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Sentiment has changed recently as savvy 
investors have come to recognise how 
pre-deal deployment of route to market 
specialists can provide valuable early-
stage insight into business plan security. 

Executed well, route to market due dili-
gence can bring the management team 
firmly onside as they experience the 

added value introduced by the investor 
firm.

My Route to Market offers four power-
ful, specialist services which drill deep 
into the sales and marketing function 
and develop a true picture of current 
operating reality and future unrealised 
potential.

The ability of an organisation to attract and retain customers 
and to exploit profitable routes to market, ultimately determines 
enterprise value and drives investment returns for stakeholders. 

And yet, having a deep understanding of an organisation’s sales 
and marketing capability, its vital spark, prior to acquisition has 
historically come second to the more traditional legal, financial 
and operational due diligence.



SERVICE LINE 4

2 - 4 MONTHS

SERVICE LINE 3

2 - 4 WEEKS  

SERVICE LINE 2

2 - 4 WEEKS  

SERVICE LINE 1

5 DAYS  

UNDERSTANDING THE VITAL SPARK

My Route’s four powerful due diligence services, deployed either independently or 
in combination, enable investors and management teams to understand in greater 
detail how well those charged with the lifeblood of the organisation are performing.

Snapshot delivers a heads up in just five days. Discovery provides a thorough 
assessment in three weeks. Create a Vision teases out value-enhancing options and 
alternative strategies. Into Action makes things happen in 100-day chunks.

The majority of our time is spent on-site working collaboratively with people at the 
heart of the business.

SNAPSHOT
During an intensive 
week on-site, our team provides a 
basic health check of the organ-
isation’s sales and marketing 
activity and assets. We focus on 
pricing, proposition, pipeline, pro-
grammes, base systems, resource 
and expenditure plans. Our preference is to work 
side by side with the client.

Through daily short-form reporting, the investor can 
dynamically track the work, receive early alerts and 
cross-feed into concurrent due diligence activities.

•	 Business plan security
•	 Resource capability and capacity
•	 Market proposition
•	 Sales pipeline deliverability
•	 Expenditure efficiency

OUTPUT

DISCOVERY

CREATE A VISION

INTO ACTION

Where time and circum-
stance allow, we conduct an 
extensive audit of the sales 
and marketing function, no 
stone unturned. We drill deep 
down into the processes and 
systems, interview staff and customers, audit the brand, 
question the proposition, examine internal and external 
relationships, stress-test the sales plan, probe the pipe-
line, query pricing, identify competitive threat, review 
historic and planned expenditure and understand how 
well the function underpins headline business strategy. 

We identify threats and propose mitigations: we detail 
opportunities and propose how they might be exploited. 
The objective is to provide the investor with the clearest 
possible picture of investee capability to deliver the busi-
ness plan and to deliver potential upside. 

OUTPUT

When identifying future growth opportunities, organisa-
tions are frequently blinded by constraints of resource, 
finance or vision. We bring a fresh perspective and seek 
out adjacent, undiscovered markets for current products 
and services. We also explore new products and services 
for existing or new markets. 

The process involves creative collaboration with the 
investee team. Their early involvement typically increases 
commitment to new strategies.   

OUTPUT

•	 Potential new products and services
•	 New market locations and size 
•	 How to access those new opportunities
•	 Implications for investment and future value

“The best way to 
predict the future is 

to create it”
PETER DRUCKER

New strategies count for nothing without robust imple-
mentation. The rapport established with the organisation 
and its people during the analysis phase means we are 
typically well-placed to connect the doing with the think-
ing.

Working at pace, we design and implement high-im-
pact route to market programmes, embraced by sales 
and marketing teams, that translate into sustainable 
increases in profitable sales.  We aim to have completed 
our work within 100 days. 

Via a face-to-face feedback and a short written sum-
mary, the investor receives a high level initial view on:

“Know thyself. 
Know thy customer. 
Innovate.”
BETH COMSTOCK
CMO, GE

By the end of the assignment the investor will have a fully 
considered view on:

OUTPUT

•	 Designed and agreed a programme of work
•	 Managed the delivery of the work 
•	 Improved route to market performance
•	 Audited the outcomes

By the end of the Into Action phase we will have:

•	 Business plan deliverability
•	 Resource capability and capacity
•	 Market proposition
•	 Competitor threats
•	 Brand strengths and weaknesses
•	 Sales pipeline deliverability
•	 Pricing 
•	 Threats and opportunities
•	 Investment requirements

Via a feedback session and short written report, the 
investor will have a clear understanding of:

“Overall an outstanding 
piece of work: I would 

recommend them highly.”
 MARTIN WYGAS 

INVESTMENT DIRECTOR

CASE STUDY
discovery / create a vision
Lyceum Capital, a London PE house, was planning the 
acquisition of a £50M revenue information services 
business. The investment team, concerned about sales 
plan deliverability, sought an independent view. In three 
weeks My Route conducted a comprehensive assess-
ment of the current sales and marketing operation, how 
it connected to existing customers and where else the 
company might market its current offer. In addition, My 
Route identified a number of profitable, synergistic, 
adjacent market opportunties and conducted a financial 
appraisal to quantify impact on future enterprise value.



PRACTITIONERS
Unlike any other business in this space, we run both a direct 
sales and an advisory business under the same roof. The 
sales and marketing experience acquired at the frontline 
keeps us current, tuned in, and credible. This means we 
can leverage this expertise and  insight when advising our 
investor clients and their vendor management teams.  Our 
ability to extend beyond nuts and bolt audit work, to unearth 
hidden market opportunities and to generate transformative 
strategies sets us further apart from conventional operational 
due diligence providers. 

PEOPLE
We hand-pick teams from our diverse network of high impact 
specialists and can build a team capable of tackling virtually 
any assignment. We generate fresh, boundary-pushing 
thinking from some of the best minds around, underpinned by 
a rigorous systematic process.  That way our clients have the 
security of knowing the ‘nuts and bolts’ work has been done 
thoroughly and the edgy, innovative option-development 
work is firmly grounded and more likely to translate into 
surprisingly valuable results. 

PROCESS

MEASURE 
RESULTS

7

• Products & services
• Markets
• Sales performance
• Customer insights
• Online/offline
• Brand

1 2 3

ANALYSIS
ACHIEVE 

CONSENSUS

5

TAKE 
ACTION

6

• Market feedback
• Sales in action
• Customer experience
• Competition
• Support team
• Processes and 
  systems

• Capacity
• Capability
• Deliverability
• Risk
• RoMI

• Strategy
• Vision
• Planning
• Resource

• Co-development
• Mobilisation 
  planning
• Commitment 

• Plan
• Manage
• Resource 
• Execute

• Baseline
• Metrics
• Audit

COLLECT 
DATA

OBSERVE

4

DETERMINE 
ACTION

The logical and systematic disciplines of Process 7 underpin My Route project work. It ensures 
rigour, critical thinking and comprehensive analysis which translate into surprisingly deep insights 
and practical, implementable plans.  

3 REASONS WE’RE DIFFERENT
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