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ONE CUSTOMER PROBLEM.
VERIFIED VALUE. RECURRING CASH.
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ONE decision: start with one Industrial Gas customer-value case. Build a repeatable
method before expanding across sectors.

Customers need reliable critical operating results at predictable total cost. RapidKknowHow
helps leaders identify the loss, make one decision, execute three actions and verify the
outcome.

The enterprise-value engine
PROVE - REPEAT -» COMPOUND

Paid value case - Verified customer result - Reusable case — Protected decision method —»
Annual licence -» Renewal and expansion - Transferable free cash flow —» Enterprise value.

GIVE: measurable customer benefit. GET: revenue earned by delivering and repeating that
benefit. Protect ownership, quality and governance as execution expands.

Leadership means becoming best at solving a specific expensive problem for a defined
customer segment. It is an ambition to validate, not a promised market position.
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01 | CHOOSE THE CUSTOMER PROBLEM

Eight sectors.
One problem each.

MEASURE THE CUSTOMER RESULT.

Sector

ONE customer problem

Proof measure

Industrial gases

Electrification &
automation

Industrial water &
hygiene

Pallet pooling &
packaging

Process equipment

Logistics & cold
chain

Tyres & fleet
solutions

Chemicals &
materials

Supply interruptions, inconsistent quality and
waste threaten production.

Insufficient reliable power limits economical
operation and expansion.

Water availability, quality and treatment cost put
operations at risk.

Missing reusable assets disrupt deliveries and tie
up cash.

Production lines underdeliver saleable output.

Critical deliveries are late, damaged or outside
specification.

Tyre failures and maintenance reduce fleet
availability.

Material and application variability causes rejects
and rework.

Downtime; gas cost per unit

Availability; energy cost;
capacity unlocked

Water-related downtime;
water use per unit

Availability; loss rate; cost
per trip

Output per hour; rejects;
cost per unit

Perfect-delivery rate;
spoilage

Downtime; tyre cost per
kilometre

First-pass yield; cost per
accepted unit

These are strategic hypotheses. Confirm cost, frequency, urgency, the budget owner and
willingness to pay before developing a sector offer.
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02 | PROVE THE FIRST CASE

Industrial Gas:
find the cash loss.

ONE SITE. ONE OWNER. ONE PROOF.

Customer problem: “We cannot see and verify where gas-related downtime, waste and
supply decisions destroy cash.”

ONE decision: select one loss to test first, with supplier, customer operations and finance
sharing the same baseline.

Timing Action Required evidence
Days 1-7 Establish the baseline and qualify the Measure, unit, period, source, budget owner,
case. economic urgency.
Days 8-14 Agree one decision and three actions. Scope, owner, due dates, costs, target and
verifier.
Days 15-30 Execute and review early evidence. Weekly measures; action completion; costs;

emerging operational effects.

Days 31-90 Verify the result and decide whether to Attributed net benefit; finance/operations
repeat. review; confidence and limitations.

Net benefit = measured gross benefit - implementation cost - incremental operating cost.
Normalize for output, mix, prices and other changes where relevant.

Keep recurring FCF improvement, one-time cash released and estimated risk
reduction separate. Do not count the same benefit twice or convert a target into a verified
saving.

30-day target: one qualified case, an agreed baseline, one accountable owner and a
dated proof plan. Record a paid commitment only when received; mark results NOT
VERIFIED until reviewed.
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03 | COMMERCIAL FUNNEL-CT

From insight
to renewable value.

ONE CLEAR NEXT STEP AT EACH STAGE.

Stage Customer next step Commercial / verification gate

PowerPost Select ONE sector problem. Relevant insight; no unsupported savings
claim.

Free Value Scan Enter problem, baseline and target. Starting brief; entries remain on the scan
page.

Relevant paid Review scope before buying. Existing Cash Gap guide where suitable;

offer preserve existing prices.

Checkout and Buy, receive email and open PDF. Order, payment, email and customer

delivery download must each pass.

30-90 day proof Apply decision and three actions. Self-guided PDF is not a delivered consulting
engagement.

Licence fit check Request agreed execution scope Signed rights, responsibilities, annual terms

after proof. and governance.
Renewal / Review value and repeat across Verified repeat value; paid renewal; quality
expansion sites. review.

Existing journey destinations

Free Value Scan
https://www.rapidknowhow.com/value-scan/

Find the Cash Gap
https://www.rapidknowhow.com/product/find-the-cash-gap/

Value Case / Partner enquiry
https://www.rapidknowhow.com/contact/

Governed licensing
https://www.rapidknowhow.com/decision-governance-licensing-system/

CT is used here for commercial-funnel conversion testing. Transaction, email and download
tests require actual evidence; page availability alone is insufficient.
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04 | BUILD ENTERPRISE VALUE

Own the method.
Repeat the result.

TRACK CASH QUALITY AND TRANSFERABILITY.

Customer value RapidknowHow business value

Verified net recurring benefit Paid revenue and contribution after delivery cost

Reliability and process performance Signed recurring licence revenue and renewals

Evidence quality and confidence Customer concentration and retention

Repeatability across sites Founder hours per case; partner execution quality

Clear ownership of customer decisions Protected IP, documented delivery and governed
rights

Measurement discipline

Visitors - Readers —» Leads - Buyers — Partners. Define each event and count only
observed conversions. Five visits is an engagement objective, not a forced purchase rule.

Durable enterprise value requires sustainable future cash flow, renewal quality, limited
concentration risk and the ability to deliver without constant founder intervention. No
valuation multiple or guaranteed valuation is asserted here.

2027: prove one repeatable segment offer. 2028: replicate through governed licences.
2029: expand successful cases and partner capacity. 2030: demonstrate retained
customers, recurring cash and transferable execution.

Evidence and scope

Strategic recommendations prepared for RapidKnowHow. The eight customer problems
require validation. Existing public site routes were inspected on 13 October 2026;
purchase, email and customer PDF access remain separate verification steps.

Source routes: RapidknowHow homepage, Value Scan, Find the Cash Gap product and
Decision Governance Licensing System. The current Cash Gap product identifies a GEO
licence as distinct from a general Industrial Gas licence; use a scoped licence enquiry for
this case.

PROVE - REPEAT -» COMPOUND.
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