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o and accelerating customer migration to Cloud/SaaS

ate of decline was compounded further by low team morale,
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imited talent acquisition; limited investment in
ence, resulted in several years of cost cutting

) mg bined impact of decllnlng deferred income and
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| 5 g i sights from key holders, detailed understanding of cultural and
allenges, business fi? ncials & operations, and key drivers impacting business performance
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-ﬂ qgsgguently, launched comprehensive rey xkf budgets & reporting packs; customer revenue analysis, sales

performance & yield per AM, service delivery, technical capabilities, and development of Vision Statement to
share proposed cultural improvement and personal development program via Global All-hands updates
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ed growth strategy, that identifies key objectives,
_ he overall Rev/ARR/EBITDA growth plan; to
ication 3 amount; every employee must feel
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and “CEQ VI;iis'tefning workshops”

| by the Board, (reset targets, capital re-allocation etc)
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are adap per depa

‘ ent & cascaded by extended le adership team
g KRs & KPIs are applied as % of ALL incentive / bonus pay elements
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, CEO adopts a monthly reporting cadence to company via All Hands / Town Hall sessions

SMT provides Team Updates sharing performance versus departmental KPls

We celebrate & share successes, highlight sub-performance, or need to pivot quickly

ELT Management maintain an active feedback loop to SMT
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- Example: Target markets (R&D): OKR (Objective & Key Result)

'« Deliver value creation within 24-36 months S

= Become leading UK Specialist CSP, supporting mid-market & enterprise across
Specialist Vertical Sectors: Generating “net new” £Xm ARR from specialist CSP

services / >X customers / Average Deal Size at £XX / Maintaining Churn @ <X%
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DIVISION: RETURN TO GROWTH
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& lean praCtice to increase net Growth
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tivize u g of technic: to's ’.. t xpainsion of vendor por lo
SP Portfolio, alongside career roadmaps to retain talent
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= Example: Culture & People: OKR (Objective & Key Result)
= Drive Cultural change S
= Harness technical / commercial / service delivery expertise to support
transformation to CSP & execution of growth strategy

=  Example: Strategic Initiatives: OKR (Objective & Key Result)
= TBD
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