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Al eats the analyst pyramid - \, |
Juniors used to bill junior rates for the work Al now does. Next year v:wfgf;'/lldé)
they bill senior rates. The apprenticeship reps disappeared overnight.

Partners are hiring at more expensive levels. But the pyramid is not —~ ’ o cq—
collapsing. It is changing shape. The young people who used to learn { TS
through task repetition now learn through judgment application. ' L

Section 5406 - Another practitio...
How to use another practitioner’...

The partner sees this. The junior does not yet. The gap is real.

How you reshape the reps matters. Give new reps feedback that READS < (O

sticks. Either junior capability accelerates or it stalls. The pyramid N

is not collapsing. ¥ o ] e hetpentence trets.
} watch (J ©
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It is changing shape, and the shape is workable. VEw < (©
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Methodology consistency across geographies and practices

Your firm runs the same methodology. Your clients see the variance before partners do.
Sydney runs a four-week engagement cycle. London runs six-week. Dubai has its own rhythm.
The same problem is solved three different ways inside the same firm. Clients notice.

Partners do not. The cost of this variance is hidden, and it is real. One methodology, applied locally,
connects the firm. What connects the firm is not another playbook. It is one method, lived locally.

Partner-track development without classical time-on-tools

Al removed the work where judgment used to form. There is no more routine analysis to run. The reps
disappeared. Partners do not know who is ready. The cohort readiness question is open. Judgment forms
through application and feedback. But the feedback loops are broken. Partners see output. They do not see
judgment forming. Judgment can still form. It just needs different reps, with different feedback.

Utilisation under compression

The hours model is breaking. Clients push back on FTE
locks and minimum engagement lengths. Margin used to
come from volume at consistent rates. Now it comes from
capability uplift. The individual consultant’s output, not the
headcount, is the lever. Your people are doing the same work
at twice the speed.

Audit Overview
w of the world of

Section 5405 - Group sustainabil... But you cannot bill twice as much. So margin recovery sits
RS EEIEARIRENEOrRy in how your people work, not in how many you are. You can

see neither yet. Utilisation is recoverable. The lever sits in
how your people work, not in how many they are.
Section 5406 - Another practitio... s
How to use another practitioner
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— I —— ANOTHER PLATFORM

Persoaised, e e et s o contruncs e o

hrocich Q —— b You do not need another platform. We sit

< i WATCH on top of what you already have. We pay for
\} R ourselves by making the budget you have

nnnnnn Ethical tax planning under APES,

0 & O s already approved go further. There are three

Learning Experience Platform (LXP) AN | h 8
Personalised, Al-driven self-directed paths for continuous learning Risk Academy TaxadosSsgiioss (ApEs 200 <> A p aces t at IS true

Overview of taraton servce n
VIEW O
HR Academy 5

Division 7A
Explains Division 7A rules, isk.

Digital Academy WATCH << ©

Compilation of Financial Informa... \,
APES 315 complation engagements.

'®] SUPERWORKER’

We refocus your professional development budget. Same envelope. Different mix. Less classroom and content licence.
More activation and measurement at the engagement. The line item is the same. What you bill against it is different.

We replace the slowest part of your methodology activation. The internal training cycle. The methodology offsites.
The playbooks that do not reach the next engagement. Replaced with a four-week working rhythm that lives in the
engagement. This bills against the methodology and quality budget, not L&D. .

We unlock the productivity your firm has already promised the market. Consulting firms have committed to Al
productivity gains in front of clients. Every percentage point of utilisation lift across consultants is real money.
The investment in Al tooling is already approved. We just help your consultants actually use it.

Utilisation under compression

Companion makes individual capability visible across

HOW THIS WORKS FOR EACH ONE the firm. The Reporting layer ties capability uplift to billable

utilisation per consultant.
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One Builder setup for firm
methodology, deployed

viw & O ;Lif;’:i‘w‘?f:5::';';’1“{::?:::??:,“, across geographies.
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’ B Companion delivers in-
Section 5405 - Group sustainabil... .
NOCLAR Session (5360) \ J s engagement coaching

Do you have a video for me about NOCLAR?
Overview of NOCLAR Section 360: respor WATCH
suspected legal breaches.

against the standard.
The methodology stays

/e can watch that now.

Al and the analyst pyramid

< Aprv | 2026 v Section 5406 - Another practitio... are two short NOCLAR videos in the
HowtgRERacther practitioner . Wedge base. The clear, practical one that . .
Companion coaches juniors READ - < O alive in the work.
ICLAR - How to approach a potential NOCLAR situation
th rough senior-level work 150  general ovrview covering what . .
Section 5410 - Fees b as NOCLAR and examples here: "

1 i Free-related ind \d threat: i
in real engagements, not in i e

vant, we can
« Think critically

training rooms. e TS A

scepticism

« Spot variances and
IAASB Update unusuel belences

« Capture rationale.
an

The Reporting layer shows oag
you who is closing the gap

and how fast. Partner-track development

Builder defines partner-track capability stages explicitly.
Companion captures judgment as it forms in matter work.
The Reporting layer feeds promotion decisions with evidence
partners can defend.
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Want me to drat tht short fllonup message
You ¢ send now? I s, el me phone or e,

and he one opton you want o offer

(payment
PIan, fecon or manager cal),

Do you have a video for me about NOCLAR?

Nice - we can watch that now.

There are two short NOCLAR videos n the
knowledge base. The clea, practical one that
walks through steps to respond s here:

D N m‘:uwnwmumemmnmmnm

Theres also a general overview covering what
counts as NOCLAR and examples here

> NOCLAR- Ovenvin ieo |
Ifyou want, we can

« Open the practical steps video now, or
+ | can summarise the thee actions totake
from the guidance in one minute

Which doyouwant?  SHOW NEONOURNEY

LET'S TALK

If any of these four match your firm, your managing
partner, talent partner or CMO is already asking.

The gap between promised Al productivity and
actual usage is real. That gap decides the next
twelve months.

We work with Advisory Partners across South Africa, Australia, the Middle East and the United Kingdom.
We will match you to the right partner for your region and your firm.

We will show you what your leadership walks into the
next strategy session with.

Book a meeting

LET'S TALK

info@superworker.co
www.superworker.co
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CONFIDENTIA| NOTICE
All rights, including copyright, in the content of this proposal are owned or controlled by SUPERWORKER® PTY LTD.
The contents of these pages are provided for the sole purpose of evaluating Sibanye Stillwater's commercial offer
and approach. No part of this proposal may be reproduced, distributed, or used for any other purpose without the
explicit written consent of SUPERWORKER®. In accessing this document, you agree that you may only download
the content for persenal, non-commercial use in relation to its evaluation. Confidentiality information means all
proprietary and conﬁdential of the Parties and those of their customers, clients or suppliers whether commercial,
financial, technical or otherwise (whether oral, in writing, machine readable or in any other form) and material
(whether electronically recorded, in writing or otherwise), which by its very nature should obviously be treated

as secret and confidential and which the Parties desire to protect against unrestricted disclosure or competitive
use or which is designated as such, including without limitation:

COPYRIGHT NOTICE ©2026 SUPERWORKER PTY LTD

Information relating directly or indirectly to each Party’s business, not limited to details of trade secrets, know-how,
strategies, ideas, operations, compliance information, processes, methodologies and practises; and Information
relating directly or indirectly to plans, intentions, know-how, market opportunities and business affairs or those

of its suppliers, customers (including potential customers) and clients; and Works of authorshi cts and
materials written and prepared by the Parties in relation to this agreement, including but not limited to computer

programmes, data, diagrams, charts, reports, specifications, sketches, inventions and working paper:
materials of whatever nature or on whatever media relating thereto; and Informati%
rds

f similar
S‘gr indirectly
from the discussion or negotiations relating to this agreement and all copies, notes, ted
information based on or arising from any disclosures from this agreement; and the t greement

reached by the Parties or proposed by either Party (whether agreed or not) in connec
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