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 FROM BESPOKE UAS 0 .
DEFENSE-READY AB\IANTAGE by

~ Afocused Whitewall program to sharpen the story, build credibility and
- convert market interest into serious commercial momentum.- -




The jOb s not to make Meadowfedklouder. J | | :
-~ Itis to make the value easier to undefstand trust and buy o e s
01 Clarify the value 02 Build credibility ‘ 03 Create the 'system
Translate technical differentiation _ Create proof, claims and Connect website, pitch, sales,
_into a simple market story that | materials that make the - - | eyents and follow-up around :
buyers can repeat. ambition feel defense- ready : one consistent story.
. Complex technology. Clear story. Stronger commercial impact. - Lot b Il S R

That is the repeatable pattern Whltewall brmgs to techmcal B2B,
aerospace, defense-and Al-led businesses. i ety




TRUSTED BY TEAMS WITH COMPLEX STORIES.

Whitewall has supported enterprise, technology, defense adJacent data, finance and event-led

businesses where credibility matters.

-The common thread

is not industry. dWsS “BAFTA booml
It is complexity. : | BT oo R
Department for %) GENESYS : 8|II1I‘IWOI‘kS
Business & Trade
When a company needs | :
the market to inderstand _ ' TORACLE S s BN
“ something technical, Clegee S NETSUITE _ Analytlcs
consequential and difficult T | s '
to explain, that is where . @ _ Regs . 9
Whitewall adds value. )Sas L LiVAI
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 WHATWEHAVEDENTFIED

Meadowlark has strong |ngred|ents The story needs to work harder
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WHAT WE SEE Boas LB LR WHAT NEEDS TO SHIFT e e
— Bespoke UAS caApAaBiIi_tj/with defense and civilian relevance. — From technlcal feature to 6Berat|onal advantage
— Light Group 3 / Group 2+ positioning with meaningful payload and "= From drone manufacturer to defense-ready technology partner.
endurance claims. . ;
— U.S.-made manufacturi,ng,- testing, certification and support -storj%‘:"' - D 2 — From scattered proof to arepeatable credibility engine. - . oy
~ — International interest, but messaging still feels fragmented andg_gder- ' = 'From event interest to structured follow-up and sales momentum. -~ .
claimed. M _ = i i { i

~ The question is simple: how do we make the story as strong as the technology?
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THEOPPORTUNTY

Make the value mstantly clear.

" The strongest strategy is not to explain more. It is to brganlze the s e
~story around what buyers need to belleve 2 | ; _ _
—— = ‘-—? —— i | w——- A t——. ¢ - .—i*‘—_“ -= ‘—‘-'? R e e P L SR 5 — e e e e

Technology Credibility j Markets Moments

_bui Sy EEe Create one core " O i Sk e
Turn the fibre-optic and Make U.S.-built, tested roposition with : Use events, demos and
aircraft Capabmty into and Supported feel 3 prop meetlngs as proof

practical operational like a trust signal, not variants for defense, . moments — not isolated ; ,
5 conversations. ol e —

advantage. e a footnote. S g public safety and
. ) commercial use cases.
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NLign: from explanation to engineered clarity.

A useful reference point: taking a technical aerospace/defense-adjacent business
and making its value easier to see, sell and scale.

NLIGN
0 Defined the category

market position.
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Moved from fragmented product explanation into a clear Dl gltal TWII'I
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o |

Operational Truth for
mission-critical assets.

NLIGN 1 HEALTH

ASSETOVERVIEW  TAIL 015 ”

@ Oveniew /
@ Assets =

-Driven

¢ I Yo
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12,842 320

DATA UNIFICATION

02 Built the system
66
A single, trusted view
Connected narrative, brand, sales materials, proof and event of operational reality. 5
-, 2 =
moments. ol —
A =
NLIGN DIGITAL TWIN FOUNDATION = INTELLIGENCE LAYER OPERATIONAL TRUTH MISSION ADVANTAGE
03 C t d t JEFINES Unifies design, build, and » Qw Applies Al/ML and analytics --» % Delivers a single, trusted » @ Reduces risk, increases
THE CATEGORY maintenance data into >~/ todetect patterns, predict ¢ view for faster, safer, readiness, and maximizes
reated momentum e

A platform for authority, commercial conversations and next-
stage growth.

decision-making at scale.

Link can be replaced with the final NLign case-study URL before sending.

MEADOWLARK x WHITEWALL

06


https://www.whitewallcreative.com/
https://www.whitewallcreative.com/mk/nlign-case-study/

F|ve connected workstreams One commer0|al story system 0 5 ’ : '

~ This is |ntent|onally focused: enough to fix the foundation, build usable assets and support themext market momenta™

T 1 ‘:",45?1"- Lk Narratlve&Posmonmgﬁ 53 -'-j—' | OwnjtheposmonMeadowlark B s o,

B - 5 t . b
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02 - Sales & Proof Engine ¢ g Package the eV|dence buyers need.

.
— - = w > . 2 —— A e - - ’ % g 3 B —— ~ = W A s

03 ~ Website & Digital Presence Make first impressions match the ambition.

SR R R : — = - < - > s - — R - g - = e et

~.04 —— Event-Campaigns.& Exp.ériene’es~—-»— Mak‘eeve'rymeetingand:‘demo.work\harder-._. i PN L NGREC T ¢

e - o8 's;““‘féft‘af"Sprint &Roadmap =~ Move fast, then sequénce the next build.
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Posmon =y Proof Ly Presence — Moments . Momentum



WORKSTREAM 1

Narratlve & brand posmonlng

Deflne the posmon Meadowlark can own — then make it usable across pitch, web events and partner conversations.
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Core proposrtlon and category context
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Fibre-opti_c / aircraft advantage translated' into "buyerv\-/a.lue b

e it e e

Defense-ready narrative and réasons to believe

Use-case story blocks for prioritymarkets, ——~ — ~——

mai O -l 9 RN Sl Re T BRI .

DEFINE
TRANSLATE
PROVE
SCALE

Outcome: one confident story for pitches,

partners, events and priority markets.
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WORKSTREAM2

Sales enablement & proof engine

~ In defense technology, credlblllty has to be visible — and easy for customers, partners and champlons to repeat. 3

01 | Master sales'n'a‘rratlve R Babls

b

e SRTD LT K A modular pitch system for defense . b el G SR AP e, S

buyers, technical evaluators and
strateg|c partners : PrOblem 2 Approach el Advantage el EVldence 4

02 Technical explalners -

© Simple pages that turn capabiltyinto ~~~ The aim isTéWer repeated explanations and

gﬂ‘éz:fngse and answer il & _stronger support for serious buyer conversations.
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03 | Proof library ; e et ;

SPESL ot e T —e SRS Ee TR B -~ LIS e s S = % - . S ek e SESRS . 1 BT

- Claims, evidence, objection handling
| and credibility cqQntent in one reusable
structure. : :




Websnte dlgltal presence & content : ¥ &

~ Meadowlark’s flrst impression should feel as serious as the technology and as focused as the opportunlty

01

02

Sharper headline, proof, value and conversion

Lt RSt 3. T AR SR s 2 e A0

| Homepage story ' - 0

e

Sa1es foIIow-up assets

One pagers “email copy and leave-behinds that
continue the conversation.

— —

path.

Product / service pages “ 04 | Thought leadership

| Clearer role for S{I’I; Il_fecycle serwces an'd> ‘ =i SR Executlve PbVwtopicst.aro\u‘no—U.—S#.:rnac"ie UAS, o
S Piolin ppiioalpn- TR ) § i Pes iitonom) U RalETea) [opliancs



Event campalgns and experlences ,
~ Make every major market moment work harder — before during and after the room. o 34

CREATETHE PROVETHE ~ CONTINUE THE

A ‘:B:};JILD%II_\ITER‘EQH MOMENT -ﬁ—~~~DlFF»ER.ENCE . _.CONVERSATION

~ Pre-event story, outreach and  Stand, demo, briefingand ~~  Content capture, proof, ~ “ Follow-up tools that give ¥
meeting rationale. presentation narrative. + * quotes and demo evidence. sales a reason to reconnect.

More reIevant meetlngs Stronger recaII Greater commeraal value from every
— - -eVents - St - - e




* SMARTSTARTERENGAGEMENT

Explore. Evaluate. EIevate Enhance.

- Afocused first engagement that moves quickly from dlscovery to assets Meadowlark can use in live £
~_commercial conversations. |
- TN R R e L s, e
01 : 02 | ks ~ "'03 : : : 04
EXPLORE - EVALUATE = ELEVATE ENHANCE
Review website, pitch, ~ Identify message gaps, r:Deﬂne themaster ~  ‘Build the priority assets: i
video, product/service buyer objections, proof ' 'narrative, technology pitch deck, web copy,
- story, proofassetsand- ~ needsand moments of-- - —story, proof hierarchy and*~-~ . proof content, event tools. e

competitors. differentiation. : | story blocks. and follow-up materials.

~Built to- make every Meadowlark moment S oo 0
COunt. € \ . |
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