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[bookmark: _29xg5s71wn3q]Mission: 
To provide "Super Power as a Service" (SPaaS) a unified "Infrastructure as a Service" ecosystem that integrates immersive visualization, biometric intelligence, and lead management to shorten sales cycles and eliminate uncertainty.

[bookmark: _fp6f7wu4ipgz]Strategy:
· Pilot Phase: Deploy in India (Tier 1/2/3 cities) targeting high-volume Channel Partners and Marketing Firms (specifically leveraging the "Get My Ghar" and relationship with it’s owner “Mr.Rohit Darolia” partnership)
· Scale Phase: Utilize data and product maturity from the Indian pilot to target Tier-3-1 Dubai Developers (Emaar, Sobha,etc).
[bookmark: _nppseke4ia6g]1. Target Demographics & Locations
· Primary Pilot Partner: Get My Ghar - Mr.Rohit Darolia utilizing their established brand trust, marketing, and sales force.
· Target Audience: Young home buyers looking to buy their first home but want to do it smartly and in a well informed position. They need customised experience to visualise what they are buying, not boring square feet, or same old pamphlets..
· Channel Partners/Brokers: "Desperate" market players looking to stand out from the 100+ other firms. They handle the volume and need differentiation.
· Developers (Future): Lodha, Godrej (India), eventually Shobha, Emaar/Damac (Dubai).
· Locations: Kolkata, Bangalore, Gurgaon, Pune and Mumbai.
· Immediate: Kolkata, Bangalore, and Gurgaon
· Long-term: Dubai and Abu Dhabi.
[bookmark: _eugac98wu9wl]2. The "Velocity Suite" Architecture
Core Shift: Moving from a pure Cloud/Next.js stack to a Local/Hybrid High-Performance Stack to ensure reliability and data privacy.
[bookmark: _llrm7m248c4x]A. Hardware Infrastructure (The "Black Box")
· Deployment: On-Premise Local Server installed at the Sales Gallery/Experience Center.
· Reasoning: Zero latency, operates without internet dependency, ensures client data privacy.
· Future: Hybrid Cloud model (Edge + Cloud).
· Client Interface: iPad Pro running a native Swift Application.
[bookmark: _2h8op3y40x2n]B. Software Components
[bookmark: _1o8lgrvb3hvt]1. The iOS App (The "Immersive Sales Companion")
· Tech Stack: Swift Application Replicates the frontend dashboard already made for desktop/mac along with some unique features native to the iPad environment. The beta version of the application has already been developed and can be found in https://git.desineuron.in/sagnik/Project_Velocity 
· Key Features: Mirroring the computer interface for remote operations, capturing images of clients and the wall of the empty property or differently styled property to transform that into how they would want to decorate it.
· Real-Time Rendering: This ipad app will have access to the 3D Model (already available for the unit, along with the elevation of the unit and geographical co-ordinates) based on this the on-prem computer will be able to create a blender like model of the 3D model of the unit, which has like 10 pre-placed virtual cameras. Based on the time,elevation and gps we can simulate how sun will be hitting the property exactly when at what time, based on that the ten virtual camera hit captures when the user hits generate in backed ComfyUI workflow an agent gets these 3D models with sun placement logic and makes them look realistic.
· Physics-Based Environment: The whole simulation is reliant on math and can be easily computed with elevation, and gps all the sensors readily available in iPad.
· Sun Positioning System: Users can set the specific time of day and season to see exact sunlight angles.
· Visual Justification: A tool to "visually justify" price premiums (e.g., explaining why a specific unit has a higher ROI due to light/view).
[bookmark: _lgliosiqsv6p]2. The Computer WebOS (The "Neural Dashboard")
· Tech Stack: Python (FastAPI) Backend with a simplified React Frontend.
· Frontend: A light React based Web OS. The initial draft has been prepared and is currently available in https://git.desineuron.in/sagnik/Project_Velocity 
· Key Features: Must act as a unified dashboard for the whole sales process.
· Lead Leakage Prevention: A "walled garden" CRM that tracks every interaction to prevent leads from being lost or stolen by brokers.
· Simplified CRM: A streamlined alternative to Salesforce (which is viewed as "cumbersome"). Focus on ease of use for sales staff. Where the interface and visualisation of data and dashboard is done based on the prompt of the user. So every time you get the custom dashboard you need which is just right for the task.
· The "Oracle" Integration: Continued use of the WhatsApp bot (OpenClaw/PicoClaw/IronClaw) to feed conversation logs directly into this dashboard and the main CRM for conversation logging.
[bookmark: _lfjuvxuzrcjg]3. "The Sentinel" (Behavioral Intelligence)
· Concept: "Sentiment Analysis" using IoT/Biometrics.
· Functionality: WIll be used to provide the user undue advantage to know when they are losing a client during a visualisation or presentation, or what piqued their interest, visualising the client’s current position in the sales journey.
· Inputs: Cameras and Microphones of the displays used to show the property visualisation videos, in the experience center of their office (or via the iPad), later to also include whole experience center, site, demo floor, garage from the moment they step into premise we start gathering intel and doing backend research on them to help our end user, this improves the experience for both the buyer and the seller.
· Processing: Uses Face Recognition and Voice Sentiment Analysis algorithms to gauge buyer interest and emotion.
· Output: A video player that can use your camera and microphone to capture data points which it sends to on-prem computer for Real-time feedback to the Sales Director (e.g., "Client is confused about ROI," "Client loves the balcony view").

[bookmark: _ht0ztsyz7gq7]4. "The Catalyst" (Marketing Tool)
· Tech Stack: OpenClaw/PicoClaw/IronClaw (Agent Framework), Python (FastAPI), Meta Business API & Google Ads API, and ComfyUI (API Mode leveraging models like Qwen-Image 2512 and Wan 2.2).
· Concept: A "self-driving" digital marketing agency integrated directly into the WebOS (Sayan needs to build this). It turns property data and demographic parameters into fully executed, omnichannel advertising campaigns.
· Functionality: Connects seamlessly with Meta and Google AdWords to manage ad bidding, download campaign insights, and analyze performance data. It proactively conducts web research to stay ahead of real estate trends, thinks up highly optimized marketing strategies tailored to the user-provided target audience and demographic data, creates the visual collateral, and posts it automatically across social media channels.
· Inputs: User-defined target demographics (e.g., targeting "Whale" executives vs. "High-Velocity" investors), real-time market news scraped via the Brave Search API, live Meta/Google ad performance metrics, and the raw 3D property models and unit data from the local on-premise server.
· Processing: Uses the Claw bot framework to act as an autonomous marketing agent. It formulates strategies using advanced LLM reasoning to analyze demographic data and ad insights. To execute the strategy, it autonomously triggers Sagnik's custom ComfyUI workflow via API. This workflow leverages state-of-the-art visual models - such as Qwen-Image 2512 for rendering highly realistic images with precise, complex typography (like promotional posters with multi-lingual text) and Wan 2.2 for cinematic, high-fidelity promotional video generation - to instantly create bespoke marketing materials.
· Output: Automatically scheduled and published posts across social platforms (via agentic headless browser automation and API skills), dynamically adjusted ad bids on Meta and Google to maximize ROI, and fully generated visual assets (posters, localized video ads, and dynamic PDF term sheets) presented back to the user in an easy-to-read marketing analytics dashboard.
[bookmark: _tmdzuhefi9jc]
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[bookmark: _963jkfo3pwvr]3. Functional Requirements Updates

EPIC 1: Architecture, Visual AI & Prompt Engineering (Assignee: Sagnik)

Focus: Hardware topology, ComfyUI visual pipelines, LLM fine-tuning, and Frontend UI supervision.

User Story 1.1: As an Architect, I need to configure the local and cloud hardware environments so the team can build without bottlenecks.

• Sprint Phase: Week 1 & 2

• Tasks:

    ◦ [ ] W1: Define the local "Black Box" edge server requirements for the offline-first experience center setup.
    ◦ [ ] W2: Provision the AWS 8xA100 instance.
    ◦ [ ] W2: Configure virtualization to split the AWS instance into two compute nodes: Node 1 (Sourik's Agent/Bot Operations) and Node 2 (Sagnik & Sayan's Model/Render Operations).
    ◦ [ ] W2: Set up secure SSH tunnels networks to allow remote access to the AWS nodes.

User Story 2.2: As an AI Visual Artist, I need to create API-ready ComfyUI workflows for "The Catalyst" and the "Immersive Sales Companion".

• Sprint Phase: Week 1 & 2

• Tasks:

    ◦ [ ] W1: Build the "Dream Weaver" interior restyling workflow using ControlNet + segment masking to preserve room geometry while changing aesthetics.
    ◦ [ ] W1: Build a marketing poster generation workflow using Qwen-Image 2512 to leverage its advanced multilingual text rendering (English & Chinese) capabilities for precise real estate typography.
    ◦ [ ] W2: Implement the Wan 2.2 (14B or 1.3B) video generation workflow for cinematic promotional videos. Test the 1.3B model locally (requires ~8GB VRAM) and scale to the 14B model on the AWS Node.
    ◦ [ ] W2: Expose all ComfyUI workflows via the Asynchronous Queue API so Sourik's agents can trigger them automatically.

User Story 1.3: As an AI Engineer, I need to generate system prompts and fine-tune models so "The Oracle" and "The Catalyst" behave like elite real estate professionals.

• Sprint Phase: Week 1
• Tasks:

    ◦ [ ] W1: Draft "The Oracle" persona prompts (e.g., adapting the tone of top-tier Dubai brokers) for the WhatsApp CRM agent.
    ◦ [ ] W1: Create marketing strategy prompts for "The Catalyst" to generate Meta/Google ad copy based on demographic inputs.
    ◦ [ ] W1: Lock the frontend UI design (the "Apple/Steve Jobs" aesthetic) and officially hand over the React components and required API schemas to Sayan for backend wiring.



EPIC 2: Full-Stack Integration, CRM & iOS App (Assignee: Sayan)

Focus: FastAPI backend infrastructure, Swift iPad app, CRM logic, and WebOS data wiring.

User Story 2.1: As an iOS Developer, I need to build the "Immersive Sales Companion" iPad App using Swift.

• Sprint Phase: Week 1

• Tasks:

    ◦ [ ] W1: Build the native SwiftUI app shell mirroring the WebOS interface (Dashboard, Inventory, Oracle tabs).
    ◦ [ ] W1: Implement the camera capture feature to take photos of empty walls/rooms and push them to Sagnik's ComfyUI API endpoint.
    ◦ [ ] W1: Integrate ARKit / CoreLocation / CoreMotion to overlay the mathematical Sun Path (simulating sun positioning based on time/GPS) over the live camera feed or 3D model view.

User Story 2.2: As a Backend Engineer, I need to build the FastAPI neural core to connect all 4 software components.

• Sprint Phase: Week 1

• Tasks:

    ◦ [ ] W1: Set up the Marketing page frontend for Sourik.
    ◦ [ ] W1: Set up the Python FastAPI server with a PostgreSQL/Supabase database.
    ◦ [ ] W1: Create API endpoints for "The Oracle" (/api/leads, /api/chat-logs) to receive data from Sourik's WhatsApp bots.
    ◦ [ ] W1: Create API endpoints for "The Sentinel" (/api/biometrics, /api/sentiment) to ingest video player facial/voice data points.
    ◦ [ ] W1: Set up WebSockets to stream real-time updates (sentiment drops, new messages) directly to the WebOS React frontend.

User Story 2.3: As a Full-Stack Engineer, I need to build the "Walled Garden" CRM and wire the React WebOS.

• Sprint Phase: Week 2

• Tasks:

    ◦ [ ] W2: Connect the frontend React components to the FastAPI endpoints.
    ◦ [ ] W2: Develop the logic for the simplified "Kanban" CRM pipeline, ensuring lead stages automatically update based on triggers from "The Oracle".
    ◦ [ ] W2: Ensure the WebOS dashboard accurately visualizes the parsed AI sentiment data’s output/insights coming.


EPIC 3: Agentic Framework, Automation & Ad Network (Assignee: Sourik)

Focus: Bot deployment (OpenClaw/PicoClaw/IronClaw), CRM Chat Logging, MCP Server, and Marketing Automation.

User Story 3.1: As an Automation Engineer, I need to deploy and manage the Claw bot ecosystem for "The Oracle".

• Sprint Phase: Week 1

• Tasks:

    ◦ [ ] W1: Deploy PicoClaw (for ultra-lightweight, <10MB RAM footprint on edge devices) or IronClaw (for secure, Rust-based WASM sandboxing) to act as the primary communication agent.
    ◦ [ ] W1: Connect the bot to WhatsApp/Email APIs to ingest client messages.
    ◦ [ ] W1: Configure DM pairing and security allowlists to ensure enterprise privacy.
    ◦ [ ] W1: Route all parsed chat transcripts, call durations, and interaction logs directly into Sayan's CRM database via FastAPI webhooks.

User Story 3.2: As an AI Operator, I need to set up the MCP Server and Agent System Tools.

• Sprint Phase: Week 1 & 2

• Tasks:

    ◦ [ ] W1: Set up the Model Context Protocol (MCP) server to give the bot secure access to local files, the property database, and the internet.
    ◦ [ ] W1: Configure HEARTBEAT.md (PicoClaw) or Cron tools (OpenClaw) for periodic background tasks (e.g., SEO tracking, web scraping real estate news).
    ◦ [ ] W1: Configure Brave Search API (or fallback) to allow the agent to autonomously research target audiences and demographics.

User Story 3.3: As a Marketing Automation Lead, I need to build "The Catalyst" integration.

• Sprint Phase: Week 2 (On AWS Node 1)

• Tasks:

    ◦ [ ] W2: Integrate Meta Business API and Google AdWords API as agent "Skills".
    ◦ [ ] W2: Give the agent the ability to read ad insights, manage marketing budgets, and execute automated bidding strategies.
    ◦ [ ] W2: Write the bridging script allowing the agent to autonomously prompt Sagnik's ComfyUI API (Qwen/Wan2.2) to generate custom posters and promotional videos based on the ad strategy.
    ◦ [ ] W2: Configure the headless browser tool or social APIs so the agent automatically posts the generated content to social media.



Sprint Execution Strategy (Scrum Notes for Taiga)

• Week 1 Goal (Local Build): Sagnik locks UI and sets up local ComfyUI. Sayan gets the FastAPI DB running and the Swift iPad app prototype reading local 3D data. Sourik establishes the WhatsApp bot and successfully sends a test message into Sayan's database.

• Week 2 Goal (AWS Scale & Integration): The team moves heavy lifting to AWS. Sagnik deploys the 14B Wan Video model and Qwen-Image 2512 on Node 2. Sourik's bot on Node 1 autonomously triggers Sagnik's models to generate an ad, and posts it to Meta, while Sayan ensures the iPad app successfully renders the AI images and populates the CRM. MVP is ready for Rohit Darolia.


[bookmark: _lw8h2c2iyx25]4. 14-Day Pilot Roadmap (The "Rohit Darolia" Sprint)
· Goal: Create a Minimum Viable Product (MVP) to demo for Rohit Darolia (Get My Ghar)

· Team Roles:
· Sagnik: Overall Architecture - Hardware Setup, Frontend, ComfyUI, Fine-Tuning, System Prompts Generation, Custom Workflows.
· Sayan: Full Stack - Frontend-Backend Integration, FastAPI Backend, Swift App Development & CRM Stack Development.
· Sourik: Open Claw/Pico Claw/Iron Claw - Integration, Chat Logging for CRM, Data Management and Operations of the agent on the system, Operation of MCP Server, System Apps, Tools and Browser, integration of meta insights forms ADs, ability to spend and bid on google Ad Words, ability to generate (with API Call to ComfyUI workflow Sagnik is making) and posting them autonomously with a marketing budget and researched target audience.

· Timeline:
· Week 1: Do all the things that you can locally. This is for Phase 1 and 2.
· Week 2: Use a powerful AWS Instance which has 8xA100 to create two compute nodes which has the resources split, one to be used by Sourik, one to be used by Sayan and Sagnik. This is for Phase 3 and 4.
[bookmark: _5187j35goqcj]5. Strategic Value Proposition
· For the Buyer: An "emotional experience" where they can verify "Invisible Values" (sunlight, Visual Imagination of Decor, finish quality) before the building exists.
· For the Channel Partner: A unique differentiator ("The Apple Ecosystem of Real Estate") that justifies high commission and prevents lead leakage.
· For the Developers: A "Passive Revenue" generator via data accumulation on buyer behavior.

