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THE DECISION / 01

Northline.

Growth -+ Considering an IPO / Enterprise software - Supply chain

Is our growth durable enough for the next round, an IPO, and the
years beyond?

THE CENTRAL FINDING

The scale is impressive. The quality of
growth needs scrutiny.

Rebuild the growth story around revenue quality, delivery economics, and customer durability before
choosing the next capital event. Scale is useful evidence, but it does not resolve those questions by itself.

The company in this scenario

A platform that helps large businesses detect and resolve supply-chain disruptions. It has expanded into
several markets and is weighing another funding round against the path toward a public listing.

The reader's perspective

A leadership team, late-stage investor, or banker looking beyond the headline growth rate.

Scope of this sample

A fictional company and a worked example of reasoning. The scenario is the only input. No underlying customer
data, financial statements, interviews, market research, or third-party sources have been verified. Proposed tests
are recommendations, not completed work.
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THE CASE / 02

Scale does not make an
assumption disappear.

Northline has moved beyond proving that customers will buy. The question now is how reliably the business
can keep delivering that value as it grows. A single revenue line can contain very different economics:
repeatable software, custom implementation, and customer-specific services. The next chapter depends on
understanding the difference.

The business at this stage

Northline helps large businesses detect and resolve supply-chain disruptions. Expansion into several
markets suggests a use case with reach. In this scenario, that is a starting point for analysis, not a verified
record of revenue, profitability, or public-market readiness.

The shape of the revenue

Repeatable software, custom implementation, and ongoing services can sit inside one growth number. They
require different amounts of work and may renew differently. Separating them is necessary before
attributing growth to a scalable software model. This sample does not supply a revenue breakdown.

Durability and dependence

Expansion at a few large accounts can coexist with weaker results elsewhere. Retention should be examined
by customer cohort and use case, while concentration should be considered on its own. A major customer's
renewal or contraction can change the picture even when overall revenue has been rising.

The competitive question

A deployment can be difficult to replace because it delivers distinctive value, because it is deeply embedded,
or because switching is disruptive. These explanations have different implications. Customer interviews and
a review of alternatives would be needed to test them; no such research is claimed here.

NORTHLINE / SAMPLE MEMO 02 / 04



FICTIONAL COMPANY

ﬁ' ILLUSTRATIVE SAMPLE
vey FounderMemo 5 5

THE EVIDENCE STILL MISSING / 03

What we would need to know.

These are the questions that would need evidence before the sample's conclusion could become a
company-specific assessment. Missing evidence should remain visible, rather than being replaced with a
confident assumption.

Revenue composition

Reconcile recurring software, implementation, and ongoing service work. Use consistent definitions so one
customer's bespoke work is not treated differently from another's.

Cohort performance

Compare renewal, expansion, contraction, and customer losses across start periods and markets. Keep a
large new contract from masking a weak existing cohort.

Delivery economics

Assign implementation and support work to the customers that require it. Ask whether effort falls as
deployments become more familiar or is recreated each time.

Concentration and resilience

Identify dependence on the largest accounts and critical relationships. Examine the effect of a contraction
using actual account data; no stress-test result is provided in this sample.

The strongest argument against this view

Services and complex implementations are not automatically signs of poor quality. They may create
customer value, support adoption, or make an enterprise product hard to replace. An overly tidy
software-only narrative could remove an economically useful part of the business.

The question is whether that work is understood, priced, staffed, and repeatable. A service-heavy model can

be assessed on its own merits. The problem would be claiming software-like scalability while leaving the
corresponding delivery obligations out of the explanation.
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THE NEXT LOOK / 04

Test the assumption. Then look
again.

01 / Reconcile the revenue model

Build a consistent view of recurring software, implementation, and continuing services by account.
Document allocations and unclear categories before drawing conclusions.

02 / Read cohorts alongside costs

Review retention and expansion by cohort and market. Pair that view with implementation and support
effort so growth and cost-to-serve can be interpreted together.

03 / Test the next-capital narrative

Challenge the story with large-account contraction, slower new sales, and heavier delivery work. Use actual
records to assess the consequences and name which evidence is still missing.

What would strengthen the case

Growth persists across cohorts, delivery work becomes more predictable, and the company can explain its
customer dependencies. The durability case becomes easier to examine.

What would make us reconsider

Expansion is concentrated in a few accounts or depends on unpriced custom work. Rework the operating
plan and the capital narrative around those obligations.

What would change this view?

Consistent cohort retention, clearly separated implementation costs, and a lower dependence on the largest
accounts would support a stronger case for durable growth.

The question for the next revision

Which part of the growth can the company reproduce without exceptional effort?
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