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IMPORTANT INFORMATION

This report presents diagnostic analysis based on information provided by assessment participants and
available at the time the assessment was completed. The Breakout Quality of Growth (QofG) Report 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 and should not be used as a substitute for professional advice or independent diligence. No
representation or guarantee is made regarding accuracy, completeness, outcomes, or future performance.

The Breakout Group does not independently audit or verify information submitted by assessment
participants and is not responsible for inaccuracies or omissions in that information.

This report is licensed for internal evaluation by the organization that commissioned it, the assessed
organization, and their authorized professional advisers. It may not be publicly distributed, reproduced,
resold, or used for commercial purposes without prior written authorization from The Breakout Group, LLC.
No other third party may rely on the report without such authorization.
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Interpreting Your Breakout QofG Report

The Breakout QofG Report 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

1.  The Breakout QofG Report evaluates growth quality, not effort, ambition, or intent. It measures how effectively
your growth drivers perform and align under pressure to produce durable growth.

2.  Alower 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.

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

4. 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.

5. Resist debating a score. Instead, understand the insight and any recommended actions and priorities.

6. The Quality of Growth 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

1 <70 70-79 80-89 90-100
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OVERALL COMPANY BREAKOUT QofG SCORE
Growth Quality is Strained and Uneven

Growth quality is supported by execution credibility and customer
trust, but near-term value realization depends on making
demand generation and growth decisions more repeatable and
transferable.

SALES

Sales is reactive to RFQs, limiting
pipeline predictability and expansion
from existing accounts.

ALIGNMENT

Unresolved growth direction prevents
marketing, sales, and operations from
executing a unified plan.

MARKETING

Marketing under-investment reduces
discoverability and measurable qualified
demand creation.

BRAND
Reputation is strong with incumbents,
but modernization is not visible to new
buyers.

CULTURE

Pride and tenure sustain quality, but
knowledge transfer and succession are
underbuilt.

STRENGTHS

- Long-tenured quality execution

- Deep incumbent customer trust

- Fair pricing without heavy discounting

CHALLENGES

- Reactive pipeline development

- Underdeveloped demand generation

- Succession and knowledge capture gaps

NEXT STEPS

- Decide the 12-month growth path
- Prove repeatable demand creation
- Codify execution and knowledge
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THE KEY TAKEAWAYS

THE SYNTHESIS:

Execution and incumbent trust are working, demand creation and growth decisions are not, and that reduces
transferable predictability for an acquisition or investment decision.

THE STORY:

What's Broken: Growth is constrained by weak demand generation and reactive selling

The Reason: Legacy relationships and inbound RFQs substitute for a repeatable pipeline
The Accelerant: Buyer turnover increases reliance on digital visibility and proof

Primary Risk: Concentration persists while RFQ flow becomes less predictable

Ripple Effect: Strategy drift blocks targeted marketing and capacity planning choices
Consequence: Underwriting becomes more conservative and post-close investment needs rise
What's at Stake: Transferable growth depends on proving a system, not inherited relationships

TAKE NOTE:

1. Modernization not communicated can reduce shortlist inclusion even when performance remains high.

2. Concentration plus reactive pipeline can increase deal-term pressure if RFQ flow softens.

3. ACTION TO CONSIDER: Decide whether the next 12 months prioritize vertical diversification or deeper THE"-l.l
share-of-wallet, with explicit margin and capacity guardrails. BREAKOUT
GROUP
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Industry
Considerations
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Industry Overview

In precision machining for automotive and industrial buyers, growth is often
constrained less by product and more by qualification cycles, supplier
visibility, and delivery reliability under changing procurement teams. As
decision-makers turn over, suppliers that are not discoverable online or
cannot clearly evidence capability tend to get fewer RFQs, even if incumbent
performance is strong.

You report long-standing Tier 1 and Tier 2 relationships and reliable
execution, but also limited proactive pipeline development and neglected
marketing. The pattern suggests industry dynamics may be masking
demand-generation weakness because repeat RFQs keep the shop busy,
while the next wave of buyers screens suppliers digitally and through
structured sourcing.

For an acquirer, the key question is whether RFQ flow is relationship-inherited
or system-generated, because that affects underwriting confidence and the
need for post-close commercial investment.

ACTION TO CONSIDER: Review competitor and peer supplier positioning and
proof points to define the minimum digital and sourcing credibility needed
for target verticals.
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Company Score

Overall Growth Quality is
Strained and Uneven
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Overall Company Summary

Apex appears to convert existing customer trust into repeat RFQs and stable
delivery, but the growth engine is constrained by a weak front-end: limited
proactive pipeline development and underdeveloped marketing. You report
slow growth (1-10% year-over-year) and moderate concentration, with
roughly 26%-50% of revenue tied to the top customer or small group; that
makes incremental growth and risk reduction depend on creating new
qualified demand, not just executing well.

The most consequential interaction is strategic drift: sales wants
diversification beyond automotive, operations prefers margin optimization on
existing accounts, and leadership has not made a definitive call. That
ambiguity reduces marketing’s ability to target, reduces sales’ ability to build
a repeatable pipeline, and can leave capacity and quoting decisions reactive
rather than intentional. From a family office lens, this tends to show up as
less predictable growth and more conservative deal terms until the
commercial system is proven transferable.

ACTION TO VERIFY: Reconcile customer concentration and growth claims
against last-12-month customer revenue and order history to inform the
investment thesis.
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202 Breakout Culture
2™ Optimization Score

Culture is Functional and
Generally Consistent
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Culture Insights

Execution reliability is sustained by long tenure and pride in
craftsmanship, but scalability is exposed by limited succession
planning and undocumented institutional knowledge. You report low
turnover among production staff and strong operational discipline,
alongside several key employees nearing retirement without clear
SUCCEeSSOrs.

The mechanism is that tacit process knowledge and
application-specific know-how can become a bottleneck when
onboarding, cross-training, or shifting capacity to new work. If
unaddressed, this tends to create drag on delivery consistency and
margin predictability during transitions, even if day-to-day performance
is currently stable.

ACTION TO CONSIDER: Define and document standard work for the 5
most critical processes and cross-train at least two backups per role.



Breakout Sales
Optimization Score

Sales is Constraining
Revenue
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Revenue Insights

Revenue conversion appears strongest when responding to inbound
RFQs and serving existing accounts, but growth is limited by a
reactive sales motion and limited proactive account management.
You report minimal strategic account planning, little systematic
renewal outreach, and reliance on loyalty built over decades.

Across enterprise and government-style buyers, procurement
turnover and formal sourcing can reduce the value of historical
relationships unless expansion and requalification are managed
deliberately. If the sales process stays reactive, pipeline predictability
may weaken and concentration risk may persist, which typically
increases underwriting conservatism in a transaction.

ACTION TO CONSIDER: Implement a proactive account management
cadence with quarterly business reviews for top accounts and a

defined reactivation sequence for dormant accounts.
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Breakout Marketing
Optimization Score

Marketing is Constraining
Demand
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Marketing Insights

Marketing is not currently creating consistent qualified demand
beyond referrals and incumbent reputation. You report a 10+ year old
website, 2—3 trade shows annually without a clear follow-up strategy,
and no case studies or technical content that documents capabilities
or modernization.

The mechanism is reduced discoverability and weaker pre-RFQ
credibility with younger buyers who research suppliers online, which
can lower RFQ volume and shift growth back onto a small set of
relationships. If unaddressed, customer acquisition becomes less
efficient and diversification into new verticals becomes harder to test.

ACTION TO CONSIDER: Establish monthly tracking for RFQ sources,

trade show follow-up conversion, and website inquiries by segment to
identify the highest-yield demand levers.
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Breakout Brand
Optimization Score

Brand is Established and
Generally Consistent
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Brand Insights

Brand equity appears to be high with existing customers, but
preference among new buyers is constrained by outdated external
proof of capability. You report being known for precision, reliability, and
quality, while modernization (CNC upgrades and quality system
improvements) is not well communicated.

The mechanism is that new decision-makers may categorize Apex as a
legacy incumbent rather than a modern partner, reducing shortlist
inclusion even when performance is strong. If unaddressed, the
business may face slower new-logo growth and more dependence on
incumbent accounts, limiting transferable value under new ownership.

ACTION TO CONSIDER: Create a concise capability narrative and two

modernization-focused case examples for use on the website and in
RFQ responses.
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123, Alignment Score

Alignment is Generally Good
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Alignment Insights

Alignment is not producing consistent outcomes across growth
decisions because the growth strategy choice remains unresolved.
You report operations and delivery are well-aligned day to day, while
sales, operations, and leadership differ on whether to pursue new
verticals or optimize margin on existing customers.

The mechanism is decision latency: marketing cannot target or
message clearly, sales cannot prioritize accounts and verticals, and
operations cannot plan capacity and quoting guardrails around a
chosen mix. If unaddressed, this tends to slow diversification efforts
and weaken the predictability of commercial execution.

ACTION TO CONSIDER: Establish a monthly growth decision forum

with explicit rules for vertical selection, margin floors, and capacity
allocation.
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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. Deep incumbent trust with demanding buyers: Long relationships and repeat RFQs support retention economics and
provide a base for expansion if managed proactively.

2. Execution discipline on quality and delivery: Reported pride in craftsmanship and consistent fulfillment protect
reputation and reduce the cost of service failures.

3. Credibility to command fair pricing: You report trust, on-spec/on-time delivery, and limited discounting, which can
support margin if demand is sustained.

ACTION TO CONSIDER: Build a top-10 account expansion plan with named opportunities, stakeholders, and quarterly
targets to grow without increasing concentration.

Breakout Quality of Growth Report — Internal Evaluation Use Only
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3 Challenges of Apex Manufacturing

YOUR INPUT INDICATES 3 KEY GROWTH QUALITY CHALLENGES

1. Demand generation is underbuilt relative to reliance on relationships: You report neglected marketing, limited
follow-up from trade shows, and a reactive sales posture, which narrows new RFQ flow.

2. Strategic direction is not decided across sales, operations, and leadership: Diversification versus margin
optimization remains unresolved, creating drift and slowing coordinated execution.

3. Succession and knowledge capture are not systematized: Several key employees nearing retirement without
documented institutional knowledge increases execution risk as the team scales or transitions.

ACTION TO CONSIDER: Choose one primary growth path for the next 12 months and set margin and capacity
guardrails for pursuing it.

I Breakout Quality of Growth Report — Internal Evaluation Use Only
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e acron) 1 00-Day QofG Priorities and Considerations

THREE KEY PRIORITIES AND SUPPORTING ACTIONS FOR NEXT 100 DAYS

1. Decide the 12-month growth path: resolve drift and focus demand, sales, and capacity.
2. Prove repeatable demand creation: increase qualified RFQs beyond legacy relationships.
3. Codify execution and knowledge: protect delivery and margin during staffing transitions.

SUPPORTING ACTIONS

+ Reconcile concentration and growth claims against customer revenue and order history

+ Review competitor and peer positioning to define minimum credibility for target verticals

« Implement quarterly top-account reviews and a dormant-account reactivation sequence

+ Track monthly RFQ sources, trade show follow-up conversion, and website inquiries by segment
« Create a concise capability narrative and two modernization-focused case examples

+ Establish a monthly growth decision forum with vertical, margin, and capacity rules

+ Document standard work for 5 critical processes and cross-train two backups per role

+ Build a top-10 account expansion plan with named opportunities and quarterly targets

+ Choose one primary growth path for 12 months with margin and capacity guardrails

I Breakout Quality of Growth Report — Internal Evaluation Use Only
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A What's At Risk

THE OPPORTUNITY COST OF THE STATUS QUO

1. Delaying a clear choice on diversification versus deepening existing accounts may keep quoting reactive, weakening
forecastability and limiting confidence in a repeatable growth plan.

2. Continuing to rely on word-of-mouth and legacy relationships may reduce RFQ volume as procurement turns over,
increasing revenue volatility and raising post-close commercial investment needs.

3. Postponing knowledge transfer for near-retirement experts may increase scrap, rework, or schedule slippage risk,
pressuring margin predictability during a transition.

Near-Term Outlook (90-180 Days): Without action, performance likely stays stable but growth remains muted. As buyer
turnover continues, rebuilding visibility and proof becomes harder.

ACTION TO CONSIDER: Set an early-warning threshold for monthly qualified RFQs and win rate by segment, triggering
corrective action if either declines for 2 consecutive months.

I Breakout Quality of Growth Report — Internal Evaluation Use Only
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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 Quality of Growth Report, 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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