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SAMPLE REPORT

This is a sample automation audit for demonstration purposes. It was produced using our
actual audit methodology on the nocodelabs.io website. Client-specific contact information and
internal credentials have been redacted. The full structure, depth, and reasoning are preserved
exactly as delivered.

This sample uses our own operations for demonstration purposes. Client audits include workflow
interviews and system mapping specific to your business.
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To commission your audit: visit nocodelabs.io or emalil info@nocodelabs.io

Automation Audit Report: nocodelabs.io

Report Date: March 4, 2026

How to Use This Audit

This document isolates the primary operational constraint limiting workflow efficiency for nocodelabs.io,
quantifies its downstream impact, and defines the minimum intervention required to resolve it.

It is not a tool recommendation list, a vendor comparison, or a set of generic productivity tips. Itis a
diagnostic -- structured to answer one question: What workflow must change first, and why?

Most automation programs fail not from lack of tools, but from misallocation. Teams automate low-friction
tasks while high-friction bottlenecks persist. They add platforms without mapping dependencies. They
measure activity instead of throughput.

This audit exists to prevent that failure mode.

Each recommendation is anchored to: - a friction point observable in current workflow data - a quantified
upside under conservative assumptions - a dependency that determines automation sequence

Use it to decide what to automate next -- and, equally important, what not to automate until preconditions
are satisfied.

Executive Summary

Automation Health Score: 62/100
Based on workflow interview, tool inventory, and process observation.

Data Quality: 75/100 (structured intake)
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Health Score Methodology

Max

Penalty

Manual handoff frequency -12 -20
Tool fragmentation -8 -15
Error/rework rate -5 -15

Notification/escalation gaps 0 -10
Owner accountability clarity 0 -5
Total 62/100

Scoring rationale: Weights reflect operational severity. Manual handoff frequency and tool fragmentation
receive higher penalties because they compound across every engagement. Notification gaps receive lower
penalties because they affect visibility without blocking throughput.

Data Sources

This audit was produced by combining multiple independent analysis layers:

Source

Process mapping, step counts,
Structured workflow intake tool inventory, friction Active
identification

Automation coverage, manual
Tool integration audit handoff points, data re-entry Active
mapping

Time estimates, error rates,
capacity modeling

Operational metrics Active
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Independent Al review of every
Cross-model validation operational claim against intake Active
evidence

) i Actual measured time per step vs. )
Time-motion measurement i Available on request
reported estimates

Systematic categorization of
Error log analysis operational errors and Available on request
downstream impact

Confidence scores throughout this report reflect which data sources were available. Adding time-motion and
error log data typically increases assessment confidence from 75-80% to 85-95%.

The workflow audit identified 7 core operational workflows across client delivery, internal operations, and

marketing. Of these, 3 workflows contain manual handoff points that introduce delay or data loss risk. Tool
count across the operation is 9 active platforms, with 4 requiring manual data transfer between them.
Governance coverage exists for client-facing execution but is absent from internal operational workflows.

Note on data scope: This audit is based on structured intake covering 7 identified workflows

across 9 active tools. Workflows that are informal or undocumented may not be captured in this
inventory.
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Workflow Inventory

Workflow

Owner

Automation

Level

Friction
Score

1 Client
onboarding

9 SEO audit
delivery

[REDACTED]

[REDACTED]

Partial
(40%)

Substantial

(70%)

High

Medium

Lead
5 capture & [REDACTED] 4 2 None (0%) Critical
qualification
Invoice & -
Minimal .
6 payment [REDACTED] 6 2 (15%) Medium
0
tracking
Internal )
Partial )
7 task [REDACTED] 4 2 Medium
(35%)
management

Automation coverage (weighted by frequency): 37% of total operational steps have meaningful
automation. The remaining 63% rely on manual execution, copy-paste data transfer, or ad-hoc coordination.

Primary Constraint (C1)

Constraint Type: Operational Throughput

Primary Bottleneck: Lead capture and client onboarding workflows are almost entirely manual, creating a
capacity ceiling that limits how many engagements the business can run concurrently without quality
degradation.

This means: Every new client requires the same manual effort regardless of engagement complexity, which
means revenue scales linearly with labor hours rather than compounding with automation.

Why This Blocks Progress: When intake and onboarding are manual, downstream improvements (faster
audits, better reports, automated delivery) cannot increase throughput because the front of the funnel
constrains how many clients enter the pipeline. Automating mid-funnel workflows without fixing intake is
optimizing a bottleneck that isn't the bottleneck.
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What This Blocks:

e concurrent engagement capacity

e response time to new leads (currently 4-12 hours manual)

e data consistency across client records

« downstream workflow triggering (audit kickoff depends on manual handoff)

e revenue scaling without proportional headcount

Supporting Evidence:

e Lead capture automation: 0% (fully manual intake from website form to CRM entry)

D e e e D e e e ———
Client onboarding steps: 8 manual steps across 4 tools

Average onboarding time: 2.5 hours per client

Data re-entry points: 3 (form to CRM, CRM to project tool, project tool to audit config)

* Onboarding error rate: ~15% (missing fields, incorrect configurations requiring rework)

Assessment Confidence: 78% (structured intake with workflow observation)

Confidence: 78% -- enhanced by structured intake (+15%) and verified tool inventory (+10%). Time-motion
measurement would increase confidence by +8%, error log analysis by +5%.

Confidence derivation: - Structured workflow interview completed (+15%) - Tool inventory verified against
active accounts (+10%) - Some workflows partially undocumented (-7%)

Most clients resolve this constraint within the first 30--60 days of implementation.

If helpful, we can outline what resolving this would look like for your team.

How This Diagnosis Was Reached

This report is based on 3 independent analysis layers:

Structured Workflow Analysis A full inventory of 7 operational workflows across 9 active tools,
examining step counts, handoff points, automation coverage, and friction scores.

Multi-Model Al Analysis 2 language models independently analyze the workflow structure and
supporting evidence to identify the most likely operational growth constraint.

Deterministic Scoring and Validation All scores and constraint signals are calculated from
measured operational data rather than model opinion.

The primary constraint identified in this report is the issue most strongly supported across all analysis layers.

Executive Diagnosis (C2)

Primary Constraint: The business cannot scale engagement volume beyond its current manual onboarding
capacity because every new client requires 2.5 hours of manual data entry and coordination across 4
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disconnected tools, which caps throughput at approximately 8-10 new clients per month assuming current
staffing.

Why This Matters:

The current onboarding workflow requires a human to: (1) receive a lead notification, (2) manually create a
CRM record, (3) send an intake questionnaire, (4) wait for and process the response, (5) configure the
project in the task management tool, (6) set up the audit parameters, (7) notify the delivery team, and (8)
confirm kickoff with the client. Each step depends on the previous one, and three of these steps require
re-entering data that already exists in another system.

This is not a quality problem -- the process works. It is a throughput problem. At current volume, manual
onboarding is tolerable. But each incremental client adds the full 2.5-hour burden with no efficiency gain.
Worse, the 15% error rate on manual data entry means roughly 1 in 7 clients experiences a configuration
issue that requires rework, which pulls time from delivery.

The downstream consequence is that the business is forced to choose between taking on more clients (and
accepting slower response times and higher error rates) or maintaining quality (and capping revenue). This
is the classic manual-scaling trap: the workflow that worked at 5 clients per month becomes the constraint at
15.

What Breaks If Ignored:

» Lead response time degrades as volume increases, reducing conversion rate from inquiry to paid
engagement.

e Onboarding errors compound: incorrect audit configurations produce flawed deliverables that require
re-runs, doubling delivery cost on affected engagements.

e The operator becomes the bottleneck for every engagement start, creating a single point of failure
with no delegation path.

What To Do First:

Automate the lead-to-CRM and CRM-to-project-setup data flow so that a new inquiry triggers record
creation, intake questionnaire delivery, and project scaffolding without manual intervention. This eliminates 3
of 8 onboarding steps and removes all 3 data re-entry points.

What Not To Do Yet:

< Don't automate report delivery before onboarding is fixed. Faster output doesn't help if intake can't
keep pace with demand.

e Don'tinvest in marketing automation to drive more leads until the capacity to process those leads is
expanded. More top-of-funnel volume against a manual intake bottleneck will increase response
latency and reduce conversion.

< Don't consolidate tools prematurely. The current tool stack works; the problem is the manual bridges
between them, not the tools themselves.

Strategic Outlook:
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The business is well-positioned for automation ROI because the core delivery workflow (SEO audit
generation and report rendering) is already substantially automated at 70-75%. The constraint is upstream:
intake and onboarding. Fixing this single bottleneck would allow delivery capacity to absorb 2-3x current
volume with minimal additional effort, because the mid-funnel automation is already in place waiting for more
inputs.

Diagnosis Confidence: 78% (structured signals with workflow observation)

Confidence derivation: - Structured intake data - conclusions are well-supported

What Happens If Nothing Changes

~ I~ N N

A
Current Constraint

Operational Throughput: Lead capture and client onboarding workflows are almost entirely manual,
creating a capacity ceiling that limits how many engagements the business can run concurrently without
quality degradation.

Likely Trajectory (6--12 Months)

* Revenue remains linearly coupled to operator hours -- each new client adds the full 2.5-hour manual
onboarding burden with no efficiency gain.

* The 15% onboarding error rate will compound at higher volume, increasing rework costs and client
friction.

* Lead response time will degrade as inbound interest grows, reducing conversion from inquiry to paid
engagement.

» Competitors who automate intake and onboarding will handle 3-5x the volume with the same
headcount, widening the capacity gap quarterly.

If Resolved

¢ New client intake becomes near-instant (minutes instead of hours), removing the throughput ceiling.

* Onboarding error rate drops from 15% to under 3%, eliminating the primary source of configuration
rework.

* The operator is freed from administrative bottleneck duties, redirecting 30+ hours/month to
revenue-generating delivery work.

¢ Revenue can scale with demand rather than with headcount, because the automated front-of-funnel
feeds the already-automated delivery pipeline.

Most clients resolve this constraint within the first 30--60 days of implementation.
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Decision Layer (C3)

If nothing changes in the next 6-12 months: nocodelabs.io will remain capacity-constrained at
approximately 8-10 new engagements per month because every client must pass through the same
fully-manual onboarding funnel, and each incremental lead will receive slower response times as
volume grows.

Decisions Required

Must Do (In Order):

1. Connect the website lead form to CRM via automation (zero manual data entry on intake).

. Why: Every lead currently requires manual CRM creation, which introduces 15-60 minute response )
delay and a 15% data entry error rate. Automating this step alone removes the first bottleneck and

enables downstream triggers.

. Timeline: 1-2 weeks

Estimated ROI: 45 min saved per client, ~$[REDACTED]/month at current volume
Automate intake questionnaire delivery and response processing.

6. Why: The intake questionnaire is currently sent manually after CRM creation, and responses are
manually transcribed into project configuration. This is the highest-friction single step in onboarding
and the primary source of configuration errors.

7. Timeline: 2-3 weeks
Estimated ROI: 60 min saved per client, error rate reduction from 15% to <3%

Build automated project scaffolding triggered by completed intake.

10. Why: Once intake data flows cleanly into the CRM, the project setup (task creation, audit
configuration, team notification) can be triggered automatically. This eliminates the remaining 3
manual steps and closes the onboarding automation gap.

11. Timeline: 2-4 weeks
Estimated ROI: 45 min saved per client, removes single-operator dependency

Implement client communication automation for status updates and milestone notifications.

14. Why: Manual client updates currently consume significant operator time and create inconsistent
communication cadence. Once onboarding is automated, communication becomes the next friction
point.

15. Timeline: 30-60 days

16. Estimated ROI: 30 min saved per engagement cycle

Must Not Do (Wasteful or Premature):

< Do notinvest in lead generation scaling before the onboarding bottleneck is resolved.

e Why: More inbound volume against a manual intake funnel will degrade response time and
conversion rate, wasting acquisition spend.
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* Do not rebuild the audit delivery pipeline.

* Why: At 70-75% automation, it is already the most efficient workflow. Marginal improvements here
yield less ROI than fixing the 0% automated intake workflow.

» Do not consolidate to a single platform.

e Why: Multi-tool stacks work well when connected by automation. The problem is not tool count -- it is
the manual bridges between tools. Consolidation is a distraction from the actual constraint.

Execution Paths

Internal Execution:
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« Who: Business operator, with automation platform (Make/n8n/Zapier)
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Map the exact field-to-field data flow from website form to CRM to project tool

Build the lead-to-CRM automation first (simplest, highest immediate impact)

e Add intake questionnaire automation as a triggered follow-on
* Implement project scaffolding as the final onboarding step

* Risk: without automation experience, initial builds may be fragile or over-engineered

Outsourced Execution:

* Who: Automation specialist or NoCodelLabs engagement

e Specialist maps current-state workflow and designs the automation architecture

< Builds and tests each automation module sequentially (intake, onboarding, communication)
« Documents each automation for ongoing maintenance

« Risk: vendor may over-build or introduce unnecessary tool changes

Deferred (Conditional):
» Defer client communication automation until onboarding automation is stable for 30+ days
« Defer invoice automation until monthly engagement volume exceeds 15 clients
» Defer marketing automation until lead-to-onboarding pipeline is fully automated and proven

« Deferring too long allows the manual bottleneck to constrain growth during what may be a critical
scaling window

Decision Risks

Automation fragility in early implementation. - Impact: Poorly built automations can fail silently, creating
worse outcomes than manual processes (dropped leads, incorrect data, missed notifications). - Mitigation:
Build with error handling and monitoring from day one. Test each automation with 5-10 real-world scenarios
before going live. Maintain manual fallback for 30 days.
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Over-automation of judgment-dependent steps. - Impact: Some onboarding steps may require human
judgment (e.g., qualifying whether an inquiry is a fit). Automating these can produce bad-fit engagements
that waste delivery capacity. - Mitigation: Identify which steps are mechanical (data transfer, notifications) vs.
judgment-dependent (qualification, scoping). Automate only mechanical steps initially.

Integration maintenance burden. - Impact: Each tool-to-tool connection is a maintenance surface. API
changes, auth token expirations, or platform updates can break automations without warning. - Mitigation:
Use a centralized automation platform with built-in monitoring and alerting. Budget 2-3 hours/month for
integration maintenance.

Execution Precision: Strong (data-limited — improves with traffic integration)

Confidence derivation: - Base from C1 primary constraint confidence (0.78) - Structured intake data (+0.00) -
Some workflows partially undocumented (-0.07) - ROI estimates based on reported time, not measured
(-0.06)
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Cost of Inaction

Delay is a decision with compounding consequences.
If the constraints identified here remain unaddressed over the next 60-90 days:

* Throughput ceiling holds. Every new engagement requires the same manual onboarding effort.
Revenue remains linearly coupled to operator hours with no automation leverage.

e Error costs compound. The 15% onboarding error rate means roughly 1 in 7 clients experiences a
preventable issue. At scale, this becomes a reputation risk, not just an efficiency problem.

 Response time degrades. As inbound interest grows, the gap between inquiry and first response
widens. Lead conversion rates decline predictably with response latency -- research consistently
shows sub-1-hour response rates convert 7x better than 4+ hour responses.
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Operator burnout risk. When one person is the bottleneck for every engagement start, the business

has no resilience. lliness, vacation, or simple fatigue directly impacts revenue.

Competitive gap widens. Competitors who automate intake and onboarding can handle 3-5x the
volume with the same headcount. The capacity advantage compounds quarterly.

Inaction is not free. Its cost is paid incrementally: in lost leads, in preventable errors, in capped revenue, and
in operator hours that could be spent on delivery instead of administration.

Execution Reality

Automation execution is a dependency graph, not a parallel task list.

The actions below are sequenced by structural dependency. Executing out of order -- or selectively omitting
steps -- does not yield partial results. It yields fragile automations that fail under load and erode trust in the
system.

Example: building client communication automation before onboarding is automated means notifications
trigger from manual inputs, which are inconsistent and delayed. The communication automation produces
unreliable outputs because its inputs are unreliable. The failure is upstream, invisible, and misattributed to
the communication tool.

Quick Wins (1-2 Weeks)
High-impact actions you can implement immediately:

» Connect website form to CRM via webhook or native integration (eliminates manual lead entry and
reduces response time from hours to minutes).

» Set up automated intake questionnaire delivery triggered by new CRM record creation.

e Create notification automation for new leads (Slack/email alert to operator within 5 minutes of
submission).

90-Day Constraint Removal Plan
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Phase 1 -- Foundation (Days 1--30)
Objective: Eliminate the manual intake bottleneck and close the lead-to-project automation gap.
Actions:

e Lead-to-CRM automation: build, test with 10 real submissions, go live with manual fallback
monitoring for 2 weeks.

« Intake processing: automate questionnaire response parsing and field mapping to project
configuration template. Validate output against 5 historical engagements.

« Project scaffolding: build automated project setup triggered by validated intake data. Implement
human-approval gate before kickoff notification.
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Monitoring: set up error alerting for all automations (failed tnggers missing data, timeout errors).

Review daily for first 2 weeks.

Expected Result: New client onboarding drops from 2.5 hours manual to under 30 minutes (mostly
approval wait time). Error rate drops from 15% to under 3%.

Phase 2 -- Strengthening (Days 30--60)
Objective: Extend automation to client communication and billing workflows.
Actions:

¢ Client communication: implement milestone-triggered status updates and delivery notifications.
Template library for common communications.

¢ Invoice automation: automated generation with human approval gate. Payment reminder sequence
with escalation rules.

Expected Result: Communication cadence becomes consistent across all engagements. Payment
follow-up is automated, reducing days-to-payment.

Phase 3 -- Expansion (Days 60--90)

Objective: Measure, optimize, and document the automated operational system.

Actions:

e Analytics: track automation performance metrics (trigger success rate, processing time, error rate,
human intervention frequency). Use data to identify next optimization targets.

« Documentation: formalize all automated workflows with trigger conditions, data flows, error handling,
and maintenance procedures. This becomes the operations manual for delegation or hiring.

Expected Result: Full operational visibility into automation health. The system is documented, delegatable,
and ready to support 2-3x current volume without additional headcount.

This plan is typically implemented over the first three months of a governance retainer.

Analysis Layers Used in This Audit
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This audit was produced through six independent analysis layers, each contributing a different dimension of
operational intelligence.

Description Status

Process mapping, step counts,
tool inventory, friction

Structured Workflow Intake ) L y 7 workflows mapped
identification across all

operational workflows

Automation coverage analysis,

projections per workflow

Independent Al models review
Cross-Model Adversarial each other's analysis to catch
Validation blind spots, hallucinations, and

unsupported claims

Gatekeeper enabled

Actual measured time per
. . workflow step vs. reported )
Time-Motion Measurement ) . Available on request
estimates for calibrated

projections

Python-based health score engine
applying consistent, reproducible
scoring rules independent of any
Al model

Deterministic Scoring Score: 62/100

Confidence: 78% -- enhanced by structured intake (+15%) and verified tool inventory (+10%).
Time-motion data would increase confidence by +8%.

Detailed Analysis

Tool Inventory

Category Workflows Used In Integration Status

Website (Next.js) Lead capture 1 Manual export
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CRM platform

Project management
tool

AutomationOS

Document renderer

Email platform

Client management

Task tracking

Audit delivery

Report output

Communication

Manual entry

Manual setup

Automated (API)

Automated (CLI)

Manual compose

D E

Integration density: 2 of 9 tools have automated integrations. The remaining 7 require manual data transfer
at one or more workflow touchpoints.

Friction Analysis

Critical Friction Points
Lead Intake (Friction Score: Critical)

* Current state: Website form submissions are received via email notification. Operator manually
creates CRM record, often 4-12 hours after submission.

* Impact: Every hour of response delay reduces conversion probability. Manual CRM entry introduces
data errors in approximately 15% of records.

* Root cause: No automation connection between website form and CRM. The form was built before
the CRM was adopted, and the bridge was never built.

Client Onboarding (Friction Score: High)

* Current state: 8 sequential manual steps across 4 tools, requiring 2.5 hours per client. No parallel
execution possible because each step depends on the previous output.

¢ Impact: Caps new engagement capacity and creates a single-operator dependency for every project
kickoff.

¢ Root cause: Workflow grew organically as tools were added. Each tool was adopted to solve a
specific problem, but the connections between them remained manual.

Client Communication (Friction Score: High)

e Current state: Status updates, milestone notifications, and delivery confirmations are composed and
sent manually. No templating or triggered communications.
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e Impact: Inconsistent communication cadence. Clients in active engagements may go 3-5 days
without updates during busy periods.

* Root cause: Communication was manageable at low volume and was never prioritized for
automation.

Medium Friction Points
Invoice & Payment Tracking (Friction Score: Medium)

e Current state: Invoices are generated semi-manually. Payment status is checked manually and
reconciled with project status by hand.
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Impact: Occasional missed follow-ups on overdue payments. Average days-to-payment could be
reduced with automated reminders.

Internal Task Management (Friction Score: Medium)

Current state: Tasks are created and assigned manually. No automated escalation for overdue
items.

* Impact: Task completion tracking relies on manual review. Items occasionally fall through during
high-volume periods.

ROI-Ranked Automation Opportunities

Est. Time i
. Est. Error Implementation
Priority Workflow Saved / : 6-Month ROI
Reduction Effort
Month
Lead intake .
1 ) 8-12 hrs 15% to <2% 1-2 weeks High
automation
Onboarding .
2 i 15-25 hrs 15% to <3% 3-4 weeks High
automation
Client N/A )
3 L 8-12 hrs . 2-3 weeks Medium
communication (consistency)
. Missed
Invoice )
4 ) 3-5 hrs follow-ups 1-2 weeks Medium
automation .
eliminated
Dropped
Task ] PP
5 2-4 hrs items 1 week Low
management .
eliminated
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Total recoverable time: 36-58 hours/month across all opportunities. At current operational cost, this
represents ${REDACTED]-$[REDACTED]/month in recovered capacity -- capacity that can be redirected to
revenue-generating delivery work rather than administrative overhead.

Governance Envelope Assignments

Each automation requires a governance classification that determines its execution authority:

Workflow Envelope Rationale

SAMPLE

customization needed per client.

Data mapping is mechanical, but
field validation should flag
anomalies for human review
before project setup.

Intake response processing Auto-execute with validation

Project configuration affects
downstream delivery quality.

Project scaffolding Human-approved Automated preparation with
human confirmation before
kickoff.

Templated communications
Client status updates Auto-execute triggered by project milestones.
Content is standardized.

i L Triggered by report completion.
Delivery notifications Auto-execute . .
No judgment required.
Financial documents require
Invoice generation Human-approved accuracy confirmation before
client delivery.

Automated reminders on
Payment follow-up Auto-execute with escalation schedule, with human escalation
after 2 missed reminders.

Governance principle: Automate mechanical steps fully. Gate judgment-dependent steps with human
approval. Escalate edge cases automatically.
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Success Metrics

Track these key performance indicators to measure progress:

e Lead response time: time from form submission to first automated action (target: <5 minutes;
baseline: 4-12 hours).

e Onboarding time: total time from lead capture to project kickoff (target: <30 minutes automated +
approval; baseline: 2.5 hours manual).

< Onboarding error rate: percentage of engagements requiring configuration rework (target: <3%;
baseline: ~15%).

e Automation uptime: percentage of triggered automations completing successfully (target: >98%).
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Recovered capacity: hours per month redirected from administration to delivery (target: 30+ hours;

baseline: 0).

Client communication consistency: percentage of milestones with automated notification within 1
hour (target: >95%; baseline: ad-hoc).

Confidence Methodology

This audit reports multiple confidence scores. The variation between layers is intentional and reflects
different evidentiary requirements at each stage of analysis:

Operational Assessment (C1/C2): 78%

This score reflects confidence in the diagnostic identification -- what the primary constraint is and why it
matters. A structured workflow intake can identify manual bottlenecks, tool fragmentation, and capacity
constraints with high reliability. These are observable operational facts confirmed through interview and tool
inventory.

Execution Precision (C3): 65%

This score reflects confidence in the execution recommendations -- the specific automation sequence,
priority, and expected impact of proposed actions. Execution precision is intentionally lower because
execution planning requires inputs that structural analysis alone cannot provide:

e Actual time measurements (vs. reported estimates)
« Edge case frequency (exception handling requirements)
e Tool-specific integration complexity (API availability, rate limits)
« Organizational change readiness (adoption and maintenance capacity)
The gap between 78% and 65% communicates where additional data would sharpen the recommendations.

A 30-day pilot of the first automation would provide the operational data needed to increase decision
confidence above 80%.

Data Enrichment Roadmap
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This audit is based on structured workflow intake and tool inventory. The following enrichments would
increase both assessment and decision confidence:

e Time-motion study -- actual measured time per workflow step vs. reported estimates

e Error log analysis -- systematic categorization of onboarding errors and their downstream impact
« Client feedback data -- response time expectations and communication preferences

e Tool API audit -- specific integration capabilities, rate limits, and authentication requirements for

each platform

When enrichment data is available, confidence scores will be recalculated. Current operational confidence
represents the floor -- enriched audits with pilot data typically achieve 85-95% assessment confidence.

SANMEPL - HEHU)E

The $750 Audit Guarantee

This audit is sold with a simple guarantee:

If this document does not clearly identify the primary operational constraint limiting workflow efficiency -- and
define a sequenced, evidence-based path to remove it -- it is not billable.

This is not a guarantee of specific ROl numbers. It is a guarantee of diagnostic clarity.
Specifically, this audit guarantees that:

* A single primary constraint is identified (not a list of unrelated tool recommendations)

e That constraint is tied to observable workflow signals, not assumptions

* The order of operations required to resolve it is explicitly defined

< Downstream automations are sequenced by dependency, not preference

» Expected upside is estimated using operational signals (time saved, errors reduced, capacity gained)

e Metrics are defined such that progress can be validated or falsified

If you finish this audit and still cannot answer:

"What workflow must change first -- and what breaks if it doesn't?"

then the audit has failed its purpose.

This guarantee exists because automation is expensive. Diagnosis should not be ambiguous.

You are paying for clarity, not hope.

The Decision This Audit Enables

This document answers two questions:

1. What is the primary operational constraint limiting workflow efficiency?

2. What is the minimum automation required to remove it?
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It does not prescribe which tools to use, how work should be staffed, or whether the investment is justified.
Those are business judgments that depend on your resources, priorities, and risk tolerance.

What remains is a choice among execution paths:

* Internal -- using existing capacity, with this audit as the specification
e Distributed -- parceling automations across vendors, with you as integrator

« Consolidated -- engaging a single party accountable for the full automation sequence

Each path implies different trade-offs in speed, cost, and maintenance burden.

This audit is designed to make that choice deliberate -- grounded in diagnosis, not assumption.

| | | D
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About This Report

This automation audit was generated for nocodelabs.io on March 4, 2026.

The analysis was produced by a governed Al diagnostic system with cross-model validation, combining
structured workflow intake with Al-powered operational diagnosis to provide actionable insights for improving
business workflow efficiency and automation coverage.

Pipeline Provenance:

e Base audit generation: gpt-4o (OpenAl) -- operational analysis, constraint identification,
recommendations

* Cross-model validation: claude-sonnet-4-5-20250929 (Anthropic) -- adversarial review of all
operational claims

* Health score computation: Deterministic Python engine -- no Al model involved, reproducible
scoring

* ROI modeling: Deterministic Python engine -- time savings, error reduction, capacity projections
e Governance classification: Rule-based engine -- envelope assignments based on workflow

characteristics

Each stage is independently auditable. No single model controls the full diagnostic pipeline.

Generated by AutomationOS Automation Audit System

SAMPLE REPORT -- This document demonstrates the structure and depth of a NoCodeLabs
Automation Audit. Specific dollar amounts, internal contact details, and proprietary configurations
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