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Strategic Clarity™ : Software Vendor

• Problem:
Board demanded increased 
growth as revenues for $70M 
software vendor fell behind plan.  
Goal was to drive valuation.

• Solution:  
Identified emerging opportunity to 
extend existing technologies 
deeper across a focused vertical 
market, financial services.

• Results:
New line of business led to 
acquisition by leading vendor to 
financial services market.
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