BEIGALE INSIGHTS

Commercial Value Creation: From
missed forecasts to commercial proof

CLIENT MANDATE EVIDENCE TO DATE

Board and strategic investor in a Take control of commercial Sales more than doubled
commercial-stage healthcare execution, accelerate paid quarter-over-quarter
technology company and repeat sales, and build a

credible 12-month outlook
ahead of a major ownership
decision.

The Challenge

A differentiated healthcare technology company had multiple go-to-market pathways, but
performance was consistently below plan. With limited runway and a major ownership decision

approaching, the board needed answers:

Can this business generate repeatable Which commercial motions are What can we credibly expect over the
revenue? worth backing? next 12 months?

What Beigale Delivered

01. Reset the commercial objective 02. Built the operating model
Shifted the near-term goal from unrealistic Defined the priority pathways, funnel stages, proof
targets to proving commercial viability and points, account priorities, targets and owners.

repeatable revenue.

03. Ran commercial execution 04. Rebuilt the forecast bottom-up
Led the weekly operating cadence, challenged Created a 12-month outlook based on actual
stalled opportunities, drove next actions and account progression, conversion evidence
redirected effort. and repeatability.
Commercial proof across multiple go-to-market pathways, with initial
> 2X paid business converting into repeat business, and a 12-month forecast

QO0Q SALES GROWTH management and the board could defend.
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How We Operated

Beigale did not act as an external advisor. We assumed an interim commercial leadership role and
became part of the operating process.

01. Assumed interim commercial leadership 02. Got into the work

Stepped into the business as senior commercial Worked directly with sales and account owners on
operators, working directly with management, the live opportunities, blockers and pathway
commercial team and the board. progression, not just through management reviews.
03. Created board-level visibility 04. Built stronger commercial capability

Built a clear way to communicate commercial Put the team on track to operate with clearer
status, progress, risks and trade-offs, translated priorities, stronger accountability, better pipeline
into a bottom-up outlook the board could use for discipline and a more evidence-based approach to
strategic decisions. execution and forecasting.

The Beigale Model

Senior commercial firepower, on demand.

When a company needs more ownership and executive bandwidth than the existing team can provide,
Beigale can step into an interim leadership role, run the work directly, and create both execution
momentum and board-level clarity.
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