Zaivio Go-To-Market Strategy

Company Overview

Zaivio is a next-generation Al-powered business solutions company tailored to small businesses,
entrepreneurs, and professionals. Through a suite of integrated applications—such as KOLFi (marketing
Al engine), Replntel (reputation intelligence), and ArGer (Al-powered article generator)—Zaivio empowers
businesses to scale, automate, and compete in an Al-driven economy.

Market Context & Opportunity
e Total U.S. Small Businesses (2025): 34.75 million
¢ Al Adoption Among SMBs: Rapidly growing as Al becomes essential for marketing, operations,
and competitive analysis.
e Total Addressable Market (TAM): $100B+ in potential revenue based on Al service needs across
SMBs.

Strategic Asset
e Acquired: Latest Small Business Database
e 70+ million data points including firmographics, technographics, and behavioral insights
e Enables precision targeting for outreach, segmentation, and lead scoring

Customer Acquisition Goals
e Short-Term (2026): Onboard 50,000 net-new small businesses to Zaivio
e Mid-Term (3-5 Years): Capture 1%—-3% of the total U.S. small business market
e 1% = 347,500 businesses
o 3% =1,042,500 businesses

Go-To-Market Framework
1. Target Segmentation

Using the database, segment the SMB universe into actionable cohorts based on:
Industry vertical (e.g., retail, professional services, e-commerce)

Business maturity (0—2 years, 3-5 years, 5+ years)

Tech adoption level (Al-friendly vs. lagging)

Revenue bands

YV V VYV

2. Positioning & Messaging

Core Value Proposition:
“Zaivio helps small businesses compete like big enterprises—using Al-powered tools that simplify
marketing, protect reputation, and grow revenue automatically.”

Messaging Pillars:
= Affordable Al, built for Main Street
= 10x marketing productivity with zero staff
» Defend and improve your online reputation
= Gain insights competitors pay consultants for



3. Marketing Strategy

A. Outbound Campaigns (Database Driven)
» Hyper-personalized email and SMS campaigns
= Retargeted LinkedIn and Meta ad campaigns by segment
= Cold call sequences driven by behavior and firmographics

B. Inbound & Content Marketing
= Al success stories from SMBs using Zaivio
= Partner with influencers, Al blogs, and local business communities
=  SEO-driven educational content (e.g., “How Al Can Save You 20 Hours a Week”)

C. Channel Partners & Affiliates
= Recruit small business consultants as Zaivio affiliates (ZSBC program)
=  White-label offerings with marketing agencies

» Integration partnerships with POS systems, CRM platforms, and accounting apps

4. Sales Strategy

A. Inside Sales Team
= Focused on converting leads from outbound efforts
= Scripted demos, objection handling, and industry-specific workflows

B. Self-Service Model
» Easy sign-up via Zaivio.com with free trial and tiered pricing
= Onboarding walkthrough and embedded upsell mechanisms

C. Events & Roadshows
= Local chambers of commerce partnerships
= Sponsored workshops, webinars, and expos in key SMB metros

5. Product Strategy for Retention & Expansion
e Al Use Credits System: Encourages upsells via ZVIO tokens
e Cross-App Upselling: Users of one app nudged to try others
e Reputation Score Dashboard: Drives ongoing usage and upgrades
o Gamified Referrals: Points-based system tied to subscription discounts and rewards

KPIs & Projections
Year | Target Businesses | Cumulative % of US SMB Market | Revenue Potential (@$2K/user)

2026 50,000 0.14% $100M
2027 150,000 0.43% $300M
2028 347,500 1.00% $695M
2029 625,000 1.80% $1.25B

2030 1,042,500 3.00% $2.08B



