operating system.
+» ArcBase (via Arcbound) is the managed activation layer for producers who want done-with-you / done-for-you execution.

+ Enterprises get software-scale governance + service-layer adoption where needed.



Why Now

Content barriers are lowering. Fragmentation

accelerates. InfraStrUCtu re
;Jithout infrastructure: With gove rna nce
wins.

l Compliance risk
| Brand dilution
| Attribution loss

| Retention Risk

As content volume increases, differentiation shifts from creation to control.



Next Steps

If strategically aligned:

01

Executive demo

oz

Identify pilot group

03

CRM integration review

04

90-day rollout plan

Scale credibility. Measure trust. Retain your

best producers.

The firms that win will treat producer
credibility as an enterprise asset — not an
individual hobby.



Appendix — Q&A

(Existing Q&A content preserved exactly as provided above.)



Infrastructure Reduces
Risk.

Fragmentation Creates It.




