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EXECUTIVE PORTFOLIO DIAGNOSIS
DIAGNOSIS
Low-trust measurement and compensation governance is the primary shared
constraint, affecting 3 high-risk companies-Faro Robotics, Lumen Health,
and Driftwood Logistics-with a secondary compensation ambiguity pattern
extending to moderate-risk Northbeam Analytics.

EVIDENCE
Faro Robotics, Lumen Health, and Driftwood Logistics share high-severity

Marketing Ops & Measurement failure at 25%, 54%, and 31%, while Northbeam
Analytics, Faro Robotics, Lumen Health, and Driftwood Logistics share
high-severity Plan mechanics to validate risk at Comp Plans 58/100,

58/100, 45/100, and 57/100.

RECOMMENDED FUND MOVE
Install one revenue governance system across Faro Robotics, Lumen Health,

and Driftwood Logistics for Marketing Ops & Measurement and comp-plan
source-of-truth rules, then use Atlas Materials's stronger Revenue
Operations at 90% and Culture at 83% as the internal reference model for
operating cadence and definition discipline.

FUND-LEVEL OPERATING PRIORITIES

Revenue Governance Reset

Faro Robotics Lumen Health Driftwood Logistics

This priority addresses broken Marketing Ops & Measurement and disputed
pipeline, attribution, and forecast definitions that are directly

degrading revenue predictability in all three high-risk companies.
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Compensation Trust Reset

Northbeam Analytics Faro Robotics Lumen Health Driftwood Logistics

This priority addresses Plan mechanics to validate by forcing one
documented source of truth for measures, thresholds, accelerators, caps,
and crediting across the four affected companies.

Decision Cadence Intervention

Northbeam Analytics Driftwood Logistics Lumen Health

This priority addresses Leadership Clarity & Decision Velocity and
Execution Discipline failures that are preventing decisions from
converting into action in the companies where culture is stalling
execution.

Messaging Alignment Push

Faro Robotics Driftwood Logistics

This priority addresses the specific Messaging & Positioning breakdown
that is suppressing qualified demand and conversion in the two companies
with high-severity message weakness.

PORTFOLIO OPERATING READOUT

FINDING
Operating governance gap is the fund's primary constraint, not demand-generation

failure.

PRIMARY FUND INTERVENTION
Install a shared revenue governance operating system across Faro Robotics, Lumen

Health, and Driftwood Logistics before scaling GTM or marketing spend.

IMPLICATION

Faro Robotics has Marketing Ops & Measurement at 25% and Comp Plans at 58/100,
Lumen Health has Marketing Ops & Measurement at 54%, Revenue Operations at 57%,
and Comp Plans at 45/100, and Driftwood Logistics has Marketing Ops &
Measurement at 31% and Comp Plans at 57/100. Those three companies explicitly
state that disputed attribution, pipeline definitions, and payout mechanics are
undermining forecast quality, while Northbeam Analytics adds the same
compensation-trust drag through Leadership Clarity & Decision Velocity at 33%

and Comp Plans at 58/100. Atlas Materials is the exception: Revenue Operations

at 90%, Culture at 83%, and Comp Plans at 80% make it the cleanest internal

model for cadence and definition discipline.

PORTFOLIO SUMMARY
Forecast confidence is being damaged less by raw funnel throughput than by broken
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measurement trust, undocumented compensation mechanics, and slow decision conversion at
Faro Robotics, Lumen Health, Driftwood Logistics, and Northbeam Analytics. Meridian

Growth Partners' completed set includes Northbeam Analytics, Faro Robotics, Lumen
Health, Driftwood Logistics, and Atlas Materials across 3 Series B+ companies and 2

Series A companies. The assessment covered GTM, Marketing, Culture, and Comp Plans for

all five companies.

FUND SUMMARY

COMPANY

Faro Robotics

Lumen Health

Driftwood Logistics

Northbeam Analytics

Atlas Materials

CONSTRAINT HEATMAP

CONSTRAINT

Plan mechanics to validate
Marketing Ops & Measurem..
Leadership Clarity & Dec..

Messaging & Positioning

Faro Roboti

58%

25%

21%

RISK

High Risk

High Risk

High Risk

Moderate

On Track

Lumen Healt

45%

54%

Driftwood L

57%

31%

22%

31%

SCORE

61%

56%

50%

74%

85%

Northbeam A

58%

11%
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GOVERNING CONSTRAINT

Marketing Ops &
Measurement driven by
culture and trust
dynamics

Plan mechanics to
validate driven by
Culture at 52 and Comp
Plans at 45 reinforcing
mistrust

Leadership Clarity &
Decision Velocity driven
by culture-trust
misalignment

Leadership Clarity &
Decision Velocity driven
by culture-trust
breakdown and comp-plan
ambiguity

Messaging & Positioning
driven by strong GTM

execution outrunning
message quality

Atlas Mater FUND PATTERN
= Critical shared
= Critical shared

= Shared high

= Shared high
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COMMON GTM CONSTRAINTS

Leadership Clarity & Decision Velocity

Northbeam Analytics Driftwood Logistics

Decision latency in Northbeam Analytics and Driftwood Logistics is blocking
otherwise usable commercial systems from compounding. Northbeam Analytics ties
Leadership Clarity & Decision Velocity at 33% to forecast deterioration, while
Driftwood Logistics ties Leadership Clarity & Decision Velocity at 43% to

stalled fixes in Marketing Ops & Measurement, Messaging & Positioning, and
Funnel Conversion & Velocity.

Marketing Ops & Measurement

Faro Robotics Lumen Health Driftwood Logistics

Measurement trust is the direct revenue-risk concentration for Faro Robotics,
Lumen Health, and Driftwood Logistics. Faro Robotics at 25%, Lumen Health at
54%, and Driftwood Logistics at 31% each connect low-trust measurement to
suppressed pipeline, disputed attribution, and weaker forecast quality.

Plan mechanics to validate

Northbeam Analytics Faro Robotics Lumen Health Driftwood Logistics

Compensation governance is broken across Northbeam Analytics, Faro Robotics,
Lumen Health, and Driftwood Logistics because measures, thresholds,
accelerators, caps, and crediting are not clearly documented. That failure is
already producing disputed deal treatment, slower follow-through, and lower

trust in performance management.

Messaging & Positioning

Faro Robotics Driftwood Logistics

Qualified demand and conversion are being suppressed in Faro Robotics and
Driftwood Logistics by weak message discipline. Faro Robotics posts 21% in GTM
and 25% in Marketing, while Driftwood Logistics posts 45% in GTM and 31% in
Marketing, leaving reps and campaigns to compensate for unstable value
articulation.

REVENUE PREDICTABILITY
Revenue risk is concentrated in Faro Robotics, Lumen Health, and Driftwood
Logistics, where low-trust measurement is undermining forecast confidence, with
Northbeam Analytics carrying secondary forecast drag from compensation ambiguity and
decision latency.
« Faro Robotics: Marketing Ops & Measurement 25% leaves attribution and forecast
fields undisciplined.

« Lumen Health: Comp Plans 45/100 and Revenue Operations 57% force deal-treatment
debates.
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- Driftwood Logistics: Marketing Ops & Measurement 31% and comp ambiguity split
forecast rules.

« Northbeam Analytics: Leadership Clarity & Decision Velocity 33% slows inspection
and crediting consistency.

RECOMMENDED FUND-LEVEL ACTIONS

Install revenue governance cadence at Faro Robotics, Lumen Health, Driftwood
Logistics

Faro Robotics Lumen Health Driftwood Logistics

WHY IT MATTERS

Marketing Ops & Measurement is a high-severity shared constraint across Faro

Robotics at 25%, Lumen Health at 54%, and Driftwood Logistics at 31%. Each

company explicitly ties low-trust measurement to suppressed pipeline, disputed

attribution, and deteriorating forecast quality, so spend scaling without one

scorecard, one source of truth, and enforced CRM fields compounds noise.

SUCCESS SIGNAL
Each company runs a weekly revenue meeting from one scorecard with mandatory
pipeline, source, stage, and forecast fields enforced before reporting.

Owner: Operating Partner Timeframe: 0-30 days

Standardize comp-plan source of truth across 4 companies

Northbeam Analytics Faro Robotics Lumen Health Driftwood Logistics

WHY IT MATTERS

Plan mechanics to validate is a high-severity shared constraint for Northbeam
Analytics, Faro Robotics, Lumen Health, and Driftwood Logistics, with Comp Plans
scores of 58/100, 58/100, 45/100, and 57/100. Undocumented measures, thresholds,
accelerators, caps, and crediting are already undermining trust, slowing
follow-through, and degrading forecast discipline.

SUCCESS SIGNAL
Every quota-carrying role in all four companies has a signed compensation
artifact defining measures, thresholds, accelerators, caps, crediting, and
payout timing.

Owner: CFO / Finance lead Timeframe: 0-30 days
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Co-facilitate messaging reset for Faro Robotics and Driftwood Logistics

Faro Robotics Driftwood Logistics

WHY IT MATTERS

Messaging & Positioning is a high-severity shared constraint for Faro Robotics

and Driftwood Logistics, with Faro Robotics at 21% in GTM and 25% in Marketing
and Driftwood Logistics at 45% in GTM and 31% in Marketing. The pattern analysis
states this weakness is suppressing qualified demand and conversion, which means
demand-generation spend is being pushed through unstable language.

SUCCESS SIGNAL
Both companies enforce one locked narrative across website, deck, outbound, and
demo talk track for 30 days with no competing versions in market.

Owner: Operating Partner Timeframe: 0-30 days

Install decision cadence at Northbeam Analytics and Driftwood Logistics

Northbeam Analytics Driftwood Logistics

WHY IT MATTERS

Leadership Clarity & Decision Velocity is the named governing constraint for
Northbeam Analytics at 33% and Driftwood Logistics at 43%, and both companies
pair that weakness with constrained Culture and Comp Plans. Slow decision
conversion is already producing inconsistent deal inspection, stalled fixes, and
weaker execution against stronger commercial subsystems.

SUCCESS SIGNAL
Leadership meetings in both companies end with in-meeting decisions, named
owners, dated follow-through, and visible completion tracking by the next weekly
session.

Owner: Operating Partner Timeframe: 0-30 days

Use Atlas Materials as governance reference model

Near Term

Atlas Materials Faro Robotics Lumen Health Driftwood Logistics

WHY IT MATTERS

Atlas Materials is the only on-track company, with Revenue Operations at 90%,
Culture at 83%, and Comp Plans at 80%, and no high-severity shared constraint
attached to measurement or compensation trust. That operating baseline gives the
fund an internal template for weekly cadence, definition discipline, and

reporting governance to transfer into Faro Robotics, Lumen Health, and Driftwood
Logistics.

SUCCESS SIGNAL

The three high-risk companies adopt meeting structure, field definitions, and
reporting rules explicitly mapped from Atlas Materials's operating cadence.

Owner: Operating Partner Timeframe: 31-60 days
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FUND 30/60/90 PLAN

First 30 Days

- Launch a 6-week shared Revenue Governance Reset led by the Operating Partner for
Faro Robotics, Lumen Health, and Driftwood Logistics, beginning with a 90-minute
kickoff in week 1 and then weekly 60-minute cross-portfolio working sessions to
lock one required scorecard structure, one definition set for
pipeline/source/stage/forecast fields, and one escalation path for disputed
attribution and forecast treatment, because Marketing Ops & Measurement is broken
at 25%, 54%, and 31% respectively and is the fund's highest-concentration revenue
predictability risk.

« Convene the CFO, Operating Partner, and revenue leaders from Northbeam Analytics,
Faro Robotics, Lumen Health, and Driftwood Logistics for a 2-hour Compensation
Trust Reset workshop by day 14 to produce a fund-issued comp-plan source-of-truth
template covering measures, thresholds, accelerators, caps, crediting, payout
timing, and exception approval rules, explicitly targeting the shared Plan
mechanics to validate failure across Comp Plans scores of 58/100, 58/100, 45/100,
and 57/100.

« Run a paired 2-hour Messaging & Positioning lab for Faro Robotics and Driftwood
Logistics in days 10-20, facilitated by the Operating Partner with Atlas Materials
invited as observer/reference, to compare current website, deck, outbound, and
demo language against the shared pattern of weak Messaging & Positioning plus weak
Demand Generation, then lock a single narrative decision log and review cadence
before either company increases campaign or SDR spend.

« Stand up a fund-managed Decision Cadence Intervention for Northbeam Analytics,
Driftwood Logistics, and Lumen Health by placing a 45-minute weekly operating
review on the calendar for each company plus a biweekly 30-minute GP debrief,
using the same decision register format to track open decisions, owner names, due
dates, and completion status, because Leadership Clarity & Decision Velocity at
33% and 43% and Execution Discipline weakness at Lumen Health are preventing
decisions from converting into action.
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Days 31-60

- Translate Atlas Materials's Revenue Operations 90%, Culture 83%, and Comp Plans
80% into a reusable governance playbook by day 45 through one recorded operator
interview, one artifact harvest of meeting agendas and field definitions, and one
90-minute portfolio teach-in for Faro Robotics, Lumen Health, Driftwood Logistics,
and Northbeam Analytics, so the fund can transfer an internal reference model
rather than introduce abstract best practices.

 Audit the first 30 days of scorecards and CRM-field compliance across Faro
Robotics, Lumen Health, and Driftwood Logistics in week 7, then hold a 75-minute
exception review with each company's CEO, CRO/VP Sales, and marketing lead to
resolve any remaining disputes in source attribution, stage definitions, or
forecast categories that are still undermining low-trust measurement.

 Facilitate a cross-company comp mechanics signoff sprint for Northbeam Analytics,
Faro Robotics, Lumen Health, and Driftwood Logistics between days 35 and 55, with
the fund collecting redlined plan documents, comparing them against the day-14
template, and forcing final executive approval on unresolved crediting, cap,
accelerator, and threshold language before the next monthly forecast cycle.

+ Pressure-test the 'fast-looking funnel' pattern by organizing a 90-minute
definitions review with Northbeam Analytics, Faro Robotics, Atlas Materials, and
Lumen Health to compare reported Funnel Conversion & Velocity against actual
procurement, security, contracting, and stage-exit rules, then issue a fund memo
listing which cycle-time and conversion metrics can still be used for board
reporting and which require re-baselining.
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Days 61-90

« Institutionalize a portfolio-wide Revenue Governance Standard for Meridian Growth
Partners by day 75, requiring every future operating review for Faro Robotics,
Lumen Health, Driftwood Logistics, Northbeam Analytics, and Atlas Materials to use
the same minimum definitions for pipeline, attribution, stage progression,
forecast categories, and compensation-rule exceptions established during the
30/60-day interventions.

« Reassess the five-company portfolio in days 80-90 using the same sections that
drove the pilot-Marketing Ops & Measurement, Comp Plans, Leadership Clarity &
Decision Velocity, Messaging & Positioning, Revenue Operations, and Funnel
Conversion & Velocity-and compare movement specifically for Faro Robotics, Lumen
Health, Driftwood Logistics, and Northbeam Analytics against their original
governing constraints to determine where fund intervention should continue or
taper.

- Design the Q4 operator-support cadence around the observed results by segmenting
the portfolio into three tracks: ongoing governance enforcement for Faro Robotics,
Lumen Health, and Driftwood Logistics if measurement and comp trust remain
unstable; lighter decision-velocity support for Northbeam Analytics if
compensation ambiguity persists; and selective strategic use of Atlas Materials as
a peer model where its stronger Revenue Operations and Culture continue to
outperform the rest of the fund.

+ Publish a board-reporting addendum for Meridian Growth Partners before the next
quarterly review that flags any company-level metric still distorted by definition
risk-especially Funnel Conversion & Velocity at Northbeam Analytics, Faro
Robotics, Atlas Materials, and Lumen Health-and requires GPs to annotate reported
improvements when measurement discipline, compensation mechanics, or stage
definitions have changed during the intervention window.

COMPANY PROFILES
Faro Robotics

GOVERNING CONSTRAINT
High urgency

Marketing Ops & Measurement driven by culture and trust dynamics
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First 30 Days

« Launch a 90-minute source-of-truth working session with Faro Robotics' CEO, Head
of Marketing, Head of Sales, and RevOps lead to resolve the governing constraint
"Marketing Ops & Measurement driven by culture and trust dynamics" by naming one
system of record for pipeline, ARR, attribution, and forecast inputs, with a
written decision log and owner assigned before the meeting closes.

- Stand up an immediate CRM forecast-field enforcement sprint with Faro Robotics'
RevOps lead and sales managers, tied to the Marketing module score of 45/100 and
Marketing Ops & Measurement at 25%, to make source, stage, amount, close date,
attribution model, and next-step fields required for every open opportunity by a
fixed go-live date in the first 30 days.

« Orchestrate the 3-customer win/loss interview sprint named in the GTM 62/100
fix-first, using Faro Robotics' Head of Marketing and one fund operator to
complete three interviews, synthesize the Messaging & Positioning 21% failure, and
lock one 30-day narrative for use across the website hero, one-liner, elevator
pitch, sales deck, and outbound copy.

Days 31-60

- Drive a funnel-definition and measurement audit with Faro Robotics' RevOps lead
and Head of Sales to test whether the GTM Funnel Conversion & Velocity score of
100% is being inflated by stage-definition gaps, especially where Revenue
Operations at 75% may distort apparent speed, and produce a revised stage-entry
and exit rule set.

« Rewrite Faro Robotics' core demand assets in a facilitated messaging
implementation block with the Head of Marketing and one sales manager, converting
the locked 30-day narrative into updated website hero copy, outbound sequences,
sales deck language, and campaign briefs to address the linked weakness between
Messaging & Positioning at 21% and Demand Generation at 38%.

» Pressure-test the single attribution model chosen in days 1-30 by running a
channel-spend review with Faro Robotics' CEO, Head of Marketing, and finance lead,
using the new source-quality and attribution fields to identify low-trust channels
that should be paused, reduced, or re-tagged.
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Days 61-90

« Reassess the governing constraint with a formal 90-day checkpoint for Faro
Robotics, comparing baseline versus current performance on Marketing Ops &
Measurement at 25%, Marketing at 45/100, Comp Plans at 58/100, and the quality of
forecast inputs, then documenting whether the primary bottleneck has shifted.

« Convene a leadership decision session to determine whether Faro Robotics can now
scale demand investment, using 60 days of disciplined source, attribution, and
forecast data to judge if Messaging & Positioning fixes are translating into more
predictable revenue rather than a fast-looking but weakly fed funnel.

« Benchmark forecast accuracy and pipeline coverage in a board-prep review with Faro
Robotics' CEO and finance lead, using the newly governed fields and single source
of truth to quantify reduction in forecast error and to identify any remaining
politically contested inputs called out in the governing-constraint narrative.

Lumen Health

GOVERNING CONSTRAINT
High urgency

Plan mechanics to validate driven by Culture at 52 and Comp Plans at 45
reinforcing mistrust

First 30 Days

« Launch a 90-minute compensation trust reset workshop with Lumen Health's CEO, CRO,
Head of People, Finance lead, and Revenue Operations lead to decompose the
governing constraint Plan mechanics to validate and produce a dated issue list
covering disputed measures, thresholds, accelerators, caps, crediting rules, and
payout timing for every quota-carrying role tied to the Comp Plans score of 45.

« Assemble a signed-comp-plan artifact sprint for Lumen Health by calendaring two
working sessions with the CRO, Finance lead, Head of People, and legal reviewer to
draft and redline the single plan document specified in the Comp Plans fix-first
action, with explicit decision owners for each unresolved mechanic that is
reinforcing Culture at 52.

« Broker a Revenue Operations source-of-truth decision meeting with Lumen Health's
CRO, RevOps lead, sales managers, and marketing operations owner to declare
Revenue Operations as the single source of truth for pipeline, lock required
opportunity fields, and finalize stage definitions before any opportunity enters
reporting, directly addressing Revenue Operations at 57 and the GTM fix-first
requirement.
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Days 31-60

» Drive a compensation-plan ratification session for Lumen Health in which the CEO,
CRO, Finance lead, and Head of People approve the final signed artifact for every
guota-carrying role and publish an exception log plus payout FAQ to resolve the
mistrust narrative attached to Plan mechanics to validate.

« Orchestrate a pipeline inspection redesign with Lumen Health's RevOps lead and
front-line sales managers that converts the newly locked stage definitions and
required fields into a weekly inspection template, including rules for deal aging,
stage exit criteria, and manager escalation tied to forecast accuracy
deterioration described in the governing constraint.

- Install baseline conversion reporting for Lumen Health by facilitating a build
review between Marketing Ops, RevOps, and the CRO on one attribution model, one
pipeline source of truth, and source-to-stage conversion dashboards, directly
executing the Marketing fix-first action for Marketing Ops & Measurement at 54.

Days 61-90

« Reassess Lumen Health's governing constraint in a formal checkpoint with the CEO,
CRO, RevOps lead, and Finance lead, comparing current evidence against the
original narrative on broken compensation trust, disputed data, and forecast
deterioration to determine whether Plan mechanics to validate remains the primary
blocker.

« Quantify trust recovery through an audit the fund facilitates on Lumen Health's
last two payout cycles and current-quarter forecast, measuring exception rates,
manual overrides, disputed crediting cases, and manager adherence to stage
definitions against the original Comp Plans 45 and Revenue Operations 57 failure
modes.

« Advance into moderate-priority demand and messaging work by convening Lumen
Health's marketing leader, CRO, and GTM leader for a focused session on how
Marketing Messaging & Positioning at 54 may be suppressing GTM and Marketing
Demand Generation at 61, using the now-stabilized attribution and conversion
reporting as the diagnostic base.

Driftwood Logistics

GOVERNING CONSTRAINT High urgency
Leadership Clarity & Decision Velocity driven by culture-trust misalignment
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First 30 Days

« Launch a 90-minute Leadership Clarity & Decision Velocity reset with Driftwood
Logistics' CEO, CRO, Head of Marketing, and Finance lead to install the weekly
operating cadence named in the Culture fixFirst: metrics review, decisions made
in-meeting, named owners, and dated follow-through, with the operator team
drafting the first six agendas and decision log templates to address Culture
40/100 and Leadership Clarity & Decision Velocity at 43%.

« Orchestrate a comp-plan mechanics working session with the CEO, CRO, Finance lead,
and HR owner to produce a single comp plan spec covering measures, thresholds,
accelerators, caps, and crediting rules for every revenue role, explicitly
resolving the Incentive & Behavior Alignment issue at 43% and the Comp Plans
57/100 trust gap identified in the governing constraint.

- Stand up a source-of-truth workshop with the Head of Marketing, RevOps/CRM admin,
CRO, and Finance lead to declare one definition each for pipeline, ARR, and
attribution inside Marketing Ops & Measurement, then configure the three required
CRM fields that must be completed before any deal enters forecast, directly
targeting Marketing Ops & Measurement at 31%.

Days 31-60

- Drive a 30-day messaging adherence audit with the Head of Marketing and CRO by
reviewing call recordings, outbound copy, landing pages, and qualification notes
against the locked narrative, then present a keep/change decision tied to the GTM
score of 55 and the finding that weak Messaging & Positioning is suppressing
qualified demand and conversion.

« Build a forecast integrity checkpoint with Finance, CRO, and RevOps that compares
pipeline, attribution, and compensation-rule interpretation across teams, using
the new CRM field compliance and comp spec to reduce the governing-constraint
consequence of deteriorating forecast accuracy caused by Marketing Ops &
Measurement at 31% and Comp Plans at 57/100.

« Guide sales and marketing leadership through a qualification-rules calibration
session that converts the source-of-truth definitions into one shared entry
criteria for forecastable opportunities, explicitly addressing the narrative that
source quality and qualification are being interpreted differently across teams
and improving GTM Funnel Conversion & Velocity at 52%.
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Days 61-90

» Reassess Leadership Clarity & Decision Velocity, Culture, Comp Plans, Marketing
Ops & Measurement, Messaging & Positioning, and GTM Funnel Conversion & Velocity
with Driftwood's executive team using the same diagnostic sections, then compare
score movement against the original 43%, 40/100, 57/100, 31%, 31%, and 52%
baselines.

« Convene a revenue operating model review with the CEO, CRO, Head of Marketing,
Finance lead, and RevOps owner to decide which weekly cadence elements, forecast
rules, and compensation governance become permanent controls, ensuring the
governing constraint of culture-trust misalignment does not reappear.

- Sequence a strategic demand-generation planning session only after the 30-day
narrative lock, CRM source-of-truth enforcement, and qualification calibration are
in place, so any channel or campaign changes are made with trusted measurement
rather than on top of the Marketing module's 48 score and Marketing Ops &
Measurement weakness at 31%.

Northbeam Analytics

GOVERNING CONSTRAINT !
. . . . . Medium urgency
Leadership Clarity & Decision Velocity driven by culture-trust breakdown and

comp-plan ambiguity

First 30 Days

« Launch a 90-minute Leadership Clarity & Decision Velocity reset with Northbeam
Analytics' CEO, CRO, COO, and head of People to install the Culture fix-first
operating cadence: weekly metrics review, decisions made in-meeting, one named
owner per decision, and dated follow-through tracked against the current 33%
Leadership Clarity & Decision Velocity score.

« Map the Comp Plans 58/100 failure points in a working session with the CRO,
finance lead, and revenue operations manager, producing a single source-of-truth
draft that explicitly documents measures, thresholds, accelerators, caps, and
crediting for every revenue role named in the governing constraint narrative.

« Orchestrate a trust-repair interview sprint led by the fund operator with 6-8
Northbeam Analytics sales managers and reps to isolate where Culture 50/100 and
comp-plan ambiguity are creating disputed crediting, inconsistent deal inspection,
and slower follow-through, then convert findings into a ranked issue log for the
executive team.
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Days 31-60

« Drive a redline workshop on the comp source-of-truth draft with Northbeam
Analytics' CEO, CRO, finance lead, and legal/HR owner to resolve open questions on
thresholds, accelerators, caps, and crediting and prepare a manager-ready version
that directly addresses the Comp Plans 58/100 constraint.

« Install manager inspection templates for weekly pipeline and forecast reviews with
the CRO and frontline sales managers so deal inspection uses the same definitions,
ownership rules, and follow-through dates required by the Culture 50/100 fix-first
recommendation.

- Convene a GTM Enablement gap-closure session with the head of sales enablement and
CRO to audit stage-by-stage asset coverage against the GTM module's fix-first
guidance, prioritizing the ramp inefficiency already flagged at GTM Enablement 84%
and linking required asset usage to the new operating cadence.

Days 61-90

« Reassess Northbeam Analytics' Leadership Clarity & Decision Velocity operating
rhythm in a board-prep session with the CEO and COO, comparing current meeting
adherence, owner completion rates, and decision cycle time against the original
33% baseline and identifying the next bottleneck after the culture-trust
breakdown.

« Finalize a comp-plan governance calendar with the CRO, finance lead, and head of
People that sets quarterly validation dates, ownership for plan updates, and a
formal approval path for any changes to measures, thresholds, accelerators, caps,
or crediting so the Comp Plans 58/100 issue does not recur.

« Benchmark forecast discipline through a facilitated forecast accuracy review with
the CEO, CRO, and revenue operations manager, tracing misses back to decision
latency, disputed crediting, or stage-definition issues and validating whether
Funnel Conversion & Velocity 100% is now translating into the expected conversion
outcomes.

Atlas Materials

GOVERNING CONSTRAINT

Messaging & Positioning driven by strong GTM execution outrunning message
quality
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First 30 Days

« Launch a Messaging & Positioning reset workshop with Atlas Materials' CEO, Head of
Marketing, and Head of Sales in week 1 to address the governing constraint
"Messaging & Positioning driven by strong GTM execution outrunning message
quality," using the 75% Marketing Messaging & Positioning score and the narrative
conflict between reported enterprise sales speed and the 100/100 Funnel Conversion
& Velocity sections to lock one company-level differentiation statement.

« Coordinate a 3-customer win/loss interview sprint for Atlas Materials with the
fund operator, Head of Marketing, and a designated interviewer, then synthesize
findings into a rewrite session for the one-liner, elevator pitch, website hero,
and sales deck exactly as called for in the Marketing module fixFirst tied to the
87 score.

« Orchestrate a Revenue Operations definition review with Atlas Materials' CRO,
RevOps lead, and finance partner to reconcile the named diagnostic finding that
reported enterprise sales speed conflicts with otherwise disciplined 100/100
funnel performance, and document stage-entry, stage-exit, and closed-won timing
rules for Monday forecast use per the GTM module fixFirst.

Days 31-60

- Drive a proof-layer build session with Atlas Materials' Head of Marketing, sales
enablement owner, and customer success lead to convert the win/loss interview
output into objection-handling proof points, case-study claims, and
industry-specific evidence that raise the 75% Messaging & Positioning layer now
constraining the 91% GTM engine.

« Install a weekly customer-insight loop for Atlas Materials under the Culture
module's Customer Proximity recommendation, with leadership reviewing objection
patterns, proof gaps, and win/loss findings every week with named owners and due
dates to reinforce the 83 Culture score improvement path.

« Map Atlas Materials' current sales-cycle reporting against actual enterprise
buying steps with the CRO and RevOps lead, specifically testing whether
procurement, legal, contracting, or implementation readiness are excluded from
cycle definitions and therefore creating the measurement-definition risk flagged
by the diagnostic finding.
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Days 61-90

+ Reassess Atlas Materials' Messaging & Positioning performance through a scored
checkpoint with the CEO, Head of Marketing, and Head of Sales, comparing pre- and
post-reset message adoption across the website hero, sales deck, qualification
calls, and forecast narratives against the original 75% section baseline.

- Pressure-test forecast precision for Atlas Materials in a board-prep working
session that compares channel allocation decisions, stage timing, and conversion
assumptions before and after the Revenue Operations definition changes, explicitly
validating whether the false precision risk named in the governing constraint
consequence has been reduced.

« Sequence a second-pass enablement calibration for Atlas Materials' sales managers
and top AEs so the locked narrative, proof assets, and qualification definitions
are consistently used in live deal reviews, preserving the GTM 91 strength while
correcting the structural misalignment between message quality and execution
speed.

EVIDENCE QUALITY

Partial data: Northbeam Analytics, Faro Robotics, Lumen Health, Driftwood Logistics,

Atlas Materials

Analysis covers 5 of 5 portfolio companies with completed executive overviews. Northbeam
Analytics, Faro Robotics, Lumen Health, Driftwood Logistics, Atlas Materials completed
partial module suites - cross-module patterns for those companies carry lower

confidence.
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