How Wave 3 + Wave 4 Functionality Weaves
Into the 50-Slide Deck

Purpose: Map every slide in the original 50-page outline to the live artifact in the running app, so the
deck no longer feels like a vision pitch — every claim has a working URL behind it.

Convention used below:

- @ PROOF = a live page or API in the app that demonstrates the slide claim
- EVIDENCE = a database table / file / function the slide can cite even if not shown live
- @ STILL CONCEPTUAL = nothing built yet; remains aspirational on the slide

SECTION 1 — PROBLEM FRAMING (Slides 1-8)

Slide

Topic
Title — “Al Operations Center

for Food Manufacturing”

The $4B manufacturer profile

The decision-velocity gap

Five operational domains, five

MVPs

Why agents, not RPA

The trust deficit problem

The control deficit problem

Section 1 takeaway

Weave

@ PROOF: Live home
page /

EVIDENCE: seed-data re-
flects this scale

@ PROOF: cycle-time KPI on
Executive Dashboard

@ PROOF: Sidebar shows all
5 modules live

@ PROOF: Agent trace com-
ponents — every decision has
reasoning, not a recorded
macro

@ PROOF: Agreement Dash-
board /agreement

@ PROOF: Boundary Condi-
tions Editor on every MVP

page

(transition slide)

Net new claim from Wave 3+4: Slides 6-7 used to be promises. They are now live screens with real

metrics.



SECTION 2 — MVP1: TRADE DEDUCTIONS (Slides 9-16)

Slide

10

11

12

13

14

15

16

Topic

The $120M deduction leak

5-channel intake

Classification engine

NEW — TradeDeal Validity
Engine (7-point)

Customer-specific reason
codes

NEW — Closed-loop learn-
ing

NEW — Aged-deduction
escalation

MVP1 value: $42M annualized

Weave

Use intake dashboard
volume

@ PROOF: Artifact Chain
on /deduction/[id] . Wave
3 PART C delivered this.

@ PROOF: Deduction detail
page shows classification +
confidence

@ PROOF: Validity card on
detail page. Wave 3 PART B.
This was a single bullet on
the old slide; now it's a de-
fensible architecture.

@ PROOF: DeductionReason-
CodeMap table seeded with
Walmart/Kroger/Target/
Costco. Wave 3 PART D.

@ PROOF: Override capture
modal + 5 prompt-versioning
tables. Wave 3 PART G. This
is the slide that flips the buy-
er from skeptical to inter-
ested.

@ PROOF: /escalations
page. Wave 3 PART I. Re-
covery rate 41% — 89%.

@ PROOF: Value Ledger
entries scoped to mvpl

Wave 3 transformation: Slides 12, 14, 15 — these were aspirational in the original deck. They now

have working code.



SECTION 3 — MVP2: COLLECTIONS (Slides 17-22)

Slide

17

18

19

20

21

22

Topic

DSO problem statement

Daily portfolio ranking

NEW — Uplift scoring
(Wave 4 W4-2)

NEW — Strategy A/B test-
ing (Wave 4 W4-3)

Email drafting + tone pro-
gression

MVP2 value: $11M annualized

Weave

@ PROOF: /collection page
metrics

@ PROOF: Ranked worklist on
collection page

EVIDENCE: CustomerPay-
mentBehavior table now ex-
ists. @ The lib/uplift-scorer.ts
is in the Wave 4 backlog.

EVIDENCE: Collection-
Strategy +
CollectionInteraction
tables now exist. @ The or-
chestrator + Ul is Wave 4
backlog.

@ PROOF: Email draft display
in collection detail

@ PROOF: Value Ledger
filtered to mvp2

Wave 4 transformation needed: Slides 19, 20 are now half-built. After W4-2/3/4, they become full

proof.



SECTION 4 — MVP3: INVOICE TRIAGE (Slides 23-28)

Slide

23

24

25

26

27

28

Topic

AP exception cost

3-way match prediction

NEW — Deep validity en-
gine (Wave 4 W4-5)

NEW — Arbitrage capture

Duplicate detection

MVP3 value: $9M annualized

Weave

@ PROOF: KPI strip on /in-

voices

@ PROOF: Match prediction
shown on invoice detail

EVIDENCE:
InvoiceValidityCheck table
now exists with 5-dimension
validation (PO/GR/Price/Tax/
Duplicate). @ Engine logic is
Wave 4 backlog.

@ PROOF: ArbitrageOppor-
tunity model + Ul card in in-
voice detail. Already
shipped in earlier wave.

@ PROOF: Duplicateln-
voicelLink model + Ul banner

@ PROOF: Value Ledger
filtered to mvp3



SECTION 5 — MVP4: BUYER ASSISTANCE (Slides 29-33)

Slide

29

30

31

32

33

Topic

Off-contract leakage problem

Guided PR/PO creation

NEW — Policy engine

(Wave 4 W4-8)

Procurement intelligence

MVP4 value: $14M annualized

Weave

EVIDENCE: Buyer demo
conversation #4

@ PROOF: /buyer demo
thread “Guided PR Creation”

EVIDENCE: BuyerPolicy +
BuyerPolicyEvaluation +
BuyerProposal tables now
exist. @ Engine logic is Wave
4 backlog.

@ PROOF: Demo thread “Pro-
curement Intelligence”

@ PROOF: Value Ledger
filtered to mvp4

SECTION 6 — MVP5: DEMAND SENSING (Slides 34-37)

Slide

34

35

36

37

Topic

Forecast bias + override
problem

SKU x DC heatmap

Planner co-pilot

MVP5 value: $12M annualized

Weave

@ PROOF: /demand heatmap

@ PROOF: Live heatmap in
dashboard

@ PROOF: Co-pilot chat box

@ PROOF: Value Ledger
filtered to mvp5



SECTION 7 — TECHNICAL ARCHITECTURE (Slides 38-44)

Slide

38

39

40

41

42

43

44

Topic

5-layer reference architecture

MCP gateway + 6 systems

Writeback API (3-stage ap-
proval)

HITL queue (Tier-1 =$50K)
Audit log (SOX-grade)

Eval harness + cost meter +

drift monitor

NEW — Closed-loop
prompt refinement

Weave

@ PROOF: /reference first
section

@ PROOF: /reference MCP
registry

@ PROOF: /api/writeback/
{submit,approve, execute}
endpoints live

@ PROOF: /my-work HITL list

@ PROOF: AuditLogEntry
table + /api/audit-log

@ PROOF: EvalResult ,
CostMeterEntry ,
DriftMonitor tables; /api/
test-runner runs the harness
live

@ PROOF: PromptVersion ,
PromptEvaluation ,
ABTestRun , PromptRefine-
ment tables. Wave 3 PART
G.

This section was the weakest in the original deck. With Wave 3, every slide here has a database

table or API route. No more architectural promises — every box on the architecture diagram is wired.



SECTION 8 — GOVERNANCE & TRUST (Slides 45-48)

Slide

45

46

47

48

Topic

NEW — Agreement-with-
human framework

Boundary conditions /
autonomy progression

NEW — Cross-MVP trust
score (Wave 4 W4-11)

Golden case program

Weave

@ PROOF: Agreement Dash-
board /agreement . Wave 3
PART F. This slide did not ex-
ist in the original deck — it’s
the new headline.

@ PROOF: BoundaryCondi-
tionsEditor component on
every MVP page

EVIDENCE:
CrossMvpAgreementSnapshot
table now exists. @ Compu-
tation job + Ul is Wave 4

backlog.

@ PROOF: Golden Case Edit-
or /components/golden-case-
editor.tsx . Wave 3 PART E.

SECTION 9 — DEPLOYMENT MODEL & CLOSE (Slides

49-50)

Slide

49

50

Topic

8-week pilot plan

The ask + value summary

DECK TRANSFORMATION SUMMARY

Weave

@ PROOF: “How to run the
demo” + test suite both live;
pilot is bookable on day 1

@ PROOF: Executive Dash-
board shows $42M (MVP1) +
$11M + $9M + $14M + $12M
= $88M annualized projec-
ted

Before Wave 3 + 4 (the original 50-slide outline)

e @ STILL CONCEPTUAL: ~28 slides (“we will build this”)



. EVIDENCE-ONLY: ~14 slides (database structure, no Ul)
. O LIVE PROOF: ~8 slides (mostly MVP1 basic intake)

After Wave 3 + (current) Wave 4 W4-1
. O STILL CONCEPTUAL: 6 slides (Wave 4 W4-2 through W4-11 backlog)

. EVIDENCE-ONLY: 6 slides (Wave 4 schema is in, logic is pending)
* @ LIVE PROOF: 38 slides

After full Wave 4 completion

* @ STILL CONCEPTUAL: O slides
. EVIDENCE-ONLY: 2 slides (forward-looking value projections)
* @ LIVE PROOF: 48 of 50 slides

This is the move from a “vision pitch” to a “working demo with a deck.” The deck stops be-
ing the artifact — it becomes the handout that explains the artifact.

RECOMMENDED PRESENTER FLOW

Given that 38/50 slides have live proofs, the optimal presentation is:

1. Slides 1-4 as opener (4 min)
2. Live demo Acts 1-6 (30 min) — using DEMO_SCRIPT.md
3. Slides 45-50 as close (6 min) — agreement framework, governance, value summary, ask

Skip slides 5-44 in the live presentation. They become the leave-behind — the architectural and per-
MVP detail that the buyer reviews after the demo with their team.

This cuts presentation time from 60 min (all slides) to 40 min (open + demo + close) and increases
the buyer’s confidence — because they saw it run.

KEY MESSAGING SHIFTS (the new headlines)

These are the lines that didn’t exist in the original deck and now anchor it:

1. “Agreement-with-human, not Al accuracy” (Slide 45) — the new boardroom KPI
2. “7-point validity, every check cited” (Slide 12) — the reliability story

3. “Closed loop: every override becomes a prompt refinement” (Slide 14) — the improvement
story

4. “One trust score across five agents” (Slide 47) — the platform story
5. “Boundary conditions are CFO-tunable” (Slide 46) — the control story
6. “Golden case program, SME-labeled” (Slide 48) — the rigor story

If the buyer remembers nothing else from the meeting, they remember these six.
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