
Office of Strategic Financial Planning & Analysis

Avondale partnered with management of a leading Security Company to operate as 

an external, ongoing strategy team to evaluate issues as they arise

• Managed overall strategic and financial planning process

• Developed a consistent and clear set of facts to 

understand profit contributed by each existing customer 

as well as detailing the drivers of profitability differences 

across markets and competitors

• Developed M&A model to evaluate investment 

opportunities that leveraged core assets and capabilities
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• Enabled quick, decisive decision making through an easily 

accessible staff

• Developed financial commitments, accountabilities, 

implementation steps and key milestones

• Provided support for business model changes and 

resource requirements necessary to create value

Results / Outcomes 

Activities 

Case Study

Sep

■ Management Agenda Development
• Develop/Agree Goals and Targets
• Financial Position Assessment 
• Strategic Position Assessment
• Evaluate Quick-win Opportunities 

and Quantify Management Agenda
• Establish Value Growth Decision 

Framework

■ Strategy and Business Model 
Development

■ Alignment and Processes
• Develop Long-term Capital/Resource 

Allocation Process
• Prepare Investor Presentation
• Prepare Employee Rollout
• Prepare Board Presentation

Steering Team Review
Executive Team Review
Board Review
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