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Accelerate Generative Al
Adoption + ROl Now

Enabling organizations to move from pilots to scalable, measurable, ' /
real-world business impact 3
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HMC ONE

A unified framework to assess, build, and scale Al capabilities across your organization
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B ™ Microsoft
B Partner

ASSOCIATE

Microsoft
CERTIFIED
DATA ANALYST
* *

COMPANIES - 2025

AWARDS

Digital . . . . Workflow
. Generative Al Data Analytics Data Visualization i i i

e Solution Creation: We develop innovative solutions that address specific business
challenges, leveraging your deep industry knowledge and technical expertise.

e Employee Training: Recognizing the importance of upskilling, we provide training
programs to empower employees with the skills needed to harness data effectively.

e Business Use Case Development: We collaborate closely with you to identify and
create practical business use cases that maximize the value of data-driven insights.

Visit us at havishmconsulting.com
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CLIENTS

We work across India, Middle East, US and UK

m KABEL LANDMARK ’.‘ J Kce m e nt Kamber

DS GROUP

Welspun Y9 ReNew

Petoleum Finance Limited
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INDUSTRY ACADEMIA INTERACTION

We work with Top B Schools around the world

Havish M Consulting ©
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INDUSTRY ACADEMIA INTERACTION

HMC 2026 Interns
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https://youtu.be/GXvKeRPdvIo
https://youtu.be/zcFOlvpNa_I
https://youtu.be/Q_wBJfmsEdA
https://youtu.be/UV8nsXheImk

HMC ONE

A unified framework to assess, build, and scale Al capabilities across your organization

HMC ONE

Al STRATEGY. BUILT TO SCALE.

HMC One is Havish M Consulting’s flagship enterprise Al adoption framework — designed to take
organizations from fragmented experimentation to structured, scalable, and measurable Al transformation.

It integrates consulting, training, and execution into a single, phased journey:

@ @ﬁ\@@@ gg

ASSESS PLAN TRAIN ACTIVATE MEASURE

Covers leadership alignment, capability building, real use-case development, and impact tracking
Ensures Al is not just learned—but embedded into workflows and decision-making

This aligns with your core positioning of enabling data-driven and Al-driven decision-making
across all levels of the organization

HAVISH M
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The GenAl Reality

Why most pilots stall — and how we get organizations to measurable ROI

Most GenAl pilots fail before they scale.

We've built an end-to-end system that takes organizations from baseline to measurable ROI

and we've done it 20+ times.

20+ Engagements Baseline > ROI Measurable

Enterprise GenAl programs delivered end-to-end A single, phased system — not disconnected pilots Impact embedded in workflows and decisions

HAVISH M
CONSULTING
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Who We Work With

Enterprise clients, spanning sectors and leadership levels

From the boardroom to the front line

Promoters Executive Committee

Business Heads Front Line

Depth of engagement — we operate at every level of the client organisation

Listed companies - ¥5,000-15,000 Cr revenue - across sectors - strategy turned into execution

Across Sectors X5,000-15,000 Cr

Manufacturing, retail, financial services, healthcare,
real estate and infrastructure — our work is never
confined to one industry.

We're built for listed companies in this revenue
band, where governance, speed and scale all matter
atonce.

Havish M Consulting ©

Promoters to ExCo

From founder-promoters to Boards and Executive

Committees, we engage through leadership
coaching, ROl discussions and steering committee
reviews.
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Customer Stories across Sectors

Marquee clients across sectors, grouped by common industry themes

I N R

aall: E N = Naopm I N S S W

Havish M Consulting ©

Amber Enterprises

RR Kabel
Welspun

JK Cement
Jindal India
Landmark Group
Zydus

Indusind Bank
Bahri & Mazroei
K Raheja

Sterlite Power

Bharat Petroleum

Air Conditioners & Consumer Durables (OEM/ODM)

Wires & Cables

Home Textiles, Pipes & Infrastructure
Cement

Steel & Power

Retail (Fashion, Home, F&B)
Pharmaceuticals

Banking

Trading, Retail & Real Estate

Real Estate & Retail

Power Transmission Infrastructure (EPC)

Oil & Gas Refining and Marketing

Consume

Metals & Mining / Energy

Retail & Consumer

Healthcare / Life Sciences

Financial Services

Diversified / Conglomerate

Real Estate

Power / Infrastructure

Energy & Infrastructure

r Durables / Manufacturing
Electrical Equipment / Manufacturing
Textiles / Diversified Manufacturing

Building Materials / Manufacturing

HAVISH M
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Recommendations

Hear from our Clients

strategy&

STU

e
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Kushal Sinha
Partner at Strategy&

“Havish adapts to audience requirements and enables the team to pick

things up and run themselves. He covers advanced analytics techniques
focusing on problem solving techniques.”

Giuseppe Cozzolino
ONB HR Director - Europe at Sterlite Technologies Limited

“Clear in explaining the different problems and how to solve them.
Appreciate his capability to follow up questions and immediately give a
feedback to solve the issue.”

Asad Equbal Khan
General Manager - Dubai at Bahri & Mazroei Trading Company

“Insightful and engaging workshop on GenAl. The sessions helped usin
aligning our perspectives and on leveraging Al across operations. Excited
to see these insights translate into action at BMTC.”

Shell

DS GROUP

Ly

Yogesh Yadav
CFO at Shell Group Entity - Sprng Energy

“Automation projects done helped us streamline and accelerate our
workflows and enabled teams to complete complex tasks faster.”

Rajeev Jain
SVP Marketing at DS Group

“Havish has thorough knowledge and is very sincere. Learnt a lot about
applications in Al tools.”

Abhinav Chaturvedi
Senior Consultant - Strategy Operations at KPMG Ireland

“Havish is very sincere and a dynamic, driven by his passion to learn and
deep dive into the subject matter. His analytical bent of mind and sharp
business acumen makes him a detail oriented and thorough professional.”

HAVISH M
CONSULTING




Engagements with Promoters / Board / C Suite across organizations

We work directly with the decision makers

i
»

ADITYA BIRLA GROUP

bharti M

Paraj Raja Ajay Soni Dipali Goenka
MD and CEO Chief Learning and MD & CEO
Bharti AxA Leadership Development Welspun Living
Officer

Aditya Birla Group

CENTURYPLY Ceetoty

Sajjan Bhajanka Mukti Hariharan Anindyo Naskar

Chairman CFO AVP and Head L&D
Centuryply Coca Cola-India and South Landmark Group
West Asia

Havish M Consulting ©

i |
Welspun®

Jasbir Singh
CEO and
Whole Time Director
Amber Enterprises

Harendra Singh
Chairman and MD
H.G. Infra Engineering

Group President and

v@ JKcement

Nitish Chopra

Leena Tiwari
Chairperson
Business Head usv

JK Cement

N Neterwala

Anosh Neterwala
Vice Chairman

Vidur Sehgal
Account Director
Neterwala Group Dell

HAVISH M
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Gen Al Adoption Roadmap

A phased approach to enterprise Gen Al adoption

]

ASSESS

Gen Al Baseline
Assessment

Pre-Workshop
Pulse Check

Pre-Training Use
Case Assessment

Havish M Consulting ©

Leadership Simulation

PLAN

24-Month Adoption Plan
6-Month Roadmap

Enterprise License Delpoyment

Al Maturity Sprint

Safety Framework

TRAIN

Customized Assessments

Problems Based on
Client Data

Teams Presenting Work

Hackathons

e

47

ACTIVATE

Workshop Screenshots
& Assets

Recap Videos + LMS Content

Newsletters

Capstone Project

%

MEASURE

Implementation Tracking

Organization
Maturity Index

ROI Measurement

Individual Evaluation
Job Task Architecture

Job To Automation Intelligence

HAVISH M
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Tools Covered

Open Tools, Enterprise Tools, Local Models

¥ Claude ',b Gerﬁini A NotebooklLM Eﬁﬂl perplexity
a 9 Google Al Studio
(@ Gamma m - A Google Antigravity w Codex .= replit

@' deepseck {;& Qwen m g Grok iy

aLMStudio @OIlama T L MATena (=) Hugging Face :l Ieplit O'O{-.? n8n

HAVISH M
CONSULTING

Havish M Consulting ©




Capability Programs

Four programmes that turn everyday tools into
business advantage

From spreadsheet basics to machine learning, each programme builds skills in progressive levels

Excel PowerPoint Power Bl Introduction to
Four levels - Pulse to Fusion Three levels - Base to Prime Four levels - Ignite to Consult Machine Lea I"I"Iil"lg

Three levels - Explore to Deploy

HAVISH M
. . CONSULTING
Havish M Consulting ©




From data entry to decision engine: four levels of Excel mastery

Excel capability programme - Pulse > Boost » Charge »> Fusion

LEVEL 1 LEVEL 2 LEVEL 3 LEVEL 4

Excel Pulse Excel Boost Excel Charge Excel Fusion

Master the essentials Work faster with dynamic formulas Turn data into insight Built around your problems

For: early-career staff and non-technical For: analysts, team leads and For: senior analysts, finance and ops For: power users, MIS and automation

teams experienced users teams teams

* Sort, filter and data validation * Dynamic arrays, OFFSET, INDIRECT * Power Query ETL and folder merges * Mix-and-match advanced topics

* Text cleaning with TRIM, TEXTJOIN, * Nested IF, IFS and array logic * Power Pivot data modeling * Macros and workflow automation
Flash Fill e XLOOKUP, FILTER, INDEX-MATCH * What-if, regression and forecasts e Custom solutions on client data

* SUMIFS, IF logic and XLOOKUP basics * Formula-driven charts and pivots * VBA for repeat tasks

* Pivot tables and basic charts

A B C $200 |tGeneraI]
1 Thousands Thousands Thousands |=LET{tgt,BB, dC h,CB, fte,DB, 5% b= ;
2 #,640,"(K)" | #,#40, (in thousands)" car 12 g Sub ExampleDebugPrint ()
3 34,162 34 (K) 34 (in thousands) : ——————————— 5 1 ‘,&n: Dim ¥ As I ntege T
4 34,150 34 (K) 34(inthovsands) | W ¢ | = ! 1 - )
: = Dim y As Integer
5 18,970 19 (K) 19 (in thousands) -_ =" - .
6 39,356 39 (K) 39 (in thousands) I F{ OR (AN D [ ach > tgt: fte P 3232  patrmbe 7 x Dim z As Integer
7 34,561 35 (K) 35 (in thousands) S =
8 45,838 46 (K) 46 (in thousands) exp >=5 }I o ;ZC::.”":@.: ZZ; = £ = 10
9 49,738 50 (K) 50 (in thousands) - -
10 29,919 30 (K) 30 (in thousands) e y = 20

I Every workshop includes: solved problem files - cheat sheets - advanced practice problems - curated YouTube list - GenAl prompts - reference material

HAVISH M
CONSULTING
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From slides to storylines: three levels that make every deck boardroom-ready

PowerPoint capability programme - Base > Edge > Prime

LEVEL 1 LEVEL 2 LEVEL 3

PowerPoint Base PowerPoint Edge PowerPoint Prime

Build clear, structured slides Tell the story with data Deliver high-stakes presentations

For: early-career staff and non-technical teams For: analysts, managers and client-facing teams For: leaders, consultants and CXO-facing roles

* Shortcuts, alignment and grouping * Advanced charts, tables and SmartArt * Action buttons and hyperlinked navigation

* Themes and Slide Master basics * Custom templates and brand alignment * Audio, video and motion paths

* Images, icons and SmartArt * Linked Excel and embedded objects * Reusable templates and custom shows

* Design principles: white space, consistency, » Storytelling for business cases and reviews * Presenterview and PowerPoint Live
readability

é Integrated marketplaces...without retail as we know it

Color mogel: v e e e inferml Financial
'EIS'I!I’IN! P iﬂﬂillE
H. d S foontvers oy e eerme e Look st how Ipsy is completely reinventing =
ad: B3 ihelsoautyexperionce o much more han
- -
Green: 114

4 Ak

Blue: 19

b : k

I Every workshop includes: curated links - curated YouTube list - templates - cheat sheets - GenAl prompts - reference material

HAVISH M
CONSULTING
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From raw data to boardroom dashboards: four levels of Power Bl capability

Power Bl capability programme - Ignite > Elevate > Pinnacle » Consult

LEVEL 1

Power Bl Ignite

Build your first dashboards

Goal: build and navigate interactive
dashboards

* Connect data sources

e Charts, slicers and filters

* Themes, formatting and bookmarks
* Publish to Power Bl Service

Consumer was the largest Segment with average category sales of 4214167

LEVEL 2
Power Bl Elevate

Scale reports with Power Query

Goal: clean, scalable reports with
automated prep

* Merge, append and clean data

* Parameters and conditional columns
e Customvisuals and KPI indicators

e Drillthrough and tooltip pages

I
St

B4
2 lll“l“lllllll“l" ~

1| sntalill

.« .
)

ki

LEVEL 3

Power Bl Pinnacle

Model data with advanced DAX

Goal: analytical dashboards that drive
decisions

* Measures and time intelligence

* Row-level security

e Star schema and performance tuning
* Scenario modeling

ic Month _ Active Joining =

TE (
Fact_Report[Employment Details Date of Joining] ),

FILTER ( Fact_Report, Fact_Report[Employee Status] = “Active” ),

FILTER ( Fact_Report, Fact_Report[Employee Type] = “Full Time Employee" )

9 CALCULATE (
MAX ( Fact_Report[Employment Details Relieving Date] ),
FILTER ( Fact_Report, Fact_Report[Employee Status] = "Terminated" )
FILTER ( Fact_Report, Fact_Report[Employee Type] = "Full Time Employee” )
)),"MM") ¢ 1

RETURN

EEELLEL L

LEVEL 4
Power Bl Consult

Deliver enterprise Bl solutions

Goal: client-ready solutions for
stakeholders

* CXO-level dashboards

* Power Apps and Power Automate

* Governance and deployment pipelines
* Data culture and adoption

We receive invoices

v form of soft and hard copy

™A
(Travel Medical g T
m ck

I Every workshop includes: solved problem files - cheat sheets - advanced practice problems - curated YouTube list - GenAl prompts - reference material

Havish M Consulting ©
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From curiosity to working models: three levels of machine learning

Introduction to Machine Learning - Explore > Build > Deploy

LEVEL 1 LEVEL 2 LEVEL 3

ML Explore ML Build ML Deploy

Understand what ML can do Train your first models Put models to work

For: business users, managers and non-technical teams For: analysts with Excel or Power Bl experience For: data champions, Bl and analytics teams
* Core concepts: supervised vs unsupervised * Regression and classification models e Clustering and forecasting

* Where ML fits in business decisions * Train/test split and accuracy metrics * Model evaluation and bias checks

* Data quality and preparation basics * Feature selection and preparation * Embedding predictions in dashboards

* No-code ML with Excel and Power BI * Python notebooks and AutoML tools e Combining ML with GenAl workflows

In (1): # Import numpy library

import numpy as np scikit-learn

@ algorithm cheat-sheet

Tools you can use

# Create an example two-dimensional array

a = np.array([[1, 2, 3], [4, 5, 6]]) B S
print(*'a’ array: ")| "
print(a)

# Show some attributes of this array

print(“Number of dimensions of 'a' array: " + str(a.ndim))

print(“Number of elements of 'a‘' array: " + str(a.size))

print(“Shape of 'a' array: " + str(a.shape))

print("Data type of 'a' array: " + str(a.dtype))

pandas 14 g X matplotlib 1;; O .
) -.:m‘n o catonn

mNuml’) Toorflon  pytaecn ﬂXmEaast

S \
Jupyter '~J

o= ANACONDA
Moter Notetsons MINICONDA

Number of dimensions of 'a' array: 2
Number of elements of 'a' array: 6
Shape of 'a' array: (2, 3)

Data type of 'a' array: int64

dimensionality
reduction

Every workshop includes: solved problem files - cheat sheets - curated YouTube list - GenAl prompts - reference material

HAVISH M
CONSULTING
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Functional Capabilities

GenAl capabilities built with every business function - HR - Finance - Procurement & Logistics - Marketing

15 CAPABILITIES

HR

LIFECYCLE

Hire > Onboard »> Organise >
Develop > Retain > Exit >
Enable

SAMPLE CAPABILITIES
CV-JD Match Copilot
Living Org Chart

Attrition Risk Modelling

Al Voice Exit Interviews

=

15 CAPABILITIES
Finance

LIFECYCLE

Record - Close > Report > Plan
- Control > Analyse > Enable

SAMPLE CAPABILITIES
* Automated COGS Calculator

* Variance Commentary
Writer

* Cash Flow Forecaster

* Expense Audit Copilot

=

15 CAPABILITIES
Procurement &
Logistics

LIFECYCLE

Source 2 Buy - Plan > Move >
Enable

SAMPLE CAPABILITIES

* Commodity Price Tracker

BOM Automation

Inventory Optimiser

Route & Load Planner

I In every function: use-case discovery - hands-on workshops on the team's own data - working tools the team keeps using

Havish M Consulting ©

&

15 CAPABILITIES

Marketing

LIFECYCLE

Research » Plan » Create »
Sell » Measure » Enable

SAMPLE CAPABILITIES
* GenAl Ad Creatives
* Dealer Reward Forecaster
* Lead Scoring Model

 Campaign Performance
Dashboard

HAVISH M
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HR Capabilities

HR capability programme - Hire » Onboard > Organise > Develop > Retain > Exit > Enable

03 - ONBOARD
@ Onboarding Journey

02 - HIRE
JD & Interview Kit

I—H 01 - HIRE
@ cV-JD Match Copilot
Generator

Turns arole briefinto a Role-specific pre-joining

checklists, Week-1 schedules

Scores every CV on 7 manager-
weighted criteria, flags red flags structured JD, competency

and writes tailored interview questions and a panel scoring
questions rubric hire

08 - DEVELOP
Executive Talent
Tracker

06 - ORGANISE
Remote Workplace
Survey

07 - ORGANISE
9 Field Manpower
Deployment Model

)

One-page leader scorecards:
ratings, risk, readiness and
successors, with bulk PDF/PPT
export

Sizes state-wise field headcount
against market potential and
coverage targets

VBA survey, consolidation macro
and Power BI: a 5-factor remote-
readiness index perrole

13 - RETAIN

@ Attrition Risk

Modelling

12 - RETAIN
(K% Frontline Attrition
Dashboard

11 - RETAIN
ﬂ Succession Planning
Workbench

®06

Hands-on ML programme
building attrition prediction

Eight spreadsheets in one: talent
KPls, a live 9-box, succession
pipeline and Al talent summaries

Attrition by region, tenure, role
and manager, so HR acts on
hotspots early

and 30/60/90-day goals for every

models on BFSI workforce data

04 - ONBOARD
@ HR Policy Assistant

Answers leave, travel and
benefits questionsin plain
language, from your own policies

09 - DEVELOP
Q Performance Review
Copilot

Review templates, feedback
rewritten as specific behaviours,
and calibration-ready rating
views

14 - EXIT
Al Voice Exit Interviews

An Al interviewer asks 5 adaptive
questions and feeds an attrition
insights dashboard

I Built with: Microsoft 365 Copilot - GenAl prompts - Excel and VBA - Power Bl - machine learning - Al voice agents

Havish M Consulting ©

O 05 - ORGANISE

L3 Living Org Chart

One Excelin, an interactive org
out: spans, layers, reorg
scenarios and succession gaps

10 - DEVELOP
7~ Skills Gap & Learning
Map

Maps role skills against
assessments to show gaps by
team and recommend learning
paths

15 - ENABLE
v=| GenAl Enablement for

HRBPs

Four sessions that get HR
business partners using
Microsoft 365 Copilot in daily
work

HAVISH M
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Finance Capabilities

Finance capability programme - Record > Close > Report » Plan > Control > Analyse > Enable

01 . RECORD __ 02-RECORD 03 - CLOSE
0 . e o —

. Bank Reconciliation Month-End Close
.E- Invoice Data Extractor .

Assistant Tracker

Reads supplier invoices and Matches bank statements to the Close checklist with owners, due
PDFs, extracts line items and ledger, flags unmatched entries dates and status, so progress
builds a ledger-ready sheet and drafts follow-ups shows in one view

06 - REPORT 08 - PLAN

Automated COGS 97 - REPORT . @ Budget & Forecast
E [ Board Pack Builder g

Calculator Model
Builds product cost from BOM, Converts monthly numbersinto a Driver-based budget in Excel with
labour and overheads for real- brand-consistent board deck rolling forecasts and scenario
time cost visibility with headline messages switches

11 - CONTROL

@E Receivables & @ 12 - CONTROL

13 - CONTROL
Finance Policy

Expense Audit Copilot

Collections Tracker Assistant
Ageing buckets, risk flags by Screens expense claims against Answers questions on credit
customer and Al-drafted policy and flags duplicates and terms, approval limits and
reminder emails outliers finance policies

I Built with: Microsoft 365 Copilot - GenAl prompts - Excel and VBA - Power Bl - Python - document Al

Havish M Consulting ©

04 - CLOSE
Variance Commentary

Writer

Turns budget-vs-actual tables
into plain-language commentary
for the MIS pack

09 - PLAN
{& Scenario & Sensitivity
oy
Simulator

Tests price, volume and FX
moves on P&L and cash before
decisions are made

14 - ANALYSE
j\f Financial Statement
Analyser

Reads annual reports, computes
ratios and benchmarks peersin
minutes

05 - REPORT

Wﬁ Finance Command

Dashboard

Power Bl view of revenue,
margin, cash and working
capital, refreshed automatically

10 - PLAN

Cash Flow Forecaster

13-week cash forecast built from
receivables, payables and payroll

schedules

15 - ENABLE

GenAl Enablement for

Finance

Hands-on workshops in Copilot,
Excel and Power Bl on the team's

own data

HAVISH M
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Procurement & Logistics Capabilities

Procurement and logistics capability programme - Source > Buy > Plan > Move > Enable

01 - SOURCE
\ﬁ Commodity Price

02 - SOURCE
é@% Supplier Discovery &
Scoring

03 - SOURCE

Tracker RFQ & Bid Comparison

Tracks and forecasts copper and
other input prices so buyers time
their purchases

Shortlists suppliers and scores
them on price, quality, delivery
and risk

Drafts RFQs and compares
supplier bids side by side with a
recommended award

06 - BUY

@ Spend Analytics
Dashboard

07 - PLAN

Demand Forecasting
@ Model

OS> 08 - PLAN
Inventory Optimiser

©

Sets reorder points and safety
stock, and flags slow-moving and
excess stock

Spend by category, supplier and
plant, with savings and off-
contract spend flagged

Forecasts demand by SKU and
region from sales history and
seasonality

13 - MOVE
Warehouse SOP
Assistant

11 - MOVE
=5 Shipment Tracking
Dashboard

12 - MOVE

.E
——1

Compares freight invoices with
contracted rates and flags
overcharges

Freight Cost Analyser £H

Turns warehouse know-how into
searchable SOPs and answers
floor-team questions

Live view of orders in transit,
delays and on-time delivery by
carrier

I Built with: Microsoft 365 Copilot - GenAl prompts - Excel and VBA - Power Bl - machine learning - Al agents

Havish M Consulting ©

Builds and checks bills of
materials to remove manual
errors and speed up buying

Tracks news, delivery history and
financials to warn of supply
disruption

Scores distributors and
generates Al recommendations
for channel action

04 - BUY

05 - BUY

BOM Automation PO & Contract Copilot

Drafts purchase orders and
checks contract clauses against
standard terms

09 - PLAN
Supplier Risk Monitor

© 10-MOVE
@ Route & Load Planner

Plans delivery routes and truck
loads to cut distance and empty
miles

14 - MOVE
Distributor
Performance Review

15 - ENABLE
GenAl Enablement for

Supply Chain

Workshops for buyers and
planners in Copilot, Excel and
Power Bl on live data

HAVISH M
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Marketing Capabilities

Marketing capability programme - Research > Plan > Create > Sell > Measure > Enable

01 - RESEARCH
[ Market & Competitor

02 - RESEARCH

Customer Insight L]
Miner

03 - RESEARCH

Scanner Industry Report Builder

Summarises competitor
launches, pricing and messaging
into a weekly brief

Groups reviews, surveys and
social comments into themes
and sentiment

Deep-dive sector reports,
formatted and sourced, ready in
hours

08 - CREATE
@ Brand Consistency

Checker

07 - CREATE

- 06 - CREATE
‘ GenAl Ad Creatives Content Copilot

04 - PLAN

(C Persona & Segment

05 - PLAN

Builder Campaign Planner

Builds customer personas and Turns a brief into objectives,
segments from CRM and survey channel mix, budget splitand a
data content calendar

10 - SELL
% Dealer Reward
Forecaster

09 - SELL
] Pitch Deck Builder

Audience-tuned visuals, copy
and video variants for each
channel

Drafts blogs, social posts and
emails in the brand's own voice

Reviews copy and creatives
against brand guidelines before
release

13 - MEASURE
{ Marketing Mix
Simulator

11 - SELL 12 - MEASURE

A Campaign Dashboard

Lead Scoring Model

Ranks leads by likelihood to
convert so sales calls the best
ones first

Spend, reach, leads and ROI by
channelin one Power Bl view

Tests budget shifts across
channels and forecasts the
effect on sales

Builds client-specific pitch decks
from product and case-study
libraries

Forecasts dealer reward payouts
and sales lift under each scheme

14 - MEASURE
Social Listening
Tracker

15 - ENABLE
GenAl Enablement for

Marketing

Tracks brand mentions and
sentiment, and flags spikes that
need aresponse

Workshops on prompting,
creative tools and analytics for
marketing teams

I Built with: Microsoft 365 Copilot - GenAl prompts - image and video generation - Excel - Power Bl - machine learning

Havish M Consulting ©
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Other Offerings

Leadership coaching, GenAl Labs, workshops and on-demand learning content

Leadership Coaching

We equip CXOs and senior teams
with data and Al-driven decision
frameworks that sharpen strategic
clarity and accelerate transformation.

Our leadership interventions foster
alignment and sustained momentum
across complex business
environments.

Physical / Online
Workshops

We deliver high-engagement,
outcome-focused workshops that
translate analytics and Al and data

concepts into practical skills.

Anindya

Vikas Kaushik

Gen Al Lab

We build enterprise-grade GenAl
Labs that help organizations rapidly
experiment, operationalize, and scale
high-impact Al use cases.

LMS Content

We design high-quality, modular
learning content that enables
employees to learn at scale through
flexible, on-demand pathways.

Our videos combine real case
studies, hands-on exercises, and
industry relevance to drive consistent
capability uplift.

=\ -V

GENAIM™ Framework:

GENAIM Index

O ] D:S/n [y  Onse
PRESENTS
BECOME AN EXCEL EXPERT

QONSE NCFM PRO®

Data Analytics &
> g Business Intelligence

£ '
LOGIN TO DISHA TODAY . J
P

S
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GEN Al BASELINE ASSESSMENT
LEADERSHIP ONE-TO-ONE CALLS

PRE - WORKSHOP PULSE CHECK
PRE - WORKSHOP USE CASE ASSESSMENT

24 MONTH ADOPTION PLAN | 6 MONTH ROADMAP | Al MATURITY SPRINT
SAFETY FRAMEWORK

CUSTOMIZED ASSESSMENTS
PROBLEMS BASED ON CLIENT DATA
TEAMS PRESENTING WORK | HACKATHONS

SCREENSHOTS / ASSETS FROM WORKSHOP
IMPLEMENTATION TRACKING

HAVISH M
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GEN Al BASELINE ASSESSMENT

Establish a fact-based view of the organization’s current Al

maturity across data readiness, technology infrastructure, B
talent capabilities, and use-case adoption. <> Havish M Consulting
This includes benchmarking against industry standards and Al Integratlon Readiness Questionnaire (Copy)

identifying capability gaps.

This questionnaire helps understand the current starting point of Al awareness, digital capability, and workflow patterns across the organization.
The responses will help establish a baseline before the Al journey begins and identify areas where Al could improve productivity and reduce manual effort.

Outcome: :
. . e . . . . Instructions:
Clear starting point and prioritization of high-impact
. . * Please answer based on your current experience in your role
intervention areas.

® There are no right or wrong answers
* |f unsure, select the closest option
* Short explanations are must where applicable

The questionnaire will take approximately 30-45 minutes to complete, and your thoughtful responses will greatly help in shaping how Al can support your work and improve
organizational processes.

Your honest input is highly valuable and will directly contribute to identifying opportunities to make everyday work more efficient and impactful.
When you submit this form, it will not automatically collect your details like name and email address unless you provide it yourself.
* Required
Al Awareness
1. | am familiar with Generative Al tools such as ChatGPT, Copilot, or Gemini. *
Think about whether you have heard of tools that generate text, answer questions, or create content automatically.

O Strongly Disagree

C) Disagree

O Agree

HAVISH M
CONSULTING




GEN Al BASELINE ASSESSMENT

Where to start: target functions that combine pain with readiness

Pilot selection should balance business friction, user readiness, and sponsorship potential
KEY PROOF POINTS

Executive Summary

Takeaways from the baseline survey 96()/

® Employees are digitally ready:

Recommended pilot logic (SAMPLE)

Priority 1
believe Al can improve productivity 10 e reness i o pots * P&S: strong process pain and good readiness—

i Q;O";:Slu good candidate for reporting, approval, and
document workflow pilots.
‘,,\s,e(.m (=5) : * CXO-led workflows: pain is high; use
i leadership-sponsored pilots to remove approval
.N W) and reporting friction that cuts across teams.

Which functions look most ready for targeted pilots

93% are comfortable with digital tools; 82% are comfortable experimenting with o
93%

® Pain is tangible: comfortable with digital tools today

w
®

bt
<

w
o

Priority 2

."‘M =2 * ITand O&M can act as enablement and

s adoption champions.

H .‘& — * HR & IR shows lower awareness; pair any pilot
: ' there with additional training and guardrails.

~80% report manual-process dependence, ~75% cite repetitive work, and ~70% o
see rework or approval delays. 8 0 /0

Process pain score (1-5)
w
o

B N say their teams rely on manual processes
® Usage exists but is uneven:

w
IS

w
w

73% already use GenAl tools, yet only 61-63% clearly associate GenAl/Al with core 66%
enabling technologies.

High

w
~

3.6 3.8

have active concerns about Al risks
Al awareness score (1-5)

Where employees lose time and where can Al win it back

Top pain-points & quick-win automation opportunities

The core gap is not belief; it is translation into everyday workflows

Strengths cluster around intent and digital comfort; weaker areas cluster around conceptual clarity, risks, and process bottlenecks

checking order

status addition &0 Top Al quick wins

ordering work . pI"OCGS_S
breakdown dashboang
shortages rejection

creating

approvals Sreports

machine working

)
sales d a t a manpower

materlalg development planning

© ti
presentation system"€POrting

©
. ° ) s -
gsatlly = maintaining 1 =
repetitive suppliers exce q'_‘) s
ma n U a ]_ scattered q>) reading §
- . tools follow i em(:l

purchase

* Email writing and summarization
» Creating weekly/manual reports
* Dashboard consolidation

* Data entry and reconciliation

Pain by the numbers

Data (gathering. silos. analysis)
Manual work
Reports / MIS
Emails / maits

Follow-ups

Where the organization is strongest vs. where it is less mature

Belietin A productivy impact -
Comfortwith digita oot
Famiarity with Gena!toos - -
Comfortexperimenting witn 1 -
Manuak-process dependence - -
Adopts new digital toos - -
Exposure o AuGens N <
Understands GenAl capabilities - R 75>
Repettive work oo -
Current use of Gendl oot
Rework due to report/data errors - -
Approvalfllow-up deleys - -
Concerns about Al risk - R o
Associates Al with core tech NI -
Associates GenAl with core tech - <o

0 20 40 60
% Agree / Strongly Agree

Management interpretation

What to lean into

* Very strong belief in Al productivity impact

(96%).

« Digital-tool confidence is already high

(93%).

* Experimentation comfort is strong enough to

support pilots (82%).

What to fix

* Conceptual understanding of Al/GenAl is
weaker than tool familiarity.
* Approval delays and data/report rework

remain widespread.

* Risk concerns are high enough that
governance must be visible from day one.

HAVISH M
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LEADERSHIP ONE-TO-ONE CALLS

One to One calls with Leaders to understand their needs.

.?. Voices from the Business Leaders
alea

Outcome:
Leadership alignment, faster decision-making, and top-

down sponsorship. Carlos

IT / Systems / Digital
Enablement

Key Expectations

Mahesh

Finance / Planning /
Investment

Key Expectations

Inputs gathered to shape our GenAl training and enable real business impact

Roshan

IT / Integrations /

Key Expectations

@)

Operational Excellence

Purpose of Training

Build practical GenAl capabilities to solve
real business problems, improve productivity,
and drive better decisions.

Jignesh

Operations / Maintenance /
Asset Reliability

Key Expectations

+ Understand what Al can do
and what it cannot do

Focus on backend capabilities

RR Kabel <> HMC

.

No access to MCP

Wishlist: Agent / OpenClaw to
update data and files using
templates (PPT, Excel)

+ APIs and plugins (Excel, PPT)
+ Reporting & summaries

+ Using Fireflies in Teams to
capture and compile action items

+ Action items — Tracker in
Microsoft Planner — Follow up

+ Monthly reports from SAP —
Excel templates — Manual data
entry — Charts

+ Power Bl dashboards

+ Comments & remarks
with analytics

Board dashboards

+ Scenarios & market updates
(e.g., war, oil prices — impact
on business)

+ Alerts for currency, dollar,
and oil price triggers

+ Investment proposals: Need to
validate assumptions using
market information before
decision-making

we &0 OE O

S|

Bl Connect to Microsoft 365
€. + Leverage basic connectors,
skills, and repositories

+ SAP involves manual
data and work

Al
W\« Share best practices
across the organization
090
=0

Safety software: Record violations /
breaches and trigger alerts to
supervisors

+ Autonomous Al for sensor +
vibration monitoring
X-ray images of pipes: ~1000
images/day reviewed by humans
Need faster flagging (0.4 sec

refresh rate). Focus on repeatability
and reproducibility

DB @

Maintenance software has too
much data; action items are few.
Need to detect genuine breakdowns
outside normal range

2\

Make sense of numbers, remove
bias, and improve productivity

Reduce manual work, follow-ups,
and data prep for management

 be

Cross-Cutting Needs Across All Leaders
Save time and Ensure accuracy, O Enable collaboration M
c reduce manual, trust, and }V. and action tracking l
o Y
repetitive work governance

across teams .-l
The leaders are looking for practical, reliable, and integrated Al solutions that help them work smarter, make faster and better
decisions, and focus on high-value work. They want GenAl to handle data, summarize, analyze, alert, and automate—while humans
focus on judgment, strategy, and action.

Turn data into
insights and
better decisions

Monitor external
factors and get
proactive alerts

©)

1748

2 a BNG v
X ety coe Ml Qe 208 RN®I g

RuorsmoeREoadd

Key Takeaway

ol Apply Al where
decision-making
and judgment matter

Our Role

Equip them with the skills,
tools, and confidence to
use GenAl effectively.

HAVISH M
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PRE - WORKSHOP PULSE CHECK

Capture participant readiness, expectations, and current
understanding of Gen Al through targeted surveys and
stakeholder inputs.

Outcome:
Customized workshop experience aligned to participant
needs and business priorities.

9-26-2025 0:03:53 Product & Vendor Management, Operations. ChatGPT, Gemini
9-26-2025 0:42:41 Budgeting & sales forecasting, revenue & gro ChatGPT
9-26-2025 2:27-03 Follow Ups, Meeting Schedules. Customer S Do not use any tools
9-26-2025 10:11:32 Sales and Marketing ChatGPT
9-26-2025 10:32:01 Division P&L Management, supply partners, | ChatGPT, Gemini, Claude
9-26-2025 11:33:28 Pricing strategy, Project planning, CRM strez ChatGPT, Gemini
9-26-2025 12:18:21 A typical day is filled with client meetings, co ChatGPT
9-26-2025 12:30:15 Market research, client engagement, proposz ChatGPT, Claude
9-26-2025 13:44:32 Sales, Market Research, targets, competitior Do not use any tools
9-26-2025 13:59:08 Export Sales, Market Research, ChatGPT, Gemini
9-26-2025 14:09:48 Sales/ Business Development/ Team Manage ChatGPT, Gemini
9-26-2025 15:35:01 Enhancing Trade business, empowering tear Do not use any tools
9-26-2025 21:30:05 Estimation engineer ChatGPT
9-27-2025 15:41:16 Sales Engineer, Business Development, prob ChatGPT
9-27-2025 15:53:18 Closing the client requestsSearch for solutior ChatGPT, Gemini,
9-27-2025 15:59:19 Market updates. products forecast, pipeline n ChatGPT
9-27-2025 16:01:43 Technical Meeting, BOQ preparation. Quotati ChatGPT
9-27-2025 16:21:49 Project mapping and End user interaction ~ ChatGPT
9-27-2025 16:59:01 SALES MANAGER - RELATED ACTIVITIES ChatGPT
9-27-2025 17:05:55 Designing Fountains And estimation ChatGPT, Gemini
9-27-2025 15:45:27 Data Analysis, CRM Management ChatGPT, Gemini

Pre-Session Pulse Check

B I U o ¥

This questionnaire will help us curate a more focused GenAl workshop for your needs.
Would really appreciate your candid responses )

Describe your day-today work (Just a few keywords like Market Research, Cash Flow
Analysis)

Long answer text

Are there any GenAl tools you use for work? *
ChatGPT
Gemini
Claude

Perplexity

D
Do not use any tools

Learning next level Al tools Making work fast and accurate, learning the r Not yet thought of oth
er:

Practical use-cases, how Al can support in p Decision clarity , forecasting supports, aging Relationships, cus

To automate my tasks, improve productivity £ Generate sales and marketing content, auton Personal touch an

Get more familiar with updated Al tools and it Content Creation Analyzing the fact:

How to simply things and increase productivit Analyzing reports, key insights, gap analysis Emations, Ethics,

Learn how Al can be utilized in my day to dayCan provide solutions to complex situations, Morality, Trust. En.,..-..w,hit.?.r?,m? E%yexpe(itat\ggsufror@trleSgssmn" -
To better utilize Al tools for day to day activiti GenAl helps with efficiency, scalability, and ¢ GenAl is a powerful assistant. not a decision-maker or leader. It amyg
To understand how Al can be leveraged for dz GenAl can solve content bottlenecks by auto GenAl cannot solve challenges that require human judgment, empat
To utilize the modern Al tools in the best way Time management and data analysis Emotional and Relational problems

Understanding applications, learing practica Process automation, faster market research, Human judgment, building trust, strategic decision-making, and co
To understand & learn about the best applica As per the capability, | can imagine it can hel Such challenges where inputs are not defined properly

To Understand how Al can support on identify Above mentioned where human intervention fr | believe there may be some sort of solution Al can make to any cha
Go deeply to GenAl GenAl can solve challenges like automating clt requires human supemnvision to ensure quality and ethical standardd
Practical use of Al tools Creating content, work knowledge and creatir Mo Idea

The wright way to use the Al tools and how w Not to solve more than providing support

Mot sure, want to explore & make use ofit | can answer after the training Things are not related to data/ things more related to development in
How to bring more productivity out of these A Framing professional email, Helping on gettin Detailed calculations, in depth details | Latest updates on any infor
Operation and management Resources analysis and productivity improver Cash flow management

Improve critical thinking.New Skills to Improve Analyse , Optimize and boost the overall Effe Human attitude and behaviour HAVISH M
How can the Al help me organize my work efl Easy the process Team work CONSULTING

Learning Al-driven dashboards for performanc documentation and knowledge management Final decision making. physical project execution, confidential data




PRE - WORKSHOP PULSE CHECK

GENAI TRAINING - PRE-SESSION PULSE CHECK
Audience Intelligence Rep
1 e pa - 2d 26—27 Sep 207

£l res es- L 2o 2ep 20

ort
1the

21 Respondents 76% ChatGPT Users 14% Non-Users

SESSION EXPECTATIONS GENAI CAN SOLVE GENAI CANNOT SOLVE

Chat
Gemini @ Productivity & Automation } Content & Report Generation ] Human Judgment & Ethics
Claude ® Practical Use-Cases 10 Data Analysis & Forecasting n Relationships & Trust

e Decision Support & Forecasting Process Automation o] Emotional Intelligence

Tool Familiarity & Upskilling Market Research & Intelligence Complex Negotiations
System [ ERP Integration 1 Customer Engagement & Support Accountability & Vision

P&L Mgmt Forecasting

Budgeting

B renoin NAPSHO B versativ voices [2) FaciLiTaTor PRIORITIES

On Expectations ® Lead with ROl — Frame every tool around time saved or
‘Practical use-cases, predictive analysis, and integration with ERP decisions improved
/ CRM systems.”

TOOL USERS MULTI-TOOL

Sales-first use-cases — Forecasting, pipeline notes, proposal

18 'I O On Opportunity drafting

‘GenAl helps with efficiency, scalability, and creativity — freeing . . . )
B Address the "non-users” — 3 participants need onboarding
humans to focus on strategy. .
entry points
86% have usec G Use 2+ platforms On Boundaries
‘A powerful assistant, not a decision-maker. It amplifies human
CLEAR GOALS NO TOOLS YET ability but cannot replace judgment.”

Validate the boundary — Affirm Al augments, not replaces,
human judgment

17 3

Stated specific expectations High latent potential

Havish M Consulting - Slide

HAVISH M
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PRE - WORKSHOP USE CASE ASSESSMENT

GENERATIVE Al - DIGITAL MARKETING

:
Al Use Case Opportunlty Map . U TE————

FILTER BY: All Areas i Marketplace (i’ Brand.com £ Creative d Analytics

USE CASE PROBLEM SOLVED HOURS SAVED

.

{ Marketplace -ve Keyword Mining Find irrelevant search terms to block wasted ad spend Wasted ad spend Assortment Copy Bank  tgtsearch term list Megative KW clusters per search term

{ Marketplace Search Term Cleaning Organises messy query reports into themes Irrelevant queries Search reports Exclusion lists

{ Marketplace Competitor Copy Comparison Compares listings vs competitors Manual audits Competitor listing URLs Differentiation matrix  Improvement areas
Brand.com SEO Cluster Mapping Builds topic clusters automatically Weeks of planning Sitemap KW sheet Topic clusters

Brand.com Meta Description Generation Creates metas in bulk Manual writing Page list Meta sets

Brand.com Internal Linking Suggestions Suggests page linking structure SEO inefficiency URL list Link map

Creative Campaign Mood Boards Generates creative directions/ideas Long ideation Objective  Persona Visual prompts

Analytics Performance Narratives Converts dashboards to summaries and decks Deck creation time Direct downloads from multiple systems Exec summaries  Decks

Assortment Attribute Tagging Auto-creates product taxonomy Manual tagging Copy Bank  Assortment Sheet Attributes mapped to products

@ Marketplace (3) @ Brand.com(3) @ Creative (1) @ Analytics(1) @ Merch (1)

HAVISH M
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24 MONTH ADOPTION PLAN | 6 MONTH ROADMAP | AI MATURITY SPRINT

24'M (0] nth Ad (0] ption Pla n DRI Brewing the Future: GenAl Program

Technical (2 Days)

Define a long-term transformation blueprint covering

capability building, use-case scaling, governance, and ROI tosdentie Handrntabe (4D et cen sies ot tnouiadon

Format: Virtual Roundtables Format: In-Person Workshops Format: Live Virtual Format: Async / LMS
realization. Structured across phases: pilot 9 Scale 9 Zﬂ::ﬂ Minutes (Monthly) Time‘:J-GHﬂtAr: , Tm‘\e‘: 90 - 120 Minutes Freqflen:r Weok\yrnwops

al: Strategy & ROI Goal: Deep Dives & Practice Goal: Functional Tools Goal: Bite-sized tips
institutionalize.
) o Month 1: The Ingredients (Foundations)

Outcome: & o

Focus: Demystifying | q a
Enterprise-wide roadmap aligned with business strategy. - ° p— ——

Leadership Execs / Directors 90 Mins Al Governance & "Art of the Possible™

GenAl + Ar.)‘\ (] 1 o Risk, ethics, and strategic alignment in brewing,

ur Crass-Functional 2 Days X 4 Hours GenAl Baotcamp: Prompt Engineering
Structuring prompts for Copilol/ChatGPT. Real workllow optimization

Sales/Marketing 90 Mins Generative Text for Communication

6-Month Roadmap

Translate long-term strategy into near-term actionable
initiatives with clear owners, milestones, and success
metrics.

Drafting emails, reports, and intemal comms

IT / Data 120 Mins. LLM Fundamentals for Tech

Tokens, Transformers, and Parameters logic.

Month-wise Detail Interactive Roadmap (Gantt)

Outcome:
Quick wins + momentum creation.

Workstream Month 1 Month 2 Month 4

Marketing Tool Training Marketing Tool Training

Project Asset Creation

Project Asset Creation

Sales & Dealer Emailers Sales & Dealer Emailers

Monthly Sprint

Adopt an agile execution model with monthly cycles
focused on building, testing, and deploying use cases.

Ops & Finance Automation Ops & Finance Automation

Innavation Hackathon

Leadership Governance

CoE Setup & Champions CoE Setup & Champions

Outcome:
Continuous progress with measurable outputs every
month.

Final Roadmap & Budget inal Roadmap & Budgef

HAVISH M
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SAFETY FRAMEWORK

HMC ONE

Al STRATEGY. EUILT

S.A.F.E.R. Responsible Al for Welspun WCL

Al ERAMEWORK A five—pillar framework for deploying GenAl tools responsibly across WCL operations —
ensuring every Al interaction is Structured, Accurate, Fair, Ethical, and Resilient.

S A

STRUCTURED ACCURATE

i @
Governed Use Verify Before You Trust

Al tools within Al outpu
Al adt -~
Al adoption.

APPLIES TO

All WCL functions using Al tools — Sales, —
Procurement, Finance, Operations, and HR

Bias Awareness

KEY GUARDRAILS

No MNP, pricing data, or third-party
contracts in public Al. Always label Al-
generated content before sharing

L R

ETHICAL RESILIENT

Data & Privacy First Human in the Loop

Al augments human

YOUR ROLE

Use Al as a thinking partner, not an
authority. Own the output, question the
logic, validate the facts

Al at Welspun is a force multiplier — not a shortcut. We adopt it with curiosity, deploy it with caution, and scale it with
WCL COMMITMENT

accountability.

HAVISH M
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CUSTOMIZED ASSESSMENTS

Evaluate participant learning and application ability using
real-world scenarios tailored to their roles.

Outcome:
Practical capability validation (not theoretical learning).

GenAl in Business - Scenario-Based Assessment

Context: Nuvoco Cement
Time: 10 minutes | Questions: 20

Questions
1.

The Nuvoco strategy team uploads the same quarterly performance report into ChatGPT and Claude
to extract key risks and opportunities. Both tools produce different interpretations, confusing
leadership.

Why is this difference most likely happening?

A.They connect to different internet servers

B. One model always uses a larger context window

C. Models sync with live market data differently

D. Their training data, reasoning styles, and alignment objectives differ

2,

A Nuvoco operations analyst wants accurate margin insights using plant-wise cost data. Previous
vague prompts produced inconsistent outputs.
Which prompt strategy most reliably improves analytical accuracy?

A Writing a structured role-task-context-format prompt
B. Reguesting a “perfect answer”

C. Asking for a shorter output

D. Adding more adjectives and details

3.

While analysing clinker cost escalation, the finance team notices that open-ended Al prompts
sometimes invent explanations. Step-by-step instructions significantly reduce this issue.
Why does this approach work?

A It restricts creativity

B. It forces the model to search the internet

C. It guides the model through a logical reasoning process
D. It limits token usage

A. Summaries require a temperature above 1

B. PDFs cannot contain exception clauses

C. The model compresses lower-weight information during summarisation
D. The model automatically ignores small text

5.

Corporate teams at Nuvoco use Microsoft Copilot to analyse emails, Excel files, and internal
presentations together. Productivity improves significantly.
Why is Copilot especially valuable for enterprise knowledge workers?

A. It never hallucinates

B. It produces longer answers than other models

C. It natively accesses and reasons over Microsoft 365 organisational data
D. It runs entirely offline

6.

The operations team analyses plant photos, production tables, and SOP documents together to
identify efficiency gaps. Gemini performs better in this mixed-input workflow.
What is Gemini's biggest advantage here?|

A. It can combine text, images, and tables into a single reasoning process
B. It connects directly to ERP systems

C. It guarantees audit readiness

D. It produces the most stylish writing

7.

The CEO asks for a “future-ready market expansion strategy” using GenAl, without providing data
constraints or assumptions. The output sounds confident but unrealistic.
What MOST increases hallucination risk in this scenario?

A. Using a numbered list

B. Setting temperature to 0

C. Providing too much context

D. Asking for a future prediction without grounding facts

HAVISH M
CONSULTING




PROBLEMS BASED ON CLIENT DATA

Use actual organizational datasets to solve business

ﬂ‘. | Master Sales Warangal.xlsx
problems during training and workshops.

Outcome: Bl | Responses.xlsx

Immediate business value and contextual learning. g
3 Monthly Production Dataxlsx

@ bharat-petroleum-corporation-limit...

(s] | BTPL_BI7_BOIL_O01_Q071xs

(5] | BTPL_BI7_BSD_C01_Q006 - 2023-10-...

= Retail-Digital

ﬂ | Mohit Pandey - Store Inventory repo...

E‘. | BP Solution.xlsx
E‘ | 21-22 22-23 23-24 MAINT R&M.XLSX
ﬂ‘. | 1. ODR Compliancexlsx
u‘. | Queries.docx
ﬂ" | ALP MIS REPORT - 31 Aug 2023 (2).x...
ﬂ‘. | Use case- LPGxlsx

= Marketing

™ Retail Sales

ﬂ | Ashish Agrawal - Outward sales rep...
a | PR LIST RPC.KLSX

(s] | 2. OXO Loop Checklistxlsm

@ PPAC Industry Consumption.pdf

(s] | report1696576020694.csv
a | Use_Cases_IS.xlsx
Highway

™ Batch02

BPCL-005

Deccan Depot

Silver

B LOOKUP PANEL — Type any Dealer ID

| €| D |

E

\ F

XLOOKUP / VLOOKUP — Dealer Master Lookup

Enter a Dealer ID to instantly retrieve their credit profile, risk category & incentive slab

B Incentive Slab Reference Table

Dealer Category | Monthly Sales Threshold (¥L) | Incentive Rate %

Gold
Gold
Gold
Silver
Silver
Silver
Bronze
Bronze

=400

300-399

<300
z 300

200-299

<200
=200
<200

 XILOOKUP Syntax: =XLOOKUP(lookup value, lookup_array, return_array, [if not found]) | VLOOKUP Syntax- =VILOOKUP(lookup value, table array,

W col_index, 0) [This file uses VI OOKUP]

HAVISH M
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TEAMS PRESENTING WORK | HACKATHONS

Teams Presenting Work

Encourage cross-functional teams to present solutions,
fostering ownership, collaboration, and peer learning.

Outcome:
Internal knowledge diffusion and stronger adoption
culture.

Hackathons

Run structured innovation challenges to crowdsource ideas and
rapidly prototype Al-driven solutions.

Outcome:
Pipeline of innovative use cases and employee engagement.

zyd

Dedicated To Life

HAVISH M
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TEAMS PRESENTING WORK | HACKATHONS

T

Bharat
Petroleum

HAVISH M
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SCREENSHOTS / ASSETS FROM WORKSHOP

Screenshots / Assets from
Workshop

Document outputs, prompts, workflows, and dashboards
created during sessions.

Outcome:
Reusable knowledge repository for scaling adoption.

Recap Videos + LMS Content

Provide recorded sessions, tutorials, and structured
learning modules via LMS platforms.

Outcome:
Continuous learning and onboarding support. o G

1 Leadership Simulation < POST WORKSHOP ASSETS  24-Month Adoption Planhtml

Newsletters

Disseminate updates, success stories, and new Al trends
across the organization.

Outcome:
Sustained engagement and awareness.

HAVISH M
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RECAP VIDEOS + LMS CONTENT

% Decorative Lighting marketin | X [rmep— . ~ Google NotebooklM | Alrese: X Middie East and Abica Lighting X

DS GROUP

@ Middle East and Africa Lighting Fixtures Market Report A~ Analytics (3 Share € Settings

D o % s> Mndmar . PRESENTS

Guzhen: China's Lighting Capital

ey | A i BECOME AN EXCEL EXPERT

how s this relevant for bahi mazroie
Select ces

) Global and UAE Decorative Lighting Market Outiook Based on the sources provided, there is no mention of "Bahri Mazroie™ 1 . HOW WATCH
Therefore, | cannot draw on the source material or our conversation history to explain how

i oot eectly oo i pciic ke With HAVISH M

However, the sources provide extensive market inteligence regarding the Middle East 1. Go to D,,S/ Portal
B9 market-reports-6wresearch-lighting-fixtures.pdf and Africa Lighting Fixtures Market 1, which could be relevant to an individual Called Lighting Capital of China . g7’ s
involved in sectors fike infrastructure, construction, manufacturing, or real estate within

hi goographic ares 2. Scroll down and navigate to New Courses
If Bahri Mazroie is active in these fields, the following key insights from the sources detail Over 2,700 Light Factories Channel

the current market environment and future growth drivers for lighting fixtures:

€ Unveiling Guzhen, Chinas Dazzling Lighting Capital | Dri

larket Size and Growth Over 10,000 Shops/Stores New Courses
iddie East and Africa Lighting Fixtures Market revenues were projected to grow

Exports over $1 Billion USD annu 0

- The Middie East revenue CAGR is projected at 5.7% from 2022E to 2028F, whie Africa’s
ishigherat72% 8 & BASICS & TEXT AND ‘
- FOUNDATIN FORMATTIN
R — Produces over 60% of Chinais i o g TicHNiouss: TN
:;n:r:::u:uqh:mu fitures is heavily driven by large-scale projects and government Founder @ Havish M Consulting |
. Harvard Online Data Science |
40u40 Analytics | Faculty at IMT
82 km South of Guangzhou City Ghaziabad, Masters’ Union and
hine 9 Good content &P Bad content SRCC | AuthorX20 | MOS MCT MCDA

3. To subscribe, click on Access

A% =3
RECAP - BRAZIL ONCOLOGY ORAL SOLID 3;3?2522332"&‘?2?5%‘22%2'EJ‘SEE’EJSes

5. Have a look at all the courses and become the
next Excel Champion

o Bz
N Oty N Sl uwzozsa

0 95 Mastue Stoummly vty
Oncckoqy Oraf fodds n s

12425000 $1,667.45729 a2
2

LOGIN TO DISHA TODAY

Brazil's Oncology Oral Solid Opportunity

.
Lud.e00PFessrzons
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IMPLEMENTATION TRACKING

ambient Al

HMC ONE

Home Pulse

Prompt Creator

Templates

Discussions
User List
Copilot Projects
HMC Projects

CXOS Plans

Al Glossary

News & Updates

@ Product tour

2 HAVISH

>
Founder C Logout

Ambient Al Admin
¥
Completion frequency, newsletter creation, and project data export. < Download CSV Dump

46 59 50% 17/27 25

Total Employees Active project rows Average completion Active users reporting Newsletters

All Projects by Person

Paripoornan Boopathi
2 projects

iMES Workflow Builder Completed  100%

R&D  POC Pari Timeline: 1 week Outcome: Time Savings Quantify: 50%-100% Created 21-08-2026

Completed 1e0% Wins: 1.Drop a User Requirement, build the json for the Work flow config-> Time reduced from Few hours to few mins Blockers: NA Next: Cross implenmented for

Different masters NA

MES Alert Dashboard Completed  108%
R&D  POC: Pari Timeline: 1 week Outcome: Time Savings Quantify: 50%-100% Created 21-08-2026

Completed 100% Wins: 1.Reduce time in Going throw 100 of mail and Tracking Operation 2. Consolidate Different Plant Related Data in Single Page Blockers: 1. Schedule not Run on

time. Some time run 10 am. some time 11:30. Next: NA N A

Sanjay Kumar Arora
1 project

lljin Electronics is undergoing major expansion, with 4 new facilities coming up. There is no standard progress-reporting template today, so each  onTrack %
Project Manager reports differently. Status data has to be chased from all 4 PMs separately and reviewed with each of them one-on-one, whic...

CXO  POC: Sanjay Kumar Arora Timeline: 4 weeks Outcome: Time Savings Quantify: 15%-25% Created ©1-08-2026

HAVISH M
CONSULTING




CAPABILITIES




DASHBOARDS

Turn raw data into live,
interactive command
centers your team
actually uses.

@ centrepoint

MARKDOWN PLANNER

Price Reduction Calculator

| PRODUCT INPUTS

PRODUCT / SKU NAME

ORIGINAL SELLING PRICE (AED)

299
COST PRICE (AED)
120

UNITS IN STOCK

500

| MARKDOWN CONTROLS
( # MaxMarkdown Cap: 50% )

MAX ALLOWABLE MARKDOWN (%)

REQUESTED MARKDOWN (%)

s within the allowed range (30% of 50% cap)

| CALCULATION RESULTS

HMC ONE

Al STRATEGY.

MARKDOWN CALCOLATOR

44650.00

Dg\:zk:wﬂ‘—ct GROSS MARGIN
209.30 2 0ds
TOTAL REVENUE

s 7o | | 104650.00

AED projected

| MARGIN ANALYSIS

ORIGINAL MARGIN

POST-MARKDOWN MARGIN
—_—

50%

| SAVE ouTPUT

30% & SAVE AS CSV [ SAVE AS TXT

MARKDOWN
APPLIED

30%

59,87%

42.67%
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SIMULATIONS

OPENAT v
CLIMATE a 498MA Hindalco PPA advanced talks RENEW POWER ® New CGO sppointment — C51 focus declared GREENKD ® $2.38 Ha capex approved by board SPRNG ENERGY v CEO exit — xeplacement search undermay

LEADERSHIP FEED & sToRTES ® EXEC INTELLIGENCE TERMINAL MOOEL: claude-sonnet-4 EXEC WATCH

Wl e [srear | exars | [eam Vibhav Chaturvedi
[SYS] EXEC//TERMINAL initialized. 8 leadership signals loaded. 12 stories in feed. B o hese. Chisate

ECONONIC TINES 09114 IsT suLLISH

[ ) Fourth Partner Energy appoints ex-ReNew CFO Ravi Menon [SYS] PRIORITY ALERT: Hexa Climate PPA talks with Hindalco reported. Sprng Energy leadership vacuum confirmed. Click any story or query the
o as Group Finance Head amid ¥800Cr fundraise terminal. = | Mal Kolti

[erazarnen | [ren theact | [ Srst stomar | founder, Greenks

[SYS] API CONNECTED: OPENAT key loaded. Intelligence terminal is now live.

BLOONBERS 08:52 17
Greenko Group's Mahesh Kolli signals shift toward green sa | Seniv wﬂ
- hydrogen atter board approves $2.38 capex plan €GO, Reliew Poser
[Eza) VATCH
nINy 08:31 15T EXEC//AT - 09:94 PR n  RaviMenon
P i aharAES CFD, Fourth Partner
o e Y BoLLTsH
acquisition integration; replacement search underway HEXA CLIMATE LEADERSHIP SIGNALS
[Feammarroon ) [cemseemme o ] P
» Vibhav Chaturvedi: CEO of Hexa Climate, rated as BULLISH. Intelligence score of 94 suggests strategic acuity in expanding contracted - [rermigged’
LIVEWINT 97:45 IST capacity and capitalizing on regulatory shifts.

| suLLISH
ReNew Power names Sanjiv Aggarwal to newly created
Chief Growth Officer role, targoting C&I segment expansion

+ Advanced PPA negotiations with Hindalco for 400MW hybrid project. This potential deal 's capacity, growth
Karan Mansukhani

o [ ]
v B cxcce, spmms ererey
+ Benefit from MNRE's new 45-day fast-track OA approval window. il ive edge in | extren
REUTERS A2 35Y the C&I segment.

Adani Green Q3 results: EBITDA beats by 14%; Chairman

iy Akl Strategic positioni d i ilities align with upcoming regulatory itioni Climate to leverage PN i v v
clarity sector tailwinds. Watch for deal confirmation and leadership stability as key positive signals. o
[izees ) [ear] [icczan]
B.B. Bhargav
o I I e S O u I c e [} Pz 06158 15T BB sectetary, mae

1Squared Capital-backed Hexa Climate in advanced talks KEY SIGNAL
for 4D0MW hybrid PPA with Hindalco, sources say

B0 PRINE 08:22 15T
Torrent Power loses Chief Strategy Officer to Lightsource
8P in high-profile poach — third senior exitin 6 months

[E5r ] [Ponea] [Tacesy swowac |

FINANCIAL EXPRESS 05:40 15T

SECTOR PULSE

CAI RE Pipeline (GH

MNRE Secretary Bharatbhushan Bhargav announces fast- Wno moved this week? C-suite risk radar Soard changes Indla AE
track OA y ct

Carhan Eveatis ¢
Query leadership intelligence... e.g. 'Who replaced the Greenko CF

WNRE AppToval Index

OA Tazitt Avg ¥/kin




3D MODELS

Outcome:

Real-world simulations
for manufacturing,
retail, real-estate and
digital twins.

HMC ONE

Al STRATEGY. BUILT TO SCALE.




HMC ONE

Al STRATEGY. BUILT TO SCALE.

SOPS & PROCESS DOCS

Outcome:

Turn ideas into working
prototypes in hours, not
weeks.




PROTOTYPES

Convert tribal
knowledge into
structured, searchable
standard operating
procedures instantly.

@ SECURE_SHIELD

NETWORK SECURED V. ACTIVE

System Integrity: Optimal
La mpleted 4m

= ; (0]

142 1,824
ACTIVE DEVICES BLOCKED THREATS

DATA THROUGHPUT

GB/S Resltine
e e O e

Live Traffic Map sde

@ SECURE_SHIELD

ELEVATED

Phishing Risk Level

71%

VULNERABILITY

SCANNED [24H)
1,242 URLs

Inbox Shield
L}

Real-time mail fitering act

SECURE = @

LINK VERIFICATION

a

RECENTLY BLOCKED Wiew Logs

° login-amber-security.com/verify 9.8

img on

DEFENSE TRAINING

@ SECURE_SHIELD

ACTIVE THREATS

1,248

CHRONOLOGICAL_FEED

©

]

DDoS

Tce

Flood Det

Unauthorized Login

Brute-force attack

Malicious Payload

L

jection Pattern

LOAD_PREVIOUS_RECORDS ©

HMC ONE

Al STRATEGY.

Q

NETWORK_LOAD

42.8%

BLoCKED

MITIGATED

BLOCKED

@ SECURE_SHIELD

NETWORK MAPPING
12 Actiye Nodes
-

0

@ scanneTwoRk

Connected Devices

Workstation-Pro-01

VULMERABLE

Core-Gateway-01 * PROTECTED

168.1.1 + Firmware ~




SLIDE DECKS

Outcome:

Pitch-ready, brand-
consistent
presentations built from
a brief, not a blank slide.

HMC ONE

Al STRATEGY. BUILT TO SCALE.

EXHIBIT 1

Executing USV Pharma's GTM strategy for international markets

requires integrated action and clear targets.

Structure

Regional hubs for localized
commercial agility

Data & Analytics

Prediciive supply chain and
market infeliigence models

USV Pharma Intemal Document

Process

Accelerating regulatory fiings and
compliance pathways

o
N
People

Developing crosz-border
capabilifies and local parinerships

Outcome

Establishing USV as a global leader in high-
quality therapeufics reguires nimble market entry
strategies.

Working models
Decentralized models speed up distribution and
facilitate local partnership formation.

Enablers

Sustainable international growth requires robust
data foundations and localized talent acquisition

Key Performance Indicators (2025 Target)

$500M

NT'L ENUE

GIC PARTNERS

98%
OTIF DELIVERY

100%

50+

LOCAL HIRES

ntemational GTM Strategy

P SPR——
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AUTOMATION WORKFLOWS

Outcome:

Connect your tools,
eliminate repetitive tasks,
and let the machines
handle the mundane.




HMC ONE

Al STRATEGY.

GEN Al AD CREATIVES

Scroll-stopping, audience-
tuned creatives generated

at the speed of a campaign
brief.




FINANCIAL MODELS

Outcome:

Generate scenario-based
P&L and sensitivity
analyses from a plain-
language prompt.

™ AutoSave @ E[:"e Lf__)v el

Filer Home WPSPDF Insert Draw Page Layout Formulas Data Review View HMC Old Automate Developer Help Power Pivot Script Lab E

A

%

HMC ONE

Al STRATEGY.

ﬁ Conditional Formatting ~

Clipboard | Font | Alignment | Nurnber 7 Format as Table Editing | Add-ins

M Line Item

| & |A. CASH FROM OPERATIONS (CFO)
Met Profit Aftar Tau [PAT)
BEl ~dd: Depreciation & Amortisation
Add: Finance Costs (back to operating]
Fll Add: TaxExpense (gross up)
[l Operating Cash before WC (= EBITDA]

EM working Capital Changes
BEEM (Increase)! Decrease inFeceivables
(Increase)! Decrease in lnventories
Bl ncrezse ! (Deciease) in Trade Payables
BBl Charae in Otker Working Capisl
B Total WC Changes
BEM Less: TavesPaid

Less: Finance Costs Paid

Gl NET CASH FROM OPERATIONS (CFO)

i

| 22 |B. CASH FROM INVESTING (CFI)

m Less: Capital Expenditure [CapEx]
(Investments){ Proceeds from Investments

I NET CASH FROM INVESTING (CFI)

E C_ CASH FROM FINANCING [CFF)

m Proceeds from | (Repayment af] Borrowings
Dividends Paid

I NET CASH FROM FINANCING (CFF)

ﬁ D. CASH POSITION SUMMARY

BEEl Net Change in Cash

Ex

Opening Cash Balance
T Closina Cash Balance

57 Cell Styles ~
Styles Add-ins

-SUM(G6:G9)

[u] E F |

'WELSPUN FINANCE — CASH FLOW STATEMENT
F Crove f Aiseat Fear ending Afared JF £ A 5 Aofusls 5 = St

FY20Z2ZA FYZ023A FYZ0Z4A FYZ0Z5EB FYZ026B

TIE.ES 85125 970.95 T2z 13158
234 1) 3584 360 396
350 320 230 Z60 230

236,79 283.79 32365 T 436,65

1599 1770 1943 2116 2380.4.

-19.17a0822  -36.3561644 -43.6356184  -85.4734521
-43.9178082  -31.6284932 -S179E1644 -82.7173082
53.54734521 56.237a0822 T3.21424658  113.8356764

50 55 &0 EZ2d B4.836

50 51452055 46.253151 39.982466  16.534356
-EZ36.75 -E53.79 -323.65 -3Td -438.6
-350 -320 -230 -ZB0 -230
1060.25  1217.7021 1375.6032 1521.9825 1728.3344

-dE0 -520 -550 -580 -600
=100 -G0 -G0 -50 -50
-S80 -600 -610 -630 -650

-Z00 -Z00 -Z00 -z00 -Z00
-143E5 -170.25 -134.13 -EE80.5 -328.95
-343.25 -370.25 -394.19 -480.5 -528.95

137 247.45205 37141315 4148247 543.36436
700 800 Balance Sheet'!ICl 00 131452466
837 1047.4521" #VALUE! 1311.4825 18606668

= ,55'3 - Claude Welspun Financials... = Saved ~ }3 Search

O

WPS

HMc

SWAP

PDF~ | Toolkit CASE

Ablebits

FYZ027E

1538625
406

200
512875
2657.5

-124.103563
-84.3232877
1326027337
67 43154
-8.338297
-S1Z.875
-200

1936.2867

-Gz0
=50
-670

-Z00
-35d. 65625
-584.65625

681.63045
1660, 666522
2542.4373

Notes

LIMK: PRL
Mon-cash add-f
Interest charged|
Indirect method
Check vs P&L]

Increase = cash
Increase = cash
Increase = oash
Other accruals m

Cashiran ourflow
Interest paid

Havish M Co...

LIME: Assumptiol
Metinvestment =

Change intatal 4
PAT = Dividend A

CFO+CFI+CFH
T ofyed

B
L[ #% |Bs

b = O

- 6 [l %

Excel ChatGPT | Claude | xlwings
Labs Lite

Excel Labs| ChatGPT Claude |xdwings Lite| ™

Claude

started with these

Jdean-data-x

[dcf-model




HMC ONE

Al STRATEGY. BUILT TO SCALE.

INDUSTRY REPORTS

India FMCG Market Report

Insights, Forecasts & Growth Drivers (2024-2034)

@ Data: 2023-2024 |« High Growth Outlook

Outcome:
Deep-dive sector - =y = .
intelligence, formatted and | |smozeom | foemee e fnemeoigia
ready to share, without the i
r e S e a r c h g ri n d | Market Trajectory & Forecasts B Market Size Projection (USD Bn)

The Indian FMCG sector is poised for exponential growth, projected to expand 3x to
4x by 2030. Current estimates place the market between USD 210-240 billion, with 1,000

forecasts reaching a massive USD 1.1 trillion band by 2034. 200
2
+ 2030 Outlook: Industry studies project the market to hit the USD 650-880 billion % 500
band. 2
. = am
+ Long-term View: By 2034, sustain double-digit CAGR could push valuations to
~USD 115 trillion. 200
+ Methodology Notes: Estimates vary across research houses (Zion, IMARC, 0
Introspective), creating a forecast band rather than a single point. 2023 2024 2030 2032 2034

] Market Size (High Case Scenario) [~ 7! Conservative Estimate
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Al STRATEGY.
AG E NTS Agents <+ @ Schedule
Store Performance Analyst & eivate toyou
Custom Al agents that . .
automate workflows, _

execute multi-step tasks,
and deliver business-ready
outputs with minimal
human intervention.



WEB AUTOMATION

Outcome:

Automates repetitive web-
based tasks such as data
extraction, form
submissions, report
generation, and workflow
execution across websites
and applications without
manual effort.

JOHN LEWIS

& PARTNERS

Out of stock items

Show  Hide

[ ] New In (11)

On Offer N
[ ] Al Offers (37)
| | Reduced To Clear

(36)

Towel Type AN

‘:‘ Bathroom Towel
(104)

‘:\ Beach Towel (19)
[ ] Travel Towel (12)
[ ] Gym Towel (2)
[ Kids Towel (2)

‘:\ Hair Towel (1)
Brand A

Q Search Brand

[ ] John Lewis (51)

Q

Search product or brand

Sort: Relevance

John Lewis
Micro-Fresh Ultra Soft
Cotton Towels

£5.00 - £26.00

£12.00 - £50.00

John Lewis John Lewis
Egyptian Cotton Towels

Towels
£6.00 - £34.00
X ( X
+ More colours available ®

+ More colours available

BESTSELLER

Q

John Lewis
Egyptian Cotton Stripe

Towels

£12.00 - £28.00

Ultimate Hotel Cotton

@ A

Stores  Account  Basket M
B P

John Lewis

Luxury Spa Towels
containing TENCEL™
Modal

£10.00 - £48.00

+ More colours available

BESTSELLER

Q

Christy
Supreme Hygro® Towels

£5.00 - £48.00

HMC ONE

Al STRATEGY.

I

Feedback

. 4

Based on the current listing, here is a table for the first 20 products
potential customer personas and price categories.

Product Table with Customer Personas

been listed with:

- the product name
- maybe another column for the |
- another column for the type of
personas (the top three persona
- and then the final one for the p
well

Product Overview: First 20 ltems

Product Name

John Lewis Egyptian Cotton
Towels

John Lewis Ultimate Hotel
Cotton Towels

John Lewis Luxury Spa.
Towels

John Lewis Micro-Fresh
Ultra Soft Towels

John Lewis Egyptian Cotton
Stripe Towels

Christy Supreme Hygro®

/Il Sharing “Towels | John L

Type @ to ask about a tab

+ %

Category Top 3 Customer Personas

Bathroom Homeowners, Gift Buyers, Que
Seekers

Bathroom  Luxury Seekers, Hospitality Pr¢
Home Decorators

Bathroom  Wellness Enthusiasts, Eco-
Conscious, Comfort Seekers

Bathroom Families, Hygiene-Focused, Bt
Decorators

Bathroom Minimalists, Texture Lovers, Cl
Stylists

Bathroom Tech-Savvy Homemakers, Bra

ewis & Partners”




APls

Outcome:

Seamless integration
between platforms,
enabling systems to
exchange data, trigger
actions, and power
intelligent automation at
scale.

GPT-3.5 Turbo $0.09
$01

$0075

HMC ONE

Al STRATEGY. BUILT TO SCALE.

Monthly Bill Mar1-31

$5.21

/$2,500.00 liny

Increase lim

Credit Grants USD
Used Expired

$5.5
RECEIVED STATE BALANCE

Mar15,2024  Available  $0.00/$500

Mar 29,2023  Expired $478 /8500
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Al STRATEGY.

CHATBOTS

98 Dashboard Chqt

& Chatbots Start chatting with your chatbot

B Crawlers [_ j
B3 Files ® OpenAssistantGPT

B Billing onine

< Back

8 Settings
Welcome to OpenAssistantGPT, I'm created using this app! How can | help you?

Al-powered conversational

To create a chatbot using OpenAssistantGPT, please follow these steps:

expe riences that handle e e o

2. Create a New Chatbot: Select the option to create a new chatbot.

3. Display Name: Assign a name for your chatbot, which will be shown on the dashboard.

°
q u e r I e S ’ s u p p o rt u S e rs ’ a n d 4. Welcome Message: Write a message that will greet users when they begin a conversation
5. Default Prompt: Provide a default prompt for OpenAl, such as instructing the Al to be concise and to refer to provided documentation.
d o t B. ODEHA| Model: Choose an ODE”A‘ model that will generate responses.
rive engagement across S
Upgrade your plan
° .
c u St o m e r a n I n t e r n a For detailed guidance, you can refer to the documentation provided on how to create a chatbot with OpenAssistantGPT.
channels.

8. Choose Your File for Retrieval: Select a file for the Al to refer to when searching for specific content.

tantGPT. All rights rese



CONNECTORS

Outcome:

Unified access to
enterprise data sources,
enabling Al to retrieve,
analyze, and act across
systems in real time.

&

Sales by market HTML chart ~

Hi Claude, can you please go to the Google Drive Claude folder and read
the Excel file? Also, please find the sales for each market and create a
nice HTML chart for me.

I'll help you with that. Let me start by checking the available tools and reading the
relevant skill file since this involves working with Google Drive and creating a chart.

Searched available tools

Q_ Loading tools Figma

Gamma

Gmail o
Google Calendar [ @)

Request

{
"guery": "Google Dri

¥ Add files or photos Google Drive ©

[©) Take a screenshot Indeed

Add to project Manage connectors

Add connector
Skills
Tool access

Load tools when needed

Connectors

Web search

Use style

S
B
&
@, Research 4
@
2
.

Opusd.7~ &

Claude is Al and can make mistakes. Please double-check responses.

HMC ONE

Al STRATEGY. BUILT TO SCALE.

® <[> Global superstore sales by market - HTML

GLOBAL SUPERSTORE - SALES ANALYSIS

Sales by Market

Total revenue across all markets, 2019-2022 - 51,290 orders

TOTAL SALES MARKETS

$12.64M 5

TOP SHARE

32.0%

Sales by Market

Revenue in USD (millions)

$4.5M

$4M



LOCAL LM MODELS

Private, on-premise Al
deployments that deliver
secure, low-latency
intelligence without
exposing sensitive
enterprise data to external
platforms.

HMC ONE

Al STRATEGY.

BEODEDd® =

Go tools.go X
tools.go > ... CHAT

e Parser struct
= : <~ UNDERSTANDING PARSING CONCEPTS
tag string

tools [lapi.Tool explain the parsing

state toolsState
buffer: Llbyte I'll analyze the parsing logic in the tools.go file to explain how it
n int works

(p *Parser) GetBuffer() [lbyte {
return p.buffer The file appears to be mostly empty. Let me search for tool
parsing logic in the codebase:

NewParser(tmpl xtemplate.Template, tools [lapi.Tool) *Parser {
irn NewParserWithTag(tools, parseTag(tmpl))

Let me read the complete « tools.go file to give you a
comprehensive explanation:

c NewParserWithTag(tools [lapi.Tool, tag string) *Parser {
return &Parser{
tag: tag, Tool Call Parsing Explanation
tools: tools,
30 tools.go

Describe what to build

+ (@ Agent qwen3.5:cloud

(p *Parser) Add(s string) (calls []lapi.ToolCall, content string) {
if p.state == toolsState_Done { =

> §@hoyyevajvs-code-doc* () ®8A9 R Build ¥ [> --NORMAL-- Tab Size:4 UTF-8 LF {} Go & 1.254% % Patchwork [)

J Local © Default Approvals
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NO-CODE ML

o Part 5: RFM Scoring (1 to 5)

| B’s ° # Assign scores (5 is best for Recency; 1 is best for F & M)
rfm[ "R_Score'] = pd.qcut(rfm[ ‘Recency’], 5, labels=[5,4,3,2,1]).astype(int)

0 t PY rfm[ 'F_Score'] = pd.qcut(rfm['Frequency’].rank(method="first"), 5, labels=[1,2,3,4,5]).astype(int)
u comeo rfm[ '"M_Score'] = pd.qcut(rfm[ 'Monetary'], 5, labels=[1,2,3,4,5]).astype(int)

# Combine to form a single RFM Score string

[ ] [ ] o
B u I ld p red I ct Ive m Od e ls rfm[ "RFM Score'] = rfm[ 'R Score'].astype(str) + rfm['F Score'].astype(str) + rfm['M Score’].astype(str)

# Preview

and data-driven insights e et

without writing code, °'"°" menideslioscombvel
making machine learning ME 3
accessible to business

teams.

=
&
=}
&
S
£
3
@

5000 10000 15000 20000 25000 30000 35000 40000
Sum of Sales




CUSTOMER STORIES




CLIENT PROJECTS

CUSTOMER STORIES - INDEX (1 OF 5)

43 client teams that built working tools with GenAl

01 JK Cement

Cement
al

Beat plans that reach every outlet

2 Nuvoco Vistas
Cement
Procurement & fi >
Material cost on one screen

03 K Raheja Corp

04 RR Kabel
Cable

Technical product brochure

05 RR Kabel
Cat & wires
Procurement

Engineered cable BOM

Source: HMC ONE
© Havish M Consulting and/or affiliates. All rights reserved.

06 RR Kabel

Cabl i

Procurement

Cable BOM linked to LME copper

07 RR Kabel

Cables

Marketing

Lighting range lifestyle mockups

08 RR Kabel

Cables & wires

Sales

Brochure Q&A agent for reps

09 Amber Enterprises
Electronics manufacturing
Robotics

Interactive 3D gantry model

10 Amber Enterprises
Electron manufacturing
Robotics

RFQ to first prototype layout

HMC ONE

Al STRATEGY. BUILT TO SCALE.

CUSTOMER STORIES - INDEX (2 OF 5)

43 client teams that built working tools with GenAl

11 Amber Enterprises
or manufacturing

Procurement

Copper price outlook

12 Amber Enterprises

EL onics manufacturing
st

Plant digital twin

i
{

13 Amber Enterprises
Electronics manufacturing
Procurement

Supplier evaluation matrix

14 Sterlite Electric
Power transmission

HR

Executive talent tracker

15 Sterlite Power

Power transmission
HR

Org redesign model

e and synthetic to maintain c

Source: HMC ONE
© Havish M Consulting and/or affiliates. All rights reserved.

16 Sterlite Power

Power transmission

Project planning
Tower-by-tower line forecast

17 Sterlite Power
Power transn ion

HR

Power Bl people analytics

18 Sterlite Power
Power transmission
HR

Monthly HR MIS macro

19 Sterlite Power

Power transmission

HR

Remote-readiness index

20 Sterlite Power

Power transnr ion

HR

CV screening copilot

HMC ONE

Al STRATEGY. BUILT TO SCALE.

HMC ONE

Al STRATEGY. BUILT TO SCALE.




CLIENT PROJECTS

CUSTOMER STORIES - INDEX (3 OF 5)

43 client teams that built working tools with GenAl

21 IndiGrid

1,000+ advices in one table

22 Bharat Petroleum
Oil & gas

QHSE

Plant safety video series

23 Bharat Petroleum
Oil & gas

Plant operations
Dynamic SOPs

24 Bharat Petroleum

s & marketing
Sales forecast studio

25 Bharat Petroleum

Oil & gas

Asset integrity

Pipeline defect assessment

Source: HMC ONE
© Havish M Consulting and/or affiliates. All rights reserved.

26 Shell
Oi
Finance

FD and UTR extraction

27 Welspun Living

Home textiles

Merchandising

3D store merchandising model

28 Welspun Living
Home textil:

Trade me ting

Dealer incentive calculator

29 Welspun Living
Home iles

Design

Al product imagery

30 Landmark Group

Retail

Retail operations

SLA and customer NPS tracker

HMC ONE

Al STRATEGY. BUILT TO SCALE.

CUSTOMER STORIES - INDEX (4 OF 5)

43 client teams that built working tools with GenAl

31 Landmark Group

Retail planning
Markdown calculator

dmark Group
etail
HR
Succession planning workbench

33 Diageo

Beverages

Sensory & Innovation

Flavour intelligence dashboard

34 Bahri & Mazroei

Trading

Sales & projec

Pipeline and tender intelligence

35 Bahri & Mazroei
Tradin

Leadership

Business planning cockpit

Source: HMC ONE
© Havish M Consulting and/or affiliates. All rights reserved.

36 PNB Housing Finance
g finance

Al credit analysis module

37 PNB Housing Finance
Housing finance

Credit operations

Loan file document checks

38 PNB Housing Finance
Housing finance

Marketing

Gemini ad analyzer + API

39 PNB Housing Finance
Housing finance

Risk & collections

Early warning and collections

40 PNB Housing Finance
Housing finance

HR

Al voice exit interviews

HMC ONE

Al STRATEGY. BUILT TO SCALE.

HMC ONE

Al STRATEGY. BUILT TO SCALE.




The Team

The people behind the Al

Havish Madhvapaty

Founder
Leadership Coach to
Fortune 500 C-Suite and Board of Directors
Visiting Faculty at IIM Kozhikode, SRCC, Masters’ Union

Neha Jha
Consultant Raunak Singh
Analytics and Data Strategy Trainer

Managing GenAl adoption journeys
for Enterprise customers

Analytics and Data Storytelling
PhD Scholar; Workshops across
Top BSchools and Big 4

HAVISH M
CONSULTING




The Team

Our team is based out of Delhi-NCR, Dubai, Baroda and Gwalior.
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Havish Madhvapaty

Founder

linkedin.com/in/havishm

Neha Jha
Senior Consultant - Al Strategy

linkedin.com/in/nehajha2000

Alkaif Ansari
Al Strategy Consultant

linkedin.com/in/alkaifansari1
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Consultant - Analytics and Bl

linkedin.com/in/raunak--singh

Anubhav Chaturvedi
Consultant - Solutions Architect

linkedin.com/in/anubhav-chaturvedi-a7465a72/

Jasmine Khan
Brand and Communication Strategist

linkedin.com/in/jasmine-khan13

4% Sanjay Kumar Suri 5 _v% Jyotirmoy Bose
b Advisor ot Advisor
(Ex-CISO @ Bharat Petroleum) (Ex-CEO @ Bennett Advisory)
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Content

1600+ YouTube Videos
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Stronger Workforce.
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