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IMPORTANT INFORMATION

This report reflects diagnostic analysis based solely on information voluntarily provided by the
participating organization at the time of assessment. The Breakout Score™ is a strategic
evaluation framework intended to support business evaluation and discussion.

This report does not constitute legal, financial, accounting, investment, credit, lending, or
operational advice. No guarantees or representations are made regarding outcomes or future
performance.

The Breakout Group does not independently verify submitted information and assumes no
responsibility for inaccuracies or omissions.

This report is licensed for internal evaluation use by the participating organization, is not
intended for reliance by third parties, and may not be redistributed or commmercially exploited
without prior written authorization from The Breakout Group, LLC.
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Interpreting Your Breakout Score Report

The Breakout Score is a diagnostic framework designed to assess a company's growth quality by
identifying strengths, constraints, and misalignments of key growth drivers

KEY INFORMATION TO UNDERSTAND

The Breakout Score evaluates growth quality, not effort, ambition, or intent. It measures how effectively your
growth drivers perform and align under pressure.

A lower score does not signal failure; it indicates the area is constraining growth relative to your stage and
industry. It can also reflect normal friction that emerges as business complexity increases.

A higher score does not signal perfection; it reflects solid and consistent structure under operational load. Even
strong areas need to be managed to prevent regression.

Strong drivers can still cap output if alignment, sequencing, or execution consistency is weak. It's common for
growth to stall from friction between drivers.

Resist debating a score. Instead, understand the critical next steps for the next 3—6 months.

The Growth Quality Scoring Scale: Green is strong and red is weak. It broadly means growth quality for the
driver or metric is Built to Scale, Functionally Capable, Experiencing Friction, or Structurally Constrained.

STRUCTURALLY EXPERIENCING FUNCTIONALLY BUILT TO
CONSTRAINED FRICTION CAPABLE SCALE
| I
<70 70-79 80-89 90-100
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Growth Quality
Summary
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OVERALL COMPANY BREAKOUT SCORE

Growth Quality is Strained and Uneven

Apex has a reliable operating core and respected reputation, but a
weak demand engine and strategic drift limit scalable,
transferable growth ahead of an exit.

SALES

Sales is reactive, limiting proactive
pipeline and account expansion.

ALIGNMENT

Day-to-day execution aligns, but growth
direction decisions remain unresolved.

MARKETING

Marketing underinvestment reduces
discoverability and lead follow-through.

STRENGTHS

- Trusted precision and delivery reputation
- Disciplined operations with low turnover

- Strong RFQ responsiveness and retention

BRAND

Strong legacy trust, but modernization is
not visible to new buyers.

CHALLENGES

- Weak demand generation and visibility
- Reactive selling limits expansion

- Strategic drift on growth direction

NEXT STEPS

CULTURE

Disciplined, tenured culture, with
emerging succession risk.

- Decide growth path and decision rights
- Build proactive account expansion motion
- Convert capabilities into market proof
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THE KEY TAKEAWAYS

THE SYNTHESIS:

Apex’s quality and reputation are durable, but growth is still relationship-led and under-marketed, which a buyer will
price as added post-close commmercial buildout and lower confidence in scalable projections.

THE STORY:

What's Broken: Demand creation is weak, keeping growth reactive.

The Reason: Marketing proof and proactive selling have been neglected.

The Accelerant: Buyer turnover reduces the power of legacy relationships.

Primary Risk: Revenue looks less transferable beyond current relationships.

Ripple Effect: Strategic drift slows choices on diversification versus margin focus.
Consequence: Buyers underwrite conservatively and assume post-close investment.
What's at Stake: Valuation support depends on proving repeatable growth before market.

TAKE NOTE:

1. A strong brand inside the current base can still be discounted if it is not discoverable to new
procurement stakeholders.

2. Trade presence without a follow-through system tends to create activity without measurable pipeline,
weakening diligence defensibility.

3. Knowledge capture is not only an operations issue; it directly affects buyer confidence in sustaining THE"-|1
quality post-close. BREAKOUT
GROUP
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Industry
Considerations
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Industry Overview

Industrial manufacturing is stable and mature, with growth constrained by
capacity, execution reliability, and buyer-approved supplier status rather than
broad-based demand creation. In that context, Apex’s long-tenured
relationships and quality reputation are real assets, but they also create a
structural trap: when procurement and engineering decision-makers turn
over, “known supplier” status increasingly depends on visible proof,
documented capability, and responsiveness to RFQ cycles across multiple
stakeholders.

Buyers in this sector tend to scrutinize whether revenue durability is
system-driven or relationship-driven, especially when customer
concentration is moderate and growth is slow. A weak demand engine and
reactive selling can look acceptable in steady markets, but it becomes a
valuation sensitivity when the next cycle requires proactive diversification or
share-of-wallet expansion. The same dynamic affects sale timing: if the
market narrative is “legacy supplier,” acquirers will assume incremental
commercial investment post-close and price accordingly.



Overall Company
oill Breakout Score

Overall Growth Quality is
Strained and Uneven
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Overall Company Summary

Apex shows a capable operating core with credible brand equity and a
disciplined workforce, but the growth system is not yet built to be repeatable
under transition. The commercial engine is skewed toward inbound RFQs and
existing-customer pull, while marketing is underdeveloped and messaging
does not consistently translate operational advantages into market-visible
proof.

That imbalance matters because the business is trying to solve two problems
at once: protect margin and reliability in the current base while reducing
dependence on a concentrated customer set and an aging relationship
network. Without a clear growth direction, sales and operations optimize for
different outcomes, and the organization stays coordinated day-to-day but
drifts strategically.

For a sale process, the core question becomes transferability: whether
growth and retention are driven by systems and documented capability, or by
history and relationships that a buyer cannot underwrite at the same multiple
without added post-close buildout.
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Breakout Optimization
and Alignment Scores
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202 Breakout Culture
2™ Optimization Score

Culture is Functional and
Generally Consistent
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Culture Insights

Culture is functional and capable, anchored in pride of workmanship,
operational discipline, and low turnover among production staff. That
stability supports consistent delivery, which reinforces the company’s
reputation and protects retention economics.

The near-term constraint is not day-to-day execution; it is
transferability under transition. The stated gap in succession planning
and limited documentation of institutional knowledge creates a
defined continuity risk as retirements approach. In a sale process, this
becomes more than an HR issue: it reduces buyer confidence that
quality and responsiveness will remain consistent without targeted
knowledge capture.

Mission, vision, and values were not indicated based on available
information. For exit preparation, the absence of clear, documented
direction can compound existing strategic drift and make it harder to
show that performance is system-driven rather than dependent on
long-tenured individuals.



Breakout Sales
Optimization Score

Sales is Constraining
Revenue
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Revenue Insights

Revenue performance is strained and under pressure because selling
is primarily reactive: strong RFQ response and repeat business, but
limited proactive pipeline development and account expansion. This
is amplified by dual buying cycles across enterprise and
government-style procurement, where supplier discovery and
qualification increasingly require structured outreach and proof, not
just history.

Mechanically, the lack of strategic account planning and systematic
renewal or expansion outreach means the business is leaving
share-of-wallet and reactivation opportunities to chance. As younger
buyers replace legacy contacts, the relationship advantage becomes
less reliable, and concentration risk becomes harder to offset.

For a sale, this is a transferability issue: constraint leads to episodic
pipeline, which reduces forecastability and conversion visibility, which
weakens underwriting confidence and tends to drive multiple
compression or earnout structures to bridge projection risk.
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Breakout Marketing

Optimization Score Marketing Insights

Marketing is weak and constraining because the company relies on
word-of-mouth, an outdated website, and trade show attendance
without a consistent follow-up or proof system. In industrial buying,
especially with enterprise and public-sector stakeholders, limited
digital credibility and sparse capability documentation reduce
discoverability and slow qualification.

The channel mix itself is directionally appropriate for this model, but it
is not functioning as a demand engine. Without case studies,
technical capability proof, and messaging that reflects what
customers value, marketing cannot support proactive sales motion or
vertical diversification.

Marke‘[ing IS Cons‘training Left unaddressed, sales remains dependent on inbound RFQs and
existing relationships, making growth harder to scale and easier for a
Demand

buyer to classify as “stable but not expandable.” That framing typically
increases the assumed post-close commercial buildout and reduces
the growth premium in valuation.

-'l'l
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Breakout Brand
Optimization Score

Brand is Established and
Generally Consistent
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Brand Insights

Brand is capable and high-performing within the existing customer
base, with clear equity around precision, reliability, and quality that
supports fair pricing and repeat work. The constraint is that this
credibility is not fully transferable to new decision-makers because
modernization and expanded capabilities are not well communicated.

As procurement and engineering contacts turn over, the brand risks
being perceived as a legacy supplier rather than a current, technically
advancing partner. That gap does not show up as quality failures; it
shows up as reduced inbound interest, slower re-qualification, and
fewer opportunities to compete for new programs.

For exit preparation, this affects buyer confidence in sustaining and
accelerating revenue post-close. If the market-facing story lags
operational reality, acquirers tend to underwrite growth conservatively
and assume incremental investment to refresh positioning, which can
compress valuation multiples even when current customers remain
loyal.
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oo Breakout
123, Alignment Score

Alignment is Generally
Aligned
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Alignment Insights

Alignment is functional but strained because it is not producing
consistent outcomes across growth drivers, particularly in demand
creation and proactive selling. Coordination on day-to-day delivery
appears reliable, yet the organization is not aligned on the growth
path, which limits commercial momentum.

The inputs suggest the main coordination gap is decision alignment:
sales wants new verticals, operations prefers margin optimization in
the current base, and leadership has not made a definitive call. That

keeps resources and messaging drifting rather than compounding.

This matters for a sale because buyers will test whether the company
can execute a coherent growth plan without internal tradeoffs slowing
decisions. The alignment score reflects respondent perception and
may not capture all cross-functional friction, but the stated strategic
ambiguity is enough to weaken diligence defensibility of the growth
narrative.
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Strengths, Challenges, Next Steps
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0/0 3 Strengths of Apex Manufacturing

YOUR INPUT INDICATES 3 KEY GROWTH QUALITY STRENGTHS

1. Brand credibility in core markets: Long-standing trust for precision and on-time delivery supports pricing
discipline and repeat RFQ wins. If translated into proof, this can compound into faster qualification and lower
perceived buyer risk.

2. Operational discipline and retention: A stable, quality-focused workforce enables consistent fulfillment
and protects customer experience. Without knowledge capture, this advantage decays as key employees
near retirement.

3. Fit-for-industry channel access: Direct selling and trade presence match how industrial buyers source
suppliers and evaluate capability. Without a follow-up and messaging system, these channels underperform
and remain relationship-dependent.
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3 Challenges of Apex Manufacturing

YOUR INPUT INDICATES 3 KEY GROWTH QUALITY CHALLENGES

1. Underbuilt demand engine is the primary discount driver: Marketing underperformance and limited
proactive outreach keep pipeline development reactive and narrow. In diligence, this tends to be priced as
required post-close commercial investment, reducing confidence in growth projections.

2. Strategic drift between growth and margin priorities: Sales, operations, and leadership are not fully
aligned on whether to diversify verticals or optimize the current base. Left unresolved, this creates
inconsistent resource allocation and weakens the credibility of the growth story.

3. Succession and institutional knowledge risk: Several key employees nearing retirement without clear
successors or documented know-how introduces continuity uncertainty. Buyers tend to underwrite this as
transition risk, increasing integration burden and deal friction.

I Breakout Score™ Report — Internal Evaluation Use Only
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e acron) Next Steps for Apex Manufacturing

KEY NEXT STEPS (IN ORDER OF PRIORITY) BASED ON INPUT

1. Lock the growth direction and decision rights: Within 30-60 days, produce a documented 3-5 year
growth choice (diversify verticals vs. deepen current base) with explicit tradeoffs and who decides what.
Proof within 90-180 days is a consistent prioritization and resource allocation pattern that a buyer can
diligence.

2. Build a proactive account expansion and reactivation motion: Define how the team will identify, pursue,
and track expansion within existing accounts while managing dual procurement cycles. Proof within 90-180
days is a visible pipeline of expansion and reactivation opportunities with repeatable outreach cadence,
improving underwriting confidence.

3. Translate operational strengths into market proof and succession resilience: Create a tight set of
capability proof points and capture critical institutional knowledge for roles nearing retirement. Proof within
90-180 days is documented know-how and customer-facing evidence that reduces transition risk and
post-close investment assumptions.
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A What's At Risk

THE OPPORTUNITY COST OF THE STATUS QUO

1. Delaying a defined growth direction tends to keep sales reactive and operations margin-protective, which
likely limits credible diversification progress before a sale process.

2. Continuing to rely on legacy reputation and referrals materially increases the risk that buyer diligence
reframes revenue as relationship-dependent, which tends to compress multiples or introduce earnout and
holdback pressure.

3. Treating succession and knowledge capture as “later” likely narrows operational continuity options as
retirements approach, increasing perceived transition risk.

Near-Term Outlook (90-180 Days):
Without corrective action, growth likely stays slow and concentration risk remains salient.
The longer proof is delayed, the harder it becomes to defend projections in diligence.
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Bill Glenn is a veteran sales, marketing, and brand strategist who helps
companies unlock growth by using knowledge, experience, and Al-backed
tools to identify and solve gaps in sales, marketing, brand and culture.

-TI

Schedule an Executive Session with
The Breakout Group Founder, Bill Glenn

Get More Information

His Philosophy
"Growth can be maximized only when sales, marketing, brand,
and culture are fully optimized and aligned.”

PROPRIETARY NOTICE
This report and its associated materials incorporate the proprietary methodology, structure, and scoring framework of The Breakout
Group, LLC. The Breakout Score™ and its underlying framework are proprietary and may not be reproduced, distributed,
reverse-engineered, or commercially used without prior written permission.
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