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YOUR WORLD

Brand-standard consistency in property operations

Guest NPS does not reflect training delivered. It reflects what happens in
every shift. Your brand handbook is strong. Your training programme lands
well. But in the rush of service, consistency drops property to property, and — e
shift to shift. A guest stays at two properties under the same flag and has |

two different experiences. Your NPS moves because of those moments,
not because of the handbook.

Section 5405 - Group sustainabil...
Independence requirements for gr...

WATCH

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

One property can fix this in weeks. A group holding dozens cannot, READ < (O

because there is no single place to say what consistency actually looks N

like. The brand experience is recoverable. It lives in shifts, not in handbooks. 09 B s
} warch O O

\\ IAASB Updats
A discussion on what is professi.

VIEW S ()
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Revenue-management Al adoption and decision quality

You have bought revenue-management Al. Your revenue managers see the

recommendations. They do not follow them the way the model intends. Dynamic pricing,
length-of-stay optimisation, demand forecasting. The tools work if people trust them and act

on them. Most revenue managers operate around the Al, not through it. They check the model, then
override. They default to what they know. The seat licence is paid. The capability lift and the revenue
lift sit locked in the tool.

The pricing lift is recoverable. The model is fine. Revenue managers need coaching, not training.

Frontline-to-management progression in a labour-short market

Your assistant managers are becoming general managers faster than you planned. The pipeline is tighter.
The capability gap is real and visible. A new GM has operational knowledge but lacks the strategic and
people skills the role demands. You cannot slow the promotion without losing people. You can accelerate the
capability. The path is shorter than you think. GMs can still form. It just requires coaching that meets them
where they are, at scale.

GMs can still form. The path is shorter than you think, with the right coaching.

Multi-flag and franchise capability variance

Your group owns some properties outright. You manage
others. You franchise others. Each operational model has its
S own baseline, its own capability depth, its own constraints.

Audit Overview
w of the world of

The flag rolls out one standard. Each entity absorbs it
differently. The franchise owner does not have the labour
pool you have. The managed property does not have the
investment freedom the franchisee does. What connects
them is not another standard.

‘ SEEIIE S It is one definition of brand, applied locally.

dependence requirements for gr

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

What connects the flags is not another standard.
It is one definition of brand, applied locally.



KNOWLEDGE CONTENT

Knowledge Vault Leamning Experience Platforms (LXP)

Persoaised, e e et s o contruncs e o

Plat Active

Learning Experience Platform (LXP)
Personalised , Aldriven self-directed paths for continuous learning

Risk Academy
HR Academy

Digital Academy

'®] SUPERWORKER’

JOURNEY

~ BUSINESS ADVISORY & TAX (EXP)

S —

APES 315 compilation engagements. -~

« 4 WATCH ®
\ ‘Tax Planning Services (APES 110....)
- Ethical tax planning under APES.
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Taxation Services (APES 220) | <
Overview of taraton servce n
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Division 7A

Explains Division 7A rules, isk.

WATCH < O

Compilation of Financial Informa...
APES 315 complation engagements.
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WHERE SUPERWORKER
PAYS FOR ITSELF

You do not need another platform. We sit
on top of what you already have. We pay for
ourselves by making the budget you have
already approved go further. There are three

places that is true.

We refocus your L&D budget. Same envelope. Different vendor mix. Less classroom and content licence.
More activation and measurement. The line item is the same. What you bill against it is different.

We replace the slowest part of your brand and operations activation. The brand training manuals.
The owner-roadshows that do not reach the front desk. The standards binders that sit in the back office.
Replaced with a four-week working rhythm in the shift itself. This bills against your operations budget, not against L&D.

We unlock the value of the Al tools you have already deployed. You hold seat licences for revenue-management Al,
guest-experience Al and operations platforms. Every percentage point of operator competence lift is real revenue and
NPS the CFO can model. The systems are paid. We help your people actually use them.

HOW THIS WORKS FOR EACH ONE

of Audit Risk
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DO IT . DIf

NOCLAR Session (S360)

Overview of NOCLAR Section 360: respor’
suspected legal breaches.

Multi-flag and franchise

Builder defines flag-level
baseline. Companion
adapts to managed,
franchised and owned
context without rebuild.

¢ Aprv 2026 v

One system, local
application.

Brand-standard consistency

One Builder setup for brand practice across properties.
Companion delivers shift-by-shift coaching in property operations.
You see which shifts are holding the standard and which are not.
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WATCH

Section 5406 - Another practitio...
How to use another practitioner’
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Section 5410 - Fees
Free-related independence threats.

IAASB Update
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bt you discussed and when you'l follow up.
bu feel overwhelmed, tell your manager and
re the case notes.

e to draft that short follow-up message

in send now? If yes, tell me: phone or email,
e one option you want o offer (payment
econ or manager call).

Do you have a video for me about NOCLAR?

/e can watch that now.

jare two short NOCLAR videos in the
edge base. The clear, practical one that
through steps to respond is here:

JCLAR How 10 approach a potential NOCLAR situaton

s also a general overview covering what
b as NOCLAR and examples here:

vant, we can

Revenue-management Al

Companion coaches
your revenue manager
while they work

with the Al tool. The
Reporting layer ties
decision quality to
revenue outcomes, so
the CFO can see what
the adoption is worth.

Firm templates
help you:
« Think critically

« Apply professional
scepticism

« Spot variances and
unusual balances

« Capture rationale
and judgement

« Escalate issues early

Frontline-to-management progression

Builder defines GM-track capability stages.
Companion accelerates assistant-to-GM development.
Reporting feeds promotion decisions with evidence of growth.



it Overview ()

ord of
[©)
&

Section 5405 - Group sustainabil...
Independence requirements for g

‘Section 5406 - Another practito...
How to use another practioner”

-
e &)

Seclion 5410 - Fees
Free elated independence threats.

N
- /)
Adussonon wha o Reee
T -
AKME O
N SHOW ME

Wy,

19:37
il

e
whelmed, tel|
share the case notes. el
Want me to draft that short follow Up Message
YOu N send now? I yes, tll me:phoneor ey
andthe ne opionyou wantto 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:

> NOGLAR - How 0 approach a potntial NOCLAR suation
There's also a general overview covering what
counts as NOCLAR and examples here

> NOCLAR- Ovenvin ieo |

If you want, we can

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

Which doyouwant? ~SHoVMEO!

LET'S TALK

If any of these four match your group, your CEO on
brand strategy, your COO on property operations,
your Chief Commercial on revenue management,
your owner-operators on capability variance, and
your CHRO on labour pipeline are already asking the
Same question.

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 property group.

We will show you what your operations and

commercial team would walk in with next quarter.

Book a meeting

LET'S TALK

info@superworker.co
www.superworker.co







