SALES ADVISORY

Case Study: PE-Owned Industrial Services Company

THE SITUATION

Seeking better sales results out of a recently acquired industrial services company, a leading private equity group
needed to develop and implement a comprehensive go-to-market sales strategy that would optimize the
acquisition’s sales performance, increase its revenue, and accelerate its growth.

OUR APPROACH

Fahrenheit began by conducting a comprehensive organizational and market assessment, including the
company’s existing sales and service resources and capabilities. The assessment led to:

» Redefining the company’s strategic value proposition and the development of new sales materials
and training

» Restructuring territory management

» Realigning in-house sales management

» Adding key operational resources in leadership
» A complete sales pipeline process buildout

» New reporting tools to view, review, and respond to ongoing performance metrics, such as sales
cadence and activity, sales and margin variance analyses, and quote management an outputs

THE RESULTS

The 16-week project revitalized sales at the company and quickly generated
outstanding results. Reporting showed an ROI multiple of nearly 5X on reported
EBITDA, which covered the project costs in less than three months.

NEARLY
» The revised strategic value proposition brought critical focus to the sales

process
and improved sales effectiveness

> New sales materials reinforced the value proposition and highlighted

differentiators ROI MULTIPLE
covering project costs
» Management adjustments improved operations in less than 3 months

» The pipeline buildout, workflow process improvements, and reporting
enhancements drove efficiencies

> New markets brought in more opportunities
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