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Th e com b | N atl on A privately held biotechnology company
. specializing in animal health and nutrition
O'F Strateg IC solutions had established a strong
| . reputation for scientific innovation, product
p annin 9 an d efficacy, and consistent commercial growth.
: While the business was performing well,
CFO |eader8h | p leadership recognized that a significant
h e | ped us ma ke portion of revenue was concentrated within
S a limited number of products, customers,
better deCISIOﬂS, and geographic markets.
red uce ris |<I an d To maximize shareholder value and prepare
accelerate the comp‘a'ny for future §trateg|c ‘
opportunities, leadership partnered with
g rOWth . Thinc Strategy to create a long-term value

creation roadmap and provide ongoing
Fractional CFO leadership to guide its
execution.
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THE CHALLENGE

Despite strong market performance, several
factors limited the company's long-term
enterprise value:

» Revenue concentration within a small
number of products

» Dependence on a limited customer base
and distribution channels

» Geographic concentration in core
markets

« Limited visibility into key enterprise value
drivers

« Financial infrastructure that needed to
mature alongside growth

Leadership understood that increasing
enterprise value would require more than
revenue growth. The company needed a
disciplined strategy to diversify revenue
streams, reduce risk, strengthen financial
decision-making, and build a scalable
platform capable of supporting future
strategic transactions.
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THE SOLUTION

Thinc began the engagement by helping
leadership answer a single question:

"What actions will create the greatest
enterprise value over the next five years?"

Rather than starting with budgets and
forecasts, Thinc facilitated a strategic
planning process designed to identify the
initiatives most likely to increase shareholder
value.

The assessment focused on:
« Revenue concentration and business risk
« Product portfolio diversification
« New customer and market opportunities
» Geographic expansion potential
« Strategic partnerships and licensing
opportunities
« Acquisition and growth opportunities
» Operational scalability requirements
» Capital and investment needs
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TURNING STRATEGY INTO
ENTERPRISE VALUE

Developing the roadmap was only the beginning.

To ensure execution stayed aligned with long-
term value creation goals, Thinc continued
serving as the company's Fractional CFO,
providing strategic financial leadership
throughout the next five years.

This ongoing role helped connect day-to-day
decision-making with the broader enterprise
value strategy.

Fractional CFO Initiatives
Thinc implemented:
. Multi-year financial modeling
. Strategic KPI dashboards
. Cash flow forecasting and management
. Product and market profitability analysis
. Investment scenario planning
. Capital allocation frameworks
. Enterprise value measurement and
benchmarking

By combining strategic planning with ongoing
CFO leadership, management gained the
visibility and discipline necessary to evaluate
opportunities not only by revenue potential but
by their contribution to long-term enterprise
value.

Leadership shifted from reactive decision-making
to a proactive, data-driven approach focused on
sustainable growth and value creation.
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EXECUTING THE GROWTH
STRATEGY

With a clear strategic roadmap and stronger
financial infrastructure in place, the company
launched a focused diversification initiative.

Customer Diversification

The company expanded beyond its traditional
customer base and entered new segments within
the animal health ecosystem, reducing
dependence on a limited number of major
customers.

Product Expansion

Leveraging its scientific expertise, leadership
invested in adjacent technologies and expanded
the product portfolio to address emerging market
needs and create additional revenue streams.

Geographic Growth

The organization successfully expanded into new
domestic and international markets, reducing
geographic concentration risk while increasing
market reach.

Strategic Partnerships

New distribution agreements, commercial
relationships, and strategic partnerships
accelerated growth while minimizing investment
risk.
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OUTCOMES

Over a five-year period, the company successfully achieved its diversification and value
creation objectives.

Final Result

The company achieved its targeted enterprise value objectives in less than five years and
successfully positioned itself for a strategic transaction.

By combining strategic planning with ongoing Fractional CFO leadership, Thinc helped
leadership translate vision into measurable enterprise value growth.
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The roadmap was

important, but the CONCLUSION

on g oin g C FO Strategic planning establishes the direction for

|eadersh | p is Wh at growth. Fractional CFO leadership ensures that

t d th | strategy becomes measurable business results.
urne € plan

. . In this engagement, Thinc did more than develop

INto resu |tS Th INC a plan. We provided the financial leadership,

he | ped us bu | | d = accountability, and decision-making framework

needed to execute the strategy, increase

stron ge r more enterprise value, and position the company for a
. . [ y successful future transaction.
diversified

Strategy sets the direction. Financial leadership

company focused makes it real.
on long-term
value creation. 99

EVERY SUCCESSFUL TRANSACTION BEGINS
WITH THE RIGHT STRATEGY.

TO LEARN MORE ABOUT HOW

THINC STRATEGY CAN HELP YOU NAVIGATE
GROWTH AND ACHIEVE LONG-TERM VALUE,
CONTACT US AT 980.270.0027 OR
ADMIN@THINCSTRATEGY.COM.

®thinc.
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