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1 - SUMMARY

The value is already there. The
question is whether it compounds,
and whether anyone else can see it.

Businesses often possess meaningful value that is disconnected from
how they are actually perceived. Elevara exists to close that gap.

We do it in two ways. Inside the business, we put Al to work through Elevara
deployed agents: enterprise-grade agents connected to a company's own information,
its team and the way it works, given clear operational responsibilities and supervised
by the people who run it. Outside the business, when an owner seeks capital or
prepares to exit, we organise the evidence those agents have produced into a

coherent account that an investor or acquirer can understand.

The idea follows the model frontier AI labs now run with the world's largest
companies: embed alongside the team, connect agents to real systems, give them
defined jobs, and improve them continuously. Elevara brings that model to the
owner-managed SMEs and service businesses that make up most of the UK economy,

and which have so far been left with chatbots and point tools.
Three ideas run through this paper:
e Deployed, not sold. The value of an agent lies in the context it is given. Elevara's

role is to supply that context and maintain it.

e Built to compound. Elevara deployed agents learn the business. Every approved
decision, correction and outcome makes them more effective, so the return on the

deployment rises over time instead of flattening.

e Operating value becomes exit value. The same agents that protect margin and
service every day also build the record that proves it. When a capital event arrives,

that record becomes the basis of the narrative.
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2 - THE GAP BETWEEN VALUE AND PERCEPTION

Good businesses lose value in
two places: quietly in operations,
and abruptly at the point of sale.

Consider a typical owner-managed service business. It has been built over fifteen or
twenty years. It has loyal customers, reliable suppliers and a reputation for doing the
job properly. Much of what makes it work lives in the owner's head and in the habits
of a small team: which suppliers can be trusted on price, which customers need a call

before they need an invoice, which jobs look profitable on paper and are not.

That business is exposed to two kinds of loss, and they share a root cause.

The first loss is operational, and it is slow.

Margins rarely collapse. They erode. A supplier raises a rate without notice and the
selling price is never updated. A quote goes out under the margin the owner would
have accepted, because the person writing it did not have the job history to hand. An
enquiry sits unanswered over a busy weekend. A promised update is not sent and a
long-standing customer starts to look elsewhere. None of these events is large.
Together, compounded over years, they represent a material share of the value the

business should have kept.

The second loss happens at a capital event, and it is fast.

When an owner raises capital or sells, the business is assessed by people who do not
share its context. A founder knows the business through years of accumulated
experience. A capital counterparty encounters it as a compressed sequence of claims
and evidence. Capital events are compression events: whatever cannot be evidenced
in that compressed window tends to be discounted. Owner dependency, inconsistent
reporting, undocumented processes and unverifiable claims about service quality all

show up as risk, and risk shows up in price and terms.

Both losses come from the same place.

In each case the operating reality of the business is not captured. It is not watched
continuously, so small leaks go unnoticed. It is not recorded consistently, so when an

outsider asks how the business really works there is no coherent answer. Value is not
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made legible by a louder claim. It becomes legible when operating evidence, market

context and narrative are organised into a coherent account.

Elevara's model addresses both losses with one continuous piece of work.

3 - ENTERPRISE Al HAS REACHED THE TOP OF THE MARKET

The largest companies now have
agents wired into their operations.
Most of the economy does not.

Over the past two years, frontier Al labs such as Anthropic have moved from offering
models to working directly with large enterprises: embedding teams alongside the
customer, connecting agents to internal systems, and assigning them real operational
work. The results compound because the agent is placed inside the context of the

business rather than beside it.

That model has not reached the owner-managed firm, even though this is where most
economic activity sits. At the start of 2025 there were 5.68 million SMEs in the UK
private sector: 99.85% of all businesses, employing 16.9 million people (60% of
private-sector employment) and generating £2.8 trillion of turnover (51% of the

private-sector total).

Source: Department for Business and Trade, Business population estimates for the UK and regions 2025. Turnover excludes
financial and insurance activities.

The gap persists for practical reasons, not a lack of interest:

What the enterprise has What the typical SME has instead

Dedicated Al and data teams An owner and a small team with no spare hours

Agents connected to internal Work spread across inboxes, spreadsheets, quotes and accounting
systems software

Direct relationships with model Off-the-shelf tools sold as software, not as outcomes

providers

Budget and process for change Change that has to work first time, around the day job
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Leverage is greatest where this gap is widest. Margins in service businesses are
thinner, knowledge is more concentrated, and a small leak represents a larger share
of profit. An SME has less to spend on Al than a large enterprise, but it often has more

to gain.

The constraint is rarely the model. It is the context the model
is given, and whether anyone maintains that context as the
business changes.

4 - ELEVARA DEPLOYED AGENTS

Enterprise agents connected to your
information, your team and the way you work.

An Elevara deployed agent is an Al agent that Elevara designs, connects and
maintains inside a specific business. It is built around that business's strategy,
connected to its existing systems, and given a defined set of responsibilities. The team
stays in control: access and approvals are agreed with each business, and human

review is required wherever a decision matters.

The word "deployed" is deliberate. Elevara does not hand over software and leave. We
work out where the business slows down or leaks value, connect agents to the
relevant information, assign them clear jobs, test them against real work and keep

improving them. The agents are the vehicle; the deployment is the service.

Three standing responsibilities

Every deployment is tailored, but three responsibilities sit at the centre of most of

them, because together they protect the value a service business creates every day.

Margins are met, continuously. The agents check quotes and jobs against cost history
and the margin floor the owner sets. Under-priced lines are flagged and a correction
is suggested before the quote goes out. Margin is protected at the moment it is set,
rather than discovered to be missing at year end.
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Vendor prices stay accurate. Supplier invoices are reconciled to agreed rates and
price lists. Unannounced increases, duplicate charges and gradual drift are caught, a
query is drafted for approval, and the agents check whether the business's own

selling prices need to move to hold margin.

Customer experience does not slip. Enquiries are gathered in one place, missing
information is identified and a reply is prepared. Open jobs and promised dates are
tracked, so an update reaches the customer before they have to ask. Service quality

stops depending on who happens to be busy that day.

Supporting responsibilities

Around these sit the jobs that make a business easier to run and easier to understand:
making approved procedures and know-how searchable, with answers linked to their
source; and bringing outstanding tasks, exceptions and margin by job into a clear

weekly view of what needs attention.

Governance

Agents prepare, flag and draft. People approve. Pricing changes, supplier disputes
and customer commitments go to the team for a decision. Every action leaves a
record of what the agent saw, what it proposed and what was decided, which matters
both for trust inside the business and, as Section 7 explains, for the business's

eventual account of itself.

5+ WHY COMPOUNDING IS THE POINT

Most software is as useful on day one thousand
as on day one. Elevara deployed agents
are built to be more useful every month.

This is the most important idea in the model. A conventional tool delivers a fixed
amount of value: it does what it was configured to do, and its usefulness is flat or

declines as the business changes around it. An Elevara deployed agent is designed to

accumulate an understanding of the business, so the value it delivers rises with time.

Elevara Partners - Value That Compounds 6



What accumulates

Context. Price histories, supplier terms, customer preferences, job outcomes and the

reasons behind past decisions build up into a working memory of the business.

Judgement. When the team corrects an agent, the correction becomes a standing
rule. A mistake made once is not made again, and the agents need less supervision

with each month.

Coverage. Once an agent is trusted with one job, it can take on the next, drawing on
everything it has already learned. Each new responsibility costs less to add than the

last, because the context is already there.

The learning loop

The mechanism is simple and runs continuously. The agents observe the work as it
happens, prepare a flag, draft or recommendation, the team reviews it and approves or
corrects, and the outcome is learned as context for next time. Human review is not a

brake on the system,; it is how the system learns.

Stage What a deployment typically looks like (illustrative)

Month 1 Connected to the core systems. Working on one problem, under close supervision.

Month 3 Knows the main suppliers, their price history and the business's margin expectations.

Month 6 Anticipates margin risk before quotes are written; handles routine enquiries with light
review.

Month 12 Holds the institutional memory of how the business actually operates, and is extending

into new areas.

Illustrative progression. Actual pace depends on the business, its systems and the scope agreed.

Why this matters economically

Compounding changes the economics of the relationship for the client and for
Elevara. For the client, the value per pound spent rises over time rather than
plateauing. For Elevara, a deployment becomes more valuable and more embedded
the longer it runs, because the accumulated context cannot easily be replicated by a
new tool. And for the business's future owners, that accumulated context is itself an

asset: the knowledge that used to leave with the owner now stays with the company.
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6 - IN PRACTICE

Start with a useful problem. Build,
test and improve from there.

Engagements begin with one problem that matters to the owner and expand as the

agents earn trust. The jobs below are where most service-business deployments start.

Job What the agents watch What they do Value created
Margin protection New quotes against job-cost  Flag under-priced lines; Margin held at the
history and the margin floor  suggest a correction before  pointitis set
sending
Vendor price integrity Supplier invoices against Catch drift, duplicates and Leakage recovered;
agreed rates and price lists unannounced increases; selling prices kept in
draft the query step

Enquiries and follow- Inbox, web forms and missed Gather context, identify gaps, Faster responses;
up calls prepare a reply, chase silence fewer lost leads

Customer experience Open jobs, promised dates Spot slipping commitments;  Consistent service;

and feedback prompt an update before the stronger retention
customer asks
Knowledge and SOPs  Approved procedures and Answer the team's questions, Less dependence on
previous work citing the source one person
Operations and Tasks, jobs and connected Summarise exceptions, One consistent
reporting records margin by job and priorities  account of
performance

A worked example

A supplier invoice arrives. The agents read it and match each line to the agreed rate.
One material has risen by 6% without notice. The agents flag the increase, identify
the open quotes that use that material and re-check them against the margin floor.
Two quotes now fall below target. The team receives a short summary: the variance, a
drafted query to the supplier, and suggested revised prices for the two quotes. The
owner approves the query and one price change, and declines the other because

the customer relationship justifies the thinner margin. The agents record that
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decision and its reason. The next time the same customer is quoted, that context is

already there.

Nothing in that sequence is dramatic. The point is that it happens every time, without
relying on someone noticing, and that each instance leaves the agents slightly

better informed.

7 - FROM VALUE CREATED TO VALUE RECOGNISED

The business contains the value.
Communication determines whether
another person can see its shape.

This is where the two halves of Elevara meet. The deployed agents that protect
margin and service every day are also building a continuous, traceable record of how
the business performs. When the owner decides to raise capital or sell, that record

does not need to be reconstructed under time pressure. It already exists.

Elevara's Capital and Exit practice turns that record into a coherent external account.
We determine what matters, how the parts connect and how the account should be
understood, then connect the business with relevant investors or acquirers. The

account remains faithful to the operating reality, because it is built from it.
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What a counterparty asks, and what already exists

The evidence a deployment has already

Area The question a buyer or investor asks produced
Commercial Are the margins real and repeatable? Margin by job, checked at every quote, with the
history behind it
Operational Does the business run on systemsoron  Documented procedures and agent-supported
people? workflows in daily use
People How dependent is it on the owner? Captured knowledge and a measurable
reduction in owner hours on routine work
Financial Do the numbers tell one consistent Consistent reporting with figures traceable to
story? their source
Customer Will customers stay after the Response times, commitments met and service

transaction?

Prepare before the pressure

history

The strongest communication is built before a capital event compresses the time

available. Preparation does not commit an owner to a sale, a timetable or an outcome.

It improves the business in the meantime and preserves the ability to choose. If a

conversation does arise, management can focus on whether the opportunity is right,

rather than reconstructing basic facts.

The result we aim for is a smoother process: fewer surprises in diligence, a shorter

route to the right counterparties, and a valuation conversation grounded in evidence

rather than assertion.

a coherent account.

Elevara, core belief
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8 - HOW ELEVARA WORKS
One firm, two connected disciplines.

AT and Operations and Capital and Exit are available independently, or together as a
business develops. Many clients start with a deployment and come to the capital
work later. Others come to us ahead of a transaction and use deployed agents to

strengthen the business before it is presented.

Discipline Process

Al and Operations Understand where work slows and what would support the strategy; Connect the
relevant systems; Build the agents and their responsibilities; Test against real work
with the team; Improve continuously as the agents learn.

Capital and Exit Diagnose the operating reality; Frame what matters and how it should be
understood; Prepare the narrative, positioning and materials; Introduce the business
to the right investor or acquirer.

Working principles

Understand before framing. The operating reality comes first. The external account

must remain faithful to it.

Make the logic visible. Evidence becomes useful when its relationship to the central

idea is clear.

Prepare before the pressure. The strongest communication is built before a capital

event compresses the available time.

Your team stays in control. Access and approvals are agreed with each business, and

human review applies wherever it matters.
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9 - THE FOUNDERS

Two perspectives. One operating idea.

Ayoola, Co-founder

Ayoola's background is in brand and partnerships: building relationships between
companies, their audiences and their channels, and shaping how organisations are
understood from the outside. At Elevara, Ayoola leads narrative and positioning, and
brings hands-on experience deploying frontier AI models inside live business

operations, from initial strategy through to everyday use by the team.

Zohaib, Co-founder

Zohaib's background is in recruitment: assessing capability, understanding what
makes people and teams work, and matching them to the right opportunity. That
discipline underpins how Elevara maps businesses to the right capital partners and

next stewards, and how teams adopt the agents we deploy.

Together, the founders combine an applied understanding of what frontier models
can do with the commercial judgement to put them to work where value is created,
and to make that value visible to the people who will one day assess it.

The capability gap is widening every quarter.

The models are now capable enough to do real operational work. The largest
companies are already using them that way, and the distance between them and
everyone else is growing. The SMEs and service businesses that close that gap first
will not only run better. They will be better understood, and better valued, when the

time comes to raise capital or pass the business on.

A generation of UK owners is also approaching succession. Many of their businesses
are sound, but their value is held in people and habits that are hard to evidence.
Every month of preparation before a transaction improves both the business and its

account of itself.
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Elevara exists to help the businesses at the centre of the UK economy do both: build
value within, and prepare for what comes next.

What we are seeking

[Specific ask: for example, introductions to owner-managed businesses, advisory
board members, or investment. Replace before sending.]

Contact

Elevara Partners
167-169 Great Portland Street, 5th Floor, London W1W 5PF

enquiries@elevarapartners.com - elevarapartners.com

This paper describes Elevara's approach and illustrative use cases. Examples, workflows and timelines are illustrative and do not

represent results from a specific engagement. It is not financial, investment, legal or tax advice. © 2026 Elevara Partners.
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