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Anuvia

EXECUTIVE SUMMARY

12 use casesinventoried - 4 prioriti

no-go

Across 17 stakeholder interviews and a review of
Al/GenAl use cases. Each was scored on five di
risk, build complexity, and time-to-value. Four

deferred (mostly pending data foundation
risk or unclear ROI.

Prioritization summary

e

gic initiatives, we inventoried 12 candi
s: business value, data readiness, co

1a
ere promoted to the 12-month roadma%&re
ropor

S
s/)Q) e explicitly classified "no-go" due to di&

-\@ Page 2

b deferred - 2

-

nate

Al-driven hiring screening

Q\

No-go (compliance)

g\

anuvia.com.br

Use case Verdict Value (1-5) Dataready (1-5) TTV (months)
Sales call summarization pipeline Build (Q3) 4 5 2
Customer support triage with RAG Build (Q3-Q4) 5 4 3
Inventory demand forecasting refresh Buy + tune (Q4) 4 4 3
Document parsing for procurement contracts Build (Q4-Q1) 4 3 4
Personalized homepage recommendations Deferred 3 2 —
Sales rep coaching from call transcripts Deferred 3 3 —
\< Automated job-description generation Deferred 2 5 —
Lead scoring (revisit) Deferred 3 3 —
Marketing copy generation Deferred 2 4 —
Internal search across wikis Deferred 3 3 —
Al-driven dynamic pricing No-go (risk) — — —

A
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N

Sales call summarization pipeline \%

Owner sponsor VP Sales P Q @
Business value Each rep saves 35 min Mﬁ R$ 410k/yr productivity capture. Q\

-
Data readiness 5/5 — Gong call}e(rdir)s already in S3 (12-month archive).
~
Latency budget Async - 1h po@acceptable.
: » . el g
Compliance Low. Caji§ are with B2B counterparts under existing contractuaND peaker consent banne
Cost per inference ~RM/ & (10k input + 800 output tokens - Claude SdRpet).
Build vs. buy Wthe-shelf summarizers exist but the strucﬂelds%eeded (next-step, blocker, dea
y -

12-month staging Ql PoV (50 calls) - M2 internal pilot (1 rep teOQS broad rollout — M4-M12 quality feed|

. &Q <
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N

USE CASE -#2 OF 4

Customer support triage with RAGQ% knowledge 6
base Q @
Owner sponsor VP Customer Succef»g\Q~ \

Business value AHT (avg hanytl uction est. 18% on Tier-1 tickets - est. R$ M })acny reclaim.
Data readiness 4/5 — Ze}iesM(lAOO articles) needs deduplication + 22% of ‘w@have stale screenshc
Latency budget Real- ths p95 (agent-assist) - <6s for in-app self- ser%

Compliance Meéjrbjll present in tickets (account holder names, adM. Required: PIl redaction pre:
Cost per inference &m/ generation. 8k tickets/mo - ~R$ 8.6k/n@u)),c0\v/erage.

Build vs. buy \/brid Use managed Bedrock Knowledge Bamaieval' custom orchestration for triage rc
12-month staging ¢ M1-M2 KB cleanup + dedup - M3 PoV Qa t team - M4-M6 agent-assist GA — M7

/?
O/\
O/
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N

USE CASE - #3 OF 4 & A

| nventory demand for ecasting r efr

Owner sponsor VP Operations P c @

Business value Inventory carrying cost Mﬁﬂ est. R$ 520k/yr (target: 6-week-of-supply M-week).
»
Data readiness 4/5 — SKU-IeveI)D(‘S dai present (24 months); promo calendar parw str@gtured; supplier |
~ 4
Latency budget Batch weekly @sts - 4h SLA per cycle. c‘\

Compliance Low—&ll. D¢ \
: \ »
Cost per inference Nem at Batch cadence (~R$ 12 / weekly cycle on Sa@gMakr).

Build vs. buy e. Adopt managed forecasting (SageMakMas Sr RelEXx) for the base model; tur

y

12-month staging Ql vendor shortlist - M2-M3 PoV on 200 SK -M5 backtest vs. status quo — M6-M9 |

. < <
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USE CASE -#4 OF 4

-\@ Page 6

N

<& )

Document parsing for procuremenl\Q racts

Owner sponsor
Business value
Data readiness
Latency budget
Compliance

Cost per inference
Build vs. buy

12-month staging

Head of Procurement + G%ral sel

Contract review cycle tirwnon est. 50% on standard supplier contrac g 8Q / quarter)
-

3/5 — 14k PDFS}'n@ar}’oint; OCR quality variable; no labelled trai% efyet
~— e

s
Async - 24h a@ble. c‘\

MediuWh. Comract content is confidential. Required: in-reg\(saést-l) processing only

~RM/ &tract (avg 30 pages, structured extraction).@r‘ﬁ R$ 340/yr (negligible).

(acceptable f

Waction schemas are organization-specifiﬂe tMnomies). Use Claude Sonnet +
y -

Ql extraction schema design w/ legal - M2- 50 historical contracts (gold-set) —» M
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CROSS-CUTTING PRINCIPLES é

Evals, guardrails, & gates

/
Eval-first development Q \QQ

Every use case ships with a gold-set of 250 exampl red”’by domain owner before any LLM call
Eval suite runs in ClI; regression on the gold-se eploy. &
- Quarterly eval refresh — gold-set drifts as th%d drifts. %
\\
Guardrail Iayers(defensein@f% Q
- Input layer: Pl detection + re% ompt-injection classifier. Q
Model layer: system prompt + to®] allow-list + structured output enforcem
Output layer: schema validation - toxicity / brand-safety check - citatioé@

Observability: eVE@eration logged with redacted 1/O - sample«ate 0% for first 30 days. <

Gate criteN iscovery — PoV - Build - te Q
- Disc@Verin— PoV: hypothesis written; gold-set exists; tdentified. Q

ent.

uild: eval = baseline AND latency budget met AND cost-per-inference within model.
*

- Operate: shadow run = 2 weeks - zero PO incidents - runbook complete.

Q perate — Sunset: usage below thresholtor eyal regression sustained = 4 weeks. &

N\

Yy
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12-MONTH ROADMAP &
Discovery —» PoV - Build - Operagaates

Sales summarization - PoV

Sales summarization - Build m

Sales summarization - Operate

Support triage - KB cleanup

Support triage - PoV - W_

Support triage - Build (agent-assist) -

Demand forecasting - vendor PoV "_
a B

Demand forecasting - Build & roll

-
Contract parsing - schema + gold-set §

Contract parsing - Pilot
L 2

Discovery / setup m Build / pilot m Operate / scale

QV anuvia.com.br
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N

BUILD vs. BUY SUMMARY & A
Decision matrix - 4 priority usec %
prioity use ogeg
Use case Verdict Rationale Vendor short-list \@

Sales summarization Build Structured field extraction is org-specific; eval suite is the moat.
IZ

Support triage (RAG) Hybrid Buy retrieval (Bedrock KB) + build orchestrBeoinotlgé@ dRiiiecone (al

Demand forecasting Buy + tune Well-trodden problem; mature managed opfageMaker Canvas, RelEx, ToolsGroup

Contract parsing Build Clause taxonomy is org-specific; reviewer-ir-loop is mandatory.
Cross-cutting platform d€ersfens Q‘

Model provider: Anthropic CJaude (Sonnet/Haiku tiers) — best fit for str utput + safety profile.
Hosting: AWS Bedrock for in-region (sa-east-1) compliance with LGP c

Vector store: BedWowledge Base for managed, OpenSe&anaged) as escape hatch. \
Eval tooling: ofjgp~Source promptfoo + custom gold-set run egrated in CI. Q
Obsery, i& ngfuse self-hosted for trace inspection + ribution.

X
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A
APPENDIX - METHODOLOGY &
Methodology & references \%
Use cases were sourced from (1) 17 stakeholder interviews ac 6 functions, (2) review of the 2026

strategic plan, (3) inventory of current vendor evaluation
Each use case was scored on a 1-5 scale across 5@

engagement workspace. Q

Scoring rubric (abridged) A

eview of in-flight engineering experiment
jons; scoring rubrics are documented in@

A
(\\%

Dimension 1 (low) 5 (high)

Business value Vague qualitative benefit Quantified P&L impact, owner-validated
Data readiness Data does not exist Clean, labelled, accessible, governed
Compliance risk Severe (PII / regulated) No regulated data touched

Build complexity Novel research problem Off-the-shelf with prompt tuning
Time-to-value >12 months

/\ e Y h -
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