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WhICh site answers
ahew enquiiry,
and how fast.
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01 / THE DECISION

Every enquiry should
reach theright site
while the customer
IS still deciding.

Today, enquiries land with a central team and
are passed to sites by hand.
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@2 / WHAT THE RECORDS SAY EEXAMPLE DATA :

———————————————————————

median time from a website
enquiry to the first reply,
across 12 sites, inthe 12
weeks to [date].

| Three sites reply in under 40 minutes.

n=2,900 enquiries, 12 weeks to [date] - Source: CRM
enquiry history, read [date] - Example data
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03 / REPLIES WITHIN AN HOUR | EXAMPLE DATA |

———————————————————————

Inland sites answer 38.5%
of enquiries within an hour.

Metro sites 1,113 of 1,500 - 74.2%

610 of 1,000 - 61.0%

Regional sites

Inland sites 154 of 400 - 38.5%

Enquiries with a first reply within 60 minutes, by site group - n=2,900 enquiries across 12 sites, 12 weeks to
[date] - Source: CRM enquiry history, read [date] - Example data: Example Co. 1s fictional
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04 / WHAT WE BUILD

Enquiry record Stock list
RECORDS

The use case Site hours
determines
the bUlId Routing rules Held list

DECISIONS AND

WORKFLOW
For enquiry routing, these are the Site queues
parts. The scope names each
deliverable and what it depends on. - N
HANDOVER Runbook Decision records
\- J
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05 / WHAT YOU OWN

Whenthelogicis
yours, so Is the record.

s

\

WHAT YOU OWN

® Decision |OgiC The rules or model behind each decision, tested and
versioned, with each decision recorded.

® Datarecord The customer or site data each decision uses, with its
sources and definitions written down.

® Workflow The steps that carry each decision into the tools your
team already uses.

® Documentation Runbooks and training, so your team can run the system
and change it as the business changes.

RUNS IN Yourenvironment-Your cloud-Hosted by NTWRKif needed
RIGHTS AND DEPENDENCIES DOCUMENTED
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RENTING THE PART THAT
DECIDES

O Platforms that keep your
decision logic

O Al seats that leave nothing
behind

O Pilots that stop before
production

O Consultants who leave
decks
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06 / THE 30-DAY PROOF

One decision, tested in 30 days.

DAY O DAY 30
o
(" )
01 02 03 04
The decision The proof The record The
Defined with a baseline A working proof on your The documented work recommendation
and a test, agreed before data, with its results and behind the proof, from Build, buy, change the
the proof starts. known l[imits. decision logic to process or stop, with
workfiow, handed over. what it would take to run.
- J

The proof tests one decision on agreed records. It does not establish production readiness or guarantee a return.
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07 / THE OFFER

A 30-day proof on one decision.

One decision, tested on your data against a baseline
agreed first. At day 30: a working proof, its results Pricing IS Set

in the proposal
after scoping.

and limits, the documented work and a
recommendation to build, buy, change the process or
stop.

You can stop at day 30. Any
production build is agreed
separately.
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08 / ABOUT

A Melbourne
consultancy that
builds intelligence
Into the systems
your business runs.

With a defined handover for your team.
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OFFICE

CONTACT

COMPANY

Wes Fischer

" Founder and CEO, NTWRK

Central House, Level 1/101 Moray Street, South

Melbourne VIC 3205

hello@ntwrk.com.au
+613 44277768

NTWRKPTYLTD
ABN 59 619107 336
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START WITH THE DECISION

Bring the decision
worth testing.

Book a call

First engagement: a 30-day proof on one decision.

hello@ntwrk.com.au +61 3 4427 7768 ntwrk.com.au
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