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As advisors, we are purposefully and intentionally different from traditional corporate consultants. We
don’t drop in, set a strategy and leave you with a 30-page summary of recommendations. Instead, we
roll up our sleeves and work tirelessly alongside your teams; to dissect, simplify and re-build systems,
people and processes.

Success lies in the blending of our collective superpowers. You have already accomplished great things.
We come alongside that greatness and use our complementary superpowers to accentuate your secret
sauce.

We operate on an “leave no stone unturned” philosophy which means comprehensive discovery. With
thoughtful digging one might locate something special, a unicorn. In today’s race for growth, it's easy to
myopically focus on an obvious goal or barrier. We dig with you until we find your unicorn(s).

We believe in the power of developing and nurturing meaningful, reciprocated relationships. As a
result, we are honored and proud to be a part of a substantial network of individuals and companies.

Our driving philosophy is ensuring ALL elements of your company (history, culture, people, systems,
process, & finances) are seen, included and balanced to move fluidly and dynamically in your journey to
successful and sustainable growth.
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Emilio Meyer

Director

Holistically
understanding
businesses,
optimizing
opportunities,
removing obstacles,
and inspiring people
to achieve more than
they imagined
possible.

I love to remove the
“buts”, which reduce
value, and turn them
into “ands”, which
enhance multiples of
value.

We all worked together at multiple companies...

We have great passion for...

Business strategy, Solving problems Raising capital, Leading organizations
financial modeling, and then putting acquisitions, through
financial reporting, processes in place to increasing value of transformations,
operations and maintain the businesses and championing innovative
business solutions. successful exits. strategies that

development. streamline processes,

build trust across the
| love to dig deeper enterprise, and deliver
. real value.
into strategy - to
uncover new areas
of potential growth
and opportunity, to
develop/mentor
individuals
and leaders to
execute and
deliver those
opportunities.

I love to build
powerhouse teams,
maximize individual

strengths, and get
things done.

Turning data into a
competitive edge,
blending deep
analysis, strategic
vision, and intuitive
user tools and
dashboards to

empower

companies to plan

boldly, sell smarter,
and grow faster.

I love to surprise,
delight, and build
solutions that go
beyond what's
imagined.

Crafting strategic
financial narratives,
optimizing budgets,

and spearheading
process innovations

that drive substantial
cost savings and
operational
efficiency.

| love to turn raw
data into compelling
stories.



We Execute WITH Your Team
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We leverage our experience and a refreshing approach
to enable individuals and companies to believe in AND exceed the limits of growth possibility

Approach

We immerse ourselves to holistically
understand your mission, vision, values,
strategy and essence of your unique
culture

We build on your foundation to preserve
your “special sauce”, enhance what
works and fix what doesn't

We simplify chaos and provide clarity
with strategy, intention and execution

We customize our inclusive, holistic
approach to map growth opportunities
and vet them from concept to execution

We coach your team with a humble,
honest, caring and respectful voice

Secret Sauce

We understand the exhilaration and
challenges of growth

We are seasoned executives and
“player-coaches” who work hands-on
with your team

We live by strategy fueled by action

We don't just talk the talk, we get sh*t
done

We've lived it and navigated growth in
multiple industries, company sizes and
varying stages of business life-cycle
and growth

We combine our superpowers with
yours to enhance your people and
increase your company value

Capabilities

We bring a variety of skill sets in
specialized areas of growth

We work with you to identify the right
tactics to focus on at the right time

We have the flexibility to either give you
a blank canvas to create or guide you to
excelling through a “paint by numbers”
approach

We leverage either or both strategies,
depending on your unique business,
talent and development needs
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Examples of our
Superpowers




Sales Overview

MTD Sales

$13K

vs. Last Year:

QID Sales

$13K

vs. Last Year

Quota Achievement

Active Practices

MTD Qi

Customer Practice Name
ARIA COMMUNITY HEALTH CENTER-

STRATFORD

ARIA COMMUNITY HEALTH CENTER
RIVERDALE

62-00287 FIG GARDEN DENTAL GROUP

STADIUM DENTAL GROUP AND
ORTHODONTICS

85-11457 DEDICATED DENTAL ROSEDALE
MANTECA FAMILY DENTAL

TULE RIVER INDIAN HEALTH CENTER, INC
FILBRUN FAMILY DENTISTRY

US-2358 HIBBARD DENTAL CARE

RIEMER DENTAL GROUP

ELIZABETH A DEMICHELIS FAMILY AND
COSMETIC DENTISTRY

CEDAR NORTH DENTAL
WEST LANCASTER DENTAL GROUP

Total

Quota Achievement

YD

Last Year
v

$373,277

YTD Sales

$961K

vs. Last Year:

Quota Achievement

This Year $ Change

16

($6
$280,050 | ($93,227)

% Change

o

e
©
@
Q
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3
©
@
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e
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Sales Dashboards

$1154K

Febeuary

Sales Per Practice

MTD Q1 YTD

Customer Practice Name Last Year This Year $ Change

-
ARIA COMMUNITY HEALTH CENTER

UHC REEDLEY

85-11459 GENTLE DENTAL STOCKDALE

UHC SANGER 7TH

UHC VISAUA

DR. HS. MANN DDS

UHC KERMAN

UHC SELMA

UHC EARUMART

85-11457 DEDICATED DENTAL ROSEDALE
CEDAR NORTH DENTAL

RIEMER DENTAL GROUP

UHC ORANGE COVE

SMILE DENTAL OF WASCO

Total $429,459 $325,104

SCYS OPYS OQuota

$1IK snesx

"-533 6K

Average Case Value

MTD

Top Decliners

% Change Customer Practice Name

ARIA COMMUNITY HEALTH CENTER:
RIVERDALE

ARIA COMMUNITY HEALTH CENTER-
STRATFORD

FILBRUN FAMILY DENTISTRY

62-00287 AIG GARDEN DENTAL GROUP
BREWER FAMILY DENTISTRY

DR. USA SARASQUETA, DDS

MANTECA FAMILY DENTAL

AMANDA FARLEY, DDS

US-2358 HIBBARD DENTAL CARE
49-00004 PALM DENTAL GROUP

GD - VALLEY

WEST LANCASTER DENTAL GROUP

62-00153 TURLOCK SMILES DENTISTRY

TULE RIVER INDIAN HEALTH CENTER, INC.

312% Total

This Year

$119,249

$ Change

(5191,491)

%

)@

$160

Change

-62%
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Category Trends

Dentures

MTD Sales

$531K

vs. Last Year:

QITD Sales

$531K

vs. Last Year:

$72M
t65M S62M  S62M

$68M $5.5
$5.8M

January  February

Sales Penetration

Practice Penetration

59% 59%

Customer State

enetration

YTD Sales

$52M

vs. Last Year:

$0.5M

August September October

-10.5%

60% 60%
48%

Sales Dashboards

Fixed

QID Sales

$981K

vs. Last Year:

MTD Sales

$981K

vs. Last Year:

YTD Sales

$145M

vs. Last Year:

®CYs apYs

$12.6M s O
10.9M
$106M $05M S0y L S0IM s
Rioah ™ $11.1m
$102M

siigm | 33

$104M s112M
9.1M

$

$1.0M

January February  March April May July August September October

-187%

Sales Penetration

Practice Penetration

63% 63% 63%

Appliances

MTD Sales

$136K

vs. Last Year:

QID Sales

$136K

vs. Last Year:

$1.8M

$1.5M 1.5M $1.5M
$14AM $17M ¥ $17m S1AM
$15M $1.1M $1.5M $1.5M

Janusry Februsry March  April May

Sales Penetration

Practice Penetration

45%

$14M

Samuels
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YTD Sales

$13M

vs. Last Year:

$1.7M

$1.5M,

$13M
$14m

$0.1M

August  September October

-121%




Customer Churn & Segmentation Framework

EXECUTIVE
SEGMENTATION

HIGHEST LEVEL OF CUSTOMER SEGMENT ATION WSED FOR
STRATEGIC, FINANG AL AND LENDER REPORTING.

Executive Segments

Customer cansistently
purcheses ot least $500/
manth

Customars —

Active custamer that
stopped buying at least

5500/ manth consistently
for up to 10 consecutive
‘manths.

ANALYTICS
BRIDGE

SUPPLEMENTAL DATA FLAGS & ATTRIBUTES TO BE USED IN CONCERT
WITH' EXECUTIVE SEGMENTATION TO SUPPORT SPECIFIC
COMMERCIAL ACTIONS,

All analytics will indlue

sunsets of

Growth Segment

Growth Rate = Currart Mesth's
Average Daly Sales versus Prior
3 Mantha Average Daiy Salee

Growth Rate is greater thon o
equal to 25%

Growth Rate s between -24.9%
and +24.9%

Growth Rate less than or equal to
-25%

I\

Segmant Duration

Count of the number of months

=== thecustomer has besn in their
current Evecutive Segment.

. /
~

{Revenus Segments

Calculvind based on # tral g
1z-month sverage mcduding
monts with seles zera orless.

SE0K+fyoar
(55,000+/ma)

R $25k - $59.0k/year
B 83,083 - $499ma)

c S8k - 52498 ear
(3500~ $2082/mo)

I $1- 5.9k/vear
(31 - $499/ma)

$00r less sates year

COMMERCIAL ACTION
SEGMENTATION

LEVERAGES A CC OF EXECUTIVE SEGM ON' AND
ANALYTICS INTELLIGENCE TO |DEMTIFY KEY SEGMENTS OF
CUSTOMERS TO DRIVE SPECIFIC SALES AND MARKET NG ACTIONS

dentures)

Commercial Action

Active Customer (AC)

(Growth Rate: +/- 24% \
Status Duration: Ongoing
Sales Appraach: Maintain/Grow

N

‘Growth Rate: -25% w0 -49.99%
Status Duration; Cing:
Sales Approach: Win
business fe.. dent.

q
ik lost portion af

At-Risk Dormant (ARD)

(Grawth Rate: -50% or worse & sdes gr
than zoro in tha last 3 months

Status Duration: CGngoing

Sales Approsch: Attempt to sahage D,

Lost (L)

Status Duratien: Until won back
Sales Approach: Position NOX as having
resclved past issues

‘Buying Pattern: Never purchased mare th
$500/manth or has nat been "Active” ar "Last
in 12 menths

Status Duration: Untl won

Sales Approach: Position NDX basad on
customer segment (g, DSO)
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Business Development Pipeline Tracking

Timelines

$38.6M

Contract Value

$36.3M

Probable Contract Value

Site Status

Site Name Primary Trial Indication

I iy I

Pipeline Status

6,258

Mights

9,303

Probable Nights

$3.0K

Avg Night

A

[=] Miami Lakes Outpatient
Biohaven - BHV4157-302 - OCD
Neumora-PH2a-Bipolar I-NMRA-335140-202-0P
Sirtsei-PH2B-MDD-SP-624-202-0P
Eli Lilly/Premier - IBP-MC-OXAH - PH2 - AUD (p=0%)
Bionomics-PH3-Social Anxiety Disorder-BNC210.014
Karuna/IQVIA-OLE - KAR-013 - Schizophrenia - OP
Axsome Tx-PH3-Binge Eating Disorder-SOL-BED-301
Axsome Tx-PH3-Binge Eating Disorder-S0L-BED-303
LB - Negative Schizophrenia (p=100%)
Boehringer - OUD (p=100%)

[=] West Broward
Axsome Tx-PH3-Binge Eating Disorder-S0L-BED-301
Lundbeck - 20527A PK Migraine - OP (p=0%)
Sirtsei-PH2B-MDD-SP-624-202-0P
Bionomics-PH3-Social Anxiety Disorder-BNC210.014
Tempero Bio - TMP-3201-AUD-201 - Alcohol Use Disorder
Abbvie - Ph2-Bipolar Disorder - M23-894 - OP
Axsome Tx-PH3-Binge Eating Disorder-SOL-BED-303
Seaport - SPT-300-2024-203 - MMD - OP
Abbvie - M25-526 - Bipolar Depression (p=100%)
Alto - ALTO-100-211 - Bipolar Depression - OP
Otsuka - 405-201-00180 - ADHD - OP

[=] center for Psychedelic and Cannabis Research
Cybin - CYB0D04-002 GAD - OP
Transcend - 1b/2a - TI-TSND-201 - IMPACT-2 - PTSD - Part B
Reunion Neuro-PH2-Postpartum Depression-RE104-201
Compass-PH3-Treatment-Resistant Depression-COMP006-Psychedelic
Usona-PH3-MDD-PSIL301
MindMed/WCT - Ph3 - MM120-300 - GAD
Cybin-PH3-MDD-CYB003-002
MindMed/WCT - PH3 - MM120-310 - MDD
Cybin - CYB003-004- EXTEND Study
Vertanical/Pharpoint_Ph3_Chronic Lower Back Pain_OP (p=100%)
Atai - Ibogaine OUD - OP (p=100%)

[~ Miami Lakes Inpatient
Cerevel-PH2-Schizophrenia-CVL-231-2003-0P
Reviva - RVP-30-001 - Acute Schizophrenia - OP
Indivior/Rho - Ph2 - INDV-2000-201 - OUD - IP
Indivier INDV-6001-201 _PH3_0picid Use Disorder-IP (44)
Lotus/Braeburn - BB-CAM-22-001 - OUD - IP (7)
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Study Type

]

Enroliment Status

A Site Status

@ CDA Executed
@ Exscuted Stage
@ Feasibility Completed
@ Interested
@ Pre-Feasibility Completed
@ PsV Complete
PSV Date Confirmed
@ Start Up Stage
@ Submitted
@ Tnal Running
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Customer Acquisition Cost Analysis

# of Enrollments

# of Leads # of Screens
Other Other

Facebook/Ins... 24 (1%]2 (0%)
Facebook/Instagram 11 ® Database Sea..
133 (9%)(1%) \‘q Facebook/Ins...

Other |
277 (13%) |
@ Database Search
Mobile Pre-S...

@ Database Sea...
777 (36%) Mobile Pre-Screening Unit

Mobile Pre-S...
Craigslist Google Search

Google Search
@ Text Campaign Craigslist

Craigslist
31
@ Autocruitment 486 (22%) Google Search 2.) Print Publicat...
OfferUp Print Publication @ Text Campaign
Email Campai... OfferUp 385 (25%) Email Campai...

487 (22%) v

v
Total Ad Cost Breakdown

Ad Cost Per Screen Screen Rate

Indeed 20.00%

Community .. $38,635.68 Communit...
Mobile Pre-S... [N 14.23%
Power Recr.. [l $4,709 Database Se... | 1027%
Other _ 1.54% Community ...
$38,636

Power Recru... | $63.64 Print Mail I $2,809
Compass He... - 4.65% Other

Clinical Co... I $951 Text C : - 2.84% (8.44%) “

ext Campaign . @ Clinical Conn...

Website - 2.39% @ Power Recruit...

. Print Publicat... - 2.25% Craigslist
Craigslist | $117 Twitter/X . 1.96%

i . 185% Print Mail
elevision .

$392,069 @ Google Ads

Bing Ads [JJ] 1.67% (85.61%)
OfferUp

$15 Craigslist . 1.62%
Blue Umbrella [l| 1.41%

Subjectwell ] 1.25%
$0.00 Text Camp...  $0 Clinical Conn... l 1.22%

Ad Cost Per Lead

Facebook/Ins...

Print Mail | $108.02

Clinical Con... | $11.60

Facebook/In... | $4.21 Facebook/I... I $805

Craigslist | $1.90
$59

Other | $1.13 Google Ads

Other
® Text Campaign

OfferUp ‘ $13

Google Ads | $0.67
OfferUp | $0.14

Text Campai...
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Service Technician Cost Efficiency Sum of Total Sales by Home_Zip and Service Technician
$160K bl x L .
SIROUS KHOSRAVIANI )
i
$140K I
)
BILL BARNES
$120K
RON:CURRAN
RAYMOND SCHWILK
- MATT WALL ®
3 $100K BRENT FEGLEY
3 LYNDON WH Ant BBENRIQUE ORTIZ )
= JADONG@HAVEZ
(3] RICH CARLTON
8 NATHAN LACO\' fato MARREELL
- M ARERETTER “E AMSIRI . . Home Proper Name Count Tech Cost TTM Total ™ ™
= UBAUD JEFFREY MAPSON ~ JOSH BRODIE State Sales Equipment Service
E $80K Y .CHARLES LE .T YAGHI Sales Sales
DANIE DIME BRI EWITT v
i ST.CHE @ LINDSEY BURCHAK IL STEVE BRO... 1 $59,788 6,644,139 6,128,720 515,41
QC{)}SHUA BERGAMINI
WV DANIFI AKH 1 €21 502 A201 112 8750221 850 79
HAD FORD ONAVAN STANFORD
Service Sales Density %
.JEFFJOHN ENNY BAKER
a0k JORDAN WALL ®
$1.5M . . . . . . . . b
N CASKEY
STEVE BROWN S e A
GRAYSON ENGLISH
AUSTIN ANDRAE
$40K E $1.0M
L]
-
MICHAEL COX 2 . .
g NY
X
$0.5M . FL
$20K
0% 2% 4% 6% 8% " Am Ve @ x
[ )
Tech Cost as a % of Total Sales ‘< MOHJT e oM™ wy
. $0.0M HIWA hyet AL AR ME MS sp 1A .
4% 10% 12% 14% 16%

Serwce Sales Density %
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Total company Service Level (Monthly) Avg % shipped in 1 day |Rx/ Dx Split - Shipped in 1 day
89.0 5% @% of Diagnostic Units Shipped in 1 Day .em ®% of Revenue Units Shipped in 1 Day .em

@ Adjusted QTY Order ®% Shipped in 1 Day .em @®DG Ratio

Freight Dashboord

949% 967% 951% 949%

92.7% 93.0%
902% %

95.5%

oo e 4% 80, — ol 0 T P ¥’ 2
4 alvcice per Dwy +wsvso TotalUnits per Shpmt. — e Free in per day Web free %of 628 w—Vendor febates perday  sesese Vendor Rebates % of 82
50000 - 8000 “00% 8000 -
45,000 2 7,000 “.0% 7,000 492% o N
9 200% o
® :2:: DAy 7 100 6000 266% L 2.9% e e 152% B% oon 6,000 ... % saon
s 30,000 ¥ 50 5,000 280% 5,000 00%
] 25,000 p 4000 200% 4000 s
= 20,000 )
5 ! 3000 150% 3000
PSP P a0 D P P P P A 0 N D T S 0P P 0 15,000 A8 0w
w NN o aN a ‘\ n'\ 2 a2 ¥ 90 ’L s ‘ﬂ. By q”a R S ) 2,000 10.0% 2,000
£ SO A A M AR AN S g @ IS S I S oSS S oS S oS 10500 o b o gt non
5 oo oon
Location Split - % Shipped in 1 da Ly ﬂ & PP DD > P «"v P D \‘ P 2 5 & PP P DD
P PP y ¥ F ST .»-‘ W \-f »* x’ & *v‘ ¥ «" ¥ & ) &> I w" & .-f v‘“ \-“ & o RO

10 @35 @50
96.1% 96.3% 95.5% — -~ aveoey | et Coment [ | e | Ve | [ " A outy [cumentmonn | %3 | vutance ) | Vaiance 09
927% o 92:1%—91.4% 91.8% Ahy 93.1% W ine s 4 % s 4 rm 0
\o‘b u‘”l\\%\'\\@\&q\@e oS ,leﬁ@‘&}dg S @%ﬂ ﬁ ﬂx\ 1\ -,p\l.ﬁg 4’@7}@ﬁQ o 864% 85 87.2%~87.7% 4% wr %828 won %% 139% s maw [y
v »v @
Split - % shipped in 1 day ’ Botordr .t Ot hpmie) )
@ Alcon @Bausch + Lomb @Cooper @ Vistakon Total BO Invoce per oy s+sess Total BO Invoice % 3 Total % Patient invoice e FL % Patient Invoice s CA % Patient Invoice: W Free Ship per Day - Office - Free SN per Day - Patient
¥ 00% —Y % PRUENT INVOICE s KY % Patient Invoice w— e SHID % Office — free SHD % Patient

RO T T MUY © 0GP © AN AL N o
@@ 'ﬁ “7}?1 RN ":\,LQ'L,Lig’l’LQQ’lil’L:’h’ﬁ’ng“ RSN X s s th’“f&

AR AR AT SR
936% 940% 940% ,L@,@'LAL@,”L@@-L@11@1@1 s

Average Days to Fill % Of Units Shipped

®0Office @Patient
100% 100% 100%  100%  100% 100%  100% 100% 100% 100% 100% 100% 98%
5
et (AR e 1| Ve 4 Coment (UMY | e | v ) [ P P e
ol 20 2 ~ e office % 8%
or v
ill llllllll! I

RIS

RESHONRINE @% A“\b

P on P, o R AN L S Q’Qb o S
L) Qm\ o @‘L@ﬁ@vwﬂ 0"“1%"}101” S .gfb R Qﬁ@m b 791 11@, 1“7'797’ 759,\79 1 @ ,,91 1@, "&1 1@,@1 1@’ 791 797’ 1“7’ ,LQ'L 7, @) >
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OPEN ORDER REPORT
Cust #: Cust Name: Strat Group: /3 Month % Fill in One Day Units Ordered per
1000017 20/20 - SHARPER AEH i el Month
_— | 2 Fiacal Year b e Orcter ot Is Ship Comy DC Name
© Ui rdered @1 Day iRt wscsons veraoe 1 93.7% | 211K o e o ey . E T
932% 9NA% o P i e S L e B Y DG Ratio (Units) Patient Ratio (Units)

s / 949% ~—884% 972% 970%  gaa% I 963% &37% 26% AL i Days Cutstanding Category Order Tye Sengified Status oMo o Pagent
89.5%

52.5% | 18.1% [fi| - : m— v i 2 ~
. .
= — Fiical Wik Lavel Custoerss BusnussGronslods Strategic Greup VendorGroupCote Ordue Status Maentacture 80 MO or XR
Filters Pane: © d . . m e N " a| i

Customer Number
X\\‘ L \\\, ,\C‘“ \‘«p \\\ae»\\ L“' “,5» \«w \‘,p \\1 N 8 8 \“ \\‘ \\‘._ All v I Vendor 8reakdown I I Patient Vs Office I I Location I I R vs Dx
» o ol SR C ﬁ oot
- S Strat Group
Top 4 Vendors 1 Day Fill Rate (w/ Exclusions) - .
®Alcon @Bausch + Lomb @Cooper @ Vistakon N o
o Business Group Vendor Breakdown - Units
1
937% Al b4 Days Outstanding Category Backorder In Process  Total %
Territory # Simplified Status ® Backorder @In Process ~ 6to 10 Days 51,015 11,270 62,285 33.6%
67.7% Alcon | 3504 1200 4705 25%
All v Bausch + Lomb 24,844 5971 30815 166%
Vendor Cooper | 17.626 2340 19966 10.8%
Jul 2021 Jan 2022 Jul 2022 Jan 2023 Al v 40K Vistokon 3041 L8 eI8 3I%
© 111020 Days | 41312 11006 52318 283%
LCocation Unit Split Vendor Unit Split Patient / Office Unit Split Urit Type L et 1250 338 1588 09%
809.08% Bausch. 13.72% Alcon 29.95% Patient 1691% z Bausch + Lomb | 221 7511 36788 199%
50 16.34% . Vistakon ‘ Al 2 = Cooper 4,157 1523 5680  31%
10 69% 27.04% Cooper 289% Office 83.09% Month £ Vistakon | 6628 1634 8262 45%
S 8
icies Al 7 & 20K +20 Days | 623,!5:: 8,23: 71‘)‘,556 38.1%
-1 Day Fill Rate: Excludes MTO units, Manufacturer caused Backorders, DG orders >200 units & Pending VSP Units Alcon 5 85 426 24%
Bausch + Lomb 39,120 5011 44131 238%
Cooper | 1ss0 453 2433 13%
- . Vvstalmn 17,645 1921 19566  106%
154,647 30,512 185,159 100.0%
- — I I B .

Acon  Bausch +  Cooper Vastakon  Alcon  Sausch «  Cooper  Vistakon  Alcon  Bausch «  Cooper  Vistukon
Lomb Lomb Lomb
610 10 Days 11 t0 20 Days +20 Days

Vendor Group
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Process Flows — With Areas
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OKR Dashboard Filtered to: Finance & IT

Company Goal Tracker

Filters Steps To Achieve Departments
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Amaze our Cus... N N -
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Offer the full s...
To become Nor...

fulfillment each and every day
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Grow with purpose

Connect the dots

Calm the chaos
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