“For startups finding direction, SMEs building discipline, scale-
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Purple People International

Mastering the Entrepreneur’s Dilemma

THE ASSESSMENT PHASE STRATEGIC INTEGRATION TOOLS

Multi-Area Balance Check /4 /ﬁ fooh I/ 2 A\ \ The Integration Lens
Evaluate performance across eight core Revenue Culture | | [ Yo> - Convert traditional trade-offs into

areas including revenue, culture, and risk h p . ¢
actionable integration strategies

for marketing, product, and hiring

Short-Term Wins vs
Long-Term Value

Measure the tension between
immediate tactical gains and
sustained strategic growth

Weekly Integration
Review

Identify low-value reactive

G activities to improve strategic
The Strategic alignment for the following week
Priority Matrix

Rank initiatives by scoring their impact
across both immediate and future timelines

. www.purplepeople.in
Competing Areas & Common Trade-offs

Marketing vs Operations Product vs Profit Investor Pressure vs Vision
/’ ml I %
( %- = 0
- Gt a - \
o=lo = %
Growth Integration Delivery Feature Integration Margin Exit-focused Integration Long-term
speed Action capacity richness Action maintenance targets Action mission



The Purple People GSA Framework: A Strategic Blueprint for Business Mastery

A strategic ‘Arc Reactor’ for businesses, using a reinforcing loop of Growth, Synergy, and Advantage to eliminate silos and transform static strategy into a repeatable execution system.

THE TRIAD PARADIGM: THE REINFORCING LOOP

DRIVE MEANINGFUL
GROWTH
Leverage your advantage for

THE DEFENSIBLE :

profitable expansion
ADVANTAGE 9 that avoids the
Build a market edge risks of

profitless, ‘fragile’

through proprietary foundati
oundations.

technology, brand |
trust, and operational \\&
execution speed.

ORGANISATIONAL SYNERGY

The internal 'glue’ aligning teams
and tools to ensure growth is
managed profitably.

www.purplepeople.in
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TRANSITIONING STRATEGY TO EXECUTION

ESTABLISH
EXECUTION RITUALS
Implement team-based
accountability practices to
move strategy from a static
plan to an active rhythm.

SYSTEMS THINKING
& KPI MAPPING
Visualise the business as a
holistic system and link
action-oriented

KPls to GSA goals.

THE BALANCED
SCORECARD

Implement team-based
accountability Practices to
move strategy from a static
plan to an active rhythm.

Track progress across five
perspectives: Financial,

Customer, Internal Process,

Learning & Growth, and Synergy.




Establish Execution Rituals: T
The 5-Step System I SROTE:

Balanced
Scorecard
Integration

Objective: Maximise
shareholder value
and profitability.

Map inputs, processes, and
feedback loops for
holistic visibility.

Execution
Dashboard Setup : Implement
Visualise progress using Financial 4 amm Execution Rituals
clear mﬁgncs and assigned | Perspective _ s
s to ensure consistent
accountability and
follow-through.
Ve Learning & 4
STEP 1. P Synergy _| “Growth 4
BUILDING THE STRATEGIC tt
FOUNDATION S &-e - '
Systems Thinking Overview Advantage a
4N : Internal Process

Perspective

Balanced Scorecard Integration

Objective: Optimise operational
efficiency and quality control.

Triad KPI Alignment .
Link metrics directly to Advantage, Pu rple People Internatlonal

Growth, or Synergy objectives. WWwWWw.pu I‘p|epeOp|E. in



Mastering the Triad Paradigm: A Strategic Assessment Framework

Profitable Growth Operational Synergy Defensible Advantage
Focus on expanding meaningfully Ensure teams, tools, and systems Maintain a unique edge, such as
rather than just increasing volume. are fully aligned and collaborating. proprietary tech or brand trust.

Brand Trust

1 2 3 tll S
Execution Speed
Unique Talent/ IP

The Fragility Check

Avoid Profitless Expansion: Eﬁﬂ @ :‘(’;.‘
Rapid growth without profit
creates a fraglle foundation
for the business.

5 Critical Risk Factors

Purple People International Monitor foundations, profitless expansion, drift, www.purplepeople.in
culture, and customer experience.

Prevent Strategic Drift:

Stay aligned with core goals to
avoid losing market
advantage.




The Strategic Growth Assessment Framework

A structured method for leaders to evaluate growth strategies, product-market fit, and operational readiness.
www.purplepeople.in

Product-Market Fit y © >y &

Market Penetration

& Expansion (PMF) Check
Maximise value from existing products Evaluate success through
while successfully entering new customer delight, retention rates, and
segments or geographies. feature-value alignment.
Innovation-Led Operational Readiness
Diversification Assessment
Ensure new products align with the Audit team capability, systems,
core business and create experiences processes, and available capital
that delight customers. before scaling.

. r E . .
Acquisitions & SELF-ASSESSMENT SCORING GUIDE Defined Success U

Partnerships Growth ) | Metrics

; Levers i 7 o " . ! s

Leverage M&A and alliances Penetration Expansion Diversification Innovation Partnerships Growth is only sustainable . II
effectively while minimising Product- I —) when supported by clearly
potential integration risks. Market Fit ¢ gomer pelight Retention Market Feodback defined and tracked KPIs. . I I . I I
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| Readiness Team Capability ~ Systems Processes Resources |




Three Pillars of a Growth System

Sustainable growth is achieved through systematic infrastructure rather than
short-term bursts of effort. This framework focuses on evaluating core operational

. o ; . Checklist for System Health
components and tracking specific financial metrics for scalable success.

Growth Component  Evaluation Focus

0 Lifecycle Are onboarding, retention,
Management and upsell systems repeatable?
o Metrics & Are you tracking actionable
Dashboards metrics for daily decisions?
jd " Purchase How often do customers

Critical lV!etr (o] Q Frequency return to buy again?

for Sustainable

Success

Customer
Acquisition

Customer

Cost (CAC) Lifespan
Net Revenue Measure the total spend Monitor the average
Retention (%) required to gain a single number of months a

customer remains

\0)' o

0' “‘/} QL

new customer

\

( /

Three Pillars
of a Growth Scalable Repeatable Culture & -_'
System Business Model Processes System Adoption %,

Grow the business without a Implement standard workflows Ensure the team believes in, Pu rpIe Pe°p|e I nternat.lona |
proportionate increase in costs that reduce friction and understands, and executes the WWW.purp le peop le.in
or operational chaos. increase total output. established systems.



The Synergy Blueprint: Mastering Purple Pezple International
Internal Alignment and Strategic Alliances

A dual-track approach to business growth: optimising internal STRATEGIC
synergy and building structured external partnerships. EXTERNAL PARTNERSHIPS
INTERNAL ALIGNMENT & TEAM FLOW Team Flow Analysis The 6-Step

Alliance Playbook

. Measure execution success by scorin
The Four Domains odioh

team cr?mﬁnumcamon cllan;y, workflow 2 Seek | .
rhythm, and levels of trust. complementery
of Synergy A gaps

Define
purpose

Y Ooxe

Communication Workflow Levels of
Clarity Rhythm Trust

_ 3. Design @
win-win
Operational Strategic structures N
n%hiﬁﬁgs‘."fi‘:ﬁ{a’gﬁa i\ ¥ .cr°§§d"fé'atn?<'>'?cl"éem 4, Build Prioritise transparent  high potential
efficiency. \_ adventage. infrastructure partners witha  governance for revenue or
shared vision innovation eynergy.

Quick
Operational Wins

5. Evolve
quarterly

f

({i

ML

Flnanclal
Group-level capital
efficiency

N

Cultural
'\ Hightrust. telent
. \mobility, and shared,

Beware of cultural

values. AY L cul
overpromising misalignment
synergy

7 Visualize Celebrate
Align OKRs friction zones with cross-team
quarterly Collaboration wins. ) ::ontrpi Iacl:tof ctlgar
Mps  www.purplepeople.in Stugies el e



PPl

thank you

Purple People International

www.purplepeople.in

| () peni-india | ‘ 0 +91 8285363960 | ‘ @ ceo@purplepeople.in
W, e . \_ .

o



