# kernel

Kernelturns GTM
strategy into sales
ready accounts
lists at scale

Enterprise RevOps teams use Kernel’s Al Lab for B2B
Intelligence to fill the gaps in CRMs, enabling a
perfect representation of your market at all times.

Revolut is not a client of Kernel, this guide is used for illustrative ))??/
purposes using publicly available information* //
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Revolut’'s 2024 Annual Reportis rich with
data that should live in a CRM but typically
stays buried in PDFs and PowerPoints.

Kernel turns strategy documents like this into structured, i024 IR t
prioritized CRM lists that RevOps teams can activate to EATREP®
efficiently generate pipeline.

Financial Statements for the
2ar

Top level insights:

Revolut added 14.5M new customers in 2024 and hit 52.5M
users, showing clear product-market fit and aggressive scaling. - ;T st

4 Over 5 finance operations professionals

4+ Use of Zero identified

Licensed banking operations now span 30 countries — clear -+ Mentionsof“Glonat team
expansion and need to prioritize ICP accounts in new markets. N .+ Operates inmore than 2 markets

<4 Opened US office in 2024

=4+ Series C funding of $50M in 2023 is recent.

Their business product now contributes 15% of total ; | (US,UK, R DE, HK, AU, CA).

Hong Kong

revenue, with merchant processing tripling YoY — indicating coms
active SMB & mid-market GTM motion.




Nik Storonsky
CEO & Co-founder

Overview

We're on a misslon to gimplify all things
money, empowering our customers to
achieve thelr financial goals through
Innovative and effortliess banking solutions.

Accelerated Customer
Growth and Engagement

We cantinued on the trajectony of rapid grawih,
O our position across markets. In 2024, we

d & record 14.5 millien new customers, bringing
dal user base to 525 million. We endad the year
with Resolut as the leading finance app in Europe,
ranking first in 18 countries and securing

Becoming the Primary Bank
for Our Customers

and Strateqgy

ods as well a2 the ability 1o pay 1
&, Balgium, and Spain.

Overview

Uncompromising
Commitment to Customer
Safety

Strong Growth in Revolut
Business

1. Becoming the primary financlal services
provider for our customers

2 Designing best-in-class products and
expanding our offerings to meet the
financial needs of our customers

3. Strengthening the trust that customers
place In Revolut by Improving the security
and rellability of our platform

4. Continuing to grow our customer
base profitably

e 5. Expanding to new markets

Qutstanding Financial
Performance

A | =
the sirength of our diversified business model and the 1o fuel ex
rabust growth across all business units. EofSicar

Our Business Model

Primary Financial Services
Platform

Revolut’s Inferred ICP:

Disruptive Global &
Digital Native Business

Global Expansion

High-growth digital-first companies
looking for global spend, payroll, and
payments management.

Bayond Eurepesn markels, we saa grasl potential

across our newer markets. Whila preparing for launch
in India and Maxica, and setting the feundation for
additional markets in the future, we continue (o pursug

our global expansion:

United States: Cur bus nadel in the United States
provides services wia s i banks. A= of the end aof
the year, we have successiully complatad a migration
18 & new pariner bank.

Latin America: In Brazil, the Direct Credit Society
{SCD) Bcence has been successiully operationalised
a5 we prepare Lo lsunch and seale sur effering in
the couniry.

I hAaxi
Sacurit
approval far Revalul to @stablish nee
in Mexico.

Asia Pacilic (APAC): Our APAC operalions are
g o scale. This year we have axpandes

gapare and aur

Mid-market/SMB segments needing
smarter treasury and team spend
control.

approval o Bsue PP in India, including prepaid ca
and wallets. We began internally 1esting our offering
in India.

Principal Risks &
Uncertainties

Global startups and scaleups
requiring FX optimization,

cross-border capabilities, and
localized financial infrastructure.




ICP Documents & Custom Data Points to build ICP Lists * kernel

How Kernel maps these criteria into a CRM
with custom enrichment:

Companies where finance teams are the ops backbone, seeking

] I ”
Finance-First Ops Stack integrations with accounting/payroll.

Finance Ops, Active use of Xero, QuickBooks, Mentions of “spend control”, “expense
Controller, roles x5 NetSuite, Deel, Gusto, etc. Management”, or “payroll

High-growth digital-first

companies looking for global

spend, payroll, and payments

management. " e Businesses with operations in >2 markets, qualifying for Revolut’s

Cross-Border Native FX/local IBAN benefits.
M Id_ma rket/ SMB segme nts Global office footprint Mentions of “global team?”, “remote-first”, Cross-border
needi Nng Ssma rter treasu ry a nd team (HQ + 22 countries) or “international payroll” payment volumes

spend control.

Global startups and scaleups

requiring FX optimization, S . ICPs focused on unit economics and controlling cash burn, which are more
cross-border capabilities, and Efficiency Seekers likely to adopt Revolut's bundled spend, savings, and payment products.
localized financial infrastructure.

Growth-stage startup Recent lay-offs and headcount Recent expansioninto a
with <S100M raised growth trends new high-growth market



Leveraging won deals to validate and focus ICP

# kernel

Aer Lingus

100% of accounts operate
or transact internationally.

This Irish airline is using Revolut Pay to
revamp their checkout process.

Wild
70% of companies show signs of

structured finance or ops Mmaturity.

WeRoad

This travel company is using Revolut Business
to cut costs by spending like locals.

~60% of wins are cost-conscious,
Mmodenrn, digital-native brands.

ThePowerMBA

This ed-tech company is using Revolut Business's
multi-currency accounts to enter 50 markets.

Others:

Tech-enabled, Global employee headcount.

Vivagym
Validates initial findings from strategy document.

Anatomy of a winning deal

By combining unstructured insights in a CRM
with Kernel’s structured corporate entity
database, RevOps leaders can quickly validate
and optimize GTM strategy.

Transformify

to speed up global payouts via API.

This retail company is leveraging Revolut Business to
manage company spend during rapid growth.

This fitness company is optimizing global
payments with Revolut Business.

This finance company is using Revolut Business

Deel Barry's Bootcamp

This SaaS company utilizes Revolut Business
to pay international employees seamlessly.

This fitness company banks with Revolut, indice
Revolut's expansion into the fitness industry.

Vola

This travel company is
financial control throug

Paloma \Wool

This retail brand is using Revolut Business
to expand its runway globally.

Tropicfeel

This retail company is using Revolut Business for
fast overseas payments to build supplier trust.

Creditspring Sunway

This credit company is using the Revolut
Business APl to save hours per day.

This travel company is usi
Business's API for faster re

Bizaway The Workplace

This travel company is using Revolut
Business to centralize payments.

This industry busine
Business to control

INKSE

This e-commerce company is saving money
as it goes global with Revolut Business.

Spotahome

This real estate company is using Revolut
Business for their global spending solution.

Evy Pergolux

This product protection company is using Revolut
Business's multi-currency accounts to grow globally.

This retail company is us
Business for internations



Account Prioritization

# kernel

Kernel’'s Account Universe

Parent-Child Hierarchies

Kernel ensures the master data and
corporate hierarchies are correct.

Foundational Data

Headcount, industry, geography,
company age.

Custom Data Points

Structured data insights, customized
beyond standard firmographics.

Kernel Agents

Agents crawl the Al optimized
database to identify key data points.

Unstructured inputs

Kernel Tier (1-4)

.
ICP description
¢
a
Ul Strategic documents
¢
a
&P Recent pipeline
¢
e
<{@®> Publicly available data
¢

Must-Win

Strong alignment across at least 2-3
ICPs. Strategic target for Revolut.

{Tier'Z | Pursue

Moderate alignment. Valid near-term
opportunity with product relevance.

[ Tier3 J Explore

Weak signals. Requires more
research or engagement to qualify.

{Tier*4 | Ignore

No meaningful alignment.
Not a fit for GTM motions.

Example Reasoning

Human-readable transparent
reasoning behind the tiering
decision with confidence level.

Tier

2 - Pursue s

Tier reasoning

<+ Positive reason1 ¢
- 5x Finance Ops professionals

<+ Positive reason 2
- Active use of tools like Xero,
QuickBooks, NetSuite (High)

-+ Positive reason 3
- Layoff history, burn-rate language,
cost control keywords (High)

= Negative reason1
Employees only in one country

Tier Confidence

High s



TAM Analysis:
Mid-Market US Filter

Total addressable market (TAM) in US mid-market:
~280,000-300,000 companies

TAM Breakdown by Tier

@ Total Targetable ICP (Tier 1+ 2): ~74,000 accounts

Filter

All possible accounts Geography United States (HQ)
inthe world

Company Size 10-500 employees

Industry SaaS, retail/e-commerce, fithess, logistics, fintech, marketplaces,
travel, services

Companies who loosely . . . . .
match the ICP Digital Stack Uses Stripe, Wise, Payoneen, Xero, Shopify, NetSuite, etc.

500,000 accounts

Activity Active online presence + 23 employees on LinkedIn

# of Companies % of Total Kernel CRM Action

Custom enrichment 24,000 Priority outbound > SDR ownership
and filtering

280,000 accounts 50,000 Marketing nurture + lower-tier SDR touch

100,000 Light-touch campaigns, watchlist segment

110,000 Supressed from GTM motions
24,000 high ICP net new

accounts identified




Transform unstructured annual
reports and strategy decks them
into dynamic CRM data.

In Revolut’s case, Kernel has only used publicly available
data to develop sample account lists to focus on custom
criteria unique to Revolut’s ICP.

Based on this, Kernel could quickly roll out enrichment,
prioritization, and sourcing to drive Revolut’s global B2B
expansion.

Impact

Activate new verticals, new products or new markets faster and
efficiently. Never miss a relevant account.

Eliminate manual hygiene, researching, list building and new account
sourcing. Ensure territory allocation is equitable by integrating the
quality and quantity of account into your headcount planning

Timeline: 30 days from document to ICP Account list covering
your entire TAM

W Ingest your GTM strategy in any format m

Kernel accounts database, optimized for Al

@ Context from the public web and your systems .

[ PDFS} [ Company website } [ Linkedin } [ Public registries } [ Loss reasons }

[ Job posts } [ News } [Wikipedia} [ Social sites } [ Accounts data from your CRM }

CRM hygiene for Custom enrichment Account
Al-readiness & prioritization Sourcing
Parent-child Firmographics, Surface winning
mapping, estimation, accounts missing from
deduplication, etc.. tiering, etc. your CRM

Operationalize in your systems with no new interfaces

HubSppnt © outreach

3 GONG $I Nooks

Solutions engineering support to implement in 4 weeks or money back
Abstract away model selection, prompt engineering, cost optimization and quality assurance.



# kernel

If you have ateam of SDRs
and you’re sitting on
strategy docs instead of
rep-ready account lists,
lbook a Kernel denmo.

Get the full Revolut sample account
list when you book ademo

Revolut is not a client of Kernel, this guide is used for illustrative
purposes using publicly available information*

iRevolut

2024
Annual Report

Including C datec
Financial 5t ents for the
year ended ver 202

B2B Neobank

Linkedin URL

Hong Kong

Company Age
10

Tier
1 - Must Win

=+ 5 finance operations professionals identified s

=+ Confirmed use of Xero for accounting

=+ Public references to a “global team” and
operations in 10 countries

-4+ Opened a U.S. office in July 2024

=+ Raised $50 M in a Series C round in the last 24
months (2023)

= Significant presence in the following focus
markets: US, UK, FR, DE, HK, AU, CA

=+ Previously Closed-lost due to “Timing” 12
months ago with a note to follow-up

< BDR notes show interest, but external blocker
(“budget freeze”)

Tier Confidence

High




