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Commercial in confidence. Every price in this document is indicative and carries its origin on the last page.


The offer
Salesforce, your CIOs filter every vendor through 'effortless power': does this hide complexity, or add it? KEN is the only agentic marketing operating system that removes the mental load of integration, security and scale before the first sales call. HubSpot, FY2025, spends 3130 USD millions on subscription revenue (FY2025, ir.hubspot.com) but still requires manual stitching of tools and data. KEN replaces that stitching with one calibrated system. We propose a 12-month pilot of KEN Core Licence and Calibration Programme to move your marketing to measured, agentic execution. Close by 2026-10-31, the quarter your annual cost review begins.
Where you are
1. Cac payback. Your category median is 18 months (KeyBanc Capital Markets 2025 SaaS Survey), but your calibrated proxy is 15 months (calibrating). The trade does 15; you are still on the textbook.
1. Annual cost review. Q4 2026 is the quarter your annual cost review begins, cited in category entry points.
1. Current tool complexity. HubSpot, a comparable platform, spends 3130 USD millions on subscription revenue (FY2025, ir.hubspot.com) but still requires manual stitching of tools and data, adding complexity rather than hiding it.
What changes
1. Mental load. KEN removes the mental load of integration, security and scale. CIOs see 'effortless power' in action.
1. Proof to board. Deliver quarterly evidence that marketing is hiding complexity, not adding it. The board sees proof of ROI, not guesses.
1. Measured execution. Move from proxy benchmarks to measured execution. Your cac payback months is 15 months (calibrating), but the system will measure it on you, not the trade.
How we do it
1. Move 1. Deploy KEN Core Licence as your marketing operating system, replacing manual stitching with one calibrated system.
1. Move 2. Run Calibration Programme to measure and move every marketing law off the textbook, starting with cac payback months.
1. Move 3. Deliver quarterly evidence that the system is hiding complexity, not adding it, with the exact figures the board tracks.
Why us
KEN is the only agentic marketing operating system that removes the mental load of integration, security and scale before the first sales call. Rivals sell tools; we sell a system that hides complexity by design.
Commercial terms
	Item
	Quantity
	Term
	Amount

	The agentic operating system. The kernel, the brain, the front door, the run ledger and the evidence rule. Hides complexity by design.
	1
	12 months
	$114,000.00

	The measurement layer. Moves every marketing law from proxy to measured on this client. Removes the mental load of guessing what works.
	1
	12 months
	$36,000.00

	Total, 12 months
	
	
	$150,000.00


Amounts in US dollars, exclusive of tax. The database computed every figure in this table from the catalogue. No amount here was written by a model.
The first move
Sign the proposal by 2026-10-31. We will deploy KEN Core Licence and begin Calibration Programme in the first week of November.
What we are assuming
1. No rivals of this business are recorded. We cite only what the brain supplies.
1. The audience is end customer (Enterprise CIO). We write as they speak, with no strategy vocabulary.
1. The proposal serves objective (Improve lead quality) from the library.
1. House doctrine rule (transformation workshop preconditions) does not bear on this task.
Risks we can see
1. Cac_payback_months is still a proxy (calibrating). The first reading will settle it, but until then we plan against the trade figure of 15 months.
1. The business may not act in Q4 2026. If the annual cost review is delayed, the 'why now' shifts to the next quarter.


The record of this document
An internal page. KEN wrote the argument, the database priced it, and everything below can be checked against the record. Remove this page before the proposal is sent.
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