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A Better Way
to Be Seen and
Run Your
Business.

Clearer visibility.
Better systems.

Stronger decisions.

One system helps the right
customers find and choose you.

The other helps your business
work properly when they arrive.
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Before
We Begin

This is not another marketing brochure.
It is not a list of software products.

It is an examination of where your business may
currently be losing customers, time, money and information.

Some losses are obvious.
Others repeat quietly for years.

The purpose of this booklet is to help you see both.

Customers. Time. Money. Information.
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A Good Business
Can Still Be
Overlooked

Quality does not guarantee visibility.

Customers cannot choose a business they cannot find.
They cannot value an offer they do not understand.

They cannot trust a standard they have never been shown.
Your business may already be good enough.

The problem may be that its value is not visible enough.

The market can only respond
to the value it can see.
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A Busy Business
Can Still Be
Losing Money.

Activity is not the same as efficiency.

A business can appear successful while:
C Repeating the same work
™M Missing enquiries e

E?D Delaying invoices

8 Employing people to complete
avoidable administration

uﬂﬂ Making decisions with v

incomplete information

@ Depending on the owner to
remember everything

These losses rarely arrive as one
dramatic failure.

They accumulate through hundreds
of small moments.

YOUR
BUSINESS

ACCUMULATED
LOSS
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Two Systems
Determine
How a
Business
Grows.

The Visibility
System
Makes your business

easier to find, understand,
trust and choose.

@ The Intelligent
Operations System

Makes your business
easier to run, monitor
and improve.

One creates demand.

The other ensures the business
can handle that demand properly.

05
CREATE DEMAND BUILD CAPACITY
OUTSIDE YOUR BUSINESS INSIDE YOUR BUSINESS
DISCOVER m ORGANISE
You are found — Information
is connected
O UNDERSTAND d EXECUTE
! Your value Workflows run
is clear consistently
TRUST p MONITOR
@ Evidence builds []ﬂﬂ Performance is
confidence visible
NG INTEREST IMPROVE
’% The right customer Better decisions
takes notice drive results

£3

‘ ENQUIRY

The connection

\ ~ betweendemand  /

.  anddelivery /
Vs’

R

2

CUSTOMER

Value delivered.
Relationship grows.
Business grows.

-
-
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Seven

Questions
Worth Asking.

Can the right customers

find your business?
' Do they immediately understand

2
why they should choose you?

3\ Does your marketing communicate
one consistent message?

4\' Can you see what is happening
across the business?

5 How much important information
depends on your memory?

6\ Where is the same work being

completed repeatedly?

0 Which opportunities disappear
without being noticed?

The answers reveal where the
business needs to work differently.
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PART ONE

Becoming
Visible.

Making the value of your business
easier to find, understand and trust.

. HARD To UNCLEAR LACK OF NO CLEAR
FIND MESSAGE TRUST NEXT STEP
[+
’ Q ® ¥ -
¢ o» . i . ' . P /‘_\\ / o 8

THE RIGHT
CUSTOMER
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Customers

Cannot Choose
What They

Cannot Find.

Customers search
before they enquire.

They compare

Q
@ before they commit.
9,

They look for evidence
before they trust.

When your website, search presence
or local profile is weak, your business
may be excluded before a conversation
begins.

The customer does not necessarily
choose the best provider.

They often choose the provider
whose value is easiest to recognise.

Accountant near me

CUSTOMER CHOOSES
WHAT THEY CAN FIND,
UNDERSTAND AND TRUST.
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Signs Your Business
Has a Visibility
Problem.

SO0

Most new work
depends on
recommendations

&

Your business
looks different
across each
platform

dvo

03

=)
N\ j
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Your website Competitors Your content

no longer reflects appear above you is inconsistent

the business in search results or difficult to
maintain

07

e XY

Enquiries arrive Marketing stops Strong work
unpredictably when the business is not being
becomes busy documented

These are not separate marketing problems.
They are symptoms of one
disconnected visibility system.

KQ@

Customers
do not understand
the full offer

10

Customers
regularly compare
you on price

09
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The Cost of
Being
Overlooked.

Weak visibility can lead to:
,Q\,b\ Fewer qualified enquiries

E] Greater dependence
on recommendations

J’ More pressure
E to reduce prices

Lower
customer confidence

Advertising that
fails to convert

Competitors appearing
more established

Valuable work
remaining unseen

O b & &

Market share
moving elsewhere

@

TWO BUSINESSES.
EQUAL QUALITY.

VISIBLE.
TRUSTED.
CHOSEN.

Q Clear positioning

Q Professional presence
Q Strong social proof
@ cConsistent messaging

Q Easy to find
Q Easy to understand

° Easy to trust

QUALIFIED ENQUIRIES

¢

BUSINESS B

HARD TO FIND.
HARD TO TRUST.
OVERLOOKED.

Q Unclear message
Q Outdated or weak presence

Q Little or no social proof
Q Inconsistent information
Q Hard to find

Q Hard to understand

9 Hard to trust

QUALIFIED ENQUIRIES

&

- —

STRONGER GROWTH

£

PRICE PRESSURE

When customers cannot see the difference,
price becomes the difference.
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Being Present
Is Not the Same

as Being
Convincing.

-

A website is not
automatically persuasive.

A social media account is
not automatically a content
strategy.

A Google profile is not
automatically a strong
local presence.

Photography is not
automatically proof.

Advertising is not
automatically demand.

Each element
must communicate
the same clear
reason to choose
your business.

Website

Social Media

Google Profile

LA |

Photography

o
%

Advertising

Ad
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Your Customer

Sees One
Business.

* Businesses often separate their
marketing into individual tasks.

* The website is handled separately.

® Photography is arranged when needed.

* Content is posted when someone
has time.

* Email is rarely used.

e Advertising is activated without
a clear customer journey.

® The customer does not experience
these as separate services.

* They experience one business.

* Everything must support the
same decision.

12

Website Photography
r/ﬁ
@ ®
Content Email
@ @
Advertising
Ad |
L1 R
(@]

One
Customer
Experience
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The Xorify
Visibility System.

We connect the complete journey
between your business and the customer.

03 Q
/Q /}*@+@+

DISCOVER UNDERSTAND TRUST ENQUIRE
The customer They recognise They see They take
finds the business. what it provides. evidence of quality. the next step.

®
U e @

.

«-8@

RECOMMEND RETURN CHOOSE
They introduce They buy They become
others. again. a customer.

Every part of your visibility
should help the customer
move forward.

uDDD

~

FOLLOW UP

The relationship
continues.
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Clear
Positioning
Before More
Marketing.

Strong marketing begins with Key i
point

a message the customer understands.

We clarify:

e Who the business is for

® What problem it solves
*  What makes it different \

® Why customers should trust it 1
* What evidence supports the promise 0

_ We help growing
e What action the customer should take @ businesses turn visibility

into consistent growth.

More attention will not help
if the message remains unclear.
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A Website
Built to Create
Confidence.

Your website should do more than BU"t on
confirm that the business exists.

Bespoke construction and renovation
" ith precision and care.

defivered W
It should help customers understand
the offer, recognise the quality
and take action. |

Xorify websites are developed around:

0
00 Clear structure

Mobile usability

uality i
iy
8N ’ P .
(4 Fastperformance every
& Thooghtid design
124l strong visual presentation Epet rattmenship,
=) . Lanting remits,
thert 2 - w
2 o Evidence and social proof INToucH

9) Conversion focused journeys

G\ Search foundations 7.
U % H | @Y
[

q Enquiry tracking
DESIGNED BUILT FOR FAST BY TRUST AT
S : TO CONVERT EVERY DEVICE DESIGN EVERY STEP
. 'R Clear calls to action
Every page has Seamless experience Performance that Proof, clarity and
a purpose. on any screen. keeps visitors confidence
= engaged. throughout.
The website becomes
the central destination
for the complete
visibility system. °
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Photography

and Film Show
What Words
Cannot.

Customers cannot experience
your service before they buy it.

04

They use visual evidence to judge: PLANNING CAPTURING REFINING PRESENTING

W

No

BY N G )2 )(5

%

Gl

Professional photography and film
make the business more tangible.

=

Quality

&=

TO RESULTS.
Professionalism

Attention to detail

Personality

Environment

Process

Results

Drone content can provide
additional context where the
location, property or scale of

the work matters.
‘@ People trust

3 what they can clearly see.



Content

That Earns

Attention.

The objective is not to post more.
It is to communicate better.

Xorify develops content that can:
Eﬂ Explain the service
@ Answer customer questions
@I Demonstrate expertise
{:CE} Show the process
%0 Presentresults
@ Overcome objections

8 Build recognition

O Create a reason to return
P Motion graphics help turn
> complex information into

clear, memorable
communication.

Film Motion

One message. Many formats. Maximum impact.

MOTION GRAPHICS

ONE CORE IDEA

We deliver high quality
results through a clear,
proven process.

STATIC CONTENT

Simplify the complex. Communicate clearly
Make key messages

clear and engaging.

across social, web
and print.

e xority.co

Our 5 Step

Built for
businesses
that want to

CONSISTENT MESSAGE. MULTIPLE TOUCHPOINTS.

Static Social Video

SHORT FORM VIDEO

17

FILM CONTENT

Show, don't tell. Build trust
through story and experience.

EMAIL CONTENT

Nurture interest.
Share value.
Drive conversions.

Capture attention.
Educate quickly.
Drive action.

@) xoriFY

Helping businesses
turn attention into
growth.

Here's how we can
help you.

Here's how we
get results.

Email Your Customer

-
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Search,

Google an
Al Visibility.

Customers now discover businesses through
several forms of search.

This includes:

¢ Traditional search engines
* Local map results

* Google Business Profiles
* Review platforms

¢ Al generated answers

¢ Recommendation tools

* Voice and conversational search

G Search Engine Results

Summit Studio
Architectural Design

summitstudio.com

H Google Business Profile

Summit Studio

Architectural Design

Xorify strengthens the information, authority
and technical foundations that help these
systems understand your business.

This may include:

* Website search optimisation

* Local search optimisation

» Google Business Profile improvements
» Service and location content

¢ Technical website improvements

» Structured business information

* Review strategy

¢ Authority signals

¢ Al visibility monitoring

Search visibility can be improved, but
individual rankings or recommendations
cannot be guaranteed.

J

View more reviews

Directions Call

4.8 % % % % % (128)

® <

Website

%) (A

Save

@ Review & Recommendation

% % % % % 5daysago

Excellent design, attention to detail
and a great experience throughout.

%%k kkk  2weeks ago

Highly recommend Summit Studio.
Professional, creative and reliable.

One business.
Multiple search environments.

\.

Summit Studio
Architectural Design

=
\

9 Local Map Results

0

Summit Studio
Architectural Design

4.8 % % % % % (128)
Open - Closes 5:00 PM

¥ Al Answer / Conversational

Which architectural studios
near me have great reviews?

Here are some highly rated
architectural studios near you.

Summit Studio
Architectural Design

4.8 % % % % % (128)
Known for modern designs,
attention to detail and
outstanding client service.

18
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ONE ENQUIRY.
& A SERIES OF USEFUL  ------=--c-eesoeee 3

Not Every
Customerls @ o

Today 10:24

Ready Today.

Welcome Email

Thanks for getting in touch. 8
Here's what happens next. Day 0

Many potential customers need more

time, information or reassurance before
Helpful Information

making a decision. %
9 Answers to common
questions from our Day 2
Without structured follow up, ; customers.
that interest disappears.
N Our Recent Work
e Examples of results 8
Email marketing can: Z and client feedback. Day 5
1  Welcome new enquiries How We Work
o Our process, standards E
' and what makes us Day 8
@ Answer common questions different.
Share useful evidence : Still Thinking It Over?
e Here's something that
; might help. Day14
@ Present relevant services 5
o Reconnect with : Let’s Reconnect =
G\ previous customers G Any questions? We're
v here to help. Day 21
@3 Support future campaigns
G Encourage repeat business Stronger Relationship.

More Conversions.
More Repeat Business.

Interest should not be forgotten
simply because it did not convert immediately.
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Advertising
Amplifies What '
Already Exists. .

Advertising can place your business

in front of more of th

It cannot repair:

©
=
9,

-~

-9

e right people.

r

Weak positioning

Poor visual presentation

An ineffective website

Missing evidence

A broken enquiry journey

Xorify prepares the message,

creative assets, dest

ination and

tracking before increasing distribution.

oQv A
SN - o5
1. STRATEGY 2. CREATIVE 3. DESTINATION 4. TRACKING
Clear message. High quality visuals Website or landing Events, conversions
Defined audience. and copy that page built to inform and data set up
Aligned offer. communicate value. and convert. correctly.
Advertising works best

'S

0N

Meta Ads

Reach and remarketing
across Facebook
and instagram.

-

d

Short form video
that builds attention
and interest.

ONE CLEAR MESSAGE. ___*

ONE STRONG OFFER.

Delivered to the
right audience.

Through the right
channels.
&---;
YouTube Ads !
Build awareness ;
and trust through

video storytelling.

Email Campaigns
Nurture interest and

convert over time.
One message. Multiple channels. Measurable results.

Xority

Spoascred D

Folowing | For You

~

s dilp
A
wonly Nl BARE

Exceptional
spaces.
Built with

Learn More

when the foundations are already strong.

Then it becomes a growth engine.

&>

- (D

Google Ads

20

Capture high intent
searches and drive

relevant traffic.

LinkedIn Ads

Reach professionals

and decision
makers.

Google

Q hemury home buiders manchester (&)

00 xorify.com

Luxury Home Builders
Manchester

Architecturally led homes. Expertly
built. Exceptional resuits.

Suitable channels may include:
ﬁ @ Meta advertising
cr TikTok advertising

Other platforms relevant
to the audience
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Measurement
Creates Better

Decisions.

Good reporting should answer

practical questions.

O
a

O W

Where are customers
coming from?

What are they
engaging with?

Which pages create
enquiries?

Where do visitors
leave?

Which campaigns
produce valuable actions?

What should be
improved next?

We focus on information
that changes decisions,
not numbers that merely
look impressive.

Overview

00
)

Total Visitors

24.6K

™ 18%

vs previous 30 days

Traffic Sources

‘ o

©

Enquiries

356

™ 22%

vs previous 30 days

Organic Search  44%

Paid Search 26%

Direct 18%
@ Social 8%
® Referral 4%
Top Enquiry Pages
/services IS 34%
/projects [ =] 23%
/about — 17%
/contact - 14%
/home [ ) 12%
Campaign Actions

GoogleAds [ 156 43.8%

MetaAds [N

Linkedin Ads [

TikTok Ads Wl

112  31.5%
62 17.4%
26 7.3%

21

Last 30 days v

Enquiry Rate

1.45%

™ 20%

Engagement

2m 38s

Avg. engagement time

Visitor Drop Off

What to improve next

vs previous 30 days

68%

Engaged sessions

Landing Page
24.6K

View Service
9.8K 39.8%

View Project
42K 17.1%

Enquiry
356 1.45%

®

@ Improve engagement on

/services page

Reduce drop off between
service and project views

intent, strong enquiry rate

©
(¥) Scale Google Ads - highest
©

Create more content that
drives high-value enquiries

Focus on actions. Drive better outcomes.
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Every element works together.

Wh at the Each part strengthens the next.

V. ] b . I .
X )
ISIDI Ity 2 = QO & < 4l
C/ fo) i
S Ste m STRATEGY & WEBSITE PHOTOGRAPHY CONTENT & SEARCH & Al EMAIL & ADVERTISING & ANALYTICS &
POSITIONING EXPERIENCE &FILM MOTION VISIBILITY FOLLOW uP DISTRIBUTION MEASUREMENT

Clear offer. Built to inform, Visual evidence  Engaging content Found across Nurture interest Reach the right Track what
reates Defined audience.  build trust and that builds trust that educates search, maps, and stay top audience with matters and
8} Strong message. convert. and shows quality.  and persuades. reviews and of mind. relevant offers. improve
Al answers. decisions.

A successful visibility L L ) J
system can create: — — _
v (

Stronger recognition m (

e

@'ﬁ Clearer differentiation (’
Greater customer confidence ONE SYSTEM.
ONE EXPERIENCE.

More consistent enquiries A
Every touchpoint

reinforces the next.

Do ®© &

Better quality leads

3

More valuable l
marketing assets
A SEAMLESS CUSTOMER JOURNEY

Improved search presence Q . Q ; O < @ 3 @ N @ > O > g%

®

B Stronger follow up DISCOVER UNDERSTAND  TRUST ENQUIRE FOLLOWUP  CHOOSE RETURN  RECOMMEND
N "
R_J A customer journey that l

works as one

THE OUTCOME:

A confident customer

@) who chooses your
> business.

And becomes a long term advocate.

@f | The objective is not to make the business louder.
It is to make its value clearer.
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Visibility System
Investment.

A strategic investment in the systems,
content and visibility that drive growth.

STANDARD PACKAGE INVESTMENT

£1,190

23

Available for projects agreed Not every business needs

before 1 September 2026. @ every channel.

The final scope is shaped around the We prioritise the work most likely to
highest value visibility problems improve how the business is found,

o |4

identified during the initial review. understood and trusted.

Impact Rate Explanation

0 We are temporarily reducing the package investment by fifty per cent to help
more small businesses access the quality of strategy, systems and production
normally reserved for larger organisations.

@ Strategy. Systems. Content. Visibility. Measurable Impact.

Built together. Working as one.
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PART TWO

Building a
Business That
Thinks More

Clearly.

Connecting information, reducing
repeated work and making
important problems visible sooner.

24



@) xorIFY 25

THE HARDER ROUTE

THE SMARTER ROUTE
Complicated. Manual. Hidden cost.

Connected. Automated. Clear value.

The Business
May Be Working  ©@== ) e
Harder Thanlt .

Needs To. = | = 4, e

emad calendar
N ? 4
N S
Many businesses rely on: Copydewats )
/ > manually Details stored in
i : A= % the right place
& Manual administration !
) > Search for
information
O Repeated checking v
D Cn
m:,!:;:;: Quote generated
= Information copied A using templates
between platforms ) Lo
N v $
D Reports created <> Q Confirm detads
from scratch - W St
availabiity A (—H  Availabillity checked
\ 1 ; automatically
B Important updates . |
hidden inside email |
@ Update muitiple £
platforms '}
D Tasks remembered A ,‘5 Clang ubdalad
o L ' ient updal
by individuals i J ™M i
7 ate i T s
@ Decisions delayed while !
information is gathered [ A 2
|
Wait for - ] Activity tracked
@ Hhagicioleg i K and recorded
! J
This often feels normal v e
. F
because it developed gradually. - RN
The work is completed. v
Task completed. N Task completed.
The hidden cost is @ Time lost. Energy lost. @ Less time. Less cost.
rarely calculated. Cost not seen. Better experience.

N The same task.
Two very different costs.
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Signs Your Business Has
a Systems Problem.

information is are spread across

entered more @ several platforms
than once

Q The same @ Important updates

e 2

@ Reports take

too long to :
L repare d
il eree
@ Client THE OWNER
informationis .. Connecting every part
Q difficult to find ) of the business.
All the time.
. ‘
@ Staff repeat @ Decisions are
the same made without
/N administration @ current
"/ each week information

The individual tasks may appear small.

& Together, they can become
a significant operating cost.

Leads are not
followed up
consistently

@ Invoices

@ Tasks are

require

< E_‘ﬁ repeated
® checking

missed when
someone
becomes busy

The owner
connects every
part of the
business
personally
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The Hidden Cost of
Disconnected Work.

Small losses. Everywhere.

Big cost. At the end of the month.
Disconnected systems can create:

@ Lost time 8 @ qgf @

LEAD & SALES OPERATIONS FINANCE MARKETING CUSTOMER SERVICE
8 Delayed responses Leads not followed Information chased Manual work and Data scattered Slow answers and
up on time. across platforms. billing mistakes. and reports delayed. inconsistent service.
] -£1,250 -£1,100 -£1,300 -£950 -£900
»<L Missed revenue

' 1 1 |

' ' [

Eb\@ Billing errors 4 ® ® 4
Unnecessary administration
3
A

3

8 Avoidable employment costs ) f

Inconsistent N o '
customer service 9 ' ' F

]

Poor financial visibility

Total hidden cost per month

S

Slow decisions

-£5,500+

individual people
@ Time lost @ Revenue lost & Risk increased

What the business cannot see,

Do

These costs are often Most businesses do not Reconnecting the The goal is not just to
ﬁ D H hidden, but they are real. @ have a systems problem O | right systems returns @ work harder.
They reduce profit, limit because they are time, revenue and It is to remove the leaks
growth and increase stress. ineffective. control. that are already costing
They have one because the business.

they have grown.
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Your Busine MORE SOFTWARE. MORE SILOS. MORE PROBLEMS.

Does Not Need @ - @ || & F+4 @

Emaid Spreadsheet | > CRM Y Accounting

More Software. Y ey

»

Project 2’ Forms \ File Storage i Q! Calendar
Management \ . \ e Vi -
Another application often creates P W g 5 " :
another place for information A g ' ; \ g )
! R N J
to become trapped. L @ u'[]ﬂ @ , Y
N Messaging | 1 Reports Analytics v Invoices
\ P LS
The objective is not to : ' A\ ' :
. ! ta
add more platforms. &k 0 \ @ s
Marketing Helpdesk \ / Website % K Other Apps
A /“
2 N & i “ N

The objective is to make
the right information move
between the platforms the Information Outdated Missed Poor
business already uses. trapped data opportunities decisions

We begin by asking:

B What information matters?

K(

Email —- 0l Reports

E;] Where does it come from? & cRMm Tl A (’ > & Team
@ Forms —_— XORlFY SYSTEMS - 3 8 Managers
Q9 :
X Who needs it? ;
> Connecting the platforms e
@ Website — you already use. ~ & Clients
—> —
- What should happen next?
% # @ Other Sources */ J( \—> @ Decisions

@ Where is human
approval required?

@ Information flows @ Always up () Right people. /‘ Better decisions.

automatically to date () Righttime. a00ll Better resutts.

before more software.
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We Begin With the
Business Systems Review.

We do not begin by
installing technology.

We begin by understanding
how the business
currently works.

The review maps:

How information
enters the business

[

Where it is stored

B @

Who uses it

Which tasks repeat

Where delays occur

© Q

& Where mistakes happen

Where mone
® ’

may be lost

@ Which decisions

lack information

O Which processes
require human judgement

The review identifies what

should be improved, connected,

automated or left alone.

@

Website

Captured

Information >
received

Tasks Performed

& Manual Work
/ Repeating Tasks
« Approvals

(v Data Checks

v

A

Customer

Response

Better
@J/J Decisions

29
INFORMATION ENTERS THE BUSINESS
Email Phone Calls Social Media Enquiries / Forms Referrals
*
v v
INFORMATION FLOWS
Recorded Stored Shared Used
Information > Information > Information > Information
logged saved distributed actioned
v v
DECISIONS AND PROCESSES
Automated
Where Appropriate
" Rule Based Actions
Human
Judgement  Notifications
Required  Reminders
v Data Updates
v + .
v v v 4
Orders / Deliverables Invoicing / Reporting /
Bookings Payments Insights
v v v v
BUSINESS OUTCOMES
L Time Fewer Money Stronger
Saved ( \ Mistakes Protected o000l Growth

Diagnosis before implementation.
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Claude Cowork
in Simple Terms.

Claude Cowork can be given a
complete business outcome rather
than a sequence of isolated questions.

Using approved files, information
and connected tools, it can gather
context, complete several stages
of work and prepare a finished
result for review.

EXAMPLE TASKS

_é Prepare a morning
i business briefing

Summarise recent
client activity

Review campaign
performance

= N
—
| S—

Organise project
documents

L/

Build a weekly
management report

(1)

Identify unanswered
enquiries

<

Compare information
across several files

"

9

defines the task.

© 0

completes the

repeatable work.

30

ONE CLEAR INSTRUCTION

CLAUDE COWORK WORKFLOW

GATHER CONTEXT
Collects relevant information from connected
tools and approved sources.

UNDERSTAND THE INFORMATION
Reads, organises and understands
the available context.

COMPLETE THE WORK
Carries out the required tasks (V)
across multiple stages.

ANALYSE AND STRUCTURE
Analyses the information and structures
the results clearly.

PREPARE THE RESULT
Creates a complete draft with key
insights and summary.

QUALITY CHECK
Checks for accuracy, consistency )
and missing information. .

READY FOR REVIEW
Delivers the finished result for
a person to review.

|

FINISHED RESULT

A complete output, ready for human review
and decision.

reviews the result

= and controls
consequential
actions.
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Claude Code
Builds the
Deeper System.

Claude Code provides the
deeper building environment
used to create repeatable
business tools, workflows
and connections.

It can help build systems that:
@ Process information

Follow defined
business rules

Monitor changes

Prepare reports

Connect approved
platforms

0 & @ 0 ©

Organise files

F Complete scheduled
“®  tasks

C Escalate exceptions
for review

THE VISIBLE LAYER - CLAUDE COWORK
Delivers outcomes and completes the work.

() — [Ea — = —

Receive Gather Plan and Prepare
Instruction Context Execute Result
@ FINISHED RESULT READY FOR REVIEW
Delivered by Claude Cowork.
4 4 5 4
\ 4 [ v |

- CLAUDE CODE
Builds the systems that make the work possible.

@ Business Workflow /C&
Rules Engine Builder

@ Data
Processing

CLAUDE

Scheduling

@ Monitoring
and Logs and Automation

Permissions Audit Trail

Cowork helps complete the work.

31

A

Review and
Approve

Integration
Layer

File
Management

Exception
Management

Performance
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Skills Teach
the System
How Your

Business Works.

A skill is a reusable set of instructions,
resources and procedures.

It explains how your business wants
a recurring task completed.

A skill may define:

Which information to use

Which questions to ask

Which checks to perform

Which format to follow

Which rules must never be ignored

When a person must approve the result

Example

A proposal preparation skill could
gather client information, identify
the required service, follow the
Xorify approved structure, calculate
the correct package and prepare
a draft for review.

Preparation Skill

& £ Do

i

i
++

()

Bo

Proposal

REUSABLE SKILL

|

Client Information

l

Service Identified

l

Xorify Structure

l

Package Calculated

l

Draft Prepared

l

Human Review

=

Proposal
Draft

!
£

Proposal
Draft oo

!
E

Proposal
Draft

@ Documented once. Reused consistently.

32
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Specialist Subagents

33

INCOMING LEAD

Divide Complex Work.

(in)

Website Email Social
Enquiry Media
Some tasks contain several !
A
differentiformsofiwork. e A

|
|

Specialist subagents allow
each part to be handled

separately.
EEIL Company (O Ideal Customer =
U Overview (D Match °o—
o e o
EXAMPLE LEAD WORKFLOW
g Online @ Budget ﬁ
Presence Potential
Research Agent e o o
Q Reviews the company and @ Services E:} Service @
gathers relevant information. Offered Fit
© ) L
—H  Recent O  Decision Maker A~
% Activity (D identified anl
O Qualification Agent A i s
@ Checks whether the O Key @ Priority @
opportunity matches the Y Insights Level
target customer.
Research D\ Qualification
@ Summary =] Result E
Response Agent
1 ]
i ; Prepares a relevant 8 AN s ol o8 \
first response. y.
BUSINESS OWNER

Review Agent )
Reviews all outputs and context.
ClisShaScauacy one Makes the final decision.
and completeness.

Q Business Owner FINAL RECOMMENDATION [9
(=2>) Makes the final decision. | — A consistent, complete and
= @ reviewed outcome ready Complete
for action. Summary

The objective is not to remove responsibility.

% 8

% (=

Phone Referral Other
Call Sources

v v v v
O\ RESEARCH AGENT @ QUALIFICATION AGENT 4 RESPONSE AGENT @ REVIEW AGENT

Key Points @ Accuracy
Summary Check
)
Relevant D Tone
Benefits Check
°
Proposed : = Completeness
Approach o— Check
[}
Initial FX Risk or Red
Recommendation Flags
o
Draft @ Clarity
Response Check
Draft Reviewed
Response Response
1 |
I I
/ /
(% Accept and proceed
& Request changes
(& Decline opportunity
(% Escalate if required

O e

@ () Bl
Recommended Owner Follow Up
Next Step Assigned Scheduled
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Connecting
the Business. -

& ®

APIs and MCP connections act

as approved bridges between S T Al:l::)fl::rl\:g
business tools.
They can allow relevant
information to move between: %)) | d qil
CRMI T Advertising
Platforms

K

Email | (’
Calendar XORIFY

Website Secure. Controlled. Documents
Accounting platforms Forms Purposeful connections.

Customer relationship

management systems - ) Q
0

b ©

o——' o
D Analytics Cloud
Website forms Storage
° °
2 [] Analytics
d G &
Project c icati
<a<]3 Advertising platforms Management °:Im:"'ca on
Tools atforms
Documents
Q Cloud storage O (@ @ @
Secure Permission Data stays Only approved
— J connections based access with you information
) Project management tools MOTSs

Communication platforms

O

already uses, the permissions available and the security

@ The exact connections depend on the tools the business
requirements of the organisation.

The aim is not to connect everything.
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PART TWO

Begin Every Day
Knowing What

Matters.

A connected system can prepare
a clear morning briefing containing:

&
- &

=

DD[]

New enquiries

Important emails

Meetings and deadlines

Outstanding tasks

Overdue invoices

Client issues

Website warnings

Campaign changes

Decisions requiring attention

~@’ Good morning.

70N Here's what matters today.

() HIGH PRIORITY
8 New enquiries

7

3 require response

& NEEDS REVIEW

:=  Outstanding tasks

12

5 overdue

() WATCH

A Website warnings

2

1 critical « 1warning

>

E Important emails

5

2unread -+ 2 flagged >

Overdue invoices

3

Total $18,450 >

¢}  Campaign changes

3

2 draft « 1live >

I:K Focus first on what
moves your business forward.

Instead of searching for information across
several platforms, the owner begins with
one prioritised view.

35

5] Wed, 21 May 2025

— Meetings and
deadlines

4

Next: 10:00 AM >

8& Client issues

4

2 need update >

@ Decisions requiring
attention

2

Awaiting your input >

View full briefing >
)
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From Enquiry to
Long Term Client.

A connected client acquisition system can
support the complete journey.

01 Enquiry Received

The opportunity enters
one controlled process.

Lead Researched

02 o— @

03

Relevant business information
is gathered.

Opportunity Assessed

The lead is compared with
the target customer profile.

Response Prepared

A relevant reply
is drafted.

04

05 Follow Up Scheduled

The opportunity
is not forgotten.

Proposal Created

The correct offer
is prepared.

06

07 Client Onboarded

Documents, tasks and
information are organised.

08

Delivery Monitored

Progress and commitments
remain visible.

Client Health Reviewed

Risks and opportunities
are identified.

09

Renewal Considered
The relationship continues
where appropriate.

10

Y | @

36

/\/'” O,

o00 (D)
No Opportunities Consistent Better Stronger
Lost Experience Decisions Relationships
Every enquiry is Every lead and clent Information is Clients receive the
captured, tracked receives a professional available at every right attention at the
and progressed. process. important stage. right time.

QRIINITRERNES,

m || 2] |[O

IS [©

A connected system protects revenue.

Captured and recorded.
No opportunities missed.

Better context.
Stronger understanding.

Focus on the right
opportunities.

Fast. Personal.
Professional.

Consistent follow up.
More replies.

Accurate proposals.
Higher win rate.

Smooth start.
Clear expectations.

On time. On budget.
No surprises.

Stronger relationships.
Early action.

Sustainable growth,
Long term value.
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] ]
FI na nCIaI SCATTERED RECORDS. DISCONNECTED SYSTEMS.
Visibilit e @ P B
Accounting Email Bank Payment Spreadsheets

Without
Rebuilding ® B O

Expense Subscriptions Analytics Reports Other
E R Tools & Billing Platforms & Exports Sources
very Report.
An intelligent finance workflow ¢

may help prepare:

ONE CONSOLIDATED, INTELLIGENT FINANCE VIEW.

= Invoice checks
B

OVERVIEW CASH POSITION (LAST 6 MONTHS)
Q Overdue payment alerts Cash Position £160K
£128,450 £300K
Current Balance
@ Cash position summaries £50K
Revenue (MTD)

£0

A £74,820
0l

Revenue reports

O\

+12% vs last month
S Outstanding RDUE | I
@ Expense categorisation OVERDUE INVOICES UPCOMING PAYMENTS
~ £18,230
. £18,230 £9,450
J 14 Invoices Overdue 7 Payables Due
Budget comparisons
Expenses (MTD)
BW tails Jiew J )
= E £42’310 View Details = View Schedule =
Repetitive billing checks On Track
r_J P g
. \ TOP EXPENSE CATEGORIES BUDGET COMPARISON (MTD)
& Unusual transaction warnings
' ® Morketing  38% £16,080 Revenue £74,820 A 12%
== Monthl t A @ Operations 29% £12230
o onthly management summaries
= / 9 ) Software 18%  £7,610 Expenses £42,310 Vi 3%
] 15% <
e SRPUOAR0 Net Profi £32,510 A 21%
@ Final payments 8 Financial record changes

IMPORTANT CONTROL }
@ The system should prepare information ‘

and identify exceptions. ’ s Must remain subject to
I~ Consequential decisions g
©® approved human control.
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Content
Productionasa
Repeatable System.

Content should not depend on Q\

/ A tliiesacn 7 A
A~ DDDI]

10. Improvement 2. Trends

Xorify can build workflows around: / \

¢ Market research @ @
* Trend analysis One System.
9. Performance 3. ldeas

Every Time.

someone finding inspiration at

the last moment.

¢ Content ideas

* Script preparation T A structured workflow that l

turns content into consistent

results. @

8. Scheduling 4. Scripts

» Caption creation \ )/

e Campaign scheduling

e Performance analysis @ E?

7. Captions e = & 5. Assets
e

e

¢ Asset organisation

RN E o

"
-

* Motion graphic preparation

* Improvement recommendations

6. Motion

The creative judgement remains human.

The repetitive preparation becomes organised.
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Monitoring

WhattheBusiness © © o ©
72 8 3

Cannot Check mfw A A

No Action Require Being
Manually.

Active Required Attention Resolved

Broken Link Unanswered Enquiry
/services/pricing 2 days

A connected system can
regularly check for changes such as:

F@ Website availability

OO Broken links

Campaign Drop
-24% vs last week

Form failures

Missed Deadline Overdue Invoice
Website Update 14 days
O\ Search visibility changes

All Good Exception In Progress
U[]l] Campaign performance changes No Action Required Needs Attention Being Resolved

BJ  unanswered eniries EXCEPTIONS REQUIRING ATTENTION

Issue Category Detected Impact Action
(C% Client activity changes
Q Broken Link ) )
O & Website Today, 07:45 Medium Fix link
/services/pricing
| I Missed deadlines B Unanswered Enquiry :
From contact form Enquiries 2 days ago m Reply
C ign Performa D
0[]” Ma:np:;grc‘l S, o bt 4 Advertising Today, 08:20 Medium Review
@ Overdue payments SR LeDeD
@ Missed Deadline Task o A
Website Update Goe 9,890
Q Important competitor activity J
@ Majipvoice Finance 14 da o} Chase
I < o ]
INV-2025-0421 ik

The system does not replace judgement.
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A Loss the
Business Could
Not See.

A Dubai based business owner had operated Connected Al systems later revealed losses caused by:
a successful sales programme for filmmakers

for twelve years. * Unnecessary employment costs

* Repetitive billing work
The business was established. ¢ Financial errors
Customers were being acquired. ¢ Inefficiencies within client acquisition
The team was working.
According to the business owner, correcting

these issues now contributes more than £130,000
each year to profitability.

From the outside, the operation appeared healthy.

. 12 YEARS OF HIDDEN LOSSES ACCUMULATING QUIETLY
YEAR YEAR YEAR YEAR YEAR YEAR YEAR YEAR YEAR YEAR YEAR YEAR  NTEORATION POINT
1 2 3 4 5 6 7 8 9 10 1 1218 Sepectmiontens
make the invisible
® ® e) e @ © ® ® @® e) ® le] visible.

Employment cost

Billing repetition
Small losses. Repeated often.

Financiallerror Hard to see. Easy to ignore.

REPORTED RESULT

£130,000+

@>m P

Acquisition leakage

€€ | The losses had existed for years. each year to profitability
The business simply had no
connected system capable of
making them visible.

NOT A GUARANTEE

@ This is an individual result reported by the business owner.
It does not represent a guaranteed outcome for other businesses. 73
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] PRIORITY MATRIX
Bu I Id the Focus on value. Control the risk.

A
.
Highest Value .
=
. o/@
S F.
ystems First.
High Value High Value
St Controlled Risk Higher Risk
RECOMMENDED FOCUS PROCEED CAREFULLY
Not every task should be automated.
Not every platform should be connected. (%) Moming business briefings of Pl broces aultmaton
7\
Not every process needs to change. (DRLEedIesoath angiesponse e Complex platform integrations
() Weekly financial visibility
® Major operational changes
The first build should focus on the (v) Client health monitoring
o ® Advanced Al decision systems
opportunities that create the greatest () Website monitoring
: . e w . .
value with the lowest operational risk. =) ~ : ) ® Large scale data migrations
‘_(l (~) Content production planning
> ;
() Invoice and payment alerts
TYPICAL STARTING POINTS
A Morning
P business briefings
L irecead Lower Value Lower Value
response preparation Low Risk ngher Risk
LOW PRIORITY AVOID OR DEFER
P Weekly financial
0 visibility
® Nice to have automations ® Unclear business impact
&) Client health ® Lowimpactreports e High complexity changes
NA monitoring e Non essential integrations ® High cost, low return
® Minor workflow tweaks e Disruptive implementations
Website 3 ] .
monitoring S ® Internal only optimisations ® Unproven solutions
o 3 >
- ' Content production &
. planning Low OPERATIONAL RISK High
r Invoice and
B payment alerts

We begin with the system

| This approach reduces risk, delivers early value
mportant and builds confidence for future growth.
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Human Control

Remains
Essential.

Intelligent systems can prepare,
analyse and highlight.

People must approve,

decide and take responsibility.

XORIFY DESIGNS SYSTEMS WITH:
Defined permissions

Review stages

Approval points

Clear ownership

Activity records

Escalation rules

Restricted access

Do m@O®OD @

Documented procedures

CONSEQUENTIAL ACTIONS
Human approval should remain
in place for:

Payments

<  Publishing

Q Sensitive client communication
Contractual decisions

a [] H Changes to financial records
873 Staff decisions

é‘j}& Legal commitments

Q High value purchases

AUTOMATED PREPARATION
D o= :
Qy 5 == =
& —
Collect — Analyse Highlight -—> Prepare
Data & Organise Exceptions Output
From connected Information is Important items Reports and
systems processed are flagged recommendations
are created

A responsible person reviews,
questions and approves.

Information is accurate

Context is understood

Risks are considered

Decisions are appropriate

Action is authorised

APPROVED ACTION

@ (o)

Execute Action Record Activity
Approved actions All actions are
are carried out logged

L [/

Notify Relevant Monitor & Review
Parti
— Outcomes are
Stakeholders are monitored and
informed reviewed

The objective is

Not uncontrolled automation.

42

Built for accountability.
Designed for trust.

Every system includes the controls,
permissions and records needed
to operate with confidence.
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Intelligent
Operations
System Investment.

A one time investment in systems
that create long term measurable value.

STANDARD PACKAGE INVESTMENT

i[}j
XORIFY IMPACT RATE

£1,12

+—  Available for projects agreed
before 1 September 2026.

@ The final scope depends on:

The findings of the Business Systems Review

®©

The temporary fifty per cent
reduction is designed to help
small businesses access stronger

\
>

(v) The platforms the business already uses

v

() Available permissions and integrations

() The complexity of the required workflows operating systems without the
() The highest value opportunities identified investment normally associated

with a large internal technology team.

Better systems. Lower risk. Greater value.

43
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One System
Creates Demand

The Other Protects Q) 1. visibiley
What Happens Next \, {v// The right customer discovers the business.

@ Y 2. Tiust
@ \ T // They understand the value and see evidence.
VISIBILITY 1 \}
SYSTEM ( Ej:_] 'u' 3. Enquiry
They decide to make contact.

e 4. R

\ [&/ esponse
b\
e

The opportunity is handled quickly
and consistently.

5. Sale

‘

- Q
° . .
The customer makes a clear decision.

P =
| 6. Onboarding

4 Information and expectations
: are organised.

©)

()
@ |~ ] 7. Delivery
INTELLIGENT A" > 4 Progress remains visible.
OPERATIONS l7

SYSTEM
| 8. Finance

Billing and payment information
is monitored.

The relationship is supported
beyond the first project.

[
@ 9. Retention
.

“ /L‘l ) 10. Growth

/ The business learns what should

Q be improved next.

A 4

. Customer atcquisition and business operations
should not be treated as separate worlds.

They are parts of the same commercial system.
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Choose the System
Your Business Needs Most

&

Visibility
System

For businesses that need
to become easier to find,
trust and choose.

Standard package
investment:

£1,190

Xorify Impact Rate:

£595

(5

(o)

Intelligent
Operations
System

For businesses losing time,
information or profitability

through disconnected work.

Standard package
investment:

£2,250

Xorify Impact Rate:

£1,125

©

Complete
Business
System

For businesses that need
stronger customer acquisition
and stronger internal execution.

Combined standard
package investment:

£3,440

Combined Xorify
Impact Rate:

£1,720

All Xorify Impact Rates are available for projects agreed before 1 September 2026.

@ The combined rate reflects the fifty per cent reduction applied to both packages.

It is not an additional bundle discount.
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What

Happens

First.

A clear process.

A focused start.

A system that improves
over time.

&R

01

02

03

04

05

06

07

08

Initial Business Conversation

We understand the immediate
concerns and objectives.

Visibility and Systems Review

We examine how customers find the business
and how information moves through it.

Opportunities Identified

We locate the highest
value problems.

Priorities Agreed
We define what should be
improved first.

Systems Designed

We create the required visibility assets
and operating workflows.

Testing and Approval

The systems are reviewed
before wider use.

Guidance and Documentation

The business receives clear
instructions and ownership.

Measurement and Improvement

Performance is monitored and the
system develops over time.

We do not begin by selling every available service.

46
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VISIBILITY OPERATIONS
Attract the right Deliver value with
customers. consistency.

Systems

Xorify. -

o

- o
= Content 4‘1‘3 Processes
Most providers understand Q Shorch @ e A
one side of the business. XORIFY
ONE CONNECTED
Marketing providers () soc BUSINESS SYSTEM o0l oata
focus on attracting customers.
' g
@ Advertising @ Monitoring

@ Technology providers
focus on internal systems. f

Reputation @

v

s

Finance

Xorify connects both.

(% Aligned strategy.
Clear information.
Measurable growth.

We examine the complete journey
from discovery to long term value.

THE COMPLETE CUSTOMER JOURNEY

SH{OMHHO B -H{O®H® B {2 ol

First Customer Enquiry Follow Up Sale Onboarding Delivery Billing Retention Reporting
Discovery Trust They decide You respond They make a Information and Progress Billing and The relationship The business
They find They understand to get in touch. quickly and clear decision. expectations are remains payments are is supported learns and
your business. your value. consistently. organised. visible. monitored. beyond the improves.
first project.

We do not want to add more noise to your business.

AN

©

One strategy.
Everything works
towards the same

outcome.

& ®

One source of truth.
Information is connected,
up to date and reliable.

Fewer gaps.
Less missed information,
less duplication, fewer
mistakes.

Stronger performance.
Better decisions lead

to better results.

Long term value.
A system that grows
with your business.
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Your Business

May Not Need
More Effort

[t may need better visibility
and clearer systems.

The first step is to identify where customers,
time, money and information are currently
being lost.

From there, we can decide what
should work differently.

Where is your business currently
losing customers, time or information?

Let us identify what is missing
before deciding what should be built.

@ Book a Business Systems Review.

@ Website: xorify.com

(M Email: brynsteer@outlook.com

Q, Telephone: 07306 123481



Thank you for taking the time to make it this far. The
examples in this booklet are only a starting point. Other
processes can also be automated, including staff scheduling,
new employee onboarding and training, stock monitoring,
appointment reminders, quote preparation, compliance
checks, maintenance reporting, customer updates, project
tracking, order processing, document management and

recurring performance reports.

These systems can be adapted for construction, hospitality,
retail, healthcare, education, property, professional services
and many other industries. The right solution depends on
how your business currently works, where time is being lost

and which tasks create the most pressure.

For any other questions, call me personally on 07306
123481 or email brynsteer @outlook.com so we can
discuss the problem and work out the right solution for your

business.



