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Business
transformation,
built to delver: '

One accountable partner from the first business problem
to a deployed solution, and the operating model that
keeps it working.

MARKETS  United States - United Kingdom - UAE - Pakistan
Al 15 not the destination. Business value 1s. SERVICES  Al-led advisory - Digital product engineering - Intelligent operations - Managed teams



—— CONTENTS

Al i1s not the
destination.
Business value is.

Auvorent brings business advisory, product engineering
and managed execution together in one engagement
model: from the first business problem to a deployed
solution, and the operating model required to sustain it.
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THE AUVORENT PROPOSITION

One strateglc partner

End-to-end execution.

A\ AUVORENT ADVISORY

STAGE 01 OF 03

Think.

Strategy, value discovery, transformation
roadmaps and operating-model design.

We start with the business case, not the tool: where
value sits, what it is worth and what has to change to
capture it.

@ Al & business transformation
@ Business value & growth advisory

OUR PROPOSITION

STAGE 02 OF 03

Build.

Applications, platforms, Al agents,

integrations and secure digital infrastructure.

Engineering, automation and delivery teams turn the
agreed roadmap into working software, in controlled

stages.

@ Digital product engineering
@ Al agents & integrations

From the first business problem to a deployed solution, and the operating
model required to sustain it.

Operate

Managed teams, business process

optimization, delivery governance
and continuous improvement.

We stay accountable after launch: running, measuring
and improving what was built against the outcomes

agreed at the start.

Intelligent business operations
Managed teams & staff augmentation




ABOUT AUVORENT

Business value is our
operating principle.

Auvorent brings business advisory, product engineering and managed

FOCUS MARKETS

execution together in one engagement model.

US UK

FOCUS MARKETS United States - United Kingdom - UAE - Pakistan A SR SIS LY 20 B

CAPABILITY Al, software, operations and technology delivery under
one roof

BUILT FOR Founders, scaling organizations and enterprise leaders UAE PAKISTAN

A\ AUVORENT ADVISORY WHO WE ARE



—— WHY ORGANIZATIONS ENGAGE US

Technology
alone does not
solve operating
problems.

We connect the investment in systems and teams to the
performance of the business.

A\ AUVORENT ADVISORY BUSINESS PROBLEMS

01

02

03

04

Fragmented systems

Disconnected data and manual handoffs.

Expensive execution

Capacity gaps, delays and unnecessary
rework.

Unproven Al spend

Tools deployed without clear ownership or
ROL.

Scaling friction

Processes and teams unable to support
growth.

Integrations, APIs and workflow systems that

let data move without re-keying.

DIGITAL PRODUCT ENGINEERING

Delivery governance, utilization analysis and
managed capacity with defined quality
standards.

INTELLIGENT BUSINESS OPERATIONS

Readiness assessment, value sizing and
benefit tracking against agreed KPIs.

Al & BUSINESS TRANSFORMATION

Operating-model redesign and dedicated
teams structured around the next stage of
growth.

MANAGED TEAMS



—— WHAT WE DELIVER

Five connected capabilities. One accountable partner.

Advisory leads the engagement; engineering, automation and delivery teams
turn the strategy into reality.

01
02
03

04

05

Al & Business Transformation

Digital Product Engineering

Intelligent Business Operations

Managed Teams &
Staft Augmentation

Business Value & Growth Advisory

A\ AUVORENT ADVISORY SERVICE ECOSYSTEM

Operational AI designed around measurable business outcomes, not adoption for its own sake.

From an initial concept to production software, integrations and lifecycle support.

For service companies and internal delivery functions where performance depends on
repeatable execution.

Not simply a resource placement model: clients get dedicated capacity with agreed oversight
and quality controls.

Translate transformation activity into commercial and operational decisions.
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—— CAPABILITY 01 OF 05

Al & business transformation

Operational AI designed around measurable business outcomes, not adoption for its own
sake.

01
02
03
04
05

Al & BUSINESS TRANSFORMATION
DIGITAL PRODUCT ENGINEERING
INTELLIGENT BUSINESS OPERATIONS
MANAGED TEAMS & STAFF AUGMENTATION

BUSINESS VALUE & GROWTH ADVISORY

@ 01- ASSESS & 02 - REDESIGN & 03 - MEASURE
Find the opportunities Improve the system Prove the value
Al readiness, workflow diagnostics, data and process Human-in-the-loop workflows, intelligent agents, Baselines, adoption metrics, quality gates and benefit
mapping, value sizing and risk identification. automation architecture and operating-model realization against agreed KPIs.
redesign.
TYPICAL ENGAGEMENT - AI VALUE SPRINT 8-12 WEEKS TEAM SHAPE
Engagement lead (value engineering) - Process analyst - Al architect - Automation
Diagnose HE engineer - Change & adoption lead
Redesign B SOVERNANCE
Pilot Weekly working session - fortnightly steering - value report at close
ilo B 0
OUTPUTS
Prove EE Opportunity register - Agent / workflow design brief - Baseline KPIs - Proof-of-value
WEEK 0 2 4 6 8 10 12 report

A\ AUVORENT ADVISORY Al & BUSINESS TRANSFORMATION



—— CAPABILITY 02 OF 05

Digital product engineering

From an initial concept to production software, integrations and lifecycle support.

PRODUCTS 10S / Android apps - Web applications - SaaS platforms

01
02
03
04

05

AI & BUSINESS TRANSFORMATION
DIGITAL PRODUCT ENGINEERING
INTELLIGENT BUSINESS OPERATIONS
MANAGED TEAMS & STAFF AUGMENTATION

BUSINESS VALUE & GROWTH ADVISORY

ENTERPRISE CRM s - Business portals - Internal tools - Workflow systems
INTEGRATIONS APIs - Payment systems - Third-party platforms - Data flows
ASSURANCE UX/UI- QA - DevOps - Security engineering - Maintenance
TYPICAL ENGAGEMENT - PRODUCT BUILD TO LAUNCH 12-16 WEEKS TO FIRST RELEASE TEAM SHAPE
Product lead - UX/UI designer - 2-4 engineers (web / mobile) - QA engineer -
Discovery HE DevOps (part-time) - Delivery manager
Design o coveRnANCE
Build Two-week sprints - sprint demo - release notes every deploy
ui I 000 ]
OUTPUTS
Launch ET Product roadmap - Clickable prototype - Release plan - Production application

WEEK 0 2 4 6 8 10 12 14 16

A\ AUVORENT ADVISORY DIGITAL PRODUCT ENGINEERING



—— CAPABILITY 03 OF 05

Intelligent business operations

For service companies and internal delivery functions where performance depends on
repeatable execution.

01
02
03
04
05

AI & BUSINESS TRANSFORMATION
DIGITAL PRODUCT ENGINEERING
INTELLIGENT BUSINESS OPERATIONS
MANAGED TEAMS & STAFF AUGMENTATION

BUSINESS VALUE & GROWTH ADVISORY

& 01 DESIGN @ 02 - CONTROL & 03 - OPTIMIZE
Operating model Delivery governance Profitability engine
Clarify accountability, decision rights, capacity PMO discipline, QA frameworks, service metrics, Utilization analysis, automation opportunities, cost
allocation and end-to-end processes. escalation paths and reporting. visibility and continuous improvement.

TYPICAL ENGAGEMENT - OPERATING-MODEL RESET 6-10 WEEKS TEAM SHAPE

Operations lead - PMO specialist - Data / BI analyst - Automation engineer

Assess B GOVERNANCE

Design B Weekly operating review - monthly profitability review

Implement [ ouTPUTS

WEER o , ) 5 . . . ; . 0 o Operating-model map - Governance pack - Utilization & margin dashboard

A\ AUVORENT ADVISORY INTELLIGENT BUSINESS OPERATIONS



—— CAPABILITY 04 OF 05

Managed teams, with
delivery accountability

Not simply a resource placement model: clients get dedicated capacity with agreed
oversight and quality controls.

01 Roles structured to match the client’s product, technology and operating requirements.

02 Flexible capacity across engineering, design, QA, DevOps, Al and delivery management.

01
02
03
04

05

AI & BUSINESS TRANSFORMATION
DIGITAL PRODUCT ENGINEERING
INTELLIGENT BUSINESS OPERATIONS
MANAGED TEAMS & STAFF AUGMENTATION

BUSINESS VALUE & GROWTH ADVISORY

03 Defined deliverables, reporting cadence, escalation paths and quality standards.
04 Engagement accountability and a responsibility matrix agreed in the contract.
TYPICAL ENGAGEMENT - MANAGED TEAM ONBOARDING 2-4 WEEKS TO PRODUCTIVE TEAM SHAPE
Dedicated engineers, designers, QA, DevOps or Al specialists as scoped - Delivery
Define R manager - Account lead
Match — SIS
Weekly status - monthly service review - quarterly capacity plan
Onboard  —
OUTPUTS
Deliver ] Responsibility matrix - Governance pack - Monthly service report
WEEK 0 1 2 3 4 5 6 7 8

A\ AUVORENT ADVISORY MANAGED TEAMS & STAFF AUGMENTATION
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—— CAPABILITY 05 OF 05

Business value &
growth advisory

Translate transformation activity into commercial and operational decisions.

Revenue

Conversion journeys, customer experience, retention and revenue opportunity
analysis.

Profitability

Cost-to-serve, margin drivers, delivery economics and resource efficiency.

TYPICAL ENGAGEMENT - VALUE BASELINE & ROADMAP

Baselne I

01
02
03
04
05

Capacity

AI & BUSINESS TRANSFORMATION
DIGITAL PRODUCT ENGINEERING
INTELLIGENT BUSINESS OPERATIONS
MANAGED TEAMS & STAFF AUGMENTATION
BUSINESS VALUE & GROWTH ADVISORY

Manual work reduction, utilization, delivery throughput and output per person.

Governance

Executive dashboards, accountability, prioritization and benefits tracking.

4-6 WEEKS TEAM SHAPE

Value advisor - Financial analyst - Data analyst

GOVERNANCE

Analyse S Fortnightly executive check-in - quarterly value review
i B ouTPuTS
Value baseline - Prioritized roadmap - Executive value dashboard
Track [
WEEK 0 1 2 3 4 6

A\ AUVORENT ADVISORY BUSINESS VALUE & GROWTH ADVISORY

11



—— A PRACTICAL OPERATING METHOD

Find — Value — Redesign — Prove — Scale

An engagement framework that keeps every piece of technology work tied to a
business outcome.

01 02 03 04 05
Find Value Redesign Prove Scale
Map the current state Size the opportunity Build the future workflow Pilot and benchmark Operationalize and improve

TYPICAL OUTPUTS 4 Opportunity register € Roadmap < Delivery plan 4 Baseline KPIs @ Value dashboard

A\ AUVORENT ADVISORY OUR METHOD 12



—— HOW WE MEASURE VALUE

Economic outcomes first. Al as the mechanism.

THE 5-LEVER AI VALUE FRAMEWORK

o1 ACCIUII‘C Generate more qualified demand. Can Al improve targeting, research,
personalization or lead qualification?

02 COHVCIT Improve conversion and sales productivity. Can proposals, follow-up,
qualification or sales intelligence move faster?

03 EXpand Increase revenue per customer. Can account intelligence surface cross-sell,
upsell or expansion triggers?

04 Retain Reduce churn and revenue leakage. Can signals, sentiment or service
workflows improve retention?

05 Operate Improve margin, throughput and capacity. Can reporting, QA, finance, HR or
knowledge work be redesigned?

Sometimes the right recommendation is “do not use AI here.” Rules, automation, standard
software or a better human process can be economically superior.

A\ AUVORENT ADVISORY HOW WE MEASURE VALUE

VALUE TAXONOMY

Theoretical

01

Maximum value associated with the full process or problem.

Addressable

02

The portion realistically influenced by the intervention.

Projected

03

Expected impact after explicit performance and adoption assumptions.

Realized

Measured outcome after implementation, with attribution limits documented.

Exeand (4

RETAIN

DISCOVER

ACQUIRE

ACTIVATE

04
THE DIGITAL GROWTH LOOP
For product work: build what customers will
pay for, then design the journey that turns
sign-ups into retained, growing accounts.

13



EXECUTIVE DIAGNOSTIC

How much business value is your Al actually creating?

A 7410 minute self-assessment across eight value dimensions. It shows where

Al is paying off, where value is leaking and which capabilities deserve

executive attention next.

AI VALUE MATURITY ASSESSMENT - 8 DIMENSIONS

o1 Strategy & Leadership

Create an executive Al value thesis tied to business
priorities, owners and measurable outcomes.

03 Data Readiness

Strengthen data access, quality and governance so Al
workflows are reliable enough for operational use.

05 Revenue & Growth

Identify Al use cases linked directly to pipeline,
conversion, retention, expansion or pricing intelligence.

07 Governance & Risk

Define practical standards for data handling, approvals,
model use, accountability and exception management.

HOW THE SCORECARD READS - EXAMPLE OUTPUT

Strategy
Data

Growth

Governance

40

60

80

67

A\ AUVORENT ADVISORY DIAGNOSTIC TOOLS

02 Process Maturity

Map high-friction workflows before automating.
Prioritize repeated, measurable processes with clear
owners.

04 Automation Penetration

Move beyond individual productivity tools into
connected, repeatable workflows with human controls.

o6 Decision Intelligence

Build executive visibility around risk, margin, capacity
and customer signals instead of static reporting.

08 Measurement & Adoption

Establish baselines, KPI ownership, adoption routines
and benefit tracking before scaling Al initiatives.

Process | ee—] 67
Automation — EEEE——— 53
Decisions [ ] 40
Adoption N 60

MATURITY LEVELS
Level 1 — AI Curious
Level 2 — AI Assisted
Level 3 — AI Enabled
Level 4 — Al Integrated

Level 5 — AI Value Engine

ALSO ONLINE - AI ROI & PAYBACK CALCULATOR

A first-pass view of whether a workflow is worth redesigning. Replace the

defaults with your own numbers.

auvorent.netlify.app/profile#assessment

Your answers stay in this browser. Nothing is transmitted or stored.

0+

35+

50+

66+

82+
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WORKING WITH AUVORENT

From discovery to durable outcomes. i

& <

01 02 03 04
Discover Design Deliver Run
Understand goals, constraints and Agree the outcomes, architecture Build, integrate, test and deploy in Operate, monitor, support and
business context. and delivery model. controlled stages. improve continuously.
FLEXIBLE PARTNERSHIPS . 3

01 Transformation retainers Ongoing advisory, operating-model improvement and Al adoption.
Built around the .

. 5 02 Managed dehvery teams Dedicated monthly capacity with agreed governance and service levels.

client’s stage and needs.

03 Project engagements Milestone-based or time-and-materials delivery where appropriate.
We favor long-term, measurable partnerships, while
Sl iz iy o el e Rl o, 04 Support & optimization Post-launch maintenance, evolution and continuous improvement.

A AUVORENT ADVISORY DELIVERY JOURNEY & COMMERCIAL MODEL

Prices are published per service under our Low Cost Leadership model: hourly from $30, security by level and market readiness by package.
Transfer of client IP is governed by the signed agreement and payment terms.

15



—— SAMPLE DELIVERABLES

What you actually receive.

Al & BUSINESS TRANSFORMATION

Al opportunity register

# WORKFLOW

1 Proposal drafting

5 Month-end
reporting

3 Support triage &
routing

f Account expansion
signals

. Inbound lead

research

A\ AUVORENT ADVISORY

LEVER

Convert

Operate

Retain

Expand

Acquire

| SAMPLE - ILLUSTRATIVE DATA |

OWNER VALUE FEASIBILITY
Sales ops HEE High HEE High
Finance BB Medium HEN High
Customer . .
HEE High BE" Medium

success
Account . .

! BB Medium HEI Medium
management
Marketing [ | Low HEN High

SAMPLE DELIVERABLES

Al AGENTS & AUTOMATION

Agent design brief

Every engagement produces working artefacts, not
slideware. These are anonymised samples of the formats
we use; figures are illustrative.

SAMPLE - ILLUSTRATIVE DATA

Support triage agent

TRIGGER — AGENT — HUMAN REVIEW — ACTION

TRIGGER

READS

DOES

HUMAN REVIEW

GUARDRAILS

MEASURED BY

New ticket in the help desk

Ticket, customer tier, product area, recent history

Classifies intent and urgency, drafts a first response,
routes to the right queue

All outbound replies for enterprise accounts; any
refund or legal topic

No account changes; PII masked in logs; confidence
threshold for auto-routing

Time to first response, re-routing rate, reviewer edit
rate

16



DIGITAL PRODUCT ENGINEERING

Product roadmap & release plan

RELEASE Wo W2 w4 W6 w8 W10 W12

MVP Onboarding - core flow - payments QA & beta

SAMPLE - ILLUSTRATIVE DATA

v1.0 Analytics - alerts

via

Milestones: scope sign-off W3 - beta W8 - public release W11 - v1.1 W16

MANAGED TEAMS SAMPLE - ILLUSTRATIVE DATA OPERATIONS & VALUE ADVISORY
Team governance pack Executive value dashboard
RESPONSIBILITY MATRIX (RACI) REPORTING CADENCE
KPI BASELINE
ACTIVITY CLIENT AUVORENT
01 Weekly status note Time to first response 9.5 h
Sprint scope A R . .
02 Monthl .
onthly service review Report preparation 22 h / month
Code quality & reviews I A/R 03 Quarterly capacity plan - )
Utilization (billable) 619%
Release approval A R
R responsible - A accountable - C consulted -
) Linformed UTILIZATION TREND VS TARGET (ILLUSTRATIVE)
Capacity changes A R
Escalations G A/R

A\ AUVORENT ADVISORY SAMPLE DELIVERABLES

Referrals - admin

SAMPLE - ILLUSTRATIVE DATA

TARGET

8 h / month

70%

17



—— TECHNOLOGY-AGNOSTIC BY DESIGN —— SECTOR FLEXIBILITY

Right-fit platforms. Cross-industry
Responsible thinking,
implementation. specialized execution.

We select tools around client requirements, governance and economics rather Client needs differ by business model. We shape the solution to the
than forcing a single stack. economics, systems and operating context.

Al & ASSISTANTS ENGINEERING

ChatGPT - Claude - Gemini - Microsoft Cursor - Vercel - Modern web and

Copilot - Grok mobile stacks

INTEGRATIONS CONTROL

APIs - Automation platforms - CRM Security reviews - Access controls -

and business systems QA - Monitoring

NOTE Platform names show tools our team works with. They do not imply vendor partnerships or 06 GrOWth'Stage & Enterprlse Operatlons

certifications.

os Professional Services
04 Logistics & Supply Chain
03  Financial Services & Fintech
02 E-commerce & Retail

o1 Technology & SaaS

A\ AUVORENT ADVISORY TECHNOLOGY & SECTORS 18



—— ILLUSTRATIVE ENGAGEMENTS

THESE ARE EXAMPLE
PROJECT SCOPES, NOT

What working with Auvorent can look like.  szesee

01 - SERVICE COMPANY

A delivery business
needs margin visibility.

sTEP 4 Establish a monthly profitability review
sTEP 3 Add quality gates
sTEP 2 Automate PMO reporting

sTeP 1 Design utilization dashboards

A\ AUVORENT ADVISORY USE CASES

02 - DIGITAL PRODUCT

A founder needs a
scalable platform.

sTEP 4 Manage releases
sTEP 3 Integrate payments and analytics

sTeP 2 Design and engineer web and mobile

experiences

sTEP 1 Define an MVP

03 - AT OPERATIONS

A growing team 1s
overwhelmed by
repetitive tasks.

sTEP 4 Benchmark task-level savings
sTer 3 Define security boundaries
sTer 2 Implement human-reviewed Al agents

sTeEP 1 Map workflows

19



—— PERSPECTIVES

Points of view
that shape
the work.

A\ AUVORENT ADVISORY PERSPECTIVES

01 - AI VALUE

02 - AT VALUE

03 - OPERATIONS

04 - PRODUCT

05 - PRODUCT

06 -
ENGINEERING

Your company may not need more Al tools.

Most organizations already use Al somewhere. The gap is economic: connecting those isolated wins to
revenue, margin and capacity.

Adoption is not transformation.

Licences and pilots measure activity. Value appears when a workflow is redesigned and the result is
measured against a baseline.

Sometimes the answer is; don’t use Al here.

Rules, standard software or a better human process can beat a model. Saying so early protects budgets
and credibility.

Getting a customer is not the same as getting them to use your product.

Activation is where many products quietly fail. The first-value moment deserves as much design as the
acquisition funnel.

Customers don’t churn on the day they cancel.

Churn starts weeks earlier in usage, support and onboarding signals. Retention is a product metric, not
just a sales one.

The technology decisions that become expensive later.

Architecture, data models and integrations chosen for speed at launch shape the cost of every release
that follows.

20



—— LEADERSHIP

Executive direction.

Delivery accountability.

FOUNDER & CHIEF EXECUTIVE OFFICER
Mehwish Ziad

Sets Auvorent's vision and strategic direction, leads its strategic
partnerships and governance, and is accountable for executive
decisions.

@ Corporate vision and strategy

@ Strategic partnerships

@ Executive client relationships

@ Governance and executive decisions

WITH CLIENTS Executive sponsorship and strategic alignment on
key relationships.

CHIEF GROWTH OFFICER

Muhammad Asher

Leads business development, client relationships, expansion and
growth.

@ Business development
@ Client relationships

@ Expansion

€ Growth

WITH CLIENTS Your contact for new engagements and for growing
the relationship.

Every engagement has named leaders accountable for its direction
and delivery. Specialist leaders join as the scope requires.

A\ AUVORENT ADVISORY LEADERSHIP

The leaders accountable for Auvorent’s direction and client relationships, involved in
your engagement from the first conversation.

MANAGING PARTNER, UNITED STATES

Adrienne Knott

Leads Auvorent's commercial presence in the United States and
connects US clients with our advisory, technology and delivery
leaders.

@ US market development

@ Prospect and client relationships

€ Commercial negotiations and onboarding
@ Representing Auvorent in the US

WITH CcLIENTS Your US-based commercial contact, coordinating
with the executive team.

21
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AUVORENT

ADVISORY

Y

et’s build what your
usiness needs 7z¢ext.

Transformation advisory. Product engineering. Intelligent operations.

Managed execution.

Start a conversation

auvorent.netlify.app

Al 15 not the destination. Business value 1s.

AUVORENT ADVISORY


mailto:clientsuccess@auvorent.com
https://auvorent.netlify.app/

