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Beyond Niche: How Flexible Onboarding Turned SentientIQ into an
Industry-Agnostic Powerhouse

Recently, my young son asked a deceptively simple question about
SentientlQ: "If the system detects sentiment around a particular product, how
does it know which product to hunt for?"

At first, | stumbled. How indeed?

His question struck right at the heart of a significant challenge in building Al-
driven marketing platforms: context. If the system isn't explicitly told what to
monitor, its powerful analytical capabilities are wasted. The conversation that
followed turned out to be a pivotal moment, reshaping not just our user
experience but our entire strategic approach.

The Limits of Being Vertical-Specific

When we first built SentientlQ, we tailored it specifically for the dealership
sector—RVs, automotive, motorcycles, marine. It made sense at the time. A
niche focus meant easier messaging, specialized sales pitches, and faster
product iteration.

But specialization had its limits. The product became tightly coupled to
specific use cases, making it increasingly complex and less adaptable. Every
new vertical seemed like a daunting journey.

An Insightful Question, A Universal Solution

My son's innocent yet profound curiosity illuminated the path to a universal
solution: what if SentientlQ simply asked users to specify their vertical and
tactics upfront?

Suddenly, clarity emerged. If users told us their industry, product categories,
and marketing tools during onboarding, SentientlQ could instantly adapt its
language, analytics, and automation workflows. This would shift the platform
from a niche-specific tool to something infinitely more valuable—an industry-
agnostic, "vertical-adaptive" solution.
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Flexible Onboarding as the Game Changer

The new onboarding approach became elegantly simple:

1. Industry and Product Selection: Users clearly state their primary
vertical and products.

2. Marketing Tactics Inventory: They check boxes for available tactics like
email, SMS, retargeting, calls, and CRM usage.

3. Goal and Intent Definition: Users set clear goals, from lead nurturing
to conversion optimization.

With these straightforward steps, SentientlQ immediately contextualizes its
analytics and recommendations—delivering hyper-relevant insights,
regardless of the user's industry.

From Complexity to Clarity

By clearly understanding each user's context, SentientlQ’s automation
workflows became simpler, clearer, and more actionable. Instead of
overwhelming users with complex sequences, the platform offers intuitive,
adaptable automation "recipes," clearly showing recommended actions
based on the user's tactics and industry.

The result? Complexity fades away. Adoption soars. And users across diverse
industries feel immediately understood.

Strategic Implications: A Market-Unlocking Shift

This subtle yet profound UX shift transforms SentientlQ from a vertical-
specific product into an industry-agnostic powerhouse, primed for rapid
scalability and universal market penetration.

* Broader Applicability: SentientlQ becomes attractive across numerous
industries without customizations.

* Accelerated Growth: Rapid onboarding of new verticals accelerates
market adoption and reduces friction.
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* Cross-Vertical Intelligence: The more diverse the industries adopting
SentientlQ, the richer the intelligence model becomes—benefiting
every single user.

The Road Ahead

We're incredibly excited about this evolution. Our vision is clearer, our
platform stronger, and our opportunities virtually limitless.

And it all started from a child's simple, intuitive question—a reminder that
often, clarity comes from unexpected places.

This journey from niche to universal taught us one essential truth: real
innovation isn't just about building smarter technology; it's about creating
experiences that adapt effortlessly to human context.

That's exactly what SentientlQ has become, and exactly what the future
demands.
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Emotion at the Center

SentientlQ isn't a theory. It's an operating system for marketing that moves
with emotion, not after it. This system isn't designed to automate, it's
designed to think. Through live sighal detection, explainable decision-

making, and orchestrated agent consensus, SentientlQ brings the future of

emotional timing to marketers in motion.
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12 Agents. 7 Layers. One Coordinated Intelligence.

Measures delta in emotional readiness post-spot airing (e.g., uplift in scroll
depth, intent behaviors, revisit rate)

SentientlQ is built on a 7-layer stack powered by 12 autonomous agents:

+  Signal Collection

+  Sentiment Detection
. Decision Intelligence
+  Attribution

+ Activation

*  Orchestration

. Ecosystem Awareness

@ System Architecture
The SentientiQ™ agent architecture is organized into functional layers
The agent system is currently active with 12 total agents organized into 7 functional layers.
& Data Collection Layer 1agent @
N2
4 Sentiment Detection Layer 1agent @
N2
® Decision Intelligence Layer 3agents @
\Z
« Activation Layer 1agent @
\Z
A Sentiment-Aware Attribution & Reporting 1agent @
\Z
@ Orchestration Layer 1agent @
2
@ Ecosystem Awareness Layer 2 agents @




The System Is Running.

Agents are online. Signals are flowing. Decisions are being made in
production, in real time.

Key agent systems:

. Emotional volatility scoring
*+ Audience segmentation

+ Attribution re-weighting

. Budget reallocation

< ® Agent Intelligence

£ Refresh O System Architecture
System Overview  Agent Detalls  Decisions & Explanations  Performance Metrics
System Status ° Total Agents ® Agent Geoups 2 oot Recommendatiors (D)
Active 12 7 e e
Analytics Insights
Emolional'Vola‘lilit)v'lndcx (EVI™) JORK Voo
33 50 43 54

@ Agent System Layers % Agent System Capabilities
Functional groupings of speciaiized apeets Compeahansive Al-powered Capabiities

£ Data Collection 1agents @ (% Multi-channel Signal Collection

Ar Sentiment Detection 3agents @ @ ;’;e;xxi;e Senhmenlkmrym

(@ Decision Inteligence Jagests @ @ sxamo«smnnl.el;;eme

o Activation tagais ) © & Activation & Automation h

A Attribution Tageets @ o .L . & Rep
© Orchestration Tageets @ ‘

@ Cross-Layer Orchestration

@ ecosystem-awareness 2ageets @
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Every Decision. Justified. Auditable.

Every agent response includes:

. Confidence interval

*  Supporting factors

. Decision rationale

. Alternatives considered
. Full audit trail

“Trust isn't a feature. It's a function of clarity.”

Optimize TV campaign for Cartoon Network during Overnight (1-6 AM)
Created May 12, 2025, 12:31 AM -« 6 days remaining

A TV Attributian‘ )

Based on emotional impact analysis, we should focus TV ad spend on Cartoon Network during Overnight (1-6 AM) using 45s spots with Creative-5 creative assets.
This combination has shown an emotional impact score of 74 with strong audience engagement and high conversion potential. The Reality Competition program type
shows particularly strong emotional resonance with our target audience. Recommended action: Increase allocation to this specific combination by 35% and decrease

spend on lower-performing combinations.

2, Agent Consensus Analysis 3 Agents

3 Agent Consensus Analysis

Analysis Results

3 agents
Approvals 100% (3)
Agent Consensus Analysis 3 agents

[1l TV Sentiment Agent
4 Budget Allocation Agent

2, Audience Segmentation Agent

91%  Approve
87%  Approve

85%  Approve

More details v
& Approve ® Reject




What the Spot Moved - Not Just What It Cost

SentientlQ processes emotional readiness windows for each TV spot (3, 5, and
10 minutes post-airing).

Output includes:

+  Emotional lift score

+  Creative volatility index

+ Attribution update

. Budget trigger recommendations

) . o
& TV Signal Intelligence % Dasnbonrd
Emotionally intelligent TV attribution analysis
Total Airings Detected Signals O Emotional Impact Attributed Revenue
S 750 il 29250 74.4 ® $1,990,050
9 TV Airings Wil Attribution Signals 2\ Window Visitors
LI Performance Insights
Emotional Readiness Distribution 2. Window Visitors
@ High Readiness 31.8%
S Visitor Summary
Total Visitors Conversion Rate Total Value
@ Medium Readiness 51.3% 8 25.0% $837
R
Avg. Emotional Readiness §5.0 Avg. Engagement Score 57.5
Low Readiness 16.9%
Individual Visitors
Top Performing Networks Al View All Networks Session sess-iusbg... Medium Readiness
May 9, 2025, 5:46 PM 65
@ MLB Network 94.0
@ Travel Channel 24.0 Emotional Readiness < Engagement Score
@ Netflix 94.0 ® 650 920
@ NBC Kids 93.0
Conversion Value
@ BBC America 92,0 % s88 (signup)
@ Weather Channel 92.0
Time on Site Page Views
@ FXX 92,0 © 9maos s
@® CBS South 92.0
@ AlJazeera 91.0 ) )
Session sess-1v70s... Medium Readiness
© ABC West 91.0 May 9, 2025, 5:41 PM a6
@ NBC South 91.0
® P8BS 90.0 Emotional Readiness Engagement Score
460 < 400
@ Disney 90.0
@ NBC News 90.0 Time on Site Page Views
1m58s 2ty
@® HBO Sports 90.0




Predictive Emotion. Not Just Retrospective Sentiment.

Using its Emotional Volatility Index (EVI), SentientlQ forecasts audience

readiness 24-48 hours ahead of time. This allows campaigns to act before the
spike, not after it.

System Status o Total Agents @ Agent Groups 2

Active 12 7

All systems operational

Agent Recommendations @

Al recommendations are active © Active

Active intelligent agents in the system Functional agent groupings

Analytics Insights

Emotional Volatility Index (EVI™)

Tracking emotional stability across audien

63 /100 ™

Extreme

EVI'™ Trend - Last 14 Days

52 noo 75 noo 53 100 62 1100

mmended Actions:

View Details 2




The Pulse Behind the Platform

The system digests and scores live social signals from X (Twitter) every 60
seconds. It maps shifts in engagement to emotional patterns, triggering
agent review when thresholds are crossed.

All Platforms  Twitter  LinkedIn

Real-time and predictive sentiment analysis

T T T T T
12:44 PM 12:46 PM 12:51 PM 12:54 PM 12:57 PM

T
01:02 PM

01

- Twitter -o-LinkedIn - Anomaly - Predicted Anomaly -t

05

M

01:08

PM

01:13 PM

witterHigh -o- twitterLow

+9h

+17h

+21h

Real-time Sentiment Pipeline

Live sentiment feed from all social platforms

i Time Platform Score Volume

A 011 PM fa Linkedin 69.5 54

A 011 PM J Twitter  62.2 9

A 0112PM 7 Twitter 720 7 106

Ar 0113 PM fa Linkedin 74.4 7 43

A 0113PM J Twitter  69.7 7 97
Sentiment Trends

e
—

- linkedinHigh -~ linkedinLow




Not All Signals Speak Clearly. We Listen Anyway.

Language is messy. Sarcasm and ambiguity are constant threats to accurate
emotional scoring. SentientlQ's contextual intelligence layer interprets subtle
sentiment, correcting emotional misreads before they cascade downstream.

< .l Sentiment Pipeline % Dashboard

Show Predictions ( Live Data

Overall Sentiment £J Twitter Sentiment i@ Linkedin Sentiment

Last 30 minutes Last 30 minutes Last 30 minutes

64.1 205 60.4 70 B7.9 5 o1

Volume: 3308 mentions Volume: 2279 mentions Volume: 1029 mentions

24h Prediction 49% confidence 24h Prediction 46% confidence 24h Prediction 52% confidence

90.6 ” wp 20.3 ” up 90.9 2 up

Contextual Sentiment Analyzer

Analyze sentiment with contextual understanding, interpreting ambiguous responses like "OK" based on conversation history and business context

& Contextual Sentiment Analysis

Automatically re

ving ambiguous expressions using surrounding context

Processed Ambiguous Shifted Confidence

247 89 64 87%

Common Ambiguous Phrases

0K (32) fine (24) sure (18) whatever (11) yeah right (9)

oK Ambiguity Resolved
From: Customer Email - 4/20/2025, 5:15:32 AM

Original Score: 0.00 Neutral
Context-Adjusted Score: -0.42 Negative
Context Adjustment: Major shift in interpretation

That's fine Ambiguity Resolved
From: Chat Support - 4/20/2025, 4:30:15 AM

Original Score: 0.25 Neutral
Context-Adjusted Score: -0.21 Neutral

Context Adjustment: Major shiftin interpretation




Attribution That Reflects Readiness

SentientlQ's Attribution Agent gives credit based on emotional influence, not
just pathing or exposure.

Outputs include:
- Sentiment-weighted multi-touch attribution

Creative + media impact map
* Forecasted conversion probability

<+ Analytics & Attribution

Sentiment-aware attribution and closed-loop analytics

98 Dashboard

Last 30 days v < Refresh

A New Attribution System Available
The Sentiment-Aware Attribution system is now available in preview. This new layer provides self-healing capabilities and closes the marketing feedback loop.

Overview  Attribution Models ~ Channel Analysis  Self-Healing

Sentiment Correlation A Conversion Rate % Average Sentiment Total Attributions (M]

78% 8.2% 72/100 3,842

“+ Sentiment-Conversion Correlation

Relationship between audience sentiment and conversion rates over time

320321 323  3/25 327 331 41 4]2 4I3 4J4 4J5 4/6 4[7 4/8 4/9 4/10 4] 4/12 413 414 415 416 417 418 471D

< sent
78% correlation
(© Channel Attribution /+ Sentiment Heatmap by Time & Channel
Attribution by channel with sentiment overlay Sentiment intensity across time periods and channels
Orsgamcl —— Mon Tue Wed Thu Fri Sat Sun
OCial
Social 67 2 8 7 70 68 75
Emai| | — Email 65 69 73 77 79 80 77
e — Organic 63 68 72 76 8 83 79
Paid Search m— Paid 6 85 70 74 78 8 7%
—
Direct 58 62 67 72 76 79 74
—
Referral- Referral 60 65 7 75 i 76 72
—
B Display 6% 68 74 7 8 7% 75
Display-
0 25 50 89

SEEEE Low High
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From Signal to Sale. One Visitor at a Time.

Each visitor is tracked in real time — emotional lift, interaction, contribution to
pipeline. This is attribution with gravity. It connects the scroll to the sale.

< Conversion Opportunities % Dashboard

Al-identified leads with high propensity to convert, with recommended next actions

Al New In Progress Converted

Sarah Wilson D I score:ss  ~

Chief Marketing Officer at Innovate Tech

% Al Analysis
This lead shows strong intent signals across multiple channels. Their engagement with pricing content and ROI materials suggests they're in the final stages of vendor evaluation. The timing
is optimal for a personalized outreach that addresses their specific ROI requirements.

Triggering Signals

© Viewed pricing page 3 times in the last week May8 75
® Clicked ROI case study link in newsletter May 9 80
® Linkedin: Commented on product announcement post May10 90

Recommended Actions

Send personalized ROI calculator
5 P A HubSpot Execute Action

89% confidence

Lead has shown strong interest in ROl metrics and pricing information. An ROI calculator would address their specific evaluation criteria,

8 Schedule product demo with pricing specialist A HubSpot G

75% confidence

Lead is in active evaluation stage based on pricing page visits and engagement with case studies. A demo focused on ROl would help advance the sales process

Collapse  Actions v

® Identified on May 10, 2025

<

Michael Chang CED  score02

CTO at TechLeader Group

vity: May 10 Expand Actions v

X

ntified on May 4, 2025 La

Jennifer Patel D CCD scoe92 -~

Director of Operations at Premier Medical Group

® Identified on May 8, 2025  Latest activity: May 11 Expand Actions v
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Want to See It Think?

SentientlQ isn't a prototype. It's a fully operational marketing
intelligence system, live, explainable, and agent-powered.

Let the platform show you what it sees.



