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The Multi-Revenue Architecture

KEY STATS

e Users on 3+
platforms =
4-7x revenue

phantoid.com .gi profit.deals

Commerce agent marketplace ¥ wholesale margins, <
commissions deal commissions

» 12-month retention:

. near.now
DISCOVEI’Y provider subscriptions,

e CAC: ~S0.10 via
Al-first
distribution g

soft.house
AP subscriptions,
developer tools

trustauthority.ai

B2B verification Saas

Figure 1. Nine platforms grouped into four revenue layers — Trust, Discovery, Commerce
and Fulfillment — each with its own model; users active on 3+ platforms generate 4-7x the
revenue and retain at 90% versus 35-45% for single-platform users
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Every platform business faces the same fragile reality: one revenue stream, one mar-
ket downturn, one regulatory change, and the entire model collapses. Groupon lived
on coupon commissions until merchants stopped renewing. Vine had users but no
monetization path. MoviePass subsidized every ticket sold. Each looked invincible

until a single dependency broke.

This book presents a different architecture. Not one platform with one revenue model,
but a growing family of interconnected platforms, each with distinct revenue streams
that compound when customers move between them. A single $100 transaction flow-
ing through the full ecosystem generates $29.50 in platform revenue—an 11.8x multi-

plier compared to operating any single platform in isolation.

1.1 Why Multi-Platform Economics Matter Now

Traditional platforms spend $30-50 to acquire a single customer through paid adver-
tising. Al-native distribution through protocols like MCP (Model Context Protocol) and
A2A (Agent-to-Agent) reduces that cost to approximately $0.10 per user—a 300x im-
provement. At near-zero acquisition cost, the strategic question shifts from “how do
| acquire users cheaply for my one product?” to "how do | maximize lifetime value

across an entire ecosystem?”

A user who interacts with three or more platforms in an ecosystem generates

4-7x the revenue of a single-platform user, with retention rates exceeding 90%
at 12 months compared to 35-45% for single-platform products. Multi-platform
economics become viable when acquisition costs drop low enough to justify the

infrastructure complexity.
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1.2 The Nine Revenue Engines

The Pragma.Vision ecosystem consists of nine platforms organized into four functional

layers:
Layer Platform Revenue Model
Trust trustauthority.ai B2B SaaS verification fees
soft.house API subscriptions, developer tools
Discovery  near.now Provider subscriptions, ad revenue
wish.now Transaction fees, premium tiers

Commerce phantoid.com Agent marketplace commissions

great.qgift Affiliate, corporate gifting, talent

profit.deals Wholesale margins, deal commissions
Fulfilment top.work Professional service commissions

daily.delivery Delivery fees, supply margins

Each platform generates independent revenue, but the real power emerges from cross-
platform transactions. When a user discovers a service on near.now, fulfills it through
wish.now, pays through phantoid.com agents, and receives delivery via daily.delivery,

revenue accrues at every touchpoint.

1.3 How This Book Is Organized

Each of the following seven chapters dissects a platform category in detail, covering:

« Commission structures with exact percentages and fee schedules
» Subscription tier design with pricing psychology
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e Month-by-month revenue projections from launch to Month 12
» Unit economics including CAC, LTV, and margin analysis

e Cross-platform synergy contributions

The final chapter synthesizes all nine models into the 11.8x multiplier mathematics,
showing exactly how cross-platform transactions compound revenue beyond what any

single platform can achieve.

1.4 A Note on the Numbers

Every financial model, commission structure, and projection in this book comes
from real implementation experience: actual protocol integrations, genuine cost
analysis on free-tier infrastructure, and validated unit economics. The Pragma.Vision
ecosystem—nine platforms connected through unified Al protocols (MCP, A2A, AP2)
and shared infrastructure—is the system these models describe. Where projections

extend beyond current data, assumptions are stated explicitly.

Get the complete book — https://shop.pragma.vision
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