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GEAC Enterprise Value Case Study™

[ lllustrative Scenario (Not a Real Company) - Designed to demonstrate how GEAC creates
enterprise value through structured international expansion, strategic partnerships, and
systematic value driver enhancement.

How a USD 5 Million Company
Becomes a USD 20 Million
Acquisition Target in 36 Months



Initial Company Protfile (Year O)

Company Type Core Challenges

Established SME — Manufacturing / Industrial - Domestic market focus only
Technology Example - Limited international exposure

Small management team

$ 5 - No formal partnership strategy
M - No acquisition preparation
- Limited geographic diversification
Annual Revenue - Underutilized growth potential

Low attractiveness to strategic buyers
At start of GEAC engagement




Case Study: Year-by-Year

Transtormation

Year 1: Foundation ®
Positioning

Enterprise Value Assessment
completed. Strategic gaps identified.
Market repositioning initiated. Initial
international target markets selected.
First strategic partnerships explored.

Outcomes: Improved market clarity,
enhanced positioning, early-stage
international discussions, stronger

growth narrative.

Year 3: Optimization & Value
Maximization

Operational scalability improvements.
Margin optimization initiatives. Formal
strategic partnerships executed.
Acquisition readiness preparation.
Buyer interest development.

Outcomes: Strong multi-market
presence, diversified revenue streams,
improved EBITDA performance,
institutional interest increases,
structured acquisition readiness
achieved.

=

aﬁ Year 2: Expansion &

Acceleration

Entry into two international markets.
Strategic distributor partnerships
established. Joint venture discussions
initiated. Technology enhancements
integrated. Revenue diversification
begins.

Outcomes: Revenue increases from
international sources, expanded
customer base, stronger competitive
positioning, increased industry
visibility.



Case Study: Final Results (Year 3)
$8-12M $15-25M+

Final Revenue Post-GEAC Valuation

Up from USD 5M at start of engagement Up from USD 5-7M initial enterprise value

Key Value Driver Impact

Value Driver Impact

International Expansion Major increase in valuation multiple
Strategic Partnerships Enhanced credibility and reach
Revenue Diversification Reduced risk profile

Technology Integration Improved competitiveness

Market Positioning Stronger buyer interest
Acquisition Readiness Increased exit potential

@ The value increase is not driven by revenue alone. It is driven by strategic positioning,
international exposure, market perception, partnership ecosystems, and buyer
attractiveness.

FINAL MESSAGE
Most companies grow.
Very few companies are intentionally transformed into acquisition-ready enterprises.

GEAC exists to systematically execute that transformation.

Global Enterprise Acceleration Consortium (GEAC)
Transforming Established SMEs into Internationally Positioned Acquisition-Ready Enterprises

Unlocking the Hidden Value Trapped Inside Successful Companies.
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