Acquisition
With Intelligence

The AIBO Playbook for Founders

How RAD Intel Helps Strong Companies
Scale Without Losing Their Edge.

radintel



This eBook is for founders sitting in the mid-game - real revenue, real demand, and
growing complexity. It walks through how RAD Intel’s Artificial Intelligence Buyout
model connects market intelligence, marketing performance, and operations so
growth gets more durable instead of more chaotic. If you’re considering a strategic

partner or partial exit in the next 12-36 months, start here.

Download the AIBO Playbook to see:

. What changes in Why founders choose a
How good compan!es the first 90 days holding company partner
stall and how to avoid It with RAD Intel instead of a full sale

Download the AIBO Playbook Today
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Executive Summary

Better outcomes come from

tighter connections across the business.

When revenue, marketing, operations,
and customer outcomes move together,
growth becomes something you can

steer instead of chase.

RAD Intel began as an Al marketing
company serving Fortune 1000
brands and global agencies including
Omnicom, Hasbro, and Skechers.
Through billions of impressions,

we saw the same pattern repeat:

the smaller and more specific

the community, the stronger the
conversion. That pattern didn’t

stop at campaigns —it pointed to

how companies should be built.

That insight became an acquisition
model. RAD Intel is now a holding
company powered by a shared
intelligence layer that connects
go-to-market and operations. Each
company that joins plugs into a single
decision layer that compounds
learning, execution, and performance

across the portfolio.

AIBO stands for Artificial
Intelligence Buyout. AIBO treats

Al as infrastructure. It sits underneath
execution and upgrades judgment
across sales, marketing, operations,
and delivery. The objective is clear:
protect what already works, remove
drag that slows scale, and lift
operating and marketing

performance at the same time.
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Why Good
Companies Stall

Stalls rarely start with one moment.
They show up as friction that builds over
time. Pipeline expands while quality drops.

Delivery stretches without warning.

Margins tighten even as revenue grows.
Leadership time shifts from strategy into
coordination. The system stays busy, but

compounding slows.

This pattern shows up in fast-growth
businesses across industries, not justin
one sector or model. A large share of the
fastest-growing companies eventually
shrink, exit under pressure, or get sold
on terms that reflect that stall instead

of their potential.

Understanding why that happens is
the first step in designing an acquisition

model that helps founders avoid it.
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The Mid-Game
Pressure Point

The mid-game is where that pressure collects. Revenue exists. Expectations rise.

Complexity multiplies. Decisions spread across functions that used to sit much closer

together.
The common failure mode is organizational readiness lagging behind growth. Revenue
and headcount accelerate while capacity, systems, and discipline fall behind. Teams

find themselves reacting to growth instead of steering it.

AIBO is designed with that stage in mind — not as a rescue plan, but as a structure that

turns the mid-game into a launchpad instead of a ceiling.
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From Demand
Chaosto
Operating Clarity

When demand isn’t shaped, it creates noise.
Pipeline fills without tight qualification.
Marketing scales volume instead of precision.
Operations scrambles to keep pace. Customer
experience becomes uneven, and the cost of

growth rises quietly in the background.
Clarity changes that dynamic. As demand
planning matures, forcast accuracy improves
and that runs straight into:

@ Lower Operating Costs

@) Better Service and Sales

@ Stronger Profitability

AIBO brings that discipline into the portfolio so

founders are not carrying demand chaos alone.
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Market Inl:elligance
as the Operating Spine

Market intelligence belongs at the
center of the business, not on the

edges of a slide deck.

When it sits at the spine, it informs
where to sell, sharpens offers and
pricing, guides hiring and expansion
timing, anticipates delivery stress
before operations feels it, and
improves marketing efficiency

before spendmoves.

Teams with stronger confidence in
their data and market view consistently

report stronger revenue outcomes.

Thatisn’t a coincidence —it’s the result of
decisions made with clearer inputs. RAD
Intel’s structure puts that intelligence
at the center so every portfolio company
benefits from a shared, evolving view of
the market while keeping its own

perspective and lane.
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Turning Marketing
Performance Into
Predictable Growth

Marketing performance improves when decisions move
upstream. Audience selection, message commitment, and

channel timing create the conditions for everything that follows.

Pre-testing and validation before launch reduce risk and
improve outcomes. Guidance on creative testing repeatedly
shows that teams who validate creative before spending heavily

see better performance and get more from every budget cycle.

By tying that discipline into the holding company, AIBO turns

campaign-level gains into company-level predictability.
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Operations That
Scale Without
Breaking

Operational failure rarely arrives with
a single big warning. It shows up as
small delays that stack, rework that
grows, and margins that thin quarter

after quarter.

Improvements in forecasting and
planning are a direct lever against
that drift. Work on Al-driven demand
forecasting highlights how better
planning leads to higher operational

efficiency and fewer surprises.

The AIBO model brings those tools and
practices into portfolio companies so
operational scale matches

commercial ambition.
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Founder Edge Stays.
Friction Goes.

Scale breaks companies when growth AIBO is built to avoid that trap. Shared
is chased without protecting the structure can live in finance, reporting
capabilities that made the business cadence, tooling, and compliance.
work in the first place. Research on Distinctiveness stays in market

growth warns that, in the push for perspective, offer design, customer
scale, companies can damage core relationships, and leadership.

capabilities and culture — and in doing
so, make growth problems harder to solve. The intentis simple: founders keep their
edge and gain leverage around it, rather

than trading it away for scale.
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AIBO in Practice

AIBO follows a repeatable loop.

First, acquire proven traction. Then
connect to the shared intelligence layer.
Align go-to-market and operations.
Finally, improve judgment across the

system so every cycle gets sharper.

Post-close integration discipline in the
first 90 days is widely treated as deci-

sive for value protection andlong-term
outcomes. AIBO leans into that window

with a clear, founder-aligned plan.
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What Changes
in the First 90 Days

Early improvements usually land in a

Momentum in the first 90 days sets

X few visible areas: cleaner pipeline
the tone for everything that follows.
quality through tighter qualification,

more accurate forecasting and pacing,

It’s where operating cadence gets set better marketing efficiency through
and where alignment becomes real —in earlier commitment, and fewer
leadership direction, people stability, delivery surprises because capacity
and execution discipline. and priorities are transparent.
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Why Founders Choose

RAD INTEL

AIBO is designed for founders who have

built something real and want leverage

without losing themselves in the process.

The Model Adds:

@ nfrastructure
@) Pattern Recoghnition

@ Operating Discipline

that are hard to build fast enough internally

and expensive to build alone.

Founders get the upside of scale with
fewer self-inflicted penalties from
disconnected execution. Cleaner
forecasting, stronger go-to-market
alignment, shared infrastructure that
protects margin, and a partner whose

value grows as the portfolio grows.

This is what acquisition with
intelligence means in practice — a
structure that strengthens what
already works and creates room for
founders to build bigger outcomes

than they could reach solo.
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