ASSESSD@®

STRATEGIC PARTNERSHIPS CANDIDATE
OPPORTUNITY PACKET

Please review this packet before proceeding to the interview phase.

Assessdo is seeking entrepreneurial, relationship-driven professionals who can help
introduce organizations to a new way of understanding the people they serve.

Our Strategic Partnerships opportunity is designed forindividuals who can open doors,
build relationships, secure accounts, and help clients successfully launch the Assessdo
platform.

This packet explains the opportunity, compensation model, target markets, expectations,
and potential pathway forindividuals interested in growing alongside Assessdo.

THE OPPORTUNITY

WHAT IS ASSESSDO?

Assessdo is an Al-powered human development and intelligence platform that helps
organizations better understand the experiences, behaviors, relationships, and human
factors influencing performance and development.

Traditionalsystems often tell organizationswhathappened. Assessdo helps organizations
better understand why it may happen, and what they can do next.

Through observations, check-ins, participant feedback, organizational performance data,
and Al-generated insights with a human validation system builtin, Assessdo can help
leaders recognize meaningful patterns involving:

e Engagement and motivation, Belonging and connection, Behavioraltrends
e Communication, Team dynamics, Student and athlete development
e Organizational culture

e Persistence and retention, Support needs, Growth over time
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Our opportunity extends across multiple industries because every organization ultimately
has the same challenge: Understanding People.

THE STRATEGIC PARTNERSHIP ROLE

Strategic Partners help Assessdo identify organizations that could benefit from the
platform and develop those opportunities into long-term client relationships.

This is more than traditional sales.

The Strategic Partner helps move an organization through the complete relationship-
development process:

IDENTIFY > CONNECT - DISCOVER » DEMONSTRATE » CLOSE » ONBOARD -» EXPAND

Responsibilities may include:

Identifying prospective organizations
Developing relationships with decision-makers
Introducing Assessdo

Understanding organizational needs
Coordinating or participating in demonstrations
Helping develop opportunities and proposals
Supporting contract conversations

Helping move opportunities toward close
Participating in client kickoff

Training clients on the Assessdo platform
Supporting the client’s initialadoption

Identifying expansion and referral opportunities

The goalis to create long-term Assessdo relationships, not simply individual transactions.
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COMPENSATION: PLEASE READ CAREFULLY

The Strategic Partnerships opportunity begins as a 10% - 25% commission-based position
per total sale.

There is no guaranteed base salary during the initial business-development period.

Strategic Partners earn commission based upon qualifying Assessdo accounts they
successfully help generate and close.

ADDITIONAL ONBOARDING STIPEND
Closing the account is only the beginning.

Strategic Partners will also receive a separate onboarding stipend for approved
onboarding and training work associated with accounts they secure.

This mayinclude:
e Client kickoff
e Administratortraining
e Platform orientation
e Account setup assistance
e Usertraining
e Adoption support
e I|nitialimplementation guidance

The onboarding stipend is designed to compensate the Strategic Partner for the additional
time required to help transition a new organization from customer to successful Assessdo
user.

Exact commission percentages, onboarding compensation, eligibility requirements,
payment schedules, and related terms are established separately in the Strategic Partner
compensation agreement.
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YOU ARE NOT LIMITED TO ONE INDUSTRY

Assessdo has been designed for environments where understanding people, engagement,
development, relationships, and organizational dynamics matters.

Strategic Partners can build their pipelines around the industries and relationships where
they already have credibility.

HIGHER EDUCATION

Potential opportunities include:

Colleges and universities ® Community colleges ¢ HBCUs e First-Year Experience ¢ Student
Success ® Academic Advising ® Student Affairs ® Residence Life ® TRIO » Retention
Programs ¢ Student-Athlete Development

Potential decision-makers: Presidents, provosts, vice presidents, deans, student-
success leaders, retention leaders, athletic administrators, student affairs executives, and
program directors.

K-12 EDUCATION

Potential opportunities include:

School districts ® Charter schools ® Private schools ® Alternative education ¢ Student
support ® Counseling ® Mentoring ® College and career readiness ® After-school programs

Potential decision-makers: Superintendents, assistant superintendents, principals,
student-services leaders, counseling administrators, athletic directors, and program
directors.

ATHLETICS
Potential opportunities include:

College athletics ® High school athletics ¢ AAU e Club sports ® Youth sports ® Sports
academies ® Performance centers ¢ Athlete-development organizations

Potential decision-makers: Athletic directors, coaches, club directors, organization
owners, player-development leaders, and sports executives.
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COMMUNITY & NONPROFIT

Potential opportunities include:

Youth-development organizations ® Mentoring organizations ¢ Community nonprofits e
College-access organizations ® Foundations ¢ Faith-based organizations ® Social-impact
initiatives

Assessdo can potentially help these organizations better understand participant
experiences, engagement, relationships, development, and program impact.

BEHAVIORAL HEALTH & HUMAN DEVELOPMENT

Potential opportunities include:

Behavioral health organizations ® Recovery programs ® Rehabilitation organizations
Residential programs ¢ Outpatient programs ¢ Coaching organizations ® Youth intervention
* Personal-development programs

Assessdo does not replace clinical diagnosis, assessment, ortreatment. The platform can
supportappropriate collection and understanding of participant reflections, observations,
engagement, and developmental experiences.

CORPORATE & WORKFORCE DEVELOPMENT

Potential opportunities include:

Employee development ¢ Leadership programs ¢ Organizational culture ® Team
development ¢ Workforce development ® Professional coaching ¢ Employee engagement ¢
Training organizations

GOVERNMENT & PUBLIC SECTOR

Potential opportunities include:

Youth initiatives ® Workforce programs ¢ Community development ¢ Education initiatives
Reentry and development programs ¢ Publicly funded human-development initiatives

STRATEGIC & RESEARCH PARTNERSHIPS

Additional opportunities may exist through:

Universities ®* Foundations ® Research institutions ® Consulting organizations ® Technology
companies ® Sports organizations ® Education partners ® Social-impact organizations
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FIND YOUR LANE. BUILD YOUR MARKET.

You are not expected to sell to everyone.

We want Strategic Partners to determine where they have the strongest combination of:

Relationships + Credibility + Knowledge + Access

If you have spent 15 years in college athletics, athletics may be your starting point.

If your network includes superintendents and principals, K-12 may be your strongest
channel.

If you have relationships with nonprofit executives, foundations, or community
organizations, build there.

If you have corporate relationships, explore workforce and organizational development.
Your existing network can become your starting pipeline.
But your success should eventually extend beyond the people you already know.

Successful Strategic Partners continuously develop new relationships, referrals,
introductions, partnerships, and opportunities.

BUILDING YOUR ASSESSDO PORTFOLIO

YOUR FIRST 90 DAYS

Theinitial 90 days should establish the foundation for your Assessdo business-
development pipeline.

DAYS 1-30 | LEARN & MAP

Learn Assessdo

Develop a strong understanding of the platform, target markets, use cases, value
proposition, demonstrations, and frequently asked questions.

Map Your Network
Identify organizations and decision-makers within your existing professional network.

Build Your Initial Prospect List
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Develop aninitial pipeline of qualified organizations where Assessdo could potentially
solve a meaningful problem.

DAYS 31-60 | CONNECT & DISCOVER

Begin actively introducing Assessdo.
Your focus should shift toward:
e Securing introductions
e Scheduling discovery conversations
e Understanding organizational challenges
e I|dentifying decision-makers
e Demonstrating Assessdo
e Developing qualified opportunities
e Building follow-up strategies
The objective is not simply activity.
The objective is building a qualified pipeline.

DAYS 61-90 | ADVANCE & CLOSE

Move qualified opportunities toward decisions.
This mayinclude:

e Follow-up meetings

e Additionaldemonstrations

e Pricing conversations

e Proposaldevelopment

e Contract discussions

e Implementation planning

e Closinginitialaccounts
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Once an accountis secured, the Strategic Partner may transition into approved
onboarding and training responsibilities.

YOUR FIRST-YEAR OPPORTUNITY

Theinitial year provides an opportunity for both Assessdo and the Strategic Partner to
establish a measurable track record.

At the conclusion of the first year, Assessdo may conduct a Strategic Partner Performance
& Portfolio Review.

The review may examine: Revenue + Accounts + Pipeline + Retention + Client Success +
Strategic Contribution

Based on individual performance, company growth, available resources, organizational
needs, and mutualinterest, Assessdo may discuss an expanded relationship.

Potential opportunities could include:
SALARIED POSITION

A transition into a salaried business-development, partnership, customer-success, or
leadership position.

EXPANDED COMMISSION STRUCTURE

A revised compensation model based upon demonstrated performance and portfolio
growth.

MARKET OR REGIONAL LEADERSHIP

Responsibility for developing a particular market, geographic region, industry, or Strategic
Partner team.

EQUITY DISCUSSION

Exceptional contributors may potentially be considered for an equity discussion as part of
a broader long-term relationship with Assessdo.

Salary, equity, leadership positions, or revised compensation arrangements are not
guaranteed. Any future opportunity is subject to company performance, individual
performance, available resources, leadership approval, and a separate written agreement.
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COULD THIS OPPORTUNITY BE RIGHT FOR YOU?

This opportunity may be a strong fit if you have established professionalrelationships;
know how to reach organizational decision-makers; enjoy opening doors and developing
opportunities; are comfortable with relationship-based selling; can independently build a
pipeline; can present technology confidently; are comfortable training clients; are
entrepreneurial; are self-motivated; understand performance-based compensation; and
want the opportunity to grow with an emerging company

This opportunity may NOT be right for you if you require an immediate guaranteed salary.
We want every candidate to understand the structure before proceeding to an interview.

Sincerely,

Rodney Zimmerman
CEO
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