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PART 1: WHERE WE STAND

1.1 Market Overview

Lebanon's Al Market: Size, Growth, and Trajectory

Lebanon sits at a unique inflection point. The country has just created the Middle East's first dedicated Ministry
of State for Technology and Al (MITAI), signaling a national pivot toward Al that no competitor can ignore. The
numbers tell a story of a small but explosive market.

Key Market Numbers

Metric Value Year Source

Al development tool software $1.93M 2025 Statista
segment (Lebanon)

Lebanon ICT sector GDP $7 billion 2025 National Strategy
contribution

Lebanon software sector market ~ ~$610M 2025 Market Research
size
Lebanon tech exports $384M (450% annual growth) 2022 National Strategy
Government Al budget (MITAI $30-50M over 2 years 2025-2026 Minister Shehadi
allocated)
Al GDP contribution target 10% by 2035 (~$3.5B, up from 2035 LEAP Initiative
$1.3B)
Middle East & Africa Al market $24.7B 2025 Fortune Business Insights
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Metric Value Year Source

MEA Al market projected $288.8B (35% CAGR) 2033 Fortune Business Insights
MEA Generative Al market $1.5B 2025 Market Research
MEA Generative Al market $12.9B 2032 Market Research
projected
Global Al market $371.71B 2025 Industry Reports
Global Al market projected $2,407B 2032 Industry Reports
Lebanon Al Preparedness Index  105th globally (0.42 score) 2025 IMF
(IMF)
Al engineers in Lebanon ~800 2025 MITAI Estimates
Al engineer target 5,000+ 2030 LEAP Initiative
ICT professionals in Lebanon 10,700+ 2025 Labor Statistics
Total startups in Lebanon 2,700 (422 funded, $1.33B 2025 Tracxn

raised)
Al-specific startups tracked 10 on Tracxn (4 funded) 2025 Tracxn
Venture capital funds active 27 2025 Tracxn
Total disclosed Al funding ~$19.8M+ Cumulative Market Research
550+ ICT companies nationally 550+ 2025 National Statistics

MITAI was created in 2025 -- the first new Lebanese ministry since 1993. Led by Minister Dr. Kamal Shehadi
(PhD Political Economy, Columbia; Harvard; former TRA Chairman), the LEAP initiative (Launch, Enact,
Advance, Promote) is the single largest demand-creation event in Lebanon's Al history.

LEAP Phase Timeline Activities

Launch Year 1 (2025-2026) Establish ministry, initial Al programs,
regulatory drafting

Enact Year 1 (2025-2026) Deploy regulatory frameworks, international
partnerships, seed investments

Advance Years 2-3 (2027-2028) Regional Al leadership, scalable investment,
sector-wide Al adoption

Promote Year 5 (2030) Fully tech-enabled economy, recognized Al
talent hub

LEAP Hard Targets:

Target Timeline Implication for Webspot

Al contributes 10% of GDP ($3-4B boost) 2035 Massive addressable market expansion
$500M in Al investment attracted 2030 More funded clients and potential acquirers
5x growth in Al engineers (800 to 5,000+) 2030 Larger talent pool for hiring

80% government services online/cloud-based 2030 Government contract pipeline
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Target Timeline Implication for Webspot

50,000 trained in digital/Al skills (Oracle 5 years Awareness funnel for Al services
program)

National digital ID rollout 2025-2026 Infrastructure project opportunities
Top 50 globally in Al readiness 5 years Improved ecosystem credibility
$30-50M government direct investment 2025-2026 Near-term contract opportunities
10,000 new tech jobs 5 years Growing market demand signals
$1B in FDI into tech sector 2030 International partnerships and clients

Strategic Government Partnerships Already Signed:

Partner Focus Date Opportunity for Webspot
Oracle Train 50,000 Lebanese in cloud, 2025-2026 50K newly Al-aware
Al, ML (free) via AUB, LAU, USJ, professionals = massive lead
LU funnel
Roland Berger Al governance frameworks, 2025 Align offerings to Roland Berger
technical standards, ethical governance standards
safeguards
Sofrecom (Orange) National Digital Infrastructure VivaTech 2025 Infrastructure
Transformation partner/subcontractor opportunity
Microsoft Al training for public/private 2025 Co-sell with Microsoft Azure stack

sectors, startup support (MoU)

World Bank Supporting Al infrastructure 2025 Qualify for World Bank-funded
development projects

LAU Research, upskilling, advisory, 2025 Academic partnership and talent
applied learning pipeline

AUB Research partnerships, applied 2025 Joint research, student
learning recruitment

Priority Sectors for Al Deployment (per MITAI): Healthcare, higher education, creative industries, social
assistance delivery, reconstruction cost estimation (geospatial imaging), government operations.

National Infrastructure Plans: National digital ID, digitized payments, Government Resource Planning (GRP),
Special Technology Economic Zones, Digi-Tech Foundation, Lebanon Angel Investor Network (LAIN),
Fund-of-Funds program, Al research centers.

Lebanon's Al ecosystem comprises 50+ identifiable companies and startups. The market is service-led and
capital-constrained -- most companies are bootstrapped, with only 7 having raised meaningful venture funding
(totaling ~$19.8M+ disclosed).

Category Count ISENTES

Pure Al companies (Al is core) ~12-15 inmind.ai, Webspot, ZAKA, HAQQ, boxMind,
MindMatter, Al Lab

Tech companies with Al capabilities ~15-18 Eurisko, TEDMOB, IIS E-Solutions,
CloudLinks, Intalio, HAIVO
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Category

Al-adjacent / digital agencies

Unverified (OC-sourced)

Inactive / shut down

Challenge

Brain drain

Limited VC

Infrastructure

Tiny domestic market
Electricity/internet

Regulatory uncertainty

Currency devaluation

Low IP output

Action ltems:

Count

~12+

Detail

Economic crisis driving talent to Gulf, Europe,
North America

Only $300K Al-specific investment recorded
in 2022

Fixed broadband 9.21 Mbps, mobile 30.83
Mbps, <1% 5G

Must sell internationally to scale
Daily outages remain common

Digital Authority law still in draft

90% since 2019

1 Al patent filed in 2024; 58 Al publications in
2025

Examples

Creatives, Nascode, FatCow Digital, Hovi
Digital Lab

Require independent verification

Rational Pixels, Neotic, Eqlim, Lamba Labs

Impact on Webspot

Hiring difficulty; but also means less local
competition

Must grow on revenue, not fundraising

On-prem deployments challenging; cloud-first
when possible

GCC expansion is not optional -- it is survival
Remote work infrastructure requirements

Compliance positioning is a bet that
regulation arrives

Cost advantage for exports; domestic
purchasing power limited

Opportunity to be first to file Al patents

1. Map all LEAP targets to specific Webspot service offerings by April 15, 2026

2. Prepare 3 tailored government proposals (healthcare Al, citizen services, digital ID integration) by Q2

2026

3. Establish direct relationship with MITAI through formal introductions -- leverage Dr. Tebaa's consulting

network

4. Register Webspot in all government vendor/procurement databases by April 30, 2026

5. Prepare a "LEAP Alignment Brief" showing Webspot's capabilities mapped to each LEAP pillar -- use as

sales collateral

1.2 Competitive Landscape Summary

Top 10 Competitor Threat Matrix
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Company

1 inmind.ai

2 Eurisko

3 ZAKA

4 boxMind.ai

5 HAQQ
Legal Al

6 MindMatter

7 HTech
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Founded

2018

2010

2020

Unknown

2020

2015

2023

Team Size

120+

150-200

Small

Small

Small-Med

30+

50-249

Primary
Focus

Industrial Al,
Digital
Twins,
Robotics

Software/Di
gital Transfo
rmation + Al

Al Education
&
Community

Enterprise
Al & LLMs

Legal Tech
Al Platform

Al
Consulting &
Developmen
t

Al Agents,

Generative
Al, Custom
Software

Key Differe
ntiator

BMW/Rolls-
Royce
clients, NVI
DIA/AWS pa
rtnerships, 5
countries

Scale, 120+
clients, 300+
case
studies, 5+
countries, Al
coding
academy

191K
Instagram,
89.8K
TikTok,
Microsoft
partner,
12,500+
trained

PhD founder
(Dr. Malli,
ex-INRIA),
TurboMind
GenAl
product

$3M raised
(Feb 2026),
7,000+ legal
clients,
Justinian
engine

11 years
experience,
strategy +
execution,
direct
consulting
overlap

Rapid
growth,
explicit Al
agents
focus, large
team

Threat
Level

Funding

Undisclosed HIGH
(strategic)

Bootstrappe  MEDIUM-HI
d GH

Not MEDIUM
disclosed

Not MEDIUM
disclosed

$3M seed MEDIUM
Not MEDIUM
disclosed

Not MEDIUM
disclosed

Direct
Overlap

with
Webspot

Low today
(industrial
focus),
HIGH if they
pivot to
enterprise
consulting

Medium --
generalist
adding Al;
could
outspend
Webspot on
enterprise
deals

Low today
(education),
HIGH if they
launch imple
mentation
arm

HIGH --
enterprise
LLM focus
directly
overlaps
with Al
agents

Low (vertical
legal), but
signals
market
maturation

HIGH --
identical
positioning
(Al
consulting +
custom deve
lopment)

VERY HIGH
-- closest
competitor
by service
definition
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Company Founded Team Size | Primary Key Differe | Funding Threat Direct

Focus ntiator Level Overlap
with
Webspot
8 TEDMOB 2015 50+ Full-Service  Multi-countr ~ Bootstrappe = MEDIUM-L Medium --
Tech + Al Y, d ow primarily
(ALFIE government web/mobile
chatbot) clients, but adding
Haigazian Al
MoU
9 Neumann 2014 Small-Med Al Data/AdT  Series A Series A MEDIUM Low-Mediu
Al ech Platform from MEVP, (MEVP) m --
(A-CDP) GCC market adjacent CD
presence, P/analytics,
92% churn some
prediction consulting
overlap
10 Intalio ~1996 435 Digital Trans 48,832 Mature LOW-MEDI Low today,
Group formation, LinkedIn 8]\ but if they
Process followers, add Al
Automation  30-year division,
track record, their scale is
massive overwhelmin
enterprise g
base

Detailed Threat Assessment

TIER 1: EXISTENTIAL THREATS (Require Active Strategy)

Competitor Why Dangerous Their Weakness Our Counter

inmind.ai 120+ people, global blue-chip Industrial/robotics focus -- not Stay out of industrial Al.
clients (BMW, Rolls-Royce), enterprise consulting or Al Emphasize agility,
NVIDIA/AWS backing, 5-country  agents. No visible SMB play SMB-enterprise sweet spot,
presence agent specialization

Eurisko Massive scale (150-200 people), Al is bolt-on, not core. Mobile/web  Position as "Al specialist vs.
120+ clients, 300+ case studies, heritage. "Jack of all trades" generalist." Win
launching Al coding academy positioning compliance-sensitive deals (ISO

42001 vs. general I1SO)

HTech 50-249 employees with explicit Al New (2023), unproven track Lock in early enterprise clients
agents + generative Al focus, record, no visible compliance with compliance moat. Build case
founded 2023, aggressive growth  certifications, no public case study library before they do

studies

TIER 2: STRATEGIC THREATS (Monitor + Defend)

Competitor Why Dangerous Their Weakness Our Counter

ZAKA 191K IG followers, Microsoft Education-only -- zero Partner (talent pipeline) rather
partner, community of 12,500+ implementation track record. than compete. If they launch
trained professionals, dominant Revenue model is low-margin implementation, offer to be their
personal brand (Christophe training deployment partner first
Zoghbi)
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Competitor Why Dangerous Their Weakness Our Counter

boxMind.ai Enterprise LLM focus Tiny team, no visible scale, no Outpace on deployment speed
(TurboMind), PhD-level technical ~GCC presence and breadth. Offer "end-to-end"
credibility vs. their "tech-only" approach
MindMatter 30+ employees, 11 years in Al No visible ISO/compliance Differentiate on compliance +
consulting, direct service overlap  positioning, weaker online agent ecosystem. MindMatter
presence, no agent specialization = does custom Al; we do Al agents
at scale

TIER 3: EMERGING THREATS (Track Quarterly)

Competitor Why Dangerous Their Weakness Our Counter

International entrants Roland Berger already advising High cost structures, no local Position as the local
MITAI; McKinsey, Deloitte, implementation capacity, use implementation arm for
Accenture may enter as LEAP local firms as subcontractors international consultancies. Win
progresses subcontracts

Gulf Al companies May establish Lebanon offices as  No local relationships, no First-mover advantage in
LEAP creates demand Arabic-market-specific Al Lebanon government

understanding relationships

Action ltems:

1. Create a "Competitive Intelligence Tracker" spreadsheet -- update monthly with team size, new clients,
social media metrics, and product launches for top 10 competitors

2. Set Google Alerts for all 10 competitors' names + "Al Lebanon" + "MITAI" + "LEAP"

3. Assign one team member to follow competitor LinkedIn pages and report weekly highlights

4. Purchase a Clutch.co premium listing to maintain #1 ranking -- monitor quarterly

5. Begin ISO 42001 certification process immediately if not already in progress -- this is the single most
defensible competitive moat

6. Conduct a "mystery shopper" exercise: have someone request proposals from Eurisko, boxMind, and
MindMatter for an Al agent project to benchmark their positioning and pricing

1.3 Webspot's Current Position

Honest Assessment: Where We Really Stand

Strength Evidence Competitive Significance

Al-first positioning Only major Lebanon company where Al is the  Unique in market -- no other company can
SOLE focus claim 100% Al focus at our scale

Agent ecosystem 100+ agents deployed, 5 pre-built agent No competitor offers productized Al agents;
products most offer custom-only

Enterprise compliance GDPR + ISO/IEC 42001 positioning Only Lebanese Al company advertising these

specific compliance standards
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Strength

On-premises LLM capability

GCC expansion

Modern tech stack

Clutch.co #1 ranking

Growth recognition

Leadership credentials

Facebook presence

WEEUGESS

Scale gap

Instagram gap

LinkedIn gap

Media coverage deficit

No YouTube presence

No TikTok presence

Limited blog content

No podcast

Case study library

Social media power score

Prepared by Webspot | Confidential

Al

Evidence

Private LLM deployment option

Already established in GCC markets

CrewAl, LangChain, AutoGen frameworks

Verified as top Al company in Lebanon (Feb

2026)

"Fastest growing Al company in Lebanon in

2025"

Dr. Jonah Tebaa -- author of "Applied Al for

Future Ready Organizations," business
transformation consultant

17,631 likes (3rd highest among Al

companies)

Evidence

Eurisko: 150-200 employees.
inmind.ai: 120+. HTech: 50-249.
Webspot: undisclosed (smaller)

1,738 followers vs. ZAKA's
191,000 (109x gap)

Lower follower count than ZAKA
(9,372), Eurisko (7,574), Intalio
(48,832)

Less press than ZAKA, HAQQ,
Eurisko, inmind.ai

Zero YouTube content vs. market
opportunity

Only ZAKA has significant TikTok
(89.8K)

~6 articles vs. FatCow Digital's
20+

No Lebanon-based Al podcast
exists -- gap is also an
opportunity

Need more public, detailed case
studies

16/60 vs. ZAKA's 45/60 (ranked
5th among Al companies)

DEPTH ( Speci al i zati on)

n

Severity

HIGH

HIGH

MEDIUM

MEDIUM

MEDIUM

LOW-MEDIUM

HIGH

MEDIUM

HIGH

HIGH

Competitive Significance

No competitor publicly advertises this
capability in Lebanon

Ahead of most Lebanese Al companies
geographically

Cutting-edge agent orchestration tools --
demonstrable technical leadership
Third-party validation; strong SEO signal

Market momentum narrative

Published thought leader with implementation
experience

Decent foundation, but needs activation

Fix Timeline

12-18 months (strategic hiring +
contractors)

6-12 months (dedicated content

strategy)

3-6 months (thought leadership

push)

6-9 months (PR campaign)

3 months to launch

4-6 months (test and iterate)

Immediate (2x/week publishing

cadence)

2-3 months to launch

Ongoing -- target 1 per month

6-12 month dedicated program
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|
Webspot ------ S| <------ boxM nd
(Agents) | (Enterprise LLM
|
M ndMatter ------- S| <------ HTech
(Consul ting) | (Agents + GenAl)
|
------- oo oo eideo-o---------4-------> SCALE (Team Si ze)
| | |
| TEDMOB |
| (Tech + Al) |
| Euri sko
| (Software + Al)
| |
ZAKA | i nm nd. ai
(Educati on) (I'ndustrial Al)
| |
| Intalio
|

(Digital Transform

Webspot occupies the high-specialization, moderate-scale quadrant. The strategic imperative is to grow
scale WITHOUT diluting specialization. The danger zone is moving left (toward generalist services) to chase
revenue.

Action Items:

1. Publish team size transparently (or strategic range like "25-50 Al specialists") -- ambiguity currently hurts
credibility

2. Commission professional case study write-ups for the top 5 most impressive Al agent deployments -- by
April 30, 2026

3. Launch blog editorial calendar immediately -- 8+ articles per month minimum (see Part 3)

4. Invest in Instagram growth campaign -- target 10,000 followers by September 2026

5. Record first YouTube video by April 15, 2026 -- even a simple "What is an Al Agent?" explainer

6. Begin ISO 42001 audit documentation if not already complete -- target certification by Q3 2026

1.4 Enhanced SWOT Analysis

# Strength Evidence Strategic Implication
S1 Only pure Al-agents company No competitor offers productized  This is the #1 positioning
in Lebanon agent ecosystem; 100+ agents message. Every piece of content
deployed should reinforce "we build Al
agents, not websites, not apps --
agents.”
S2 ISO/IEC 42001 + GDPR No other Lebanese Al company This is the enterprise sales key.
compliance advertises these specific Banks, government, healthcare --
certifications all require compliance

documentation. This alone can
disqualify competitors from bids
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S3

S4

S5

S6

S7

S8

S9

S10

WEAKNESSES

w1

w2
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Strength

On-premises LLM deployment

5 pre-built agent products

#1 Clutch.co ranking (Lebanon
Al)

GCC market presence

Dr. Jonah Tebaa's personal
brand

Modern agent frameworks

Fastest growing Al company
(2025)

Cost advantage

WEETGESS Evidence

Team size gap

109x Instagram

Eurisko: 150-200,
inmind.ai: 120+, HTech:
50-249

Evidence

No competitor publicly offers this
in Lebanon

Productized offerings reduce
sales cycle from months to weeks

Third-party validated,
SEO-friendly, credible to
enterprise buyers

Already operating beyond
Lebanon

Published author ("Applied Al for
Future Ready Organizations"),
consultant, ENTP-A personality
ideal for thought leadership

CrewAl, LangChain, AutoGen --
state-of-the-art orchestration

Verified growth trajectory

Lebanon developers 40-60%
cheaper than Dubai, 70%
cheaper than Europe/NA

contracts alone

Webspot: 1,738 vs Perceived as
follower gap vs. ZAKA  ZAKA: 191,000

buyers

Strategic Implication

Data sovereignty is a boardroom
concern in banking, government,
and defense. This capability
commands a 30% pricing
premium

Enables "land and expand"
strategy: sell a product, then
upsell custom development

Cite in every proposal, every
email signature, every social
post. This is earned credibility

90%+ of Al revenue opportunity is
in GCC, not Lebanon. Early
presence is a structural
advantage

Jonah IS the brand differentiator.
His visibility directly correlates
with Webspot's pipeline

Technical credibility with
engineering buyers; can produce
demos that competitors cannot
match

Momentum narrative is powerful
in sales ("fastest growing" implies
market validation)

Can undercut international
consultancies while maintaining
high margins

Strategic Implication | Mitigation Plan

Cannot win large-scale Build contractor/partner
multi-year government network (15-20

pre-vetted freelancers);
hire 10+ by Q4 2026;
consider strategic
alliance with
medium-sized tech firm

Dedicated Instagram

smaller/less credible to strategy: 4x/week
social-media-aware

posting, Reels focus,
Arabic+English, paid
amplification ($500/mo).
Target: 15,000 by Dec
2026
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WEELGESS

Evidence

Strategic Implication

Mitigation Plan

W3

W4

W5

W6

w7

w8

OPPORTUNITIES

Weak LinkedIn
presence

Limited media/press
coverage

No YouTube/TikTok

Thin blog content

No public case studies

No Al podcast

Opportunity

Below ZAKA (9,372),
Eurisko (7,574), Intalio
(48,832)

Less coverage than
ZAKA, HAQQ, Eurisko

Zero presence on two
major platforms

~6 articles vs. FatCow's
20+

Case studies not
prominently published

No Lebanon-based Al
podcast exists

Market Signal

LinkedIn is THE B2B
buyer channel.
Weakness here directly
impacts pipeline

Reduces perceived
market authority

Missing entire audience
segments (YouTube for
decision-makers, TikTok
for junior influencers)

Losing SEO traffic to
less-capable
competitors

Enterprise buyers want
proof -- "show me who
else you've done this
for"

Missing thought
leadership channel and
content repurposing
engine

Revenue Potential

Daily posting from both
Webspot page and Dr.
Tebaa personal. Target:
15,000+ company
followers by Dec 2026

Hire PR freelancer
($1,000-2,000/mo);
target 2 press mentions
per month in L'Orient
Today, Executive
Magazine, Wamda

Launch YouTube by
April 2026 (1
video/week); TikTok by
June 2026 (3 short
clips/week)

2x/week blog publishing
starting April 2026.
Target: 50+ articles by
Dec 2026

Create 5 detailed case
studies by May 2026;
add case study section
to website homepage

Launch "Al Agents
Lebanon" podcast by
May 2026 -- interview Al
leaders, repurpose into
10+ social posts per
episode

Time Sensitivity

o1

02

03

04
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LEAP Initiative
government contracts

Al Agent market
uncontested

Oracle's 50,000 trainee
program

Healthcare Al

$30-50M allocated
2025-2026; 80%
government services to
go digital by 2030

No competitor has
productized Al agent
offerings

50,000 newly Al-literate
professionals entering
the market

LEAP priority sector;
only IIS and Medicus Al
in space

$500K-2M in Year 1
government projects

Own the category
definition -- whoever
defines "Al agents" in
Lebanon sets the market

Massive awareness
funnel -- these people
will seek Al services for
their organizations

$1-5M in healthcare Al
agent deployments

URGENT -- first movers
will capture preferred
vendor status

HIGH -- HTech is
emerging; window is
12-18 months

MEDIUM -- program
runs 2025-2026,
demand hits 2026-2027

MEDIUM -- requires
domain partnership
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05

06

o7

08

09

010

0o11

012

THREATS

Tl

T2
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Opportunity

Under-advertised
market

Arabic Al content gap

YouTube is wide open

Al compliance/audit
market

HAQQ's $3M raise
signals investor
appetite

Podcast gap

Community-to-compan
y pipeline

International
consultancy
subcontracts

Threat

inmind.ai pivots to
enterprise consulting

ZAKA launches
implementation arm

Market Signal

No significant
Google/LinkedIn Ads
spend detected from
ANY Lebanese Al
company

Most competitors
publish English only

No Lebanese Al
company has
meaningful YouTube
presence

Upcoming Al licensing
framework creates
compliance demand

First major Lebanon Al
raise in years

Zero Lebanon-based Al
podcasts

Beirut Al has 7,307 LI
followers; ZAKA has
12,500+ trained

Roland Berger advising
MITAI; others will follow

Probability

Low-Medium (they are
industrial-focused)

Medium (natural
business evolution for
education companies)

Revenue Potential

$500-1,000/mo in
Google Ads could
dominate "Al Lebanon"
keywords

Arabic content captures
underserved audience;

reduces competition for
keywords

Category-defining
opportunity

New service line: "Al
Readiness Audit"
($2,500-5,000 per
engagement)

Potential to raise funding
if needed for scaling

Thought leadership
monopoly; content
repurposing engine

Partner for visibility,
recruit from trained
talent pool

Become the
"implementation arm" for
firms like Roland Berger,
PwC, Deloitte entering
Lebanon

Impact

HIGH -- 120+
employees could crush
smaller firms

HIGH -- 191K followers
become instant pipeline

Time Sensitivity

URGENT -- first mover
captures cheap CPC
rates

HIGH -- Arabic SEO is
wide open

HIGH -- first to publish
consistently wins

MEDIUM -- regulatory
timeline uncertain

LOW urgency -- focus
on revenue first

MEDIUM -- 2-3 months
to launch

HIGH -- relationships
take time to build

URGENT --
relationships form during
market entry phase

Mitigation Strategy

Stay differentiated:
agents, not industrial Al.
If they pivot, compete on
agility and SMB sweet
spot

Pre-empt with
partnership proposal
NOW. Offer to be their
"official deployment
partner." Lock in before
they build internally
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T3

T4

T5

T6

T7

T8

T9

T10

Threat

Eurisko Al division
scales

boxMind's TurboMind
gains traction

International firms
enter Lebanon

Brain drain accelerates

HTech reaches critical
mass

Gulf Al companies
establish Lebanon
offices

Client price sensitivity

Technology
commoditization

Probability

HIGH (already launched
Al coding academy)

Medium

HIGH (Roland Berger
already present)

HIGH (structural)

Medium (growing fast
from 2023 founding)

Low-Medium (possible
as LEAP progresses)

HIGH (Lebanon's
economic conditions)

Medium (Al tools
becoming easier to use)

SWOT Strategic Matrix (Cross-Analysis)
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Impact

MEDIUM-HIGH -- scale
and existing client base
become advantages

MEDIUM -- direct
overlap in enterprise
LLM

MEDIUM -- raise prices,
attract top talent

MEDIUM -- difficulty
hiring and retaining

HIGH -- direct
competitor with larger
team

MEDIUM -- deeper
pockets, GCC client
relationships

MEDIUM -- downward
pressure on pricing

LOW-MEDIUM --
reduces barriers to entry

Mitigation Strategy

Compete on
specialization depth.
Eurisko is a generalist;
Webspot is an Al agent
specialist. Never
compete on breadth

Absorb the positioning:
offer TurboMind-like
capabilities within agent
framework. Compete on
"complete solution” vs.
"LLM engine only"

Position as local
implementation partner,
not competitor.
Subcontract
relationships are
lucrative and defensible

Offer remote work,
equity participation,
above-market salaries
funded by GCC
revenue. Hire from
ZAKA/Oracle training
graduates

Differentiate on
compliance (ISO
42001), case studies,
and Dr. Tebaa's thought
leadership. HTech has
team size but no public
credibility yet

First-mover advantage
in government
relationships. Be so
embedded with MITAI
that newcomers must
work with you, not
against you

Offer tiered pricing with
clear ROI frameworks.
Government/GCC
projects should fund
below-cost Lebanon
market penetration deals

Move up the value chain
from implementation to
strategic consulting +
managed services.
Commoditization helps if
you sell outcomes, not
hours
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Strengths Weaknesses

Opportunities SO Strategies (Maximize) WO Strategies (Convert)

SO1: Leverage ISO 42001 + on-prem LLM to  WO1: Use LEAP press coverage to build
win LEAP government contracts (S2+S3+01) media presence -- submit proposals publicly,
announce wins (W4+01)

S0O2: Use 100+ agent track record to define WO2: Partner with ZAKA for co-branded
the Al agent category through content content to borrow their audience (W2+011)
marketing (S1+02+07)

SO3: Package Al Readiness Audit leveraging WO3: Invest paid advertising budget
compliance creds as lead generator (S2+08)  ($1,000-2,000/mo) in under-advertised
market for outsized ROl (W6+05)

SO4: Position Dr. Tebaa as MENA's voice on ~ WO4: Hire 3-5 ZAKA/Oracle graduates to

Al agents via podcast + YouTube address team size gap while building talent
(S7+010+07) pipeline (W1+011+03)

Threats ST Strategies (Defend) WT Strategies (Avoid)
ST1: Build compliance moat so deep that WT1: Do NOT compete with Eurisko on
HTech and others cannot enter enterprise breadth or with inmind.ai on scale -- stay in
deals (S2+T7) the "Al agent specialist” lane (W1+T1+T3)
ST2: Lock in government relationships WT2: Do NOT try to out-content ZAKA on
through MITAI before international firms settle  social media volume -- instead, out-quality
in (S6+T5) them on enterprise-relevant content (W2+T2)
ST3: Offer above-market compensation WT3: Avoid head-to-head pitches against
funded by GCC project margins to retain key  Eurisko for non-Al projects -- only compete
talent (S10+T6) where Al agents are the core requirement

(W1+T3)

ST4: Build case study library so robust that WT4: Avoid entering industrial Al or vertical
HTech cannot compete on credibility despite  products (legal, health) without domain
team size (S1+T7) partnership -- do not spread thin (W1+T1)

Action ltems:

1. Draft a ZAKA partnership proposal (talent pipeline + co-branded events) by April 15, 2026

2. Submit first MITAI vendor registration and government proposal by April 30, 2026

3. Launch Google Ads campaign for "Al company Lebanon" and "Al agents Lebanon" keywords at
$750/mo by April 1, 2026

4. Begin 1ISO 42001 formal certification process -- engage certification body by April 15, 2026

5. Create a "Why Webspot" one-pager highlighting the 5 unique differentiators (agents, compliance,
on-prem, products, GCC) for sales team

6. Schedule an introductory meeting with Roland Berger's MENA team to explore subcontractor
opportunities

7. Begin "Al Readiness Audit" product packaging -- create deliverable template, pricing, and sales deck by
May 2026

8. Set up competitor monitoring: weekly review of inmind.ai, Eurisko, ZAKA, HTech, and boxMind activity

Prepared by Webspot | Confidential Page 17



Webspot S.A.L.m Strategic Playbook 2026-2027

Webspot S.A.L

PART 2: COMPETITIVE STRATEGY

2.1 Positioning Statement & Brand ldentity

Core Positioning Statement

Webspot is the Middle East's leading Al agent company. We build, deploy, and
manage autonomous Al agents that replace manual workflows, reduce costs, and
drive measurable ROI -- with enterprise-grade compliance and the option of
on-premises deployment for data-sensitive organizations.

Positioning Hierarchy

Level Message

Tagline (Primary) "The Al Agent Company"

Tagline (Enterprise) "Autonomous Intelligence. On

Your Terms."

Tagline (SMB/Regional) "Your Business. Powered by Al

Agents."

Tagline (GCC) "Lebanon-Built. Gulf-Proven.

Enterprise-Ready."

"ISO 42001 Certified. GDPR
Compliant. Your Data Never
Leaves."

Tagline (Compliance)

Messaging Framework

Pillar Message

Al Agent Specialization "We are not a software company
that does Al. We are an Al
company that builds agents."

Compliance & Trust "The only Al company in Lebanon
with 1ISO 42001 and GDPR

compliance"

Measurable ROI "Every Al agent we deploy has a
measurable return on investment

within 90 days"
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Audience

All audiences

Enterprise, government, banking

SMBs, regional businesses

GCC enterprise buyers

Banking, healthcare, government

Proof Point

100+ agents deployed, 5 pre-built

products,
CrewAl/LangChain/AutoGen
stack

Certification documentation,
on-prem deployment option

Case studies showing time
saved, costs reduced, revenue
increased

Usage

Logo lockup, social bios, email
signatures

Proposals, enterprise landing
pages
Social ads, webinars, events

GCC-specific proposals, events

Compliance-focused content

Content Themes

Agent demos, "Agent of the
Week," technical deep dives

Compliance guides, regulatory
updates, governance frameworks

ROI calculators, before/after case
studies, CFO-targeted content
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Pillar Message Proof Point

On-Premises Control "Your data never leaves your
building. Your Al runs on your
hardware."

GCC-Ready "Proven in the Gulf. Built for

enterprise scale."

Brand Voice Guidelines

Attribute Do

Authoritative Cite specific numbers, name frameworks,

reference standards

Practical Show how Al agents solve specific business
problems with measurable outcomes

Accessible Explain Al concepts in plain language; use
analogies

Confident State what Webspot does better than

alternatives -- name the differentiation

Arabic + English Publish all key content in both languages; use

Levantine Arabic for social, MSA for formal

Visual Identity Recommendations

Element Direction

Color palette Deep navy + electric blue + white

Typography Clean sans-serif (English: Inter/Poppins;
Arabic: IBM Plex Arabic)
Imagery Abstract neural network patterns overlaid on

real business environments

Agent visualization Each of the 5 pre-built agents gets a unique

visual identity/icon

Photography Dr. Tebaa in professional settings

(conferences, whiteboards, client meetings)

Action ltems:

Private LLM deployment
capability, air-gapped solutions

Active GCC client base,
multi-country operations

Content Themes

Data sovereignty content,
banking/government-specific
messaging

GCC success stories, Vision
2030 alignment content

Do Not

Make vague claims (“cutting-edge,"
"world-class") without evidence

Discuss Al theory or philosophy without
business application

Use jargon-heavy language that alienates
non-technical buyers

Be aggressive or disparaging toward
competitors

Default to English-only -- this alienates a
massive Arabic-speaking audience

Rationale

Signals enterprise trust (navy) with innovation
edge (electric blue)

Modern, readable, bilingual-ready

Bridges the gap between "Al technology" and
"real business impact”

Makes abstract technology tangible and
shareable on social media

Personal brand IS the company brand at this
stage

1. Finalize primary tagline ("The Al Agent Company") and update all touchpoints: website header, social

bios, email signatures, proposals -- by April 1, 2026

2. Create bilingual messaging framework document for team alignment by April 15, 2026

3. Commission visual identity refresh (agent icons, color palette, typography) from designer -- budget

$2,000-3,000, complete by May 2026

4. Create 3 proposal templates (Enterprise, SMB, Government) with consistent brand messaging by April

30, 2026

5. Update LinkedIn company description and all directory listings to use new positioning language

Prepared by Webspot | Confidential
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2.2 vs. Eurisko Strategy

The Opponent

Eurisko is Webspot's most dangerous competitor by breadth. With 150-200 employees, 120+ clients, 300+
case studies, and offices in 5+ countries, they are the largest Lebanon-based tech company. They launched an
Al-first coding academy in March 2026, signaling deeper Al commitment. Facebook: 238,000 followers.
LinkedIn: 7,574 followers.

Eurisko's Vulnerabilities

Vulnerability Evidence How to Exploit
Al is bolt-on, not core Founded 2010 as mobile/web dev; Al added Every pitch: "We have built 100+ Al agents.
years later How many has [generalist firm] built?"
Generalist dilution Mobile apps, AR/VR, game dev, smart cities, Position narrowness as depth: "We do one
OTT, conversational marketing -- sprawling thing -- Al agents -- and we do it better than
focus anyone"
Instagram weakness 611 followers (vs. Webspot's 1,738) -- despite  They are not actively investing in modern
238K Facebook social; exploit Instagram and TikTok
No compliance certifications No ISO 42001, no GDPR compliance In every enterprise/government proposal:
messaging in their materials "Does your vendor meet ISO 42001
standards?"
Cloud-first legacy Built on AWS, GCP, Azure, IBM -- no For data-sensitive clients: "Your data stays
on-premises option visible with you. Not in Eurisko's cloud partner's data
center"
Academy = acknowledgment Their Al coding academy launch (March Frame this: "While [others] are just starting to
2026) is an admission they lack internal Al train people in Al, we've already deployed
depth 100+ agents"

Tactical Playbook vs. Eurisko

Tactic Description Timeline Budget
"Specialist vs. Generalist" Every content piece, proposal, Ongoing $0 (messaging only)
narrative and conversation frames the

choice as "specialist Al firm vs. IT
company that also does Al"

Compliance lock-out For every enterprise/government  Ongoing $0 (sales process)
opportunity, introduce compliance
requirements early in the
conversation. Request ISO 42001
from all vendors in RFPs
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Tactic

Speed-

Description Timeline Budget

to-deploy challenge Offer "Al Agent in 2 Weeks" Q2 2026 $0 (operational commitment)
guarantee for standard use
cases. Eurisko's project timelines
are measured in months

Win their unsatisfied clients Identify Eurisko clients who Q2-Q3 2026 $500 (LinkedIn Sales Navigator)

needed Al specifically but got a
generalist solution. Reach out
with targeted messaging

Case study blitz Publish 3x more case studies Ongoing $500/case study (writer)

than Eurisko in 2026. They have
300+ case studies, but almost
none are Al-specific

Poach Al talent Eurisko employees who joined for Q2 2026 $1,000 (recruiter time)

Al work but are doing mobile/web
development. LinkedIn outreach
to their Al-titted employees

Conference Whenever Eurisko sponsors an Ongoing $2,000-5,000/event
counter-programming event, Webspot should be

present at the same event with a
stronger Al message

What NOT to Do vs. Eurisko

* Do NOT compete on breadth of services -- they have 15 years of case studies across 10+ service lines
* Do NOT compete on team size -- they will always be larger

* Do NOT compete on Facebook -- their 238K following is insurmountable in the short term

» Do NOT bid on non-Al projects where they are the natural choice (pure mobile development, AR/VR,
game dev)

Action ltems:

1. Add "ISO 42001 compliance" as a required vendor criterion in all RFP responses Webspot participates
in

2. Create a "Specialist vs. Generalist" comparison landing page (without naming Eurisko directly) by April
2026

3. Develop "Al Agent in 2 Weeks" standard deployment package with clear scope and deliverables

4. Purchase LinkedIn Sales Navigator ($99/mo) and build a target list of Eurisko clients in banking,
insurance, and government

5. Identify and reach out to 5 Eurisko employees with Al-related titles on LinkedIn for informal
conversations

2.3 vs. ZAKA Strategy

The Opponent
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ZAKA is not a direct competitor today -- they are an Al education company. But they hold the most dangerous
asset in the market: 191,000 Instagram followers, 89,800 TikTok followers, 12,500+ trained professionals,
and a CEO (Christophe Zoghbi) who is the #15 LinkedIn influencer in Lebanon. If ZAKA decides to launch
an implementation arm, they could become Webspot's most formidable competitor overnight.

ZAKA's Vulnerabilities

Vulnerability Evidence

Zero implementation track record Revenue comes from $480 bootcamps and
corporate training -- they have never
deployed an Al agent for a client

Low-margin business model $480/bootcamp, even at scale, cannot fund
enterprise Al development

Education =/= enterprise credibility Training 12,500 people does not mean you
can run a $50K Al agent project for a bank

Founder bandwidth Christophe Zoghbi runs ZAKA, Beirut Al, and
Rackrr.ai simultaneously

Microsoft partnership = training only Microsoft Global Training Partner -- not
implementation partner

The Three-Scenario Strategy for ZAKA

Scenario A: ZAKA Stays in Education (Most Likely)

How to Exploit

"ZAKA teaches Al. Webspot deploys it." --
simple, devastating positioning

ZAKA will struggle to fund the transition to
implementation without VC

Enterprise buyers care about deployment
experience, not follower counts

Spread thin across 3 organizations; cannot
focus deeply on implementation

Webspot could pursue Microsoft
implementation partnership (Azure Al)

Action Description Timeline

Partner Propose "ZAKA trains, Webspot deploys” Q2 2026
co-branded program

Recruit Hire ZAKA's top graduates into Webspot (they Ongoing
are pre-trained and Al-literate)

Sponsor Sponsor ZAKA bootcamp graduation events Q32026
-- place Webspot hiring booth

Guest lecture Have Dr. Tebaa guest-lecture at ZAKA Q2 2026
bootcamp on "deploying Al agents in
production”

Scenario B: ZAKA Launches Implementation (Medium Probability)

Action Description Timeline

Preempt Build a case study library so deep that ZAKA  NOW
cannot match it for 12+ months

Compliance moat ISO 42001 certification is a 6-12 month NOW
process. If Webspot is certified before ZAKA
enters, they face a 12-month disadvantage

Enterprise lock-in Sign multi-year managed service agreements  Q2-Q3 2026

with key enterprise clients. Switching costs
make ZAKA's entry harder

Prepared by Webspot | Confidential

Page 22



Action Description Timeline
Speed Deploy faster than ZAKA can build an Ongoing

implementation team. By the time they hire,
Webspot should have 200+ agents deployed

Scenario C: ZAKA Acquires or Partners with Another Implementation Firm (Low Probability)

Action Description Timeline
Be the obvious partner Position Webspot as the natural NOW
implementation partner BEFORE they look
elsewhere
Outperform alternatives If ZAKA partners with HTech or MindMatter Reactive

instead, compete on quality and compliance

Countering 191K Instagram Followers

ZAKA's Instagram dominance was built over 5+ years with free educational content -- tutorials, Al explainers,
bootcamp highlights. Webspot CANNOT and SHOULD NOT try to replicate this. Instead:

Strategy Why How
Different audience, different content ZAKA's audience is students and Business ROI content, not educational
career-changers. Webspot's target is tutorials

business decision-makers

LinkedIn over Instagram Decision-makers who sign $50K Al contracts  Invest 3x more effort in LinkedIn than
are on LinkedIn, not watching Instagram Instagram
Reels

Quality over quantity One powerful case study video showing Produce fewer, higher-production-value
$200K saved > 100 tutorial Reels pieces

Arabic business content ZAKA publishes mostly in English. Arabic Arabic LinkedIn posts and Instagram
business content for CEOs/CXOs is carousels about Al ROI
uncontested

Borrow their audience Guest appearances on ZAKA events, Get in front of ZAKA's 191K followers rather
co-branded content, sponsorship than building from zero

Action ltems:

1. Draft a formal partnership proposal for ZAKA ("Train & Deploy" program) by April 15, 2026

2. Contact Christophe Zoghbi directly via LinkedIn for an introductory meeting

3. Post a LinkedIn article: "The Difference Between Al Education and Al Implementation” (without naming
ZAKA)

4. Add Webspot as a sponsor/partner for the next ZAKA bootcamp graduation event

5. Begin recruiting from ZAKA graduate network -- post job listings on ZAKA alumni channels

2.4 vs. Emerging Players Strategy
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The Emerging Threat Landscape

Several companies founded in the last 2-3 years are positioning aggressively in Al:

Company

HTech

Weezli

Arganex

Lebanese.Al

Al Lab

AIKit LB

Founded

2023

2024

2025

2025

Unknown

2024

Team

50-249

Small

Small

Small

Focus

Al agents, generative Al,

custom software

Al chatbots, workflow
automation

Custom SaaS, Al
chatbots

Homegrown Al
model/platform

Al consultancy,
accelerated computing

Al training, governance,
audit, BrAln product

Universal Counter-Strategy for Emerging Players

Strategy

Compliance barrier

Case study velocity

Enterprise reference lock-in

Pricing floor defense

Talent vacuum

Content moat

Category ownership

Specific Counter: HTech

Prepared by Webspot | Confidential

Description

1ISO 42001 certification takes 6-12 months
and costs $15,000-30,000. Startups cannot

match this quickly

Publish case studies faster than they can

Investment

Why Dangerous

Explicit "Al agents"
focus; larger team than
Webspot

Low-cost entry point;
could scale on SMB
deals

London+Beirut,
international positioning

LAU Spark25 seed;
academic credibility

Small but direct
competitor positioning

Governance-first
positioning overlaps with
compliance moat

Proceed with certification -- time-to-certify is

the moat width

$500-1,000 per case study (writing, design)

accumulate clients. Goal: 12 detailed case

studies in 2026

Sign 5+ enterprise clients to multi-year
managed service agreements with

preferential renewal terms

For SMB deals, offer entry-level Al Audit at
$2,500 -- low enough to discourage startups

from competing on price

Hire the best Al graduates before startups

GCC project margins

Publish so much Al agent content that search
engines associate "Al agents Lebanon"

exclusively with Webspot

Define "Al agents" in Lebanon through

Sales effort -- no direct cost

client lifecycle

Accept lower margins on audit to capture

15-25% above Lebanon market rate for key
can. Offer above-market salaries funded by hires

8+ blog posts/month, 3 LinkedIn posts/week,

1 YouTube video/week

Ongoing strategic effort

content, events, and media so that Webspot

IS the category
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HTech is the most dangerous emerging player. Founded in 2023 with 50-249 employees and explicit "Al agents
+ generative Al" positioning, they could be a direct substitute for Webspot in enterprise deals.

Counter-Action Description Timeline

Credential gap HTech is 3 years old with no visible Ongoing
certifications or public case studies.
Emphasize Webspot's track record

Client research Identify HTech's clients and understand their Q2 2026
satisfaction levels

Differentiation If HTech competes on team size, Webspot Ongoing
competes on specialized depth and
compliance

Monitor closely Add HTech to weekly competitive monitoring  Immediate
-- track LinkedIn hires, client announcements,
content

Specific Counter: AIKit LB (Governance Overlap)

AIKit positions with Al governance (ISO, NIST, OECD) and has a product called "BrAIn" (on-premises Al
solution). This overlaps with Webspot's compliance and on-premises differentiation.

Counter-Action Description Timeline
Out-certify them Complete ISO 42001 certification before they — Q2-Q3 2026

do. If both claim governance, the certified one

wins
Implementation depth AIKit appears education/advisory-led -- they Ongoing messaging

advise on governance but do not deploy
agents. "We don't just audit Al -- we build it"

Combined offering Consider hiring their governance advisory Q3 2026
talent or offering a joint solution

Action Items:

1. Add HTech, AIKit LB, Weezli, and Arganex to the monthly competitive monitoring dashboard

2. Identify HTech's founding team on LinkedIn and track their hiring patterns

3. Accelerate 1ISO 42001 certification timeline -- this is the single most effective barrier against all emerging
players

4. Publish a "What to Look for in an Al Agent Company" buyer's guide (implicitly sets criteria only Webspot
meets)

5. File for any applicable Al-related trademarks or patents related to Webspot's agent products

2.5 Defensible Moats

Moat Architecture
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A defensible moat is an advantage that gets STRONGER over time and that competitors cannot easily replicate.
Webspot needs multiple reinforcing moats.

Current Status

Strength (1-10)

Time to Replicate

Investment
Needed

Strategic Value

1. Compliance
Certification (ISO 42001)

2. Agent Deployment Track

Record

3. Pre-built Agent Products

®)

4. On-Premises LLM
Capability

5. Dr. Tebaa's Personal
Brand

6. Enterprise Client
Lock-in

7. Content & SEO
Authority

8. Government
Relationships

9. GCC Client Base

10. Talent Network

Moat Priority Matrix (Invest vs. Defend)

In progress /
claimed

100+ agents
deployed

Launched

Active

Strong foundation,

under-leveraged

Building

Weak (6 articles)

Not yet established

Active

Building
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5 (currently) -> 9
(potential)

6-12 months

24-36 months

6-12 months

3-6 months
(technically)

Impossible to

replicate

N/A

(relationship-based)

12-18 months

12-24 months

12+ months

12-18 months

$15,000-30,000
(certification)

$0 (time-based)

$50,000-100,000
(R&D)

$20,000-50,000
(hardware + setup)

$2,000-5,000/mo
(content, speaking)

$0 (service quality)

$3,000-5,000/mo
(content production)

$5,000-10,000
(events, travel)

$0 (existing
operations)

$15,000-30,000/yea
r (university
partnerships)

Disqualifies
non-certified
competitors from en
terprise/government
bids

Enterprise buyers
want proven
vendors. Track
record is earned,
not bought

Reduces sales
cycle, enables "land
and expand,"”
creates product-led
growth

Technically
replicable but
requires expertise
few competitors
have built

People buy from
people. Jonah's
brand IS Webspot's
unfair advantage

Multi-year managed
service agreements
create switching
costs

Compounds over

time -- 100 articles
creates permanent
organic traffic moat

First vendor to
embed with MITAI
captures multi-year
preferred status

Lebanon cost
advantage + GCC
revenue =
sustainable margin
structure

Access to top
graduates before
competitors =
perpetual quality
advantage
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HI GH STRATEGQ C VALUE
|

[1. Conpliance] [2. Track Record] [5. Personal Brand]
| |

[8. Government] [3. Products] [7. Content/SEQ
| |

[4. On-Pren [6. Cient Lock-in] [10. Talent]

| |
| [9. GCC Base]

|
LOW STRATEG C VALUE

|
LOW CURRENT = - = - - = <« === e mm o e e o e ome e H GH CURRENT

STRENGTH STRENGTH
Priority investments (High Value + Low Strength):

1. Government relationships (Moat #8) -- highest ROI investment
2. Content/SEO authority (Moat #7) -- compounds over time
3. Dr. Tebaa's personal brand (Moat #5) -- impossible to replicate

Priority defenses (High Value + High Strength):
1. Agent deployment track record (Moat #2) -- keep deploying; publish every milestone
2. Compliance certification (Moat #1) -- complete certification ASAP

Action Items:

1. Create a "Moat Score" dashboard and review quarterly -- track each moat's strength rating over time

2. Allocate 60% of marketing budget to the three priority investments (government, content, personal
brand)

3. Set a target of 200+ agents deployed by December 2026 (current: 100+)

4. Negotiate multi-year managed service agreements with existing clients (minimum 3 by Q3 2026)

5. Begin university partnership conversations with AUB and LAU for internship/recruitment pipeline by April
2026

2.6 Pricing Strategy

Pricing Philosophy

Webspot should adopt value-based pricing -- charging based on outcomes delivered, not hours worked.
Lebanon's cost advantage (40-60% cheaper than Dubai, 70% cheaper than Europe) means Webspot can price
at 50% of international rates while maintaining 60%-+ gross margins.

Four-Tier Pricing Structure

Parameter Detail

Price $2,500 - $5,000 (flat fee)

Duration 2-3 weeks
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Parameter Detail

Deliverable 30-50 page Al Readiness Assessment: current state analysis, Al
opportunity mapping, prioritized roadmap, ROI projections,
compliance gap analysis

Target Client Any company curious about Al but not committed; government
departments evaluating Al adoption

Gross Margin 75-85% (primarily senior consultant time)

Strategic Purpose Lead generator. 40%+ of audits should convert to Tier 2 or Tier 3
engagements within 90 days

Competitive Position Below Eurisko's project minimum (~EUR10,000+); above freelancer
rates. Accessible enough to not require board approval

Audit Deliverable Structure:

. Executive Summary (2 pages)

. Current Al Maturity Score (proprietary framework, 1-5 scale across 8 dimensions)
. Process Mapping: Top 10 workflows ranked by Al automation potential

. Al Opportunity Matrix: Quick wins vs. strategic investments

. Technology Assessment: Current stack compatibility with Al integration

. Compliance Readiness: GDPR, ISO 42001, data governance gaps

. ROI Projections: 12-month and 36-month financial impact models

. Recommended Roadmap: Phased implementation plan with timeline and budget

© 00 N O 0o~ W NP

. Vendor Comparison: Why Webspot is the right implementation partner (soft sell)

Price $15,000 - $50,000 per agent system
Duration 4-12 weeks depending on complexity
Deliverable Fully deployed Al agent system: custom-trained models, integration

with existing systems, testing, documentation, 30-day
post-deployment support

Target Client Mid-market companies ($5M-100M revenue), enterprise departments,
government offices

Gross Margin 55-65%

Strategic Purpose Core revenue. Each deployment adds to the track record and creates
upsell opportunity

Implementation Pricing Breakdown:

Complexity Level Price Range Timeline Example
Standard (single agent, $15,000 - $25,000 4-6 weeks Customer service chatbot,
standard integrations) document processing agent,

email triage agent

Advanced (multi-agent, custom  $25,000 - $40,000 6-9 weeks Multi-step workflow automation,
integrations) CRM-integrated sales agent,
compliance monitoring system
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Complexity Level

Enterprise (agent swarm,
complex orchestration)

Parameter

Price Range

$40,000 - $50,000+

Timeline

8-12 weeks

Detail

Example

Full department automation,
multi-system Al orchestration,

custom LLM fine-tuning

Price
Duration

Deliverable

Target Client
Gross Margin

Strategic Purpose

Managed Service Tiers:

Level

Essential

Professional

Enterprise

Parameter

Monthly Fee

$2,000/mo

$5,000/mo

$10,000/mo

$2,000 - $10,000/month

12-month minimum contract

Ongoing agent monitoring, optimization, LLM fine-tuning, performance
reporting, priority support, quarterly strategy reviews

Any client with deployed Al agents (Tier 2 graduates)

70-80% (primarily monitoring + periodic optimization)

Recurring revenue + client lock-in. Monthly retainer creates
switching costs and predictable cash flow

Included

Agent monitoring, monthly
performance report, email
support (24h response), quarterly
optimization

Everything in Essential + weekly
optimization, dedicated Slack
channel, bi-weekly strategy calls,
priority support (4h response)

Everything in Professional + daily
monitoring, 24/7 support,
quarterly business review with
C-suite, custom LLM fine-tuning,
dedicated account manager

Detail

Best For

Small deployments (1-3 agents)

Mid-market (3-10 agents)

Large deployments (10+ agents)

Price

Deliverable

Target Client

Gross Margin
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30% surcharge on Tier 2 + additional $3,000-8,000/month for Tier 3

Hardware procurement and setup, private LLM deployment,
air-gapped security, on-site maintenance, data sovereignty guarantee

Banks, government agencies, healthcare systems, defense

contractors

50-60% (hardware costs reduce margin, but premium pricing

compensates)
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Parameter

Detail

Strategic Purpose

Differentiation. N

o other Lebanese Al company offers this.

Commands premium pricing and creates deepest possible client

lock-in
Pricing Comparison vs. Competitors
Service Webspot Eurisko
Al Audit $2,500-5,000 Not offered (starts at
EUR10K+ for projects)
Al Agent Implementation $15,000-50,000 Custom (est.
$30,000-100,000+)
Managed Al Service $2,000-10,000/mo Custom project-based
Hourly consulting $100-200/hr (implied) Mid-high range
On-Premises surcharge +30% Not available

Regional Average Global Average
$3,000-8,000 $10,000-25,000
$20,000-80,000 $50,000-250,000
$3,000-15,000/mo $5,000-25,000/mo

$50-99/hr (CloudLinks, $150-400/hr
Rak4analytics)

Not typically available +40-60%

Revenue Model Projections (Year 1: April 2026 - March 2027)

Revenue Stream Clients Average Deal

Al Readiness Audit 24 (2/month) $3,750

Al Agent Implementation 12 (1/month) $30,000

Managed Al Service 8 (growing from 0 to 8) $4,000/mo x 6 mo avg

On-Premises Premium 3 $50,000 (setup) +
$5,000/mo x 9 mo

TOTAL

Pricing Tactics

Tactic

Audit-to-implementation conversion
Annual pre-pay discount

GCC premium

Pilot pricing

Referral credit
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Description

Offer 50% of audit fee as credit toward
implementation contract

10% discount on Managed Al Service for
annual pre-payment

Price GCC clients 20-40% higher than
Lebanon clients (market expectations are
higher)

Offer first-time government clients a 30%
discount on first engagement

$1,000 credit on next invoice for each new
client referral that converts

Annual Revenue % of Total

$90,000 10%

$360,000 39%

$192,000 21%

$285,000 31%

$927,000 100%
Purpose

Increases Tier 2 conversion rate; reduces

perceived cost of audit

Locks in revenue; reduces churn

Maximizes margin where willingness-to-pay is

highest

Builds government case studies; accepting

lower margin for long-term relationship

Low-cost client acquisition channel
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Tactic Description Purpose

Bundle pricing Audit + Implementation bundle: 15% total Increases average deal size; locks in
discount implementation before competitors can
counter-propose

Action ltems:

1. Create a formal pricing sheet (internal) with all four tiers, approved by Q2 2026

2. Build an "Al Readiness Audit" deliverable template (reusable across all clients) by April 15, 2026

3. Design a "Managed Al Service" SLA document with clear service levels for all three tiers by April 30,
2026

4. Set GCC pricing at 20% premium above Lebanon rates -- formalize in pricing documentation

5. Create a proposal template that always starts with Tier 1 (Audit) as the recommended first step --
reduces barrier to entry

6. Build an ROI calculator tool (spreadsheet or web-based) that demonstrates financial return of Al agent
deployment for each prospect

PART 3: MARKETING & GROWTH

3.1 Brand Messaging Framework

Core Message Architecture

Layer Message Where Used

Mission "We build Al agents that replace manual About page, proposals, keynotes
work, so businesses can focus on what
humans do best"

Vision "A Middle East where every business has an  Strategic documents, investor conversations
Al-powered workforce -- built, managed, and
trusted"”

Value Proposition "100+ Al agents deployed. ISO 42001 Homepage hero, LinkedIn banner, email
compliant. On-premises capable. The only signatures

pure Al agent company in Lebanon."

Elevator Pitch (30s) "Webspot builds and deploys Al agents for Networking events, cold calls, elevator
businesses. Think of us as your Al workforce  encounters
provider. We've deployed over 100 agents for
companies across Lebanon and the GCC,
with enterprise compliance and the option to
keep everything on your own servers."
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Layer

Elevator Pitch (10s)

Message

"We're the Al agent company. We automate

Where Used

business processes with Al that actually

works."

Message by Audience

Audience

CEO/Owner

CTO/CIO

Compliance/Legal

Government

HR Director

Pain Point

"Al sounds expensive and risky"

"Integration with existing systems
is a nightmare"

"What's the actual financial
return?"

"Data security and regulatory risk"

"Accountability, transparency,
vendor lock-in"

"Al will replace our people"

Content Tone by Platform

Platform

LinkedIn

Instagram

Facebook

YouTube
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Tone

Professional, data-driven,
authoritative

Visual, accessible, aspirational

Community-oriented,
conversational

Educational, in-depth, trustworthy

Our Message

"Our Al Readiness Audit shows
you exactly where Al saves
money -- before you commit a
dollar to implementation"

"We integrate with your existing
stack -- ERP, CRM, email,
databases. No rip-and-replace”

"Every agent comes with an ROI
model. If it doesn't pay for itself,
we'll work until it does"

"ISO 42001 certified. GDPR
compliant. On-premises
deployment means your data
never leaves your building"

"Lebanese-built, ISO-certified,
with full documentation and
knowledge transfer. No vendor
lock-in"

"Al agents handle repetitive tasks
so your team can focus on
high-value work. We've never
replaced a person -- we've freed
them"

Content Type

Case studies, industry analysis,
thought leadership, compliance
insights

Agent demos, team culture,
behind-the-scenes, Al explainers,
Reels

Client wins, team milestones,
local Al news, event promotions

How-to tutorials, explainer videos,
interview series, webinar
recordings

Quick introductions, social bios

Proof Point

"Clients see ROI within 90 days
of deployment"

"100+ agent deployments across
diverse technology environments"

ROI calculator showing time
saved, errors reduced, revenue
captured

Compliance documentation,
on-prem architecture diagrams

LEAP alignment brief,
government-specific case studies

Case studies showing employee
reallocation, not elimination

Language

English primary, Arabic
secondary

Arabic primary, English
secondary

Arabic primary, English
secondary

English with Arabic subtitles
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Platform Tone Content Type Language

Blog/Website SEO-optimized, detailed, Long-form guides, English primary (SEO), Arabic
technical keyword-targeted articles, case versions for key pieces
studies
Podcast Conversational, expert-level, Al leader interviews, industry English (broader reach)

insightful analysis, trend discussion

Action ltems:

1. Distribute this messaging framework to all team members who interact with clients or create content by

April 7, 2026

2. Create a "Webspot Messaging Cheat Sheet" (one-page PDF) with key messages, proof points, and
do/don't guidelines

3. Add the value proposition to the website homepage hero section by April 1, 2026

4. Brief any external content creators or PR agencies on brand voice guidelines before they produce any

content

3.2 Content Strategy

Blog Editorial Calendar (12 Specific Topics for Q2-Q3 2026)

Target Intent Word Count
Keyword

1 Apr 2026 "What Are Al "Al agents Educational, 3,000 Download Al
Agents? A explained" top-of-funnel Readiness
Complete Guide Checklist
for Business
Leaders"

2 Apr 2026 "10 Business "Al automation Practical, 2,500 Book a free Al
Processes You business mid-funnel Audit
Can Automate processes" consultation
with Al Agents
Today"

3 May 2026 "Why ISO 42001 "ISO 42001 Al Authority, 2,000 Download ISO
Matters for Al: A compliance” trust-building 42001 Checklist
Compliance
Guide"

4 May 2026 "Al in Lebanon "Al in Lebanon" SEO, thought 4,000 Subscribe to
2026: Market leadership newsletter
Size, Trends,
and
Opportunities”

5 Jun 2026 "On-Premises "on-premises Al Vertical, 2,500 Schedule a
Al: Why Data Lebanon" bottom-of-funnel demo
Sovereignty
Matters for
Lebanese
Banks"
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10

11

12

Jun 2026

Jul 2026

Jul 2026

Aug 2026

Aug 2026

Sep 2026

Sep 2026

"How Webspot
Deployed an Al
Agent That
Saved [Client]
$X Per Month"

"The LEAP
Initiative: What
Lebanon's Al
Strategy Means
for Your
Business"

"Al Agents vs.
Chatbots: What's
the Difference
and Why It
Matters"

"How to Choose
an Al Company
in Lebanon: 7
Questions to
Ask"

"The ROI of Al
Agents: A
Framework for
Calculating
Return on
Investment"

"Al for
Healthcare in
Lebanon:
Opportunities
and Challenges"

"Building Al
Agents with
CrewAl,
LangChain, and
AutoGen: A
Technical
Overview"

Target

Keyword

"Al agent case
study"

"LEAP initiative
Lebanon Al"

"Al agents vs
chatbots"

"Al company
Lebanon"

"ROI Al agents”

"Al healthcare
Lebanon"

"CrewAl
LangChain
AutoGen tutorial”

LinkedIn Posting Plan (20 Post Ideas)

Intent

Social proof

Thought
leadership

Educational,
differentiation

Buyer's guide
(covertly
pro-Webspot)

CFO-targeted,
conversion

Vertical thought
leadership

Technical
audience
capture

Word Count

2,000

3,000

2,000

2,500

3,000

2,500

3,500

Book a free Al
Audit

Download LEAP
Alignment Brief

Book a demo

Contact us for a
consultation

Download ROI
Calculator

Schedule a
healthcare Al
briefing

Join our
technical
newsletter

Posting cadence: 5x/week (Monday-Friday) Mix: 40% thought leadership, 30% case studies/proof, 20%
industry news/commentary, 10% culture/personal

# Post Type Topic Format Day
1 Thought Leadership "The difference between Text + graphic Monday
an Al tool and an Al

agent: one follows

instructions, the other

makes decisions"
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10

11

12

13
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Post Type

Case Study

Industry News

Technical Insight

Personal (Dr. Tebaa)

Thought Leadership

Case Study

Industry Commentary

How-To

Culture

Thought Leadership

Data Point

Industry News

Topic

"We deployed an Al
agent for [industry]. In
30 days, it processed X
transactions with Y%
accuracy"”

"Lebanon just allocated
$50M to Al. Here's what
it means for businesses"
(LEAP commentary)

"How we use CrewAl to
orchestrate multi-agent
workflows -- a
behind-the-scenes look"

"Why | left traditional
consulting to build Al
agents. The story behind
Webspot"

"3 questions every CEO
should ask before
investing in Al (and one
they never ask)"

"This Al agent handles
500 customer inquiries
per day. The human
team now focuses on
complex cases only"

"ISO 42001 is not
optional. It's the seatbelt
of enterprise Al. Here's
why"

"Step-by-step: How to
evaluate if a business
process is ready for Al
agent automation”

"Meet [team member]:
our lead Al engineer
shares what it's like to
deploy agents for real
businesses"

"Al agents are not
replacing jobs. They're
replacing tasks. The
distinction matters"

"100+ Al agents
deployed. Here's the
breakdown by industry"

"Oracle is training
50,000 Lebanese in Al.
What happens when
they want to actually
deploy AI?"

Format

Carousel (before/after)

Text + link

Video (screen recording)

Personal narrative text

Text + poll

Single image + metrics

Document post (PDF

slides)

Carousel (5 steps)

Photo + interview text

Text + infographic

Pie chart infographic

Commentary + CTA

[DEVY;

Tuesday

Wednesday

Thursday

Friday

Monday

Tuesday

Wednesday

Thursday

Friday

Monday

Tuesday

Wednesday
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# Post Type Topic

14 Client Win "Proud to announce our
latest deployment:
[description]. Thank you
[client] for trusting
Webspot"

15 Dr. Tebaa Personal "I spoke at [event] about
the future of Al agents in
the GCC. Three

takeaways..."

16 Thought Leadership "The real cost of NOT
implementing Al in 2026:

a financial model"

17 Technical "On-premises LLMs:
How we deploy Al that

never touches the cloud”

18 Competitive Insight "When evaluating Al
vendors, always ask:
'How many agents have

you actually deployed?™

19 Event "Join us at [event name]
where Dr. Tebaa will
present on Al agents for

enterprise"

20 Milestone "Webspot is the #1 Al
company on Clutch.co in
Lebanon. Thank you to

our clients and team"

Instagram Strategy (15 Reel Concepts)

Format

Company
announcement

Photo + carousel

PDF document post

Architecture diagram +
text

Text (subtle
differentiation)

Event graphic +
registration link

Celebration graphic

Day

Thursday

Friday

Monday

Tuesday

Wednesday

Thursday

Friday

Posting cadence: 4x/week (Mon, Wed, Fri, Sun) Primary language: Arabic with English subtitles Target
audience: Business owners, managers, tech-curious professionals (NOT developers)

Reel Concept Duration

Hook (First 3

Seconds)

1 "What is an Al Agent?" 30s
explainer

2 "Al Agent vs. Chatbot" 45s
comparison

3 "Day in the Life: Al 60s
Agent Developer at
Webspot"

4 "3 Signs Your Business  30s

Needs Al Agents"
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Animated + voiceover

Split screen

Behind-the-scenes viog

Quick cuts, text overlay

"Imagine hiring an
employee that works
24/7 and never makes
mistakes"

"A chatbot answers
questions. An Al agent
DOES things. Here's the
difference"

"This is what building an
Al agent looks like"

"If your team does ANY
of these 3 things daily,
you need an Al agent"
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Reel Concept

Duration

Hook (First 3

Seconds)

10

11

12

13

14

15

Facebook Strategy

"How This Agent
Processes 500 Invoices
Per Day"

"Al Myth Buster: Al Will
Take My Job"

"Before vs. After: Al
Agent in Action"

"What Banks Need to
Know About Al Security

"ISO 42001 Explained in
30 Seconds"

"LEAP Initiative
Explained"

"Top 5 Al Use Cases for
SMBs"

"How We Build an Al
Agent: 60 Seconds"

"Client Testimonial"

"Al in the GCC: The
Billion Dollar
Opportunity"

"Ask the Al Expert"
(recurring series)

45s

30s

45s

30s

30s

60s

45s

60s

45s

30s

30s

Screen recording +

narration

Dr. Tebaa to camera

Split screen comparison

Professional setting

Whiteboard + voiceover

Graphics + voiceover

Countdown format

Timelapse + steps

Interview format

Data graphics

Q&A format

"This used to take a
team of 5 people an
entire week"

"Al is not here to replace
you. Let me explain
why"

"Left: manual process.
Right: Al agent. Same
task, 10x faster"

"Your bank's data
should NEVER leave
your building. Here's
how we ensure it"

"Every Al company
should have this
certification. Most don't"

"Lebanon just committed
$50M to Al. Here's what
you need to know"

"Number 5 will surprise
you"

"From concept to
deployment in 60
seconds"

"[Client name] explains
how Al agents changed
their business"

"The Middle East Al
market is worth $24.7
billion. Here's how
Lebanese companies
can capture it"

"You asked: [question
from comments]. Here's
the answer"

Posting cadence: 3x/week (Tue, Thu, Sat) Primary language: Arabic Focus: Community building, local
market awareness, event promotion

Content Type

Client success stories (Arabic)

Al news for Lebanon/MENA

Event promotions
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Frequency

1x/week

1x/week

1x/week

Examples

"How [company] automated [process] with
Webspot's Al agents"”

MITAI updates, LEAP progress, regional Al

developments

Webinars, conferences, meetups, podcast

episodes
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Content Type Frequency Examples

Engagement posts 1x/2 weeks Polls ("Is your company using Al?"), Q&As,
discussion prompts

Team/culture content 1x/2 weeks Team photos, office life, hiring

announcements

Action ltems:

1. Hire a content writer/social media manager (part-time or freelance, $1,000-2,000/month) by April 15,
2026

2. Set up a content calendar tool (Notion, Trello, or similar) with all posts planned 2 weeks in advance
3. Write and publish blog articles #1 and #2 by April 30, 2026

4. Create LinkedIn post templates (branded graphics) for each post type -- budget $500 for design

5. Film first 3 Instagram Reels (concepts #1, #2, #6) by April 15, 2026

6. Set up Instagram business profile with updated bio, highlights, and link-in-bio tool

7. Create Facebook content calendar with Arabic-first approach starting April 2026

3.3 SEO/GEOQO Strategy

Target Keywords (20 Keywords with Search Volume Estimates)

Current
Ranking (Est.)

Competition Priority

Keyword

Est. Monthly
Search
Volume
(Lebanon)

Est. Monthly
Search
Volume
(Global)

1 "Al company 200-400 500-800 Medium P1 Top 5 (Clutch
Lebanon" listing)

2 "Al solutions 100-300 300-600 Medium P1 Not ranked
Lebanon"

3 "Al agents" 50-100 8,000-15,000 High P1 Not ranked

4 "Al agency 100-200 200-400 Low-Medium P1 Not ranked
Lebanon" (FatCow

dominates)

5 "Al development  80-150 200-400 Medium P2 Below Eurisko
Lebanon"

6 "Al consulting 50-100 100-300 Low P1 Some visibility
Lebanon"

7 "artificial 200-500 400-800 Medium P2 Not ranked
intelligence
Lebanon"

8 "Al automation 100-300 2,000-5,000 High P2 Not ranked
business"

9 "on-premise 20-50 1,000-3,000 Low P1 Not ranked (no
LLM"/ competitor
"on-premises Al" targeting)
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Keyword

Est. Monthly
Search
Volume
(Lebanon)

Est. Monthly
Search
Volume
(Global)

Competition

Priority

Current
Ranking (Est.)

10 "ISO 42001 Al" 10-30 500-1,500 Very Low P1 Not ranked (wide
open)
11 "Al chatbot 80-150 200-400 Low-Medium P2 Partial
Lebanon"
12 "digital 30-80 100-200 Low P2 Not ranked
transformation
Al Lebanon"
13 "Al for banking 20-50 50-100 Very Low P3 Not ranked
Lebanon"
14 "Al for 20-50 50-100 Very Low R3 Not ranked
healthcare
Lebanon"
15 "Al readiness 10-30 200-500 Very Low P1 Not ranked (own
audit” the term)
16 "CrewAl 10-30 1,000-3,000 Low P2 Not ranked
development”
17 "Al workforce 30-80 500-1,500 Medium P3 Not ranked
automation”
18 "best Al 50-100 100-200 Low P1 Via Clutch listing
company
Lebanon"
19 "Al agents GCC" 30-80 200-500 Low P2 Not ranked
/ "Al agents
Middle East"
20 "LEAP initiative 20-50 50-100 Very Low P1 Not ranked
Lebanon Al" (time-sensitive)
SEO Action Plan
Action Description Timeline Investment
Technical SEO audit Site speed, mobile optimization, April 2026 $500-1,000 (if outsourced)
schema markup, meta tags,
sitemap
Schema.org implementation Add Organization, Service, FAQ,  April 2026 $0 (developer time)
HowTo, Article schema markup
Blog infrastructure Proper URL structure April 2026 $0 (developer time)
(/blog/keyword-slug), internal
linking strategy, category pages
Core page optimization Optimize homepage, services April 2026 $0 (content rewriting)
pages, about page for P1
keywords
Content publishing cadence 2x/week blog posts targeting Ongoing $2,000-4,000/mo (writer + SEO
specific keywords (see editorial tools)
calendar)
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Action

Arabic content

Ahrefs/SEMrush subscription

Backlink Strategy

Source Type

Description

Publish Arabic versions of top 5
performing English articles

Track rankings, monitor
competitors, find keyword
opportunities

Timeline

Monthly

April 2026

Approach

Investment

$500/mo (translation)

$99-199/mo

Expected Links/Month

Directory listings

Lebanese press

Tech publications

University partnerships

Event websites

Government sites

Guest blogging

Clutch (existing #1),
TechBehemoths, Sortlist,
Entasher, Manifest, GoodFirms

L'Orient Today, Executive
Magazine, Wamda, Beirut.com

TechCrunch (if major
announcement), Arabian
Business, Gulf Business,
Entrepreneur ME

AUB, LAU, USJ websites

LTAI Summit, ArabNet, Berytech,
BDD

MITAI.gov.lb, BDD directory

Partner company blogs, industry
publications

Create/optimize profiles on all
major directories

PR outreach for bylined articles,
company features, expert quotes

Submit guest articles, respond to
journalist queries (HARO/Source)

Guest lectures, research
collaborations, internship
program listings

Sponsor events in exchange for
logo+link placement

Register as technology vendor,
participate in government
programs

Write expert articles for partner
sites with backlink to Webspot

Generative Engine Optimization (GEO) Strategy

5-8 initial, then maintain

1-2 per month

1 per quarter

2-3 per quarter

3-5 per event season

1-2 (high authority)

2 per month

GEO ensures that LLMs (ChatGPT, Perplexity, Gemini, Claude) cite Webspot when answering queries about Al

in Lebanon/MENA.

GEO Action

Publish "The State of Al in Lebanon 2026"

report

Wikipedia presence

Structured data (Schema.org)

FAQ pages
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Description

Ensure Webspot is mentioned on the
"Technology in Lebanon" Wikipedia page (if

notable enough)

Rich schema markup on all service and

company pages

Create comprehensive FAQ pages answering
every gquestion about Al agents, Al in

Lebanon, ISO 42001

Comprehensive whitepaper with original data,
published freely on Webspot blog

Why It Works

source

LLMs cite authoritative reports as sources;
becomes the reference document

Wikipedia is a primary LLM training/citation

Helps LLMs parse and understand Webspot's

offerings accurately

LLMs pull from FAQ-structured content for
direct answers

Page 40



GEO Action Description Why It Works

LinkedIn articles by Dr. Tebaa Long-form articles on LinkedIn with rich data  LinkedIn content is indexed by search
and citations engines and scraped by LLMs
Wamda, Executive Magazine bylines Publish in established MENA publications These publications are in LLM training
corpora
Crunchbase/Tracxn profiles Complete and detailed company profiles on LLMs frequently cite these databases for
startup databases company information

Action ltems:

1. Subscribe to Ahrefs or SEMrush ($99-199/mo) and set up tracking for all 20 target keywords by April 7,
2026

2. Complete technical SEO audit and fix critical issues by April 15, 2026

3. Implement Schema.org markup on all key pages by April 30, 2026

4. Create/optimize directory profiles on Clutch, TechBehemoths, Sortlist, Entasher, Manifest, GoodFirms
by April 30, 2026

5. Draft "The State of Al in Lebanon 2026" whitepaper by May 31, 2026 -- this becomes the definitive
reference document

6. Update Crunchbase and Tracxn company profiles with current data

7. Begin HARO (Help a Reporter Out) monitoring for Al/technology queries from journalists

3.4 Paid Advertising Plan

Google Ads Strategy

Monthly budget: $750/month (starting) -- scale to $1,500/month based on performance

Campaign Keywords Monthly Budget Target CPC Expected Landing Page
Clicks/Mo
Brand Defense "Webspot," $100 $0.30-0.50 200-300 Homepage
"Webspot Al,"

"Webspot Lebanon"

Al Company Lebanon "Al company $250 $1.50-3.00 80-160 Services page
Lebanon," "best Al
company Lebanon,”
"Al solutions
Lebanon"

Al Agents "Al agents," "Al $200 $2.00-4.00 50-100 "What Are Al
agent Agents?" blog post
development,” "Al
automation”

Al Consulting "Al consulting $100 $1.00-2.50 40-100 Al Readiness Audit
Lebanon," "Al landing page
readiness audit," "Al
audit"
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Campaign Keywords Monthly Budget Target CPC Expected Landing Page

Clicks/Mo
Compliance "ISO 42001 Al," $100 $1.00-2.00 50-100 Compliance page
"on-premise LLM,"
"GDPR Al
compliance”

Google Ads KPlIs:

Target (Month 1-3) Target (Month 4-6) Target (Month 7-12)
Monthly spend $750 $1,000 $1,500
Click-through rate (CTR) 3-5% 4-6% 5-8%
Cost per click (CPC) $1.50-3.00 $1.00-2.50 $0.80-2.00
Conversion rate (form fill) 2-3% 3-5% 5-8%
Leads per month 3-5 5-10 10-20
Cost per lead $150-250 $100-200 $75-150

LinkedIn Ads Strategy

Monthly budget: $500/month (starting) -- scale to $1,000/month based on performance

Campaign Target Audience Ad Type Monthly Budget Expected
Impressions
Thought Leadership CEOs, CTOs, CIOs in Sponsored Content $200 8,000-15,000
Lebanon/GCC (50+ (carousel)
employees)
Al Readiness Audit Business owners in Lead Gen Form Ad $200 5,000-10,000
Lebanon (10+
employees)
Dr. Tebaa Personal Brand All professionals in Thought Leader Ads $100 10,000-20,000
Lebanon (Thought (from personal profile)
Leader Ads)

LinkedIn Ads Targeting Parameters:

Parameter Value

Geography Lebanon, UAE, Saudi Arabia, Qatar, Kuwait, Bahrain, Oman

Seniority VP, Director, CXO, Owner, Partner

Company size 50-10,000+ employees

Industries Banking, Financial Services, Healthcare, Government, Retail,
Technology

Job functions Information Technology, Operations, Finance, General Management

Exclusions Students, freelancers, companies under 10 employees

LinkedIn Ads KPIs:
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Metric

Target (Month 1-3) Target (Month 4-6)

Monthly spend

Cost per click (CPC)
Click-through rate (CTR)
Lead Gen Form fills

Cost per lead

$500 $1,000
$3-6 $2-5
0.5-1.0% 0.8-1.5%
5-10 10-20
$50-100 $40-75

Combined Paid Advertising Budget (Monthly)

Channel

Google Ads
LinkedIn Ads
Instagram/Facebook Ads

Total

Action ltems:

Month 1-3 Month 4-6 Month 7-12 Annual Total
$750 $1,000 $1,500 $13,500

$500 $750 $1,000 $9,000

$250 $500 $750 $6,000
$1,500/mo $2,250/mo $3,250/mo $28,500

1. Set up Google Ads account and create campaigns for Brand Defense + Al Company Lebanon by April

7, 2026

2. Create LinkedIn Ads account and launch Thought Leadership campaign by April 15, 2026
3. Build 5 landing pages optimized for conversion: Services, Al Readiness Audit, Compliance, Al Agents

Explainer, Contact

4. Install Google Tag Manager, Google Analytics 4, and LinkedIn Insight Tag on website by April 1, 2026
5. Create retargeting audiences: website visitors (30/60/90 day), LinkedIn engagers, blog readers
6. A/B test 2-3 ad variations per campaign; optimize weekly based on CTR and conversion data

7. Review and report on ad performance bi-weekly; reallocate budget to top-performing campaigns

monthly

3.5 Email Marketing

Email List Building Strategy

Source

Website forms

Content downloads
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Method Expected Contacts/Month Quality

"Book a Free Al Audit" CTA on 20-40 High (intentional)
every page, blog post CTAs,
pop-up on exit intent

Gate high-value content: "State of 30-60 High
Al in Lebanon 2026" whitepaper,

ROI Calculator, ISO 42001

Checklist
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Source Method Expected Contacts/Month Quality

LinkedIn Lead Gen LinkedIn Lead Gen Form ads 10-20 Medium-High
(auto-fill from LinkedIn profile)

Events Business card collection at 20-50 (per event) Medium-High
conferences, webinar
registrations, meetup sign-ups

Webinars Monthly "Al for Business" webinar 30-80 (per webinar) High
registration

Referrals Ask existing clients to forward 5-10 Very High
newsletter to colleagues

Al Readiness Quiz Interactive online quiz: "Is Your 20-40 Medium
Business Al-Ready?" -- email
required for results

Target: 500 subscribers by June 2026; 2,000 subscribers by December 2026

Email Sequences

Subject Line Content

1 Day 0 "Welcome to Webspot --  Introduction to Webspot, Read our top blog post
Lebanon's Al Agent what we do, what they'll
Company" receive

2 Day 3 "What Are Al Agents? Educational -- explain Al  Download our Al Agent
(And Why Your agents in plain terms Guide
Competitors Are Already
Using Them)"

3 Day 7 "How [Client] Saved Case study with specific  Book a free Al Audit
$X/Month with a Single numbers
Al Agent”

4 Day 14 "Is Your Business Interactive, engaging Take the Al Readiness
Al-Ready? Take the Quiz
2-Minute Quiz"

5 Day 21 "Your Free Al Direct offer of Tier 1 Schedule your audit
Readiness Audit -- No service

Strings Attached"

Subject Line Content

1 Day 1 "Your Al Readiness Summary of audit Schedule a follow-up
Audit Results -- What's findings + link to full call
Next" report

2 Day 7 "The Quick Win: Your Focus on the single best Request an
Highest-ROI Al Agent opportunity from their implementation proposal
Opportunity” audit
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Email # Day Subject Line Content CTA

3 Day 14 "How Companies Like 2-3 relevant case Book an implementation
Yours Are Deploying Al studies from same demo
Agents" industry

4 Day 30 "Special Offer: 50% Incentive to move from Claim your audit credit
Audit Credit Toward audit to implementation
Your First Al Agent"

Section Content Purpose

Lead Story In-depth article on Al trend, case study, or Thought leadership

industry insight

Agent Spotlight Feature one Al agent deployment with metrics  Social proof

Al News Roundup 3-5 bullet points on MENA Al news (MITAI,

LEAP, events)

Value-add, stay top of mind

Upcoming Events Webinars, conferences, meetups where

Webspot will be present

Engagement

Quick Tip One actionable Al implementation tip Practical value

CTA "Ready to explore Al for your business? Book

a free consultation”

Lead generation

Email Marketing Tech Stack

Tool Purpose Cost

Mailchimp or Brevo (Sendinblue) Email automation, list management, analytics =~ $20-50/mo (free tier to start)

OptinMonster or Sumo Website pop-ups, exit intent, scroll-triggered $0-29/mo
CTAs

Calendly Meeting scheduling from email CTAs Free tier

Google Analytics 4 Track email-to-website conversion Free

Action ltems:

1. Set up Brevo (Sendinblue) account -- free tier allows 300 emails/day, sufficient for launch -- by April 7,
2026

2. Create Welcome Series (5 emails) and set up automation by April 15, 2026

3. Design newsletter template (branded, mobile-responsive) by April 15, 2026

4. Add emalil capture forms to website: header bar, blog sidebar, exit-intent pop-up, end-of-article CTA by
April 7, 2026

5. Create "Al Readiness Quiz" as a lead magnet by May 2026 -- tool: Typeform or Google Forms with
custom landing page

6. Send first monthly newsletter by May 1, 2026

7. Create "State of Al in Lebanon 2026" whitepaper as gated content download by May 31, 2026
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3.6 Event Strategy

Events to Attend and Sponsor

Expected Date

Location

Cost to

Attend/Sponsor

Priority

Webspot's Role

LTAI Summit 2026

ArabNet Beirut 2026

Alin Lebanon Conference
2026

Berytech Al Meetup Series

LIFE Pitch Night (Beirut)

GCC Tech Events (GITEX,

LEAP KSA)

University Guest Lectures

Webspot's Own Events (Creation Plan)

Nov 2026 (est.)

TBD 2026

Jul 2026 (est.)

Quarterly

TBD 2026

Oct 2026 (GITEX)

Quarterly

Description

Beirut

Beirut

5 cities

Berytech, Beirut

Beirut

Dubai/Riyadh

AUB, LAU, USJ

Frequency

$5,000-15,000
(sponsor)

$2,000-5,000
(sponsor/booth)

$1,000-5,000
(sponsor)

$500-1,000
(co-host)

Free (attend);
$2,000 (sponsor)

$3,000-10,000

Free

Budget

P1

P1

P1

P2

P2

P2

P1

Expected
Attendance

Sponsor + speaker
(Dr. Tebaa). Must
be present at THE
government Al
event

Booth + thought
leadership session
on Al agents

Speaker in multiple
cities; maximum
visibility

Co-host with
Berytech; present
Al agent demos

Network with
diaspora investors
and entrepreneurs

Booth or speaking
slot for GCC market
exposure

Dr. Tebaa lectures
on applied Al;
recruits talent

Lead Capture

"Al Agents 101" Webinar

"Al Readiness Workshop"

Free 45-min
webinar: "How Al
Agents Are
Transforming
Business in
Lebanon”

Half-day workshop
for business
leaders: hands-on
Al readiness
assessment
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Monthly

Quarterly

$0 (Zoom/Google
Meet)

$500-1,000 (venue,
catering)

30-80 per session

15-25 per session

Registration form
(name, email,
company, title)

Registration +
post-workshop audit
offer

Page 46



Description Frequency Expected Lead Capture

Attendance
"The Al Agent Podcast" Weekly podcast Weekly $200/mo (hosting, 100-500 Show notes CTA to
interviewing Al editing) downloads/episode  website
leaders, (Year 1 target)

entrepreneurs, and
government officials

in MENA
"Demo Day" Quarterly live demo  Quarterly $300-500 (venue) 20-40 In-person demos
of Webspot's latest convert at highest
Al agent capabilities rate
Annual "Al Agents Full-day conference  Annual (Q4 2027) $10,000-20,000 150-300 Ultimate brand
Summit" owned by Webspot positioning as
-- the definitive Al category leader
agents event in
Lebanon

Event Calendar (2026)

Month External Events Webspot Events

Apr 2026 - Al Agents 101 Webinar #1; Podcast Launch

May 2026 Berytech Meetup Webinar #2; Al Readiness Workshop #1

Jun 2026 - Webinar #3; Demo Day #1

Jul 2026 Al in Lebanon Conference Webinar #4

Aug 2026 - Webinar #5; Al Readiness Workshop #2

Sep 2026 ArabNet Beirut (est.) Webinar #6; Demo Day #2

Oct 2026 GITEX Dubai Webinar #7

Nov 2026 LTAI Summit Webinar #8; Al Readiness Workshop #3

Dec 2026 LIFE Pitch Night Webinar #9; Demo Day #3; Year-in-Review
Podcast

Action Items:

1. Submit speaker application for LTAI Summit 2026 by Q3 2026 -- Dr. Tebaa speaking on "Al Agents for
Enterprise"

2. Register for ArabNet Beirut 2026 sponsorship by Q2 2026

3. Contact Al in Lebanon Conference organizers (Future 10X) about sponsorship/speaking for July 2026
event

4. Schedule first "Al Agents 101" webinar for April 2026 -- create registration page, promotional posts

5. Launch "The Al Agent Podcast" by May 2026 -- record 3 episodes before launch for backlog

6. Book venue for first "Al Readiness Workshop" (Q2 2026) -- consider Berytech or BDD as venue partner
7. Begin planning Annual Al Agents Summit for Q4 2027 -- start with venue scouting and potential sponsor
outreach in Q3 2026
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3.7 Case Study Strategy

Why Case Studies Are the #1 Sales Tool

Enterprise buyers make decisions based on proof. In a market where most competitors have zero public case
studies (other than Eurisko's generic 300+ project count), detailed case studies become a massive competitive
advantage.

Target: 12 published case studies in 2026 (1 per month)

Case Study Template

Every case study should follow this structure:

Section Content Length

Title "[Result]: How [Client/Industry] [Achieved 10-15 words
Outcome] with Webspot's Al Agents”

At a Glance Industry, company size, challenge, solution, 5 bullet points
key metric
The Challenge What was the business problem? What was it  200-300 words

costing? What had they tried before?

The Solution What Webspot built. Which agent frameworks 300-400 words
used. How it integrates. Timeline

The Results Hard numbers: time saved, cost reduced, 200-300 words (heavy on data)
revenue increased, accuracy improved.
Include before/after comparison

Client Quote Direct quote from client stakeholder endorsing 2-3 sentences
the work
Technical Details Architecture diagram, technology stack, 1 diagram + 100-200 words

integration points

Key Takeaway What this proves about Al agents for this 100 words
industry

CTA "Ready to see similar results? Book a free Al Link to booking page
Audit"

Case Study Distribution Plan

Channel How Expected Reach

Website (dedicated case study page) Organized by industry; each case study has Ongoing organic traffic
its own URL for SEO

LinkedIn (carousel post) Before/after metrics in visual format, link to 2,000-5,000 impressions per post
full case study

Blog post Each case study becomes a 1,500-2,000 SEO value + newsletter content
word blog article

Sales proposals Include 2-3 relevant case studies in every Direct conversion tool
proposal
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Channel How Expected Reach

Email nurture Case studies in welcome series and monthly ~ Re-engagement + conversion
newsletter

Webinar content Feature case study client as guest in monthly  Social proof + content creation
webinar

PDF download Beautifully designed PDF version for offline Enterprise sales meetings
sharing

Priority Case Studies to Create (By Industry)

Industry Why Priority Target Publish Date
1 Banking/Finance Al agent for fraud Highest-value vertical in  April 2026
detection or document Lebanon
processing
2 E-Commerce/Retalil Al agent for customer Relatable, clear ROI April 2026

service automation

3 Healthcare Al agent for patient data  LEAP priority sector May 2026
management or
appointment scheduling

4 Government Al agent for citizen MITAI alignment June 2026
services or data
processing

5 Real Estate (GCC) Al agent for property GCC expansion proof July 2026
management or lead
qualification

6 Accounting/Finance Al agent for invoice CFO-targeted, clear ROl  August 2026
processing or
reconciliation

Action ltems:

1. Identify the 5 most impressive Al agent deployments completed to date -- contact clients for permission
to publish

2. Create case study template (Google Doc + designed PDF version) by April 7, 2026

3. Write and publish first case study by April 30, 2026

4. Offer clients a 5% discount on their next invoice in exchange for case study participation and a
testimonial quote

5. Add "Case Studies" section to website navigation with industry filters by April 15, 2026

6. Create LinkedIn carousel template for case study highlights (reusable across all case studies)

7. Target one case study per month for 12 months -- assign a writer and reviewer to each

3.8 Thought Leadership Plan for Dr. Jonah Tebaa

Why This Matters
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In Lebanon's Al market, personal brands drive business. Christophe Zoghbi (ZAKA) is the #15 LinkedIn
influencer in Lebanon with 15,091 followers and 927 posts. He has built ZAKA's entire pipeline on his personal
visibility. Dr. Tebaa has stronger business credentials (published author, business transformation consultant,
Co-CEO) but is under-leveraged as a thought leader. This section outlines how to make Dr. Tebaa the definitive
voice on Al implementation in the MENA region.

Positioning: "The Al Implementation Authority"

Element Christophe Zoghbi (ZAKA) Dr. Jonah Tebaa (Webspot)

Positioning "Al educator” "Al implementer"

Content Tutorials, community building, bootcamp Business outcomes, ROI frameworks,
promotion deployment war stories

Audience Students, career changers, junior developers  CEOs, CTOs, CFOs, government leaders

Metric Followers, engagement, bootcamp enrollment Deals closed, speaking invitations, media

citations
Voice Community builder, cheerleader Practitioner, strategist, authority

Zoghbi owns "Al education." Tebaa should own "Al implementation." There is no conflict -- these are
complementary positions.

Thought Leadership Activity Plan

Activity Description Frequency Platform
LinkedIn personal posts Original insights on Al Daily (1 post/day, 5 LinkedIn $0 (time investment)
implementation, days/week)

business impact,
compliance, lessons
learned

LinkedIn articles (long-form) Deep-dive articles on Al 2x/month LinkedIn $0 (time investment)
strategy, market
analysis, case studies,
contrarian takes

Podcast host "The Al Agent Podcast”  Weekly Spotify, Apple, YouTube  $200/mo (production)
-- interview MENA Al
leaders, discuss trends,
share implementation

insights
Conference speaking Keynote or panel at 4-6x/year In-person $500-2,000/event
LTAI Summit, ArabNet, (travel)

Al in Lebanon
Conference, university

events
Media interviews/bylines Expert quotes in L'Orient  1-2x/month Press $0-1,000/mo (PR
Today, Executive support)

Magazine, Wamda,
Arabian Business
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Book leveraging

LinkedIn group participation

University guest lectures

Description

Reference "Applied Al
for Future Ready

Frequency

Always

Organizations" in every
bio, every post, every

introduction

Active commentary in

"MENA Al & Robotics,"
"Digital Transformation
Leaders," "Lebanon

Tech" groups

Guest lecture at AUB,

Quarterly

LAU, USJ on "Deploying
Al Agents in Production”

Host or co-host monthly
"Al for Business"

webinar

Mon

Personal story:
"Why | pivoted from
consulting to Al
agents"

Contrarian take:
"Most Al projects
fail. Here's why ours
don't"

Thought leadership:
"The difference

between automation
and autonomy in Al"

Vision piece: "What
Al agents will look
like in 2030"

Target Events (2026)

LTAI Summit 2026
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Monthly

Tue

Data point: "100+
agents deployed --
here's what I've
learned"

Case study
highlight: "How one
Al agent replaced
40 hours of manual
work per week"

Client win: "Proud to
deploy our [X]th Al
agent for [industry]"

Metrics: "The ROI
numbers from our
latest deployment
(with permission)"

Speaking Engagement Strategy

Daily (15 min/day)

LinkedIn Content Calendar for Dr. Tebaa (Month 1)

Platform Budget
All $0
LinkedIn $0
In-person $0
Zoom $0

Wed Thu Fri

Industry take:
"Lebanon's LEAP
initiative is the
biggest Al
opportunity in
MENA"

Industry news:
Commentary on
recent MITAI
announcement

Long-form article:
"ISO 42001: The
Standard Every Al
Company Should
Meet"

Industry: "Oracle is
training 50K
Lebanese in Al.
Here's the next
step”

Topic

"Al Agents for Government
Services: Lessons from 100+

Deployments"

Technical insight:
"On-premises Al is
not a luxury -- it's a
necessity for banks"

How-to: "3 steps to
evaluate if your
business process is
ready for Al"

Technical: "CrewAl
vs. AutoGen vs.
LangChain -- a
practitioner's
perspective"

Personal brand: "I
wrote a book about
applied Al. Here's
Chapter 1's key
lesson"

Goal

Weekend reflection:
"The book | wish I'd
read before starting
an Al company"

Personal: "What my
co-CEO taught me
about building an Al
company"

Community:
"Congratulations to
[partner/event] for
advancing Al in
Lebanon”

Month wrap-up:
"What | learned this
month about Al
agents in the real
world"

Establish credibility with

government decision-makers
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Event Type

Industry

Academic

International

Webinar

Target Events (2026)

ArabNet Beirut, Al in Lebanon
Conference

AUB, LAU, USJ guest lectures

GITEX Dubai, LEAP KSA

Monthly Webspot webinar series

Media & PR Strategy for Dr. Tebaa

Activity

Expert source registration

Press relationships

Bylined articles

Podcast guest appearances

Award submissions

Target

HARO, Qwoted, Source of
Sources

L'Orient Today tech reporter,
Executive Magazine editor,
Wamda MENA editor

Arabian Business, Gulf Business,
Entrepreneur Middle East

"Learn & Shift," "Reconfigured,”
MENA tech podcasts

Arabian Business "Innovator"
awards, Forbes "30 Under 30"
(team members), Clutch awards

KPIs for Thought Leadership

Metric

LinkedIn followers (personal)
LinkedIn post impressions/month

Speaking engagements
(cumulative)

Press mentions/month
Podcast episodes published

Inbound leads from personal
brand

Action ltems:

Current (Est.)

Unknown 5,000
Unknown 50,000
Unknown 2

=0) 1

0 8
Unknown 3/month

Topic

"The ROI of Al Agents: A

Framework for Business Leaders"

"From Theory to Production:
Deploying Al Agents in the Real

World"

"Lebanon's Al Talent Advantage:
Why GCC Companies Should
Partner with Lebanese Al Firms"

Various Al agent topics

Timeline

April 2026

Q22026

Q2-Q3 2026

Q2-Q4 2026

Q32026

Target (Jun 2026)

Target (Dec 2026)

12,000
150,000

6

2-3
35

8/month

Goal

Generate enterprise leads

Talent pipeline + university
partnership

GCC business development

Direct lead generation

Approach

Register as expert in "Al," "Al
agents," "Lebanon technology,"
"MENA digital transformation”

Introductory emails offering
expert commentary on Al topics

Pitch 800-1,200 word articles on
Al implementation trends

Pitch appearances on podcasts
where Zoghbi has appeared (plus
new ones)

Submit applications for all
relevant regional technology
awards

Target (Jun 2027)
25,000
400,000

12

45
70

15/month

1. Optimize Dr. Tebaa's LinkedIn profile: professional headshot, custom banner (Webspot branding),
headline ("Co-CEO at Webspot | Author of 'Applied Al for Future Ready Organizations' | Building the

Prepared by Webspot | Confidential

Page 52



Webspot S.A.L.m Strategic Playbook 2026-2027 Webspot S.A.L

Middle East's Leading Al Agent Company"), featured section (book, top posts, case studies)

2. Begin daily LinkedIn posting starting April 1, 2026 -- use the Month 1 content calendar above
3. Register on HARO, Qwoted, and Source of Sources as an Al expert by April 7, 2026

4. Contact 3 podcast hosts to pitch guest appearances by April 15, 2026

5. Submit speaker application to LTAI Summit 2026, ArabNet Beirut, and Al in Lebanon Conference by
their respective deadlines

6. Schedule first university guest lecture at AUB or LAU for Q2 2026
7. Launch "The Al Agent Podcast" -- record first 3 episodes by April 30, 2026

8. Update all online bios (website, directories, social media) to consistently reference the book, 100+
agents deployed, and ISO 42001 compliance
9. Set a daily 30-minute "LinkedIn engagement" block in Dr. Tebaa's calendar -- commenting on others'

posts, responding to comments, engaging in groups

APPENDIX: CONSOLIDATED BUDGET

SUMMARY

Annual Marketing & Growth Budget (April 2026 - March 2027)

Category Monthly (Avg) Annual Notes

Content Production $3,000 $36,000 Writer ($1,500), designer ($500),
video editor ($500), tools ($500)

Paid Advertising $2,000 $24,000 Google ($1,000), LinkedIn ($750),
Meta ($250) -- scaling over year

SEO Tools $150 $1,800 Ahrefs/SEMrush + LinkedIn Sales
Navigator

Event Sponsorship $1,000 $12,000 LTAI, ArabNet, Al in Lebanon,
Berytech, university events

PR/Communications $1,000 $12,000 PR freelancer, press materials,
media relationships

Email Marketing $50 $600 Brevo/Mailchimp paid tier

Podcast Production $200 $2,400 Hosting, editing, promotion

ISO 42001 Certification = $25,000 One-time (Q2-Q3 2026)

Visual Identity Refresh - $3,000 One-time (Q2 2026)

Case Study Production $500 $6,000 12 case studies x $500 each
(writing + design)

Miscellaneous $200 $2,400 Travel, networking, subscriptions

TOTAL ~$8,100 $125,200
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Webspot S.A.L.m Strategic Playbook 2026-2027

Key Performance Indicators (KPIs) Dashboard

Category

Metric

Current

Q2 2026 Target

Q4 2026 Target

Webspot S.A.L

Q2 2027 Target

Revenue

Pipeline

Website

LinkedIn (Company)
LinkedIn (Dr. Tebaa)
Instagram
Email List

Content

Case Studies

Speaking
Podcast
Agents Deployed

Client Retention

SEO

Press

End of Webspot S.A.L. Strategic Playbook 2026-2027 (Parts 1, 2, and 3)

Monthly recurring
revenue

Qualified
leads/month

Monthly organic
traffic

Followers
Followers
Followers
Subscribers

Blog articles
published
(cumulative)

Published
(cumulative)

Events (cumulative)
Episodes published
Cumulative

Managed service
churn rate

Keywords in top 10

Media
mentions/month

Unknown

Unknown

Unknown

Unknown
Unknown
1,738

0

6

Unknown
0
100+

N/A

~0

$8,000

10

2,000

3,000
5,000
4,000
500

20

8
120

<5%/month

$25,000

25

5,000

8,000
12,000
10,000
2,000

55

6
35
160

<3%/month

12

2-3

$50,000

40

10,000

15,000
25,000
20,000
5,000

100

15

12
70
200+

<2%/month

20

45

Prepared March 14, 2026. Based on consolidated market research from 10 research files, 9 parallel intelligence
streams, 6,152 lines of raw data, and strategic analysis from multiple sources. All market data is
source-attributed. Competitor data reflects best available information as of March 2026.

WEBSPOT S.A.L. — STRATEGIC
PLAYBOOK 2026-2027 (PART 2)
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Product, Sales, Operations, Financial
Projections & Execution Plan

Prepared for: Dr. Jonah Tebaa, CEO, Webspot S.A.L. Date: March 14, 2026 Classification: Confidential —
Internal Strategy Document Companion to: Part 1 (Market Position, Competitive Strategy, Marketing) Sources:
FINAL_CONSOLIDATED_REPORT.md, 12_Manus_Strategy_Document.md,
13_OC_Marketing_Growth_Strategy.md

PART 4: PRODUCT & SERVICES

4.1 Current Service Portfolio Assessment

Service Audit Matrix

Service Current Market Competitive Margin Verdict Priority Action
Revenue Demand Moat

Contribution
(Est.)

Custom Al Agent 45% HIGH — no STRONG — Cre  55-65% KEEP & SCALE Productize top 5

Development Lebanese wAl/LangChain/ agent templates;
competitor offers  AutoGen move from
100+ agent expertise, 5 custom to
deployments pre-built configurable

products

Al Audit / Assessment 10% HIGH — LEAP MEDIUM — 70-80% ENHANCE & Standardize
creating AlKit also offers EXPAND audit
compliance audits; Webspot methodology
demand; has 1ISO 42001 into a branded
upcoming Al edge "Webspot Al
licensing Readiness
framework Score"; create a

downloadable
self-assessment
as lead magnet
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Service

Al Strategy Consulting

On-Premises LLM
Deployment

Chatbot /
Conversational Al

Web/App Development

Digital Marketing
Services

Current
Revenue

Contribution

(Est.)

15%

10%

12%

5%

3%

Market
Demand

MEDIUM-HIGH
— enterprises
need Al
roadmaps before
buying solutions

HIGH in GCC —
banking,
government,
defense require
data sovereignty

MEDIUM —
commoditizing
rapidly; Weezli,
Fig, TEDMOB
(ALFIE) all
compete

LOW relevance
to Al positioning

LOW relevance
to positioning

Competitive
Moat

MEDIUM —
MindMatter (30+
staff) and
Roland Berger
compete here

STRONG — no
other Lebanese
company
advertises this
capability

LOW —

chatbots are
table stakes in
2026

NONE —
Eurisko (200
staff), TEDMOB
(50+ staff),
Nascode all
dominate

NONE —
Nascode (122K
FB), Creatives,
Hovi, FatCow all
own this

Portfolio Rebalancing Target (12-Month)

Category

Current Mix

Target Mix (Mar 2027)

60-70%

50-60%

40-50%

30-40%

35-45%

Verdict

KEEP —
REPOSITION

KEEP &
INVEST

SUNSET as
standalone

DROP

DROP

Priority Action

Package as "Al
Transformation
Blueprint" —
standardized
4-week
engagement, not
open-ended
consulting

Build "Sovereign
Al" product line;
develop
reference
architecture for
banking and
government

Fold chatbot
capability into
broader agent
offerings; stop
selling chatbots
as a standalone
product

Refer web/app

work to partner
agencies; focus
100% on Al

Only offer
Al-powered
marketing
automation as
part of agent
deployments,
not standalone
digital marketing

Custom Al Agent Developm

ent

Productized Al Solutions (SaaS)

Al Audit & Compliance
On-Premises / Sovereign Al
Al Training Programs

Al Strategy Consulting
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45%

0%

10%

10%

0%

15%

35%

20%

15%

15%

10%

5%

-10% (shift to productized)

+20% (new)

+5%

+5%

+10% (new)

-10% (fold into audit)
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Category

Legacy (chatbots, web,
marketing)

Current Mix

20%

Action Items — Section 4.1:

Target Mix (Mar 2027)

0%

Change

-20% (drop/fold)

1. Formally discontinue standalone web development, digital marketing, and chatbot services by June

2026

2. Notify existing web/marketing clients and provide 90-day transition with referral to partner agencies

3. Rebrand all chatbot work under "Conversational Al Agents" — part of the agent product line, not

separate

4. Create a formal partnership referral agreement with 2-3 web agencies (Nascode, Incoding, or NavyBits)

for reciprocal referrals

5. Update website, Clutch profile, and all marketing materials to reflect pure Al positioning by April 30,

2026

4.2 Al Agent Product Roadmap 2026-2027

Vision Statement

Transform Webspot from a custom Al services company into a product-led Al platform company with

recurring revenue, while maintaining high-value custom engagements for enterprise clients.

Quarterly Roadmap

WHES I

Description

Deliverable

Dependencies

M1: Agent Template Library

M2: Al Readiness Score

M3: Agent OS v0.1 (Internal)

M4: Sovereign Al Reference

Architecture

Prepared by Webspot | Confidential

Convert top 5
most-deployed agent
configurations into
reusable templates

Branded assessment
framework (quantitative,
0-100 scale)

Internal dashboard for
monitoring deployed
agents: uptime, token
usage, task completion
rate

Document on-prem LLM
deployment blueprint for
banking/government

5 configurable agent
templates with
documentation

Webspot Al Readiness
Score tool + PDF report
generator

Working internal
dashboard (React +
FastAPI)

Technical whitepaper +
architecture diagrams

CTO / Lead Al Engineer

Al Strategy Lead

Full-Stack Dev

CTO

Audit of past 100+
deployments to identify
patterns

Benchmark data from
20+ past audits

Agent telemetry

integration

Vendor relationships
with NVIDIA, Dell, HPE
for hardware specs
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Milestone Description Deliverable Owner Dependencies

M5: Compliance Documentation ISO 42001 + GDPR Compliance starter kit Compliance/Legal Legal review
Pack compliance for every new
documentation engagement

templates for client
deployments

Q2 KPIs:

5 agent templates documented and tested

* Al Readiness Score piloted with 3 existing clients

* Agent OS v0.1 deployed internally

« 1 whitepaper published ("Sovereign Al for Lebanese Banking")

Milestone Description Deliverable Owner Dependencies
M6: Agent OS v1.0 Client dashboard: agent  SaaS dashboard Product Lead + Dev Q2 internal version
(Client-Facing) performance monitoring, accessible to paying Team stable

token usage, ROI clients

tracking, alert

configuration
M7: Banking Compliance Agent Pre-configured agent Deployable bundle with Al Lead + Banking Partnership with 1-2
Bundle swarm for Lebanese 3 specialized agents Domain Expert banks for beta

banking: KYC

automation, transaction
monitoring, regulatory

reporting
M8: Real Estate Agent Bundle Property listing Al, Deployable bundle with Al Lead + GCC GCC market research
(GCC) tenant screening, market 4 specialized agents Business Dev complete

analysis, automated
contract drafting

M9: Arabic NLP Module v1.0 Levantine and MSA Pluggable Arabic NLP NLP Specialist Arabic training data
Arabic language module collection (Q2)
processing for all
agents: sentiment
analysis, entity
extraction, text

generation
M10: API Marketplace (Internal) Internal API catalog of API documentation + Backend Dev All agent templates
all agent capabilities for ~ Postman collection documented

rapid assembly

Q3 KPIs:

* Agent OS v1.0 with 5+ paying clients

« 2 vertical bundles launched (Banking, Real Estate)
 Arabic NLP module integrated into 3+ agent templates
* First SaaS MRR from Agent OS ($5,000+ target)
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Milestone

Description

Deliverable

Dependencies

M11: Healthcare Agent Bundle

M12: Government Services
Bundle

M13: Webspot Academy v1.0

M14: Agent OS v2.0

M15: Partner Portal

Q4 KPlIs:

Patient intake Al,
appointment scheduling,
medical records
summarization,
Arabic-English medical
NLP

Citizen inquiry Al,
document processing,
Arabic form automation,
compliance reporting

Online training platform:
self-paced courses,
certification exams,
enterprise cohorts

Multi-agent
orchestration view, cost
optimization
recommendations,
automated scaling,
white-label option

White-label
configuration, partner
onboarding, revenue
sharing dashboard

Deployable healthcare
bundle

Deployable government
bundle

LMS with 3 initial
courses

Enhanced SaaS
dashboard

Partner-facing portal

Al Lead + Healthcare
Advisor

Al Lead + Government
BD

Training Lead

Product Lead

Business Dev + Dev
Team

« 4 vertical bundles total (Banking, Real Estate, Healthcare, Government)

« Agent OS at 15+ paying clients

* Training platform launched with 50+ enrolled students

* First white-label partner operational
» SaaS MRR at $15,000+

Milestone

Description

Deliverable

HIPAA/local compliance
review

MITAI relationship
established

Course content
development (Q3)

v1.0 client feedback
collected

3+ signed partner
agreements

Dependencies

M16: Sovereign LLM Appliance
v1.0

M17: Agent Marketplace

M18: Enterprise SSO & Audit
Logging
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Turnkey
hardware+software
package: pre-configured
server with on-prem
LLM, Agent OS, and
compliance tooling

Clients and partners can
browse, purchase, and
deploy pre-built agents

SAML/OIDC, full audit
trail, role-based access
— required for
enterprise and
government

Shippable product
(hardware partner +
Webspot software)

Marketplace within
Agent OS

Security features in
Agent OS

CTO + Hardware
Partner

Product Lead + Dev
Team

Security Engineer

NVIDIA/Dell partnership
finalized

20+ agent templates
available

Enterprise client
requirements gathered
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Milestone Description Deliverable Owner Dependencies

M19: Webspot Academy v2.0 Corporate training Enhanced LMS with Training Lead University MOUSs signed
packages, certification B2B features
program, university
partnership integration

M20: KSA Office Operations Fully operational Riyadh  Physical presence + first GCC BD Lead Company registration,
office, local Saudi team, contract Saudization compliance
first KSA client
engagement

Q1 2027 KPIs:

« First Sovereign LLM Appliance sold (target: $150,000+ deal)
» Agent Marketplace with 25+ listed agents

» SaaS MRR at $30,000+

* 3+ enterprise SSO integrations

» KSA office generating revenue

Milestone Description Deliverable Owner Dependencies

M21: Industry-Specific LLM Fine-tuned models for 3 domain-specific Al Research Lead Training data

Fine-Tuning banking, legal, models available for partnerships with clients
healthcare on-prem deployment

(Arabic+English)

M22: Agent OS v3.0 Multi-tenant Enterprise-grade Product Lead v2.0 stable, 30+ clients
architecture, platform
usage-based billing,
advanced analytics,
Al-powered optimization
suggestions

M23: Webspot Certified Al Formal certification for Partner certification BD Lead + Training 5+ active partners
Partner Program implementation program Lead

partners; training +

exam + badge

M24: Annual Al Impact Report "State of Al in Lebanon Published report (digital ~ Marketing + Al Strategy = Data collection
& GCC 2026" — thought  + print) throughout 2026
leadership publication

Q2 2027 KPlIs:

» SaaS MRR at $50,000+

* 40% of revenue from recurring sources

* 5+ certified partners

Al Impact Report downloaded 1,000+ times

» Market recognized as #1 Al Agent company in Lebanon + emerging GCC player

Roadmap Visualization (Summary)
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Quarter Theme

Q2 2026 Foundation
Q3 2026 Product
Q4 2026 Scale

Q1 2027 Accelerate
Q2 2027 Dominate

Action ltems — Section 4.2:

Key Deliverables

5 agent templates, Al Readiness
Score, Agent OS internal,
Sovereign Al whitepaper

Agent OS v1.0 (client), Banking +
Real Estate bundles, Arabic NLP

Healthcare + Government
bundles, Training platform,
Partner portal

Sovereign LLM appliance, Agent
Marketplace, KSA office

Fine-tuned models, Enterprise
platform, Partner program

1. Appoint a Product Lead (hire or promote) by April 15, 2026

Revenue Impact

Efficiency gains on delivery

First SaaS revenue

Saas + Training revenue

Hardware + international revenue

Recurring revenue at 40%

2. Conduct an internal audit of all 100+ past agent deployments to identify the top 5 reusable patterns by

April 30, 2026

3. Begin Agent OS development sprint April 1, 2026 (internal version target: June 30)

4. Initiate hardware vendor conversations (NVIDIA, Dell, HPE) for Sovereign Al appliance by May 2026
5. Reserve budget for Arabic NLP training data acquisition ($5,000-$10,000)

4.3 New Revenue Streams

4.3.1 Al Training Programs

 Lebanon has ~800 Al engineers (2025) with a government target of 5,000 by 2030 — a 6.25x growth
requirement [Source: FINAL_CONSOLIDATED_REPORT]

* Oracle partnership training 50,000 in cloud/Al/ML creates awareness but not implementation skills

[Source: FINAL_CONSOLIDATED_REPORT]

« ZAKA dominates education (12,500+ trained, $480/bootcamp) but focuses on foundational skills, not
enterprise implementation [Source: FINAL_CONSOLIDATED_REPORT]

 SE Factory offers Al bootcamp ($100) with 90% job placement — but limited to coding, not Al strategy

[Source: FINAL_CONSOLIDATED_REPORT]

» Gap: No one teaches enterprise Al agent implementation, on-prem LLM deployment, or Al compliance —

this is Webspot's opening
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Program

Al Agent Masterclass

Executive Al Strategy

Workshop

On-Prem LLM
Deployment
Certification

Al Compliance &
Governance (ISO

42001)

Corporate Al Bootcamp

(Custom)

University Al Lab

Partnership

Target
Audience

Mid-level
developers,
technical PMs

C-suite, VPs,
directors

DevOps,
infrastructure
engineers

Compliance
officers, legal,
risk managers

Enterprise teams
(5-30 people)

Final-year
CS/engineering
students

Duration

8 weeks

2 days

4 weeks

3 days

1-4 weeks

Semester-long

Format

Online, live +
recorded

In-person
(Beirut/Dubai)

Online + 1-day
hands-on lab

In-person or
hybrid

On-site at client
location

University
campus +
Webspot office

Price Point

$800/person

$2,500/person

$1,200/person

$1,800/person

$15,000-$50,000
/engagement

Revenue-sharin
g with university

Class Size

25/cohort, 6
cohorts/year

15/workshop, 8
workshops/year
20/cohort, 4

cohorts/year

20/workshop, 6
workshops/year

Custom

30/semester

Annual
Revenue
Potential

$120,000

$300,000

$96,000

$216,000

$300,000 (est.
10
engagements)

$50,000 (+ talent
pipeline value)

Total Training Revenue Potential (Year 1): $1,082,000

Week Topic Hands-On Project
1 Foundations: LLMs, Embeddings, Vector Set up local LLM + vector store
Databases
2 Agent Architecture: ReAct, Tool Use, Memory  Build a single-agent system with tool calling
3 Multi-Agent Orchestration: CrewAl, Deploy a 3-agent crew for a business task
LangGraph
4 Arabic NLP & Multilingual Agents Add Arabic language support to agents
5 Enterprise Integration: APIs, Databases, Connect agents to a mock ERP/CRM
ERPs
6 On-Premises Deployment & Security Deploy agents on local infrastructure
7 Monitoring, Optimization & Agent OS Use Agent OS to monitor deployed agents
8 Capstone Project: End-to-End Agent System  Team project: build, deploy, present
Provider Program Price Duration Webspot Advantage
ZAKA Al Bootcamp $480 4 weeks Webspot goes deeper

into enterprise
implementation, not just
fundamentals
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Provider

ZAKA

SE Factory

Eurisko Academy

AIKit/Brain

Program

Agentic Al Bootcamp

Al Engineering

Al Coding

Al Governance

4.3.2 SaaS Products

Product

Description

Price

$480

$100

TBD (new)

Unknown

Target Customer

Duration Webspot Advantage

8 weeks Webspot teaches on
Webspot's own
production stack
(CrewAl, LangGraph)
with real client case
studies

Intensive Webspot targets
mid-career
professionals, not
entry-level; higher

perceived value

TBD Webspot has 100+
production agent
deployments as
teaching material —
Eurisko does not

Unknown Webspot offers ISO
42001 compliance with
actual implementation

experience

Pricing Tiers MRR Target (12-mo)

Agent OS

Al Readiness Score
(Self-Service)

Arabic Al Toolkit
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Dashboard for
monitoring, managing,
and optimizing deployed
Al agents. Token usage
tracking, ROl metrics,
alert configuration,
performance analytics

Online assessment tool:
50-question survey
generates a scored
report with
recommendations. Free
tier drives leads; paid
tier provides detailed
roadmap

APIl-as-a-service: Arabic
NLP (Levantine + MSA),
sentiment analysis,
named entity
recognition, text
classification,
summarization

Webspot's own clients
initially; then any
enterprise using Al
agents

SMBs and enterprises
exploring Al adoption

Developers, agencies,
enterprises needing
Arabic Al

Starter: $199/mo (5 $15,000
agents, 1 user) /

Business: $499/mo (20

agents, 5 users) /

Enterprise: $999/mo

(unlimited, SSO, audit

log)

Free (basic score) / Pro:  $5,000
$299 one-time (detailed

report) / Enterprise:

$2,500

(consultant-reviewed)

Developer: $49/mo (10K  $8,000
API calls) / Business:

$199/mo (100K calls) /

Enterprise: $499/mo (1M

calls)
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Product Description

Target Customer

Pricing Tiers

MRR Target (12-mo)

Compliance Copilot Al agent that monitors
deployments for ISO
42001, GDPR, and
emerging Lebanese Al
regulation compliance.
Generates audit reports

automatically

Regulated industries:
banking, healthcare,
government

$299/mo per

Total SaaS MRR Target (Month 12): $34,000 ($408,000 ARR)

4.3.3 White-Label Solutions

$6,000

deployment monitored

License Webspot's agent technology to agencies and IT companies who want to offer Al solutions under their

own brand.

Package Includes

White-Label Agent Builder Agent OS + 10
templates + partner
branding +
documentation

White-Label Sovereign Al On-prem LLM stack +
Agent OS + compliance
toolkit, all

partner-branded

Course content + LMS
access + Webspot
certification +
co-branded certificates

White-Label Training

Target Partner

Digital agencies
(Lebanon, GCC)

IT system integrators,
consulting firms

Training companies,
universities

Price

$5,000/mo +

$2,000/mo + $500 per
deployed agent

Revenue Model

Recurring + usage

Recurring + project

implementation fee

($25,000-$50,000)

share (70/30)

$1,500/mo + revenue

Recurring + rev share

Target: 5 white-label partners by Q1 2027, generating $15,000-$25,000/mo in partner revenue.

Partner Type Examples

Nascode, Creatives, Hovi,
FatCow

Lebanese digital agencies

GCC IT integrators Regional Sls, boutique

consultancies

Consulting firms Roland Berger MENA, PwC

MENA, boutique strategy firms

Training institutions Universities (AUB, LAU, USJ),

corporate training firms

4.3.4 Government Contracts
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Why They Need White-Label

Clients asking for Al but agency
lacks capability

Need Al capability without hiring
ML engineers

Can advise on Al strategy but
cannot implement

Need practical Al curriculum with
real tools

Webspot's Value

Agent templates + deployment
support

Full stack: agents + on-prem +
compliance

Implementation engine behind
their strategy

Battle-tested course content +
Agent OS access
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The Lebanese government's LEAP initiative allocates $30-50M over 2 years for Al investment [Source:
FINAL_CONSOLIDATED_REPORT]. Key priority sectors align directly with Webspot's capabilities.

LEAP Priority

Webspot Solution

Estimated Contract
Size

Probability

Approach

Government services
digitization (80% online by
2030)

National Digital ID

Healthcare Al

Education Al

Al talent development (5,000

engineers by 2030)

Reconstruction cost estimation

(geospatial imaging)

Citizen service Al
agents: inquiry handling,
document processing,
Arabic form automation

Identity verification Al,
fraud detection agents

Patient intake agents,
medical records Al,
appointment automation

University admin
automation, student
advising agents,
research assistance

Webspot Academy as
official training partner

Al-powered damage
assessment and cost
estimation agents

$200,000-$500,000 per
ministry

$100,000-$300,000
(subcontract)

$150,000-$400,000 per
hospital system

$100,000-$250,000 per
institution

$500,000-$1,000,000
(multi-year)

$300,000-$700,000

HIGH

MEDIUM

HIGH

MEDIUM

MEDIUM-HIGH

LOW (specialized)

Total addressable LEAP opportunity for Webspot: $1.35M-$3.15M over 2 years

Step

Prepared by Webspot | Confidential

Timeline

April 2026

April-May 2026

May 2026

June 2026

July 2026

Aug-Sep 2026

Action

Owner

Map all LEAP RFPs and
procurement timelines; register
as approved government vendor

Develop 3 pre-written proposal
templates (citizen services,
healthcare, training)

Request meeting with MITAI (Dr.
Kamal Shehadi's office) through

existing network

Offer free Al Readiness Score

assessment for 2 government

ministries

Submit formal proposals for
Q3/Q4 2026 LEAP procurement

cycle

Deliver pilot project
(discounted/pro-bono) to build
government case study

BD Lead

BD Lead

Pilot with 1 ministry
(propose to MITAI
directly)

Partner with
Sofrecom/Orange (they
have the master
contract)

Target Ministry of Public
Health; leverage
MedGuard gap (IIS only
competitor)

Start with university
partnerships already
being established

Propose to MITAI as
complement to Oracle's
cloud training

Partner with geospatial
firms; provide Al layer

BD Lead + Technical Writer

Dr. Jonah Tebaa

Al Strategy Lead

Project Team
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Step Timeline Action Owner

7 Oct 2026 Publish government case study; Marketing
use for LTAI Summit 2026
presentation

8 Nov-Dec 2026 Bid on 2027 LEAP contracts with  BD Lead

proven government track record

Action Iltems — Section 4.3:

1. Hire Training Program Lead by May 2026 to develop Webspot Academy curriculum

. Begin Agent OS SaaS development in Q2 2026 (allocate 2 developers)

. Identify and approach 3 potential white-label partners by June 2026

. Register Webspot as approved government vendor by April 30, 2026

. Draft 3 LEAP proposal templates by May 31, 2026

. Build Arabic NLP training dataset (Levantine + MSA) — budget $10,000 for data acquisition

o O~ WD

4.4 Technology Differentiation

On-Premises LLM Roadmap

Phase Timeline Capability

Now Manual on-prem
LLM deployment for
individual clients

Phase 1: Current

Phase 2: Standardized Webspot Sovereign
Al Reference
Architecture —
repeatable
deployment

playbook

Q32026

Phase 3: Appliance Q1 2027 Turnkey "Webspot
Sovereign Box" —
pre-configured
hardware +

software

Phase 4: Edge Q3 2027 Lightweight
on-device agents
for retail, hospitality,

field operations

Arabic NLP Differentiation

Current State in Lebanon

Capability

Hardware

Client-provided
servers

Dell PowerEdge /
HPE ProLiant +
NVIDIA A100/H100

Custom-configured
server
(partner-sourced) +
Webspot software
stack

NVIDIA Jetson,
Raspberry Pi 5,
edge servers

Webspot Target

Models

Llama 3, Mistral,
Qwen
(open-source)

Llama 3.1, Mistral
Large, Command
R+

Domain fine-tuned
models (banking,
legal, healthcare)

Small models
(7B-13B quantized)

Use Case

Banking, legal —
basic data
sovereignty

Banking
compliance,
government
services

Enterprise
data-sovereign Al

Retail kiosks,
hospital check-in,
field inspections

Competitive Advantage

Levantine Arabic understanding No competitor offers this at

production scale

Prepared by Webspot | Confidential

Production-grade Levantine
Arabic NLP by Q3 2026

Only company supporting

Lebanese dialect in Al agents
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Capability

Current State in Lebanon

Webspot Target

Competitive Advantage

MSA (Modern Standard Arabic)
processing

Arabic-English code-switching

Arabic document understanding

Arabic voice/speech

Compliance Stack

Standard/Regulation

IIS E-Solutions has basic Arabic
NLP; ZAKA teaches it

Not offered by any competitor

Basic OCR only

Not offered locally

Status

Full MSA + Levantine pipeline by
Q4 2026

Handle mixed Arabic-English
input (common in Lebanese
business)

Arabic document Al: contracts,
invoices, government forms

Integration with Whisper Arabic
for voice-to-agent interface

Webspot Action

Dual-dialect support unique in
Lebanon

Matches real-world Lebanese
communication patterns

Critical for government and
banking verticals

Voice-first Al for Arabic-speaking
users

Competitive Position

ISO/IEC 42001 (Al
Management)

GDPR

Emerging Lebanese Al
Regulation

SDAIA (Saudi)

UAE Al Ethics Framework

HIPAA (Healthcare)

Webspot already compliant

Webspot already compliant

Draft law approved March 2026

for permanent Al Ministry

Not yet pursued

Not yet pursued

Not yet pursued

Action Items — Section 4.4:

Maintain and publicize; offer as
service to clients

Maintain; critical for EU-linked
clients and data

Monitor closely; position as
first-mover compliance advisor

Begin SDAIA registration for KSA
market entry in Q3 2026

Study and align by Q4 2026 for
UAE market entry

Develop HIPAA-adjacent
compliance for healthcare
bundles by Q4 2026

Only Lebanese Al company with
this — major differentiator

Standard for international work

First to market with compliance
consulting when law passes

Required for KSA government
contracts

Required for UAE government
and semi-government work

Opens healthcare vertical in GCC
+ international

1. Engage NVIDIA partner program by April 2026 for hardware partnership on Sovereign Al appliance
2. Allocate $10,000 budget for Arabic NLP training data (Levantine dialect corpus)

3. Hire or contract an Arabic NLP specialist by Q3 2026
4. Begin SDAIA registration process for KSA by July 2026
5. Commission legal review of emerging Lebanese Al regulation and implications for Webspot by May

2026

4.5 Productization Plan

From Custom to Scalable: The Productization Ladder
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Description

Example

Revenue per
Unit

Scalability

Current

L1: Pure Custom Every "Build us an Al $15,000-$50,000 1:1 70% of revenue  25%
engagement system"” (scope (project) (engineer:client)
built from TBD)
scratch
L2: Configured Custom Standard Banking $10,000-$30,000 1:3 (engineer:cli  20% of revenue  30%
templates Compliance (project) + ents)
customized per Bundle $2,000/mo
client configured for
Bank X
L3: Self-Service SaaS Client deploys Agent OS $199-$999/mo 1:50+ (engineer: 0% 25%
and manages subscription; Al (subscription) clients)
via dashboard Readiness
Score tool
L4: Marketplace Third parties Partner-built 30% commission  l:unlimited 0% 10%
build and sellon  agents sold on sales
Webspot through
platform Webspot
marketplace
L5: Platform/API Other Arabic Al Toolkit Usage-based L:unlimited 0% 10%
companies build  API; White-label  pricing
their products on  Agent OS
Webspot
infrastructure
Productization Execution Plan
Month Action Owner Deliverable
Apr 2026 Audit 100+ past deployments: CTO Pattern analysis document
identify top 5 reusable patterns
May 2026 Define template architecture: CTO + Product Lead Template specification
what's configurable vs. custom
Jun 2026 Build Template 1 (most common  Dev Team First configurable template
pattern) with configuration Ul
Jul 2026 Build Templates 2-5; launch Dev Team 5 templates + internal dashboard
Agent OS internal
Aug 2026 Beta-test Agent OS with 3 Product Lead Client feedback + iteration
existing clients
Sep 2026 Launch Agent OS v1.0 publicly; Product Lead + Finance Public product + Stripe integration
begin Saas billing
Oct 2026 Launch Al Readiness Score Marketing + Dev Lead generation tool + paid tier
self-service tool
Nov 2026 Launch Arabic Al Toolkit API NLP Lead Developer documentation + API
(beta) keys
Dec 2026 Launch Partner Portal for BD + Dev Partner onboarding + branding
white-label tools
Jan 2027 Launch Agent Marketplace Product Lead 15+ agents listed

(internal agents first)
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Month Action Owner Deliverable

Feb 2027 Open Marketplace to external Product Lead Developer SDK + docs
developers

Mar 2027 Launch Sovereign LLM Appliance CTO + Hardware Partner Shippable product with pricing
product

Action ltems — Section 4.5:

1. Appoint Product Lead as full-time role by April 15, 2026

2. Complete deployment pattern audit by April 30, 2026

3. Set up Stripe/payment infrastructure for SaaS billing by August 2026
4. Develop API documentation standards for all products by July 2026
5. Create developer SDK for Marketplace by January 2027

PART 5: SALES & BUSINESS
DEVELOPMENT

5.1 Target Customer Profiles (ICP)

Lebanon ICP
Segment Company Annual Al Budget Decision Pain Point Webspot Deal Size
Size Revenue Maker Solution
Banking & Finance 200-2,000 $10M-$500M  $50K-$500K CTO, Chief Regulatory Banking $50,000-$200,
employees Digital Officer, compliance Compliance 000
Head of burden, Agent Bundle
Innovation manual KYC, + On-Prem
fraud LLM
detection
Insurance 100-500 $5M-$100M $25K-$200K CTO, COO Claims Claims Al $30,000-$100,
employees processing Agent + 000
backlog, Customer
customer Service
service Bundle
overload
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Segment

Company
Size

Annual
Revenue

Al Budget

Decision
Maker

Pain Point

Webspot
Solution

Deal Size

Healthcare 100-1,000 $5M-$50M $25K-$150K ClO, Medical Patient intake  Healthcare $40,000-$150,
(Hospitals) employees Director bottlenecks, Agent Bundle 000
record
management,
Arabic docum
entation
Government 500-5,000 Government $100K-$1M Minister's tech  Citizen service Government $100,000-$50
Ministries employees budget (LEAP) advisor, IT digitization, Services 0,000
Director document Bundle +
processing Training
Universities 1,000-10,000 ( $10M-$100M  $15K-$100K Dean of Engin  Curriculum mo  Training $25,000-$100,
students+staff eering/CS, dernization, Partnership + 000
) Clo admin Admin Agents
automation
Retail/E-commerce 20-200 $1M-$20M $10K-$50K CEO, Head of  Customer Marketing + $15,000-$50,0
employees Marketing engagement,  Inventory 00
inventory Agents
optimization
Real Estate 10-100 $2M-$50M $10K-$50K CEO, Head of Lead Real Estate $20,000-$60,0
employees Sales qualification, Agent Bundle 00
property
matching,
contract
automation
GCC ICPs (by Country)
Segment Target Decision Maker Deal Size Entry Strategy

$75,000-$300,000 Partner with Dubai
Future Foundation;

attend GITEX

Banks, fintechs, wealth
management

Financial Services (DIFC) CTO, Chief Al Officer

Real Estate Emaar, DAMAC, Head of Innovation $50,000-$150,000 Real Estate Agent
boutique developers Bundle demo at
Cityscape
Government (Smart Dubai) Semi-government IT Director $100,000-$500,000 Align with UAE Al
entities, free zones Strategy 2031; seek
Dubai Al Campus
partnerships
Media & Entertainment MBC, Rotana, streaming CTO $50,000-$200,000 Arabic content Al demos

platforms

Prepared by Webspot | Confidential Page 70



Segment Target

Government (Vision 2030) SDAIA, NEOM, MOH,

MOE

Banking (SAMA-regulated) SNB, Al Rajhi, Riyad

Bank

Healthcare MOH hospitals, private
hospital groups

Oil & Gas Saudi Aramco (IKTVA),
SABIC

Segment Target

Government (Qatar National
Vision 2030)

MCIT, Qatar Foundation

Financial Services (QFC) QNB, Commercial Bank,

QFC entities

Media & Sports belN Media, Qatar

Tourism

Country

Primary Segment

Decision Maker

Project Director, CTO

Chief Digital Officer

CIlO, Medical Director

Head of Digital
Transformation

Decision Maker

IT Director

CTO

Head of Innovation

Entry Strategy

Deal Size Entry Strategy

$150,000-$1,000,000 Register with SDAIA,
attend LEAP
conference; Saudization
compliance

$100,000-$400,000 On-prem LLM +
compliance positioning;
SAMA regulatory

alignment

$75,000-$300,000 Healthcare Agent
Bundle + Arabic medical

NLP

$200,000-$500,000 Partner with local SI;
focus on document
processing + analytics

agents

Deal Size Entry Strategy

Partner with inmind.ai
(they have Qatar
presence) or go direct

$100,000-$400,000

$75,000-$250,000 On-prem compliance

positioning

$50,000-$200,000 Arabic content Al;
post-World Cup digital

transformation

Deal Size Range

Kuwait Banking (NBK, KFH),
Government (CAIT)

Bahrain Fintech (CBB sandbox), Banking

Oman Government (Omantel, ITA), Oil

& Gas

Action ltems — Section 5.1:

Remote sales from Riyadh office;

$50,000-$200,000

attend Kuwait Tech Conference

Position as BHR EDB-friendly Al

$40,000-$150,000

company; Bahrain FinTech Bay

membership

Partner with local firms; leverage

$50,000-$200,000

Oman's ICT strategy

1. Build detailed prospect lists for Lebanon (25 accounts) and KSA (25 accounts) by April 30, 2026
2. Create ICP-specific pitch decks (Banking, Healthcare, Government) by May 15, 2026

3. Research SDAIA vendor registration requirements and begin application by June 2026
4. ldentify top 10 UAE prospects for Phase 2 entry (Q4 2026)
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5.2 Sales Process

Pipeline Stages

Activity

Average Duration

Conversion Rate

(Target)

SO Lead Generation Inbound (website,
content, referral) or
outbound (Linkedin,

email, events)

S1 Initial Contact Discovery call /
email. Qualify:
budget, authority,
need, timeline

(BANT)

Deliver Al
Readiness Score
(free for qualified
prospects). Identify
opportunities

S2 Al Readiness
Assessment

S3 Solution Design Propose specific
solution: agent
bundle, custom
build, or hybrid. ROI

projection

sS4 Proposal &
Negotiation

Formal proposal,
pricing, contract
terms, legal review

S5) Pilot/POC 4-6 week paid pilot
($5,000-$15,000) to

demonstrate value

S6 Close Contract signed,

onboarding begins

S7 Expand Upsell additional
agents, bundles,
training, managed

services

Conversion Metrics (Targets)

Metric Target
Lead-to-SQL (Sales Qualified Lead) 25%
conversion

SQL-to-Opportunity conversion 60%
Opportunity-to-Proposal conversion 50%
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Ongoing

1-2 weeks

1-2 weeks

2-4 weeks

2-4 weeks

4-6 weeks

1-2 weeks

Ongoing (quarterly
reviews)

N/A

40% of leads — S2

60% of S2 - S3

50% of S3 - S4

60% of S4 — S5

75% of S5 - S6

90% of S6 - Won

40% expand within
12 months

Measurement

LinkedIn Sales
Navigator, HubSpot
(or Pipedrive),
website analytics

Calendly, Zoom,
CRM

Al Readiness Score
tool, assessment
templates

Proposal templates,
pricing calculator,
case studies

Proposal software,
contract templates

Project
management
(Linear/Jira), Agent
(O]

DocusSign, CRM,
onboarding
checklist

Agent OS analytics,
QBR templates

Leads that pass BANT qualification

Leads that receive Al Readiness Assessment
and agree to proceed

Opportunities that receive a formal proposal
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Metric Target
Proposal-to-Pilot conversion 60%
Pilot-to-Close conversion 75%

Overall Lead-to-Close ~5.6%
Average Sales Cycle 10-16 weeks
Average Deal Size (Lebanon) $35,000
Average Deal Size (GCC) $120,000

Customer Lifetime Value (CLTV) $150,000 (3-year)

Customer Acquisition Cost (CAC) <$5,000

CAC:CLTV Ratio 1:30+

Sales Tech Stack

Tool Purpose

HubSpot CRM (Free tier -
Starter)

Pipeline management, contact
tracking, email sequences

LinkedIn Sales Navigator Prospect research, lead lists,

InMail

Calendly Meeting scheduling with
prospects

Loom Asynchronous video proposals
and demos

PandaDoc or Proposify Proposal creation and

e-signatures

Webspot Al Readiness Score Own tool as sales weapon:
qualify and educate prospects

simultaneously

Action Items — Section 5.2:

Cost (Est.)

$0-$50/mo

$100/mo per seat

$12/mo per seat

$15/mo per seat

$35-$65/mo

Internal build

1. Set up HubSpot CRM (free tier) by April 15, 2026
2. Purchase LinkedIn Sales Navigator (2 seats) by April 15, 2026
3. Create sales playbook document with scripts for each pipeline stage by May 2026

Measurement

Proposals accepted (pilot stage)

Pilots that convert to full contracts
End-to-end conversion

From first contact to contract signed
Blended across all segments

Blended across all segments

Including expansions and recurring services
Marketing + sales cost per won deal

Healthy for services + SaaS hybrid

Priority

PO — Implement immediately

PO — Implement immediately

PO — Already standard

P1— Q2 2026

P1— Q3 2026

PO — Build Q2-Q3 2026

4. Build proposal templates for top 3 ICPs (Banking, Healthcare, Government) by May 2026

5. Define sales compensation plan (base + commission structure) by April 2026

5.3 Partnership Strategy

Strategic Partners — Specific Targets
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University

AUB — School of
Computing & Data
Sciences

LAU — Al Center of
Excellence (AICoE)

USJ/ESIB — Master in Al

Lebanese University —
Master in Advanced Al

Organization

Berytech ($51M Fund II)

Flat6Labs Beirut

Speed@BDD ($30K for 10%

equity)

Beirut Digital District (BDD)

Company

Contact/Departm
ent

Dr. Fadi Zaraket
(ML, Data Science);
Dr. Hazem Hajj
(ML, Data Mining)
— launching Sept
2026

Dr. Wassim El-Hajj
(Director, AICOE)

Department head
(via existing ZAKA
partnership context)

Faculty lead (Oracle
training partnership)

Contact

General Manager / ICT

KIC Lead

Program Manager

Managing Director

Management

MENA Contact

Partnership
Model

"Webspot Al Lab"
co-branded
research space;
internship pipeline;
guest lectures by
Dr. Tebaa

Joint research
projects; Webspot
Academy courses
offered through
LAU; internship
program

Capstone project
sponsorship; guest
lectures; job fair
participation

Webspot tools used
in curriculum;
internship program

Value to Webspot

Timeline

Status

Talent pipeline (3-5 Q2 2026: Initial To approach
hires/year); meeting; Q3: MOU

research credibility;  signed

student leads for

Academy

Academic Q2 2026: Initial To approach
credibility; access to  meeting; Q3: MOU

MS-level Al talent; signed

co-branded

publications

French-Arabic Q32026 To approach
bilingual talent;

engineering rigor

Access to largest Q32026 To approach

student body in
Lebanon;
government

university
connection

Partnership Model

"Official Al
Implementation Partner"”
— provide Al Audits for
portfolio startups;
co-host Al workshops

Al mentor for cohort
startups; preferred
vendor for Al integration

Technical Al advisor for
accelerator cohorts

Office presence or event
hosting at BDD;
co-brand Al events

Partnership Model

Value to Webspot

Deal flow (startups
needing Al); event
speaking; VC network
access

Early access to funded
startups;
equity-for-services
opportunities

Access to 20
startups/year; demo day
networking

Proximity to tech
ecosystem; startup
visibility

Value to Webspot

Cost

$5,000/year sponsorship
+ staff time

Staff time (mentoring)

Staff time

Coworking fees if
applicable

Timeline

Microsoft Azure (MENA)

Naim Yazbeck

(President MEA) — via

MITAI connection
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Azure for Startups / ISV
program; co-marketing;
listed on Azure
Marketplace

Cloud credits; co-sell
with Microsoft sales
team; "Microsoft
Partner" badge

Q2-Q3 2026
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Company MENA Contact Partnership Model

Google Cloud (MENA) Partner team (via

Numbase — TEDMOB's

Google Cloud Partner
program; Vertex Al

partner) integration
NVIDIA NVIDIA Inception Inception membership;
Program GPU credits;
co-marketing for
Sovereign Al

Dell Technologies (MENA) Enterprise sales team Hardware partner for

Sovereign Al appliance

Contact

Organization

Partnership Model

Value to Webspot Timeline
Cloud credits; Google Al
certification;
marketplace listing

Q32026

Hardware discounts;
technical support;
"NVIDIA Partner"
credibility

Q22026

Pre-configured server
bundles; co-sell to
enterprise

Q32026

Value to Webspot Timeline

Dr. Kamal Shehadi's
office; OMSITAI

Preferred Al
implementation vendor;
LEAP project partner;
policy advisory

MITAI (Ministry of State for
Tech & Al)

Beirut Al (Christophe Zoghbi) Christophe Zoghbi
(founder, also ZAKA

CEO)

Co-host events;
Webspot sponsors
meetups; cross-referral
agreement

Subcontractor for Al
implementation (they
advise, Webspot builds)

Roland Berger MENA MENA Al practice

Lebanese Chamber of
Commerce

Technology committee Membership; speaking

at tech-focused events

Action ltems — Section 5.3:

Government contracts;
regulatory influence;
credibility

Q2 2026 — highest
priority

Access to 7,307+ LI
community; event
speaking; talent visibility

Q2 2026

Access to their
enterprise client base;
prestige association

Q32026

B2B connections;
government
procurement visibility

Q22026

1. Schedule meetings with AUB and LAU Al departments by April 30, 2026

2. Apply to NVIDIA Inception Program by April 15, 2026

3. Contact Berytech about "Official Al Partner" arrangement by April 2026

4. Request introduction to MITAI through existing network by April 2026

5. Approach Beirut Al/Christophe Zoghbi about co-hosting an event by May 2026
6. Explore Microsoft for Startups / ISV program application by May 2026

5.4 Government & Public Sector Strategy

MITAI Relationship Building
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Phase

Phase 1: Visibility

Phase 2: Value Delivery

Phase 3: Partnership

Phase 4: Expansion

Timeline

Apr-May 2026

Jun-Aug 2026

Sep-Nov 2026

Q1 2027+

LEAP Tender Strategy

Tender Type

Direct procurement (ministry
buys from vendor)

UNDP/World Bank funded

Public-private partnership

Target Ministries

Ministry

MITAI (OMSITAI)
Ministry of Economy & Trade
Ministry of Public Health

Ministry of Finance

Ministry of Education

Central Bank (BDL)
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Preparation Required | Webspot Advantage

Vendor registration; 1ISO 42001 compliance;
capability only Lebanese company
documentation; past with this

performance record

UN Global Compact Lebanese-owned (local
registration; content advantage); cost
procurement portal advantage vs.
registration international

Government relationship  Can bring both technical

Activity Objective
Attend all MITAI public events; Get on their radar as a serious,
submit letter of capability to compliant Al vendor

OMSITAI; publish whitepaper on
"Al for Lebanese Government

Services"

Offer free Al Readiness Score for Demonstrate competence; build
2 ministries; propose a internal champions

discounted pilot project ($15,000

vs. $50,000 normal)

Present pilot results at LTAI Secure first paid government
Summit 2026; submit formal contract
proposals for 2027 LEAP projects

Leverage first government Become the go-to Al
success story to win additional implementation partner for

ministry contracts

+ private investment capability and private
sector efficiency

Al Opportunity

Al strategy implementation
across government

Trade digitization, business
registration Al

Patient management, epidemic
surveillance

Tax processing, customs Al

University admin, student
services Al

Financial compliance, monitoring

Lebanese government

Key Risk Mitigation
Ministries may prefer Partner with
international firms international firm as
(Roland Berger, subcontractor; or
Deloitte) position as "local

implementation" partner

Complex procurement Start registration

processes; long process immediately;
timelines maintain pipeline of
multiple bids

Regulatory uncertainty Structure deals with

clear deliverable
milestones
Estimated Budget Decision Timeline
$1M-$5M (allocated) Ongoing 2026-2027
$200K-$500K Q3-Q4 2026
$300K-$700K Q4 2026
$500K-$1M 2027
$150K-$300K Q4 2026
$500K-$1M 2027
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Action ltems — Section 5.4:

1. Register as government vendor on all relevant procurement portals by April 30, 2026

2. Publish whitepaper "Al for Lebanese Government Services: A Practical Guide" by May 2026

3. Request meetings with MITAI, Ministry of Economy, and Ministry of Public Health by May 2026
4. Begin UNDP and World Bank procurement portal registration by May 2026

5. Prepare LTAI Summit 2026 sponsorship/speaking proposal by August 2026

5.5 GCC Expansion Playbook

Country-by-Country Strategy

Factor Detail

Market Size $6.4B Al market (2024), projected $21.5B by 2030 (Vision 2030).
Largest GCC Al spender

Regulatory Body SDAIA (Saudi Data & Atrtificial Intelligence Authority). Al Ethics
Principles published. Personal Data Protection Law (PDPL) effective
Sept 2023

Key Programs Vision 2030, NEOM ($500B+), National Strategy for Data & Al, SDAIA

Al certification programs

Saudization Requirement Minimum 30% Saudi nationals for tech sector; increasing annually.
Must have local entity (LLC or branch)

Entry Strategy (1) Register LLC in Riyadh (MISA license). (2) Hire 2-3 Saudi
nationals. (3) Register with SDAIA. (4) Attend LEAP conference (Feb
2027). (5) Target government and banking first

Target Clients SDAIA (direct), Saudi National Bank, Al Rajhi Bank, Ministry of Health,
NEOM, Aramco (IKTVA)

Local Partners Saudi Sls (e.g., EIm, Thigah), management consultancies with MENA
presence

Office Riyadh — King Abdullah Financial District or KAFD Business Park

Setup Cost $50,000-$100,000 (company registration, office, initial Saudi hires,
legal)

Revenue Target (Year 1) $300,000-$500,000

Timeline Q3 2026: Registration begins. Q4 2026: Office operational. Q1 2027:

First contract signed

Factor Detail

Market Size $3.8B Al market (2024). UAE Strategy for Al 2031. Minister of State
for Al (Omar Al Olama)
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Factor

Detail

Regulatory Body

Key Programs

Entry Strategy

Target Clients

Visa/Labor

Setup Cost
Revenue Target (Year 1)

Timeline

Factor

UAE Al Office; ADGM/DIFC for financial regulation; Dubai Digital

Authority

Al Strategy 2031, Dubai Al Campus, Abu Dhabi's Falcon LLM (TII),

Smart Dubai

(1) Register in DIFC or ADGM (Al-friendly free zones). (2) Partner with
Dubai Future Foundation. (3) Attend GITEX (Oct 2026). (4) Target

financial services and real estate

Emirates NBD, ADCB, Emaar Properties, DAMAC, Dubai Health

Authority, Abu Dhabi Digital Authority

Golden Visa available for Al specialists; flexible freelancer visas; no

Emiratization requirement for free zones
$30,000-$75,000 (free zone license, flexi-desk initially, legal)

$200,000-$400,000

Q4 2026: Registration begins. Q1 2027: Initial presence. Q2 2027:

First contract

ET

Market Size

Entry Strategy

Target Clients
Setup Cost
Revenue Target (Year 1)

Timeline

Factor

$1.2B Al market (2024). Qatar National Vision 2030. MCIT Digital

Agenda

Partner with inmind.ai (already in Qatar) or establish independent

presence through QFC free zone

QNB, Qatar Foundation, Hamad Medical Corporation, belN Media

$25,000-$50,000 (QFC license)

$100,000-$200,000

Q1 2027: Initial outreach from UAE/Riyadh office. Q2 2027: First

engagement

Detail

Market Size

Entry Strategy

Target Clients
Setup Cost
Revenue Target (Year 1)

Timeline
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$800M Al market (2024). New Kuwait 2035 Vision. CAIT (Central

Agency for IT)

Remote sales from Riyadh office initially; attend Kuwait Tech Summit;

target banking sector

National Bank of Kuwait, Kuwait Finance House, CAIT, KIPCO
$15,000-$30,000 (representative office)

$75,000-$150,000

Q2 2027: First outreach. Q3 2027: First engagement
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Factor Detail

Market Size $400M Al market (2024). Economic Vision 2030. Central Bank of
Bahrain (CBB) regulatory sandbox

Entry Strategy Join Bahrain FinTech Bay; leverage CBB sandbox for Al compliance
solutions; target Islamic finance

Target Clients Bank ABC, National Bank of Bahrain, Bahrain EDB, Tamkeen
Setup Cost $10,000-$25,000 (FinTech Bay membership + lightweight presence)
Revenue Target (Year 1) $50,000-$100,000

Timeline Q3 2027: Initial outreach. Q4 2027: First engagement

Factor Detail

Market Size $350M Al market (2024). Oman Vision 2040. ITA (Information
Technology Authority)

Entry Strategy Partner with local firms; leverage Oman's ICT strategy; attend Oman

Digital Government Conference

Target Clients Omantel, Bank Muscat, ITA, Petroleum Development Oman
Setup Cost $10,000-$20,000 (representative office)

Revenue Target (Year 1) $50,000-$100,000

Timeline Q3 2027: Initial outreach. Q4 2027: First engagement

GCC Expansion Summary

Country Priority Entry Date Setup Cost Year 1 Revenue Cumulative

Target Investment
KSA 1 Q3 2026 $75,000 $400,000 $75,000
UAE 2 Q4 2026 $50,000 $300,000 $125,000
Qatar 3 Q1 2027 $35,000 $150,000 $160,000
Kuwait 4 Q2 2027 $20,000 $100,000 $180,000
Bahrain 5 Q3 2027 $15,000 $75,000 $195,000
Oman 6 Q3 2027 $15,000 $75,000 $210,000
TOTAL — — $210,000 $1,100,000 —

Action Items — Section 5.5:

1. Engage KSA legal counsel for LLC registration by May 2026

2. Begin SDAIA vendor registration by June 2026

3. Identify and hire first Saudi national employee by August 2026

4. Register for LEAP Conference 2027 (Feb) by September 2026

5. Research DIFC/ADGM free zone options for UAE by August 2026
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6. Register for GITEX 2026 (Oct) by July 2026

5.6 Alliance Strategy — Partner vs. Compete Decision Matrix

Company

inmind.ai

Eurisko

ZAKA

boxMind

Beirut Al

Roland Berger MENA

PwC / Deloitte MENA

Microsoft MENA

NVIDIA

MindMatter

TEDMOB
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Relationship

COEXIST (potential PARTNER
in Qatar)

COMPETE

PARTNER

COMPETE

PARTNER

PARTNER (subcontractor)

PARTNER (subcontractor)

PARTNER (technology)

PARTNER (technology)

COMPETE

COEXIST

Rationale

Different focus (industrial
Al/digital twins vs. business Al
agents). They have
Qatar/Cyprus/USA presence. No
direct overlap today

Direct overlap in enterprise Al
consulting. They have scale
(200+ employees) and GCC
presence. BUT they are
generalist — Al is not their
identity

They train, Webspot implements.
Complementary, not competitive.
191K IG followers = massive
awareness funnel

Enterprise AI/LLM focus directly
overlaps with Webspot's agents.
TurboMind product is a direct
competitor

Community organization, not a
company. 7,307+ LI followers.
Webspot gets visibility; Beirut Al
gets corporate sponsor

They advise on Al strategy for
governments and enterprises.
They need implementation
partners

Same as Roland Berger — big
consultancies need specialized Al
implementation

Azure platform partnership;
co-sell; marketplace listing.
Microsoft actively seeking Al ISV
partners in MENA

GPU hardware for on-prem;
Inception program; credibility

30+ employees, direct competitor
in Al consulting

Primarily web/mobile agency with
narrow Al (ALFIE chatbot).
Different market segment

Action

Monitor. Explore joint GCC
proposals where their industrial
Al + Webspot's business Al cover
more client needs

Differentiate on pure Al expertise,
compliance, on-prem. Win on
specialization vs. their generalism

Formalize talent pipeline: hire
ZAKA graduates. Co-host events.
Become their "Employer of
Choice" partner

Outpace on go-to-market speed,
productization, and Arabic NLP.
Monitor their product launches
closely

Sponsor events, host meetups,
co-brand workshops

Position Webspot as their
implementation arm. They bring
clients, Webspot builds

Approach their MENA technology
practice about subcontracting
arrangements

Apply to Microsoft for Startups /
ISV program. Build on Azure. Get
co-sell eligibility

Apply to Inception. Use their
hardware for Sovereign Al
appliance

Outpace on productization and
compliance. They are pure
consulting; Webspot is becoming
product+consulting

No action needed. If they
approach, explore referral
arrangement
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Company Relationship Rationale Action

IIS E-Solutions COEXIST (potential PARTNER  Healthcare Al (MedGuard) + Explore partnership for
in healthcare) Arabic NLP. Complementary in healthcare government contracts
healthcare vertical where their MedGuard +
Webspot's agents create full
solution
Nascode / Creatives / Hovi PARTNER (referral) Digital marketing agencies with Establish formal referral
Al-curious clients. Webspot drops  partnerships with revenue sharing
marketing services — refer TO (10-15% referral fee)
them. They refer Al work TO
Webspot
Berytech / Flat6Labs PARTNER (ecosystem) Accelerators with startup Become "Official Al Partner" —
portfolios needing Al provide assessments, get deal
flow
HTech MONITOR & COMPETE 50-249 employees, Al agents + Gather more intelligence. They
generative Al. Founded 2023 — emerged recently; assess their
fast-growing potential threat actual capabilities vs. marketing
claims

Action ltems — Section 5.6:

1. Formalize ZAKA talent pipeline partnership by May 2026

2. Approach Roland Berger MENA about subcontractor relationship by June 2026

3. Establish referral agreements with 2+ digital agencies by May 2026

4. Begin competitive intelligence monitoring on boxMind and HTech — monthly review
5. Apply to NVIDIA Inception and Microsoft ISV programs by April-May 2026

PART 6: TALENT & OPERATIONS

6.1 Hiring Plan

Context: Lebanon's Al Talent Landscape

+ ~800 Al engineers in Lebanon (2025), target 5,000 by 2030 [Source:
FINAL_CONSOLIDATED_REPORT]

 Average Al Engineer salary: ~$82,000/year; Data Scientist: ~$80,000/year (international rate) [Source:
FINAL_CONSOLIDATED_REPORT]

» Lebanon cost advantage: Developers cost 40-60% less than Dubai, 70% less than Europe/NA [Source:
FINAL_CONSOLIDATED_REPORT]

* Implied Lebanon Al Engineer salary: $25,000-$49,000/year (adjusted for local market)
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» 82% of engineers are aged 21-34; 27% women in tech (well above global 16%) [Source:
FINAL_CONSOLIDATED_REPORT]

* 46.1% of tech workforce works remotely; 28.3% hybrid [Source: FINAL_CONSOLIDATED_REPORT]
* Brain drain is the #1 talent risk — Gulf, Europe, and North America attract senior talent

18-Month Hiring Plan

Seniority

Monthly Salary

(USD, Lebanon)

Annual Cost
(incl. benefits)

Justification

Product Lead

Al Engineer (Agent

Specialist)

Full-Stack Developer

Business Development
Manager (Lebanon/GCC)

Total Phase 1

5 hires

Senior (7+ years)

Mid (3-5 years)

Mid (3-5 years)

Senior (5+ years)

Seniority

$3,500-$4,500

$2,500-$3,500 each

$2,000-$3,000

$3,000-$4,000

Monthly Salary

(USD, Lebanon)

$50,400-$64,800

$72,000-$100,800

$28,800-$43,200

$43,200-$57,600

$194,400-$266,400/
year

Annual Cost
(incl. benefits)

Own Agent OS
product roadmap;
drive productization

Build agent
templates, vertical
bundles

Agent OS
dashboard frontend
+ backend

Sales pipeline,
government
relationships, GCC
expansion

Justification

Arabic NLP Specialist

Training Program Lead

DevOps / Infrastructure
Engineer

Marketing & Content
Specialist

Junior Al Engineer

Total Phase 2

6 hires
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Mid-Senior (4-7
years)

Senior (5+ years)

Mid (3-5 years)

Mid (3-5 years)

Junior (0-2 years,
ZAKA/university
graduates)

$3,000-$4,000

$2,500-$3,500

$2,000-$3,000

$1,500-$2,500

$1,200-$1,800 each

$43,200-$57,600

$36,000-$50,400

$28,800-$43,200

$21,600-$36,000

$34,560-$51,840

$164,160-$239,040/
year

Arabic language Al
capability

Webspot Academy
curriculum, delivery,
partnerships

On-prem

deployments,
Sovereign Al
infrastructure

Content marketing,
social media, SEO

Support senior
engineers; trained
on Webspot stack
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Seniority Monthly Salary Annual Cost Justification

(USD, KSA) (incl. benefits)

GCC Sales Director 1 Senior (8+ years) $6,000-$9,000 $86,400-$129,600 Lead KSA/GCC
(Riyadh-based) business
development

Saudi National (Al 2 Mid (3-5 years) $4,000-$6,000 each  $115,200-$172,800 Saudization
Consultant / BD) requirement; local
market knowledge

Senior Al Engineer 1 Senior (7+ years) $4,000-$5,000 $57,600-$72,000 Technical pre-sales,
(Solutions Architect) (Lebanon) architecture for
enterprise deals

Customer Success 1 Mid (3-5 years) $2,000-$2,800 $28,800-$40,320 Manage deployed
Manager (Lebanon) clients; drive
retention and
expansion
Total Phase 3 5 hires $288,000-$414,720/
year

Hiring Plan Summary

Timeline Annual Payroll Cumulative Team

Addition Size (Est.)

Current Mar 2026 — — ~10-15 (estimated

current)

Phase 1 Q2 2026 B $194K-$266K 15-20

Phase 2 Q3-Q4 2026 6 $164K-$239K 21-26

Phase 3 Q1-Q2 2027 5 $288K-$415K 26-31

TOTAL 18 months 16 hires $646K-$920K /year fully 26-31
loaded

Recruitment Channels

Channel Target Roles Cost Expected Yield
ZAKA graduate pipeline Junior Al Engineers $0 (partnership) 2-4 hireslyear
AUB/LAU/USJ career fairs Junior-Mid Engineers, $2,000/year (sponsorship) 3-5 hires/year
researchers
LinkedIn Recruiter Senior/specialized roles $8,000/year (platform + InMail) 4-6 hires/year
SE Factory graduates Junior developers $0 (relationship) 1-2 hires/year
Referral program All levels $1,000-$2,000 per successful 2-3 hires/year
referral
Bayt.com / Naukri Gulf GCC-based roles $3,000/year 2-3 GCC hires
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Channel

Direct outreach (diaspora)

Target Roles

Senior specialists

Action ltems — Section 6.1:

Cost

Staff time

Expected Yield

1-2 hires/year

1. Post Product Lead and Business Development Manager positions by April 1, 2026

2. Contact ZAKA about graduate referral pipeline by April 15, 2026

3. Register for AUB and LAU spring career fairs (if available) or fall 2026 fairs

4. Establish $1,500 referral bonus for employee referrals by April 2026

5. Begin KSA recruitment research (labor law, Saudization quotas) by June 2026

6.2 Talent Retention Strategy

Compensation & Benefits Framework

Benefit

Description

Cost (per employeelyear)

Competitive Position

Base Salary

Performance Bonus

Health Insurance

Learning & Development

Remote Work

Equity/Profit Sharing

Conference Attendance

Al Tool Access

Career Path

Retention KPIs
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Market rate + 10-15% premium
for Al specialists

10-20% of annual salary, tied to
individual + company KPIs

Full medical coverage (employee
+ family)

$1,000/year per employee for
courses, conferences,
certifications

Hybrid default (3 office / 2
remote); full remote available for
senior roles

Phantom equity pool (5% of
company) vesting over 4 years for
senior hires (if bootstrapped)

1 international conferencel/year
for senior staff (GITEX, LEAP,
Web Summit)

Full access to latest Al tools,
GPUs, API credits for
experimentation

Documented IC (Individual
Contributor) and management
tracks with clear promotion
criteria

See hiring plan above

$2,400-$7,200 avg

$1,200-$2,400

$1,000

$0 (saves office space)

Dilution cost, no cash

$2,000-$4,000

$500-$1,000

$0 (documentation cost)

Above-market for Lebanon

Standard for tech

Standard in Lebanon

Above average for Lebanon

Strong draw given 46% remote

preference

Rare in Lebanon — major

differentiator

Above average

Essential for Al talent

Rare in Lebanese companies
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Metric

Annual employee retention rate
Average tenure

Employee NPS (eNPS)
Internal promotion rate
Training hours per employee

Offer acceptance rate

Target

>90%

>2.5 years

>40

>20% of promotions from within
>40 hours/year

>80%

Anti-Brain-Drain Measures

Strategy

GCC Rotation Program

USD Salary Component

International Project Exposure

Founder Access

Innovation Time

Action ltems — Section 6.2:

Description

Allow Lebanon-based staff to rotate to
KSAJUAE office for 3-6 months

Pay a portion of salary in USD (via fresh
dollars or international transfer) to hedge
against LBP volatility

Ensure all engineers work on at least 1 GCC
client per year

Monthly 1-on-1 with Dr. Tebaa for senior staff;
quarterly all-hands with transparent company
updates

10% of work time (half-day Fridays) for
personal Al research/experimentation

Measurement Frequency

Quarterly
Annually
Quarterly survey
Annually
Quarterly

Per recruitment cycle

Implementation

Phase 3 (Q1 2027+), once GCC offices exist

Implement immediately; at least 50% of salary
in USD

Ongoing, starting Q3 2026

Monthly cadence starting April 2026

Pilot Q3 2026

1. Draft formal compensation and benefits policy document by May 2026

2. Implement USD salary payment mechanism by April 2026

3. Design phantom equity plan with legal counsel by June 2026

4. Launch quarterly eNPS survey starting Q2 2026

5. Establish monthly all-hands meeting cadence starting April 2026

6.3 Remote Team Strategy

Remote Talent Pools
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Location

Target Roles

Salary Range

(Monthly USD)

Advantages

Lebanon (non-Beirut)

Lebanese Diaspora

MENA (non-Lebanon)

Eastern Europe

Tripoli, Sidon, Zahle

Gulf, Europe, North
America

Egypt, Jordan,
Tunisia, Morocco

Ukraine, Poland,
Romania

Junior-Mid
developers, content,
support

Senior engineers,
Al researchers,
advisors

Mid-level
developers, Arabic
NLP, QA

Senior ML
engineers, DevOps

$1,000-$2,500

$4,000-$8,000
(part-time/advisory
possible)

$1,500-$3,000

$3,000-$5,000

20-30% cheaper
than Beirut;
untapped talent
(NavyBits in Tripoli
proves viability)

World-class talent
with cultural
context; 12-15M
diaspora worldwide

Large talent pools;
Arabic language
skills; cost-effective

Strong ML talent; ti
mezone-compatible

Infrastructure
(electricity/internet)
less reliable

Time zones;
competing offers;
high expectations

Legal/tax
complexity; cultural
nuances

War risk (Ukraine);
competition from

(close to GMT+2/3)  European
employers
South/Southeast Asia India, Pakistan, QA, data labeling, $800-$2,000 Massive talent pool; Large timezone
Philippines support, backend very cost-effective gap; communication
dev challenges
Remote Work Infrastructure
Tool/System Purpose Cost Implementation

Slack / Discord Team communication $7-$12/user/mo Already in use or implement

immediately
Linear / Jira Project management $8-$16/user/mo Q2 2026
Notion Knowledge base, documentation ~ $10/user/mo Q2 2026
Loom Async video communication $15/user/mo Q2 2026

GitHub / GitLab Code repository + CI/CD $4-$19/user/mo Already in use

Deel / Remote.com International contractor payments  $29-$599/contractor/mo

+ compliance

Q3 2026 (when hiring
internationally)

VPN + Zero Trust Secure remote access to internal  $5-$10/user/mo

systems

Q22026

Diaspora Engagement Program

Initiative Description Timeline Expected Outcome

"Webspot Advisory Board" 3-5 senior Lebanese diaspora
professionals as quarterly
advisors

Q32026 Strategic guidance; network

access; potential investor leads

"Return to Build" internship 3-month summer program for Summer 2027
diaspora professionals to work on

Webspot projects from Lebanon

Talent pipeline; potential full-time
conversions
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Initiative

Diaspora referral network

Description

Incentivized referral program

Timeline

Q22026

targeting diaspora communities

(LIFE, LebNet)

Action ltems — Section 6.3:

Expected Outcome

2-3 senior hires per year through
warm introductions

1. Set up project management tool (Linear or Jira) by April 30, 2026

2. Create remote work policy document by May 2026

3. Research Deel/Remote.com for international contractor payments by Q3 2026

4. Connect with LIFE and LebNet for diaspora talent outreach by May 2026

5. Post 2-3 "remote-friendly" positions to test diaspora hiring by Q3 2026

6.4 Operational Automation (Using Webspot's Own Al Agents)

"Eat Your Own Cooking" — Internal Automation Roadmap

Process

Lead qualification

Proposal generation

Client reporting

Social media content

HR screening

Financial reporting

Meeting scheduling

Prepared by Webspot | Confidential

Current State
Manual review of

website inquiries, email,
LinkedIn messages

Manual Word/PDF
creation (2-4 hours per
proposal)

Manual monthly reports

on agent performance

Manual creation and
scheduling

Manual resume review

Manual spreadsheet
work

Email back-and-forth

Al Agent Solution

Lead Scoring Agent:
auto-qualifies inbound
leads using BANT
criteria; routes to sales

Proposal Agent:
generates customized
proposals from
templates + client data

Reporting Agent:
auto-generates
performance reports
from Agent OS data

Content Agent:
generates draft posts,
selects images,
schedules across
platforms

Resume Screening
Agent: filters
applications against role
requirements; ranks
candidates

Finance Agent:
auto-categorizes
expenses, generates
P&L, forecasts cash flow

Scheduling Agent:
Al-powered calendar
management (internal +
client)

Expected Savings

10 hours/week saved

60% faster proposal
creation

5 hours/month per client
saved

8 hours/week saved

5 hours per open
position saved

10 hours/month saved

3 hours/week saved

Timeline

Q22026

Q3 2026

Q3 2026 (with Agent

0S)

Q22026

Q3 2026

Q4 2026

Q22026
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Process Current State Al Agent Solution

Knowledge base maintenance  Manual documentation Knowledge Agent:
updates auto-updates internal
wiki from Slack/meeting
transcripts

Contract review Lawyer review Contract Review Agent:
(expensive, slow) flags non-standard
clauses, suggests edits

Competitive intelligence Ad-hoc manual research  Cl Agent: monitors
competitor websites,
social media, press
mentions weekly

Expected Savings

5 hours/week saved

50% reduction in legal
review time

Always-on monitoring
vs. periodic

Total Estimated Savings from Internal Automation

Timeline

Q4 2026

Q12027

Q22026

Metric Value

Weekly hours saved ~46 hours/week

Monthly hours saved ~200 hours/month

Equivalent FTE saved ~1.25 full-time employees

Annual cost savings (at $3,000/mo avg salary) ~$45,000/year

One-time build cost ~$15,000 (internal engineering time)
ROI 3xin Year 1

Action Iltems — Section 6.4:

1. Deploy Lead Scoring Agent and Competitive Intelligence Agent by May 2026 (quick wins)

2. Deploy Content Agent and Scheduling Agent by June 2026

3. Build Proposal Generation Agent by August 2026 (aligned with sales process maturation)

4. Document all internal automation as case studies for marketing ("We use what we sell")

5. Track time savings rigorously — use data in client pitches and case studies

PART 7: FINANCIAL PROJECTIONS & KPIs

7.1 Revenue Model

Revenue Stream Breakdown
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Revenue Stream Scalability Year 1 Target Year 2 Target

Custom Al Agent Project-based 55-65% Low (1:1) $420,000 $500,000
Development

Vertical Agent Bundles Project + recurring 60-70% Medium (1:3) $180,000 $400,000
(Configured)

Agent OS SaaS Subscription (MRR)  80-90% High (1:50+) $120,000 (ARR) $480,000 (ARR)
Al Audit & Compliance Project-based 70-80% Medium $150,000 $250,000
On-Premises / Sovereign Project + hardware ~ 45-55% Low-Medium $200,000 $500,000
Al

Webspot Academy Course fees + 65-75% High $150,000 $400,000
(Training) corporate

White-Label Licensing Licensing + usage 85-90% High $60,000 $240,000
Arabic Al Toolkit API Usage-based (API)  85-90% Very High $30,000 $120,000
Government Contracts Project-based 50-60% Low $150,000 $400,000
(LEAP)

Managed Al Services Monthly retainer 70-80% Medium $140,000 $350,000
(Retainer)

TOTAL — ~65% blended —_ $1,600,000 $3,640,000

Revenue Mix Evolution

Category Year 1 (Mar 2026-Feb Year 2 (Mar 2027-Feb

2027) 2028)

Services (custom, audit, $900,000 56% $1,650,000 45%
consulting, government)

Products (SaaS, API, bundles, $390,000 24% $1,240,000 34%
appliance)
Training (academy, corporate,  $150,000 10% $400,000 11%
university)
Recurring (retainers, licensing, $160,000 10% $350,000 10%

subscriptions)

TOTAL $1,600,000 100% $3,640,000 100%

Key Shift: From 56% services in Year 1 to 45% in Year 2, while products grow from 24% to 34%. Recurring
revenue (retainers + SaaS + licensing) grows from 10% to ~20% when combined with SaaS products.

7.2 12-Month Revenue Projections

Monthly Projection (Apr 2026 - Mar 2027)

Assumptions:
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* Current monthly revenue (estimated): $50,000-$70,000 from existing client base
* New business ramp: 2-3 months from pipeline to signed contract

» SaasS revenue begins Month 6 (Sep 2026) with Agent OS launch

* Training revenue begins Month 7 (Oct 2026) with Academy launch

* GCC revenue begins Month 9 (Dec 2026) with KSA operations starting

» Government revenue begins Month 6-7 with first pilot project

» Seasonal dip in August (summer) and December (holidays)

Existing | New Agent Training | White-L | Govern Manage | Monthly | Cumulat
Clients Custom | Bundles ment d Total ive
Services

Apr 2026 (M1) $55,000 $0 $0 $0 $0 $0 $0 $5,000 $60,000 $60,000
May 2026 (M2) $55,000 $10,000 $0 $0 $0 $0 $0 $5,000 $70,000 $130,000
Jun 2026 (M3) $55,000 $20,000 $0 $0 $0 $0 $0 $7,000 $82,000 $212,000
Jul 2026 (M4) $50,000 $30,000 $15,000 $0 $0 $0 $0 $8,000 $103,000 $315,000
Aug 2026 (M5) $45,000 $25,000 $15,000 $0 $0 $0 $0 $8,000 $93,000 $408,000
Sep 2026 (M6) $50,000 $35,000 $20,000 $3,000 $0 $0 $15,000 $10,000 $133,000 $541,000
Oct 2026 (M7) $50,000 $35,000 $20,000 $5,000 $12,000 $0 $15,000 $10,000 $147,000 $688,000

Nov 2026 (M8) $50,000 $40,000 $25,000 $8,000 $15,000 $2,000 $15,000 $12,000 $167,000 $855,000
Dec 2026 (M9) $45,000 $30,000 $20,000 $10,000 $10,000 $3,000 $10,000 $12,000 $140,000 $995,000

Jan 2027 (M10) $50,000 $45,000 $30,000 $15,000 $18,000 $5,000 $20,000 $14,000 $197,000 $1,192,00
0

Feb 2027 (M11) $50,000 $45,000 $30,000 $20,000 $20,000 $7,000 $20,000 $14,000 $206,000 $1,398,00
0

Mar 2027 (M12) $50,000  $50,000  $35,000  $25,000 $22,000  $10,000  $20,000  $15,000  $227,000 $1,625,00

0
12-Month Total $605,000 $365,000 $210,000 $86,000 $97,000 $27,000 $115,000 $120,000 $1,625,00 —
0
Revenue Growth Trajectory
Quarter Revenue QoQ Growth Key Drivers
Q2 2026 (Apr-Jun) $212,000 Baseline Existing clients + new sales ramp
Q3 2026 (Jul-Sep) $329,000 +55% Agent bundles launch; first SaaS

revenue; government pilot

Q4 2026 (Oct-Dec) $454,000 +38% Training revenue; white-label
starts; GCC pipeline building

Q1 2027 (Jan-Mar) $630,000 +39% GCC revenue; SaaS growth; full
product portfolio operational

Full Year $1,625,000 — —

Scenario Analysis
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Scenario Assumptions 12-Month Revenue Probability

Conservative Slower sales ramp; SaaS delayed $1,100,000 25%
by 2 months; no government
contracts in Year 1

Base Case As projected above $1,625,000 50%

Optimistic Faster GCC traction; 2+ $2,200,000 25%
government contracts; strong
Saa$S adoption

7.3 KPI Dashboard

Monthly Metrics to Track

Category Target (M6) Target (M12) Measurement Tool
Revenue Monthly Revenue $133,000 $227,000 Accounting software
Revenue Monthly Recurring $13,000 $50,000 Stripe / billing system

Revenue (MRR)

Revenue Revenue per Employee  $6,000 $7,300 Revenue / headcount

Sales New Leads per Month 30 60 HubSpot CRM

Sales SQLs (Sales Qualified 8 18 HubSpot CRM
Leads)

Sales Proposals Sent 4 8 CRM

Sales Deals Won 2 4 CRM

Sales Average Deal Size $30,000 $45,000 CRM

Sales Win Rate (Proposal to 40% 50% CRM
Close)

Sales Sales Cycle Length 14 weeks 12 weeks CRM

Sales Pipeline Value $300,000 $800,000 CRM

Product Agent OS Active Users 5 20 Agent OS analytics

Product Agent OS Churn Rate <10% <5% Billing system

Product Agent Templates 10 50 Internal tracking
Deployed

Product API Calls (Arabic Al 0 50,000/mo API| gateway
Toolkit)

Training Students Enrolled 0 75 LMS

(Cumulative)

Training Course Completion Rate N/A >80% LMS
Training Student NPS N/A >50 Survey
Marketing Website Visitors 5,000/mo 12,000/mo Google Analytics
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Category KPI Target (M6) Target (M12) Measurement Tool
Marketing Blog Articles Published 8/mo 8/mo CMS
Marketing LinkedIn Followers +500 from baseline +2,000 from baseline LinkedIn analytics
(Company)
Marketing LinkedIn Followers +1,000 from baseline +5,000 from baseline LinkedIn analytics
(Jonah)
Marketing SEO: Organic Traffic +30% from baseline +100% from baseline Google Search Console
Marketing Leads from Content 10/mo 25/mo UTM tracking
Client Client Retention Rate 90% 95% CRM
Client Client NPS >40 >50 Quarterly survey
Client Expansion Revenue (%  10% 20% CRM
of total)
Talent Team Size 20 28 HR records
Talent Employee Retention 95% 90%+ HR records
Rate
Talent Open Positions (unfilled <2 <3 ATS
>60 days)
Operations Internal Agent Utilization 5 agents 10 agents Internal tracking
Operations Hours Saved by Internal 80 hrs/mo 200 hrs/mo Time tracking
Al
Financial Gross Margin 60% 65% Accounting
Financial Operating Cash Flow Positive Positive Accounting
Financial Months of Runway >12 >18 Cash / monthly burn

Dashboard Format (Executive Summary — Monthly)

[ ] VEBSPOT MONTHLY DASHBOARD [ ]
[ ] [ Mont h] 2026 [ ]
ESEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEENEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEER
m REVENUE m Actual m Target m Trend ]
EEEEEEEEEE NN NN NN EEEEE NN NN NS EEEEEEEEEE NN NN EEEEEEEEEEEEEN
m Monthly Rev B EXXX, XXX B $XXX, XXX m A/ ¥ X% MoM n
® MRR B EXX, XXX m $XX, XXX ®m A/ ¥V X% MoM [ ]
m Pipeline B EXXX, XXX m $XXX, XXX m A/ ¥ X% MoM =
ESEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEENEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEER
m SALES ] ] [ ] ™
EEEEEEEEEE NN NN NN EEEEE NN NN NS EEEEEEEEEE NN NN EEEEEEEEEEEEEN
m New Leads m XX m XX m A/ Y X% MM []
m Deal s Wn m X m X m A/ VY X% MM []
m Avg Deal Size m $XX, XXX m $XX, XXX m A/ Vv X% MM u

= PRODUCT ] ] ] [ ]
EEEEEE NN NN NN NN NSNS NSNS EEEEEEEEE
m Agent OS Usersm XX m XX m A/ Y X% MM []
m Agents Deploy m XXX m XXX m A/ VY X% MM []
m SaaS Churn m X X% m <5% m AlY [ ]
ESEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEENEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEER
m TEAM ] ] ] [ ]
EEEEEE NN NN NN NN NSNS NSNS EEEEEEEEE
® Headcount m XX m XX m AV ]
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m Retention . XX% m >90% AV [ ]
m Open Rol es m X m <3 u u
EEEEEESEEEENEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEENEEEEENEEEEEEEEEEEER

Action Items — Section 7.3:

1. Implement HubSpot CRM with pipeline stages matching Section 5.2 by April 15, 2026

2. Create Google Sheet or Notion dashboard template for monthly KPI tracking by April 2026
3. Schedule monthly KPI review meeting (first business day of each month) starting May 2026
4. Automate data collection where possible (website analytics, social media, Agent OS metrics)
5. Assign KPI ownership: each KPI has one named person responsible for reporting

7.4 Investment Options

Option 1: Bootstrapped Growth (RECOMMENDED for Phase 1)

Factor Detail
Approach Fund growth from existing revenue + retained earnings
Capital Available $50K-$100K re-investable from current operations (estimated) +

revenue growth

Pros Full ownership retained; no dilution; no board pressure; move fast on
decisions; proven model for Webspot and Eurisko (both bootstrapped)

Cons Slower scaling; limited GCC expansion budget; cannot outspend
competitors
Best For Lebanon market dominance; organic GCC expansion; product

development
Growth Rate 80-120% annual revenue growth

Risk Level LOW

Option 2: Strategic Angel/Seed Round (CONSIDER for Phase 2, Q4 2026)

Factor Detail

Approach Raise $250K-$500K from Lebanese/diaspora angel investors or
MENA micro-VCs

Target Investors LIFE network ($43M+ in subsequent raises), Berytech Fund Il ($51M),
IM Capital, Lebanese diaspora angels (LAIN), Fadi Ghandour
(invested $425K in Eqlim)

Valuation $3M-$5M pre-money (based on $1.6M projected revenue, 100+
agents deployed, GCC presence)

Dilution 5-15%

Pros Accelerates GCC expansion; funds product development; investor
networks open doors
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Factor Detail

Cons Dilution; investor expectations; reporting overhead; potential control
issues

Use of Funds 40% GCC expansion, 30% product development (Agent OS), 20%

hiring, 10% marketing

Best For Accelerating KSA/UAE market entry; building Agent OS faster
Growth Rate 150-200% annual revenue growth
Risk Level MEDIUM

Option 3: Venture Capital (Series A — DEFER to 2027-2028)

Factor Detail
Approach Raise $1M-$3M from regional VCs
Target VCs MEVP (invested in Neumann), Leap Ventures, STV Fund, Global

Founders Capital, 500 Global MENA

Valuation $8M-$15M pre-money (requires $2M+ ARR, proven GCC traction,
SaaS metrics)

Dilution 15-25%

Pros Significant capital for aggressive GCC expansion; hire senior talent;
acquire competitors

Cons High dilution; board seats; growth pressure; exit expectations (3-7
year timeline)

Prerequisite $2M+ ARR, 30%+ from recurring/SaaS, proven GCC client base, 25+
team

Best For Only if aiming for regional Al platform dominance and potential exit

Growth Rate 200-300% annual revenue growth

Risk Level HIGH

Option 4: Government Grants & Development Funding

Source Amount Requirements Timeline

LEAP Innovation Fund $50K-$200K Alignment with LEAP priorities; Apply Q3 2026

(Lebanon) Lebanese company

USAID SOS Fund (via IM Up to $500K Lebanese startup/SME Apply when next cycle opens
Capital)

EU Digital Transformation $50K-$150K EU partnership (via Q4 2026

grants Sofrecom/Orange connection)

World Bank SME support Varies Government co-sponsorship Q1 2027

Berytech grants $20K-$50K Tech innovation focus Ongoing
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Recommended Strategy: Bootstrap through Q3 2026. If GCC traction materializes, raise a strategic angel
round ($300K-$500K) in Q4 2026 to accelerate. Defer VC until 2027-2028 when SaaS metrics justify a strong
valuation.

Action Iltems — Section 7.4:

1. Maintain bootstrapped approach through Q3 2026

2. Apply for LEAP Innovation Fund and Berytech grants by Q3 2026

3. Build relationship with 3-5 angel investors through LIFE and Berytech events by Q3 2026

4. Prepare investor-ready pitch deck and financial model by August 2026 (in case of opportunity)
5. Track SaaS metrics rigorously from Day 1 — these are the metrics VCs will evaluate

7.5 Budget Allocation

Annual Budget (Apr 2026 - Mar 2027)

Total Budget Basis: $1,200,000 (estimated operating expenses, assuming $1.6M revenue at 65% gross
margin = ~$1.04M gross profit; budget allows for some deficit spending on growth)

Category % of Budget Annual Amount Monthly Amount Key Line Items

Talent (Salaries + Benefits) 55% $660,000 $55,000 Existing team + 16 new
hires (phased); benefits,
insurance, bonuses

Technology & Infrastructure 12% $144,000 $12,000 Cloud hosting
(AWS/Azure), API costs
(LLM APIs), Saas tools,
hardware for demos,
development
environments

Marketing & Content 10% $120,000 $10,000 Content creation ($3K),
LinkedIn ads ($2K),
Google ads ($2K),
events/sponsorships
($1.5K), PR ($1.5K)

GCC Expansion 10% $120,000 $10,000 KSA office setup ($75K),
UAE registration ($30K),
travel, legal, local hires
(partial year)

R&D (Product Development) 8% $96,000 $8,000 Agent OS development,
Arabic NLP, Sovereign
Al R&D, prototyping
(incremental to
engineering salaries)

Operations & Admin 3% $36,000 $3,000 Office rent (Lebanon),
accounting, legal,
insurance,
miscellaneous

Training & Development 2% $24,000 $2,000 Team learning ($12K),
conference travel ($8K),
certifications ($4K)
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Category % of Budget Annual Amount Monthly Amount Key Line Iltems

TOTAL 100% $1,200,000 $100,000

Budget Allocation Visualization

Tal ent EENEEEEEEEEEEEEEEEENEEEEEEEEEEEEE  55% ($660K)
Technol ogy EEEEEEE 12% ($144K)

Mar ket i ng EEEEEN 10% ($120K)

GCC Expansi on EEEEEE 10% ($120K)

R&D EEEEE 8% ($96K)

Oper at i ons m 3% ($36K)

Training & Dev [ ] 2% ($24K)

Quarterly Budget Phasing

Category Q2 2026 Q3 2026 Q4 2026 Q1 2027
Talent $120,000 $155,000 $180,000 $205,000
Technology $30,000 $35,000 $38,000 $41,000
Marketing $25,000 $28,000 $32,000 $35,000
GCC Expansion $10,000 $30,000 $45,000 $35,000
R&D $20,000 $24,000 $26,000 $26,000
Operations $9,000 $9,000 $9,000 $9,000
Training & Dev $4,000 $6,000 $7,000 $7,000
Quarter Total $218,000 $287,000 $337,000 $358,000

Cash Flow Sensitivity

Scenario Revenue Expenses Net Cash Flow Action Required

Optimistic $2,200,000 $1,200,000 +$1,000,000 Accelerate hiring and
GCC expansion

Base Case $1,625,000 $1,200,000 +$425,000 Execute as planned
Conservative $1,100,000 $1,100,000 (cut GCC +  +$0 (breakeven) Defer GCC expansion;
hiring) reduce Phase 2-3 hiring
Downside $800,000 $900,000 (emergency -$100,000 Freeze all hiring; cut
cuts) marketing 50%; seek
bridge funding

Action ltems — Section 7.5:

1. Set up monthly P&L tracking with actual vs. budget comparison by April 2026

2. Establish a cash reserve of 3 months operating expenses ($300K) before committing to GCC expansion
3. Review budget quarterly and adjust based on actual revenue performance

4. If revenue falls below conservative scenario for 2 consecutive months, trigger cost-cutting protocol

5. Implement financial reporting dashboard (monthly: P&L, cash flow, budget variance)
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PART 8: 90-DAY ACTION PLAN

8.1 Month 1 — Quick Wins (April 2026)

Theme: Foundation — Set up systems, secure quick wins, establish momentum

Action Deadline Success

Criteria

Dependencies

Set up HubSpot BD Manager / Apr 10 $0 (free tier) CRM operational None

CRM with Dr. Tebaa with 50+

pipeline stages contacts

(S0-S7 from imported

Section 5.2);

import existing

contacts

Purchase BD Manager Apr 15 $200/mo 50 target None
LinkedIn Sales accounts

Navigator (2 identified and

seats) and build researched

prospect lists: 25

Lebanon

accounts + 25

KSA accounts

Publish "Al for  Dr. Tebaa + Apr 25 $500 (design) Published on Content written
Lebanese Content website, shared by Apr 18
Government Specialist on LinkedIn,

Services" sent to MITAI

whitepaper

(position for

MITAI

engagement)

Launch CTO /Al Apr 20 $0 (internal Weekly Access to web
Competitive Engineer build) automated scraping tools
Intelligence reports on

Agent internally competitor

(monitor activity

boxMind, HTech,
Eurisko weekly)
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Action

Deadline

Success
Criteria

Dependencies

5 Discontinue
standalone web
dev & digital
marketing
services —
update website,
notify existing
clients, create
referral
agreements with
2 agencies

6 Apply to
NVIDIA
Inception
Program for
hardware
partnership and
credibility

7 Request
meeting with
MITAI (Dr.
Kamal Shehadi's
office) through
personal
network

8 Begin Agent
oS
specification
document —
define
architecture,
features, and
timeline

9 Launch Lead
Scoring Agent
for inbound
website/email
inquiries

10 Create 3
ICP-specific
pitch decks
(Banking,
Healthcare,
Government)
using existing
case studies

Dr. Tebaa +
Marketing

CTO

Dr. Tebaa

CTO + Product
Lead
(hire/assign)

Al Engineer

BD Manager +
Marketing

Apr 30

Apr 15

Apr 30

Apr 30

Apr 25

Apr 30

$0

$0

$0

$0

$0 (internal
build)

$300 (design)

Website
updated; 2
referral MOUs
signed

Application
submitted

Meeting
scheduled for
May

15-page product
spec completed

Auto-qualificatio
n of 80%+
inbound leads

3 polished pitch
decks ready for
sales meetings

Client
notification
letters drafted

Company profile
materials ready

Network
outreach

CTO availability

Website form
integration

Case study data
available

Month 1 Budget: $1,000 (excluding salaries) Month 1 Hiring Target: Post Product Lead and BD Manager

positions; begin screening

8.2 Month 2 — Build Phase (May 2026)
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Theme: Product development begins, partnerships initiated, sales pipeline fills

Action

Deadline

Success
Criteria

Dependencies

1 Hire Product
Lead (offer
signed)

2 Complete audit
of 100+ past
agent
deployments —
identify top 5
reusable
patterns for
templateization

3 Contact ZAKA
(Christophe
Zoghbi) about
graduate talent
pipeline and
co-hosting event

4 Schedule
meetings with
AUB and LAU
Al departments
(Dr. Zaraket, Dr.
El-Hajj)

5 Approach
Berytech about
"Official Al
Implementation
Partner" status

6 Begin Agent
OSv0.1
development
sprint (internal
dashboard:
agent
monitoring,
token usage,
performance
metrics)

7 Deploy Content
Agent and
Social Media
scheduling —
automate Linked
In/Instagram/Fac
ebook content
pipeline
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Dr. Tebaa+ HR  May 15

o
CTO + Al May 15
Engineers
Dr. Tebaa May 10 $0
Dr. Tebaa+BD  May 20 $0
Manager
BD Manager May 15 $0
CTO + May 1 (start)
Full-Stack Dev
Al Engineer + May 20
Marketing build)

$3,500-$4,500/m

$0 (internal)

$0 (internal
engineering)

$0 (internal

Signed offer;
start date within
2 weeks

Pattern analysis
document with 5
template
candidates
identified

Meeting held;
framework for
partnership
discussed

2 meetings
scheduled or
held

Initial meeting
held; partnership
terms discussed

First working
prototype by
May 31

Candidate
pipeline from
April postings

Engineering
team allocation

LinkedIn/email
outreach

University calen
dar/availability

Berytech contact
established

Product spec
completed in
April

12+ social media Social media

posts
auto-generated
and scheduled
for June

accounts access
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10

Action

Register
Webspot as
government
vendor on all
relevant
Lebanese
procurement
portals

Launch Al
Readiness
Score pilot —
test with 3
existing clients
to refine
methodology

Begin Arabic
NLP data
collection —
identify and
acquire
Levantine Arabic
training data

Deadline

BD Manager + May 30
Legal

Al Strategy Lead May 30

NLP Specialist May 30
(or CTO)

$500
(legal/admin
fees)

$0

$5,000

Success
Criteria

Registration
confirmed on all
relevant portals

3 pilot
assessments
completed;
methodology
refined based on
feedback

Initial dataset of
50K+ Arabic text
samples
acquired

Dependencies

Company
documents
gathered

Assessment
framework
designed

Budget
approved

Month 2 Budget: $5,500 (excluding salaries) + first new hire salary Month 2 Hiring Target: Product Lead

hired; BD Manager hired or offer out; post Al Engineer positions

8.3 Month 3 — Scale Phase (June 2026)

Theme: Products taking shape, partnerships formalized, GCC groundwork begins

Action

Agent OS v0.1
internal
deployment —
deploy to
Webspot's own
agent fleet for
testing

Build first
configurable
Agent Template
(most common
deployment
pattern) with
configuration Ul

Prepared by Webspot | Confidential

Deadline

CTO + Dev Jun 15
Team
Al Engineers Jun 30

$500 (hosting)

$0 (internal)

Success
Criteria

Internal
dashboard
operational; 10+
agents
monitored

Template
deployable in <4
hours (vs. 40+
hours custom)

Dependencies

May
development
sprint completed

Pattern audit
from May
completed
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Action

Deadline

Success
Criteria

Dependencies

3 Formalize
ZAKA talent
partnership —
signed MOU for
graduate
referrals and
co-branded
event

4 Sign university
MOUs with AUB
and/or LAU for
internship
program and
guest lectures

5 Apply to
Microsoft for
Startups / ISV
program for
Azure
partnership

6 Hold MITAI
meeting —

present Webspot

capabilities;
propose free Al
Readiness
Score for 2
ministries

7 Engage KSA
legal counsel
— begin LLC
registration
research and
Saudization
requirements
analysis

8 Establish 2
referral
agreements
with digital
agencies
(Nascode,
Incoding, or
others)

9 Publish 2 case
studies from
past
deployments
(Banking agent
and Retail
agent)
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BD Manager + Jun 15
Dr. Tebaa

Dr. Tebaa Jun 30
CTO +BD Jun 15
Manager

Dr. Tebaa Jun 15
BD Manager + Jun 30
Legal

BD Manager Jun 20
Marketing + Al Jun 30

Strategy Lead

$2,000 (event
sponsorship)

$1,000 (admin)

$0

$200 (materials)

$3,000 (legal

fees)

$0

$500 (design)

MOU signed;
first co-hosted
event date set
for Q3

At least 1 MOU
signed;
internship
program
structure defined

Application
submitted with
Agent OS as the
product

Meeting held; at
least 1 ministry
agrees to pilot
assessment

Legal advisor
retained;
registration
roadmap
documented

2 signed referral
agreements
(10-15% referral
fee structure)

2 case studies
published on
website and
distributed via
LinkedIn

May meeting
with Zoghbi

May university
meetings

Agent OS spec
and prototype
available

April meeting
request
successful

Budget
approved

Agency outreach
in April-May

Client
permission
obtained
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Action

Draft Webspot
Academy
curriculum —
outline for Al
Agent
Masterclass
(8-week flagship
program)

Training Lead
(or Dr. Tebaa)

Deadline

Jun 30

$0

Success
Criteria

Full syllabus with
weekly topics,
exercises, and
assessment
criteria

Dependencies

Hired Training
Lead or
assigned internal

Month 3 Budget: $7,200 (excluding salaries) + new hire salaries Month 3 Hiring Target: 2 Al Engineers hired;
Marketing/Content Specialist hired or contracting

8.4 Week-by-Week Timeline (12-Week Gantt)

Sales & BD

Product &

Engineering

Marketing &
Content

Partnership
S

Milestone

w1 Apr 1-7
W2 Apr 8-14
W3 Apr 15-21
w4 Apr 22-30
W5 May 1-7
W6 May 8-14
w7 May 15-21

Prepared by Webspot | Confidential

Set up
HubSpot
CRM; import
contacts

Purchase
Sales
Navigator;
build prospect
lists

Create 3 ICP
pitch decks

Begin
outbound
prospecting
(25LB + 25
KSA targets)

Qualify first
batch of
prospects;
schedule
discovery calls

First 3-5
discovery
calls; deploy
Al Readiness
Score pilot

Refine pitch
based on
discovery call
feedback

Begin Agent
OS spec

Continue
Agent OS
spec

Build Lead
Scoring Agent

Complete
Agent OS
spec

Begin Agent
OSv0.1
development

Agent OS
sprint: core
dashboard

Agent OS
sprint: token
tracking

Plan content
calendar for

Q2

Draft
government
whitepaper

Build CI
Agent; draft
blog posts

Publish
government
whitepaper;
update
website (drop
services)

Social media
content
pipeline setup

Contact ZAKA
(Christophe
Zoghbi)

Audit 100+
deployments
(pattern
analysis)

Apply to
NVIDIA
Inception

Request
MITAI meeting

Confirm MITAI
meeting date

Contact
Berytech

Schedule
AUB/LAU
meetings

Post Product
Lead & BD
Manager jobs

Screen
Product Lead
candidates

Interview
Product Lead
candidates

Shortlist
Product Lead;
post Al
Engineer roles

Product Lead
interviews
(final round)

Offer to
Product Lead

Product Lead
accepts; plan
onboarding

CRM
operational

Sales
Navigator
active

Lead Scoring
Agent live

Whitepaper
published;
website
updated

Agent OS dev
sprint starts

ZAKA
outreach

Pattern audit
begins

Page 102



Sales & BD

Product &

Engineering

Marketing &
Content

Partnership
S

Talent

Milestone

w8 May 22-31
W9 Jun 1-7
W10 Jun 8-14
wi1 Jun 15-21
wi2 Jun 22-30

5+ active
opportunities
in pipeline

Government
vendor
registration;
begin
proposal
drafts

Send first
proposals to
qualified
prospects

Follow up on
proposals;
negotiate
terms

Close first
new deal(s);
pipeline at
$300K+

Agent OS
sprint: alert
system

Agent OS v0.1
internal testing

Build
Template 1
(most
common
pattern)

Template 1
testing +
iteration

Agent OS
v0.1

deployed
internally

Complete
pattern
analysis; draft
case study #1

Launch
automated
content agent

Sign ZAKA
talent MOU;
plan co-event

Publish case
studies (2)

Academy
curriculum
outline
complete

8.5 Key Milestones & Success Criteria

30-Day Milestones (End of April 2026)

WHES I

CRM operational

Sales tooling active

Government whitepaper published
NVIDIA Inception applied

Website updated

Internal CI Agent deployed

MITAI meeting requested

Agent OS specification complete

3 pitch decks ready

Prepared by Webspot | Confidential

Success Criteria

HubSpot live with 50+ contacts, pipeline
stages configured

Sales Navigator + Calendly + prospect lists

ready

Available on website; shared with MITAI

Application submitted

Standalone web dev/marketing services
removed; pure Al positioning

Weekly competitor monitoring operational

Through personal network; meeting
scheduled for May/June

Hold
university
meetings

Hold MITAI
meeting

Apply to
Microsoft ISV

Establish 2
agency
referral
agreements

Sign university

MOU(s);
engage KSA
legal

Status

15-page product spec reviewed and approved =

Banking, Healthcare, Government — polished

and ready

Post
remaining
Phase 1
positions

Onboard
Product Lead;
screen Al
Engineers

Interview Al
Engineers

Offer to Al
Engineers

Hire Al
Engineers;
post Phase 2
roles

Pipeline
building; audit
complete

MITAI
meeting held

ZAKA MOU;
first proposals
sent

Case studies
live; referrals
active

Agent OS
internal; first
deal(s)
closed
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Milestone

Product Lead and BD Manager positions
posted

Success Criteria

Job descriptions live on LinkedIn and relevant

boards

60-Day Milestones (End of May 2026)

WHES CIE

Product Lead hired
Agent OS v0.1 prototype
Deployment pattern audit complete

Al Readiness Score piloted

ZAKA relationship initiated

Berytech partnership explored
University meetings scheduled
Government vendor registration initiated
Arabic NLP data collection started

Sales pipeline

Success Criteria

Signed offer; onboarding planned
Working internal dashboard (even if basic)
Top 5 reusable patterns documented

3 existing clients assessed; methodology
validated

Meeting held; partnership framework
discussed

Initial meeting held

At least 1 meeting with AUB or LAU held
Application submitted to relevant portals
Initial dataset acquired ($5K budget spent)

5+ qualified opportunities in pipeline

90-Day Milestones (End of June 2026)

Milestone

Agent OS v0.1 deployed internally

First configurable Agent Template built
ZAKA talent MOU signed

University MOU signed

Microsoft ISV application submitted

MITAI meeting held

KSA legal research completed

2 referral partnerships signed
2 case studies published
Academy curriculum outlined
Sales pipeline at $300K+

First new deal(s) closed

Prepared by Webspot | Confidential

Success Criteria

Monitoring Webspot's own agents in
production

Deployable in <4 hours vs. 40+ hours custom
Formal graduate pipeline agreement

At least 1 signed with AUB, LAU, or USJ
Agent OS as featured product

Capabilities presented; pilot assessment
proposed

LLC registration roadmap documented; legal
counsel retained

With digital agencies for reciprocal referrals
Banking + Retail agent deployments

Full 8-week Al Agent Masterclass syllabus
Multiple active opportunities in negotiation

At least 1 new client from outbound sales
effort

Status

Status

Status
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Milestone Success Criteria Status

Team size at 15-18 3-5 new hires onboarded or in process ]
Monthly revenue trending up $80,000+ in June (up from ~$60,000 [ ]
baseline)

90-Day North Star Metrics

Stretch Target

Metric Starting Point (Mar 2026) 90-Day Target (Jun 2026)

Monthly Revenue ~$60,000 $82,000

Sales Pipeline Value ~$100,000 $300,000

Team Size ~10-15 15-18

Agent OS Status Concept Internal v0.1 deployed

Partnership MOUs 0 3 (ZAKA + university + agency)

Government Engagement 0 MITAI meeting held; 1 pilot
proposed

SaaS Revenue (MRR) $0 $0 (product in development)

Published Content Pieces ~6 articles total +10 (whitepaper + case studies +
blog posts)

APPENDICES

$100,000

$500,000

20

Client beta with 1 client
5+

Pilot project signed

$1,000 (early beta revenue)

S5

Appendix A: Competitor Quick-Reference Table (All 70

Companies)

Company Website Threat Size (Est.) | Primary Founded Social Source

Services

Highlight

1 inmind.ai inmind.ai HIGH 120+ Industrial Al, 2018
digital twins,
robotics,

NLP

2 Eurisko eurisko.net MED-HIGH 150-200 Software 2010
dev, Al/data,
mobile,

AR/VR

Prepared by Webspot | Confidential

LI: ~3,000+  File #5

FB: 238,000 Files #1-6
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10

11

12

13

14

15

Company

ZAKA

boxMind

Neumann
Al

HAQQ
Legal Al

MindMatter

TEDMOB

s
E-Solutions

CloudLinks

Intalio
Group

Weezli

Mindmosh

Al

AirGuard

Katana
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Website

zaka.ai

boxmind.ai

neumann.ai

haqg.legal

mindmatter.

ai

tedmob.com

iislb.com

cloudlinks.ai

intalio.com

weezli.com

mindmosh.ai

airguard.one

katana.land

Threat

MEDIUM

MEDIUM

MEDIUM

MEDIUM

MEDIUM

MED-LOW

LOW-MED

LOW-MED

LOW-MED

LOW

LOW

LOW

LOW

Size (Est.)

Small

Small

Small-Med

Small

30+

50+

Med

10-49

435

Small

Small-Med

Primary Founded
Services

Al 2020
education,
bootcamps,
corporate

training

Enterprise Unknown
Al, LLMs,
TurboMind

Augmented 2014
CDP,

predictive

analytics, Bl

Legal Al 2020
platform

(Justinian

engine)

Al 2015
consulting,
predictive

analytics

Web/mobile  ~2015
dev, fintech,

ALFIE

chatbot

Healthcare 2014
Al

(MedGuard),

Arabic NLP

Al-integrate 2020
d ERP,

SaaS,

e-commerce

Digital transf ~30 yrs ago
ormation,

process

automation

Al chatbots, 2024
workflow
automation

Al content ~2023
generation
SaaS

Al network ~2024
managemen
t for ISPs

loT + Al 2017
edge,

poultry,

smart

buildings

Social
Highlight

IG: 191,000;
TikTok:
89,800

Twitter: 538

LI: Present

LI: 1,109

LI: Present

LI: Present

Multiple

platforms

LI: Present

LI: 48,832

Blog: Active

Site
unstable

LI: Present

LI: Present

Source

Files #1-4

File #2

Files #1,3,5

Files #2,5

File #5

Files #1,3,6

Files #1,3

Files #1,3

File #4

Files #1,3

Files #1,3

Files #1,3

Files #1,2,5
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Company Website Threat Size (Est.) | Primary Founded Social Source

Services Highlight
16 Fig figbots.ai LOW Small Al chatbots, 2017 Site DOWN  Files #1,3
(Figbots) NLU
17 Al Lab ailabsolution LOW 2-10 Al Unknown LI: 795 File #5
s.com consultancy,
training,
data
analytics
18 AlIKit LB / aikitlb.com LOW Small Al training, 2024 Governance Files #4,5
Brain governance, focus
on-prem
BrAln
19 doova doova.ai LOW Small Al Unknown LI: Present File #5
marketing,
analytics,
design
20 TabbeQ Al  tabbegai.co LOW Small Al ordering,  Unknown Vertical File #5
m restaurant-te niche
ch
21 HAIVO haivo.ai LOW Small Al data Unknown Supply-chai  File #5
annotation, n Al
datasets
22 B.O.T letsbot.io LOW Small Digital Unknown UNICEF File #5
outsourcing, partner
data labeling
23 LEB Al lebai.ai LOW Small Computer ~2018 LI: Present File #5
vision,
license plate
recognition
24 Lebanese.A lebanese.ai LOW Small Homegrown 2025 LAU File #5
| Al model/pla Spark25
tform seed
25 Creatives creatives.me LOW Small Al-powered Unknown Gold Award  Files #1,3,4
digital winner
marketing,
SEO
26 Nascode nascode.co LOW Small-Med Web design, Unknown FB: 122,440 File #4
m marketing,
Al
consulting
27 Rak4analyti rakd4analytic LOW 10-49 Data 2019 LI: Present Files #1,7
cs s.com analytics,
Al/deep
learning, loT
28 FatCow fatcowdigital LOW Small Al agency, Unknown 20+ blog File #4
Digital .com SEO-driven articles
content
29 Hovi Digital thehovi.com LOW Small Al-integrate 2018 LI: 4,473 File #4
Lab d marketing
30 Better'fly betterflylb.co LOW Small Digital 2003 LI: 610 File #4
m marketing
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31

32

33

34

35

36

37

38

39

40

41

42

43

44

45

46

Company

Incoding

Arganex

SiliconCed
ars

Neural

Nexus

Medicus Al

BARQ Fleet

Oreyeon

LUXEED

Robotics

Lebbotics

CardioDiag
nostics

DOX

Anghami

Scripta

AgriSmart

HTech

Netiks Inter
national
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Website

incoding.dev

arganex.co
m

siliconcedar
s.com

neuralnexus

.tech

medicus.ai

bargapp.co
m

oreyeon.co
m
luxeedroboti

cs.com

N/A

cardiodiagn
ostics.net

N/A

anghami.co
m

N/A

N/A

N/A

N/A

Threat

LOW

LOW

LOW

LOW

NONE

NONE

NONE

NONE

NONE

NONE

NONE

NONE

NONE

NONE

MONITOR

LOW

Size (Est.)

Small

Small

Small

Small

Med

Small

Small

Small

Small

Small

Small

Large

Small

Small

50-249

10-49

Primary
Services

Custom
software,
automation

Custom
Saas, Al
chatbots

EDA develo
pment, data
analytics

Al cybersec
urity

Al health
data interpre
tation

Al delivery
managemen
t

Al airport
safety

Al agri
weeding
robot

Robotics,
industrial
automation

Al cardiac
monitoring

Battery
predictive
analytics,
EV Al

Music
streaming
with ML

Al news
verification

Al

WhatsApp
chatbot for
agriculture

Al agents,
generative
Al, custom
software

CRM,
custom
software, Al

Founded

Unknown

2025

2009

Unknown

2015

2019

2018

~2020

Unknown

2012

2017

2011

Unknown

Unknown

2023

2000

Social
Highlight

Beirut +
Frankfurt

London +
Beirut

Sister of
Neumann

Site: 403
error

$7.24M
funded

$4M funded

NVIDIA
Inception

Hackathon

winner

25% crop
yield

Seeking
$7M

Startupbootc
amp

NASDAQ-lis
ted

Active

Active

Fast-growin
g

From
EUR1,000

Source

File #1

File #1

File #1

Files #1,3

File #1

File #1

File #1

File #1

File #1

File #1

File #1

Files #1,2,4

File #2

File #2

File #7

File #7
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47

48

49

50

51

52

53

54

55

56

57

58

59

60

61

62

63

64

65

Company

NavyBits

AlgoTrader
s

Wiz
Consults
Augminter
Code Mind
Online

Dimensions

EndInMind
Marketing

MCG
Masters

Klangoo

Hello
Harold

Rawa.ai

To Al SARL

Codi

Groopie

BrainyTech

Techleb

Phoenician
Al

MENA
Catalyst

ArabiaAl
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Website

N/A

N/A

N/A

N/A

N/A

N/A

N/A

N/A

N/A

N/A

N/A

N/A

codi.ai
(claimed)

groopie.ai
(claimed)

brainytech.ai
(claimed)

techleb.ai
(claimed)

phoenician.a
i (claimed)

menacatalys
t.org
(claimed)

arabiaai.io
(claimed)

Threat

LOW

NONE

LOW

LOW

LOW

LOW

LOW

LOW

NONE

NONE

LOW

LOW

UNVERIFIE
D

UNVERIFIE
D

UNVERIFIE
D

UNVERIFIE
D

UNVERIFIE
D

UNVERIFIE
D

UNVERIFIE
D

Size (Est.)

Small

Small

Small

Small

2-9

Small

Small

Small

Small

Small

Small

Small

Unknown

Unknown

Unknown

Unknown

Unknown

Unknown

Unknown

Primary
Services

ERP, web
dev, Al
(minor)

Alin
financial
markets

Al
consulting

Al developm
ent

IT strategy,
cloud, Al

Mobile/web
with Al

Al marketing
services

Al
consulting

NLP for
publishers

Al car
pricing
chatbot

Al marketing
platform

Unknown

Personal Al
assistant

Arabic
chatbot
builder

Predictive m
aintenance

Arabic
transcription

Generative
visual
assets

Al
bootcamps
(non-profit)

Al
consulting,
model-ops

Founded

Unknown

Unknown

Unknown

Unknown

2023

2015

Unknown

Unknown

Unknown

Unknown

2024

Unknown

Unknown

Unknown

Unknown

Unknown

Unknown

Unknown

Unknown

Social Source
Highlight

Tripoli-base  File #7
d

StartupBlink  File #7

Manifest File #7

top-10

Emerging File #7

Beirut File #7

Sin El Fil File #7

Sortlist 4.9 File #7

Sortlist listed File #7

US-based, File #2

$1.5M

UK, Speed File #2

@BDD

Dubai HQ File #2

Minimal File #2
presence

OC-only File #8
data

OC-only File #8
data

OC-only File #8
data

OC-only File #8
data

OC-only File #8
data

OC-only File #8
data

OC-only File #8
data
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Company Website Threat Size (Est.) | Primary Founded Social Source

Services Highlight
66 NeuralTech  neuraltech.a UNVERIFIE Unknown Edge-Al Unknown OC-only File #8
Lebanon i (claimed) D predictive data
maint.
67 TechNova technova.ai  UNVERIFIE  Unknown Al marketing Unknown OC-only File #8
(claimed) D automation data
68 Null8 null8.ai UNVERIFIE  Unknown Al image Unknown OC-only File #8
(claimed) D analytics data
69 Innov8 N/A UNVERIFIE  Unknown Al growth-ha Unknown OC-only File #8
Digital D cking data
70 Jetstream Al jetstream.ai UNVERIFIE  Unknown Unknown Unknown OC-only File #8
(claimed) D data
— Rational N/A INACTIVE Closed Al video ad 2015 $30K Speed  Files #1,2
Pixels placement @BDD
— Neotic N/A INACTIVE Closed ML for 2016 First Al Files #1,5
equity fintech LB
trading
— Eqlim N/A INACTIVE Closed Big data 2013 $425K angel File #1
supply chain
— Lamba N/A INACTIVE Closed Hackerspac  Unknown Not strictly File #1
Labs e Al

Total tracked: 70 active + 4 inactive = 74 entries

Appendix B: Target Keywords & SEO Priorities

Keyword Language Est. Monthly | Competition | Current Priority Target Rank
Search RE (6 months)
Volume (Webspot)
(MENA)
1 "Al company EN 300-500 Medium Top 5 (via PO #1 organic
Lebanon" Clutch)
2 "Al solutions EN 200-400 Medium Not ranked PO Top 3
Lebanon"
3 "Al agents EN 100-200 Low Not ranked PO #1 organic
Lebanon"
4 "Al consulting EN 150-300 Medium Top 10 PO Top 3
Lebanon"
5 "Al EN 200-400 Medium-High ~ Not ranked P1 Top 5
development
Lebanon"
6 "Al agency EN 150-300 Medium Not ranked P1 Top 5
Lebanon"
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Keyword Language Est. Monthly | Competition | Current Priority Target Rank
Search Rank (6 months)
Volume (Webspot)
(MENA)

7 "on-premise EN 500-1,000 Low Not ranked PO Top 5 (global
LLM (global) niche)
deployment”

8 "Al audit EN 300-600 Low-Medium Not ranked P1 Top 10
services" (global)

9 "ISO 42001 EN 200-400 Low Not ranked P1 Top 5 (global
consultant” (global) niche)

10 "Al agents EN 200-400 Low Not ranked P1 Top 3
GCC"

11 "artificial EN 100-200 Low Not ranked P1 Top 3
intelligence
Beirut"

12 "enterprise Al EN 100-300 Medium Not ranked P2 Top 10
MENA"

13 "sovereign Al EN 300-500 Low Not ranked P1 Top 10
solutions” (global)

14 "Al training EN 100-200 Low (ZAKA Not ranked P2 Top 5
Lebanon" dominates)

15 ‘EEEE AR 200-400 Very Low Not ranked PO #1 organic
[T L]

EEEEEEN
ammEmm" (Al
company
Lebanon)

16 '‘EEEN AR 500-1,000 Low Not ranked P1 Top 5
EEEEEE EE (MENA)

EEEEEER"
(Al solutions)

17 "Al chatbot EN 200-400 Medium Not ranked P2 Top 5
Lebanon”

18 "CrewAl EN 100-300 Very Low Not ranked PO #1 (niche)
development (global)
services"

19 "LangChain EN 200-500 Low Not ranked P1 Top 5 (global
consulting” (global) niche)

20 "Al EN 50-150 Very Low Not ranked P1 #1 (blue
compliance ocean)
MENA"

SEO Content Strategy Summary

* PO keywords (6): Require dedicated landing pages + 3+ supporting blog posts each. Target within 3
months.

* P1 keywords (10): Require 1 landing page + 2 blog posts each. Target within 6 months.
» P2 keywords (4): Blog posts and supporting content. Target within 9 months.
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* Arabic keywords (2): Require Arabic landing pages — major differentiator since almost no competitor

publishes in Arabic.

* GEO (Generative Engine Optimization): Publish authoritative content that LLMs (ChatGPT, Perplexity,

Gemini) will cite when answering "best Al company in Lebanon” type queries.

Appendix C: 12-Week Content Calendar

Content Distribution Cadence

* Blog: 2 posts/week (Tuesday, Thursday)

 LinkedIn (Company): 3 posts/week (Monday, Wednesday, Friday)

 LinkedIn (Dr. Tebaa personal): Daily post + 2 articles/month

* Instagram: 4 posts/week (Monday, Wednesday, Friday, Sunday)

» Facebook: 3 posts/week (mirrors LinkedIn)

Blog Post 1

(Tue)

Blog Post 2
(Thu)

LinkedIn
Theme

Instagram
Theme

Key CTA

w1 Apr 1-7

W2 Apr 8-14

W3 Apr 15-21
W4 Apr 22-28
W5 Apr 29-May 5
W6 May 6-12

w7 May 13-19
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"What Are Al
Agents? A Guide
for Lebanese
Businesses"

"On-Premise vs
Cloud Al: Why
Data
Sovereignty
Matters"

"How Al Agents
Reduced
Processing Time
by 70% at a
Lebanese Bank"
(Case Study)

WHITEPAPER:
"Al for
Lebanese
Government
Services"

"Building Your
First Al Agent: A
Technical
Primer"

"Arabic NLP in
2026: The
Untapped
Opportunity"

"Al in Lebanese
Healthcare: 3
Use Cases
Ready Today"

"5 Signs Your
Business Needs
an Al Audit"

"ISO 42001: The
Al Standard
Nobody in
Lebanon Is
Talking About"

"Lebanon's
LEAP Initiative:
What It Means
for Your
Business"

"The Real Cost
of NOT Adopting
Al in 2026"

"Al Agents vs
Chatbots: Why
the Difference
Matters"

"How Webspot
Deploys Al in 4
Hours, Not 4
Months"

"The Executive's
Guide to Al ROI
Measurement"”

Agent explainer
series

Compliance
thought
leadership

Case study
highlights

Whitepaper
promotion

Technical deep
dives

Speed/efficiency
messaging

Healthcare
vertical focus

Behind-the-scen
es: Webspot
office/team

Al Myth-Buster
Reel #1

Agent of the
Week: Banking
Compliance

MENA Al News
Roundup

Behind-the-scen
es: agent
deployment

Al Myth-Buster
Reel #2

Agent of the
Week:
Healthcare
Intake

Book a free Al
audit call

Download
compliance
checklist

Request a demo

Download
whitepaper

Book a technical
consultation

See our agent
templates

Request
healthcare demo

Page 112



Blog Post 1

(Tue)

Blog Post 2
(Thu)

LinkedIn
Theme

Instagram
Theme

W8 May 20-26
W9 May 27-Jun 2
W10 Jun 3-9

w11 Jun 10-16
w12 Jun 17-23

"GCC Al Market
2026: Where the
Opportunities
Are"

"Al Readiness
Score: How to
Assess Your
Organization"
(Lead Magnet)

"How Retail Al
Agents
Increased Sales
25% for a
Lebanese
Brand" (Case
Study)

"Why Webspot
Partners with
Universities for
Al Talent"

"Q2 2026: The
State of Al in
Lebanon"
(Quarterly
Review)

Content Production Budget

"Saudization +
Al: Hiring
Strategy for
Tech Companies
in KSA"

"Real Estate Al:
How GCC
Developers Are
Using Agent
Swarms"

"The Sovereign
Al Stack: Build
Your Own
Private LLM"

"Al Compliance
Checklist: GDPR
+1S0 42001 +
Lebanese Law"

"Webspot
Academy
Preview: What
We'll Teach in
the Al Agent
Masterclass"

GCC expansion
insights

Al Readiness
Score promotion

Case study +
sovereign Al

Partnership
announcements

Quarter review +
Academy
preview

MENA Al News
Roundup

Behind-the-scen
es: Al Readiness
assessment

Al Myth-Buster
Reel #3

Agent of the
Week: Retail/E-c
ommerce

MENA Al News
Roundup +
Academy teaser

Contact for GCC
consultation

Take the free Al
Readiness
Score

Request a demo

Apply for
internship /
partnership

Pre-register for
Webspot
Academy

Item Monthly Cost Quarterly Cost
Blog writing (8 posts/mo, mix of internal + $1,500 $4,500
freelance)

Graphic design (social media visuals, $800 $2,400
infographics)

Video production (Reels, short-form) $500 $1,500

LinkedIn Ads (boosted posts for reach) $1,000 $3,000

SEO tools (Ahrefs or SEMrush) $200 $600

Total $4,000 $12,000

Appendix D: Sources & References

Primary Research Sources (Webspot Market Intelligence — March 14, 2026)
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Source ID Description

File #1 CC Web Research —
comprehensive directory + press
+ Clutch/TechBehemoths

analysis

File #2 CC Social Media Research —
LinkedIn, Instagram, Facebook

deep dive

File #3 CC Website Deep Dive — direct
scraping and analysis of

competitor websites

File #4 CC Social Deep — thought
leaders, events, advertising

landscape

File #5 Codex GPT-5.4 — Crunchbase,
MAGNITT, press coverage,

government data

File #6 JT Agent — market data,

competitive intelligence

File #7 LLM APIs (Perplexity, Gemini,
ChatGPT) — supplementary

research

Files #8, #9 OpenClaw — supplementary

company research

External References

# Source

1 MITAI — Ministry of Technology
& Al, Republic of Lebanon

2 LTAI Summit 2025

3 Eurisko official website

4 ZAKA official website

5 Clutch — Al Companies in
Lebanon

6 TechBehemoths — Al

Companies Lebanon

7 Tracxn — Al Startups in Lebanon

8 Statista — Al Market Lebanon

9 Fortune Business Insights —
MEA Al Market

10 IMF — Al Preparedness Index

11 Oracle — Lebanon Training
Partnership

Prepared by Webspot | Confidential

Method

Web search across 10+
directories

Direct platform research

Manual website review

Deep social media analysis

WebSearch/WebFetch

Automated search

API queries

Automated research

URL

https://www.mitai.gov.Ib/

https://aitechsummit.gov.lb
https://eurisko.net/
https://zaka.ai/

https://clutch.co/lb/developers/arti
ficial-intelligence

https://techbehemoths.com/comp
anies/artificial-intelligence/lebano
n

https://tracxn.com/d/artificial-intell
igence/ai-startups-in-lebanon/

https://www.statista.com/

https://www.fortunebusinessinsig
hts.com/

https://www.imf.org/

Press coverage, 2025

Reliability

HIGH

HIGH

HIGHEST

HIGH

HIGH

MEDIUM

LOW-MEDIUM

LOW (fabrication detected)

Accessed

Mar 2026

Mar 2026
Mar 2026
Mar 2026

Mar 2026

Mar 2026

Mar 2026

Mar 2026

Mar 2026

2024

Mar 2026
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# Source URL Accessed

12 Roland Berger — Al Governance  Press coverage, 2025 Mar 2026
Frameworks Lebanon

13 KS&Law — GCC Strategic Pivot  https://www.kslaw.com/news-and ~ Mar 2026
to Al -insights/from-sand-to-silicon-the-
gccs-strategic-pivot-to-artificial-int
elligence
14 Wamda — HAQQ Legal Al https://www.wamda.com/ Feb 2026
funding
15 L'Orient Today — Lebanon Al https://today.lorientlejour.com/ Multiple dates

ecosystem coverage

16 Manus Strategy Document (File Internal research document Mar 2026
12)

17 OC Marketing Growth Strategy Internal research document Mar 2026
(File 13)

18 FINAL_CONSOLIDATED_REPO Master market research report Mar 2026
RT.md

Disclaimer

Financial projections in this document are estimates based on market research and reasonable assumptions.
Actual results may vary based on market conditions, execution quality, competitive dynamics, and
macroeconomic factors. Government contract timelines are subject to procurement processes and political
conditions. GCC market sizes are derived from multiple industry reports and may use different methodologies.
Companies listed as "UNVERIFIED" (OC-sourced, entries 59-70) should not be cited without independent
verification.

Strategy Playbook Part 2 prepared March 14, 2026. To be merged with Part 1 (Market Position, Competitive
Strategy, Marketing) for the complete Webspot S.A.L. Strategic Playbook 2026-2027.

Total document: Parts 4-8 + Appendices A-D
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