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Executive leadership for technology companies at the moments that matter.
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Executive leadership
aligned to what the business needs.
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Growing organizations don't always need another permanent

: . : pis : REVENUE & SALES
executive. They need the right leadership capability at the right ENTERPRISE TRANSFORMATION
time, aligned to the business outcomes they are trying to achieve. GROWTH & PERFORMANCE
Mughal Consulting Group provides experienced fractional leadership
to technology companies that need senior revenue, sales or business M_UG HAL %
leadership without immediately committing to a permanent %: C:E:E:L:'::’R;:E‘; ':p G
organizational structure. PARTNER & ESSHENNNYY .| (S LEADERSHIP
Whether the requirement is to establish strategy, accelerate growth, SC_I'_"R’:F[:E"I; DEngmNT
strengthen execution, develop the team, navigate change or prepare 8
the organization for its next stage, MCG works alongside leadership _ S
to identify what the business needs and help put it into action. /  REVENUE &BUSINESS

- LEADERSHIP
WHEN FRACTIONAL LEADERSHIP MAY MAKE SENSE
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GROWTH THE BUSINESS HAS STRATEGY AND LEADERSHIP A TRANSITION OR THE PROBLEM
HAS STALLED OUTGROWN ITS EXECUTION AREN'T CAPABILITY IS INFLECTION POINT ISN'T YET CLEAR
CURRENT MODEL CONNECTING NEEDED NOW IS AHEAD

Leadership knows
something needs to change
but hasn't determined
whether the constraint is
strategy, people, process,

capacity, execution
or leadership itself.

New markets, acquisitions,
leadership changes,
restructuring, funding events
or a new stage of growth
require additional
experience and perspective.

The business needs,
experienced leadership,
but a permanent executive
search may be premature,
unnecessary or too slow.

The direction may be
understood at the executive
level butisn't translating
consistently into
field execution.

Processes, coverage,
leadership capacity or
organizational capabilities
haven't kept pace
with growth.

Activity remains high,
but pipeline, conversion
or revenue performance

isn't producing the
expected result.

FRACTIONAL LEADERSHIP CAN INCLUDE

CAPABILITY BEFORE STRUCTURE

Don't start with the org chart P WP e e @ FRACTIONAL CRO EADER
: = 3 ) = 4 Y stralps ! lershap,
Start with what the business needs. (2 ) Whatis preventing it today? peline discipline,
RELATED PERSPECTIVE 1 o cp
g idir i ~ 3 What capability is required? L ; execution and perfommance.
Before deciding that the answer is a CRO, Capability Before Structure:
\-'F_’uf Sales, Head of R'.:“vurme?._addrtlunal §el|crs a) the need strategic, operational, B.uildirgthe Organization EXECUTIVE ADVISORY
?r: another};]p:ermanle:é \?xemll tive, ctlﬁtermu ne transitional or permanent? the Business Actually Needs EeRBe et il Dot ie
e capability required to achieve the w4 - i
o ou?come 5 Then determine the right Read the article at for hip teams that need

leadership model.

The title is secondary. The capability the business needs is what matters.
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From Leadershlp Need to Busmess Impact

EXPERIENCED LEADERSHIP. PRACTICAL EXECUTION. CAPABILITY THAT LASTS.

Turning business priorities into measurable outcomes.
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Fractional leadership should do more than fill an organizational gap. “ Build for what the business needs,
The fngagemept shoucijd ?ddreis a ?sfined bqsir;_ess' re::éﬁi;er;:nent,rf notfor what the org chart says
create momentum and strengthen the organization’s ability to perform you L Bouil b e

beyond the engagement. ' * s e
; ) _ Capability Before Structure: Building the Organization
Mughal Consulting Group works alongside executives and teams to the Business Actually Needs

translate business priorities into action — providing the level of leadership,
involvement and support the situation requires.

HOW MUGHAL CONSULTING GROUP ENGAGES WHERE WE CAN ENGAGE

A structured, flexible approach tailored to your business needs. Flexible support across key areas of revenue and business growth.
@ GTM & Revenue Strategy

1 2 3 Market focus, growth priorities, positioning and execution strategy.
% I 4 0 Sales Leadership & Execution
> > - all F hip & Ex

Team leadership, coaching, performance management and

ASSESS ALIGN LEAD ENABLE field execution.

[_.!| Read the perspective at The Daily Executive —>

Understand the business Establish priorities, Work alongside the Develop people, processes II f’lpe_1 & & Re_\renue V'E'b'.my
ot . e LR g e et g ol Pipeline discipline, opportunity management, forecasting and
objectives, current clarify ownership and organization to drive and operating disciplines operating cadence
ervironment, performance,  align leadership, teams strategy, decisions, that strengthen intemmal o e | Cl bili
organizational capabilities ~ andresourcesaround  execution, accountability  capability and support o rganizational Capabiiity

Structure, roles, talent, leadership capacity and capability development.
.:: Partner & Channel Alignment

Partner strategy, ecosystem alignment, routes to market and execution
Q Executive & Business Advisory

and underlying constraints, what needstochange.  and measurable progress.  sustained performance.

Independent perspective, strategic guidance and support for
critical business decisions.

WHAT YOU CAN EXPECT FROM MCG

More than advice. Real involvement. Lasting capability.

EXECUTIVE-LEVEL / PRACTICAL KNOWLEDGE & q FLEXIBILITY AS
INVOLVEMENT (0’ EXECUTION g |I CAPABILITY TRANSFER NEEDS EVOLVE

Experienced leadership Strategy translated into Coaching, processes and b The scope and level of involvernent
working directiywith executives priorities, decisions, leadership disciplines designed canchange as the business

and teams — not simply operating disciplines and to strengthen the organization develops, priorities shift or
recommendations delivered measurable action. internally. internal capability strengthens.

from the sidelines.

WHAT BETTER LOOKS LIKE Measurable outcomes that create lasting value.
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CLEARER STRONGER GREATER STRONGER BETTER REVENUE SUSTAINABLE
PRIORITIES EXECUTION ACCOUNTABILITY TEAMS VISIBILITY CAPABILITY
Greater organizational Strategy translated Clear ownership, Leadership, coaching and Greater discipline around Knowledge, processes and
focus on what matters into practical expectations and capability that improve pipeline, opportunities leadership disciplines that
rmost. action. operating discipline. performance. and forecasting. remain within the organization.

/ The objective isn’t to make fractional leadership permanent.
O It’s to provide the leadership capability the business needs, for as long as it needs it.
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From In51ght to Execution. From Execution to Results
STRATEGY. LEADERSHIP. MOMENTUM. MEASURABLE IMPACT.

Practical leadership for what’s next.

Representative Engagement Scenarios

MCG supports technology companies across a range of situations,
including:

NAVIGATE BUSINESS TRANSITION :
Provide leadership through periods of change, including
restructuring, M&A or leadership transitions. ,@‘

EXPAND INTO NEW MARKETS

ACCELERATE REVENUE GROWTH
Build and execute GTM strategy, strengthen pipeline and
drive predictable revenue.

BUILD HIGH-PERFORMING TEAMS
Recruit, coach and develop sales and go-to-market teams
aligned to the business.

Assess opportunities, refine positioning and establish
the right go-to-market approach.

STRENGTHEN COMMERCIAL OPERATIONS
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Selected Outcomes

Real-world impact for growing technology companies.

10X REVENUE GROWTH
Helped scale a Canadian cybersecurity business
from ~$10M to $100M+ in five years.

HIGH-PERFORMING TEAMS
Built and led specialized sales organizations, with a
focus on talent, coaching and execution.

STRONGER GTM EXECUTION
Realigned market focus, verticals and personas to
drive larger, more strategic opportunities.

EXPANDED NETWORK AND PARTNERSHIPS
Activated existing networks and built new relationships
to create pipeline and long-term value.

SERVICES-LED GROWTH
Increased professional services revenue through tighter
GTM alignment and execution.

Improve processes, forecast accuracy, pipeline discipline ’.‘ SUSTAINABLE IMPACT

: all ion.

anigveralliciecQtion ‘.‘ Left stronger teams, clearer strategies and repeatable
PREPARE FOR WHAT'S NEXT processes for long-term success.

Build internal capability and create a strong foundation

for the next stage of growth. A Pa rtner fOl’ Wha t’S Next

What Clients Value

A trusted partner. A practical approach. Real results.
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PRACTICAL COLLABORATIVE OBJECTIVE MEASURABLE
AND ACTIONABLE APPROACH PERSPECTIVE IMPACT

Focus cnwhat Work alongside Bring an external
matters and what leaders and teams. lens with real-world
can be done. experience. value.

Let’s Start a Conversation

Explore how Mughal Consulting Group can support your business.

MUGHAL
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Drive outcomes
that create lasting

LET'S TURN OPPORTUNITY INTO GROWTH.

www.mughaleorp.com

Toronto, Canada

Whether you need to accelerate growth, navigate change,
strengthen execution or prepare for the next stage, Mughal
Consulting Group provides the leadership capability to help
you move forward with clarity and confidence.

“The right leadership at the right time

can change what'’s p.f)ss‘fbfe 3

— OSMAN BAIG
Founder, Mughal Consulting Group
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