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Revenue Growth
and the Strong Correlation with Successful Exits 
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CAIMIN JONES

» Silver Lake Partners Operating Executive (London)

» Both consulting and line management experience

» Extensive cross-European experience
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BOB LEMMOND

» Most recently Chief Commercial Officer of 
Clarivate Analytics (Onex & Baring Asia)

» Former President of Mediant Communications

» Former CEO of division of Wolters Kluwer

» Serves on board of Decision Economics in NY
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GREGG MEHERIUK

» Last month became SVP of Strategy and 
Transformation at 24 Hour Fitness

» Previously was member of Ontario Teachers’ 
Portfolio Management team

» Former Bain & Company consultant
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58%
revenue

7%

growth

15%

20%

Revenue Growth

Multiple Expansion

Free Cash Flow Improvement

Cost Reduction / Margin Expansion

Revenue growth is #1 driver of value creation 
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62%

35%Plan Major Change

Plan Modest Change

Plan Little Change

3%

How Much Change Do You Anticipate Making in the 
Commercial Organization During the Rest of 2019?
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Better execution (78%)

▪ Enhancing talent 

▪ Refining existing GTM model, structure and processes

▪ Improving pricing

Strategic shifts (22%) 

▪ Revising the commercial strategy of the business 

▪ Expanding beyond the core—new geographies, new 

end customer segments

CEOs: ‘Most important improvements in commercial organization?’
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“Grow Early, Exit Well” 

R² =  ?



Proprietary and Confidential

“Grow Early, Exit Well” 

R² = .85
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The Lost Years 
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CAIMIN JONES
(Silver Lake Partners)

BOB LEMMOND
(Clarivate)

GREGG MEHERIUK
(24 Hour Fitness)


