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How to Use This Field Guide

Every engagement we manage starts with some version of the
same conversation. A CFO walks us through their close
cycle, their audit prep, their Annual Recurring Revenue
(ARR) reporting. Somewhere in the first hour, we hear it: "we
know something is broken, we just don't have time to find it."

This guide was built to answer just that. It documents the 11 most common
places where SaaS finance and revenue operations break down, and what
deployment looks like for each one. The people who provided this
perspective have been in the Quality of Earnings (QofE) that went
sideways, in the board meeting when the ARR waterfall didn't reconcile,
and in the audit where the capitalization policy couldn't be defended.

Every Jumpstart Agent shown here is deployed in weeks and can expand
to a full multi-agent cluster. The cash flow example at the end of this field
guide highlights the progression to full agent orchestration from start to
finish.

Head of Al Innovation & Transformation, CrossCountry Consulting
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Agentic Cluster

A purpose-built group of Al agents working together to automate a finance or
operations domain and improve the actionable insights for the organization.
Each cluster is pre-configured for SaaS-specific data, processes, and
compliance requirements.

Jumpstart Agent

The first agent deployed in any engagement. Runs in weeks to audit current
data, establish a baseline, and produce a concrete diagnostic output before full
deployment begins.

Human-in-the-Loop

A control design principle where Al outputs are reviewed by qualified
professionals before taking effect. Every CrossCountry Consulting cluster has
defined escalation points, allowing Al to accelerate work without replacing
judgment.

Week 1 Deliverable

The tangible output in the first week: typically, a data quality scorecard, gap
assessment, or risk report. Providing evidence of value before a full
engagement commitment is made.




| CrossCountry's Point of View

The SaaS Al Transformation Thesis

The Window
is Closing

Most Saa$S finance teams are managing
ASC 606, ARR waterfalls, and churn risk
with the same manual processes they used
three years ago. PE and VC sponsors and
public markets have raised the bar on what
'clean’' looks like. The gap between what
auditors and investors now expect and
what spreadsheets can deliver is where
material weaknesses, QofE adjustments,
and valuation discounts are born.

Value in Weeks:
Not Months

We developed the Jumpstart model
because we saw too many clients start Al
engagements only for the project to end
before anything was deployed. Every
Jumpstart in this field guide provides a
proof of value deliverable that is deployed
in just weeks. We use your data, in your
systems, to create tangible outputs like a
gap assessment, a data quality scorecard,
or a risk report. All of this before a full
engagement commitment is made.

Advisor Expertise +
Agentic Al

Every cluster highlighted in this guide was
designed by practitioners who have done this
work manually: technical accountants who
have written ASC 606 memos, data
engineers who have reconciled CRM-to-
billing mismatches, risk advisors who have
built SOX control frameworks and revenue
operations and FP&A teams who have tried
to real-time provide strategic insights to sales,
customer success, product/engineering, and
marketing. The Al accelerates what they do.
It does not replace the judgment that makes
the work defensible.
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| The Five Metrics that Matter Most

Each agentic cluster is purpose-built to improve one or more of the metrics that drive your valuation, satisfy your
auditors, and give your board confidence.

METRIC WHAT WE MOVE WHAT IT'S WORTH

EBITDA 1 Optimized R&D spend EBITDA multiple expansion; PE debt covenant headroom. Our clients have achieved
| Sales overhead o o ; o . o

Margin Expansion 1 Revenue per deal 2-5% EBITDA margin improvement from capitalization engine optimization alone.
1 Expansion revenue Premium ARR multiple; self-compounding growth story. Al-driven churn intervention

NRR ) | Gross churn has protected $15-20M ARR per $300M client, a result PE sponsors and acquirers

Net Revenue Retention 1 Upsell velocity value directly.

Revenue $ E:f;ﬁggitgsvenue Higher ARR base; cleaner revenue quality for diligence. Clean ASC 606 controls

Top-Line Growth 1 Expansion bookings deliver 90%+ reduction in audit adjustments, eliminating QofE haircuts.

Rule of 40 1 Efl?f)ggrft\ n:?);gtlt? Rule of 40 benchmark unlocks growth equity pricing. Achieving 120%+ NRR as a
Growth + EBITDA % I CAC pergdollar ARR target enables 10—12x valuation multiples vs. 6-8x peers below 100%.

Audit Quahty ! :\A:?grgﬁjyvse};?(igtsss sk IPO-ready financials; no QofE haircuts in M&A. SOX-compliant controls reduce audit
Controls & Compliance # SOX readiness prep time 60%+ and eliminate material weakness exposure that kills deal timing.

* All figures represent CrossCountry Consulting client benchmarks across SaaS engagements. Results vary based on company size, data maturity, and cluster configuration.
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11 Agentic Clusters for SaaS

Revenue, ARR & Compliance | Finance & Cost Optimization | GTM & Customer Intelligence

REVENUE, ARR & COMPLIANCE FINANCE & COST OPTIMIZATION GTM & CUSTOMER INTELLIGENCE

01 SaaS Revenue Recognition & 05 Software Dev Cost Capitalization 09 Customer Success Automation
Compliance Engine & R&D Optimization & Health Scoring
02 ARR Intelligence, Expansion . Lo . - . L
& Retention Engine 06 Sales Forecasting & Pipeline Intelligence 10 Pricing & Packaging Optimization
07 ASC 842 Lease Accounting Automation 11 Technical Support & Ticket Intelligence

Integrity Engine

04 SaaS Product & Customer
Profitability Engine

08 Stock-Based Compensation
(ASC 718) Management

‘ 03 Customer & Contract Data ‘
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Revenue, ARR & Compliance

Clusters 01 — 04

01 SaaS Revenue Recognition & Compliance Engine
02 ARR Intelligence, Expansion & Retention Engine
03 Customer & Contract Data Integrity Engine

04 SaaS Product & Customer Profitability Engine
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n SaaS Revenue Recognition & Compliance Engine

THE CHALLENGE WHERE TO START | WEEK 1

ASC 606 compliance is not optional, and JUMPSTART AGENT | WEEK 1 DEPLOYMENT
for most SaaS companies it is manual,

inconsistent, and audit-exposed. Multi- Contract Performance Obligation Identifier

element arrangements, variable Scans the contract repository to identify multi-element
consideration, and contract modifications arrangements, establishes baseline standalone selling
are handled through spreadsheets and price data, maps contract-to-billing gaps, and generates a
team's historical knowledge. Revenue data quality scorecard. Produces an implementation
waterfalls break at scale, and a single roadmap with the specific data requirements needed for
restatement can erase years of investor full cluster deployment.

confidence before a transaction or IPO.
WEEK 1 OUTPUT: Multi-element arrangement inventory with
SSP baseline, contract-to-billing gap map, and data scorecard

STRATEGIC OUTCOMES

When the full revenue recognition lifecycle is automated, audit exposure disappears and the revenue quality
story required by investors and acquirers is always ready.

Reduce audit adjustments by 90%+ by applying consistent ASC 606 treatment across all contracts at scale

Eliminate financial restatement risk from multi-element arrangement misclassification and variable consideration errors
Achieve IPO readiness with SOX-compliant revenue recognition controls that satisfy S-1 requirements and prevent
SEC comment letters

Automate the revenue waterfall end-to-end, freeing the technical accounting team from manual monthly reconciliation
Accelerate audit completion through auto-generated ASC 606 documentation packages with zero material weakness
exposure

Establish a structural competitive advantage over peers still managing ASC 606 manually, signaling to investors and
acquirers that the company operates at an institutional standard
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WHAT'S NEXT | FULL AGENTIC CLUSTER

Obligation identification is the foundation. The full cluster
automates the complete ASC 606 revenue lifecycle from
allocation through waterfall to audit documentation.

Pricing & Allocation
SSP Calculator, Revenue Allocation Engine, Variable
Consideration Estimator

Waterfall & Modifications
Deferred Revenue Scheduler, Contract Modification Analyzer,
Revenue Waterfall Automation Agent

Compliance & Audit
ASC 606 Documentation Generator, SOX ITGC controls,
IPO-ready S-1 revenue controls

RISKS AND MITIGATIONS

Financial Restatement Risk

Automated SSP calculation and revenue allocation apply consistent
methodology across every contract, eliminating the judgment
inconsistency that drives restatement exposure.

SOX Control Risk

ASC 606 Documentation Generator produces audit-ready evidence
packages for every revenue recognition decision, satisfying ITGC
requirements at scale.

IPO Readiness Risk
Revenue controls built to S-1 standards from day one prevent the last-
minute remediation that delays IPO timelines and invites SEC scrutiny.



I3 ARR Intelligence,

THE CHALLENGE

Producing a clean, auditable ARR
waterfall without days of manual
reconciliation across billing, Customer
Relationship management (CRM), and
accounting systems is a common struggle
for SaaS companies. Expansion revenue
leaves the building undetected, at-risk
accounts are identified too late to save,
and board reporting is built on numbers
no one trusts. Poor ARR visibility is a
valuation problem before it is a finance
problem.

JUMPSTART AGENT | WEEK 1 DEPLOYMENT

ARR Waterfall Automation Agent

Audits current ARR calculation methodologies, identifies
reconciliation gaps between billing, CRM, and accounting
systems, and establishes a cohort structure. Generates a
standardized ARR reporting framework with full data
lineage requirements, delivering a clean waterfall from new
ARR through expansion, contraction, and churn.

WEEK 1 OUTPUT: Reconciled ARR waterfall with cohort
structure, system gap inventory, and board-ready
movement report

STRATEGIC OUTCOMES

When ARR is clean, expansion signals are automated, and churn risk is visible 60-90 days early. NRR
improvement becomes a managed outcome rather than a quarterly surprise.

* Improve NRR from 105% to 120%+, driving premium valuation multiples of 10-12x ARR rather than 6-8x for
peers below 110%

 Unlock $15-20M in trapped expansion ARR within the existing customer base without incremental CAC spend

Increase GRR from 90% to 96%+, protecting $15-20M in ARR and extending cash runway 6-9 months

Identify 80%+ of at-risk ARR 60-90 days pre-churn, enabling proactive intervention before the renewal decision is

made

+ Automate monthly ARR waterfall reporting, reducing the finance and Revenue Operations close cycle by 2-3
days

* Turn ARR intelligence into a front-office competitive advantage by outmaneuvering competitors still relying on gut
instinct and lagging indicators
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Expansion & Retention Engine

WHERE TO START | WEEK 1

WHAT'S NEXT | FULL AGENTIC CLUSTER

A clean waterfall is the starting point. The full cluster turns ARR
data into expansion intelligence, churn prediction, and retention
playbooks that protect and grow Net Revenue Retention (NRR).

Expansion & Growth
Expansion Opportunity Detector, Seat-Based Growth Analyzer,
Attach Rate Analyzer, Usage-Based Revenue Forecaster

Retention & Churn
Contraction Risk Predictor, Renewal Rate Predictor,
Engagement Decline Detector, Intervention Recommender

Revenue Intelligence
NDR/GDR Calculator, Product vs. Pricing Alignment
Analyzer, board-ready cohort reporting and M&A readiness

RISKS AND MITIGATIONS

Valuation Multiple Risk

Clean, auditable NRR and Gross Dollar Retention (GDR) metrics
directly support the ARR multiple a company commands in a
transaction, with 120%+ NRR adding 4-6x turns of enterprise value.

Revenue Predictability Risk
Cohort-based churn modeling and at-risk identification reduce forecast
variance and give the board the revenue confidence that underpins investor

uidance. ) i
xpansion Opportunity Risk

Expansion Opportunity Detector surfaces upsell signals from usage
patterns and seat growth before Customer Success teams or sales reps

would identify them manually.



ﬂ Customer & Contract Data Integrity Engine

Bad data is the silent tax on every JUMPSTART AGENT | WEEK 1 DEPLOYMENT The scorecard reveals the problem. The full cluster resolves it
revenue process. Entity duplication, systematically, building a clean, reconciled data foundation that
parent-child hierarchy gaps, contract date Exploratory Data Analysis & Quality Scorecard Agent every downstream revenue process can rely on.
overlaps, and CRM-to-ERP reconciliation Profiles all customer and entity data across CRM and ERP Entity Resolution
breaks create ARR misstatements, QofE systems, quantifies duplication rates, maps parent-child Data Cleansing Agent, Entity Resolution Agent (normalization,
adjustment risk, and weeks of manual hierarchy gaps, and identifies contract date overlaps and blocking, pairwise matching, clustering), LLM Validation Agent
cleanup every time a deal or audit cycle artificial gaps. Produces a prioritized data quality scorecard Contract Integrity
beglc?s. Tﬁvzm'ie accurartc.y Is.tonly as and remgdlatlon roadmap that defines the scope and Contract Date Integrity Agent (gap and overlap detection),
good as the data supporting Iit. sequencing for full cluster deployment. Data Enrichment Agent
WEEK 1 OUTPUT: Data quality scorecard with duplication System Reconciliation
rates, hierarchy gaps, contract integrity issues, and CRM-to-ERP Reconciliation Agent, ongoing data lineage
prioritized remediation roadmap monitoring and audit defense
STRATEGIC OUTCOMES RISKS AND MITIGATIONS
When entity data is clean and contracts are reconciled end-to-end, ARR is accurate, diligence timelines ARR Misstatement Risk
compress, and audit findings disappear. Contract Date Integrity Agent detects and resolves overlaps and gaps
that inflat ARR, i dollar of ized
» Eliminate ARR overstatement and understatement risk from contract overlaps, artificial gaps, and entity duplication @' Intiare or Suppress . ensuring every doflar of recognize
. N . . - o ! - revenue has a clean supporting contract record.
» Reduce QofE adjustment risk in sell-side transactions by delivering clean entity hierarchies and contract continuity i .
before diligence begins QofE Adjustment Risk
- Eliminate weeks of manual data cleanup per deal cycle by automating entity resolution and CRM-to-ERP Clean entity resolution and CRM-to-ERP reconciliation eliminate the data
reconciliation discrepancies that buyers flag in quality of earnings reviews, protecting deal
« Achieve IPO readiness with clean ARR data and contract integrity that satisfies S-1 and investor scrutiny value and timeline.
requirements o ) ] ) o ) Audit Material Weakness Risk
« Reduce auditor findings related to parent-child hierarchy inaccuracies and revenue reporting chain integrity Continuous data lineage monitoring and automated reconciliation create a
« Build a durable competitive advantage in diligence readiness by closing transactions faster and absorbing M&A defensible, auditable revenue data chain that prevents material weakness
more efficiently than peers managing data issues reactively findings related to data integrity.
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Most SaaS CFOs can tell you their
blended gross margin. Very few can tell
you gross margin by product, by
customer, or by bundle, because cost of
revenue allocation is done manually in
unreliable spreadsheets that break every
time pricing or product mix changes.
Without visibility into unit-level profitability,
pricing decisions are based on instinct,
bundle strategy relies on guesswork, and
margin compression remains invisible
until it appears in the financials.

JUMPSTART AGENT | WEEK 1 DEPLOYMENT

COR Classification & Baseline Agent

Goes beyond the chart of accounts to analyze spend detail
across ERP, PTP, and T&E tools, classifying all direct
costs into COR vs. OpEx using GAAP best practices and
SaaS industry benchmarks. Identifies cloud hosting, third-
party API fees, CS payroll, implementation costs, and
payment processing. Produces a COR classification
framework and current gross margin baseline by product
and customer.

WEEK 1 OUTPUT: COR classification framework with gross
margin baseline by product and customer, and allocation rules

ﬂ SaaS Product & Customer Profitability Engine

WHAT'S NEXT | FULL AGENTIC CLUSTER
Baseline classification is the starting point. The full cluster
builds a dynamic allocation engine that delivers near-real-time
profitability as product mix and pricing evolve.

Cost Allocation

Cloud Infrastructure Cost Allocation Agent (AWS/Azure/GCP),
CAC Attribution Agent, Customer Success & Support Cost
Allocation Agent

Product & Bundle Economics

Third-Party Licensing & API Cost Agent, Bundle & Product Mix
Profitability Agent, dynamic pricing rule engine

Reporting & Validation

Monthly COR Reconciliation & Validation Agent, Near-Real-Time
Profitability Dashboard, board-ready margin reporting by segment

STRATEGIC OUTCOMES RISKS AND MITIGATIONS

When product and customer profitability is visible in near-real time, pricing strategy sharpens, margin
leakage stops, and the gross margin story commands higher valuation multiples.

« Deliver near-real-time gross margin visibility by product, customer, and segment without manual monthly
allocation effort

« Enable data-driven pricing and bundle decisions by surfacing true unit economics across every product
configuration

« Improve EV multiples by demonstrating scalable, defensible gross margins in sell-side CIMs and investor

reporting

Eliminate GAAP COR misclassification risk and audit exposure from undisciplined cost allocation

Reduce manual cost allocation effort across finance and engineering teams, freeing FP&A for strategic analysis

Convert gross margin visibility into a pricing and positioning advantage that stands up to investor scrutiny while

competitors are still guessing at bundle economics

-
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Gross Margin Misstatement Risk

COR Classification Agent applies consistent GAAP methodology
across all Vspend, eliminating the subjective allocations that produce
margin misstatements in financial reporting.

Bundle Pricing Profitability Risk
Bundle & Product Mix Profitability Agent models true cost-to-serve for

every bundle configuration, surfacing margin-negative combinations
before they erode blended gross margin.

Valuation Multiple Risk

Accurate, defensible gross margin by product line demonstrates the
scalability narrative that supports premium EV multiples in transactions
and investor presentations.
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Finance & Cost Optimization

Clusters 05 - 08

05 Software Dev Cost Capitalization & R&D Optimization
06 Sales Forecasting & Pipeline Intelligence

07 ASC 842 Lease Accounting Automation

08 Stock-Based Compensation (ASC 718) Management
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ﬂ Software Dev Cost Capitalization & R&D Optimization

Most SaaS companies are either over- JUMPSTART AGENT | WEEK 1 DEPLOYMENT Cla§sification is the foundation. The full clustgr automqtes the
capitalizing or under-capitalizing software entire ASC 350-40 lifecycle from time allocation to audit-ready
development costs, and very few can Project Capitalization Eligibility Classifier documentation.

prove which. Without disciplined ASC
350-40 tracking, EBITDA margins are
misstated, SOX controls are deficient,
and audit adjustments become inevitable.

. . Cost Allocation & Compliance
Analyzes JIRA and project management data to classify Time Allocation Validator, Preliminary vs. Application

development work as maintenance, new development, or Development Splitter, Capitalization vs. Expense
capitalizable under ASC 350-40. Assesses time tracking Decision Engine

At the same time, R&D spend is often not ElEpiE, BENT =S gz Flezien peliEms, 2 Amortization & Impairment

connected to actual product roadmap gen:erates a .capltalltzatlondpc:::mf:y f;alrlne-lwotrk V(\j"th Ithe datf Amortization Schedule Generator, Impairment Test Agent,
ROI capture requirements needed for full cluster deployment. ASC 350-40 Compliance Checker

o o ) ) Audit & R&D Optimization
WEEK 1 OUTPUT: Capitalization eligibility report with policy Audit Documentation Packager, R&D spend analysis tied to
framework and ASC 350-40 gap assessment product roadmap, offshoring and tax optimization signals

STRATEGIC OUTCOMES RISKS AND MITIGATIONS

When capitalization is automated and defensible, EBITDA margins improve and audit exposure ASC 350-40 Non-Compliance Risk

disappears. Automated classification engine applies consistent ASC 350-40 criteria
across every project and sprint, eliminating the inconsistency that triggers
audit scrutiny.

« Improve EBITDA margins 2-5% through optimized ASC 350-40 treatment of eligible software

development costs

Eliminate audit adjustments and SOX 404 findings related to software capitalization controls EBITDA Misstatement Risk

Generate audit-ready documentation automatically, reducing close-related preparation time by 60%+

Optimize R&D spend allocation by connecting capitalization data to product roadmap and offshoring

decisions

» Ensure IPO readiness with SOX-compliant software capitalization controls that scale with headcount SOX Control Risk
growth

Real-time capitalization decisions prevent end-of-period true-ups that distort
EBITDA and create restatement risk in quality of earnings reviews.

Audit Documentation Packager generates comprehensive methodology
documentation and evidence packages that satisfy ITGC requirements for
software capitalization.
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ﬂ Sales Forecasting & Pipeline Intelligence

CROs and CFOs are making critical JUMPSTART AGENT | WEEK 1 DEPLOYMENT Win probability is the signal layer. The full cluster converts that
hiring, investment, and guidance signal into automated forecast intelligence, capacity modeling,
decisions based on forecasts that are Opportunity Win Probability Scorer and rep-level interventions.
systematically biased by underreporting Analyzes historical won/lost deals to establish win rate Forecast Accuracy _
pipeline and/or delays in timing, deal patterns by deal size, stage, product line, competitor, Pipeline Coverage Analyzer, Deal Velocity Tracker,
slippage patterns, and pipeline inflation. industry, and complexity. Calculates confidence intervals Forecast vs. Actual Variance Analyzer, Sandbagging
By the time a missed quarter surfaces, by sales stage to quantify forecast risk. Generates DBIEEET g
the damage to investor confidence, predictive win probability scores (0-100%) for each open Rep & Capacity Intelligence
compensation plans, and headcount opportunity and surfaces CRM data quality requirements Rep Performance Predictor, Quota Attainment Forecaster,
decisions is already done. for accurate scoring. Sales Capacity Modeler
. - o Revenue Operations
WEEK 1 OUTPUT: Win probability scores across open pipeline Automated pipeline roll-ups, CRO time freed from manual reviews,
with forecast risk confidence intervals by stage board-ready forecast reporting

STRATEGIC OUTCOMES RISKS AND MITIGATIONS

When forecast bias is eliminated and pipeline risk is visible 30 days earlier, revenue misses become Revenue Forecast Risk
preventable rather than inevitable. Win probability scoring with confidence intervals replaces rep self-reporting

* Predict individual rep quota attainment with 90%+ accuracy by Month 2 of each quarter, enabling with data-driven plpeline assessment, reducing forecast variance by 30%+.
targeted interventions before quarter-end

Identify pipeline risk and deal slippage patterns 30 days before quarter-end, enabling proactive win-rate
recovery actions

Achieve 90%+ quota attainment across the sales org vs. a 75% industry benchmark through predictive
capacity modeling

* Free 15-20 hours per week of CRO and VP Sales time currently consumed by manual forecast reviews
Eliminate forecast manipulation patterns that artificially inflate pipeline and mask true revenue risk

Sales Capacity Risk

Sales Capacity Modeler connects quota attainment predictions to hiring plans,
preventing over-hiring against inflated pipeline and ramp cost waste.

Investor Guidance Risk
Board-ready forecast reporting with systematic accuracy tracking demonstrates
revenue predictability that supports premium valuation multiples.
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ASC 842 Lease Accounting Automation

THE CHALLENGE WHERE TO START | WEEK 1

Lease accounting under ASC 842 is one
of the most persistent sources of QofE
adjustments and audit findings in SaaS
transactions. Most companies still
manage ROU assets, lease liabilities, and
amortization schedules in spreadsheets.
This creates classification errors,
modification gaps, and disclosure failures
that surface at the worst possible time.

JUMPSTART AGENT | WEEK 1 DEPLOYMENT

Lease Portfolio Analyzer & Classifier

Extracts lease terms from agreements using OCR and
NLP, including commencement dates, payment structures,
escalations, and renewal options. Classifies each lease as
operating vs. finance under ASC 842 criteria and
calculates initial ROU asset and lease liability using
incremental borrowing rate. Generates amortization
schedules and identifies embedded leases.

WEEK 1 OUTPUT: Complete lease population inventory with
operating vs. finance classifications and initial ROU
asset/liability calculations

WHAT'S NEXT | FULL AGENTIC CLUSTER

Classification and initial measurement are just the starting point.
The full cluster automates the entire ASC 842 lifecycle through
disclosure and audit defense.

Measurement & Scheduling
ROU Asset & Liability Calculator, Amortization Schedule
Generator, Discount Rate Validator

Ongoing Compliance
Lease Modification Detector, Embedded Lease Identifier,
Lease Term Extractor

Reporting & Audit Defense
Disclosure Schedule Automator, audit documentation package,
real estate portfolio analytics

STRATEGIC OUTCOMES RISKS AND MITIGATIONS

When lease accounting is automated end-to-end, close time collapses and QofE exposure
disappears from the transaction process.

Automate lease accounting 95%, reducing close-related lease work from 3 days to under 2 hours per

period

Eliminate QofE adjustment risk from ROU asset and lease liability misstatements in sell-side transactions
Ensure ASC 842 compliance scales with real estate portfolio growth and M&A integrations without added

headcount

Generate audit-ready disclosure schedules automatically, reducing auditor sampling scope and
eliminating manual reconciliation

Provide real estate portfolio and infrastructure (i.e. data center, embedded leases in hosting
agreement) analytics that inform lease renewal, termination, and commitment strategy

© CrossCountry Consulting

ASC 842 Non-Compliance Risk
Automated classification and measurement eliminate the judgment calls and
spreadsheet errors that produce operating vs. finance lease misclassifications.

Lease Modification Risk

Lease Modification Detector monitors contracts continuously for changes that
trigger remeasurement, preventing modification gaps from creating audit findings.

Audit & Disclosure Risk

Disclosure Schedule Automator generates complete, reconciled footnote
disclosures each period, eliminating the manual assembly that creates errors
under close pressure.



ﬂ Stock-Based Compensation (ASC 718) Management

Equity compensation accounting is one of JUMPSTART AGENT | WEEK 1 DEPLOYMENT Accurate grant tracking is the foundation. The full cluster covers
the most complex and error-prone areas ] valuat!on compllar!ce, modification accounting, dilution
in Saa$ finance. Grant tracking, vesting Equity Grant Tracker & Expense Calculator analytics, and equity strategy
calculations, forfeiture adjustments, and Centralizes all equity grant data across stock options, Valuation & Compliance
modification accounting are typically ek S S uu G D R D Fair Value Valuation Agent (Black-Scholes, performance, etc.),
managed in fragmented spreadsheets. andigrant kecords: Galclilates grantdate falfvallic ising 409A Compliance Validator, Forfeiture Adjustment Agent
Errors flow directly into adjusted EBITDA, Black-Scholes for options and generates expense ) -
create IRS Section 409A exposure, and recognition schedules following graded or straight-line Lifecycle & Modifications
trigger audit findings at exactly the vesting methods. Tracks forfeitures and adjusts expense Vesting Event Monitor, Modification Impact Analyzer,
moments that matter most, like using actual forfeiture method. performance and market condition tracking
transactions and IPOs. ) - . . . Strategy & Reporting
ygfo%ﬁizioongzﬁé:j&leggggil?rqrgﬁ{;?éﬁggrggBlétZ;\r’)wetgszxpense Dilution Calculator, Equity Strategy Analytics Agent, burn rate
. modeling, retention effectiveness analysis
STRATEGIC OUTCOMES RISKS AND MITIGATIONS
When equity compensation is tracked and calculated automatically, SBC accuracy improves, ASC 718 Non-Compliance Risk
audit risk disappears, and equity strategy becomes a CFO-level tool. Automated expense recognition and forfeiture tracking eliminate the period-end

- Automate equity comp accounting 90%, eliminating error-prone spreadsheet models for grant manual adjustments that produce SBC misstatements in financial statements.

tracking and vesting calculations
« Ensure adjusted EBITDA accuracy by correctly accounting for SBC expense in CIM and board
reporting
Eliminate IRS Section 409A penalty exposure through continuous 409A compliance validation across
all grants
Achieve IPO readiness with SOX-compliant equity administration controls and audit-ready grant
documentation
« Enable CFO-level equity strategy analytics on dilution trends, burn rate, and retention effectiveness
by grant cohort

409A Valuation Risk

409A Compliance Validator monitors grant prices against current 409A valuations
continuously, flagging discount issues before they create IRS Section 409A exposure.

Transaction Accuracy Risk

Accurate SBC expense feeds directly into adjusted EBITDA calculations,
eliminating buyer add-backs and QofE adjustments that erode deal value in
sell-side processes

16 © CrossCountry Consulting



CrossCountry

CONSULTING

GTM & Customer Intelligence

Clusters 09 — 11

09 Customer Success Automation & Health Scoring
10 Product Analytics & Feature Prioritization

11 Technical Support & Ticket Intelligence

17 © CrossCountry Consulting




n Customer Success Automation & Health Scoring

THE CHALLENGE WHERE TO START | WEEK 1 WHAT'S NEXT | FULL AGENTIC CLUSTER

Customer Success Mangers (CSM) are JUMPSTART AGENT | WEEK 1 DEPLOYMENT Health scoring is just the detection layer. The full cluster
flying blind on churn risk. Without a turns insight into automated action across the entire
unified view of product usage, support Customer Health Score Engine customer lifecycle.
sentiment, Net Promot.er Score, and Analyzes product usage patterns, support ticket Proactive Intervention
engagement data, at-risk accounts are sentiment, NPS trends, payment history, and executive At-Risk Identifier, Engagement Playbook Recommender,
|dent|f|ethoo Iabte. Bytt:e(tjlmg ren(?wal engagement to establish a multi-factor health score (0- Success Plan Automation Agent
CRITYEREEIIENS S, WS CEEHIE 5 100). Identifies early warning signals 60-90 days before .
Revenue Expansion
already made. CS teams scale headcount churn through cohort analysis and flags accounts for ; ;
instead of intelligence, eroding margins proactive CSM intervention, ngfllzgrlgnal Detector, EBR Generator, Customer Sentiment
as ARR grows. y
. . X Customer Success Operations
:\(’:Esl(n:"(s)tlg‘zlg}l Hﬁ:mnscgge d:rséhboard with at-risk CSM Workload Optimizer, coverage modeling, capacity
u Y 9 trigg planning at scale

STRATEGIC OUTCOMES RISKS AND MITIGATIONS

When health scores trigger automated action, CSMs intervene earlier, expand more, and carry Churn Risk

more accounts without adding headcount. Unified health model surfaces at-risk accounts 60-90 days early, enabling
« Increase CSM efficiency 40% through automated health monitoring and playbook execution structured intervention before the customer makes a decision.

« ldentify at-risk customers 60 days earlier, enabling proactive retention before renewal conversations

Customer Success Scalability Risk

Automated playbooks and workload optimization allow CS teams to scale coverage
2x without proportional headcount increase.

begin

Improve NRR 5-10 points by catching expansion signals and churn risk in the same scoring model
Automate success plans and EBR prep to scale CS capacity without proportional headcount growth
Optimize CSM workload distribution to reduce burnout and improve coverage ratios

Expansion Opportunity Risk
Upsell signal detection identifies expansion-ready accounts based on usage depth
and feature adoption, not just renewal dates.
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n Product Analytics & Feature Prioritization

Product roadmaps are often shaped by JUMPSTART AGENT | WEEK 1 DEPLOYMENT Adoption analysis tells you what customers use. The full
the loudest voices in the room. cluster tells you what to build next, what to kill, and how to
Engineering cycles get consumed by Feature Usage & Adoption Analyzer deploy engineering capacity for maximum impact.
features that don't drive retention or Analyzes feature usage patterns across customer Roadmap Intelligence
expansion, while h|gh-|mpact capap|l|t|es segments by plan tier, vertical, company size, and Feature Request Prioritization Agent, A/B Test Results
sit ln.tt.het!:)acklog.. W'g‘gg? dat?'d”‘f‘jn tenure. Correlates adoption to retention rate, expansion Synthesizer, Competitive Gap Identifier
prioritization engine, Investment is probability, and customer satisfaction to separate -
misallocated and product-market fit is features that drive real stickiness from vanity metrics Usage & Segmentation
measured by instinct rather than - . Usage Cohort Analyzer, Customer Feedback Aggregator,
= Aggregates feature r(-lzques.ts from support tickets, sales Feature Sunset Recommender
evidence. notes, and customer interviews.
Investment Optimization
WEEK 1 OUTPUT: Feature adoption heatmap by segment Tech Debt vs. Feature Tradeoff Agent, R&D allocation
with retention and expansion correlation scores modeling, Build vs. Buy analysis
STRATEGIC OUTCOMES RISKS AND MITIGATIONS

When roadmap decisions are grounded in adoption data and outcome correlation, R&D Product-Market Fit Risk
investment aligns to what actually moves retention and ARR. Continuous cohort analysis and feedback aggregation ensure the roadmap
- Increase feature adoption 30% by identifying and promoting high-impact capabilities underutilized reflects actual customer behavior, not vocal minorities.

by key segments

* Improve roadmap ROI through data-driven prioritization that replaces ‘Highest Paid Person's
Opinion’ decision-making with evidence

*  Optimize R&D investment allocation by 20% by surfacing low-adoption features and tech debt

R&D Investment Risk

Tech Debt vs. Feature Tradeoff Agent surfaces hidden maintenance costs, enabling
informed build vs. invest decisions before sprint planning.

tradeoffs " . ) . Competitive Feature Gap Risk
* Accelerate competitive response using gap analysis that maps feature requests to competitor . . : ) .
capabilities Competitive Gap Identifier maps inbound feature requests against known competitor

* Reduce churn attributable to product gaps by identifying missing features 60 days before renewal capabilities to flag gaps before they become churn drivers.

risk escalates
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n Technical Support & Ticket Intelligence

Support volume scales with your JUMPSTART AGENT | WEEK 1 DEPLOYMENT As the Jumpstart baseline is established, the full cluster
customer count but your team does not deploys capabilities that compound in value:
keep up. Manual triage creates SLA Ticket Classification and Root Cause Analyzer Intelligent routing and auto-response
exposure and inconsistent routing erodes Analyzes your full ticket history to surface root causes by esie caeh fahehio e Ml eam el eselves et
CSAT. The patterns that reveal product f i ects each ticket to the right agent and resolves tie
5 : e p ed ; E od i category: product bugs, documentation gaps, training inquiries without human intervention
g Elel [IIenii=elef CR1ps Sy (Ui It needs, and automation candidates. Calculates cost-to-
ticket data your team never has time to resolve per category and produces a prioritized roadmap SLA breach prediction and escalation
analyze. Left unaddressed, support cost for reducing resolution time and support COGS. Flags at-risk tickets before they breach thresholds and
rises linearly and the correlation to churn automatically triggers escalation workflows
strengthens.
CSAT prediction and knowledge automation
WEEK 1 OUTPUT: lIssue Pattern Report + Cost-to-Resolve Scores satisfaction risk before a ticket closes and continuously
by Category + KB Gap Assessment + Automation Roadmap updates knowledge base content from ticket resolutions

STRATEGIC OUTCOMES RISKS AND MITIGATIONS
When your support operation runs on intelligence instead of manual effort, the results show up Classification accuracy
in margin, retention, and product quality simultaneously. Generic NLP models achieve 50 to 60% accuracy. We train on your product-
« Auto-classify and route 80%+ of tickets without human triage, freeing agents for complex issues spect:flc |ssu<T_vocabu_Iary and baseline accuracy in week 1 before automation
» Reduce average resolution time 35% through skill-based routing and auto-response automation touches any live routing.
« Improve CSAT by 20 points through faster resolution and proactive at-risk account recovery Knowledge base currency
. Ider‘mfy product defect patterns 10x faster than manual review and feed a prioritized bug backlog to Automated responses depend on current KB content. The gap analysis surfaces

engineering

) . ) L outdated articles and SMEs validate all updates before auto-resolution is enabled.
» Reduce support COGS 25% through tier-1 automation and staffing optimization

Satisfaction signal interpretation

Support sentiment predicts churn but requires context. At-risk accounts surface to
CS with ticket evidence rather than a binary score, preserving human judgment in
the intervention decision.
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CrossCountry

CONSULTING

Agent Orchestration

Getting started and next steps
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Universal Agent Architecture

The 9 foundational agents embedded in every CrossCountry Consulting agentic cluster

Ingestion & Interface

Get data into the agentic system
correctly from all source systems

Planning & Orchestration

Decide what happens next and in what
order and the intelligent coordinator

Human-in-the-Loop & Escalation n

Know when to stop and surface
decisions requiring human judgment

22 © CrossCountry Consulting

Data Integrity & Quality

Ensure all inputs are usable, consistent,
and trustworthy before processing

Policy, Rules & Constraints

Enforce accounting standards, business
rules, and compliance requirements

Memory, Learning & Adaptation

Enable the system to improve over time
through each client engagement

Entity Resolution & Semantic
Alignment

Ensure consistent terminology and entity
matching across all systems

Verification & Assurance

Independently validate outputs are
correct before delivery to stakeholders

Governance, Audit &
Observability

Make every Al action traceable,
defensible, and audit-ready for review



From Jumpstart to Full Cluster: Cash Flow Forecasting

A cross-industry example of how a Jumpstart Agent expands into a fully orchestrated, multi-agent deployment

DATA INTEGRATION LAYER ERP / NetSuite / Intacct CRM / Salesforce Billing / Stripe / Zuora Banking / Treasury AP / AR Systems

Collections Agent Jumpstart Agent and Week 1 # Cash Application Agent
Automates customer follow-up, captures payment : Cafh FIOWD Forecaster « 40 hrs/month to 8 hrs Records cash receipts to the exact day paid, building
commitments and sentiment to sharpen inflow timing * 65% t0 85% accuracy « Monthly to daily refreshes accurate days-to-collect history per customer

Cash Flow Forecaster #

Core time-series model and baseline from Jumpstart, Feeds historical payment tendencies into time-series model

Updates forecast model with commitment date signals . . =
retrained continuously as data quality improves

Runs daily; foundation for all downstream agents

Variance & Flux Analyzer CFO Reporting and Insights Agent
Compares actual vs. forecast weekly, identifies . Assembles board-ready cash flow report with actuals,
systematic miss patterns, and surfaces root cause Order & Invoice Agent forecast, variance narrative, and confidence intervals
drivers Validates due dates, payment terms, and country rules

to ensure all inflow drivers are accurately modeled
Feeds model recalibration; escalates persistent gaps for review Improves model accuracy by eliminating attribute gaps Delivers daily dashboard + weekly executive digest

Forecaster retrains daily. Collections Agent captures payment commitments. Variance Analyzer flags systematic misses. Order

ORCHESTRATION LAYER Agent validates invoice terms. Cash Application Agent records exact receipt dates. CFO Reporting and Insights Agent delivers
insight rather than just numbers.
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Why CrossCountry?

Week 1 Value Delivery

Our Jumpstart agents produce measurable insights in days,
not months, and before full cluster commitment is required.

Audit-Ready by Design

Every output meets audit documentation standards with SOX-
compliant, human-in-the-loop controls built in.

SaaS-Specific Expertise

Deep industry experience in ASC 606, ARR metrics, software
development, and SaaS unit economics allow us to design
orchestrated, multi-agent systems that empower teams to drive
enterprise value while maintaining compliance.

Human-Centered Approach

Al amplifies your finance and operations team but it doesn't replace
judgment. Our model keeps humans in control of every decision.
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Where to Begin

Discovery sessions with your team to review use cases
Select 1-2 clusters aligned to your top priority outcomes
Jumpstart agent deployed and baseline established in 1-3 weeks

Full agentic cluster deployed with Agentic Orchestrator

Ongoing customer success post-deployment with CrossCountry
SMEs across finance, accounting, risk, Al, data, and strategy

Ready to get started? Let's talk. >
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