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_Critical areas. Critical question

\ Business Focus Answer “yes/no” &~
Leadership & direction Are you the bottleneck for the hardse
Do priorities change so often that teal " to commit?

Does the business feel busy, but not'cl
ol
Operations & delivery Do projects only land through heroics and escalation?
' Is rework/firefighting a normal part of your week?

= Q‘:O Does execution wobble when you step away?
9

Sales & revenue R ™ : Do deals slip late stage more than they should?
\\o\ Is forecast accuracy weak enough to make h|r|ng feel risky?
i ' Does pipeline quahty_ reset every month instead of improving weekly?

| ¥ | / DR
Marketing & demand generation "\7 Are you sp ending on marketing without predictable conversion confidence?
Do Sales and Marketing argue gbout ICP or lead quality?

- ﬁ

Comms, trust & reputation DIYE stakehdlders hear mixed messages dep
e ‘ es because alighment h:
1essy moment could damage tru:

R 7

Change, adoption ion of initiati AR initiati\'le ched ut not truly adopted" u“' ;
Are you failing to qapture the benefits you promised.from c ha

If you answered “yes” to an

You have a leadership + ope ue. You don’t need more effort. You need leadershlp leverage.

you don’t have a perfoi{'nanc issue.
4

e
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ur sumwhlch channelsaﬁtually produce qualified opportunltles proﬂtably"
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If leadership was about hours, 7.
middle management would
outperform CEOs.

The value of%enlor leadership is leverage. Sharper priorities, faster decisions and an A
operating rhythm that keeps everyone aligned. ELoD (Executive Leadership on Demand) V\?o)rks
1-to-1 with the leader'so decisions land, accountability holds and momentum compounds
between sessions. ltiscoaching led leadership leverage. we lead the leader 1-to-1 and install
the operating system that makes execution happen. We focus on the highest impact work: one
scorecard, one cadence, clear decision‘rights and weekly progress you can see. A Finance
validated baseline and Week 2 checkpoint, Day 60 proof, Day 90 sustained proof.

You get full-time leadership impact Without full-time cost, delay or hiring risk.

BEPIVOTA
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If you want momentum you ca
\you’re in the right place.

Section : What you’ll find =

1 The“cut-through”diagos iIc: where momentum is leaking (decisions, priorities, execution), and
A Quick Reality Check .~ i the core reframing: leadership leverage beats leadership hours.
p ~ Exactly how we turn intent into traction: by Day 10 you have scope +/s.:uccé\s\‘\§ measures, decision
Assumption. Reality. Del‘iVe?iBlueprint. Modules. rights, cadence, baseline scorecard, decision log, and a 90-day plan &Agjth owners. Plus the six
095 interventions and when to use them. \ s
A i (/)
N 4 e O 3
3 \\\3\. i The productised commercial model: choose intensity (2/4/8/12), one globa

Model. Tier. Pricing. Base Rate. Multipliei‘?ormula. Commitment. Termg."' mtﬁ_i_l-t»ipliers, the formula, commitment economics (bonus days), and clean ter

\7

_Region-specific ROl scenarios using auditable inputs (revenue, payroll, opex, marketing, GM, deal

4
" Scenarios size): worked m°%q}hly value, fee, payback, plus the “without ELoD” cost of drift.
5 Vo 9o ~The real objections handled head-on: fit, contin

/ ity, r:amp time, outsider risk, scope creep, “is it
Concerns answered. ‘ { hjust coaching?”, and what happe 4 /e==with clear guardrails. /

<

6 2 ™\ fﬁe_asu ble” value made [credi ing the ader changes culture, behaviour,

Reasons to engage. : ion, and clarity — and how't 1 ates into me asurable execution lift and margin ﬂ
7 The closing argument: why full-time hiring i: y, why drift is expensive, and why ELoD */
Conclusion. : .

delivers senior impact now with easroly proof'a ponal commitment path.

BEPIVOTA
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The assumption. .

at people assume The ELoD truth B

“It’s fewer days, ELoD isn’t a smaller version of full-time leade
so it’s less impact.” . velocity + operating rhythm, not presence.
“I’m paying for a person’ 2 You’re paying for clarity, prioritisation, decision rights and a cadence you run every week. The system that
to be around.” makes the organisation execute. 9

Qf % \‘\\"‘\\
“Executives create valueoo% Executives create value by making the right calls. ELoD focuses the leader on the dec4§|ons that unlock the
by being busy.” A ~ team’s output. G N\ %

3\\‘\\\ .’ - :

“We just need more hours.” 'i\\\ - You already have the‘h'ours_.'.What’s missing is focus, decision quality and accountability. installs that,

'\ 7 then your existing team ex’e’-bUt"'e\S faster.
N ‘

» “Thisis support.” This is lead-the-leader. |
- (scorecard+ ence
“But we need You get it ' 'ﬁe'j*aﬁjb’yp'dfag. We start with a rapid diagnos d have - written scope,
senior leadership.” scoreca | 1ts, 904 ' 3

“What if we need
more/less intensity

“So we’re buying tim .
drecard movement, and ;&of obickpomts (Day 60 / Day 90)

K BEPIVOTA
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The reality. D P

| 159 L
\B\ERNOTA ELoD is for What it means Typical size . Why ELoD wor The Reality «% BEPIVOTA ELoD is NOT for
Startup Product exists, early traction, 20-80 people Lead-the-leader to. Founderoverload, messy 5, Pre-revenue idea stage;

(Post-Seed > Series A) building repeatable motion; turn founder effol priorities, early GTM friction, founders looking for “advice
founder still carries too many operating rhyt first “real” leadership layer, only”; teams unwilling to
decisions decision rights, weekly board pressure } adopt cadence/scorecards

o execution cadence
Scale-up . Q@calihg systems, managers, and 50-250 people Installs a measurable Growth stall, forecast ?'"Lea‘a\q{s who want decks
(Series B » Growth) 3 -functional execution; operating system: scorecard misses, delivery instability, ‘“instead of behaviour change;
~.complexity rising faster than + cadence + decision log+ CAC/churn drift, leadership t S tha%gvon tcoammit to
leadershlp\r‘@thm ’ ) ~._accountability; |mpr0\7‘es <= bandwidth constraints wee acco%nta ility
\\‘\\ ' . decision speed across
! ; . functions
- (N
A SME Proven business; needs modern Upgrades @edershlp habits Margin pressure, ops chaos, /Buyers seeking a “cheap pair
- (Established) operating rhythm and leadership and demsmn"qtlallty, creates handoff i suas, of hands”; leaders unwilling

discipline to protect margin and

to delegate decisions or run
execution reliability the cadence j

Enterprise
(Select / High-stakes)

Complex org; needs Procurement-only buyers
who block speed; expecting

cadence; delivers traction I ““ado putational or 24/7 coverage on an advi

without long hiring cycles; as,, tier; no access to decision- $
. 3 Vo, J

reduces drift and internal ¥ makers =

poli%s’

Ny BEPIVOTA
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Our delivery blueprint. .

Sﬁage Timing

Rapid Diagnostic + Baseline Days 1-5
Alignment + Decision Rights* Days 5-10
90-Day Outcomes Plan™" ﬂs:oo By end of Week 2

N .
Install the Leadership Operating System:\"Weeks 2-3

‘
{

\7

Execution + Momentum (coaching-led) Weeks 3-12

——

Proof of Value Checkpoint Day 60

Sustained Proof + Transfer

Executive Summary

By Day 10: scorecard + basel

© PIVOTA LIMITED (trading as BEPIVOTA). All righ

. Validate rh‘ovém_e"nt on the agreed scorecard lever;

~ Clear view of progress, decisions, and next

What happenss. -

Stakeholder interviews, data re
friction mapping, identify the o
constraints; Finance confirms
truth”

Confirm scope, outcomes, success measures,
decision rights, escalation paths; define the
leadership cadence and owners

Turn intent into a 90-day outcomes plan with
priorities, owners, timelines and scorecard targets
based on baseline variance Y
Implement cadence, scorecard rhythm, weekly
leadership reviews, accountability routines; “how

decLs“_ic\jns get made” becomes explicit

Cc ng leaders in live situations; remove blockers
. . = O, N

ecisions;align stakeholders; tighten handoffs;

ck m@‘vehﬁ‘ent weekly and 5’dﬁﬁst

stmodulg/tier if needed; decide

tied to the scorecard 85,005,

3

F 4

What you get — tangib[é outputs
Clear problem definition, Finance-validated baseline,
draft scorecard, risk map, initial hypotheses on highest-
leverage moves )

Written scope + success measures, decision log
started, decision-rights map (RACI-lite), escalation
rules, meeting rhythm set \

90-day plan, owner/timeline maB} scorecard targets,
“first 2-week actions” list, riélg}s + mitigation plan

N (o)

\ o, 4
Operating cadence live, scorecar"&rhythn‘? ive, weekly
progress mechanism, escalation p‘lsagbg , templates
(agenda, update, decision log) :

Measurable weekly movement, decisions made,
blockers removed, leadership behaviours shifted,
prio{ities" shipped, scoregard trend visible

y-60 proof pack: what moved, why it moved, what’s
X on on scale/adjust/exit (clea

ies
N/ — /

ec summary: what moved / why / decisions. .
at’s next, tied to scorecard

hts, cadence, dﬁgisiji log, 90-day plan, first actions shipped. ; ©€
| - %

9
N / S
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Our modules.

\\ETDQ module

North Star
Direction, decisions, priorities

Operating Rhythm
Cadence, owners, delivery .0096

N

o

\\

Revenue Engine
Pipeline, conversion, forecast

A

“*Demand System
Positioning, messaging, funnel

Narrative Control
Trust, comms cadence,

Adoption Momentum
Enablement, governance, stickiness

© PIVOTA LIMITED (trading as BEPIVOTA). All righ

\\$|pel|ne discipline, converS|on f,orecast
‘ accr’racy, revenue operatlng syStem S

y
What it owns *.~ Whentou
Direction, priorities, decision rhythm, Growth st 'rload, strategy
leadership alignment, performance reset, inve pressure, leadership

scorecard

Operating cadence, delivery reliability,
ownership/roles, cross-team execution,
escalation control

f

: -“{e

plan, stakeholder managelﬂnt
‘enablement, change govern e,
ce reduction

y no |mpact

rnal Change/transition, reput:

misalignment

Chaos/firefighting, missed deadlines,
scaling ops, margin squeeze, inconsistent
delivery

LIPS
Lumpy revenue, weak conversion, poor
forecasting, sales/marketing friction,
scaling GTM

O,. N

Uncleénytgry, low lead quality, weak

demand, high CAC, “busy marketlng‘\wﬂh

""“ “*édye. olh.q"
Fagpens
I,

employee anxiety, mec
Transformation rollout, ne\/\?‘

stems/processes resistance, low
a optlon change fatigue

What s s looks like
One clear plan, faster decisions, aligned
leaders, predictable execution, visible
momentum on the scorecard

Fewer escal tlons“ §table delivery, clear
owners, Smoix yther h\andoffs measurable
lity improvements

cycle-time + q

ust protected mternally + externally

Higher adoption, reduced resistance,
managers equipped,

clear metrics,

benefits realised

and sustained @2
BEPIVOTA



North Star (CEO ELo

,"
gory Included in retainer B \f Excluded (billed separately) ﬁ .
ELoD leadership capacity Tier time (2/4/8/12 days) reserved Additional days beyond tier uﬁless bonus-day policy)

Always-on / 24/7 cover
~ Out-of-hours incident response

CEO-level coaching + mentorship
Decision support on priorities, trade-offs, seq

Cadence & governance ’ CEO operating cadence Daily “war room” coverage

_” Scorecard rhythm + monthly exec summary Full governance redesign ﬁrogrammes beyond scope

o N Decision log and accountability loop : :

90-day priorities and outcomes plan % \‘3‘\5&

Role clarity & leadershﬁ:ra nwaﬁp Leadership role clarity Org redesign projects and job arch cture' work

W Executive accountability -

3 ‘E\\ ¢ Meeting architecture and decisionrights ¢

Stakeholder readiness & influence \\\\\\‘ ' Board/investor narrative readiness Large-scale comms rollouts or town halls

/,
S

Exec meeting prep + rehearsal

‘ v Escalation paths an\allgnment >
{ Planning & reporting 30/60/90 plan y & Audit-style reporting packs
) KPI/OKR SCOre d- < Complex dashboard builds
" Leader enablement son-decisi .

Coaching lea
Performance

Execution support (coaching-led)

Tools & systems (light-touch)
Commercial & marketin idance

Third-party resources

’ le scorecards and mterwew support for key leaders € it nd assessments

Hiring support
Travel and on-site expenses (pre-approved)

Travel & on-site

Legal/ HR / compliance Legal counsel and HR case management.
Taxes VAT/GST/sales taxes where applicable ('??
: VY

BEPIVOTA




Operating Rhythm
\QP g Rhny

A
=

IR

gory
ELoD leadership capacity

Cadence & governance

Role clarity & leadership-eWnagbig

S
N

o

Stakeholder readiness & influence
Planning & reporting

Leader enablement

Execution support (coaching-led)
Tools & systems (light-touch)

Commercial & marketing guidance

Third-party resources

Hiring support

Travel & on-site
Legal / HR / compliance
Taxes

© PIVOTA LIMITED (trading as BEPIVOTA). All righ

: lemote-first unless agreed )’
Escalation guidance to leadersh

Included in retainer 5, i Excluded (billed separately)

Tier time reserved
COO-level coaching + mentorship
Delivery decision support

Additional days beyond tier (unles
Always-on operations cover

onus-day policy)

Operating cadence design
Weekly/fortnightly rhythm
Escalation rules and decision log

24/7 incident response
Full PMO build and run .

Monthly exec summary @ AN
y NN
Ownership clarity Full org redesign programmes 3 AN
Handoffs and accountability coaching
RACI-lite where needed 3 &
Cross-team alignment seséiéns (within tier) targe offsites and multi-workshop program
Escalation paths and con}ms rhythm
‘ Audit-style reporting and complex Bl
%, N Company-wide training delivery at scale
0,'/ :
o("//o"") " '

Acting as dell%(ery lead for projects

e scorecards for ops hires

o A d assessments
erview panel support “

Travel and on-site expenses (pre-approved) £
Case management and legal work
VA

ales taxes Wh;;e applicable é

: BEPIVOTA




A
N

Revenue Engine (C

eigory
ELoD leadership capacity

Cadence & governance

”

N

Role clarity & leadership owggré'ﬁip
{_4‘(

- oy

Stakeholder readiness & infll\.l‘ence

Planning & reporting

Leader.enablement
Execution support (coaching-led)
Tools & systems (light-touch)

Commercial & marketing. guidance

Third-party resources
Hiring support

Travel & on-site
Legal/ HR / compliance
Taxes

© PIVOTA LIMITED (trading as BEPIVOTA). All righ

Included in retainer

Tier time reserved
Commercial leadership coaching
Deal and forecast decision support

-~

Pipeline rhythm and stage discipline
Forecast rules and review cadence
Decision log and monthly exec summary

Sales/CS ownership clarity

Accountability coaching
Handoffs and “definition of done”

E?(ec level deal support and rehearsal
Internal alignment for key accounts

é0/60/90 commercial plan

Scorecard setup (covergge win rate, cycle forecast
accuracy) :

Coaching managers (
Playbooks/templat

Unblockers thrc
Deal reviews

Workmg [gN¢

\

g keaders
"r ti me»

ote-first unless agreed

pl cur
: PN

act escalation guidance (l

J__e discipline
5 (Qtage cﬂ’ter@ close plansf”' %

/.
o
o, Yy

>orecards and interview isquort for sales leaders

eehhip)llvel)
3

unning SDR/AE management day-to-day

Full org redesign and comp plan ovemauls N

\\ \\

# “ Large workshops and offsites (extra days)

Audit-style packs and bespoke investor reportin

Company-wide sales training rollout at/scale

Recreiitment fees and assessments
Travel and on-site expenses (pre-approved)

Legal counsel and contract negotiation servic_ec ((\
. LN
VAT/G es taxes where applicable ' 602

BEPIVOTA



Demand System (CM

egory
ELoD leadership capacity

Cadence & governance

-
Role clarity & leadership ownership

)

Stakeholder readiness & \innfll.igogée

N

’

o

/4

/
7’ /,'I/

Planning & reporting

Leader enablement

A
on Execution support (coaching-led)

—

Tools & systems (light-touch)
Media / marketing spend

Third-party resources

Hiring support

Travel & on-site
Legal/ HR / compliance
Taxes

© PIVOTA LIMITED (trading as BEPIVOTA). All righ

-

y R’ole scorecards and lnte

" Remote-first unless agree

Included in retainer B

Tier time reserved

Marketing leadership coaching
Prioritisation and funnel decision support
Funnel rhythm and scorecard cadence
Decision log and monthly exec summary
Clarity on ownership across growth functions
Alignment on ICP, message and priorities
Exec comms readiness for story and proof
Alignment sessions (within tier)

30/60/90 demand plan

Scorecard setup (CAC lead—>opp, opp quality, pipeline
contribution) /
Coaching lead
Templates (br

.........

£

'S on focus and measurement
s, eV|ew rhythm, scorecards) .

and degision suppcri’, o,

Campaign
Unblocker:

iew support

Escalation guidance

- 3

Excluded (billed separatel

. Additional days beyond tier (:]mless bonus-day policy)
- Always-on marketing ops cover

24/7 response cover }

Full org redesign programmes

Company-wide town halls and .

Content production at volume
DeS|gn ouiput -

2

Y 4
and assessments !

Travel and on-site expenses (pre-approved)

Specialist compliance work
VAT/GST/sales taxes where applicable . i ('?2
: : f VY@

BEPIVOTA




Excluded (billed Separatelykﬁ

: Additional days beyond tier (urﬂess bonus-day policy)
- 24/7 press office cover

Narrative Control ('

egory Included in retainer e -~

ELoD leadership capacity Tier time reserved
Comms leadership coaching
Stakeholder narrative decision support

Cadence & governance ’ Narrative cadence and message discipline Always-on crisis response and out-of-hours incident cover
_” Escalation paths and incident readiness (light) :
> Ny Monthly exec summary ,
Role clarity & leadership ow_ﬂershlp Who says what and when Full comms function build-out ‘ N \i\
0 Decision rights and approvals coaching
Stakeholder readiness & m‘f{ueng% 8 Leadership rehearsal for sensitive moments R Large-scale town halls and multi-session oﬁ%étes (extra days)
E\s\\ "~/ Investor/board messaging prep._ 4" wm % i
N I' Internal trust rhythm  © '

30/60/90 narrative plan X
Trust/retention rlskamdmators scorecard

Leader enablement ’ omms under pressq{e 2 Company-wide comms training rollout at scale

Planning & reporting

<

1

=
—  Execution support (coaching-led)

Tools & systems (light-touch)
Media / marketing spend
Third-party resources

and assessments 7"

Hiring support

Travel & on-site “dravel and'@ expenses (pre-approved)
Legal / HR / compliance Legal counsel, HR case management ‘
Taxes VAT/GST/sales taxes where applicable

BEPIVOTA
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A

f‘ Execution support (coaching-led)

Adoption Momentum

Category Included in retainer

Excluded (billed separa

ELoD leadership capacity Tier time reserved
Change leadership coaching
Adoption decision support

Additional days beyond tier (unless bonus-day policy) ~
Always-on change office cover C

Cadence & governance e Adoption cadence and scorecard rhythm Full change programme office build and run
' & Decision log and monthly exec summary

” N Light change governance y AN
Role clarity & leadership-ownership Manager enablement coaching ‘ Full org redesign programmes \\\\

= 095 Ownership clarity foradoption _
Stakeholder readiness & influence ‘\\\ 7 4 Stakeholder map and resistance plan " TV N Company-wide offsites and large'worksh3p, seriesi(extra

\\\\“3 : Rehearsal for key momentsEscalatlon paths days) (.
Planning & reporting Q\\ f 30/60/90 adopti;on plan X Audit-style reporting and complex Bl
v Scorecard s%gj\p adoptlomutlllsatlon benefits)

Leader enablement L&D programmes and training rollout at scale

e . Doing ihe FéLlout work at volume
Buﬂdmg tralnlng content libraries

, data subscriptions/

A nd assessments
e expenses (pre-approved) ‘j/

ement and legal work y é g

Tools & systems (light-touch)
Third-party resources

Hiring support

Travel & on-site

Legal/HR / complian Fscalation guidance

.__\". \ ’."V gs'
Taxes N/A ‘q %% JAT/GST/sales taxes where applicable

/
J
J
/

( .

BEPIVOTA
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o
N~

A

\\ Each module installs a clear operating rhythm, tight d
progress on one outcome that matters You’re not b

'smn—makmg and measuramﬁ

la d, executlon that
becomes predlctable and leaders who level up fast be they’re coached in real

t|me On real problems.

Every’ﬁogdule is anchored to auditable inputs, a Week 1 scorecard and baseline
valldateésby F\nance and a premium proof cadence - Week 2 checkpoint, Day 60 pro
of value, DayQqustalned proof - s0 lmpact isvisible and verifiable, not subjective.
If results aren’ t'lérr)vmg on the agr‘( metrlcs the engagement is adjusted or exited
cleanly.

The practical outcome is sin

Fewer costly mistz

c%ally mez Exa what most organisations an 'teams need ./,

gro | hang | eX|ty|sstretchlngyourleadershlp ~. -~ 4

BEPIVOTA
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Model. Tier. Pric "; ultiplier.

\ Formula. Commitn
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A
Our model & engagement tiers./” . .

One Simple & premium model

Choose your Module. north star, Operating

Rhythm, Revenue Engine, Demand System, Narrative Control
or Adoption Momentum.

Choose yOl.H; Slze Start up, SME or Enterprise.

Choose your tler The engagement tier is based
on days per month. 2, 4, 8 or 12:

q

Choose your price'. Price ranges are based on

your size. Our rate base is global and is anchored in USD: Itis
calibrated globally using a straightforward regional multiplier:

Why? Pricing stays fair. Across the US, UK, Europe and
beyond. :

Every engagement is a monthly retainer with a three month
minimum. This reserves executive capaci
cadence. .

\‘}- N\ . .
You’re not buyingthours: You’re buy, ions, momentum

and measurable outcomes.

Four simple & premium engagement tiers

AdVi\_S.Ory.’Light—Touch. 2 days/month. Ideal for: founders who can

execute but need direction + accountability. Includes: scorecard +
priorities, weekly call, async feedback, monthly exec summary. Think

Keep me honest. Keep me focused. Keep momentum.

Ope rator. own the Outcome. 4 days/month. Ideal for: “We need

someone to own this and move it forward.” Includes: leadeF@b_ip cadence,
delivery ownership, decision log, weekly progress rhythm +unbloékers.

Think One accountable owner. Weekly progress. No drift.

Embedded Leader. scake & stavilise. 8 days/month. Ideal

for: 'growth phases needing hands-on leadership across teams/functions.
Includes: leadership team facilitation, cross-functional execution, hiring

support, systems/precess.improvements. Think A leader inside the
business. Building the system as we grow.

. [ y
Intensive. High-Velocity. 12 days/month. Ideal for: Interim.
Transitions, turnaround, launches, restructures high-stakes change.

~ Includes: acting leadership presence, rapld execution, stakeholder

management, accelerated degision-making + delivery control. Think
Stablllse fast. Decide faster. Deliver results.

BEPIVOTA



Our pricing philosophy.

We publish tiers & ranges to keep
pricing fair and transparent.

Two companies can assagr the same role and the same
number of days per month’They will require very different
levels of intensity depending on srge urgency, complexity

and the maturity of systems alreaasﬁn place.
’l

The tier defines the time. The range reflects the problem
size.

A quick rule-of-thumb to help you self-select ranges

Lower end Y

= steady-state improvement, clear data, single pri i
Middle

= multi-priority, sQ
needed

Upper end

= turnaround, change programm
high urgency

© PIVOTA LIMITED (trading as BEPIVOTA). All rights

~ sessions: “Proféssional-level” execstlve coaching ram,. es are commonly cited at ~$22k-

t
|

Our ranges arJ'f : arked against executive coaching -
(EU/UK + global) and US executive coaching/advisory
retainers - with pricing reflecting that ELoD combines
coaching, mentorship, decision support and execution
cadence - not just session time.

OO.

UK/ Ireland (Executive coaching market) DN
UK executive coaching fees vary widely by seniority and coach profile, but experienced executive
coaches are commonly cited in the ~£385-£550/hour range, with some London/specialist

coaches reaching ~£1,000/hour+.

EU /' Western Euro’iq,e,ﬁ(Coaching market, global benchmark)

ThelCF Global Coaching Study reports the average fee per one-hour coaching session in
Western Europe at ~$277 (2022 data) |llustrat|ng a robust market basellne for executive coachlng
fees in-therregion. '15_“‘ / &

WL
‘.,.—»V.'

7

us (Executlve coaching programmps + ongomg r£ta|ners) J/

In the US, executive coaching is often sold as programmes and retainers rather than ad-hoc _a

+depending on seniority and coach e
ers package into
~$2k-$10k/month band (Scope +

$32k for six months, with hourly rates often ~$270
profile. For ongoing support, many executive coac
monthly retainers/advisory that are fréquently ci
access deperNent with higher ranges

for C- :Pmte / hlg\h -intensity support.

Iz . ?2

| BEPIVOTA



Our pricing ranges. R .

/4

Startup pricing is lower because cash is constrained and scope is typically tighter (fewer
layers, faster decisions). In early-stage companies, it’s also common to blend cash with upside
(successfee / options) rather than paying full market cash rates.

<
Enterpriség'ﬁv;cing is higher because complexity is higher. More stakeholders, governance,
compliance rlsk cross-functional dependencies, and the cost of mistakes is larger. This “stage- T"o%
based” pricing is co,,nS|stent with interim/fractional benchmarks that vary day rates by startup vs
scale-up vs enterprise.

The right fee depends on the size and.complexity-of the challenge, not a one-size-
fits-all number. Every engagement starts withvalignment. we agree the scope, the weekly
cadence, and the measurable outcomes up front,’so.there’s no ambiguity and no surprises. You’ll
know exactly what’s included, what success looks like, and how progress will be tracked. After a
short diagnostic, we confill ise retainer alongside a clear deliverables plan.

TN | e

¥ k»

Trust is built on

, accountability and c\ommitment ffom dayone.

( \

S
2
BEPIVOTA
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Our global rate base.

Rote / Module

CEO (North Star)

COO (Operating Rhythm}
‘0
(¢)

of°

CCO (Revenue Engine)
CMO (Demand System)
CComm (Narrative Control)

CGO (Adoption Moméq’rg,_l_m)

)
.

b

Advisory (2 days/month)

S $5.0-$9.0k
M $7.0-$13.0k
E $9.0-$17.0k

S $3.6-$6.5k
M $5.0-$9.4k
E $6.5-$12.2k

 $$3.6-$6.5k

M $5.0-$9.4k
E $6.5-$12.2k
S $3.6-$6.5k
M $5.0-$9.4k
E $6.5-$12.2k

S $3.0-$5.4k

M $4.2-$7.8k.
E $5.4-$10.2k

M $5.0-$9.4Kk
$6.5-$12.2k

ator 4 | Embedded 8 | Intensive 12 p.'
[

N

“

Operator (4 days/mbnth)

$$10.0-$18.0k

E $18.0-$34.0k

S $7.2-$13.0k
M $10.1-$18.7k
E $13.0-$24.5k

S $7.2-$13.0k

M $10.1-$18.7k
E $13.0-$24.5k

S $7.2-$13.0k
M $10.1-$18.7k
E $13.0-$24.5k

S $6.0-$10.8k
M.$8.4-$15.6k
E $10.8-$20.4k

S $7.2-$13.0k
M.$10.1-$18.7k
E $13.0-$24.5k

\

Embedded (8 days/month)

S $20.0-$36.0k
M $28.0-$52.0k
E $36.0-$68.0k

S $14.4-$25.9k
M $20.2-$37.4k
E $25.9-$49.0k

S $14.4-$25.9k
M $20.2-$37.4k
E $25.9-$49.0k

S $14.4-$25.9k
M $20.2-$37.4k
E $25.9-$49.0k

S $12.0-$21.6k
M $16.8-$31.2k
E $21.6-$40.8k
S $14.4-$25.9k
M $20.2-$37.4k
5.9-549.0k

4

Intensive (12 days/month)

S $30.0-$54.0k
M $42.0-$78.0k
E $54.0-$102.0k

S $21.6-$38.9k
M $30.2-$56.2k
E $38.9-$73.4k

9.$21.6-$38.9k
M $3042-$56.2k
E $38.9-$73.4k

S $21.6-$38.9k
M $30.2-$56.2k
E $38.9-$73.4k

S $18.0-$32.4k
M $25.2-$46.8k
E $32.4-$61.2k

S $21.6-$38.9k
M $30.2-$56.2k "
E $38.9-$73.4k

S
2
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Qur regional multiplier.
Region -4
United States

\-\'

UK&Ireland

ELoD Multtiplier
1.00x 1
0.95x

Westan/QJfOpe (DACH, Benelux, Nordics, France) /
’4' - “,

~
Sout Eastern Europe
yihemd .

Canada 095
\\
Caribbean

Australia / New Zea

Singapore / Hong Ko

!
N GCC (UAE / Saudi / Qatar)
!. Japan/ South Korea
LATAM
South Africa

India

Sou sia (Thaila

Res I

ELoD is priced on executive access and
premium positioning by setting minim

BEPIVOTA
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How it works. Our calculation formula. £

Global Rate Base & Regional Multipliers Explained We publish one globat USD rate base. Regional multipliers simply adjust that

base price to keep pnq:ln‘ ‘fal_{and consistent across markets.
What they do . They convert the USD base into a region—adjusted price that reflects:typical executive
coaching + executive advisory retainer norms in that regionpractical delivery realities like
timezone coverage, response expectations, and any on-site/travel add-ons

2
%00,
How they work 2 : Multiplier x Role x Tier x Base = Price Range. %
\\\ . This is the calculation formula for indicative pricing. We invoice in USD or loc;gl currency
N using prevailing FX.
What they’re based on -~ Multipliers are calibrated using: executive coaching fee benchmarks (EU/UK + global) and
US executive coachlng/adwsory retainer ranges as the anchor points and delivery factors
we see repeatedly.in cross- ‘border ELoD: availability/priority access, turnaround speed, timezone
overlap, gevernance load and any in-person requrrements.
N —
Why is this better? ‘\"“It IS globat simple & premium. Separate price lists per country are complex and invite

negotiation. Pricing stays transparent One simple adju)e‘(ment No hidden “country tax”.

A price that matches local expectatlons without unde/rprlcmg ELoD access or overpricing™ .
the market. Benchmarking agalnst executive ¢ 'aGhtng + advisory retainers globally and
priced as executive access and decision leverage i‘ not session time.

“S.0o.

& 3
| y
That’s it. One bas amultiplier. Transparent.pricing globally. )
© PIVOTA LIMITED (trading as BEPIVOTA). All rights feserved & ¢ R
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Worked examples. Our calculationfformula in action.
Region Multiplier x Role x Tier x Base = Price Range
UK & Ireland (0.95x) Demand System (CMO ELoD), Operator (4 days/nj'cfrjth),:'_SMI;_Eflbase $10.10k-$18.70k = $9.59k-$17.76k/month

Western Europe (1.00x) Operating Rhythm (COO ELoD), Operator (4 days/month), SME base $10.10k-$18.70k = $10.10k-$18.70k/month

Singapore / Hong Kong '-°9_g.15x) North Star (CEO ELoD), Operator (4 days/month), SME base $14.00k-$26.00k = $16.10k-$29.90k/month
(]

6

India (0.70x) Revenue Engine (CCO ELoD), Operator (4 days/month), Startup base $7.20k-$13.00k = $5.04k-$9.1 Ok(hg;onth
Caribbean (0.85x) Narrative Control (CComm ELoD), Operator (4 days/month), SME base $8.40k-$15.60k = $7.14k-$13:26k/month

United States (1.00%) North Star (CEO ELoD), Embedded (8 days/month), SME base $28.00k-$52.00k = $28.00k-$52.00k/month

PultiGodperggon (1.25x) Operating Rhythm (COO £LoD); Intensive (12 days/month), SME:base.$30.20k-$56.20k = $37.75k-$70.25k/month

Council .
Japan/ South Korea (1.10x) Demand S stem‘- MO ELoD), Adviso‘f’y (2 days/month), SME base $5.00k-$9.40k =/,$5.50k—$10.34k/month

LATAM \ (0.80%) North « o ELoD), Operator (4 days/month), Startup base $10.00k-$1 8_.0Qk”;v‘$8.00k—$14.40k/month
Southeast Asia (6.75x) Ad A Momentum (CGO ELoD), (?perat\cln (4 days/month), SME base $T(ﬁ0k—$1 8.70k = $7.57k-$14.02k/month

BEPIVOTA

-—
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X 4
We don’t discount. We reward commitment with==
additional capacity.

We’re not selling time, we’re delivering traction. Premium work demands clarity, focus and accountability. Not price negotiation.

BEPIVOTA is built as'a premium, outcome-led service. Discounting devalues the work and shifts focus to price instead of results.Instead, we reward
commitmentin the only way that genuinely accelerates your outcomes: additional executive capacity. When you prepay for 3,6 or 12 months, we
add bonus days on top of y?Qg'achosen tier so we can go deeper on the high leverage work - decision velocity, leadership cadencejalignment and

momentum - without diluting the standard of delivery. It’s a simple principle. Protect the value«Increase the impact. N
N )y %

How it works %

* Added to your current plan - they sit on top of your tier days
* Canbeused anytime within the prepaid term - applied only when.,the full term is pald in advance and the tier/scope remains consistent for that

© term. ‘

* Applied to the same role and the same client - ust be used within the prepaid term. Unused daysexpire. b

* Cover leadership time only. Taxes, travel/expenses; third- party costs and extra resourcing remain separate. N

* We only add bonus days when capacity is committed and prepaid. , K a4

We don’t discount oufﬁwnes. We plan d
(i \:
Prepayment Made »F I?:&?us Added

3 months prepaid +1 bonus da
/4 ‘ \
6 months prepaid +5 bonus d: | g
12 months prepaid +12 bont » D %X?
s - -‘\‘ i ‘ = : )Y@

© PIVOTA LIMITED (trading as BEPIVOTA). All rights eserved.
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Commitment lowerscost & drives ROI. &1

Prepayment isn’t about “giving us money early”. It’s about locking in executive capacity and accelerating outcomes with lower
effective day rates and measurable ROI. Leadership on demand works optimally when it has continuity. The same cadence, the
same context, the same momentum week after week. Prepaying does three fen-negetiable things for you.

Guaranteed priority access to senior time. Your days are reserved,
2 % not “fit in”.
Faster execution. % ' removes procurement/payment friction and %,
keeps focus on delivery. ~~ %

Significantly lower effecti\)e dayrate added bonus days.

- On themost common ELoD Operator tier (4 days/month),.the maths is st"'raightforward 3 months prepaid = 8% lower effective day-
rate (12+1 days), 6 months = 17% lower (24+5 days) and 12 months'= 20% lower (48+12 days) — without reducing the quality, access,
or integrity of the engagement. e/ - .. V4

Think

Prepaying iSfmy_Eclea ne ' ay to buy traction.

More capacity, fewer/déelays and a measurably better ROL.

BEPIVOTA

P
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Commitment signi
}ffective day rate.

Region Mult. Module Tier (days/month) Stage Monthly (USD) 3 mo prepaid (T prepaid (Total ® Days)
UK & Ireland 0.95x Demand System  Operator (4) SME $9.59k-$17.76k $28.78k-$53.29k » 13 $57.57k-$106.59k * 29
(CMO'ELoD)
> N
Western Europe 1.00x Operating'Rhythm _Operator (4) SME $10.10k-$18.70k $30.30k-$56.10k » 13 $60.60k-$112.20k * 29
C (o)D)
( Qﬂfo )
Singapore / Hong Kong 1.15x No(j:h Staor%EO Operator (4) SME $16.10k-$29.90k $48.30k-$89.70k » 13 : $96.60k-$179.40k * 29
ELoD). . i
. N 4 4 B e
BN &
India 0.70x Revenue Engine ‘Qg%‘?ator (4) Startup $5.04k-$9.10k $15.12k-$27.30k » 13 $30.24k-$54.60k » 29
(CCO ELoD) 2 v A
Caribbean 0.85x% Narrative Control O[MM) SME $7%‘51 3.26k \ $21.42k-$39.78k » 13 $42.84k-$79.56k » 29
(CComm ELoD) 3 "\_\_\
h Ol‘c >
: United States 1.00x North Star (CEO Embedded (8) SME 0 $84.00&,%/$J°56.00k 25 $168.00k-$312.00k 53_1 "
— ELOD) & - /oo') ﬁ &
NS ™
B ) 0 < X '_
GCC 1.25x% Operating Rhythm Intensive (12) ¢ $3‘7,Z'5k»-‘$}7;0.2\5k> Z ]
(COO ELoD) WV % 9.
Japan/ South Korea 1.10x Demand System  Advisory (2) y 6.50k-$31.02k * 7

(CMO ELoD)

LATAM 0.80x tar (CEO $24.00k-$43.20k * 13

0.75x Adc .
Momentum (CGO
ELoD)

Southeast Asia SME

$7.57k-$1 4”."02@ " $22.72k-$42.07k * 13

Terms: 3-month minimum. Retainers bille

Excludes taxes, travel/expenses and thi xtra days are pre-ap ed and billed separately. 30 day

N

© PIVOTA LIMITED (trading as BEPIVOTA). All righ
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ance (or prepaid for 3/6/12 hs)ﬁSD base; invoice in USD or local currency at prevailing FX. ,
tice applies after the minimum te(rh.

12 mo prepaid (Total ® Days)
$115.14k-$213.18k * 60
$121.20k-$224.40k * 60

A BN

AN

$60.48k-$109.20k * 60

$85.68k-$159.12k * 60

$336.00k-$624.00k * 108

$90.90k-$168.30k ¢ 60

J
J

/

Prepay day-rate v

3mMo 7.7% * 6mo 17.2% e
12mo 20.0%

3mo 7.7% ¢ 6mo 17.2% ®
12mo 20.0%

*e6mo 17.2% *

%mo 7.7%
(o) 12mo 20.0%

%%
3mo ?

6mo 17.2% e
12mo 20.0%

3mMo 7.7% ¢ 6mo 17.2% e
12mo 20.0%

3mo 4.0% ® 6mo 9.4% ® 12mo

11.1%

$458:00k-$843.00k * 156 3mo 2.7"/3%6.5% *12mo
Np=2 X 7.7%

3mo 14.3% ® 6mo0 29.4% *
12mo 33.3%

3mo7.7% ® 6mo 17.2%
12mo 9
.
*6mo17.2% ¢

3m0 7.7%
12mo 20.0%

/

BEPIVOTA
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_Prepayment, bllllng &engag ment terms._

\Prrcrng basis Monthly retainer (USD base) aligned to selected tier (2/4/8/ per month) and agreed role scope
Minimum engagement 3 months (90 days)
Prepay commitment options 3/6 /12 months prepaid (qualifies for bonus-day policy wherg
Onboarding / start Starts on agreed commencement date after signed agreemen
Billing frequency - Monthly in advance (or prepaid in full for 3/6/12-month commitments)
Payment terms o SO Due upon receipt (Net 7/14 available for enterprise/procurement by prior agreement) |
Currency s "~ Invoiced in USD or local currency at prevailing FX (if agreed) ' . *3:'5‘2}»
Taxes . .0096 Applicable taxes added (VAT/GST/sales tax where required)
Scheduling & cadence DaQQ are scpeduled into a delivery plan; includes agreed weekly cadence, scorecard rhythm, and governance
Unused time Dayi\db not roll over unless explicitly agreed in writing
Extra days / overages Pre-appreyed, billed at the agreed clay rate; rnvcrced monthly (or deducted from any available bonus days if agreed)
Travel / on-site expenses Pre-approved; billed at cost; invo d'monthlyb(trevel time treated as delivery time only if agreed)
Tools+/third-party spend i 3 , pai ¥ '?mductlon contractgrs ?re excluded unless explicitly mcluded in scope /
Confidentiality / NDA v ! ;
IP & materials j
Change control i g ritten 56 quest and may adjust tie
Termination / notice nimt cafter 30 days’ written noticef

repaid terms/bonus d 5t be use . ithin the prepaid period unless otherwise 2

"

]

Pauses / rescheduling

Client responsibiliti

Terms: 3-month minimum. Retainers bille

ance (or prepaid for 3/6/12 &nths)ﬁSD base; invoice in USD or local currency at prevallmg FX ((5\‘
Excludes taxes, travel/expenses and thi 2
O

60
BEPIVOTA
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\ Scenarios.
‘Sec jon.4

4

~—

B
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. Mo@@éhses only auditable inputs: Revenue/month, Payroll/month, Opex/m
Marketi\ri%%gnonth, Gross Margin, Avera ,;;»__‘E)eal Size. (Conservative partial captur

* Illustrative/hypethetical examples only. Based on real world operators.

* Reflect realwoveratmg patterns, market data and economics.

O (
»

RN

* |llustrative FX u‘, for examples: $1 = €0.92 and $1=£0.79 (invoice at prevailing FX) for
. UK/IE consistency. a NN . >
* Fees shown = USD base x tier . ELO multiplier (see multlphe"’r table).
3 >/ <AL gt J

BEPIVOTA
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/4

Ireland. !

D

An Irish scale-up at roughly €2.4m/month revenue with €1 .:.2m’_'_lm;_c">nth payroll, €0.9m/month non-
payroll opex, €250k/month marketing, and ~60% gross margin was stuck in leadership friction:
priorities churned, decisions lagged, and delivery reliability suffered—driving rework, escalation traffic,
and foreca§t noise. ELoD North Star + Operating Rhythm corrected the system at the top'by installing
decision rig’?ﬁ@, a weekly exec cadence, a live scorecard + decision log, and an operating rhythm that
made ownership and handoffs explicit. Using conservative, auditable levers—(1) 1.5% payroll 'JOO%
productivity recovered (7.5% x €1.2m = €18.0k/month) plus (2) leadership leakage + decision-
velocity uplift (0.5% x (€1.2m+€0.9m)=€10.5k/month + (0.5 x €100k x 60% = 3)=€10.0k/month)—the
model shows ~€38.5k/month of value. The.combined Operator-tier fee for the two modules is
$32.68k/month (0.95x UK/IE multiplier’x($20.0k + $14.4k)), which is ~€30.1k/month at the
illustrative FX—delivering ~0.8 month payback:. : L T

Without ELoD: priorities keep churning and decisions keep slowing 2 rework/escalations quietly
tax payroll and margin ev th - the qualrter stays “busy” but unpredictable, and leadership
fatigue turns into miss ments and attrition risk.
Payback: ~0.8 mont '

N

BEPIVOTA

-
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Ireland: A multi-tea'

oD module Real-world lever .
(Operator 4 days)

North Star 0.5% x (Payroll + Non-
(CEO ELoD) .~ payroll Opex) + (0.5 x Avg
© < DealxGM)=3

Fee /mo (lE) Payback (months)

€20.0k 0.8

gz

.oo

Operating Rhythm = 1.5% x Payroll ., 0.7

(COO ELoD) \\‘° '

Revenue Engine (Avggal x GM)+ 3 f\ 0.5
» (CCO.ELoD) o N
= (>

Demand System 10% x Marketing s nd N 0.6

(CMO ELoD) i

Narrative Control 1% % Reve 0.8

Z

(CComm ELoD)

ﬁ/
Adoption Mo 0.8 °
(CGO ELoD)
@O
&

© PIVOTA LIMITED (trading as BEPIVOTA). All righ
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A UK scale-up at roughly £2.4m/month revenue with £1.2m/month payroll, £0.9m/month non-
payroll opex, £250k/month marketing, and ~60% gross margi'n was operating in the leadership
friction zone? priorities churned, decisions slowed, and delivery reliability created rework, escalations,
and forecast noise. ELoD North Star + Operating Rhythm fixed the system at the top: decision rights,
weekly exec 6agjence live scorecard + decision log, and a delivery rhythm that made ownership and
handoffs expl|C|t Uslng the same conservative levers—(1) 1.5% payroll productivity recovered, (7. 59@
x£1.2m=£18. Ok/month) plus (2) leadership leakage + decision-velocity uplift (0.5% x K
(£1.2m+£0.9m)= =£10.5k/month + (0.5 x £100k x 60% + 3)=£10.0k/month)—the model shows
~£38.5k/month of value. The combined Operator-tier fee for the two modules is $32.68k/month (0.95x
UK/IE multiplier x ($20.0k + $14.4k)), whichis ~£25.8k/maonth at the illustrative FX—delivering ~0.7
month payback. |

Without ELoD: decision velocity stays.slow and ownhership stays fuzzy > delivery'slip + rework
become the monthly tax > confldence inthe plandrops, the team defaults to flreflghtlng, and the
quarter gets missed “despite effi

Payback: =0 months '

R —

BEPIVOTA
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UK: B2B Tech'Enable

Fee /mo (UK) { Payback months)

D module Real-world lever
(Operator 4 days) ,
North Star 0.5% x (Payroll + Non- £16.0k 0.8
(CEO ELoD) -~ payroll Opex) + (0.5 x Avg : \
~ . DealxGM)+3 V&
Operating Rhythm °°95 1.5% x Payroll £15.0k
(COO ELoD) \ N VN LS
Revenue Engine (Ange Lx GM) + 3 f S £18.0k
(CCO ELoD) u =
'* Demand System 10% x Marketing spe '£20.0k 0.6

r (CMO ELoD)

Narrative Control

U7 e12.0k
(CComm ELoD) 2

/' £10.0k

Adoption Mom m :
(CGO ELoD) h X o
,'// (\
[ 2

© PIVOTA LIMITED (trading as BEPIVOTA). All righ
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EU.

X

A Western European scale-up at $5.0m/month revenue with $1.8m/month payroll,
$2.0m/month non-payroll opex, $300k/month marketing, and ~35% gross margin hitthe
cla33|é°85:ale -up stall: slow decisions and shifting priorities created rework, delays, and.margin
leakage. EfoD North Star installed decisionrights, weekly exec cadence, and a live scorecard %
+ decision log saexecutlon stops depending on debate cycles Fee (Western Europe): o%
$20.0k/month (1.00% x North Star base $20.0k). Using conservative levers—0.5% reduction

in payroll+opex leakage (0.5% x $3.8m = $19.0k/month) plus half a deal’s gross profit pulled
forward per quarter (0.5 x $600k % 35% +3 = $35.0k/month)—the model shows

$54.0k/month of value against a $20.0k/month fee ”é’liélivering ~0.4 month payback. ,

Without ELoD: slow decisions and priority churn keep compounding > slip: +111arg|n

leakage becomes the monthly tax > by theftlme it’s visible i in results, the recovery window
is smaller and more ¢ -

BEPIVOTA



'EU: An industrial tech

oD module
(Operator 4 days)

North Star . 4
(CEO ELoD) > N

s,
Operating Rhythm %
(COO ELoD) :

Revenue Engine (CCO
= He]D)

" Demand System (CMO
~ ELoD)

Narrative Control
(CComm ELoD)

Adoption Mom
(CGO ELoD) _

© PIVOTA LIMITED (trading as BEPIVOTA). All righ
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10.5% x (Payroll +

Real-world lever

Opex) + (0.5 x Deal $20.0k

x GM) + 3

1.5% x Payroll $27.0k . $14.4k

N,
N :
\ IS
\}

wWa £ $ \ I
(Deal'x GM) + 3 Lo sk $14.4k

10% x Marketing /

1% x Revenue

BEPIVOTA



- AUS scale-up at $2.0m/month revenue with $1.3m/month payroll,
- $400k/month non-payroll opex, $250k/month marketing, and ~80%
i g,oéross margin was leaking momentum through inconsistent close ?‘i‘g
Q:Igsmplme and forecast noise. ELoD Revenue Engine tightened stage
crltel’i@@z deal ownership and weekly forecast cadence so late-stage deals 9y
stop S\Et)plng Fee (US): $14 4k/month (1.00x x base). Using one
conser&#ve lever—one a\gqrage deal’s gross profit realised per quarter (

BEPIVOTA
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US: A B2B workflow p

: tform (r kd!narket)
V\EDD module 3

4?‘

(Operator 4 days) Real-world lever Fee /mo Payb;ack
North Star < 0.5% x (Payroll + .
(CEO ELoD) < &, Opex) + (0.5 x Deal x $20.0k
" GM)=+3
-3,
ting Rh %05,
%?cgaEI:ogD) o 20 * Pavig!! $14.4K
\\“: .
Revenue Engine
(CCO ELoD) (Dea“@é”) 3

. Demand System

% 3
= (CMO ELoD) 10% x Marketing 0.6
Narrative Control 1% X Revenus: 0.8
(CComm ELoD) < .
Adoption Mom o I 2
(CGO ELoD) a 17> F e
,'// (\

© PIVOTA LIMITED (trading as BEPIVOTA). All righ
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Caribbean.

A Caribbean hospitality group at $1 .8m/monlJ z :

* payroll, $800k/month non-payroll opex, $90k/month marketing, and
~45% gross margin was losing margin through drift: inconsistent conversion

%glsmpllne and slow commercial decisions during peak windows. ELoD
Révenue Engine installed a commercial rhythm around conversion
d|SC|pl‘ne pricing governance and weekly decision speed. Fee (Caribbean):
$12.24k/month (0.85x x base $14.4k). Using a conservative lever—one
average group booking’s gross profit realised per quarter ( $720k x 45% +
3 = $18.0k/month )—theimodel shows $18.0k/month value vs
$12.24k/month fee, delivering ~0.:7Z.month payback

Without ELoD: prlcmg\and conversion decisions stay reactive and'late >

missed peak capture becomes thé seasonal tax -~ the marglr& you dld 't
secure during dow cannot o]} recovered once the season pas’ses.

BEPIVOTA



Caribbean: Hospital“l‘
\e\lents).

ELoD module Real-world lever
(Operator 4 days) a (formula uses only
your inputs)

North Star (CEQ« ‘39 1 0.5% x (Payroll + $16.3k $17.0k ;ZE‘K\Q\ 1.0

ELoD) "% Opex) + (0.5 x Deal x o N
G%‘f&?} { T v xe o%
Operating Rhythm 1. SMayroll . : 1.3
(COO ELoD) ‘
A
... Revenue Engine (Deal x GM) = 3 0.7
~ (CCOELoD) J
Demand System 10% * Marketi " 1.4
(CMO ELoD)
Narrative Contr 1 .32
(CComm ELoD ‘74
Adoption Momentum 1.9
(CGO ELoD)
@&
&
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LATAM.
N\

PN
G
WY,
Lo

h $700k/month payroll,
_-$350k/month non- payroll opex, $180k/month marketing, and ~60%
~gross margin was in a growth trap: spend rising faster than clarity, and lead-
L -,nz5~ quallty variability depressing conversion. ELoD Demand System tightened ©
R%P channel focus and weekly funnel cadence so waste comes out and \ | %
qualltwmproves quickly. Fee (LATAM): $11.52k/month-(0.80x x base \ O%Q
$14. 4k§ Using a conservative lever—10% removal of wasted marketing
spend (W/o $180k = $18. Ok/month)—the model shows $18.0k/month
: value vs $11.52k/month f dellverlng ~0.6 month payback.
= Without ELoD: ICP anc hannel focus stay{uzzy and lead qupllty stays /
volatlle > wasted sper d + cOnversmn,drag become f’f‘"".'.".“-‘! ‘( /

that effort t

a%yback.

© PIVOTA LIMITED (trading as BEPIVOTA). All righ
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'LATAM: A Payments F

D module
(Operator 4 days)

North Star . 4

(CEOELoD) =

.oo

Operating Rhythnﬁ\
(COO ELoD)

Revenue Engine
. (CCOELoD)

~ Demand System
(CMO ELoD)

Narrative Control
(CComm ELoD)

Adoption Mom 1% %P
(CGO ELoD) =

© PIVOTA LIMITED (trading as BEPIVOTA). All righ

Real-world lever
(formula uses only
your inputs)

0.5% x (Payroll +
Opex) + (0.5 x Deal x
GM)+3 ,
1.5% x P?yroll ) A $10.5k ,« $11.52k

(DeMM)w d O  $15.0k $11.52k

10% x Marketing

1% x Revenue

BEPIVOTA



. Nﬁ
GCC (UAE/Saudi/Qatar). S &

A GCC operator at $10.0m/month revenue with $2.5m/month payroll, $7.0m/month
non-payroll opex, $150k/month marketing, and ~6% gross margin was living the thin-
ma@a reallty small leakage wipes profit. ELoD North Star installed cost-control decision
rules, escalatlon thresholds and weekly governance cadence so drift is governed, not
chased. Fee {GCC): $25.0k/month (1.25x x North Star base $20.0k). Using conservative %
levers—0.5%'reduction in payroll+opex leakage (0.5% x $9.5m = $47.5k/month) plus

half a deal’s gross profit pulled forward per quarter (0.5 x $2.0m x 6% + 3 =
$20.0k/month)—the model shows $67.5k/month. value vs $25.0k/month fee, delivering

~0.4 month payback.

Without ELoD: governance stays reactive and cost drift stays unowned 2>woverruns +
rework become the monthly tax'> margin evaporates quletly, and fixing it later

requires heavier i 1 with more disruption. |

Paybz%ck. ~0.4 2 days) ey
R v L Q
¢
| |
A o 4 é"
© PIVOTA LIMITED (trading as BEPIVOTA). All rights reserved: -
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GCC (UAE/Saudi/ Qa actor / facil'lfie
operator.

ELoD module (Operator  Real-world lever (formula Monthly value (worked Fee /mo

4 days) - //\ uses only your inputs)
North Star "Q"Oo 0.5% x (Payroll + Opex) $67.5k $25.0k
(CEQ.ELoD) . %+(0.5xDeal x GM) +3 P

® i}\.\ 4 F . " <u
Operating Rhythm (COO 1.5% x Payroll f S $37.5k $18.0k
ELoD) v R

. Revenue Engine (CCO (Deal x GM) +3 o,%$40.0k $18.0k
... ELoD) L

Demand System (CMO  10% x Marketing - $15.0k

ELoD)

Narrative Control (Deal x GM).: $10.0k

(CComm ELoD) protecteq

Adoption Momea : $25.0k

(CGO ELoD)

BEPIVOTA
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The point The concern The BEPIVOTA ELoD pesition___ -

“Is this really Paying for leadership We don’t sell time — we install a leadership operating system: scorecara +

ROI-positive?” without guaranteed returns cadence +.decision log + accountability. Finance validates the baseline in
week 1, we agree one measurable lever, and we run Week 2 checkpoint > Day
60 proof > Day 90 su‘stgaine_dvp’rbof so ROl is visible and verifiable.

“It’s fewer days Less time = less impact Leadership impact comes from leverage, not presence. ELoD upgrades

than a hire or ' decision quality, prioritisation, and execution through theleaders you already

consultant.” '99.000 have — multiplying output between sessions, not replacing the team:.

“Why not just hire Fear of “t&mporary Full-time is slower, higher commitment, and higher hiring risk. ELosog;ives

full-time?” leadershipand senior impact now, stabilises performance, and de-risks the permanent hire
continuity gaps decision. If you still hire, ELoD improves the system the new leaderinherits.

_ “Whatifthey don’t Ramp time and wasted weeks ELoD.is structuredto avoid slow immersion. We start with/a rapid diagnostic,
understand our align.on the scorecard, and install cadence and deC|S|on rules. Traction is
business?” N measured by Week 2, not ‘mohths of onboarding.”

' 4
ELoDdoesn’t rely on positional authority — it creates clarity: decision rights,
be accepted.” W authority issugSiss escalation paths, and leadership alignment. We earn trust by improving
‘ outcomes and removing ambiguity, not byw“-talqing over.”

,'l<_

“An outsider won’t  Culture disruptig

“We already have a Fear of ug Excellent ELAD is designed to develop your leaders.

manager for this.” internall We coach them in real time, upgrade their operating rhythm R
’, and transfer capability so the organlsatlon runs 602
© PIVOTA LIMITED (trading as BEPIVOTA). All right"s esen stronger after ELoD. , BEPIVOTA
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The point The concern

“Will this be advice- Paying for recommendations
without-execution?” that don’t land

“Prepayis a Cash control and risk of non-

blocker.” delivery
%0
“We need someone Al%%sety about urgent issues
EVEELCEURGTE N '
time.” N

“This seems
~ expensive vs a
consultant.”

Comparing to lower-cost
delivery resources

“How do we know it Dependency risk
will stick after you’re
gone?”

} \ ;.\‘\;::_-.

rb < \'-_%v\
“We’ve tried éoaching '

b

coaching before and
it didn’t change
outcomes.”

© PIVOTA LIMITED (trading as BEPIVOTA). All rights £

L/ misalignmentisusually higherfthanthefee.
‘ELoD.is.designedfor transfer: templates, rhythm, and capability live Wlth your

)"y
The BEPIVOTA ELoD pesition_ ’fP
ELoD is coaching-led but butcome-driven: each cycle includes decisions!
made, actions assighed, owners hamed, and progress reviewed. You’ll see
movement on the scorecard — not just documents.
Prepay isn’t a dISCOUI‘T"th-mmICk — it reserves leadership capacity and
removes procurement friction. Proof is protected by the cadence: if value isn’t
showing by Day 60, we adjust scope or exit cleanly.

ELoD creates a predictable rhythm plus an agreed async window er decision
support. If you genuinely need-always-on coverage, that’s a dlfferen?product
(interim/fractional). ELoD is built for decision velocity and leadershlp
leverage.

Consultants deliver workstreams; ELoD upgrades the system that makes
workstreams succeed priorities, decisions, accountability, cross-functional
alignment — the thmgs that make execution land and stlck The cost of

leaders: By Day 90 the proof is/sustained, and the 6perat|ng system is owned
mternally — not dependent on us. 4

ELoD isn’t generic coaching. ,
It’s coaching ued to one business lever, measured weekly on a
scorecard, Wlth decisions and actions tracked.

It’s a performance system, not a we!lness program.

BEPIVOTA



\ Reasons to engage
‘Sec jon,£

B
2%
BEPIVOTA



The upside isn’t just better metrics. "

You create a different culture

The research is clear that teams perform best when they feel safe to speak Up and take risks; Google’s work on team
effectiveness highlights psychological safety as a core condition of high- performlng teams.

The strongest lever yqu can pull to change that climate? The leader.

Ooo
Gallup finds that the manager/team leader accounts for ~70% of the variance in team engagement, which is why upgradlraag
the leader upgrades the whole system ELoD creates that shift by installing what research-backed performance systems.

always rely on: clarity and focus'(reducing role ambiguity, which is associated with lower performance) and specific,
challenging goals that drive betteroutcomes than “do your best” intent.

The resultis the cultural cascade: calmer execution,faster decisionsj',-:"ihigher ownership, and renewed motivation
because people finally trust the plan, trust the standards.and.feel the momentum of Leadership that actually lands.

BEPIVOTA



https://rework.withgoogle.com/intl/en/guides/understanding-team-effectiveness?utm_source=chatgpt.com
https://rework.withgoogle.com/intl/en/guides/understanding-team-effectiveness?utm_source=chatgpt.com
https://rework.withgoogle.com/intl/en/guides/understanding-team-effectiveness?utm_source=chatgpt.com
https://rework.withgoogle.com/intl/en/guides/understanding-team-effectiveness?utm_source=chatgpt.com
https://news.gallup.com/businessjournal/182792/managers-account-variance-employee-engagement.aspx?utm_source=chatgpt.com
https://www.sciencedirect.com/science/article/abs/pii/S0149206399000355?utm_source=chatgpt.com
https://www.sciencedirect.com/science/article/abs/pii/S0149206399000355?utm_source=chatgpt.com
https://www.sciencedirect.com/science/article/abs/pii/S0149206399000355?utm_source=chatgpt.com
https://www.sciencedirect.com/science/article/abs/pii/S0149206399000355?utm_source=chatgpt.com
https://www.sciencedirect.com/science/article/abs/pii/S0149206399000355?utm_source=chatgpt.com
https://www.sciencedirect.com/science/article/abs/pii/S0149206399000355?utm_source=chatgpt.com
https://www.sciencedirect.com/science/article/abs/pii/S0149206399000355?utm_source=chatgpt.com
https://www.sciencedirect.com/science/article/abs/pii/S0149206399000355?utm_source=chatgpt.com
https://med.stanford.edu/content/dam/sm/s-spire/documents/PD.locke-and-latham-retrospective_Paper.pdf?utm_source=chatgpt.com
https://med.stanford.edu/content/dam/sm/s-spire/documents/PD.locke-and-latham-retrospective_Paper.pdf?utm_source=chatgpt.com
https://med.stanford.edu/content/dam/sm/s-spire/documents/PD.locke-and-latham-retrospective_Paper.pdf?utm_source=chatgpt.com
https://med.stanford.edu/content/dam/sm/s-spire/documents/PD.locke-and-latham-retrospective_Paper.pdf?utm_source=chatgpt.com
https://med.stanford.edu/content/dam/sm/s-spire/documents/PD.locke-and-latham-retrospective_Paper.pdf?utm_source=chatgpt.com
https://med.stanford.edu/content/dam/sm/s-spire/documents/PD.locke-and-latham-retrospective_Paper.pdf?utm_source=chatgpt.com
https://med.stanford.edu/content/dam/sm/s-spire/documents/PD.locke-and-latham-retrospective_Paper.pdf?utm_source=chatgpt.com

Impact on Culture ¢

What changes in the leader

Clarity under pressure-
priorities stop changing daily

.oo
Decisionvelocity . %
hard calls made faster

Consistent standards
what “good” looks like is explicit

Accountability with care
firm, human, direct

Better conversations
rehearsed, prepared, direct

Energy + presence
leader shows up st

What the organisation
feels

Calm replaces urgency
theatre

Momentum becomes the

™. ;
\\\,\\‘\ no ?m
\\\\'

increases

Conflict becon
productive

4
£

y

I’IVH‘OI’I e‘m

41‘. l/
" 4

" Fairness and trust rise
\/ &

L _—
What the team

Teams stop guessing and start
executing

Bottlenecks clear without escalation

4T
<o -

.\.Peqple self-correct without
"mlcTomanagement

(l' » /0
°o

Visible signals you can observe

Fewer “what’s the priority?” messages
Less churnin plans,@nd meetings

S “Ownership increases and blame drops Fewer defenswe updates

’

4

.

/
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Impact on Culture ¢

.

What changes in the leader What the organisation Visible signals you can observe ’
feels
Meeting discipline =’ i Time is respected Fewer meetings, better meetings Meeting count drops
cadence, agenda, depnsmns Decisions and owng,rs captured every week
s— ﬁf \\\&\\
- - 3 % N % N
Priority protection % Focus becomes cultural Teams stop overcommitting Fewer “urgent” req
saying no well : X ‘ V 45 = e More finish-rate, less
\}S, ‘ Ly .
Credibility ) Belief returns .:Mo\lvatlon rises because effort now Higher engagement in reviews
through follow-through y ‘lands Less cynicism, less “here w again”
% Leaderdevelopmentinreal time Growth mindset normalis Leaders replicate the method Managers run better 1:1s
“* coached on live situations S °""/»fj° \Be’tter coaching cUlture emerges
2929, .'ij.\ (
Story and meaning Inspiration in > /Determination rises in harciWeeksu nger in [ J

The “why this matters” delivery

Trust in execution
rhythm holds even i

© PIVOTA LIMITED (trading as BEPIVOTA). All righ
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The biggest upside isn’t just a’better culture. =
You deliver better financial performance.

Research consistently links the conditions ELoD installs (clarity, cadence, decision rights, psychological safety) to measurable profit
and cost outcomes.

Gallup’s meta-analysgs show top-quartile engagement business units deliver higher profit - 23% higher - and materially fewer
operational drains like 'é’o%enteeism, defects/errors, safety ineidents, and turnover which directly hits OPEX through rework, overtime,
recruitment, and lost productivity. Because engagement is largely “managed into.existence” (Gallup finds the manager aﬁc”f@_ounts for
a significant share of engageméﬁ‘t-variance), upgrading the leader creates the cascade that reduces the hidden monthly tax‘miost
companies tolerate. :

On the value creation side, McKinsey’s work links stronger leadership tormaterially better financial performance, including findings
that top-quartile leadership correlates with nearly double EBITDA in some analyses. It also shows even high performers often leave

- 30% of strategy value unrealised - due to operating-model shortcomings. This is exactlywhat ELoD addresses by installing the
operating rhythm that converts strategy into execution.

; shift becomes very'measurable in the P&L and cash"’flow: lower operating

ts and delayed decisions (better CAPEX allocation), and a/i:ompounding lift in execution

The result is that the “immeasurab 2”
leakage (OPEX), fewenmisallocatg
reliability that shows upin margir

World's Largest Ongoing Study of the Employee Expérience ™
The Real Costs of Recruitment

Ready, set, scale: Shaping leaders for h

Effective decision making in the age of urgenc ’. ey ¥, - @
OO

- » o N TN
© PIVOTA LIMITED (trading as BEPIVOTA). All rights ﬂ%se o -,
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https://www.gallup.com/workplace/649487/world-largest-ongoing-study-employee-experience.aspx?utm_source=chatgpt.com
https://www.shrm.org/topics-tools/news/talent-acquisition/real-costs-recruitment?utm_source=chatgpt.com
https://www.mckinsey.com/capabilities/people-and-organizational-performance/our-insights/ready-set-scale-shaping-leaders-for-hypergrowth?utm_source=chatgpt.com
https://www.mckinsey.com/capabilities/people-and-organizational-performance/our-insights/decision-making-in-the-age-of-urgency?utm_source=chatgpt.com

Premium risk reversal as'sta

Concern it solves Policy . How it work Why it’s b:femfum (and fair)
“What if this isn’t a fit?” 10-Business-Day Alighment Gate By Day 10 nwriting: scope, Fast clarity. No drawn-out uncertainty.
module, the'@ lever, cadence,

S, and the 90-day
outcomes plan align, you can exit.
“l don’t want to prepay and hope.” Pay only for delivered days if alighment fails If we don’t pass the Day-10 Alignment Gate, you  Removes irrational risk without discounting value.
~ only pay for days delivered; unused prepaid value \
is credited/refunded as agreed. ,{ N
“What if we picked the wrong iﬁpnsity?” Tier Flex (next billing cycle) If reality demands more/less intensity, you can Keeps the engagemenfﬁght-sized to outcomes.
s '0096 step up/down tier from the next billing period (e.g., "t“«;;\ :
s 2/4/8/12 days). P \ %
“Scope will creep.” \E\\NOQSWprises Rule (change control) If scope expands (neﬁv?unctions/regions, new Protects both sides; k%gps trusﬂptact i
\~§3 J 5 outcomes, more stakeholders), we re-scope and @
S o V 4 - re-price before proceeding.
“How do | know we’ll see progress?” 3 '&Ii#'“l)le cadence + Finance-valida'ied scdfe_da»rd Week 1 baseline validated by Finance; weekly Momentum is measured, not
NG rhythm tracks one agreed lever + leading
|nd|cagors monthly exec summary shows what

7 P N moved/&ﬂlhy/what s next. / .
“What if the coaching is ‘soft’ and intangible?” One-Lever Proof NN . We chooséone measurable lever from your last— Turns leader%into accountable performance,
‘ g R 90-day variance and track it weekly—no stacking, nottalk.

g ‘1 o vague objectives.
At Day.60 we validate mo
" lever;if progressisn’t de

“What if value doesn’t show up quickly accountability. You’re hot locked into

enough?”

“What if it doesn’t stick aft

“What if we need urgent deci i Predictable support without hidden 24/7 pricing(.' '
sessions?” ' support; urgent escalations hafidled via agreed .

th. (Always-on coverage is a different product.)

“What if internal leaders resist?” Early alignment with leaders on decision rights, Reduces politics, /
accountability, and escalation rules coachmg is increases ownership ‘ ((N
designed to develop internal ca an?adoption. é"

© PIVOTA LIMITED (trading as BEPIVOTA). All righ replace it.
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Change you can feel.Momentum you can measure.

What you get
6 ELoD modules mapped to outcomes

1-to-1 “lead the leader” support

Finance-validated baseline (Week 1)
'95?0
One measurable lever (ﬁégstacking)

SN
N
=

Premium proof cadence (Wk2 / QSO / D'90)
Adjust-or-exit at Day 60
Leadership operating system installed
Decision rights + escalation paths
30/60/90-day outcomes plan

.‘—"g,_\\
Monthly exec sumhgfx.fg_ied to score

A A%
Right-sized intensity (2/4/8/12 days]
/8

change control

Why it’s better for you

Buy the exact lever needé_d, o il

Leverage beats presence
Start from facts

No “sales maths”
Time-boxed accountability
Not locked in

Repeatable.execution’. .,

s lLess politics;less churn

- Clear path'to results

Board-ready clarity

Fits reality as it c\hanges
‘ "\

i
No ambiguity

What changes for you
Faster impact on the real constraint

Decisions land and momentum compounds
Internal buy-in becomes easier

ROl is believable and visible

%
0.

%

Proof of value then sustained proof
Risk is capped without discounting
Fewer fire drills and more predictability
Faster decision*sand clearer ownership’
Everydne knowg/,\K/hat happens next

- o
Less noise, more signal
TN

“%y geale s‘ﬁWrt up/down as needed

Trust stays intact and AE
rdelivery stays focused @
BEPIVOTA
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v

Our Executive Leadership on Demand isn’t “coaching” in the soft sense and it isn’t consultingtheatre: !
It’s senior leadership that installs a measurable operating system inside your business. One '
scorecard, one cadence, clear decision rights and weekly momentum you can see. Itisnhot a

guarantee of outcomes. It is a measurement and governance system designed to validate progress and
execute momentum quickly. =

We make it premlum and fair by being explicit. Scope is written, outcomes are defined upfront, Finance
validates thédagsellne in week one, and we run a proof cadence that removes uncertainty - Week 2
checkpoint, Day 60. proof of value, Day 90 sustained proof. If results aren’t moving on the agreed °
scorecard, we adjust Qscope or exit cleanly.

A full-time hire can look simple on paper, but the real cost is time, cash and risk. Months to recruit,
heavy first-year load, ramp time, disruption‘andthe dowhsi’_dle of a mis-hire. While you wait, the
business drifts; priorities churn, decisions stow, teams firefight and momentum breaks.
ELoD removes that delay and risk. You get proven leadership now, sized to what you acj:ually need and
designed to build & lead ders while fixing the'system and addressmg the dhallenges

: - \‘\\
Remember those critic

v

reas and critical questions asked earlie_;f,? P e
p.

)

This could be your £
&

BEPIVOTA

P
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Successful areas. Successful outcomes. -«

Area After ELoD with BEPIVOTA

Leadership & direction DeC|S|ons are faster and clearer - ;I m no longer the bottleneck

We’re busy for the rlght reasons - and we can see progress weekly

Operations & delivery - Delivery no longer depends on heroics - execution is reliable.
"°S?oo Rework and firefighting are trending down - because ownership is clear.
% The operating rhythm holds - even when | step away. %
\\T:\\\ = oy
Sales & revenue , Late stage slippage is down - deals move with discipline and intent. 5

Forecast accuracy is stronger - so hiring and investment feel safer.
Pipeline qualitysimproves week-on-week - instead of resetting monthly.

Marketing & demand generation Marketing spend.issfocused an'ol':;rneasurable - conversion confidence,/is up.
Sales an(\j\Marketing are.aligned on ICP and.lead quality - without debate.
We know Wh.ich channels create qualified opportunities - profi‘éably.

!

! /
lders get one clear message alignment happens earl/y
are handled before they become cnSes because we/fe coordinated.

Comms, trust & reputation

P

BEPIVOTA



Let’s talk.
S\

© PIVOTA LIMITED (trading as BEPIVOTA). All righ

:‘""':'.‘\*Demand Playbook. We fully appreciate that time, once spent, is t

B
Johnny Ingle
Founder

If you want these outcomes now is the moment to secure them. Executive
Leadership on Demand is built to help you lead with clarity, install the operating
rhythm and prove traction early so progress becomes iqe;vi_’gable. Not hopeful.
If you’re reading this and it’s not the right time, that’s fin@"too\f;‘yye understand.
Stay close. Circumstances change and what isn’t urgent today often becomes
urgent tomorrow. |« |

only asset
that we can never recover. It is precious. Thank you for choosing to spend it with

.. Ifyou are an cutive
‘ent directions... [f you are an
1€ right time. The time is now. 2

@ ’

BEPIVOTA
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Y

\ * ‘ - . "

‘y accessing dg
4

ality + no external sharing +

.~

BEPIVOTA

© PIVOTA LIMITED (trading as BEPIVOTA). All rights reserved.



Clause Heading Full notice text

0Header / identity © PIVOTA LIMITED. CONFI
document is provided sole

IVOTA”, “we”, “us”, “

1 Ownership & intellectual This document and all cont
property positioning, examples, calculations, pricing
laws. All rights not expressly granted are

2 Purpose & limited licence Subject to your compliance with this notice,
(permitted use) BEPIVOTA’s ELoD services and support inter|
reasonably need access for evaluation/procu

obligations at least as protective as those in th

3 Confidentiality obligations  This document contains confidential informatio
it strictly confidential; (b) protect it with at least t
need to know for evaluation/procurement; (d) en
misuse, or suspected breach.

3.1 Confidentiality duration / These confidentiality obligations apply from fi ormation that constitutes a trade secret will remain confiden

trade secrets secret status under applicable law.
3.2Compelled disclosure If you are required by law, regulation, or ¢ i ial I i ‘ € egally permitted) provide prompt written no
protective relief, and ye ill dis o
4Prohibited acts (no external Ur PIVOTA p a) reproduce, republish, distribute, post, up
distribution; no competitive d ent (in ‘ i public websites, social media, third-party platforms, marketing
use) c b g € arise, create derivative works from, or otherwise use any par.
O

tute or is 2
/ organisation; o e, or alter any copyright, trademark, confidentiality, or prg

or if evaluation
d summaries); etion/return in writing if requested. If retent
ential Information and L to this notice.

ormation purposes o
guarantee outcomes, savings, performance, or results. An

not: (a) constitute a binding offer, proposal, g
ent is subject to PIVOTA’s diagno

our”). This

g cadences, decision-rights structures, wording,
ark, trade secret, and other intellectual property

ence to access and use this document solely to evaluate
r evaluation; (b) share it internally only with employees who
finance, tax) solely to support evaluation, provided they are bound by confidentiality

d pricing logic) (“Confidential Information”). By accessing it, you agree to: (a) keep
ation (and no less than reasonable care); (c) restrict access to those with a genuine
e obligations; and (e) promptly notify PIVOTA of any unauthorised access, disclosure,

as long as it retains trade

seek

e make this

d repositories not

templates, language,
| 1 ternal evaluation; (c) use the document or any part of it to develop mprove any service

, r use the contents for

sement, you agree to promptly: (a) return theidocumen electronic copies,
ival copy solely for compliance

obligation to provide services; or (c)
d a mutually executed written

agreement.
7 lWlustrative examples; no Any examples, scenarios, calculations, and ROl illustrations are ‘tive and for explanation only. ptions, data quality, implementation
reliance choices, and execution. To the fullest extent permitted by law, -", nowledge that you have no obtain independent verification where
required.
8No professional advice Nothing in this document constitutes legal, tax, accounting, HR, investment, or other reg dependent advisers before making decisions in
those areas.
9Trademarks; no licence BEPIVOTA and all associated names, marks, and referenced BEPIVOTA framewo ence is granted

to use any trademarks except with PIVOTA’s prior written permission. No implied or trade secret.

10Remedies; injunctive relief  You acknowledge that unauthorised use or disclosure may cause irreparable harm for
or equitable relief (without prejudice to any other rights or remedies available at law).

eland, and the courts of Ire P .

led to seek injunctive

11 Governing law & jurisdiction This notice and any dispute arising from it are governed by the |3

© PIVOTA LIMITED (trading as BEPIVOTA). All rights reserved.
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