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Written by Monica Vendituoli as a demonstration piece

Everything below is invented. Wayfinder and Junction Cloud are fictional. I write messaging and positioning frameworks
for AI products in my day job, but those documents belong to my employer and are not mine to publish. So this one is built
from scratch, in the same structure I work in, for a product that does not exist. The craft is the point, not the product.

JUNCTION CLOUD, WAYFINDER, MESSAGING AND POSITIONING FRAMEWORK, v1

The product, in one line
Wayfinder is an AI routing agent for inbound sales enquiries. It reads each enquiry, decides which seller
should own it, and explains the decision.

Positioning statement
Internal use only. Not for
customer materials.

For revenue operations leaders at global companies who lose qualified demand in the
gap between a form submission and a seller's inbox, Wayfinder is an AI routing agent
that reads every inbound enquiry and assigns it to the right seller by territory, language,
product line and current capacity. Unlike static routing rules, which break quietly
whenever a territory changes or a product is renamed, Wayfinder decides case by case
and shows its reasoning, so revenue teams can audit a routing decision instead of
guessing at one.

Call to action Stop losing qualified demand between the form and the seller. Add Wayfinder to your
Junction Cloud workspace.

Tagline
Customer facing, under 10
words

Every lead, to the right seller, the first time.

Short message
Customer facing, about 50
words

Wayfinder is an AI routing agent for inbound sales enquiries. It reads each enquiry,
matches it to the right seller by territory, language and product expertise, and hands it
off in seconds. Revenue teams can see why every lead landed where it did, so routing
stops being a black box.
48 words

Medium message
Customer facing, about 100
words

Wayfinder is an AI routing agent that decides where every inbound sales enquiry should
go. It reads the enquiry itself rather than matching a form field, then assigns the lead by
territory, language, product line and how much capacity a seller actually has this week.
Every decision carries a written rationale, so revenue operations can audit routing
instead of reverse engineering it. Rules based routing breaks quietly when a territory is
redrawn or a product is renamed. Wayfinder adapts, and tells you when it is unsure
rather than defaulting to a queue nobody watches.
96 words



Long message
Customer facing, about 150
words

Most companies spend heavily to earn an inbound enquiry, then hand it to a routing
table written years ago by someone who has left. Wayfinder replaces that table with an
AI agent that reads each enquiry in context and assigns it to the seller best placed to
win it, weighing territory, language, product expertise and current pipeline load.
Because the agent reasons rather than pattern matches, it handles the cases rules
never anticipated, a multinational buyer enquiring from the wrong country, a product
renamed mid quarter, a partner referral that looks like a cold lead. Every assignment is
logged with its reasoning, which means a routing dispute becomes a document instead
of an argument. Wayfinder flags low confidence cases for a human rather than burying
them in a default queue. Revenue teams keep the judgment. Wayfinder removes the
wait.
142 words

Messaging pillars
Customer facing. Each pillar
leads with the benefit, then the
proof.

1. Speed that shows up in pipeline. Enquiries route in seconds rather than sitting
overnight in a queue. The buying window for inbound demand is measured in hours,
and every hour of delay is a competitor's opening.

2. Routing you can audit. Every assignment carries a written rationale. When a seller
asks why a lead went elsewhere, the answer is a record, not a reconstruction.

3. Rules that do not rot. Territory changes, product renames and reorganizations
break static routing tables silently. Wayfinder reads intent, so a renamed product does
not become a dead end.

4. Humans keep the judgment. Low confidence enquiries escalate to a person by
design. The agent is built to say it is unsure, which is the behavior that earns a revenue
team's trust.

Primary audience Revenue operations leaders and marketing operations managers at companies selling
in more than one country or more than one product line. They are measured on speed
to first touch and on the share of qualified demand that converts. They are usually the
only person who understands the current routing logic, and that is a problem they feel
personally.

What they believe today That routing is plumbing, unglamorous and mostly working. The insight to sell against is
that they cannot prove it is working, because a lead that routes to the wrong seller does
not fail loudly. It just closes slower, or not at all, and nobody attributes the loss to
routing.

Competitive
differentiation

Rules engines inside existing CRM platforms are free, familiar and already installed,
which makes them the real competitor rather than any named vendor. The argument is
not that rules are bad. It is that rules encode a snapshot of an organization that stopped
being accurate the week after it was written. Wayfinder's difference is the written
rationale on every decision, which is the thing a rules engine structurally cannot
produce.



Proof points to develop Median time from enquiry to seller acceptance, before and after. Share of enquiries
reassigned by a human within seven days, which is the honest measure of routing
accuracy. Percentage of enquiries the agent escalates rather than guessing. One
named customer willing to describe a routing failure that predated the product, because
the admission is what makes the rest credible.

Language we use Routing agent. Assignment. Rationale. Escalate. Capacity. Speed to first touch. Plain
verbs that a revenue operations manager already uses in their own status updates.

Language we avoid Autonomous, since it implies the human is gone. Revolutionary and game changing,
which signal that the writer had no specific claim to make. Seamless, which is what
people say when integration is hard. Any number we cannot source in a footnote.

A note on how this document is built
The message ladder exists so that one argument survives compression. If the 150 word version and the
tagline disagree, the positioning is not finished, it is just long. Writing the short version last is a common
mistake, because it lets the long version hide a weak claim inside subordinate clauses. I write the tagline and
the positioning statement first, then expand, and anything that will not survive the expansion was never load
bearing.

Monica Vendituoli, monicavendituoli.com. Wayfinder and Junction Cloud are invented for this sample.


