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Original Materials

The original ForteOne materials were uninspired and
didn't stand out. Even more concerning, they lacked a
coherent message and left prospects confused.

Their website had been recently launched, but was
filled with generic stock photos and overwhelmed
users with long-winded content and poor usability.

What is SmartScaleS™

s
1" FortéOne’

1} FortéOne

Muximizing the Mididle Market.

Prepared for)C DE DlCATE D

C OMP U T ING

e

BL’J'SlNESS ASSESSMENT
F‘-‘INAL PRESENT T!ON

TED JUIE

g L)

Table of Contents I ;
muﬁlﬂudhwm

|_Executive ST B e o e e S P 3 |
FortéOne Executive Experience...................cccceeenvvenn... 10
Assessment Objectives & Approach................ooooveieiin. 12
MBI vt i R R S R B S S s 16
Dedicated Computing Strengths...........c.cocviiiiiiiininiiinneen. 22
Findings, Recommendations, and Staff Input...................... 24
BB BOY . oo 24
Profilabilify.......commmuansssmnm nosssmms suumrms s v sy s s s s s D)
Revenue Bullding:. -q. - s ssssssimsicss e s snms s snmisenvessissnisns samsiins ot DO
ORGSR LN B S 65
Profit Improvement Roadmap........ccococvviiiiiiiiiiiiiciicn e, 75
100 Day Plan: e nnnminissins s 82
1} ForteOne' 2 C

The Accelerator I
for the Middle |
Market

Accelerating Growth and Maximizing Enterprise
Value for Middle Market Businesses \|

The Position of Choice

FortéOne has been serving the
needs of our sponsor and closel

held business founder clients for
22 years
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Discovery Phase

| started with a cold audit of the FortéOne website

and materials. " L

| followed up by asking FortéOne to present their
services to me in a pitch - so | could find the
disconnects between their in-person pitches and
their sales materials.

| then presented my recommendations to
FortéOne for their corporate website, current pitch

materials, and ongoing marketing strategy. A|
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SHERMAN COMMUNICATIONS & MARKETING l’

Custom marketing and public relations solutions that work,

JUMP SEAT

1
Sell mare. Scale faster. (
Companies hire JumpSeat when they are in a hurry to take off,

CARVER PETERSON
Carver Peterson's Sales Solutions enable growing businesses
to reach their trise potential

MCKINSEY & COMPANY
Accelerating sustainable and inclusive growth.

STARTUP HOUSE
‘W solve 99% of startups’ problems,

HANIS CONSULTING, INC
Ervircnmental challenges salved.




Personas & Voice

Before working on the new brand and materials, BUSINESS OWNER: 1st or 2nd gen

Andrew

Middle market manufacturing company

we needed to nail down the target audience.

| worked directly with FortéOne's President to

Active in business, CEQ or business leader
Looking to improve, not necessarily sell
Wants to remain CEQ/business leader

develop four distinct customer profiles (one for each

r

service) that covered: who they are, where we can R o e
i i i i 35-50 ants the business to grow/scale significan
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FOFtEOﬂe SO{VES fOF them, aﬂd What mESsaglﬂg W”l School-Age Kids » Wants suppopr'tfcoachingtosort out difficulties

Financially Comfortable « Wants to make a difference in the world

resonate with them best.

CONVINCING
How do we do it? (VI - initial ideas)

A n d rew = Mewslatter for owners looking to innovate and

accelerate their business

s Present/Speak at manufacturing conferences

We must get him excited about the (TED Talk style] to establish authority
possibilities » \fideo series covering Planning/Alignment,
Leadership, Organizational Structure, Finance,
Sales, Marketing, Operations, etc. - one video for

» All decision-makers should be present el ek SF erataamiart

at initial meeting
= Create/Host an online group for middle market

« Focus on how we are different - what business owners looking to accelerate and

= innovate - offer live workshops/presentations for
innovative ideas we bring to the table SO s

* He won't only turn his company
around, he will learn from the
experience and walk away a better
leader

* Use our guarantee to ease his mind

Andrew

Primary home or condo, former athlete

CONVINCING
How do we do it? (VI - initial ideas)

A n d rew * Newsletter for owners looking to innovate and

accelerate their business

= Present/Speak at manufacturing conferences

We must get him excited about the (TED Talk style) to establish authority
possibilities = Videa series covering Planning/Alignment,
Leadership, Organizational Structure, Finance,
Sales, Marketing, Operations, etc. - one video for
each section of assessment

Married/Divorced

« All decision-makers should be present
at initial meeting
+ Create/Host an online group for middle market
« Focus on how we are different - what business owners looking to accelerate and

. n— " innovate - offer live workshops/presentations for
innovative ideas we bring to the table Sl s

School-Age Kids
Financially Comfortable -

* He won't only turn his company
around, he will learn from the
experience and walk away a better
leader



Visual Branad

| started with Mood Boards to narrow down a new
look for FortéOne. They wanted to keep their logo,
and their corporate blue, but were open to
changing everything else.
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is broken.

| wanted to make sure they would stand out

visually from competing manufacturing industry ' ' Wil s = Nt
consultants.
Tee o oo Tee o oo
| lightened up the fonts, ditched the standard ® , ®
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everything pop. e

| assigned a color to each product and worked : .
with the team to make sure the new colors would T D e SR A B B
be consistent on screen and in print.
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Presentations

FortéOne had meetings scheduled, but their
presentations weren't helping them close. In fact, they
were turning prospects away.

| based the new presentations on the FortéOne in-
person sales pitches so that the presentations would
flow easily, be supportive but not distracting, and be
easy to refer back to.

| created one presentation for each service, and
provided the design, graphics, and copywriting for
each.

The presentations were tested on screen and in print
to guarantee usability and consistency.
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And now
the real work begins.

®  Working with you and your team side-by-side at the company to implement the plan.
®  Building a foundation for professionalizing the business.

®  Establishing the culture of change to support growth,

#* E?.’E?ﬂﬂm 15
We have worked with FortéOne for several 0
years on various projects including 90+ /0 Of
diligence on potential new investments. our bu5| ness
Their people bring hands-on experience comes from
and an impressive work ethic. repeat or
They have delivered strong results for us re]ce(ra[
and have become a value-added partner :
for consulting solutions. clients.
Jeff Walters.
Co-founder and Managing Partrer
LaSalle Capital
gtiratit S A

FortéOne is a team of 65 middle market operating
partners with an average C-suite tenure of 20+ years
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ForteOne

Thi Accelerator for the Middle Marka.”

Brochures

Accelerator Recovery

Drive growth

Quickly assess — Adjust trajectory

Because FortéOne's products were complex, we
wanted to provide a leave-behind for meetings and
events that could also be used as a downloadable
takeaway on their website.

FortéOne has been serving the needs of our sponsor

| create d a b roc h ure for ea ch p ['Od uct th at d iveS and closely held business clients for 22 years.

into the details of the service: what it is, how it
works, and what the benefits are.

P VIEW FULL RECOVERY BROCHURE

For these | provided the recommended content,

. » VIEW FULL DILIGENCE BROCHURE
the design, and the copy.

P VIEW FULL ASSIST BROCHURE

Over 90% of our business Take action before your ? o When is it time to
comes from repeat or lender is forced to step in. D On t rlS 3
referral clients = call ForteOne?

= Performance is slipping

Control 1 ¥oure at risk of bresking covenants
L 2 our lender i showing concenn

losing

Were going to gat you back on the gath 1o
profitalaivey and grweh.

The Operating Partner AVOId
When is it Advantage Workout

too late?

Vi P Lind conmpirins, basll mrickdbs rairkat Take action now and bring in
birsnesses, 2nd ownod and eviiod those bsinesses.

the expertise of FortéOne's
operating partners to;

[fl] ou've broken major coverans - the baiks
hawe restructured your loan with much

Higherfees We’re not traditional consultants.

S The company has alrsady ertsrod warkout
and i no langer in your control

Y [t e brks e cllg e We're operating partners —
who all come from industry.

Retain full control of your business
W ek WTH s B

Working with Us: Typical Timeline

The F()l‘téone Difference What makes Accelerator Recovery better?

WEEKS 1-2 WEEK 3
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https://forteone.com/wp-content/uploads/ForteOne-Accelerator-Recovery-Brochure-Web.pdf
https://forteone.com/wp-content/uploads/ForteOne-Accelerator-Diligence-Brochure-Web.pdf
https://forteone.com/wp-content/uploads/ForteOne-Accelerator-Assist-Brochure-Web.pdf

Corporate Site

FortéOne was so pleased with their new materials
that they decided to go ahead with a full redesign

on their corporate site.
The site's goals included:

- Clarify FortéOne's services
- Make FortéOne the obvious choice
- Make it easy to schedule a consult

| created this site from strategy to launch and
provided: organization/wireframes, content/copy,
design, WordPress development and testing.

WORK WITH US

FortéOne

Ready to sell your company?
Worried you won't get full value?

Let us help you
maximize your exit

— from the inside out

© LEARN HOW _Eo

Will it be worth the extra time and expense?

We guarantee it will be:

That's right. If we don’t meet or exceed our projections for
annualized EBITDA growth, we will refund the difference or
continue working (at no additional cost) until we do.

5till not convinced?

Our Accelerator Exit clients, who have worked with us to
prepare their business for sale, have realized a 29:1 ROI and
over 37% average increase in EBITDA.

™

And don't worry...

We won’t take over. We work alongside you and your team. To
strengthen your team, improve your business, and significantly

FortéOne es * | Result Insight About U

P VISIT FORTEONE.COM

Services

Helping middle market business
owners address their most
significant challenges

for 23 years and counting.

Accelerator Exit

% You're planning to sell your business
2 You're ready to exit, but your business is not!
2 Youwant to receive maximum value from the sale

We give your company a thorough assessment to identify the
improvements required to deliver increased EBITDA before the sale
and to position the company for continued rapid growth pest-sale -
dramatically increasing your exit value,

We then work with your team to provide the project leadership
required to ensure your company is prepared for a successful exit,

Over the last 5 years we have lifted EBITDA an average of 37%
with our Accelerator Exit Plus solution and ROI greater than 29:1.

b

Accelerator Assist r

® Your business has critical issues
S You need rapid solutions without disrupting the business

Whether it"s profitability concenns, leadership challenges, growth-
related issues, or assistance addressing capacity, we provide the
expertise to diagnose your mast critical problems and quickly
implement solutions.

Solutions that last - so you don't have to worry about a relapse.

We have a 30-year history of successfully solving the toughest
issues quickly and permanently.

O LEARN MORE ABOUT ACCELERATOR ASSIST

lerator Recovery

Your business is struggling financially
You reed swift intervention to improve profits
You want to avoid workout and retain control

‘Our team rapidly assesses the areas most critical to helping the
business recover.

We then create a step-by-step recovery plan to quickly change the
trajectory of the business back toward profitability and growth. And
‘our team works with you side-by-side to implement the plan.

On average, our clients have seen a return of over 500% on their
investment with our Accelerator Recovery services.

WORK WITH US

O LEARN MORE ABOUT ACCELERATOR EXIT

by wa work

t
i

Accelerator Assist

© Your business has critical issues

@ You need rapid solutions without
disrupting the business

_\""\\.
e

Accelerator Dilige

O vou're planning 1o purchase a compary

© vou want 4 comprehensive 360-degree
assessmont

LEARN MORE

eak for themselves

Improved production
by 30% in the first
three months

- SEAREIERRICEY

Company on track to
increase profits by
more than 50% in

year two

‘essional and highly experienced, They worked
ament’s management team.

ury part of our company — Finance, Operations,
g, IT Systems and more.

nit's and FortéOne tearmn completed a successful
sspected private equity firm.

John Klement, CEQ
S85MM Protein Manufacturer


https://forteone.com/

Social Media n

Segment your customers
by relationship strength

Once the base materials were complete, it was time

to start driving some prospects to the new website. Loyall B NGura R 8 Vitnarsbie
FortéOne's leadership team already had an You should be looking at:
impressive following, so | created a series of posts * Average Spend  ® Retention Rate

. L . e Total Spend o Lifetime Value
(strategy, design, & copywriting) that included: & a5k _

® Retention Rat:

- Recaps of blog posts to show their expertise
- Case study results to showcase their success
- Testimonial posts to provide social proof

Impressions skyrocketed from an average of How do you

200-300 per post to consistent impressions of maximize the O

1,200-3,000 per post.

s value of your
| also worked with FortéOne on an engagement customer?
plan as well as a DM script for connection requests.

FortéOne

)
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The Situation The Solution FortéOne
Private Equity-Owned Tool Distributos Needed to increase cormpany value and ForteOne created and implemented = OF e ne
fvate Equ ul sowsresinelboersiphonti S Increased EBITDA from ;
® Market valuation well below What * Transformed company focus to a What $9'8MM to = Do you need help
owner expactations did we e bottom line, profit-orientad were the e quickly getting your bu
R d © Investment banker required do? culture, driven to increase EBITDA SRTSSTTTCS back on t
everse improvemnents before placing *® Expanded sales channels, ® —
the firm in market repaired relationships, grew sales 1 M me
market Share : ’ i and SKUs with existing clients ;
d.eClin.e Wlthln * Failed quality audits from £ \
largest customer (Walmart, * Improved plant operations ’
A0+% of revenue) resulting in 98-99% audit scores i
da S * Insufficient producticn, high * Reconfigured financial reporting ¢
y employee turnover and waste to provide better planning and I.'"f
visibility | V4
recovery.forteone.com
FortsOne

growth was the closing costs?
guaranteed?

instead of just risk?

The current private : FortéOne's
e - ) What if diligence — Whatif you could : B B Accelerator Dilisesice
b 11_}-' dlhg@ N concentrated on = invest with And what if }tou il s nothing like traétional
}er(_‘PSS 1S hl’()k?ﬂ o = Opporll,l]lil.y and = CO]-lfi de]_'lce, COU]d ﬁnance lt a.ll \ = due diligence.
What if there was —  potential growth - —  knowing EBITA upfront, as part of ) Thesmlshheervay.
C

a better way?

diligem:e.fortaon.a-.com
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The Results

At FortéOne, we have had the privilege of collaborating with Manda
Szewczyk as our trusted marketing partner. Throughout our
partnership, we were consistently impressed by Manda's capabilities
and unwavering commitment to excellence.

Manda seamlessly guided us through a very complex wholesale
marketing project that touched all areas of our business, making the
entire process easy and efficient.

Manda's remarkable dedication to understanding and amplifying our
goals (teaching us things about our business that we didn't realize!) and
messaging sets her apart as a strategic partner. She took the time to
immerse herself in our organization's focus and objectives, resulting in a
marketing campaign that not only met but exceeded our expectations.

Her meticulous attention to detail and strategic insights were evident at
every stage, culminating in an end product that resonated profoundly
with our target audience and met all timelines.

Manda also created our new corporate website, and we couldn't be
more pleased with the result. Her strategic insights and the keen
understanding of our business allowed her to create a website that
aligns seamlessly with our goals and messaging and provides an
exceptional user experience.

Without reservation, we would eagerly choose to collaborate with
Manda again. We wholeheartedly recommend Manda Szewczyk to
organizations seeking a marketing partner capable of translating vision
into impactful reality — on time and within budget.

Craig Speed
President, ForteOne



