
Q: What Are Your Growth Options?   
A: The Three Wedges of Growth.

New capabilities, 
brands, vendor 
relationships, 
geographies

Each wedge 
20%+%

Double in five years

New products, new 
customers, or both, 

growth through 

Each wedge 
requires 

increased 
aptitude

4% ‐ 6%

12% ‐ 15%

Same products to same 

growth through 
increased volumes

4%  6%

Same products to same 
customers, growth 

through price increases

“A&I i   d d t t  f  th 
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“A&I is a recommended strategy for growth 
companies that have proven portfolio and 
distribution.”  

“A&I Excellence” insures budgeted pro forma 
forecasts are made into business realizations.” 



Should you consider 
acquisitions?

Q: What is Your Growth Strategy?
q

My organization has 
the first two 

“wedges” down

No

1. Get financing squared away

2. Come to a natural stopping 
place on major projects

g

Yes 1. Identify the strategic initiatives 
with the lowest cost/risk and 
greatest benefitYes

I can tolerate someplace on major projects
3. Put the principles into 

practice
2. Use the “four P’s” to guide 

implementation

No

I can tolerate some 
risk to drive growth

1. Use the “four P’s” to drive 
continual improvement in the 
core
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2. Be judicious in how hard you 
push the second wedge



Q: What are your top priorities?
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Polus Group is missioned to provide insightful analytics and management
Science practices that align the organization with the owner’s wealth goals. 

Polus Group is the solution to your needs when you are determined to

About Polus Group
Polus Group is the solution to your needs when you are determined  to
create wealth or simply want to improve operations.  Our methodologies are
Based on over 30 years of learning and application in filling the gaps
constraining businesses.  Our philosophies, our proven 
methodologies and approach distinguish us and ensure that our clients
realize impactful outcomes .

• We provide clients the ability to 
measure, monitor and improve 
the return on their investment in realize impactful outcomes . 

Client Attributes:
• Size: $1M to $25M
• Industry: Labor Intensive

the return on their investment in 
their business.

• Our Key Differentiator is our 
approach.

• Owner: Growth Oriented and Committed to Creating Wealth 

As a your valued partner and wealth advisor we can bring clarity to the
following questions and issues that need to be addressed:
• Do you have budget objectives that are not being met?

approach. 

• Polus Principles: 
 We focus on meaningful 

process improvement and • Do you have budget objectives that are not being met?
• In this different economy how does your strategy, operations, and Go-To-

Market need to evolve?
• What additional assets and relationships need to be created to succeed in 

this market?
• How have you adjusted to new competition and customer requirements?

desired outcomes.
 We provide benchmarks, 

standards, and tools at an 
affordable rate. 

 W i tit ti li • How are you supporting your key employees and managers?
• Are there Corporate or Business Development opportunities that need deep 

domain expertise to be effective?
• Have you recently evaluated add-on products and services but the company 

“just” is not ready yet?
• What expansion options are available? What capital options are available?

 We institutionalize 
Management Science.

 We promote “Useful 
Capital Partnerships.”

Polus Group Business Plan Executive Summary
@Copyright 2010 Ephor Group LLC.
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Track Record of SuccessTrack Record of Success

Return on Invested Capital  Avg   300%

Our track-record of model improvement as seen through KPI (key performance indicators):

Corporate Performance 

Return on Invested Capital
Valuation Improvement 
Brand Value, Brand Equities
Market Positioning 

 Avg. = 300%
 From <4X  to >8X EBITDA
 > Margins & Retention
 #1 or #2

Operating Performance 
Field Level EBITDA
Profit Per Employee
Revenue Per Partner

 >30%+
 >$25k per EE
 >$500k
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Functional Performance

Revenues per Executive
Revenues per Account Manager
Cost Per Lead
Cost Per Sell (new client)

 >500k
 >300k
 <$100
 1X first year revenues



Our Wealth Creation Track RecordOur Wealth Creation Track Record

Multiple Current  or
Wealth created:

Company Focus
Annual 

Revenues ($M) 
Pre Polus

Multiple 
Valuation Value 

($M)  
Pre Polus

Timeline 
(Years) 

Current  or
Exit Run Rate 

Revenues
($M)

Current or 
Exit Valuation

($M)

Value Created
($M)

HR Platform $4.9 $1.2 3 $6.9 $9.7 $8.5
ePayment Processing $5.1 $1.3 3 $21.1 $63.3 $62.1
Workforce Mgmt Solution $6.9 $6.9 2 $14.1 $21.2 $14.3
Administarive Services $7.8 $7.8 3 $10.8 $20.5 $12.7
Healthcare Services $9.9 $12.4 3 $96.0 $288.1 $275.7
Payroll and Banking $24.8 $49.6 6 $143.1 $286.2 $236.6
Staffing $1.0 $0.3 4 $3.0 $7.5 $7.3
ITO $1.0 $0.3 4 $2.0 $4.0 $3.8
Agency $0.5 $0.1 2 $2.0 $6.0 $5.9
C lti $5 0 $5 0 2 $10 0 $15 0 $10 0Consulting $5.0 $5.0 2 $10.0 $15.0 $10.0

 Wealth creation is the outcome when the following are created: A Unique Business Model + “Best‐In‐
Class” Performance + A Validated & Proven Growth Strategy.
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“In 2011 and beyond wealth will be created for uniqueIn 2011 and beyond, wealth will be created for unique 
business models, that are the most economically efficient, 
promote and excel at change management, and invest in their 
people and focus on strategic initiatives (i.e. customer 
satisfaction).” 

‐Garry E. Meier, Founder

> Download additional resources at: 
http://www.polusgroup.com/resources.asp
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