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CONFIDENTIAL

HighPoint Associates (HPA) is a strategy and execution acceleration partner that
helps leaders get the right things done quickly

This unique combination of
For over 20 years, talent allows us to provide
HEA has.supported. ST o e . pract.lcal strategy
clients with our flexible, . . solutions and hands-on
consulting firms who . :
results-focused ! . acceleration, without Tailored Engagement
Our Legacy : i also have extensive : : :
approach to consulting . . conforming to inflexible A curated approach based on a nuanced
operating experience - ) e o
team structures and pricing understanding of your specific situation;
we engage the right team at the right
time without ‘off-the-shelf solutions

Our consulting team is
800+ strong; they are

What this means for your company

@ Talent
®-8 Our teams bring strategic thinking and a real-world mindset to problem-solving Deep Experience
from their decades of experience as consulting and operating leaders We have a proven track record solving
strategic and execution challenges
within and alongside top-performing
our Flexibility organizations
. . G%D We adapt our level of involvement—from time and resources to subject matter ...
Differentiators

expertise—and adjust as the needs evolve True Collaboration and

Change Management

We prioritize ownership and team
Value alignment to drive lasting change—not
Pairing experienced, high-impact talent with a nimble, tailored approach to team just the next project
staffing delivers value to our clients through a more efficient cost structure
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CONFIDENTIAL

Meet the leadership team—your trusted partners from strategy through execution

Sumeet Goel
Founder & Partner

Sumeet founded HPA in 2002 and
serves as the firm’s Partner in charge of
company strategy and client service
delivery. He has over 25 years of
management consulting experience and
has advised senior executives across a
range of industries, including financial
services, real estate, technology,
healthcare, consumer goods, retail, and
media.

Prior to founding HighPoint, Sumeet
served as Head of Strategy for Digital
Media Campus, an early-stage venture
firm that operated at the intersection of
technology, media, and entertainment.
He also led efforts with dozens of
clients across industry and functional
sectors from McKinsey’s New York
and Los Angeles offices.

Sumeet holds an MBA from Harvard
Business School and a BS from the
Wharton School

HPA
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/\ Justin Moser

= COO & Partner

Justin brings over 25 years

of experience leading and advising
company growth strategy, operational
improvement, and go-to-market
optimization.

Prior to HighPoint, Justin served in
executive leadership roles for Mattel,
Inc. over a 15-year tenure from 2003 to
2018. Those roles included SVP /
Group CFO, head of Mattel’s NA Online
business, and Corporate Strategy and
brand marketing roles in multiple
businesses. As Group CFO, guided the
company through restructuring and
revenue stabilization.

Pre-Mattel, Justin served clients across
industries from Bain’s Los Angeles
office, and co-led Bain Ventures,
Bain’s early-stage business incubator.

Justin holds an MBA from the Kellogg
School at Northwestern and a BA
from Pomona College

@ Richard Berger

¥

4
=" Partner
&

Richard has been a Partner with
HighPoint Associates leading strategy,
operational, and marketing initiatives
since 2009.

Before joining HPA, he was a Principal
at Katzenbach Partners, a boutique
management consulting firm, where he
led client engagements in industrials,
consumer, telecommunications, and
financial services.

Before his time at Katzenbach, Richard
led acquisition and consumer marketing
for the largest customer segment within
AT&T Wireless. His professional
experience also includes leading
consumer and customer development at
Financial Engines and brand
management and finance roles at
Procter & Gamble.

Richard holds an MBA from Stanford
and a BS from Washington University
in St. Louis

Kristel Kurtz
Partner

Kristel is a Partner with HighPoint
Associates bringing over 25 years of
experience in strategy, growth, and
operations.

She spent 19 years at Accenture in the
Strategy and Consulting Practices,
advising clients on market entry, sales
force optimization, restructuring, and
M&A integrations. Kristel also served as
Managing Director and CFO at Third
Sector Capital Partners.

Most recently, she was Partner at
Cherry Bekaert and previously SBI,
where she worked with C-suite
executives on strategic initiatives, M&A,
and operational transformations across
B2B industrial, healthcare, and
technology sectors.

Kristel holds an MBA from the MIT
Sloan School of Management and a
BS from Wellesley College
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Senior Advisors bring experience across industries and core functions

HPA is distinguished by the strength and commitment of our Senior Advisor group, who are invaluable resources for our clients, providing

thoughtful collaboration and partnership on projects at all stages

A
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Alex Nesbitt

Former Managing Director at the Boston Consulting Group who led the
firm’s West Coast Industrial Practice; founded a third-party logistics firm,
sold to Ryder Logistics

Christian Frank

Former McKinsey Associate Partner who also served as VP for IBM’s
Healthcare Business Processes Group, and as VP of Corporate Strategy
in charge of ADP’s health and wellness strategy

Bob Kaplan

Former Director at McKinsey and head of the firm's IT and

Systems Practice and Managing Partner of BCG's San Francisco office;
has held multiple Board & C-level positions, including CEO for Motif, Inc.

Katie Liebel

Former MD and Head of Strategy for JPMorgan Chase's Consumer Bank
and Chief Strategy Officer at both Fifth Third Bank and Nationwide
Insurance, where she also served as SVP of P&C Transformation

Meka Millstone-Shroff

Former President & COO of Buy Buy Baby, Chief Customer Experience
Officer for Bed Bath & Beyond, and McKinsey Consultant; Board Member
at 6 companies including Neiman Marcus, Halo Dream, and Athletico

Dino Mauricio

Former Managing Director at KPMG and General Electric with 30 years of
expertise in M&A and transformation; has held additional roles as CEO of
Ducker Carlisle, COO at Brock Capital, and SVP at Berkshire Group

Diana Dosik

Former Boston Consulting Group Partner in the firm’s People &
Organization / Healthcare Practices with an additional depth of
experience across financial services and CPG

Phil Arrata

Former Associate Partner at McKinsey who then served as Chief
Financial & Administrative Officer for Best Buy Canada and CEO of
Mountain Equipment Co-op (MEC)
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Our business model enables us to flex capacity and right-size our team to your needs

Full Team

For large-scale, multi-phase initiatives...
HPA

Senior Advisor

Principal

Project Leader

Exec Sponsor

Day-to-Day
Internal Lead

» Senior-led, end-to-end delivery model with
dedicated oversight and continuity

« Complex, enterprise-wide initiatives that

require depth, scale, and long-term engagement

Organizational effectiveness and cost reduction

for a global consumer services company

HPA
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aronh Teamlet

For rapid mobilization on critical projects...

CEO/Exec Sponsor

Project Leader

Consultant(s)

Day-to-Day Internal
Lead

Flexible, high-impact model that’s easy to
scale and re-deploy

+ Ideal for focused projects or as embedded
execution support within broader programs

backed B2B SaaS company

We shift between models as our clients’ needs change

Transformation Office stand up for a $2B PE-

@ Individual

For targeted / interim needs...

CEO/Exec Sponsor

Advisor, Interim
Exec, Project Leader

Day-to-Day Internal
Lead

* Expert-driven, plug-and-play solution tailored
to specific needs

* Advisory support, interim roles, or targeted
functional expertise

Cost reduction opportunity identification for a
publicly traded technology company

ﬁ
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Together we pull cost productivity and efficiency levers to reach impactful outcomes

Cost Productivity and Efficiency Levers

Strategic & Financial
Management

N

Organizational Design
& Operating Model

it

Short T
(;_ye:;m * Top-down financial targeting and * Spans & Layers organizational
Maximization) budgeting simplification

» Capability prioritization * Benchmarking

* Initiative-based and start / stop
efficiency opportunities

* Policy changes and standardized
procedural efficiencies

 Outsourcing / offshoring

- Zero Base Budgeting (ZBB) * Procurement strategy
» Overhead Value Analysis (OVA);
Medium-Term Activity Value Analysis (AVA)
(Involved
Work Removal /

Unlockers)

Led by C-suite / Executive Team

HPA
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Process Optimization
& Automation

8-
i

A Ld

* Lean / continuous improvement « Supply chain footprint /

process
* GenAl enablement

» SKU productivity/systemwide work
reduction

» Business Process Re-engineering
(BPR)

* End-to-end work
redesign/transformation

Led by BU Leaders / GMs



Ensure each function has one thick
and one thin layer; use Funnel,
Necktie, or Beaker models

When consolidating BUs, consider
Shared Services, matrixed setups, and
CoEs/CoPs

Align on strategy first; once structure is
defined, execute changes quickly

Pressure test next-layer changes
before rolling out (i.e., “run water
through the pipes”)

Maintain a change team for 18—-24
months to track progress, resolve
issues, and communicate

HPA
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@ Spans & Layers

Use an aspirational organizational
framework as a guiding model

Example strategic recommendations

Define clear, rigorous standards for
leveling (e.g., direct report counts)

Establish transparent rules for when
span exceptions are allowed

Create a distinct career path for senior
Individual Contributors/SMEs

Review spans every 18-24 months;
cap Director/VP roles to prevent
inflation

CONFIDENTIAL

Our teams tailor their strategic recommendations to each client’s specific needs

@) GenAl Enablement

Early implementation can drive value,
even before GenAl is fully performant

Value capture timing matters; delivery
curves are often nonlinear

Estimate GenAl impact by function,
role, tenure, and employee capability

Efficiency gains may falter if headcount
cuts follow a linear model

Identify opportunities to upskill/reskill
employees to optimize GenAl usage
and maximize productivity gains
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Recent client examples of enterprise transformation at scale

Transformation

Operating Model
Optimization

Multi-site
Transformation

HPA
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Strategy

Strategy

Client Need

Private equity-backed healthcare services
company required an integrated enterprise
transformation strategy and roadmap across
operations, processes, IT, pricing, and delivery to
address challenges from years of aggressive
acquisition strategy without proper integration
execution

Global consumer services company had recently
begun to centralize its HR, IT, insights & data,
marketing, and other back-office functions with
mixed results, and needed to transform its
operating model by optimizing organizational
effectiveness while at the same time reducing
costs

Publicly traded, multi-site hospitality services firm
needed a comprehensive enterprise
transformation strategy centered on rapid
turnaround of underperforming locations and
G&A/Capex cost takeout, repositioning the
organization for long-term growth

Engagement Outcomes

Utilized a twofold approach focusing on field operations and corporate functions

Conducted a detailed financial analysis at site level to understand drivers of
profitability, identify best practices and segment sites by archetype to develop tailored
improvement programs and roll out pilots for underperforming sites

Conducted a diagnostic assessment of end-to-end processes, org structure, tools,
technologies and KPls

Defined org and ops footprint aligned to strategy; mapped implementation and
change roadmap across tools, resources, and governance

Built fact base behind organizational G&A spend and assessed Center Of Excellence
model maturity, focusing on flawed interactions and support between the central
functions and business units

Diagnosed resource and process inefficiencies; defined governance, right-sized
functions, outlined capability needs, and tiered service levels

Delivered a to-be model and recommendations that cut >10% G&A and enabled
scalable growth, agility, and process clarity

Partnered with CEO and executive leadership team to stand up Transformation
Management Office and oversaw initiative process design, execution, and change
management

Defined standard care delivery model and worked with care-specific teams to assess
model compliance and develop actions to close organizational gaps

Designed and led Clinical Value Initiatives (CVI) for higher topline sales, attendance,
and effective inpatient decision-making process

Realized savings by defining operational excellence and G&A cost efficiency levers
and implementing rapid cost takeout initiatives
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Sample output from our enterprise transformation engagements

Recent client examples include driving cost efficiency and performance uplift across corporate centers and field operations

“4 Walls” Diagnostic Framework Site Segmentation by Margin Enterprise Cost Levers

o » P iati : i ion- PRELIMINARY
Overall “Four Walls” Approach Initial categorization based on recent financial performance _PRELMINARY Corporate Center Cost Reduction: 9 Levers SEUELIINARY
TypicalLines ofinvestigation Costrduction examples
Ave cuttent T sysiems being used o ull fec? Viha processes Nt 5gng AR repas can b coded and produced aufomaticay, aher ian
Rt ) ) 1 Automation and systers: _ coushouk be aormeled Shouk new systems of Kechns of | momusly Jwough excel Widespread use o excel s fen an licalor o oot
ormanzg Deteriorating Stable Improving How ;"’sh o xisiing sysioms ba inboduced? Systien uige,
. y . perfc (<-300bps) (+/- 300bps) (>300bps) *====== margin chang Vinat reports and analyses are low value? s there any It1s common 1o find outdated. elevant management repots that should be
- Howare e diferent = What opesclionsl  Whl processes for  + Which drve desired = What s e value o ‘ Yoy? 2 Elkminatafow vakue work  upiaton ofwork? s DIRY 5o sppied {Dons Repast s e s
Fundomontal 5165 perfoming’ Givers e coreliles  lack of are consiten?  culcomes andenoud  Impiementng? S kot ingr s
. it manciel . oo sandordaeds . )
questions Are there consistent e, Wha processes are How co we acton? ) ‘sweet spot I, Doss the current tsam have the appropeiate skilset? Is futner 10 have fewer, with a“can-do
d:-\nu pattems’ e praciioe or the + How bost o rnsleta i Out-Performing lessons leamed? ' raining requited? Are employees in the corect positions? amal prometions may have elevaled under-skilled employees.
b - Which groups of sfes type ol hospital? the field (>23%) extendable? 7 High performance culture may have lapsed during the pandemic. Work from
e ehie Graraciaiats’ : 1+ the curntleam giving s best? A any mplopees
3 ; PR — s be i mey e et prodecivs end herder o manege. Kl e koared: LBck
77777777777777 ‘Caution’ unmotivated or disengaged? Why? of accountabllty
. p secular tren fixable
« Historic data « Marrying operational + Workshops with SMEs + Workshops with SMEs + Workshops with SMEs v Doas the team have SOPs? Are thay consistently followed? " & v vors ly igs s
assimilation and data with financial and and & trigger ev nt? ‘ BComiat Have they been evaluated against best practices? How do we S0Ps are oflen deked., legacy versions or comeletely Inored, 6.0, AP &
Primary " practices oo A KPTS? o e manually processed because i's been that way for years.
Activities analysis (regression analysis) . additional site visits - Godification - Prioritzation & roll out “Solid’ serform against KPs:
. Siavisis panning Middling' el b e 1 o rouh SRR WEr o B e o : g : :
pest practices to ado . Spans of comol, ran siucur 1 Typcol spanfor fnance fcon i . ey ind ompoyees with < 6o
(15-23%) management ayers and complexiy? Could t be sreained? Do we have low 94N (o i and matching com. butnot liing the role.
e Pt eppgaen Bos saps 7. canchmarkwages, A2 Lo muchor b0 e? 00 W e ISETUNES iy ave e ver promelec s cn. bt sxcoed macet e
Capacity | Scheduling Improvement program for select locations. | — ADage SR T bonuses, rawarcod for quality and afficioncy? May also have tile infiation
Hea — : e
Priorities R metncs Evaluate system-wide opportunites — .9, discaunts, core issues fixable? Tranidy: 8. Offshoring and Con processes be autsourcedofishored? Could s delver Phiippines and India have robust BPO capabilties. Typicaiy, fufly losded costs
‘dleled invoices, hospital level compensation 3 growth mode vs. triage? e Batter quaiity and greatar oficioncy? Whal are tho 0paraiionsl 1o 35 o ratec
Under-Performing v o risks of outsourcing? B
Procedure code standards (<15%) 9.Rework and the costof  What fs the current cost of quaiiy? How much do we spend on  Invoioss sent to incorrect addresses with incorect data, resulting in re-work,
avaiy rowork (6.5, bd invoicas)? How s QA and GC executed? __ atn collechons, and poos customar eatonthips

Fast-Track Cost Wins Execution Scorecard

Field Ops Dashboards & Playbooks

Identified actions to drive additional Corporate Center cost reduction Functional Summary — tracking to ~$XXM , path to $XXM

Enabling Improved Field Performance: Dashboards & Operating Handbook

Operating Dashboards Operating Handbook

BPO - Finance functions (§3 - 4M) BPO - Broad based recruiting (§1M) Software/PS spend reduction ($0.9M) * . i
I « x x ® et g0k ot S s ot i
+ Current finance function has + Broad-based recruitment has a broad + Line by line review of the software e . . N ° At ancor B0 o Dashboard opased
significant quality issues and should funnel with repelitive systematic stack and PS spend within in IT — - = Operations - COO - EBITDA . ACT Building a sirong Effective teammete commanication
be restructured. Upgrading talent will processes that can be executed at a identified $XXX in savings over an Faciltes x x x L4 Leadership  + VP Ops + Ravenue + Ho-show % cutture Effactive onboarding  raining | development
likely exceed planned 2023 budget lower wage by using BPO - leaving budget I N N . ° Proncii co 1 mpees W ot Top Dashboard * Ravenue Periwoice  « Tach Labor Effoctival soPs
US recrulters focused on higher value — § XXX already actioned " it  Ravenue Per Hour (ond % of foctivoly partnering  SOPS
+ Oplion A - Low risk approach uses US ! v Logat x x x ™ by fo on- - ServicesRevense%  mesics with Support Cener gog praciices (o g, manthly louchpoints)
based consultants and staff work — interviews, cultivation elc. - § XXX initiatives WIP oo i Discounts % Tevenue) Understanding. snd Understanding pertormanee: Hospital Dashboard
Incremental consulting est. ~§XX « Typical recruiter loaded costs @ + Additional $XXX in field IT spend - 11120 by movng o e ] motcas Por Hour Doc Lateor fand mproving,veral ;
(add-back) and higher end run-rate $XXX, vs similar talent through BPO identified and action plan in place to o . . . ™ Jr— e oy Sply coun Tt";z';w_m X T:mm“m 'M"’::"m performance r;" Itying ract-cause / problem soiving: Operaling review
est. ~$XX for better talent of §XXX drive $XXX by executing Enterprise b st o and Fioeptar . Sm vermans Aecouniabiliy. Acton Flan Terpiaets)
+ Option B would use BPO — near or - Outsourced X to X FTE =~ $XXX in agreement N (e s o Overview eizing tho schodla
offshore. US typical analyst loaded savings. Pilot and proof of concept Businass . . R and hospiai flow Schedule format and room assignmants
cost of $XXX vs BPO loaded cost required. Lo Tach chack.ist
XXX MedEx x x x * Hospital + Transecions
00 Loadership - SteMeansger - ACT Doactor shlls s diy assignments
+ Partial staff BPO for XX FTE ~ $XX Exscutvn x x x  Tech Labor (and % of medical revenue) Guidance on isging
annual savings Y " - Do aber Responsitdities by major procsdure (tech vs. doc)
“ * Managing no-shows and cancallations
B | | E—— Proparing for ihe day

“Currant e rate of $X, sddiions)
ncies identfied in following pages
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Recent client examples of efficiency through cost takeout and L2C optimization

Org Redesign &
Cost Takeout

Lean Operating
Model

L2C
Transformation
Office

HPA
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Client Need

Global consumer products company was looking

to cut costs, reduce expenses, and streamline
processes in their North American division over

twelve months

Publicly traded technology company was moving
in a new strategic direction and needed assistance
identifying opportunities for cost reduction

A $2B PE-backed B2B SaaS company with
slowing sales tapped HPA to stand up a
Transformation Office, diagnose inefficiencies
in the Lead-to-Cash (L2C) process, and
accelerate quick wins to unlock resources and
reduce costs

Engagement Outcomes

Led cost reduction and restructuring effort, redesigning org model and operating
rhythm to support transformation

Conducted cross-functional workshops and stakeholder interviews to identify process
inefficiencies and risk areas

Redesigned target operating model, enabling a shift to the new business structure
with reduced complexity

Delivered execution roadmap, aligning implementation milestones with identified cost
and efficiency levers

Developed comprehensive cost model across personnel, real estate, IT, and product
spend to identify short- and mid-term savings

Assessed organizational structure, roles, and decision rights to uncover hidden cost
drivers and optimization levers

Supported sale preparation, working with management and the Board to prepare the
entity for strategic exit

Mapped lead-to-cash (L2C) process, identifying critical pain points through interviews
and value stream analysis

Designed cross-functional solution roadmap, addressing root causes with integrated,
system-wide fixes

Enabled prioritization of initiatives, using effort/impact lens to align stakeholders
around execution focus

Accelerated execution of quick wins, reducing resource strain and capturing near-term
cost savings
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Sample output from recent efficiency engagements (1 of 2)

Recent client examples include benchmarking, spans and layers analysis, and decision rights (RACI)

Overhead Efficiency Opportunities Industry Staffing Benchmark

Functional Role Mapping

CONFIDENTIAL CONFIDENTIAL

Benchmarking — Industry Peers Individual Contributors (management roles with no direct reports) indicate potential

improvement opportunity
I_m--_ - I I B I
481

Function 1 Efficiency Opportunities

Spans of control for managers Total= X managers
) - ;a0 3.45 267 257 325 X 388 e Layers 3 to 6 (3 = Function Leaders)
Totat XM XK (subs) to SXM Somewhat higher staffed - 185 208 167 0 ] Le0 80 193 Key Findil
m-mm‘*”“mcn 'n HR than 10 147 160 1.50 1 X X X X X X X Y ngs
e, b 851 520 + Individual Contributor ratio of
2 mc Totat XM ’ﬁ‘:&,‘::“ * Reakocaton olresoutas s ey dacuscnary e & e pacy egencies I ~X%, which is high
© 8 yrater Ilt . coporate I
wnstocated center * 5408 10 be a1gneq Budgets for Use of D party agencies Bt assumes SXX 13 Somewhat mare leanly I « Wide dispersionacross the
spend K poe s 2 b
* TaE porumiy mec X 5 KK 6 1) of on fecaed v tpod staffed in Marketing 131128 ooy oo usiness.
y bodoen) than peers - Opportunity to share best
3 8D Totat XM Range dependent on . SN N coomlos - recsnc s ' s 405 I g’acttices across the
strategic decisions - Sudgeted petersiat. amaer Firance ssppon 389 371 - enter
$Ock O (&) e % L ol prsing 262 284 I 225 2142 32 - ) | - Legal, Gov. Affairs, etc,
4 Toat XM SXM i SXM : w«.::':m "W‘:::‘Tmh: Somewhat in line with 102 08e 13 082 o expected to have ICs
= o el " eaten ey WA seph biatre o  ecey mpper 225 Pl T (DY) | L — e s e e o - Analysis by function
offset of current shadow 2 tmeiactity shocasons THO 5 E E E B E B £ 2 5 » 5 5 5 5 3 B o5 S required to optimize
$pend In subs'sites) % * To oMt and recoup a portion of he SX-XM i shadow spencing on subsidary i g i g g g *g g g § % & % 3§ § % % 2 £ Contributors oM
Pbulv:'mwhml-x-hcmmnmw E 5 FEEF R P EE FEOEEEE § £ -
rences & 8 &8 8 & 8 & § 8
* Target range SXM to XM
Marketing Funct X churemem
" Corp Affairs
e ——
Target Range: ~$X — SYM - -
. . . . . .
Spans & Layers Review Span-of-Control Analysis Roles & Decision Rights Mapping
CONFIDENTIAL
. 9 e . . L. . . Al Respansils & consuted
Client X Spans [ IECINNIET = | == [ ro ] seon proe] one | Functionisus Management Spans (Layers 3 to 6) — Some functions in line with benchmarks, others like Decision Rights Mapping & RACI Charts Development Al Foro B o
Sl et s HR have narrow spans, as do the lower layers of IT and Marketing [ 0 8] Supports xcuton
CEO
‘ l B HR Marketing Category Activity Brans “o Sales g ™y Finance Other BuLT
Layer Layer. Layer T - s . -__' [Sacucrmeoncn |
3 (Leader; eacer (inciropdmap and ocal 234t craation) e kg
| e Hﬁ._H “ H we | s | o " o :.,..,."M‘ " ‘ s “ = teaser == 3 (eacen . 3 eaden Mg Ma G L]
o ‘ = ‘ B ‘ e
|
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'
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3 (Leader) | 70 | 3 (Leader) | 40 | 3 (Leacer) -E- R prrr— . i [ o A
= : ETE : . . e -
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Sample output from recent efficiency engagements (2 of 2

Recent client examples include organizational redesign, transformation office, and cost takeout

Structure & Governance

Structure and Governance

ILLUSTRATIVE STRUCTURE

Exscutive Stesring Commitiss

ILLUSTRATIVE

- Set o and siraiegy for
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IT Opportunity Summary

Cloud Optimization
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Engineering
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Software Optimizstion
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Future-state Blueprint
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COGS & CAPEX Savings Levers

Co has significant savings potential based on similar HPA efforts

Frs Addressable Savings Range of Helpful starbng porrt for tamebng savngs
Spend Target Opportunity +  Scale Reacton 1o these intial high
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e
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pense may be unaddressable in
juded in Overnead

Project Charter for Future-state
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Finance Team Charter

CONFIDENTIA

Team Lead (s) Team Resources (Buyer) J§ Team Resources (Seller)

In Scope ‘ Financial reporing:

SIFRS); (AP, AR, GL): Tex: Budgeing & Forecasting, Tressury ‘

outof scope | [N

Mission/Objective/Decision

sppropriste

Day 1
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Intemsl and

Buyer's systems and processes
Treasiry funcions C and Tergef's o
Buyers

‘Cansoliated financial systems (BS &nd ), including inter-company and hedging wil be
reported per FRS standard

Ci I Areas of Integration Focus

Spesdy operafionsl snd funclionsl consalidstion on endstate for sach finsnce and
acoourting prosess snd develop work plan fo schieve.
Ganers! Lecger snd Chart of Acoounts mapping by Day 1

Interface to allc

Key Dependencios
Suoeess gy :
i

Anticipated Value Sources
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expentitures
incluting audit
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CONFIDENTIAL

Explore how our thought leadership drives successful outcomes

Success Factors for Acrobatic
Strategic Planning

Strategy Mergers & Ach|S|tlons

Get Beyond the Bidding War with
Proactive M&A

Bridging the Gap: From Strategic
Vision to Operational Reality

Why Intentions Matter in Making
Mergers Work

Keeping the Pace: Planning in

Hypergrowth Companies

/

Business Transformations are
Trending. Here's Why...

Small Acquisition, Big Deal

Simple Rules for Resource
Allocation

HPA's Transformation Highlights

o m i) Bolstering Growth Through
- Organizational Transformation

Five Keys to Powering Your

Transformation Effort

/

HPA

Trusted Partners Since 2002

A People-First Guide to

Organizational Transformation /

Execution Acceleration

The Power of a Strategic PMO

Accelerate and Scale Your Most
Important Initiatives, Efficiently

Keep the Change: Making
Business Transformations Work

Change that Sticks: Overcoming
Organizational Resistance to
Change

Tech Debt — Pay Me Now or Way
More Later

Enterprise Architecture: The
(Frequently) Missing Link

IT and Business: Can’t We All Just
Get Along?

Generative Al and the Productivity
Supercharge

Adopting an Enterprise Al
Strategy: Your Roadmap for
Competitive Advantage /
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https://www.highpoint-associates.com/wp-content/uploads/2019/09/Why-Intentions-Matter-in-Making-Mergers-Work.pdf
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https://www.highpoint-associates.com/2023/06/five-keys-to-powering-your-transformation-effort/
https://www.highpoint-associates.com/2023/06/five-keys-to-powering-your-transformation-effort/
https://www.highpoint-associates.com/2022/04/tech-debt-pay-me-now-or-way-more-later/
https://www.highpoint-associates.com/2022/01/enterprise-architecture-the-frequently-missing-link/
https://www.highpoint-associates.com/2023/10/it-and-business-cant-we-all-just-get-along/
https://www.highpoint-associates.com/2024/01/generative-ai-and-the-productivity-supercharge/
https://www.highpoint-associates.com/2024/10/adopting-an-enterprise-ai-strategy-your-roadmap-for-competitive-advantage/
https://www.highpoint-associates.com/2022/04/tech-debt-pay-me-now-or-way-more-later/
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https://www.highpoint-associates.com/2023/10/it-and-business-cant-we-all-just-get-along/
https://www.highpoint-associates.com/2024/01/generative-ai-and-the-productivity-supercharge/
https://www.highpoint-associates.com/2024/10/adopting-an-enterprise-ai-strategy-your-roadmap-for-competitive-advantage/
https://www.highpoint-associates.com/2024/09/a-people-first-guide-to-organizational-transformation/
https://www.highpoint-associates.com/2024/09/a-people-first-guide-to-organizational-transformation/
https://www.highpoint-associates.com/2024/03/bolstering-growth-through-organizational-transformation/
https://www.highpoint-associates.com/2022/10/simple-rules-for-resource-allocation/
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310-616-0100

Sumeet Goel
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sgoel@highpoint-associates.com

Justin Moser
Chief Operating Officer and Partner
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www.highpoint-associates.com

East Coast
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New York, NY 10022
973-896-1101
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