


Introduction

The Year Al Became
the Interface

Al, not the browser, has become the starting point of digital life. In 2026,
consumers increasingly begin discovery, comparison, and purchase inside
conversational ecosystems like ChatGPT, Gemini, and Apple Intelligence. The

traditional funnel is collapsing into a single intelligent interface.

Visibility now depends on clarity, trust, and machine readability: how well Al
systems understand your brand, products, and experience. This playbook
outlines the systems, data structures, and Al-driven workflows brands must
adopt to win inside this new landscape.

We break down the forces shaping 2026 across ten pillars:

—

. Al Agents & The Agentic Web

Creative Intelligence & Modern Advertising
CRO & Personalization

Profitability, Inventory & Operations

Al Discovery & Instant Commerce

LLM Search, GEO, AEO & Al Overviews
Hyper-Personalization & Predictive CX
BrandFormance in the Al Era

Measurement & Next-Gen Dashboards

2.
3.
4,
5.
6.
7.
8.
9.
0

—

. Future-Ready Teams & Operating Systems
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Chapter 1

Al Agents & the
Agentic Web

Al agents are replacing manual workflows across creative, CRO, inventory,
competitive analysis and analytics. They run continuously, make decisions
faster than human teams, and depend on clean data from platforms like
AdBeacon to operate accurately. Brands adopting agents gain speed,

efficiency, and structural advantage.

Al agents have become the new digital workforce. They analyze, predict,
generate, and optimize across creative, CRO, lifecycle, inventory, forecasting,

and measurement.

Brands operating on agent-driven systems gain structural advantages:

Faster insights

Lower CAC

Higher LTV

Real-time decisioning

Leaner teams and faster execution

AdBeacon serves as the measurement backbon, connecting media, creative,

margin, and SKU-level performance so agents make accurate decisions.
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What You Can Do Today

» Run creative, CRO, and forecasting agents inside AdBeacon.
» Extract competitor ads using AdBeacon’s Creative Library.

» Generate creative with Veo 3 and Nano/Banana.

» Use ChatGPT/Gemini for concept ideation.

What’s Coming

A 4

Fully autonomous creative testing loops.

v

Agentic collaboration across media, CRO, and inventory.

v

Daily creative refresh cycles.
» Automated budget reallocation tied to contribution margin.
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How to Win

» Build your Al pipeline around the highest-impact functions first: creative,
CRO, and forecasting.

» Centralize your data (AdBeacon + Shopify + CRM) so every agent can
operate with accurate real-time signals.

» Treat Al agents as team extensions, not tools, give them clear roles and
measurable KPIs.

» Replace weekly manual reviews with daily agent-generated insights and
recommendations.

» Prioritize structured data, clean event tracking, and SKU-level margin
accuracy. Agents are only as smart as the data they ingest.

Ask an Al agent (or ChatGPT) to run a full “creative audit”
on your top 5 ads.

Have it identify:
» Hooks

» Angles
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» Visuals
» Emotional triggers
» Reasons for performance

Then generate 10 variations. Launch a micro-test to validate
the insights.
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Metric to Watch

Al-Driven CTR and Conversion Lift
Track whether agent-powered creative, CRO, or forecasting improves click-

through rate and conversion rate compared to your baseline.

NP Insight

Across NP client implementations, “multi-agent workflows” (creative agent +
CRO agent + forecasting agent running together) consistently outperformed

single-agent setups; producing faster insights, stronger creative fatigue

detection, and more accurate margin-aware scaling decisions.

2026 Al + eCommerce Trends Playbook | National Positions 6



Chapter 2 B ;

Creative Intelligence &
Modern Advertising

Creative is becoming the primary performance driver. Al identifies winning
patterns, generates concepts quickly, and accelerates testing cycles. Brands
that refresh creative weekly and use data-backed insights outperform those

relying on manual creative processes.

What You Can Do Today

Analyze existing top ads and extract winning patterns.
Use Al to generate variations, scripts, and hooks.
Test creative weekly using small-budget signal tests.

Use AdBeacon creative scoring for validation.
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What’s Coming

Autonomous creative pipelines.
Daily creative refresh cycles.
Cross-agent syncing between creative, CRO, and inventory.

Predictive creative scoring tied to margin and LTV.

Creative is now the greatest driver of performance. Al reveals what themes,

visuals, and hooks win; and produces new concepts at scale.

ot 0101

What’s Changing

Pattern recognition replaces guesswork.
Creative refresh cycles move from monthly to weekly.
Al-generated variations support human storytelling.

Creative scoring becomes a core optimization signal.
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How to Win

» Analyze your best-performing ads for themes and hooks with
AdBeacon data.

» Generate 5-10 variations per concept using Al.

» Test creative weekly with small “signal tests.”

» Combine UGC with Al-produced visuals.

» Use AdBeacon’s creative scoring to determine where to scale.

Run your top 5 ads through an Al creative analysis tool
(AdBeacon, ChatGPT Vision, or YouTube Creative Insights).

Ask:

» What hooks keep attention?

» What visuals repeat in winning ads?
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» What emotions are present?

» What patterns appear across top performers?

Then generate 10 variations of the strongest angle and test
2-3 the same week.

Metric to Watch

CTR and Conversion Lift From New Creative
Track whether Al-generated or Al-informed creative outperforms your

existing baseline creative.
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How to Win

» Analyze your best-performing ads for themes and hooks with AdBeacon data.
Generate 5-10 variations per concept using Al.
Test creative weekly with small “signal tests.”
Combine UGC with Al-produced visuals.
Use AdBeacon'’s creative scoring to determine where to scale.

NP Insight

Across NP accounts, creative decisions informed by Al scoring consistently

produced stronger early indicators; higher thumb-stop rate, lower CPC, and
faster identification of scalable concepts. Al doesn't replace human creativity;
it accelerates finding what works.
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Keep hooks under 2 seconds,
this is where 80 percent of

performance is determined.

Rotate creative weekly to avoid
fatigue on algorithmic
delivery systems.

Blend human UGC with Al-
produced visuals for the highest
recall + ROAS synergy.

Use Al for ideation, not for final
production; humans still make the

best story decisions.

Save all winning patterns in a
“Creative Playbook” to guide
future iterations.
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Conversion Rate Optlmlzatlon
& Personallzatlon

CRO is shifting from periodic reviews to continuous optimization.

We predict that by Q4 2026, Al systems will be able to rewrite PDPs, identify
friction instantly, and personalize experiences in real time, turning CRO into
an always-on engine instead of a quarterly project.

What You Can Do Today

» Run weekly Al-driven CRO audits.

» Rewrite PDPs using Al for clarity and conversion.

» Deploy personalization by device, segment, and intent.
» Use heatmaps/session replays for friction detection.

What’s Coming

» Fully adaptive PDPs that auto-adjust content in real time.
» Predictive UX changes based on segment behavior.

» Automated CRO testing cycles.

» Multi-agent CRO + creative alignment.

CRO is now continuous. Al rewrites PDPs, identifies friction, and personalizes

experiences by segment, intent, and SKU.
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The New CRO Reality

v

PDPs become adaptive, not static.
» Personalization drives 10-25% conversion lifts.

v

UX audits occur weekly,not quarterly.

v

CRO aligns with profitability, LTV, and inventory.

How to Win

» Run agent-led PDP/PLP audits weekly.

» Use Al to rewrite descriptions, FAQs, and benefits.

» Personalize experiences based on device, geo, and behavior.
» Prioritize mobile, where MOST friction occurs.

» Sync CRO with AdBeacon conversion paths.
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Take your top 10 PDPs and run each through an Al CRO agent or
ChatGPT Vision.

Ask it to identify:

friction points
unclear benefits

missing trust markers
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confusing variant naming

» mobile-specific blockers

Then rewrite ONE PDP completely using Al and test it against
the control for 7 days.

Metric to Watch

Conversion Rate Lift on Updated PDPs
Track how CRO-driven PDP rewrites and personalization improve

conversion rate compared to your existing, non-optimized pages.

NP Insight

Across NP audits, Al-rewritten PDPs consistently outperformed originals
by improving clarity, trust, and readability. The biggest wins came from
simplifying benefits, reorganizing content, and aligning CRO decisions with
AdBeacon'’s real conversion-path signals.
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Start personalization with returning

users, they respond strongest.

Always optimize above the fold

first: title, price, benefits, reviews.

Variant clarity drives instant
improvements (“12 oz Citrus” beats
“SKU-22C12").

Mobile friction destroys

conversions, audit mobile first.

PDP copy should read like a
helpful answer to a question, not
marketing fluff.
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-Chapter 4

Rrofltablllty, Inventory &
Operatlonal Intelligence

O)

Profitable scaling requires aligning marketing with margin, inventory, and
forecasting. Al agents now predict demand, prevent stockouts, and optimize
spend based on SKU-level profitability, not just ROAS, ensuring marketing
dollars support the right products.

What You Can Do Today

Build SKU-level profit dashboards.
Prioritize high-margin SKUs in paid media.
Set rules to reduce spend on low-stock items.

What’s Coming

Inventory-aware bidding across all platforms.
Predictive margin-based spend allocation.
Automated bundle recommendations.

Real-time forecasting driving creative and media.

Scaling profitably requires real-time alighnment across media, margin,

inventory, and forecasting.
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What’s Changing

» SKU-level profitability replaces ROAS.
» Inventory-aware bidding becomes standard.

» Forecasting reduces stockouts 30-40%.
» Spend shifts to high-margin SKUs by default.

How to Win

» Deploy inventory and demand forecasting agents.
» Prioritize high-margin / high-velocity SKUs.

» Build SKU-level profitability dashboards.

» Automate spend reduction when stock levels drop.

2026 Al + eCommerce Trends Playbook | National Positions 17




Take your Top 20 SKUs
and label each with:

» Margin

v

Velocity

Return rate

v

Stock level

TRY THIS

v

Contribution profit

Then ask an Al agent (or ChatGPT) to rank them by:
“Which SKUs should receive the most paid media
based on profitability?”

Most brands discover they're scaling SKUs that don't deserve budget.

Metric to Watch

Margin-Adjusted ROAS

Track how much actual profit your paid spend generates after margin,
returns, and shipping, not just revenue.

This is the clearest signal of whether your scaling decisions are profitable.

NP Insight

Across NP accounts, linking Shopify/ AdBeacon’s SKU-level attribution with
forecasting agents prevented overspend on low-margin or low-inventory
SKUs and consistently increased contribution margin while maintaining or

growing topline revenue.
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Never scale SKUs with weak margin
unless LTV makes up for it.

Use inventory pressure (low stock)
to push bundles instead
of discounts.

Align paid media, CRO, and
merchandising to promote the

same high-margin items.

Pause scaling immediately when
forecasted stock dips below
safe thresholds.

Build bundles around high-margin
companion products, not low-

margin leaders.
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¢hapter 5

" Al Discovery, Search &
" Instant Commerce

Buying is moving into chat interfaces like ChatGPT. Consumers can discover,
compare, and purchase without visiting a website. Clean, structured product
data, and backend consistency, determine which brands get surfaced in Al

recommendations and instant checkout flows.

What You Can Do Today

» Rewrite product summaries into structured bullet points.

v

Sync all product feeds.

» Ensure variant naming is conversational.

v

Add trust markers (reviews, guarantees, credentials).

What’s Coming

v

In-chat bundles auto-generated by Al.

v

Instant checkout flows tied to inventory + margin.

v

Multi-product conversational journeys.

Predictive intent-driven recommendations.

v

Consumers now buy directly inside LLMs. ChatGPT Checkout collapses
discovery -» comparison -+ purchase into a single conversation.
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What’s Changing

» LLMs become product recommendation engines.
» PDPs become “feeds” Al pulls structured data from.
» Visibility depends on accurate, consistent product data.

» Over half of conversational purchases occur without

visiting a site.

How to Win

A4

Rewrite product summaries into short bullet-level descriptions.

» Use clear, conversational variant names.

A4

Sync product feeds across Shopify, Amazon, Google Merchant.
» Add trust markers: reviews, guarantees, certifications.
» Test your product inside ChatGPT monthly.
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Open ChatGPT and type a simple discovery query your
customers would use, such as:

» “Recommend the best product for dry skin.”
» “What's the best hydration mix for runners?”

» “What's a good gift for someone who loves coffee?”
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Then ask ChatGPT to compare your brand to your top competitor.

If the Al cannot confidently recommend your product, your
structured data, attributes, and trust signals need improvement.

Metric to Watch

Chat-Initiated Conversion Rate

Measure how often shoppers complete a purchase after beginning their
journey in an Al/chat environment (ChatGPT, Gemini, Perplexity).

This is the single clearest indicator of instant-commerce readiness.

NP Insight

Across NP instant-commerce tests, the brands with clean bullet-level
product data surfaced more often in ChatGPT recommendations, and
converted faster in conversational checkout flows. Structured clarity

consistently beats long, descriptive PDP copy.
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Keep product summaries factual
and under 80-120 words.

Avoid marketing fluff, Al favors

clarity and specifics.

Match variant naming to how

humans speak, not SKUs.

Ensure your Amazon, Shopify, and
Google Merchant data are identical.

Add simple trust markers: “Ships
in 1-2 days,” “90-day guarantee,”
“Lab-tested.”
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Search is evolving from keywords to Al-generated answers. Visibility now

depends on structured data, authority signals, and clear content that LLMs
can interpret. GEO and AEOQ replace traditional SEO as Al Overviews become

the dominant search experience.

What You Can Do Today

Rewrite pages around real user questions.
Add structured data to PDPs.

Maintain consistency across all surfaces.
Strengthen PR, reviews, and authority signals.

What’s Coming

GEO/AEQO becoming the core of search strategy.
Al Overviews dominating Google SERPs.
Automated schema maintenance.

Al-driven competitor search analysis.

Search is shifting to Large Language Models and generative answers. GEO
(Generative Engine Optimization) and AEO (Answer Engine Optimization)
replace traditional SEO.
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What’s Changing

Users ask full questions, not keywords.

Short, factual content outranks long marketing language.
Consistency across platforms influences Al trust.
Reviews, Reddit, PR, and buyer guides shape Al answers.

Google Al Overviews become the primary search experience.

How to Win

Rewrite key pages around real user questions.

Add structured data/schemas for every PDP.

Maintain consistent product information across surfaces.
Strengthen review and PR presence.

Track inclusion in Al Overviews monthly.
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Search for your product the way a customer would inside
ChatGPT, Gemini, or Google.

Examples:

» “Best collagen for women over 40.”

» “Best hydration mix for endurance athletes.”
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» “Best moisturizer for sensitive skin.”

Then compare the Al-generated answer to your product listings.

If important details are missing or incorrect, your structured data

and authority signals need improvement.

Metric to Watch

Al Overview Inclusion Rate
Track how often your brand or products appear inside Google's Al Overviews

or LLM-generated summaries.

This is becoming the new equivalent of “Page 1 ranking.”

NP Insight

In our audits, the brands that showed up most often in Al answers were the
ones with clean, consistent product data and strong third-party credibility;
things like PR mentions, good reviews, and active Reddit discussions.

These brands often appeared above competitors who ranked higher in
traditional SEO.
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Answer real user questions
directly on your product and

category pages.

Keep product data consistent
across Shopify, Amazon, Google

Merchant, and retail platforms.

Use schema markup for products,

reviews, FAQs, and policies.

Encourage verified reviews, LLMs
heavily weight them.

Prioritize PR and “best of” list
placements to strengthen
authority signals.
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Chapter 7

Hyper-Personalization &
Predictive CX

Personalization is becoming predictive. Al anticipates what customers want,
adjusts pages and offers in real time, and tailors the full journey based on

behavior, margin, and intent; driving higher conversion, AOV, and retention.

What You Can Do Today

Deploy recommendation engines.
Build adaptive PDPs by customer type.
Use Al support agents connected to catalog + inventory.

Personalize offers using RFM + margin.

What’s Coming

Fully predictive experiences across all surfaces.
Offers auto-adjusting by behavior + profitability.
Self-updating lifecycle flows.

Multi-agent personalization tied to AdBeacon intent data.

Customer experience becomes predictive. Al determines the next best

product, offer, and message for each shopper before they express intent.
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What’s Changing

v

PDPs and landing pages adapt automatically.

v

Predictive recommendations outperform static blocks.

» Al support agents become revenue drivers.

4

Mass Offer Unique Per Person Offer

Q. O

Offers adjust by LTV, margin, and discount sensitivity.

Offer Per Segment

How to Win

» Deploy recommendation engines (Rebuy, Nosto, Crossing Minds).
» Build adaptive PDPs for new/returning/high-LTV users.

» Use Al support tied to inventory, shipping, and availability.

» Personalize offers based on RFM + margin.

» Rebuild lifecycle flows using predictive logic.
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Pick one product category and run a simple

personalization test:

. Show returning customers a version of the PDP
with reviews first.

. Show new customers a version with benefits and
FAQs first.

TRY THIS

. Show price-sensitive shoppers a small incentive or
bundle option.

Run this for 7 days and compare how each group converts.

You'll quickly see which signals matter most.

Metric to Watch

Personalized Conversion Rate
Track how much your conversion rate improves when shoppers
see personalized products, offers, or PDP layouts compared to your

standard experience.

NP Insight

Across NP clients, personalized recommendations and adaptive PDPs
consistently increased add-to-cart and conversion rates. The biggest jumps
came from simple changes; like showing different benefits or offers to

different types of shoppers based on intent.
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Start with simple personalization
(new vs. returning users), it drives

fast wins.

Make sure product
recommendations match
inventory and margin, not

just behavior.

Use Al support agents to rescue
abandoned journeys with real

suggestions.

Personalized bundles often raise

AQV without needing discounts.

Let Al update your lifecycle flows
weekly, behavior shifts faster
than people think.
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Chapter 8

BrandFormane
in the/ Al Era

1
/

Brand and performance merge in an Al-driven world. LLMs surface brands
they trust, based on reviews, PR, Reddit conversations, and consistency.
Creative, storytelling, and authority signals now directly impact acquisition
efficiency and media performance.

What You Can Do Today

Strengthen PR, reviews, and third-party credibility.
Build consistent brand messaging.
Analyze creative themes across top performing assets.

Expand mid-funnel content.

What’s Coming

Automated brand lift prediction.
Al-driven creative story testing.
LLM brand authority scoring.
Dynamic brand reputation feeds.

Brand and performance now operate as a single system. Al evaluates a

brand’s credibility before surfacing it in answers.
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What’s Changing

Trusted brands appear more often in Al-generated
recommendations.

PR, reviews, and community content influence conversion.
Creative themes now influence both memory and ROAS.

Branded search becomes a leading indicator of performance.

Performance
Marketing

How to Win

Strengthen third-party authority: PR, reviews, buyer guides.
Develop consistent brand storytelling across all channels.
Analyze creative themes for both recall + conversion.

Build mid-funnel education: videos, FAQs, testimonials.
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Search for your brand in ChatGPT or Gemini
by asking:

1. “What are the best brands for your category?”

2. “Which brand is most trusted for your product type?”
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Then compare the answer to your real reputation.

If the Al doesn’'t mention your brand, or repeats outdated
info, your PR, reviews, and messaging need strengthening.

Metric to Watch

Branded Search Volume

Track how often people search specifically for your brand name.

This is one of the clearest signals that brand trust is rising, and it
correlates directly with higher ROAS and lower CAC.

NP Insight

In NP tests, brands with strong PR, consistent messaging, and solid reviews
were mentioned more often inside Al-generated recommendations; even
when competitors had larger ad budgets. Al rewards trust, not spend.

2026 Al + eCommerce Trends Playbook | National Positions 34




Use the same brand story
everywhere: ads, PDPs, PR,

email, social.

Invest in reviews; LLMs rely heavily

on verified buyer feedback.

Push mid-funnel content: FAQs,
founder story, comparisons,

testimonials.

Make sure PR messaging matches
what's on your site, consistency
builds authority.

Test creative angles for emotion,
clarity, and differentiation.

(o

D

In BN
n

—

00 O




Chapter 9

Measuremerﬁ%}
Next-Gen Da

Measurement is moving to unified, Al-driven systems that blend MMM,
MTA, incrementality, creative intelligence, and profit data. Dashboards
shift from reporting to recommendations, enabling smarter planning and

real-time optimization.

What You Can Do Today

» Unify all data: media, organic, SKU, inventory, margin.
» Implement MMM + MTA.
» Add creative intelligence metrics.

» Automate weekly insights.

What’s Coming

» Decision-engine dashboards.

v

Predictive budget allocation.

» Automated anomaly and opportunity detection.

v

Al-driven incrementality modeling.

Measurement now blends MMM, MTA, incrementality, creative intelligence,

and profitability into one system.
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What’s Changing

MMM + MTA becomes the standard.

Dashboards move from reporting -+ recommendations.
Creative intelligence becomes a required analytics input.
Inventory + margin influence channel spend.

LLM visibility becomes measurable.

Marketing Funnel

Performance Trend

How to Win

Unify media, organic, creative, margin, and inventory data.
Implement MMM + MTA (Google Meridian + AdBeacon).
Add creative scoring, SKU contribution, and anomaly detection.

Automate weekly budget recommendations.
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Take your top 10 PDPs and run each through an Al CRO agent or
ChatGPT Vision.

Ask it to identify:

» MMM (Google Meridian)

TRY THIS

» MTA (AdBeacon)

» Real-world lift during the test period

If the three sources disagree, your measurement system

needs alignment.

Metric to Watch

Cost to Acquire a Customer (CAC) and Overall Return
» How much it costs to get a new customer (your CAC)

» How much revenue you earn for every dollar spent on marketing (your

overall return)

As soon as you unify MMM, MTA, and profit data into one dashboard, these two
numbers should improve quickly. If CAC goes down and overall return goes up,

your measurement system is working.

NP Insight

Across NP accounts, brands that unified media, creative, margin, and
inventory signals into one dashboard made faster decisions and reduced
wasted spend; especially when AdBeacon’s MTA data was used to validate
MMM and guide weekly optimizations.
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Use MMM for big-picture planning,
and MTA for daily execution.

Add creative scoring to your
dashboard, creative drives more

performance than targeting.

Align margin and inventory data
with media planning to avoid

overspending on low-profit SKUs.

Review anomalies weekly, not
monthly, to catch performance

swings early.

Always cross-check Al insights with
SKU-level profitability.
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Chapter 10

Future-Ready Teams &
Operating Systems

Al transforms how organizations operate. Cross-functional pods,
automated insights, and weekly iteration replace siloed teams and long
planning cycles. Success now depends on Al fluency, unified data, and fast,

adaptive operating models.

What You Can Do Today

Train teams on Al tools and prompting.
Form cross-functional pods.
Integrate finance + operations with marketing.

Shift to weekly iteration cycles.

What’s Coming

Fully agent-assisted organizations.
Continuous optimization replacing planning cycles.
Al-governed workflows.

Dynamic teams built around product and profit lines.

Al changes how marketing teams work, not just what they do.
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What’s Changing

v

Al fluency becomes mandatory.

» Cross-functional pods replace old departmental silos.

v

Weekly optimization cycles replace quarterly plans.

» Automated decision engines replace manual reporting.

v

Marketing, operations, and finance merge into one data layer.

How to Win

v

Train all team members on Al, LLM search, prompting.

v

Form growth pods combining creative, CRO, media, retention, analytics.
» Use automated insights to catch issues early.

» Align inventory, margin, and marketing decisions.

v

Redesign workflows for rapid testing -+ iteration -+ scaling.
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Run a 30-day “growth pod” test with a small cross-functional
team (creative, CRO, media, retention, analytics).

Give them one goal; for example, improve conversion rate or

reduce CAC, and track how fast insights turn into live changes.
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Most teams learn more in 30 days of pod-based work than in six

months of siloed operations.

Metric to Watch

Speed From Insight — Action
Track how long it takes for your team to turn a finding (like a top-performing ad, a

CRO issue, or an inventory risk) into an actual change.

High-performing Al-ready teams take hours or days, not weeks.

NP Insight

Brands that reorganized into cross-functional pods and used automated
insight engines (like AdBeacon’s weekly recommendations) made
optimizations 3-5x faster, reduced waste, and scaled winners more

consistently across channels.
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Train every team member on Al

tools, even non-technical roles.

Replace long decks with weekly Al-
generated insight summaries.

Give pods shared KPIs (profit, AOV,
retention) rather than individual
channel KPlIs.

Align performance data, financial
data, and inventory data in
one system.

Document workflows so Al agents
can eventually automate steps.

(o

D

In BN
n

—

00 O




The National
Positions Advantage

Winning in 2026 requires more than adopting Al tools. It requires building
Al-powered systems across discovery, creative, CRO, lifecycle, profitability,
and measurement.

National Positions delivers this through a unified ecosystem of:

» Al Agents across creative, CRO, lifecycle, inventory, analytics

» AdBeacon as the single source of truth for attribution
and performance

» Creative intelligence, predictive personalization, and
agent-driven optimization

» Cross-functional growth workflows designed for speed

and profitability
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We help brands:

» Prepare for Al-driven discovery

» Structure products for instant commerce

» Automate creative and CRO workflows

» Optimize spend based on contribution margin
» Build next-generation dashboards

» Align teams around real-time performance intelligence

The brands that win the next decade will be those that
embrace intelligent systems early. We're here to build those
systems with you.

Contact National Positions
Email: info@nationalpositions.com
Phone: (818) 408-6471

Website: nationalpositions.com

Start Here: https://nationalpositions.com/contact-us/
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