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SOVEREIGN Al / SECURE EXECUTION

U ELCEA
useful, controlled
and deployable. e .

We help organisations put Al to work on real business
processes — with control over data, access and execution. ®

ENTERPRISE Al Al SECURITY PROCESS INTELLIGENCE
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8PEAKS PARTNER & CUSTOMER INTRODUCTION
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01 / THE CHALLENGE

Al pilots are easy. Trusted deployment is harder.

Organisations need practical Al outcomes — but adoption stalls when data boundaries, permissions, integration and
accountability are unclear.

01 / DATA ' 02 / ACTIONS 03 / VALUE
Control Govern Measure
Keep deployment and data-handling choices Define what agents can access and do. Add Start with a specific workflow, establish a
aligned with the organisation’s security, policy controls, oversight and reviewable baseline and prove value before expanding to
residency and infrastructure needs. execution records. more use cases.

8peaks connects these needs: sovereign deployment + governed Al execution +

measurable business outcomes.

8PEAKS THE PROBLEM
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02 / WHAT WE SELL

Three capabilities. Clear business entry points.

We start with the customer’s problem and choose the smallest useful engagement — then expand when the value is proven.

' FLAGSHIP PLATFORM

KennisAl

Deploy Al workflows and agents against
approved enterprise data and systems, with
governance and traceability designed into the
solution.

' SECURITY OFFER

AgentWatch

Assess and strengthen Al-agent tool access,
policy enforcement, runtime visibility and
auditability.

l BUSINESS OUTCOME

Sift8

Analyse operational processes to identify
bottlenecks, rework and improvement
opportunities from available event data.

Typical starting points: a paid workflow pilot ¢ an Al security assessment ¢ a process intelligence sprint

8PEAKS

OUR OFFERS
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03 / HOW WE CREATE VALUE

Start small. Prove it. Scale with confidence.

DISCOVER

Agree the problem, owner, data,
risks and success measures.

PILOT

Deliver a bounded use case with
explicit scope and acceptance
criteria.

VALIDATE

Review quality, user value,
security controls and
operational fit.
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EXPAND

Add workflows, integrations,
support or security controls
based on evidence.

What customers should expect: a named delivery owner, a clear scope, agreed responsibilities, measurable success criteria and an

explicit decision to stop or scale.

Deployment model, timelines and results depend on the customer's environment, integrations and agreed scope.

8PEAKS

DELIVERY APPROACH
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04 / WHERE WE HELP

Useful Al for real operational environments.

We prioritise use cases with a clear owner, accessible data, manageable deployment risk and measurable value.

' PUBLIC SECTOR ' INDUSTRY

Knowledge & documents Operational knowledge

Controlled internal knowledge retrieval, document summarisation and Maintenance documentation, technical knowledge retrieval and selected
bounded administrative workflows. process-improvement workflows.

' FINANCIAL & PROFESSIONAL ' IT & CRITICAL INFRASTRUCTURE

Governed workflows Al security

Document-heavy processes, internal policy search and process visibility. Assess agent permissions, tool access, runtime controls and audit

requirements.
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05 / WHY PARTNER WITH 8PEAKS

A focused technology partner — not another generic Al pitc

FOR CUSTOMERS l FOR RESELLERS & INTEGRATORS
A practical route to adoption A co-delivery opportunity
Start from a real workflow or security problem, define the scope, and Combine 8peaks technology with your customer access, infrastructure
validate the outcome before expanding. expertise and domain knowledge.

FOR DOMAIN & RESEARCH PARTNERS WAYS TO WORK TOGETHER
Build relevant solutions Clear commercial boundaries
Explore pilots, integrations and innovation projects around a defined sector Referral, resale, co-delivery or joint solution development — with ownership,
need and measurable objective. responsibilities and economics agreed upfront.
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06 / NEXT STEP

Bring us a problem
worth solving.

In a first conversation, we can identify a candidate use case, discuss
deployment constraints and decide whether a paid pilot or partner

engagement makes sense. START A CONVERSATION

Partner with 8peaks

Customer pilot « Reseller relationship
Integration ¢ Collaborative innovation

info@8peaks.io

8peaks.io | Antwerp, Belgium

Capabilities, deployment suitability and outcomes should be validated for each engagement. This deck does not imply a particular certification or guaranteed result.
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APPENDIX / CONVERSATION GUIDE

Turn the introduction into a concrete next step.

FOR CUSTOMER MEETINGS FOR PARTNER MEETINGS

Qualify the opportunity Qualify the partnership

* What process or risk are you trying to improve?
* Who owns the problem and budget?

e Which systems and data are in scope?

* What would make a pilot successful?

* Which customer segment can we reach together?
* Who owns the customer relationship?

* How do we share delivery and support?

* What is the first joint opportunity?

Suggested next step

Agree one named customer or use case, a responsible owner on each side, a target date for discovery, and the evidence needed to
decide whether to proceed.

Technical detail, deployment architecture, security evidence and product-specific pricing can be shared in a tailored follow-up after the first conversation.

8PEAKS APPENDIX
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