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Project Compass — where value, accountability, and market 

gravity may be separating 

Each hypothesis pairs what Project Compass communicates with what independent market evidence shows. The tension between 

them identifies where deeper investigation can create strategic value. 

 

01 

R E C O G N I T I O N  

Does the way Project Compass 

explains its technology match the 

way buyers recognize and 

evaluate the value? 

Company says. Service as Software: 
integrated IT, data, AI, and agentic 
capabilities. 
Market shows. Buyers prioritize ROI, 
AI-ready data, integration, speed, 
governance, and risk. 

T E N S I O N  

Project Compass explains a 

category and architecture 

while the market evaluates 

outcomes and business value. 

W H Y  I T  M A T T E R S .  

Buyers must recognize the value 

before they evaluate the technology. 

02 

T R U S T  

When Project Compass says, "we 

own the outcome," what level of 

accountability does the buyer 

believe that promise carries? 

Company says. Full accountability: 
“we own it, we fix it.” 
Market shows. Buyers expect 
measurable commitments and 
remedies; public proof is narrower 
than the promise. 

T E N S I O N  

The accountability promise is 

broad while the 

accountability a buyer can 

independently verify is 

narrower. 

W H Y  I T  M A T T E R S .  

Accountability differentiates only 

when buyers can trust and defend the 

promise. 

03 

M A R K E T  G R A V I T Y  

Across Project Compass's many 

routes to market, where is the 

market pulling the company 

through? 

Company says. Multiple routes: 
direct, fractional, PE/M&A, 
communities, MSP, and channel. 
Market shows. Routes are visible; 
which consistently drives adoption 
remains unproven. 

T E N S I O N  

Project Compass pursues 

multiple routes while its 

strongest route to adoption 

remains unclear. 

W H Y  I T  M A T T E R S .  

Proven market pull determines 
where commercial resources 
should concentrate. 

 

 

W H E R E  T H I S  L E A D S  

These are not conclusions. They are the three places where Project Compass’s market story shows enough 

separation to warrant deeper investigation. A Strategic Navigation Assessment pressure-tests each one to 

determine what buyers recognize, what they trust, and where genuine market gravity exists. 
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Strategic Navigation Assessment 

Captain's Brief 

Project Compass · August 2026 

The market is advancing faster than Project Compass can 

prove readiness. 

Buyers hit friction at purchase and delivery, where trust 

is won. 

Project Compass’s biggest gap is commercial proof, not 

product breadth. 

Buyers can disqualify Project Compass before reaching 

its strongest advantage. 

Monday morning: prove trust, sharpen the message, 

then scale access. 
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