VENTURE CAPITAL (GROWTH STAGE) awsmlabs

.smrthn Al SOURCING + ENABLEMENT

A Curated Channelto
Buyers

THE SITUATION

Your Al portfolio companies have product and As a SMRTN partner, your post-revenue portfolio
revenue, but enterprise pipelineis the bottleneck. companies are matched to members whose
Platformintros are one-offs, and when a buyeris priorities fit what they sell, keep interested buyers
interested, the deal stalls somewhere between the updated through a structured channel, and meet
first meeting and integration. them at SMRTN MRNGS. Implementation help moves

adealfrominterest to a working deployment.

HOW SMRTN WORKS

Capture your stack, Al priorities and Match them to pre-vetted startups, Deploy the chosen solution with ROI
vendorrequirements atintake and meet the ones you choose defined up front

WHY IT MATTERS

Matched to buyers who need what they sell Meetings with buyers who chose them

Astructured update channel tointerested buyers Help getting frominterest to production

SMRTN partners with VCs to give portfolio companies a curated channel to members.



awsmlabs.

FOUR WAYS TO BUILD AN Al SYSTEM — AND HOW THEY COMPARE

BUILD IN-HOUSE DEV SHOP Al SAAS TOOL CONSULTING

Time to first value @ O . @

How long ore it changes anumber,
ROl guarantee

Who carries the risk if it underperforms
On-the-groundintegration
Gets smarter with use

Tells you where to start

Change management

You ownit outright

more investments peryearatVCs portfolio metrics on oneintelligence target ROl within 90 days
adopting data technologies layer

Explore this for Venture Capital
(Growth stage).

Ashort scoping conversation, then a costed plan with the ROl stated up front
— not aproposal deck.

awsmlabs.ai/industries/venture-capital awsmlabs

Assess - Build - Govern 02/02



