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Authorship declaration. Philosophy and design authority remain SJS's. Production assistance structured this instrument from the GBS-UDOC Constitutional Proposition and the adapted divisional package map.
1. Purpose
This framework defines how UDOC identifies, qualifies, and converts commercial and institutional clients under the six licensing tiers (U-03). It is not an employer-acquisition playbook (that is SETHS H-05). UDOC sells platform access, evaluation capability, and sovereign deployment patterns — not franchise nodes.
2. Target Segments
•  Enterprise organisations needing governance-grade decision logging and evaluation.
•  Government and SOE buyers requiring sovereign data control (Government Sovereign tier).
•  National programme architects (National Backbone).
•  Multi-jurisdiction institutional buyers (International Architecture).
•  Product teams needing EVA API only.
•  Partners combining software licence with physical embodiment (often with T.S.).
3. Qualification Criteria
•  Clear problem owner and budget path (or funded pilot mandate).
•  Data residency and legal basis can be stated.
•  Acceptance of sealed audit trail and H-01/U-01 references in contract.
•  No requirement that UDOC issue Skills Passport or EIF status as part of the sale.
•  Security contact and incident path identified before production credentials issue.
4. Acquisition Sequence
1. Segment and tier hypothesis.
2. Discovery — use-cases, data classes, integration surface.
3. Fit assessment against U-03 tier definitions.
4. Pilot proposal under U-02 where risk or scale warrants it.
5. Commercial instrument + DPA.
6. Provisioning, acceptance, and expansion plan.
5. Channels
•  Direct institutional sales (founder / commercial lead).
•  Division-led demand (SETHS nodes, T.S. projects, MADIBA counterparties needing verification infrastructure).
•  Partner referrals under written introduction terms — not franchise sub-licences.
•  Public proof surfaces (live API status, data-room instruments, reference architectures) — never unsolicited mass outreach that implies government endorsement.
6. Forbidden Claims
•  Do not claim UDOC is a statutory regulator or national accreditation body.
•  Do not sell Sovereign-Verified as a guaranteed outcome of purchase.
•  Do not imply franchise territorial exclusivity.
•  Do not bundle EIF Diamond or Skills Passport issuance into UDOC commercial quotes.
7. Handoff to Delivery
Won deals transfer to U-02 pilot or production ops with: tier, residency rules, success metrics, security contacts, and commercial constraints. Acquisition does not override governance gates.
8. Honesty Tier
Proven: platform and institutional narrative exist; early commercial path is defined.
Designed: this acquisition sequence and forbidden-claims list.
Aspirational: scaled pipeline and published case studies.
9. Legal Status
Commercial process instrument only. Not a prospectus or offer of securities.
End of GBS-UDOC-05.
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