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Better Information. Better Decisions. Better Businesses.
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Executive Summary

Meridian Commercial Mechanical is presented as an established regional commercial HYAC contractor with recurring
service activity, moderate growth indicators, and a credible operating platform. The company appears positioned to
improve enterprise value by strengthening financial visibility, service-agreement mix, leadership capacity, and evidence

discipline.
Executive Decision Index
Illustrative score on a 0-100 scale
Evidence confidence
HIGH

Company and market signals sufficiently supported for executive review

Priority interpretation

The illustrative company demonstrates a sound operating base but lacks the financial and management-system maturity
needed to convert growth into durable enterprise value. Immediate executive attention should focus on recurring revenue

quality, margin visibility, and management depth.

This sample demonstrates format and analytical depth. A purchased Executive Benchmark is researched and written for the customer's company.
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Benchmark Scorecard

Growth 6/10
Financial maturity 7110
Operational maturity 6/10
Market position 7110

Enterprise value readiness 6/10

Selected evidence signals

Dimension Score Executive interpretation

Demand indicators are favorable; capacity discipline needs review.

Core reporting exists; job and service-line margin visibility can improve.

Processes appear repeatable but depend on key leaders.

Credible regional position with room to strengthen differentiation.

Recurring revenue and management depth are the main value levers.

* Positive: Service capability, established market presence, and visible hiring activity support continued demand.

* Watch: Growth can pressure working capital and field-management capacity if not paired with stronger forecasting.

» Unknown: Precise recurring-revenue mix, customer concentration, and backlog quality require company-provided

data.
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Executive Priorities

Why it matters Recommended executive action

1. Margin visibility Revenue growth does not confirm profitable Create monthly gross-margin reporting by service, project,
growth. and customer segment.

2. Recurring revenue Service agreements improve predictability and Measure agreement penetration, renewal, churn, and

valuation quality. contribution margin.

3. Working capital Growth can consume cash before profits are Implement a 13-week cash forecast and aging escalation
realized. cadence.

4. Management depth Owner or executive dependence limits Document decision rights and establish accountable
scalability. operating reviews.

Decision framing

If leadership can improve margin transparency and recurring-revenue quality while maintaining service capacity, the
company may strengthen cash-flow resilience and strategic optionality. The priority is not growth at any cost; it is
converting demand into repeatable, measurable value.
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| llustrative 90-Day Action Agenda

Evidence of completion

Timing Action

Days 1-30 Define a management reporting pack covering revenue, Approved definitions, accountable owners, first
gross margin, backlog, service agreements, receivables, baseline report.
and cash.

Days 31-60 Segment customers and work by profitability, recurrence, Customer and service-line profitability view with
and strategic value. exceptions identified.

Days 61-90 Establish an executive operating cadence and select three Monthly review calendar, initiative owners, targets,
value-creation initiatives. and decision log.

Questions for leadership

» Which service lines generate the strongest contribution margin after labor and overhead?
» What percentage of annual revenue is recurring or contractually supported?

» Where does growth create the greatest cash and management-capacity pressure?
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Methodology and Limitations

WealthOps Engine LLC organizes public company, market, labor, financial, and operating signals into a consistent
executive decision framework. Evidence is separated from estimates and analytical judgments, then reviewed for
relevance and confidence.

What a purchased benchmark includes

A concise company-specific assessment, Executive Decision Index™, benchmark observations, prioritized risks and
opportunities, evidence-confidence commentary, and a practical 90-day action agenda.

Important limitations

This sample is illustrative and does not describe a real company. Public information may be incomplete or outdated. The
Executive Benchmark is decision support, not an audit, valuation, legal opinion, investment recommendation, or
guarantee of performance. Company-provided information may change conclusions.

Ready to benchmark your company?

Purchase the Executive Benchmark™ for $995 at wealthopslic.com or contact customer service through the
website.
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