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At Splash 4 Partners (“S4P”), we are in the business of 
being curious.  Our clients come to us with questions.  Is 
this an attractive company to acquire?  What are the risks 
around underwriting a loan against a court settlement?  
How large is the market for sunless tanning?  Is there a 
market for a new database product aimed at the hedge 
fund community?  Curiosity requires us to constantly ask 
questions. 

Beware of the questions (and preconceived notions) you 
have in mind, as they will shape what grabs your attention.  
When asked to count the number of passes a team makes in 
a three-minute video, you will undoubtedly get the number 
of passes correct, but will likely miss the man in the gorilla 
suit walking through the middle of all the action.1   As often 
as we are tasked with counting the number of passes for a 
client, the real value is produced by spotting the gorilla for 
them.  

¹ https://www.youtube.com/watch?v=vJG698U2Mvo.  

THE S4P WAY:    
     CURIOSITY

“Anyone can memorize facts and 
figures; the key is to just venture into 
the unknown and let your curiosity 
take hold.”
— The Man in the Yellow Hat from The Curious George Series

REMEMBER TO TAKE A STEP BACK EVERY 
NOW AND AGAIN DURING A PROJECT 
AND ASK YOURSELF:

▪ Are we missing anything?

▪ What would being wrong look like?

▪ Due to my beliefs and experiences, what am I
predisposed to believe related to this project?

▪ What am I predisposed to ignore related to this
project?

▪ What does the outcome look like if our (or our
client’s) results, assumptions, or hypotheses are
incorrect?

▪ What would we expect to see in this situation but
do not see?

▪ Are we asking the right questions?

▪ Is there another way to ask the questions that
would shine new light?

▪ How else can we get at the data?

▪ What is the one decision that negates all other
decisions?

At S4P, we believe knowing an advisor’s ethos is critical to understanding how they approach complex unknowns and, in turn, provides 
you with the context and insight to better understand their work. To help show you how our team views the world, each issue of 
Diligence & Growth includes an excerpt highlighting a core principal we find critical to serving our clients and finding solutions that 
answer their unique questions.  This month we cover our first principal—Curiosity—outlined in The S4P Way.  

DILIGENCE & GROWTH
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During a recent engagement, S4P conducted a survey 
of over 200 practicing physicians which yielded some 
interesting findings.  Greater than 8 in 10 physicians—an 
overwhelming figure—reported third-party insurance 
coverage plays a significant role in determining which 
treatments they suggest to patients.  While the seeming 
tail wagging the dog nature of these results should not be 
entirely surprising, such a high percentage of insurance 
coverage driving clinical treatment decisions was unexpected 
and has a multitude of implications.  One such less obvious 
example comes from a separate prior S4P engagement 
where S4P examined second opinion services2.  While the 
rate of misdiagnosis is alarmingly high3 and leads to wasted 
medical spending and unnecessary patient deaths, the 
rate of changes to treatment plans from second opinions 
is even higher (even when accounting for instances where 
the original diagnosis was correct).  With 83% of surveyed 
physicians indicating insurance coverage factors into which 
treatment plan they suggest to patients, the high rate of 
revised treatment plans should come as no surprise.

2 These services provide patients a second opinion from leading physicians via telemedicine in their respective specialties based primarily upon a review of patient 
medical records, lab tests, and medical images—most often dealing with complex, critical, and more costly conditions.  For those perhaps dismissive of telemedicine 
as unproven, not all flavors are the same.  Second opinion services have been around since at least the 1980s with several operating substantial businesses.

3 Especially in certain areas such as cancer diagnoses. 

In the same 200-plus physician survey conducted by S4P, 
less than 9% of responding physicians reported that third-
party insurance coverage does not commonly influence 
what treatment option is selected by patients in their 
practices.  Put differently, for the average patient, insurance 
coverage matters.  

PHYSICIAN SURVEY:
DOES INSURANCE COVERAGE 

FACTOR INTO YOUR SUGGESTED 
TREATMENT PLAN?

INSIGHTS FROM THE FIELD: 
THE HEALTHCARE INDUSTRY

Greater than 8 in 10 physicians reported 
third-party insurance coverage plays a 
significant role in determining which 
treatments they suggest to patients. 

-S4P Survey Findings

INSIGHTS FROM THE FIELD
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According to the 2018 Milliman Medical Index, the 
average family of four’s out-of-pocket healthcare expense 
in 2018 was $4,704 and an employee spends $7,674 for 
their portion of an employee sponsored health plan.  It is no 
wonder that insurance coverage of a prescribed treatment 
is a primary determinant in selecting treatment—for both 
the patient, and as we saw from the prior survey question, 
treating physicians as well. 

An S4P analysis of U.S. household incomes estimates a 
typical American household would need to earn $90,000 
or more in 2017 to save enough after common expenses 

4 https://www.federalreserve.gov/publications/2018-economic-well-being-of-us-households-in-2017-dealing-with-unexpected-expenses.htm.

and taxes to easily cover $5,000 in unplanned healthcare 
expenses the following year.  Financial hardship due to 
medical expenses still affects millions of Americans; as 
evidenced by a 2017 Federal Reserve study which found 
that 40% of Americans could not absorb an added $400 
emergency expense.   4The financial constraints faced by 
the average American patient increasingly dictates his/her 
treatment options, as viewed by S4P’s survey results above. 

For patients with the ability to pay, cash pay only 
services are growing despite the financial constraints and 
the traditional reliance on what is and is not covered by 
payors.  From our current and prior work, S4P sees growth 
opportunities in certain healthcare sub-sectors that are 
primarily cash pay, including concierge medical practices, 
medical-spas, infertility clinics, and bariatric surgery 
practices, among others.

COMMON MEDICAL SPA SERVICES

▪ Botox
▪ Chemical Peels
▪ Cosmetic Plastic Surgery
▪ Hormone Replacement Therapy
▪ Laser Hair Removal
▪ Microdermabrasion

Insights from the field: The healthcare industry - continued from page 3

RESPONDENT’S PERCEIVED IMPACT OF 
THIRD PARTY PAYER COVERAGE AND 

WILLINGNESS TO PURSUE TREATMENT

INSIGHTS FROM THE FIELD
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It is an uncommon occurrence for commercial property 
owners to switch fire and life safety (“F&LS”) service 
providers.  This is based on surveys and interviews 
conducted with hundreds of different property and 
facilities managers asking them if they have switched their 
organization’s F&LS service providers during the tenure at 
their current employer.  This low churn rate reflects the “set 
it and forget it” style of vendor selection in what is largely an 
undifferentiated yet highly fragmented service industry. 

Despite the otherwise commoditized view of the service 
being provided, a number of regional players have been able 
to create a competitive advantage by leveraging workflows 
with software, improving route density, and cross-selling 
alarm monitoring services to customers. 

Low churn, in a regulated industry, that remains highly 
fragmented across both firms and service types explains 
much of the transaction activity seen in the industry of late. 

MORE INSIGHTS FROM THE FIELD: 
FIRE & LIFE SAFETY

CUSTOMER SURVEY:
HAVE YOU EVER SWITCHED
 F&LS SERVICE PROVIDERS?

MORE INSIGHTS FROM THE FIELD
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In August of last year, famed hedge fund manager Steve 
Cohen and his Chief Market Intelligence Officer Matthew 
Granade published an essay in the Wall Street Journal.  
Their op-ed claims that the future of successful businesses 
lie in those that master what they call the model-driven 
business.  Cohen and Granade go on to describe data 
driven companies that 
are able to create a 
virtuous flywheel where 
data being collected is 
analyzed and deployed 
in decision making that 
allows the company to 
keep the customer close 
in some sort of closed 
data and decision-making 
loop, ultimately leading to 
a market share advantage. 

 One example the authors give is Domino’s Pizza that 
allows for a person to order a pizza simply by Tweeting 
at the company.  Domino’s data driven model allows the 
company to match real-time demand with a form of one-
click ordering from the customer’s phone or smart watch. 
The model-driven business has become rather popular 

5 https://www.wsj.com/articles/models-will-run-the-world-1534716720.

in the wake of the market potential and strength that 
Amazon projects in the current economic and regulatory 
environment.  5

The authors’ argument becomes even more salient 
when looking at the ubiquitous claims of applying artificial 

intelligence or machine 
learning to help maintain 
closeness to one’s 
customers or to better 
automate portions of 
one’s business.  Despite 
visions of the closed 
loop fuller autonomous 
world where less human 
intervention is needed 
to manage a business 
at scale being regularly 
presented in the press, 

we are more skeptical of how pervasive automation or the 
adoption of the model-driven business will occur.  Maybe 
some of the hype stems from the coverage of advancements 
in driverless technology, Google’s DeepMind’s success in 
defeating world Go champions, the rise of robo advisors 
managing many middle-class Americans’ retirement 

CONTRARIAN'S CORNER: 
LIMITS OF AI & MODEL-DRIVEN 
BUSINESSES

Despite visions of the closed loop fuller 
autonomous world where less human 

intervention is needed to manage a business 
at scale being regularly presented in the 

press, we are more skeptical of how pervasive 
automation or the adoption of the model-

driven business will occur.

CONTRARIAN’S CORNER
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accounts 6—three things thought to be squarely in the 
expert domain of humans.  Our skepticism around the 
boundless future and corresponding success of the 
companies that automate stems from the following 
categories:

▪ Questions around data integrity,

▪ The proliferation of single purpose AI

▪ The restricted and limited use of fully autonomous
modes by the U.S. military, and

▪ Market failures seen in high frequency trading

▪ Data Integrity

As consultants serving middle market companies, we
have seen the spectrum of data quality in terms of data 
warehouses ranging from a series of spreadsheets plus 
QuickBooks to SAP built enterprise solutions overlaid 
with the latest BI and data visualization tools.  Ironically, 
in at least one memorable instance, the later presented 
greater challenges during diligence than the former due to 
inconsistencies in how the data were reported across time 
periods.  Garbage in, garbage out remains salient in the age 
of big data and 
machine learning. 

Furthermore, 
few corporations 
we have seen have 
truly integrated 
data systems 
where all the 
HRIS, accounting, 
finance, risk, 
marketing, 
and operations 
packages freely share and integrate data to a single 
depository.  On multiple projects in the learning 
management system (“LMS”) industry, S4P regularly finds 
government agencies and private corporations running 
parallel LMS platforms in part due to the lack of system 
integration to say nothing of different needs and functions 
in different functional areas of organizations.  Software may 
be eating the world as Marc Andreesen articulated it, but 
too often, it is in a point solution, single purpose manner.

6 Recent reports read by S4P state that robo advisers have seen slower adoption than forecasted when selling against traditional advisers.  As a result, the robo 
advisors have started to try to integrate more within traditional registered investment advisor (“RIA”) and registered broker dealer offerings.

SINGLE PURPOSE AI

Google’s DeepMind, IBM’s Deep Blue, and many other 
AI systems that are “self-learning” rely on datasets in the 
millions if not billions to learn from.  One of the first types of 
images Google’s TensorFlow—the nueral network software 
behind DeepMind—learned how to identify were cats, due 
to the proliferation of cat videos on YouTube.7 The tagging 
of large photo and video sets is often done by disparate 
leagues of workers getting paid low wages to catalogue 
images or other forms of data via platforms like Amazon’s 
Mechanical Turk.  Error rates in the data persist, but the 
volume of information allows for learnings.  The attempts 
to identify an object as a result are often poor and far from 
accurate.  It requires the help of programmers, tweaks to 
the algorithms, and further cleaning the dataset for AI to get 
smarter.  

Yet, because it needs 
such large volumes of 
data, many of which 
are plagued with errors 
and inconsistencies, the 
AI is far from dynamic, 
remaining reliant on 
human intervention.  
It can identify a cat.  
It may even identify 
when a cat is wet, but most AI built from such blunt force 
learning methods cannot apply deductive reasoning as to 
how the cat got wet – even if the shower is running in the 
background of the photo.  A subspecialty of AI researchers 
are working on building more dynamic AI that can reason 

CONTRARIAN’S CORNER
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via deduction to solve more complex problems.  These 
more dynamic bots operate off smaller, yet more accurate 
data sets.  To get greater purity in the dataset and drive 
enhancements in the AI results can take the better part of a 
decade if not longer to build many of these more dynamic AI 
systems that leverage deductive reasoning.  As such, more 
single purpose AI applications exist and are likely to persist 
for the time being.8  

Looking outside of traditional software to manufacturing 
industries and the military, we find single purpose 
automation being the norm as well, providing a window 
into what broader scale automation will likely bring.  One 
engineer S4P knows who has worked in two Fortune 100 
manufacturing firms tells us that most robotics in factories 
today are single purpose, due to a combination of cost, 
technology, and safety constraints.9   Others, like the 
Department of Defense, have been early large customers of 
autonomous systems.

LIMITED AUTONOMY IN WARFARE

The roots of these autonomous and semi-autonomous 
defense systems go back to the Cold War.  President Regan’s 
Star Wars missile defense system required significant R&D 
in the area of autonomous weapons.  Defense systems such 
as the Navy’s Aegis and the Army’s Patriot defensive missile 
systems are derived from the investment in autonomous 
weapons systems made by the U.S government over 
the decades.  While Patriots are known for successfully 
protecting civilian populations and military assets on land 

8 https://www.wired.com/story/how-to-teach-artificial-intelligence-common-sense/. 

9 S4P interview. 

10 “How to Teach Artificial Intelligence Common Sense”—Clive Thompson in Wired. 

during the first 
Gulf War, the 
Patriot system is 
sadly also known 
for friendly fire 
incidents when 
its full autonomy 
capabilities were 
deployed.  Today, 
greater human 
intervention 
has been embedded in the use of the Patriots to reduce 
such errors.  The Navy remains mindful of the limits of 
Aegis’ engineers’ imaginations and skeptical of their ability 
to account and accurately code for all variations of attack 
on its naval fleet given humans are involved in designing 
and maintaining the system with three settings—manual, 
semi-autonomous, and fully autonomous.  When Aegis is 
active, U.S. Navy protocol dictates that the manual mode 
and semi-autonomous account for most of the Aegis’s 
uptime.  Given the dynamic nature of warfare, even when 
out of manual mode, Naval regulations require additional 
operating safeguards where humans can monitor and 
intervene to prevent civilian casualties, friendly fire, and 
accidental escalation.10   Autonomous weapons have, in fact, 
created jobs within the military’s command structure, as 
humans are needed to manage decision making in complex, 
rapidly changing environments.  The model-driven approach 
wedding process, data, and AI has failed to prove out as the 
secret recipe of hegemony for the U.S. military. 

CONTRARIAN’S CORNER
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FAILURES OF HIGH FREQUENCY TRADING

None of this should be surprising for those that follow the 
autonomous battlefield that has become our public equities 
market.  System upgrades and changes to algorithms have 
caused many a flash crash that we see highly publicized 
in the financial press.  The result of which has been for 
NASDAQ and the NYSE to install more points of human 
intervention to limit the repercussions of autonomy gone 
array.  Thus, the models do not just run by themselves.

The above are only a handful of examples that come 
to mind when discussing the limitations that model 
driven business are likely to face.  Due to these and other 
limitations, Domino’s success might be more limited than 
what Cohen and Granade’s—note that Cohen co-founded 
a software and consulting business that markets the idea 
of deploying model-driven business solutions—argument 
might otherwise imply.  Furthermore Amazon is likely 
to encounter these 
limitations as it discovers 
that a limited number of 
SKUs and prepared food 
items lend themselves 
to the model-driven 
business it is creating 
around Amazon Go—the 
company’s brick and 
mortar automated grab-
and-go convince stores.  
Early reports by reporters 

11 We are not saying that Amazon Go and its like kind systems will not find solid footing in the market.  However, for every action there is an equal and opposite 
reaction.  Taking the human out of the equation will create opportunities, as the company finds what products it can and cannot offer via its state-of-the-art check-out 
system. 

in the original Amazon 
Go location described 
not being charged 
for several items the 
reporter walked out 
with due to errors 
in the cashless, 
humanless system.  To 
limit shrinkage, the 
most direct solution 
is to limit the SKUs 
that play nice with the existing system.  This solution in 
return creates a market for those products not easily sold 
via the integrated vision, weight sensors, RFID, and payment 
systems used for automatic checkout.   11 Presumably, 
another market will emerge for those shoppers who want 
to shop in stores staffed by human cashiers in much the 
same way that fine dining establishments continue to thrive 
at a time that less labor-intensive food service models like 
Chipotle proliferate. 

If the casualties of high frequency trading and rogue 
missile defense systems teach us anything, it is that loops we 
thought we closed with technology and process frequently 
leak and remain open.  In return, the decisions left up to 
models tend to need more human intervention, not less. 

Case in point: Lyft.  For much of last year, S4P had offices 
down the hall from a regional Lyft office.  A company with 
an autonomous vehicle division clearly consumes a lot 
of data and has attempted to automate and create the 
model-driven business its unicorn valuation might suggest 
it is deploying.  Yet, based on the conversations overhead 

and subsequent informal 
conversations with Lyft 
drivers (as a passenger), 
the company still has 
issues with poor routing, 
improper payment 
amounts deposited 
into bank accounts, and 
penalties given by riders 
for drivers following 
safety guidelines and 

If the casualties of high frequency trading 
and rogue missile defense systems teach 
us anything, it is that loops we thought 
we closed with technology and process 

frequently leak and remain open.

CONTRARIAN’S CORNER
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best practices12  that automatically resulted in penalties 
or a reduction in the driver’s ratings.  All of which requires 
human intervention to fix. 

Even when the system is designed with precision, the 
model is correct, and the data flows flawlessly, data tends 
to lead one to ask questions, and 
it is up to a human to pull the 
trigger on what decision to take 
and action to make.  Data by itself 
is impartial and when resting in 
a vacuum is amorphous.  It is 
only with context provided by 
synthesis, human perception, and 
value systems does data become 
insights that can be actionalized 
into decisions and actions.  
Good data invites creativity, better questions, process 
optimization, and new ways of producing results.  While 
many successful companies possess flywheels provided 
by data rich insights, the future does not exist in a vacuum 
populated by software, super computers, and devoid 
of human decision making.  The data is too messy, too 
imprecise, and humans are too varied, curious, and creative 
to be domesticated by the marriage between large scale 
corporations and machines.  

If none of this is 
persuasive, then 
let us make the 
financial returns 
and status-quo 
bias argument for 
a slower adoption 
rate of AI and the 
ultimate success of 
the model-driven 

business.  S4P knows from its work in software systems used 
by corporate security that a handful of casinos on the Vegas 
Strip still rely on VHS tapes for recording their CCTVs feeds.  
Yes, you read that correctly—certain brand name Vegas Strip 
casinos still using VHS tapes!  Arguably, casinos in their core 

12 Examples include not taking infants without the parents bringing their own children’s car seat or refusing to speed and run lights to get the person to their destina-
tion faster.

revenue making business have adopted many of the best 
practices articulated in Cohen and Granade’s model-driven 
business in order to get and remain close to customers 
through adopting casino management software.  Yet more 
data, more process, more results could be had by some 

casinos investing in digital CCTV 
systems and next-generation facial 
recognition and analytics software 
packages that tie back to a digitized 
CCTV system.  A clearer and more 
promising path to investor returns 
for the CEOs of those casinos is to 
forgo the IT infrastructure upgrade 
exists in the short and medium 
term.  The tendency for innovation 
is for the settlers to take the land 
after the pioneers took the spears.

S4P witnesses first-hand the status quo bias favoring 
old tech infrastructure in the use of DOS-based electronic 
health record systems wrapped around with an updated 
user interface in some of the largest hospital chains in this 
country.  Delaying cap-ex can help short and mid-term cash 
flow despite the longer-term threats of supposedly more 
nimble competitors that invested in newer technology and 
innovative decision-making organizational systems. 

The technology advances made in recent years in 
machine learning and AI are impressive to be sure.  Yet, 
it takes decades for many industries to make a dent in 
eliminating its technical debt.  The cost to plug those 
technical deficits is often great and limits the pool of willing 
adaptors.  Furthermore, the industry of organizational 
change management consulting and merger integrations is 
riddled with case studies of failed organizational redesign 
that a model-driven business would require if a business 
were to adopt one.  Clearly, we are dubious as to the severe 
reduction of humans in the decision loop and that the future 
alone belongs primarily to companies that adopt a model-
driven business model.  Do not take S4P’s word for it alone.  
Pick a few resources from our recommendations and make 
up your own mind. 

Good data invites creativity, 

better questions, process 

optimization, and new ways 

of producing results. 

CONTRARIAN’S CORNER



© Copyright 2019, Splash 4 Partners, LLC All Rights Reserved      11

RECOMMENDED RESOURCES 
ON THE TOPIC
▪ “AI Doesn’t Eliminate Jobs, It Creates Them”—Michaele Xie in Forbes

▪ Army of None: Autonomous Weapons & the Future of War—Paul Scharre

▪ Average is Over: Powering America Beyond the Age of Great Stagnation—Tyler Cowen

▪ Flash Boys: A Wall Street Revolt—Michael Lewis

▪ “How to Teach Artificial Intelligence Common Sense”—Clive Thompson in Wired

▪ Humans Need Not Apply—Jerry Kaplan

▪ “Models Will Run the World”—Steven Cohen and Matthew Granade Op-ed in The Wall Street Journal

▪ The Big Red Button: Episode 642—Planet Money

▪ The Everything Store: Jeff Bezos and the Age of Amazon—Brad Stone

▪ Team of Teams: New Rules of Engagement for a Complex World—General Stanley McChrystal, Tantum Collins, David
Silverman, and Chris Fussell

▪ Turning The Flywheel—Jim Collins

▪ Weapons of Math Destruction: How Big Data Increases Inequality and Threatens Democracy—Cathy O’Neil

▪ “You Will Love This Conversation with Jaron Lanier, but I Can’t Describe It”—Jaron Lanier on The Ezra Klein Show

CONTRARIAN’S CORNER
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S4P ENGAGEMENT ROUNDUP: 

PROJECT BEATS

CATALYST FOR ENGAGING S4P: 
Having developed a homegrown telehealth monitoring IT system and supporting surveillance 
bunker, a top five academic health system sought to understand its options in commercializing 
either the technology, services, or both.  Leveraging S4P’s extensive knowledge on telehealth and 
experience in advising companies on sales growth, the health system engaged S4P to advise the 
executive committee.   

S4P’S PROCESS:
▪ Half day exploratory session flushing out the history of the project, use  cases of the technology, and tangible goals for

the project.

▪ S4P presented a side by side comparison of avenues for commercialization of the technology, the service, and both.

▪ Identified potential partnerships for the new venture.

▪ Created briefing materials presented by the committee to the CEO and board of directors.

S4P IMPACT:
▪ Helped the committee develop a road map for commercialization.

▪ Facilitated internal consensus building.

▪ Built a roll-out and long-term business plan based on the option chosen.

PROJECT CAR 54
CATALYST FOR ENGAGING S4P: 

Attempting to reconcile incongruent reports of market penetration rates being painted by prior 
industry work done by a third-party diligence provider and what the Target’s management team 
was reporting, a middle market focused private equity group turned to S4P for help.  A prior study 
put together by a competing industry diligence services provider placed the unpenetrated industry 
opportunity as approaching ~60%, whereas the Target’s management team stated nearly every 
local and state government agency currently operated a solution.  S4P provided a bottoms up 
market build that relied on primary research, in-depth interviews with industry experts, and an 
analysis of recent bid proposals disclosed by local governments.  

S4P ENGAGEMENT ROUNDUP
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S4P IDENTIFIED:
▪ That the previous diligence provider’s unpenetrated market estimates were overstated by more than 6x, due to

misapplying terms used to identify software usage in the Target’s end market.

▪ The greatest market churn was occurring among the smallest customer tier due to the retirement of unsupported
legacy software systems.

▪ That regional competitors, like the Target, were likely to sustain market share due to the relational sales and services
to which customers had become accustomed.

IMPACT OF S4P’S WORK:
▪ Helped the client reshape their investment thesis from underwriting aggressive organic growth in an underpenetrated

market to a more moderate grower based on taking market share.

▪ Research provided competitive pricing read through by leveraging public disclosures of bids to government agencies
by competitors.

▪ Helped the platform company’s management better understand consolidation trends used to prioritize product
roadmap plans.

PROJECT FREDDY MERCURY

CATALYST FOR ENGAGING S4P: 
Updated regulatory changes looked to catalyze adoption of a specialty medical device.  The Target 
was the market leader with more than 50% market share, with industry penetration rates set to 
more than double in three years’ time.   

S4P IDENTIFIED:
▪ The sell-side industry report overstated the addressable recurring market size by a factor of 2x.

▪ A longer than represented replacement cycle, via analysis of company data and end user interviews.  The longer
actual replacement cycle reduced annual market revenue estimates by more than 10%.

▪ Faulty calculations and assumptions in the financial model prepared by the Target’s investment banking advisor,
which overstated and accelerated revenue in the model.

▪ Price compression occurring due to competitors aggressively trying to gain market share due to imminent regulatory
changes.

S4P engagement roundup - continued from page 12

S4P ENGAGEMENT ROUNDUP
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IMPACT OF S4P’S WORK:
▪ Accurately sized the market size and product adoption rate, which allowed the client to assign a more reasonable

multiple in valuing the business.

▪ Worked with the Client, in presenting findings to investment bank, which resulted in the investment bank instructing
bidders to ignore the faulty industry study.

▪ The Client was able to put together an offer that reflected the true earnings potential of the base business and not
overpay for the asset.

PROJECT STORK

CATALYST FOR ENGAGING S4P: 
Favorable demographic trends combined with consolidation in the lucrative, primarily cash-pay, 
Assisted Reproductive Technology (“ART”) market provided an attractive investment opportunity 
to acquire a high-performing platform and integrate other provider across the country, as well as 
internationally.  

S4P IDENTIFIED:
▪ Under / over saturation of invitro fertilization (“IVF”) clinics by geographical area.

IMPACT OF S4P’S WORK:
▪ S4P’s approach and analysis informed Client through the bid process.

S4P engagement roundup - continued from page 13

S4P ENGAGEMENT ROUNDUP
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THE SPLASH 4 WAY
Your firm, its processes, and the questions your employees ask are unique. Your solutions should be too. Splash 4 Partners’ 
(“S4P”) insights and strategy services are designed to deliver custom answers and tailored approaches that account for our 
client’s unique questions, processes, and constraints. We have seasoned private equity professionals, lenders, and operators 
manage the project plan, the synthesis, and analysis. Our menu includes:

Splash 4 Partners gets to know 
your firm, your process, and 
the big questions you are 
asking.

We hear your firm’s story. 
Listen to what makes your 
firm tick and how it makes 
decisions, and operationalize 
information.

Splash 4 takes what we 
observe and develop an 
approach. To do so we identify:

 ▪ What is your objective?

 ▪ How your firm defines 
success?

 ▪ How your firm 
makes decisions 
and operationalizes 
information?

To develop a comprehensive 
scope and project timeline 
S4P then turn to preliminary 
research to:

 ▪ Identify data 
requirements.

 ▪ Locate subject matter 
experts.

 ▪ Build questions lists and 
preliminary hypotheses.

The best solutions adjust 
to meet the client’s need, 
unanticipated data constraints, 
and newly uncovered facts.

We tailor our approach to be 
both rigorous and dynamic to 
garner the best results by:

 ▪ Starting with in-depth 
secondary research.

 ▪ Leveraging top online 
survey vendors around 
the country.

 ▪ Analyzing the client’s 
financial and operational 
data.

 ▪ Conducting in-depth 
interviews with customers 
and subject matter 
experts.

 ▪ Providing real-time 
updates as insights are 
uncovered.

We believe information is 
most valuable when insights 
contextualized.

Our deliverables are:

 ▪ Designed with our client’s 
people, process, and 
constraints in mind.

 ▪ Filled with distilled and 
data driven insights to 
make investments and 
operationalize plans.

Great research and planning breeds new questions. S4P supports its client’s questions on both old and new topics. 

 ▪ Market Sizing

 ▪ Ecosystem Mapping

 ▪ Voice of the Customer

 ▪ Product Roadmap Design 

 ▪ Five Year Growth Planning

 ▪ New Market Entry

 ▪ Acquisition Strategy

 ▪ Historic KPI & Forward 
Visibility Analysis

KNOWLEDGE 
GATHERING

EVALUATE & 
FORMULATE

EXECUTE, ANALYZE 
& ADJUST

INSIGHTS & 
DELIVERABLES

THE SPLASH 4 WAY



CONNECT WITH US
www.splash4partners.com


