GENOA 8 | OPPORTUNITY INTELLIGENCE
ILLUSTRATIVE CASE STUDY

Hushline Workspace

Focused Opportunity Intelligence

Hushline Workspace is a fictional provider of modular acoustic work pods for focus work, video calls, collaboration
and small meetings. This illustrative engagement asks where a small commercial team should concentrate now.
Commercial question

Which U.S. companies currently present the strongest evidence-supported reasons for Hushline Workspace to pursue
them, why might acoustic work pods be commercially relevant now, and what should Hushline validate before
investing meaningful sales effort?

Executive opportunity portfolio

$5M+ Nashville headquarters
buildout; move expected

Add flexible acoustic rooms within

Is the acoustic/privacy package fixed, and

Radiology Partners February 2027; collaboration, an active workplace buildout before PRIORITY . .
. . . : who owns workplace specifications?
training and demonstration uses  final specifications are closed.
disclosed.
New 275,000+ sq. ft. Chicago
global headquarters planned for Influence an early workplace-design Are modular rooms being evaluated

Morningstar late 2028; design language window with a modular focus and PRIORITY within the workplace standards and
explicitly emphasizes focus and meeting-room layer. design program?
collaboration.

9,365 sq. ft. Tempe headquarters Supplement planned rooms if video-

Dunmor scheduled for Q1 2027 with 26 call demand, team growth or future VALIDATE Do the three planned focus rooms fully
workstations and three focus reconfiguration exceeds fixed cover expected private-call demand?
rooms already specified. capacity.
$100M Nashville-area corporate Support a large, evolving office . . Lo

Starbucks expansion with up to 2,001()) focf)t};)rint whegre modulai rooms may WATCH Whatis the site, workplace timeline and

support roles over five years.

add speed and flexibility.

vendor/specification status?

Portfolio size reflects the evidence, not a required quota. Public signals establish timing and relevance, not buying intent.

Hushline Workspace is fictional. Referenced companies and public evidence are real. No reference implies that a company is a Hushline Workspace or Genoa 8
client, has expressed purchasing interest, has acknowledged a business problem or is evaluating a solution.
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The strongest current opportunities

These accounts combine a live workplace event, a plausible acoustic-space use case and a window in which validation could
still affect the outcome.

1 Radiology Partners

Why it surfaced Public reporting describes a new headquarters for Radiology Partners Clinical Services and Mosaic
Clinical Technologies, a buildout exceeding $5 million and dedicated meeting, training, industry-event and live-
demonstration areas.

Potential play The disclosed mix suggests varied acoustic demands: private video conversations, small-group collaboration
and larger training or demonstration activity. Modular rooms could preserve flexibility while two organizations establish
shared workplace patterns.

Validate first Whether room specifications and acoustic treatments are already committed; which team owns workplace
decisions; expected on-site population and peak simultaneous video-call demand.

First approach Approach the workplace, facilities or real-estate owner with a concise question about unresolved private-
call and small-meeting capacity before the February move. Position a rapid fit assessment, not a product catalogue.

2 Morningstar

Why it surfaced Morningstar announced a new global headquarters exceeding 275,000 square feet for more than 1,500
Chicago employees. Its release states that the space will support focused work, collaboration and growth, and that the
company expects continued local hiring.

Potential play The requirement is unusually explicit: the workplace must support both concentration and interaction at
meaningful scale. A modular pod layer could add adaptable focus, video-call and small-meeting capacity as floor plans and
work patterns evolve.

Validate first Whether pods are compatible with the design vision; the architect, workplace strategist and procurement
path; acoustic standards; preferred-vendor constraints; and when specifications become difficult to change.

First approach Map the workplace-design ecosystem first. Lead with how modular rooms can reduce future layout friction
and preserve flexibility, then seek a design-stage conversation rather than a late product bid.

Why these two lead

. Near-term buildout creates urgency and a concrete Specifications may already be substantially
Radiology Partners o . .
validation window. committed.
. Longer runway permits design influence before the Enterprise access and procurement complexity may
Morningstar
2028 move. slow progress.
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Promising conditions with material unknowns

These accounts deserve disciplined validation, but the public evidence does not yet justify the same immediate commitment.

Dunmor

Why it surfaced Dunmor is relocating its headquarters from Los Angeles to a 9,365-square-foot Tempe office. The public
plan includes 26 workstations, conference space and three focus rooms, and the company described the move as supporting
operations, national growth and talent attraction.

Potential play The move is timely and the team scale is commercially approachable. However, three focus rooms are
already included. Hushline should not presume an unmet need; it should test whether those rooms cover expected call
volume, growth and future reconfiguration.

Validate first Projected headcount, hybrid attendance pattern, focus-room utilization assumptions, whether the rooms are
fixed construction or modular and whether any adjacent expansion is anticipated.

First approach Use the disclosed plan to ask one informed capacity question. Advance only if the planned rooms appear
insufficient or flexibility remains valuable.

Starbucks

Why it surfaced Starbucks announced a $100 million Tennessee investment and up to 2,000 new support roles over five
years, describing the planned Southeast corporate office as complementary to its Seattle headquarters.

Potential play The scale and phased growth create a plausible need for rapidly deployable focus and meeting space. Yet the
public record does not establish a site plan, occupancy schedule, acoustic requirement or active specification window.

Validate first Exact location, buildout phases, workplace-design owner, intended occupancy model, incumbent furniture or
pod standards and timing for procurement decisions.

First approach Monitor the workplace program and identify the real-estate/design stakeholders. Engage when a site or
buildout milestone creates a specific question Hushline can help resolve.

What did not advance

Protomiq and Cape disclosed headquarters moves associated with growth, but the spaces were already occupied or opened when the
evidence surfaced. Armada opened a substantial new headquarters that already includes numerous conference and private-call
rooms. Each is relevant to the category; none currently presents as strong a timing case as the portfolio above.

Working portfolio
: Protomiq
Radlology Partners Dunmor Starbucks Cape
Morningstar
Armada

Hushline Workspace illustrative sample | October 2026 | 3



GENOA 8 | OPPORTUNITY INTELLIGENCE
COMMERCIAL IMPLICATIONS

Focused intelligence into sales action

The portfolio is not a list of companies with offices. It is a sequence of commercial decisions: where to engage now,
what to learn first, and when not to spend scarce selling time.

Recommended first moves

1 Radiology Partners: identify the workplace/facilities owner and confirm A qualified design-stage conversation or a
whether privacy and small-meeting specifications remain open. fast stop decision.

9 Morningstar: map the architect, workplace strategist, real-estate team and A credible entry point and the date by which
likely specification path before direct outreach. modular options must be considered.

3 Dunmor: test one capacity hypothesis - whether three planned focus rooms Evidence to advance or remove the account
match expected demand and growth. without a prolonged chase.

4 Starbucks: monitor for site, design and buildout milestones; do not lead with A specific trigger and accountable buyer
generic outreach. before meaningful pursuit.

How the intelligence should shape the sales motion

e  Concentrate senior selling time on live workplace decisions, not broad firmographic fit.

¢ Lead with the unresolved commercial or workplace question revealed by the evidence; do not open with a generic
product pitch.

e Treat access path and specification timing as part of opportunity quality. A strong use case that cannot be reached or
influenced is not yet a priority.

e  Use validation to disconfirm quickly. A planned privacy solution, closed specification or completed move is a reason to
redirect effort, not to force pursuit.

e  Carry what is learned into positioning, partner strategy and future targeting so each conversation improves the broader
go-to-market motion.

Selected public evidence

Radiology Partners headquarters buildout: Radiology Business, August 20, 2026, radiologybusiness.com. Morningstar global headquarters
announcement: Morningstar, September 30, 2026, newsroom.morningstar.com. Dunmor headquarters relocation: CBRE, September 30, 2026, cbre.com.
Starbucks Southeast corporate office: Starbucks, April 21, 2026, investor.starbucks.com and about.starbucks.com. Protomiq and Cape headquarters
announcements: CBRE, September 9 and May 21, 2026, chre.com. Armada headquarters opening: Axios, May 19, 2026, axios.com.

Working principle

Advance when the timing, use case, access path and unresolved need justify attention. Stop or defer when public evidence
shows the event has passed, the requirement is already addressed or the decisive conditions cannot yet be validated.
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