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You stumble because of potholesyou never saw. Passiveresistance, trappedknowledge, unseen perspectives, leaders
alignedinwordsonly,aninabilitytomake the hardchoicesandfocus. All of thisinformation already existsinside your
organization —you needittorunthe orgeffectively. Leadershipstructure, more meetings, andmore data will not solve the
issue.

Diligence Post-close Transformation Exit planning Portfolio visibility

You lack transparencyinto the secondlevel.
The teamdynamic is only surface aligned.

You haven't made the hard choices to execute.

Result: you stall, can'taccelerate, leaders are transitioned

m——— THE SOLUTION

Surfaces deep intemal viewpoints against theindividual
investment thesis —not "peerbenchmarks”

Facilitated alignment sessions that driveclarity and sync findings

The collective knowledge of the orgin the CEO's hands — aligned tothe outcomes.

Afacilitatedstrategic process,notareport.Lightweight,heavyimpact

"Sync-Alignhelpedus tumaleadership transitioninto an
opportunity to reset and accelerate. It gaveus aclearview of where
wewerestrong, whereweneeded to improve, and—most
importantly—whereweneeded to align. It helped tumthat
alignmentinto action, shaping new ways of working and a sharper
executionframework to accelerategrowth.”

Ben Chrnelich
Chief Executive Officer, Symphony

Creates alignment tools to runthebusiness —not a 25-slidedeck

01 Youseehiddenroadblocks. 02 Youandthe sponsorwork fromone factbase.

03 Yousurfaceintelthatdrivesbuy-in. 04 Prioritiesaresetandtherestarecut.
05 Intelligence oftheorgina 360. 06 Twoweeks, notaquarter.
07 Asenioroutsider facilitatesthe hardread, notyou.

—— WHAT THE CEO GETS

PRIORITY

> GTMmodel clarity and teamroledefinition

CLARIFY

> Strategicpriorities reinforced indecision-making

MONITOR

> Operating cadence & meeting discipline

> Disciplined pricing &deal approval process > Leadership accountability across functions > Retentionincritical roles

> Customerfeedbackloopinto product &ops > Cultural health&engagement signals > Financial reporting & govemancerhythm

—— THE RESULT — CLEAR EXECUTION MANDATE
Whatwe willdoandwhen (andwhatwe won'tdo)—five clear value drivers, supportedby multiple levelsin the organization.

Q1 Q2 Q3
Pricing Optimization
Customer Retention
Customer Expansion
Revenue Growth Operations
Operational Efficiency

NOT DOING MetketExpanston - ProduetExpanston - MiAStratey

HOW WE MEASURE

Measured against your investment thesis, not peer benchmarks.

—— THREE LEVELS OF ENGAGEMENT

Sync-Align Engagement
2weeks - light-touch

Strength &riskranking, prioritizationroadmap, and the
sequenced operating plan.

Sustain — therecurringlayer

Fourboard-timed half-day re-syncs. Onrequest.

+ Leaderl1-on-1s
3weeks - targeted

EverythinginTierOl, plus structured one-on-ones and aclear-
eyedread onftagainst theinvestment thesis.

Two weeks to an aligned team and asequenced operating plan.

A20-minutecallis usually enoughto establishwhetherthe engagement fits where the portfolio company is today.

+ Offsite Facilitation
Fullengagement

EverythinginTier02, plus on-sitefacilitationthroughto
alignment and committed decisions, with OKRs set underAct.

Requesta walkthrough >

scott@sync-exec.com:202.538.1348



https://calendly.com/scott-pex/15

