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Messaging Architecture Overview

Welcome to the Evisort Messaging Architecture. Here, you'll find detailed guidance about our company’s brand, voice, tone and
messaging, as well as samples of suggested content. Please reference this guide on an ongoing basis to ensure that, together, we're
consistently meeting Evisort’s messaging and content objectives.

What's the purpose of this document? This document articulates Evisort’s brand positioning, and how it's brought to life. It should
help to establish consistency in our client experience and crystalize the Evisort brand across all communications efforts and enable
us to tell a single, unified story supported by endless, intriguing subplots. It will help people inside and outside the organization
understand all the things they don’t yet understand about Evisort and it will help us scale content efforts as we grow.

Who is it for? Everyone and anyone who touches the Evisort brand, from the people answering the phones to product marketers,
client support reps, salespeople, consultants—anyone speaking to customers, press and analysts on our behalf.

Why is it important? The strategy and the creative work that flows from this document will profoundly impact our business. People
will learn what Evisort is all about and discover the scope and depth of our ideas and innovations



Learnings

To inform and shape our messaging, we conducted a series of internal and external interviews reaching a broad cross-section of customers and
partners. Understanding our customers and prospects was key to helping us identify messages that we are uniquely qualified to deliver and that
speak to the core aspirations of our customers and prospects. Our interviews provided some critical insights about our market and the people
who buy our platform:

Our customers consistently focus on flexibility, modularity, customization, partnership and integrations
as the reason that they buy Evisort.

Our customers are smart, motivated and want to lead. They are often change agents who have identified a singular business need, see an
opportunity to affect change, and may or may not have clarity on the outcomes they want to achieve. Our buyers are pragmatic and
goal-oriented—they want the fastest, simplest solution that will meet the very specific need/pain point they are solving for. Our customers want
to be better partners to the rest of the business. They do not want to be the “cog in the wheel” typically associated with legal teams.

Our customers love our team. They speak about our team as the reason for their success, and talk about their CS lead by name and with “hero
status”. We heard Omar called out at least 15 times ... but this is not always good. Our customers appear to be over-reliant on CS for their
success, and we need to model this cost.

When they go out looking for a provider, they are not necessarily looking for an AI partner or even an end-to-end CLM. They most often come
to market because they have a specific problem they need to solve. Al is a GREAT to have, but not a must in the buying process. They need to
solve their specific problem first and foremost.

Our ability to demo on the spot once we have an understanding of the specific use case closes a lot of deals and is a differentiator.



Learnings

Customers do not have the right amount of understanding about our product roadmap. Customers expressed they would like to know what’s
coming in the future. They expressed frustration at not being given advance notice of new features or changes to the UI, finding out about them
after they are turned on.

They are NOT completely confident in our product. We heard the term “rickety” and the expression, “sometimes it feels like I am driving a
Lambo that I built”. They want to know the “here and now” improvements being made and really understand that we are doing everything to
make the product work well in the present, though some are still concerned about roadmap visibility.

Workflow matters a LOT. It matters much more than we think as many of our customers are doing expand via workflow (i.e. Shell), and they
need it to work and to be consistently improving.

Our UX does not go unnoticed. We heard consistently that Legal tech providers often forget the the UX — Evisort doesn’t forget and places the
right amount of emphasis here.

Customers LOVE the power of AI and analytics but we need to serve this up to them and TELL them how it impacts the rest of the business
so that we can make them into the change agents they want to be. They can not do this on their own.

Rolling out Evisort is HARD and getting usage is DIFFICULT and was cited by well over 50% of the customers we interviewed. And, our
customers use our CS and Services teams A LOT (not paid) and seem to think that we are responsible for this — we’re not (e.g. Shell + Vonage).

We are not push button. Customers looking for a push button solution, that don’t have other enterprise software in place such as Salesforce, are

not the right target. Our best customers have dedicated users that work on Evisort.



Learnings

We lead with intelligence and enable our customers to do the same. This is not our idea. We have to give Josh all the credit. Our customers
believe that we approach CLM from a different angle and that we lead with vision and innovation and they love that we are built from the ground
up as an Al first company. They REALLY like the accuracy of our Al.

Trust and security matters a lot in the strategic segment. This is a gatekeeper to our success.

Our pricing is an issue and it is not in our favor. We have gone over this and will not go into deep detail here, but we are underpriced in strategic
(e.g. Barnes) and appear to lack deep account understanding (e.g. Valsoft / Automatic).

Our customers often act as service provides to their organization and or to the different entities that they serve. Many of our customers are
“holding companies” with numerous brands being serviced by them, yet we charge for a single instance and do not make additional dollars on
the doc counts. We need to do some digging here as something feels off.

Integrations should NOT be underestimated, and they might be worth a lot of $$. For our customers that have tech debt that they are married
to, integrations are paramount and we should be able to charge for these. We heard more than once that no one will integrate with Ariba and that
it is close to impossible to search Ariba. This is a huge opportunity for us and Ariba should consider taking us to every client they have.

Stated benefits? Efficiency — 20% more time, $10-digits savings in renewals and renegotiations, enable them to drive action across business,
make me more strategic, enhance compliance, safeguard the business, give customers more intelligence.

Finally, we are fully invested in our customers’ success and they get this. Whether they are taking baby steps of making huge leaps,
we are committed partners on their transformation journey. We share our expertise, we learn and innovate together, and we succeed when
they succeed.



Context

For our message to resonate, we must walk in the shoes of our customers.
We must recognize their challenges and aspirations.

Our customers are often seen as an impediment to getting stuff done, and not the first in line when technology budgets get
allocated. Yet the work they do to protect the organization is essential, and that work is more urgent than ever as business moves
faster, regulation becomes more stringent, and risks multiply. To succeed, they must see and analyze the nature of the risks and
opportunities confronting the organization as never before, and collaborate with internal stakeholders to address them.

They’re out to transform the role of legal and contract management, driving an evolution that can give them greater influence and
impact across the enterprise. They're up against resistance to change, entrenched attitudes, and fierce budget scrutiny, but they
recognize there are real windows of opportunity — when business needs emerge, when crises occur, when leadership changes or
external events happen. The power of Evisort lies in how our tools and expertise enable them to seize these instances and turn legal
and contracting challenges into business opportunities.

We must show that we know where our customers want to go, how our solutions suit their needs and goals, and our absolute
commitment to their success not only today but for years to come.



Our Company

-? Evisort

Evisort is a trusted partner in AI-powered contract intelligence, supporting corporate
legal and contract management experts who want to play a bigger part in driving
business success for the entire enterprise.

We equip them with the best-in-class technology and expertise they need for drafting,
managing, analyzing, and optimizing their contracts and agreements, enabling them to

expedite deals and transform legal and contracting challenges into business opportunities.
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About Evisort

Vision Statement

Give businesses the contract
intelligence to make and keep
their promises.

Definition
A vision statement is a written declaration clarifying your business’s

meaning and purpose for stakeholders, especially employees. It
describes the desired long-term results of your company’s efforts.

Audience
Internal audience and stakeholders. May be shared externally.

Use Cases
Used to align employees on shared business direction.



About Evisort

Mission Statement

To advance contract and document
intelligence for everyone by leading
the way in innovation, delivering
solutions to our customers and
partners that give them the
visibility, analytics, insight and
agility they need to protect their
business and bring the changes
they’ve envisioned into reality.

Definition
A mission statement is a simple and brief description that
encompasses the purpose of a company defining its culture, goals,

and values. It helps customers, employees, and investors have a clear
vision of the company's top priorities.

Audience
Internal audience and stakeholders. May be shared externally.

Use Cases
Used to align employees on shared business direction.
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About Evisort

Positioning Statement

Our Al-native Contract Intelligence
Platform meets customers where
they are, whether they need a
solution to enable them to get deals
done faster or contract analytics to
empower them to know everything
about their contracts and turn
data-driven insights into actions and
transform challenges into business
opportunities.

Definition
A brief description of a product or service and an explanation of how it
fulfills a particular need of the target market. The goal of a positioning

statement is to align marketing efforts with a company's brand and
value proposition.

Audience

Internal audience and stakeholders such as executives, employees,
investors, and advisors.

Use Cases

Should not be used for external messaging. Is used to guide Go To
Market messaging and content.
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Evisort (em)POWERs!
Company Power(s) Pursue excellence.

Own your part in driving success.
Win with our customers.

Experiment & innovate continuously.

Respect everyone; no jerks allowed.
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About Evisort

About Evisort

Evisort’s industry-leading Al-native Contract Intelligence Platform enables
legal and contracting professionals to know everything about their contracts,
transforming contracting challenges into business opportunities.

Powered by the Evisort Al Engine, the most advanced, proprietary Al,
including the first large language model (LLM) specifically for legal, Evisiort
allows customers to bring order to their contract data, harness deeper
insights and drive action across every department in their organization.

Evisort meets customers where they are — whether they need an end-to-end
CLM or advanced contract analytics — enabling them to expedite deals, cut
contract-related risk and costs, and turn contract management into a
powerful tool for enterprise success.

AUDIENCE

Internal audience and
stakeholders. May be shared
externally.
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About Evisort

In a sentence:

Evisort is the global leader in Al-native contract intelligence solutions that
empower legal and contract management professionals to transform contracting
challenges into a powerful tool for enterprise success.

Expanded:

Evisort is the global leader in Al-native contract intelligence, helping premier
organizations like Microsoft, Workday, McKesson, BNY Mellon, Western Union, and
NetApp know everything about their contracts so they can expedite deals, cut
contract-related risk and costs, and turn contract management into a powerful tool for
enterprise success.

AUDIENCE

Internal audience and
stakeholders. May be shared
externally.
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About Evisort

About Evisort

Evisort is the global leader in Al-native contract intelligence, helping premier organizations like
Microsoft, Workday, McKesson, BNY Mellon, Western Union, and NetApp know everything
about their contracts. With advanced, proprietary Al — including the first large language model
(LLM) specifically for contracts — Evisort empowers teams to draft, manage, analyze, and
optimize their agreements faster and more intelligently, enabling them to expedite deals,
reduce risk and cost, and transform legal and contracting challenges into strategic business
opportunities.

AUDIENCE

Press release footer only.
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General Brand Persona: The Empowering Brainiac

Key Insight

Brand Promise

Tag Line

Brand Persona
Description

Voice /Tone

Though contracts impact every aspect of their business, legal and contracting professionals typically start out
seeking proven technology solutions for specific pain points — but are often sold “one-size-fits-all” tools instead
of customizable, end-to-end solutions designed to solve immediate needs while setting them up for future
success.

Evisort helps legal operations and other contract management professionals drive innovation, efficiency and
success across all lines of business. Our AI-native Contract Intelligence Platform meets you where you are,
whether you need to streamline contract drafting, negotiation and approval, or manage existing obligations. We
empower you to know everything about your contracts and turn data-driven insights into actions that power
business success — and transform contract professionals into strategic partners for the entire organization.

Lead with intelligence

We lead with intelligence, not attitude; we’re incredibly expert in legal, AI and contract management, driven by
an innovative spirit, but agnostic and unselfish in how we deliver innovation to the legal, procurement and
contract management community. We're enthusiastic, collaborative, and totally focused on empowering
customer success — and the evolution of the role of Legal Ops in business.

Intelligent, articulate, measured, level and never boastful or hyperbolic. We steer clear of anything that comes off
as excessively self-interested; we’re about “you,” not “us.”

17



Attributes of the General Brand Persona

Here are the attributes that have been called out as part of Evisort’s brand persona, as well as those
attributes it should actively stand against and never reflect

Super-smart about Aland CLM  Feigning Al leadership
Hard-working and pragmatic ~ Blustery and bombastic
Innovative and strategic ~ Constrained by conventionality
A listener and partner  Self-involved
Accessible  Uncommunicative
Supportive  Indifferent after the sale
Authentic, original ~ Obsessed with being “cool”
An educator ~ An opportunist

Focused on the greater good  Focused on the bottom line

Forthright ~ Equivocating



Value Proposition:

Evisort's customizable, AI-native Contract
Intelligence Platform delivers unparalleled
visibility, insights, and opportunities to drive
business success.
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About Evisort

Key Messages

01

Know
everything
about your
contracts

02

Act with
confidence to
drive
enterprise
outcomes

03

Meeting you
where you are
and how you
work

04

A proven
partnerin
accelerating
business
success

05

Deliver more
value to your
customers
with
connected
contract data

20



01

Know everything about your
contracts

We lack visibility into our contracts and cannot
easily access contract data to solve business
challenges.

Get full visibility into your contract data.
Evisort’s customizable Al opens a window into
your unique contracts and equips your teams with
easily-accessed analytics and insights.

-
-
-
Messaging Copy:

Ask anything
Talk to your contracts. Ask plain-language questions and get instant
answers — for easy insights into risks, opportunities, and obligations.

Track everything
Go ahead, be a know-it-all! Track any term that matters to teams across
your organization using AI models built by you.

AI-native contract intelligence

Demand more than a “GPT wrapper.” From pre-sig to post-sig, Evisort’s
proprietary Al is baked into every layer of our platform for greater
accuracy, reliability, and control.

AI that you control

Future-proof your investment. Don’t get stuck with static,
one-size-fits-all contract AI models. With customizable AI, you control
your Al journey.
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02

Act with confidence to drive
business outcomes

Customer Challenge

We need to seamlessly create contracts and
securely feed data to teams across the
organization for data-driven decision making and
improved business outcomes.

Primary Messages:

Securely turn your contract data into actionable
insights. Evisort brings value to every corner of
your enterprise without compromising security.

-
-
»
Messaging Copy:

Seize opportunities and reduce costs

Track every dollar coming in and control every dollar going out. Expedite
deals (and close more of them!), and uncover opportunities for growth,
revenue, and cost reduction in your contracts.

° Drive faster revenue: Accelerate deals and revenue
opportunities by sharing contract data across the enterprise
and surfacing hidden insights.

e  Cut costs: Slash errors, reduce manual search and reviews,
prevent unexpected auto renewals and more by automating
contract operations.

Manage risk and stay compliant
Stay ahead of evolving laws and regulations with pinpoint visibility into
any term across your contract corpus.

Safeguard your organization

Trust in a partner that’s committed to Responsible AI principles and
prioritizes data privacy and security. Evisort is the only 1ISO 42001 (AL
Management System) certified contract intelligence provider.
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03

Meeting you where you are and
how you work

Customer Challenge

We need our tools to be customizable to meet
the particular needs of our business, industry,
and organizational maturity.

Primary Messages:

Every business is different. That’s why we’ve
long focused on building a platform that’s
self-service all the way — no code or special skills
needed. Be confident your CLM can deliver the
results your team needs today and adapt to
deliver the results you need tomorrow.

-
-
»
Messaging Copy:

Make your contract intelligence solution fit your organization
Evisort is customizable at every level and you can tailor the platform to
meet your specific needs — whether you need a solution for workflows,
analytics, or end-to-end CLM.

Adapt without dependencies
Easily create new self-service workflows and AI models without having
to rely on third parties as your needs change or priorities shift.

Integrate with your tools of choice

Pass contract data to and from all of the tools that teams across your
organization rely on every day, even legacy systems that cause the most
headaches.

Capture data that matters to you
Evisort is the CLM for self-service custom AI models, giving you full
control and autonomy to track any contract term that matters to you.
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04

A proven partner in driving
business success

Customer Challenge

We've been disappointed by vendors before. We
need a partner that will help us solve our unique
challenges, get up and running quickly and drive
SuCCess across our organization.

Primary Messages:

We're trusted by the the most successful global
enterprises. Microsoft, Workday, NetApp and
others rely on us to consistently deliver the
contract intelligence capabilities they need to
succeed.

-
-
»
Messaging Copy:

Trust a team of proven experts

Count on a team of legal professionals and tech experts that have been
leading the way with innovative, future-proofed Al-native contract
intelligence solutions since 2016.

Find a partner who will always show up
We deliver where other CLM vendors disappoint — with red carpet
service delivery and one-to-one success planning.

Enjoy faster implementation
The sooner you can use your solution, the faster you’ll benefit.
Customers praise us for how quickly we get them up and running.

Contract Al that grows with your business

We believe in democratizing the power of AL While Evisort's Al can
identify 230+ contract data points immediately, you can also guide our
Al to recognize and report on clauses unique to your business.
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05 - For Partners

Deliver more value to your customers
with connected contract data

Partner Challenge

If our customers could easily tap into their
contract data they could unlock more robust use
cases in our product.

Primary Messages:

Unlock your customers’ most valuable data and
become indispensable. There’s a treasure trove
of data in your customers’ contracts waiting to be
transformed into actionable insights, and we can
help with that.

-
-
»
Messaging Copy:

Behind every business relationship is a contract

Every business act ties back to a contract. Without clear visibility into
their contracts, your customers lack critical insights into their financials
and business operations.

Help your customers act on their most valuable data
Every team — from finance to procurement to legal — can uncover
opportunities and reduce costs by simply knowing what’s in their
contracts. You can be the conduit for that data.

Unlock value across teams to make your product sticky
Penetrate teams across your customers’ organizations and become an
irreplaceable resource.

Flexible integrations

Our focus is on delivering customer value which is why we built a fully
customizable solution that integrates with the most complex ERP, CRM,
HCM or other systems in your customer’s stack.
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Know everything about your contracts

Contract Intelligence Platform: Connect, Analyze, Accelerate

Contract
Analytics &
Insights

Pre-Signature Workflow Contract

Management Builder Repository

) Contract Lifecycle Management (Application Layer) )
Integrations Integrations

Data In Data Out
Evisort AI Engine

Pre-Trained Al Customizable AI

Client Contracts & Related Documents
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Pre-Signature

Management

Contract

Workflow Builder .
Repository

Contract Lifecycle Management (Application Layer)

Contract
Analytics

Experience AI-native contract lifecycle management

Connect

Get in sync.

Connect Salesforce, SAP Ariba, Box,
Sharepoint and hundreds of other
systems with Evisort to automatically
ingest and analyze contracts at scale,
enable e-signature, and deliver
Al-enriched contract data to the tools
your teams use every day.

Analyze

Know everything.

Surface risks, opportunities, and
actionable insights easily with
Evisort's customizable AI and
dashboards, advanced search and
filtering, conversational AI experience,
and seamless reporting.

Accelerate

Supercharge your workflows.
Simplify every stage of the contract
lifecycle — ticketing, drafting, editing,
negotiation, and storage — with
Evisort's AI-powered workflows, risk
analysis, automated redlining, and
total visibility and accountability.
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Pre-Signature

Management

Workflow Builder

Contract
Repository

Contract Lifecycle Management (Application Layer)

Contract
Analytics

Know everything about your contracts

Ask anything.

Talk to your agreements. Ask questions in simple, natural language and get clear, reasoned answers — to

surface opportunities, identify risks, and manage obligations.

Track everything.

Be a know-it-all. Track terms of interest across all your contracts and related documents, with custom Al to
generate the data points that matter for your sales, procurement, risk, and finance teams.

Streamline it all.

Stamp out busy work. Speed time to revenue while reducing cost and risk, with automated redlining, clause
generation, and configurable, AI-powered workflows to eliminate manual tasks.
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Pre-Signature Contract Contract

Management Bl Repository Analytics

Contract Lifecycle Management (Application Layer)

Streamline drafting, editing, and analysis

Automated Redlining
Negotiate faster and more easily. Let Evisort’s Al suggest surgical edits to existing clauses to make them compliant with
your corporate playbook or your realtime guidance — automatically.

Clause Creator

Take the pain out of drafting. Ask Evisort’s generative Al to draft contract language from scratch for faster turnaround.
Just provide basic guidance in natural language and you’ll receive new clauses to insert directly into an in-flight contract
— or save to your Clause Library.

Conversational AI
Talk to your contracts. Ask questions about your contracts in simple, natural language and Evisort’s Al will deliver clear,
reasoned answers with links to the relevant provisions — so you and your teams can take action with confidence.

Document X-Ray™
Stop reading contracts - start knowing what’s in them. Turn your questions into custom AI models that automatically
populate any contract data fields that matter to your organization. Evisort’s Document X-Ray both extracts and

generates critical data points so you can see what you’ve been missing. 20



Pre-Signature

Management

Workflow Builder

Contract
Repository

Contract Lifecycle Management (Application Layer)

Contract
Analytics

Supercharge your contract workflows with intelligence

Unparalleled deployment

Lead with intelligence. Partner with Evisort’s best-in-class professional services team to learn from your

existing contracts and engineer “good” into your processes from the start.

Self-service workflows

Let your teams take ownership of their contracts. Empower business users to generate compliant, standardized

agreements with custom guided intake forms and total accountability.

Streamline approvals, signature, and storage
Ease your administrative burden at every step. Harness workflow-specific approval logic to accelerate
time-to-signature. Automatically organize signed agreements in your Evisort repository and any preferred

external storage systems.
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Evisort AI Engine

Traditional AI Generative Al

Pre-Trained Al Customizable Al

Not just Al, Evisort Al

Most CLM providers license generic, third party AI and point it at your contracts, creating a "black box" that
can’t meet evolving needs and can’t maximize security and data privacy. In the age of generative A, “GPT
wrappers” have become commonplace.

Evisort has been an AI company from our first line of code. We builds industry-leading, proprietary Al for
better accuracy, security, and control over your Al journey.

e Evisort Al Labs has developed the first large language model (LLM) specifically for contracts,
trained on a dataset of over two trillion tokens with knowledge culled from millions of legal contracts.

e Evisort’s AI Engine combines our proprietary LLM with our industry-leading natural language
processing (NLP) technology — and the best of third-party LLMs — to deliver game-changing innovations
for contract management and analysis.

e Evisort’s advanced OCR and proprietary Al processing ingests contracts at scale more accurately,
with no human-in-the-loop required — managing poor-quality scans, watermarks, headers, footers,
tables and non-Latin characters reliably to ensure high-quality Al analysis.
32



Evisort AI Engine

Traditional AI

Generative Al

Pre-Trained Al

Customizable Al

How does Document X-Ray fit with Evisort’s other Al capabilities?

Evisort’s Contract Intelligence Platform provides out-of-the-box, pre-trained AI models that reliably extract a
range of key contract terms, instantly upon ingestion. It also provides the ability for customers to use Al as
desired to quickly identify and extract specific clauses of interest to them across their contracts.

Evisort’s Document X-Ray™ empowers customers to track any term of interest across contracts, by creating

custom AI models from simple questions.

e It goes beyond mere extractions of contract terms, with the ability to generate data points — such as
plain-language summaries of terms, calculated dates and dollar amounts, rankings, and more — that don’t

necessarily appear in the four corners of the contract.

e These data points can be displayed in dashboards and reports, sent to other enterprise systems, and
shared with teams to impact business outcomes.

Document X-Ray lets Evisort customers future-proof their Al investment — with total flexibility to adapt their AI

use cases as their regulatory and strategic needs change over time.
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Integrations

Integrations
DataIn

Connect your systems to achieve
complete contract intelligence.

Get in sync, stay in sync.

Connect Salesforce, SAP Ariba, Box,
Google Drive, Sharepoint and
hundreds of other systems directly
with Evisort to automatically ingest
and analyze contracts at scale —in any
format, wherever they live. New
contracts are automatically synced
across your systems.

Share contract intelligence to
power the entire business.

Know it all, show it all, take action.
Deliver AI-enhanced contract data to
systems across your enterprise, to
inform strategic decision-making and
automate processes. Procurement,
sales, finance, HR, M&A — every
department benefits from the data
locked in contracts once it’s been
freed.

Integrations
Data Out
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