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THE HEADLINE

Raise-readiness score: 81/ 100

Composite of positioning clarity (60%) and public-footprint coverage (40%). Higher is better. The score
itself is less useful than the components — read on.
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That is at or above the competitors in the panel. The report below focuses on how to widen the gap.

CLARITY BY PROBE TYPE

What we do — 719
Who is for e 8/9
Why it matters -5 9/9
How we differ - 18/18

CLARITY BY ENGINE

gpt-5.6-50l - 13/15
claude-sonnet-5 S — 14/15
gemini-3.8-flash -5 15/15

COMPETITOR CLARITY

Decagon -5 18/27
Ada -5 18/27
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FIRST 30 DAYS

Do these before you send the deck

Priority recommendations based on your positioning probe results and public-footprint audit. Each is
tagged by effort (S/ M/ L). Work top-down.

Put a primary CTA above the fold HIGH - S

WHY IT MATTERS

Your homepage has no unambiguous primary CTA (sign up, book demo, try free, talk to sales). Investors read
CTA ambiguity as GTM ambiguity — 'they don't know how they sell.'

WHAT TO DO

Pick the single action you most want a first-time visitor to take (demo, trial, waitlist — not all three). Make it the
hero button. Contrast color, 2-3 word label.

EXPECTED IMPACT

Tells investors and customers the same thing: you know how you sell.

ALSO WORTH DOING

[

Split a dedicated team page out of the about page MEDIUM - S

WHY IT MATTERS

An about page exists but no dedicated team page. Investors diligencing you expect to find /team or a clearly-linked
team section; forcing them to hunt raises friction during the phase where attention is cheapest.

WHAT TO DO
Add /team or /about/team with founder names, 1-line backgrounds, and LinkedIn links. Link from the main nav.
EXPECTED IMPACT

Small but consistent — makes diligence smoother, reduces questions.



Publish at least a pricing hint (not necessarily a full pricing page) MEDIUM - S

WHY IT MATTERS

No visible pricing on the site. This is fine for pre-seed, but by seed/Series A investors want to verify that
monetization is not a hypothesis. Missing pricing reads as 'they haven't figured out how this sells.'

WHAT TO DO

Add a /pricing page or a single pricing line on the homepage: either concrete tiers or 'starts at $X/seat/month’ or
‘custom — contact sales." Any of these is better than silence.

EXPECTED IMPACT

Removes the 'no visible monetization' objection. One-line fix with outsized signal.



THE DECK MIRROR

What each deck slide needs — and what’s
evident today

Every standard investor-deck slide mapped to what an analyst can see from your public footprint.

“Missing” means there’s no public evidence — fix the public site first and the deck writes itself.

Problem

Solution

Market size

Product

Business model

GTM

Traction

Competition

Team

Ask

Milestones

EVIDENT

EVIDENT

MISSING

EVIDENT

MISSING

MISSING

PARTIAL

EVIDENT

PARTIAL

MISSING

PARTIAL

LLMs can clearly articulate the problem from your public site.

LLMs describe your solution coherently.

No public TAM/market-size statement on the site. Investors don't require
this on the site (it lives on the deck), but a credible one-liner helps inbound.

Updates/changelog indicates a live product with shipping cadence.

No pricing page and no visible price. Hidden pricing is fine for enterprise
but make the monetization model obvious in copy.

No prominent primary CTA. Investors read ambiguity in CTA as ambiguity
in GTM.

Careers page present — signals headcount growth.

LLMs can articulate how you differ from named competitors.

About page present but no dedicated team page. Investors look for named
founders with LinkedIn links.

The ask (amount, use of funds, timeline) is a deck-only slide — we can't
verify this from a public site. Ensure your deck includes it explicitly and
matches the stage you indicated.

Updates/changelog is the closest public proxy. Deck should still list 3-5
concrete upcoming milestones tied to the raise.



THE GROUND TRUTH

Public footprint

What a cold reader can see when they land on your site. These are the structural signals analysts use

to decide whether to keep digging.

Page title

Meta description

H1 text

About page
Team page
Pricing page
Blog / changelog
Primary CTA
Contact info
Careers page
Social links

Homepage word count

Better customer experiences | Sierra

Sierra helps businesses build better, more human customer expe-

riences with Al.

Better outcomes. Built on Sierra.

Linked

Not linked

Not linked

Linked

Not detected

Missing

Linked

3 found

669 words

COMPETITOR FOOTPRINT SNAPSHOT

Decagon Team: — -

Ada Team: — - Pricing: — - Changelog: — - Social: 0 - TAM claims: 0

Pricing: — - Changelog: - Social: 3 - TAM claims: 0



THE EVIDENCE

Every probe, every answer

The full list of positioning prompts we sent for Sierra, the engine that answered, and the clarity score we
measured (0—3 based on presence of value prop, target customer, and differentiator in the answer).

KIND PROMPT (ABRIDGED) ENGINE CLARITY

WHAT What does Sierra (sierra.ai) do? De- gpt-5.6-sol 2/3
scribe it in 2-3 sentences like you were

explaining it...

WHAT What does Sierra (sierra.ai) do? De- claude-sonnet-5 2/3
scribe it in 2-3 sentences like you were

explaining it...

WHAT What does Sierra (sierra.ai) do? De- gemini-3.8-flash 3/3
scribe it in 2-3 sentences like you were

explaining it...

WHO Who is the target customer for Sierra gpt-5.6-sol 2/3
(sierra.ai)? Be specific about segment,

company siz...

WHO Who is the target customer for Sierra claude-sonnet-5 3/3
(sierra.ai)? Be specific about segment,

company siz...

WHO Who is the target customer for Sierra gemini-3.8-flash 3/3

(sierra.ai)? Be specific about segment,

company siz...

WHY What specific problem does Sierra (sier- gpt-5.6-sol 3/3
ra.ai) solve, and why would a customer
pay for it ...

WHY What specific problem does Sierra (sier- claude-sonnet-5 3/3

ra.ai) solve, and why would a customer

pay for it ...
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WHY What specific problem does Sierra (sier- gemini-3.8-flash 3/3
ra.ai) solve, and why would a customer

pay for it ...

DIFF How is Sierra (sierra.ai) meaningfully gpt-5.6-sol 3/3
different from Decagon (decagon.ai)? If

they are n...

DIFF How is Sierra (sierra.ai) meaningfully claude-sonnet-5 3/3
different from Decagon (decagon.ai)? If

they are n...

DIFF How is Sierra (sierra.ai) meaningfully gemini-3.8-flash 3/3

different from Decagon (decagon.ai)? If

they are n...

DIFF How is Sierra (sierra.ai) meaningfully gpt-5.6-sol 3/3
different from Ada (ada.cx)? If they are
not clear...

DIFF How is Sierra (sierra.ai) meaningfully claude-sonnet-5 3/3

different from Ada (ada.cx)? If they are

not clear...

DIFF How is Sierra (sierra.ai) meaningfully gemini-3.8-flash 3/3
different from Ada (ada.cx)? If they are

not clear...

SAMPLE ANSWERS

A representative answer per probe kind so you can see exactly what LLMs say about you today.

WHAT - gemini-3.8-flash - clarity 3/3

Sierra is an enterprise Al platform that builds autonomous, customer-facing conversational agents for major consumer
brands. Unlike traditional chatbots that only answer simple FAQs, Sierra’s agents integrate directly into a company’s
back-end systems to safely take real-world actions, such as processing returns, managing subscriptions, and resolving
complex account issues. Essentially, they provide enterprises with reliable, brand-aligned "digital employees” designed to
handle end-to-end customer service at scale.
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WHO - claude-sonnet-5 - clarity 3/3

# Sierra Al - Target Customer Profile

**Sierra** (founded by Bret Taylor and Clay Bavor) builds Al agent platforms for customer service/experience. Here's their
target customer breakdown:

## Segment

- *Consumer-facing brands** with significant customer service volume—retail, e-commerce, telecom, fintech, travel/hos-
pitality, subscription services (media, SaaS consumer products)

- Companies where customer experience is a competitive differentiator, not just a cost center

- Businesses with complex, repeatable customer inquiries (order status, returns, account management, troubleshooting)
that...

WHY - gpt-5.6-sol - clarity 3/3

## The specific problem Sierra solves

Sierra provides **customer-facing Al agents that resolve service requests end to end**, rather than merely answering FAQs
or assisting human support agents.

For example, a Sierra agent could:

- Understand a customer asking, “Why did my bill increase?”

- Authenticate the customer and retrieve account history

- Explain the charge using company policies

- Change a plan, issue an approved credit, schedule service, or update the account
- Escalate to a human when policy or confidence requires it

- Work across chat, messaging, and voice, 24/7

The underlying...

DIFF - gpt-5.6-sol - clarity 3/3

## Short answer

**They are not clearly different at the category level.** Sierra and Decagon are direct competitors selling enterprise Al
agents that handle customer conversations, take actions in backend systems, escalate to humans, and operate across
channels such as chat, email, and voice.

The differences are mostly in **product philosophy, implementation style, target-customer emphasis, and commercial
model**, not in the fundamental job they perform.

| Dimension | Sierra | Decagon |

| Positioning | Broad “customer experience agent” platform | More explicitly customer-supp...



