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3 ? 1 ekl e Net revenue retention above 110% by the end of
A

the year

There's no clear path to upgrade Current reality

NRR is 106%, ss churn 1.4%. Expansion is now the bigger lever than churn.

7
& Other work
This week - from AJ
NRR reached 106%. Churn is under control; expansion has to do the rest.
What moved
\‘ Churn-risk alert in Slack are in testing. e Expansion playbook for CSMs is on its first four accounts.

What we learned

The health score caught 7 of the 9 accounts that churned since July. See + We find out about unhappy
customers too late .
v Completed 1 8 Archved 1 & Drafts 1 Q ieas 0

The modern way to set, track
and achieve company goals.

Clearahead is goal tracking for leadership teams, with one living picture of where the company is going,
what’s in the way and who's moving it, so the whole team pulls the same way.

For founders and leadership teams



® CLEARAHEAD

Clearahead is goal tracking for fast-moving
SMEs, keeping every department aligned,
showing what’s working and helping strategy
keep pace with a changing world.

Inspired by frameworks like OKRs and EOS, it can run alongside the method a team
already uses, or become the main way the leadership team works.



® CLEARAHEAD

How 1t works.

Four parts and one simple loop: set the goal, find what's in the way, clear it with a few clear
moves, then look at the progress and go again.

01

Goals Constraints Moves Progress

Where the company is going, What's in the way right now, The few actions that clear it, What moved, what didn't and
written in the team’s own ranked, so the team agrees on each with one owner and a what’s next, written up by AJ,
words, with an owner and a the one thing holding it back due date the whole team can our Al, from the team’s

date. most. see. updates.

O Clear one constraint, then find the next

The long-term plan sets the destination. The loop keeps the plan alive.
The vision, the three-year picture and the annual priorities you already set Instead of a plan written once and revisited at the next away day, the team
still matter, because a team needs to know where it's going before it can tell works on whatever is holding it back today, learns as it goes and adjusts the

what’s in the way. route as the market, the people and the numbers change.



® CLEARAHEAD

How 1t looks.

The model on the left, the context on the right, and AJ on hand to keep both up to date.

® CLEARAHEAD Northlight v Revenue growth ~ Progress My work @ | [ @ Chat with AJ Plan next moves 2 JE

MODEL = Filter

GOAL
Goal AJ Update with AJ
Reach £1m ARR by March 2027

Status @ Active v Due Mar 2027 v Owner Je Jordan Ellis v

it A CONSTRAINT Easing TO

Outbound doesn't book enough qualified meetings ReaCh £1m ARR by MaI‘Ch 2027

5 moves - 2 in progress

@ AJ thinks this is cleared

Current reality Last updated 6 Nov by AJ - Previous versions
i1 A CONSTRAINT Confirmed PN ARR is £684k from 83 customers, with NRR at 108%. Outbound is at ten-plus meetings a week;
Trials stall before teams invite their colleagues the sales cycle is the gap to £1m.
5 moves - 2 in progress - 2 to start The conteXt

Overview  Evidence & history 7 Everything behind the item you've picked, from the
i A CONSTRAINT Confirmed LW current reality to why it matters and how you'll
Mid-market deals take more than 60 days to close Why it matters know it’s done.

S ees ° 1 D EREess - 1 e £1m ARR is the bar for a strong Series A next spring. It also

bridge round.

Why we believe it

The model

The goal, what’s in its way and the moves under

We grew from £180k to £310k in six months with almost no outbound. Win rate on qualified

demos is 31%, and customers who stay past 90 days expand.
each, in one picture the whole team canread at a

glance. How we’'ll know it's done

ARR on the Stripe dashboard is £1m or more for a full month, with net revenue retention

3 moves - 1in progress above 100%.

Something changed?
v Completed 2 & Archived 4 o Drafts 1 Q Ideas 4 Talk it through with AJ. It updates this page as you go and logs anything that counts Update the goal >



® CLEARAHEAD The model

One goal, the constraints in its way and the moves that clear them, all in
one place.

MODEL = Filter

The goal sits at the top.

Every workspace has one goal with an owner and a due date, so everything underneath it
points the same way.

Reach £1m ARR by March 2027

:: A CONSTRAINT Easing TO

Outbound doesn't book enough qualified meetings

5 - 21 . .
st B T sl AJ spots when a constraint is cleared.

© AJ thinks this is cleared () It checks the team’s updates against how you said you'd know, then asks the owner to
confirm, so the call stays with people.

:: A CONSTRAINT Confirmed PN

Trials stall before teams invite their colleagues

5 moves - 2 in progress - 2 to start

it A CONSTRAINT Confirmed Lw ] Constraints, in order.
Mid-market deals take more than 60 days to close @ Drag them into the order that matters; the one at the top is what the team clears first,
3 moves - 1in progress - 1to start and each card shows its moves and who ownsiit.

© Inprogress 1

s © MOVE 14 Sep Lw

Mutual action plan for every deal over £15k

O Proposed & not started 1 The moves that clear it.

Open a constraint to see the moves under it, grouped into in progress, not started and
done, each with one owner and a due date.

s O MOVE 23 Nov Mc

Procurement FAQ for legal and IT

@ Done & dropped 1 >

+ Plan moves

v Completed 2 = Archived 4 ¢ Drafts 1 Q Ideas 4



The context.

® CLEARAHEAD

behind each decision.

Goal / Outbound doesn't book enough qualified m...

Status ® Easing v Owner To Tom Okafor v Mark completed Archive

Outbound doesn't book enough
qualified meetings

Current reality Last updated 5 Nov by AJ - Previous versions

Ten to twelve qualified meetings a week for five weeks running. Video outreach to top accounts
booked six of the last twenty.

This constraint looks cleared

Current reality shows 10 to 12 qualified meetings a week for five weeks, which meets ten or more a week
for four weeks running. o

+ Plan moves AJ Update with AJ ®—

Mark complete Not yet

Overview Evidence & history 4

Why it matters

Referrals won't get us to £1m. We need a second engine that books meetings every week. @

Why we believe it

Tom's team sent 1,400 emails last quarter for 19 meetings, and only 8 fitted our customer profile.

How we'll know it's done

Ten or more qualified meetings a week, four weeks running.

Pick anything in the model and its context opens beside it, so the whole team reads the same story

Update it with AJ.

Tell AJ what’s changed in a sentence and it rewrites the
page, logging anything that counts as evidence.

Current reality, always current.

A short, plain summary of where things stand, rewritten
as updates come in, with every previous version kept.

AlJ suggests, you decide.

When the evidence says a constraint is cleared, AJ says
so and the owner marks it complete or says not yet.

The thinking behind it.

Why it matters, why we believe it and how we'll know it’s
done, written once and keptin view.



® CLEARAHEAD

Fverything updated with a conversaton.

Tell AJ what's changed in a sentence, and the model updates itself while you watch.

Update constraint Trials stall before teams invite their colleagues

Adding moves to this constraint? Plan moves with AJ >

AJ

What have you seen on "Trials stall before
teams invite their colleagues" lately? I'll update
the page and log anything that counts as
evidence.

The Slack nudge is working: second-person o
invites are up from 22% in May.

AJ

Updated Current reality. Logged 1 piece of
evidence.

What tells you that, rather than a one-off? o
Undo this change

Tell AJ what happened. One update or
several — Shift+Enter for a new line.

Constraint - Owner: Priya Nair © Undo (1)

Read-only. Tell AJ what's changed, or use Improve on a field.

Short description @ Improve

Trials stall before teams invite their colleagues

Current reality e Updated by AJ Revert @) Improve
Last updated 24 Oct by AJ

The Slack nudge is working: second-person invites are up from 22% in
May. 41% of trials invite a second person in week one.

Why it matters @ Improve
Trials with two or more people convert at 48%; single-user trials convert
at 9%.

Why we believe it @ Improve

Six months of trial data in HubSpot.

How we'll know it's done @ Improve

Half of all trials have a second person in the first week.

Evidence from this conversation 1

slack - nudge - working - Figure Remove
The Slack nudge is working: second-person invites are up from 22% in May.

Say what happened.

Type an update the way you'd say itin a
meeting, one line or several.

AJ updates the page.

It rewrites the constraint’s current reality
straight away, and any change can be
undone.

Evidence, logged.

Anything that counts as evidence is saved
against the constraint, so the team can
see why things moved.

Then it asks the next question.

Like a good coach, AJ checks whether it’s
a real shift or a one-off before anyone
callsit cleared.
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Net revenue retention above 1 10% by the end of
the year

Current reality
MR i 308%, gross churn 1.4%. Expansin is now the bigger lever than chum

Overview  Evcience & history

This week - from AJ
NRR reached 106%. Chum i under control; expansion has 1o do thit rest
What maved
THET-fisk aieft in Siack ane in testing. » Expansion playbook for CEMs i on its first four accounts.
What we learned

The haakh score cugfil 7 of tha S sccounts that chumed since July. See « We find cut about unhappy
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Human judgement,
front and centre.

AJ, our Al, is trained to act more like a coach than a
chatbot, so rather than generating generic solutions, it
asks the questions that help the team solve its own
problems and puts the onus back on the people doing
the work.

Asks before it answers.

AJ asks what’s really in the way and why, so the team does the thinking and
owns the plan it comes up with.

Challenges, rather than prescribes.

It tests whether a move will actually clear the constraint, instead of handing
over a list of best practice.

The call stays with people.

AJ suggests when something looks done, but the owner decides, so your
team stays in charge of every call.



® CLEARAHEAD

Free to start, one price to grow. We'll help you
Start for free, and when you grow, one price covers the whole company, with no get Started.

seat maths.
You don’t need an implementation project; most
- ~ teams set their goal and first constraint in a single
session.
Free plan Clearahead plan
_EO £2 9 7 /month
For aslong as you like or £2,997 a year, billed annually 1 Start for free.

Sign up with no card, and invite up to three of your
® Up to3team members, plus ® Unlimited team members team.
unlimited Viewers

® Upto10 goal workspaces
® Tgoalworkspace ® FullaccesstoAJ

® Fullaccessto AJ ) 2, Set up with us.
® Pricelocked for aslong as you stay

® No card needed WEe'll train your team and help you write your first goal

\_ J and find what’s in its way.

Viewers are free and unlimited on every plan, so a 3 Upgrade when you grow.
Bring your coach or adviser.  coach, adviser or board member can follow along
at no cost. One price for the whole company; for a 20-person

team, that’s under £15 a person a month.




® CLEARAHEAD

Why weTe
building
Clearahead.

A note from our founder, written the
way every goal looks in Clearahead.

Goal Al Update with AJ

® Active Nov 2029 ) Alex Durston

A world where every company is alighed in
real time.

Current reality

Most companies still run on systems built for a world where finding out what was
going on was the hard part, with status meetings, reports, scorecards and
quarterly resets, all designed before Slack, Zoom or Al.

Why it matters

Al makes information nearly free, so a team can know where it stands all the time
without anyone preparing anything; what'’s left that only people can do is deciding what
matters and committing to it together, and | want every leadership team to spend its
time there.

Why we believe it

We interviewed 50 CEOs, and the top reasons their goals failed were changing market
conditions and a team that wasn’t aligned, neither of which more data will fix.

How we’ll know it’s done

The spreadsheet became how every business thought about its money, and we’ll know
we're there when Clearahead is how every business thinks about what it’s working on
and why.

F\l Alex Durston
Founder, Clearahead
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Questions teams ask.

Does it work alongside OKRs and EOS?

Yes. Clearahead sits alongside EOS, Scaling Up,
OKRs or your own framework, and keeps the
goal, the issues and the commitments current
between meetings.

Whoisit for?

Founder-led companies from four people up to
around 200, especially Al-native startups and
teams moving to Al. The founder, CEO, COO or
head of growth usually bringsitin.

How much does it cost?

It's free for one workspace and up to 3 team
members, plus unlimited Viewers. The
Clearahead planis £297 a month or £2,997 a year
for the whole company.

Is it complex to set up?

No. Most teams set their goal and first constraint
in one session, with AJ asking the questions, and
there’s no implementation project.

Does the Al make the decisions?

Never. AJ gathers updates, keeps the picture
current and writes the brief, while the team and
you make every call.

Can our coach or adviser join?

Yes. Viewers are free and unlimited on every plan,
so a coach, adviser or board member can follow
along without counting towards your limit.

Canyou help us get set up?

Yes. We provide training for your team and help
you set up your first goal, so your first session
runs smoothly.

Do we have to replace our tools?

No. Clearahead sits above Slack, Asana, Monday
and your CRM; it decides what’s worth doing, and
those tools handle the doing.

Is our data safe?

Yes. Everything is encrypted and held in
European data centres, and you can export or
delete itat any time.

il



® CLEARAHEAD

Bring Clearahead to
your leadership team.

Try it yourself.

Sign up for free and set up a goal of
your own in a few minutes.

app.clearahead.ai/register —

Book a call and we’ll demo it.

WEe'll walk you through it with your
own goals in mind.

Book a call with Alex -

Alex Durston

Founder, Clearahead

See how it works. Training and onboarding. ) .
. . Email alex@clearahead.ai
Explore the features, pricing and WEe'll train your team and help you
how leadership teams use it. set up your first goal, so your first
session runs smoothly. LinkedIn linkedin.com/in/alexdurston
clearahead.ai - hello@clearahead.ai -
Website clearahead.ai

Clearahead Al Ltd - Company number 17557849 - 71-75 Shelton Street, Covent Garden, London WC2H 9JQ
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