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A public company providing disease 
management, wellness, and other 
services to corporate and health 
plan clients grew quickly in its early 
years. But growth had recently 
stagnated as new acquisitions failed 
to achieve significant new synergies.  
In particular, a recent acquisition with 
a complementary client base failed 
to generate the revenue growth 
management had anticipated. 
However, management believed 
revenue growth would improve and 
the company was considering being 
acquired by either a strategic or 
financial buyer.  

A private equity firm interested in the 
opportunity asked Blue Ridge Partners 
to assist in the due diligence of the 
company’s revenue projections.  We 
analyzed revenue strategies, sales and 
marketing processes, staff capabilities 
and customer relationships and 
identified the biggest threats and 
opportunities to the firm’s revenue 
growth projections. 

Our identification of several significant 
risks and requirements for achieving 
revenue growth assisted the private 
equity firm in its decision not to 
pursue the investment.

“Blue Ridge was instrumental in 
conducting due diligence of our 
target’s revenue generation capability.  
They identified several key risks that 
caused us to question the revenue 
growth opportunities associated with 
this investment.”

—Managing Director, Private Equity Firm

u	Resolve significant implementa-
tion issues causing customer  
attrition

u	Define segmented sales and client 
management strategies at a verti-
cal market, rather than corporate, 
level

u	Aggressively market services to 
end users at the biggest health 
plan clients

u	Develop a marketing portal to 
channel partners and support it 
with broker telesales

u	Align sales organization structure, 
incentive plans and staff skills with 
the revised vertical strategies

u	Strengthen sales support 
processes, specifically:

•	 Reporting and forecasting 
(currently limited in scope and 
poorly executed)

•	 Pricing (currently focused on 
early profitability at the expense 
of building long-term  
relationships)

We identified major changes  
required to achieve manage-
ment’s projected growth

Blue Ridge Partners is the most  
experienced, impactful and  
respected firm exclusively focused 
on helping companies improve  
the performance of their  
“revenue engine”.  This is one 
in a series of case studies that 
describes our work and demon-
strates the value we create for our 
clients.

Revenue growth was slowing 

in the European operations of a 

US-based company specializing 

in point-of-sale (POS) consumer

incentive programs.The executive

team and their private equity 

owners were concerned about this

trend. US revenue growth exceeded

20% annually yet the international

division struggled in the single digit

range.Then the international division

lost retail clients, causing further con-

cern about their growth trajectory.

The company’s CEO asked Blue Ridge

Partners to analyze the international

division’s revenue engine and identify

corrective actions. Based on our

research and analysis, including 

interviews with over 30 of the 

division’s clients and prospects, we 

recommended a new growth strategy.

Supporting the strategy were financial

models demonstrating annual rev-

enue growth slightly above domestic

rates over the next three years. Our

recommendations were accepted 

and the transition is underway.

The CEO noted that “Blue Ridge

Partners' delivered an actionable,

fact-based plan for improving our

international division’s revenue

growth. Implementation of the new

international business model will like-

ly help us with strategic decisions in

our domestic operation. Blue Ridge

Partners' analysis will help us in ways

beyond our expectations.”

What we recommended for
accelerating revenue growth

Separate offerings to retailers 
and manufacturers into two 
business units to focus on 
differing buyer values and 
unlock growth potential

Leverage incentive program 
technology and knowledge 
sharing capabilities across 
markets to create new 
innovative client solutions

Offer flexible, customized 
service packages to clients 
and develop migration 
path for clients to more 
sophisticated offerings

Expand the scope of 
business development to 
target clients in the most 
fruitful new countries and 
new retail segments identified 
by our market analysis

Enhance business development
training to sharpen sales 
skills with a focus on selling 
economic benefits of services 
and programs to clients
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Top-line revenue growth is fre-
quently the most powerful lever
for increasing a company's value.
We are specialists in finding new
ways for companies to accelerate
profitable revenue growth. This 
is one in a series of case studies
that describes our work and
demonstrates the value we create.

POWERING REVENUE ENGINES

Doubling Profitable Growth Rate By Satisfying Buyer Values
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Revenue growth was slowing in 
the international operations of a 
US-based company specializing 
in point-of-sale (POS) consumer 
incentive programs. The executive 
team was concerned about this 
trend. US revenue growth exceeded 
20% annually yet the international 
division struggled in the single 
digit range. Then the international 
division lost retail clients, causing 
further concern about their growth 
trajectory.

Doubling Profitable Growth Rate By Satisfying Buyer Values
POWERING REVENUE ENGINES
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If you aren’t seeing superior growth in profitable revenue, contact us for an actionable
evaluation of your company’s revenue engine.

Tools we used to assess their revenue projections

u	An intensive data probe to develop an accurate 
picture of sales staff performance, pipeline devel-
opment and customer relationships 

u	Executive interviews to provide context for the 
data and reveal important perspectives on  the 
strategies and attitudes of senior management

u	An intensive fact-finding effort based on  The Nine 
Voices of the Market™  methodology to assess the 
company’s reputation and compare perceptions 
of its value through interviews with current and 
past customers and competitors’ sales forces

Significant revenue from additional services cannot be realized without  
considerable changes in the marketing and sales approach

….and there were other key structural issues

u	The company experienced significant customer 
attrition in the previous year, but projected a sig-
nificant slowing of this trend without any substan-
tive internal changes. Our analysis suggested their 
assessment was overly optimistic

u	The company aligned sales incentives to per-
formance by stretching signing bonuses and 
commissions over the first year of a new customer 
relationship. But sales personnel, having little 
influence on revenue realization, saw the com-
pensation system as unfair

u	When selling additional services to benefit cor-
porate client employees, the company’s senior 
executives deal directly with the client’s senior 
executives, not the employees. This model will not 
work for selling additional services to individual 
members of health plan clients. With buying deci-
sions spread among many individuals, a differ-
ent sales approach is needed to realize potential 
revenues 

u	The company’s value proposition and sales 
management practices were remnants from an 
earlier, more entrepreneurial phase and poorly 
positioned to win against the more skilled  
competitors it currently faced
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If you aren't seeing superior growth in profitable revenue, contact us for an actionable
evaluation of your company's revenue engine.
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We identified key buyer values of international retailers purchasing 
POS consumer incentive program services … 
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Tools we used to improve their revenue growth

… and identified critical changes from historic customer values and perceptions

With newly developed internal 
capabilities, retailers require
cost/benefit justification to use 
third party marketing services

Retailers now demand sophisticated 
new offerings with modular 
migration capability

There were increasing unmet demands 
for services in geographic and retail 
areas outside of the company’s
traditional focus

Significant differences in buyer
values developed between retailers 
and manufacturers

Program innovation, new services

Improved program analysis

Cost/benefit exceeds doing in-house

Program speed, flexibility, metrics

Program exclusivity

Modular services

BUYER VALUES FOR POS CONSUMER INCENTIVE PROGRAM SERVICES
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The Nine Voices of the Market™ as the basis for

our internal and external interviews regarding:

• Buyer values (see example below)

• Customized offerings

• Geographic growth opportunities

• Technological innovation

• Knowledge sharing

Financial modeling and valuation to 

support recommendations with specific

and realistic economic projections

Revenue engine analysis to identify
improvements required in marketing 
and sales effectiveness.


