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CASE STUDY

Vaya Group Enables Global IT

Services Company to Scale
for Premium Price Acquisition

INDUSTRY

Executive Summary e
@ Our client is a global IT solutions company that delivers NUMBER OF EMPLOYEES
information technology and business process outsourcing ~2,000

solutions to businesses.
US/INTERNATIONAL

(J’ They serve industries such as healthcare, media and telecom, Offices around the globe
retail, technology and software, transportation, and logistics REVENUE
sectors. $441m
Challenge

The goal was to select and support the integration of a new CEO who would fit the business need,
as well as the cultural need, that entailed the unique challenge of leading in an environment where
founders were still present. The new CEQO’s success would be associated with their ability to:

® Build a strategically distinctive digital services company that could sustainably generate organic
growth, meeting and exceeding industry average

Diversify their revenue by growing it outside of their largest customer

Focus resources on the most critical levers for growth

Ensure strong cash generation and ample liquidity

Establish a robust succession plan |

Prepare and position the business to be an attractive stand-alone investment and/or desirable
strategic target by the end of 2024

Identifying the Problem

Vaya took the time to fully understand the needs of the organization from the perspective of the investors
before completing a thorough candidate assessment.

® Many leaders who were in place were identified as friends of the founders, which led to low
accountability and trust across the leadership team

Founders were often at odds with investors, which created challenging board relationships
Fear culture for those outside the circle of influence

Sales strategy and talent were misaligned to the critical priorities

The business was experiencing high turnover in critical roles due to their lack of investment in culture
and talent development






