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TCrOME

in Your Business

The.Opportunities

What is the real performance opportunity of the organization?
What is the probability of meeting the revenue plan?

What is the right value?

Where is the organization as compared to others at the same
point in time/’Best in Class”?

Performance Based Acquisition Assessment Tool- Provides the
Acquirer with the Knowledge of the Risks to Success

PBIA. Working with the management team as well as the acquiring team the software
suite is executed to clearly understand and value the following:

The enterprise focus

The enterprise strategy

Enterprise financial environment & performance

The business model

The market and market growth

Target buyer demographics & sales cycle in the target market

Route to market, sales channels, business partners and sales cycle
Buyer identification

Customer / buyer connectivity

Value and risk identification process

Innovation process

Value and risk to the customer process

Technology leadership

Management knowledge, experience and performance (KEP) of the IT
technology & solution used by for the enterprise

Management knowledge & experience in the market in this market segment
Cause of the problem this enterprise plans to be solved with this initiative
Intellectual property identification & protection

Senior management performance

The scoring from the one day assessment as well as the interviews and research with
potential customers, business partners, etc. is used to identify the realistic value of the
enterprise.



Outputs from PBIA.
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If you know what, where and how important the risks are, one can make the decision to

acquire and if so, how much.

NorthPoint’s software accelerates the opportunity to identify the required tracks of effort

to obtain the required Value
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