2014: Finally a Good Time
to Sell Your Business

Join us at this event and learn why the Wall
Street journal says Now is a good time to sell
your business.

READ MORE...
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About Sunbelt

Founded in 1978

Sunbelt sells more businesses than
any firm in the world

200+ offices in the United States/North
America, South America, Europe, Asia
and Australia

More multi-million dollar businesses for
sale than any other firm

About 2,000,000 buyer visits per year
on the industry leading and award
winning Sunbelt website

50+ Member Regional Midwest Team

Chris Jones, Managing Partner, 651-
288-1624
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Goals for Today

Everyone will leave their business someday.

YOU as the business owner can control how you exit your
business.

You should leave this event with an understanding of how to take control
and make a successful exit happen

vs. it happens to you.
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Valuation multiples are driven by Risk & Growth

Healthy Economy - Sustainability

Growing Industry

Proprietary Product/High Barriers to Entry
Strong Brand

Intellectual Property / Patents

Consistent and Growing Revenues & Earnings
Customer Diversity

Absentee Owner/Management in Place

Declining Industry / Revenues
Commodity Products
Inconsistent Revenues and Earnings

Heavily Dependent on Owner

Low Barriers to Entry

Large Customer Concentration
Low Repeat Customer Factor
Compete on Price

Uncertainty
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49%

Increase
N
business
sales in

2013.
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Middle Market vs. Main Street Sales
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= Typically ocutkbound in
nature—Sunbelt calls decision
rmaker 1o illustrate opportunity

s Subsetf of feam focuses here

* Large number of team
members to make initial call
and funnel fo investment
kbanker

= Sunbelt does more strategic
sales than any other boutique
tirm oy far

* Manpower plus leverage of
Sunbelt offices internationally
creates best price and terms

* Analyst Team dedicated to
identifying best buyers

SUNBELL

SUNBELT.

BUSINESS BROKERS

= Typicdlly In-bound in nature—
buyers respond to Sunbelt
mass marketing

= Owver 10,000 listings on our
web site

* Majority of our 50 brokers
focus here, 250 offices
internationally

* Marketed through 14 web
sites, and 12,000 unigue
buyers in database

= Brokers Match buyer
needs/ability/cash with
listings—supermarket effect

Main Street
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Thinking Like a Buyer

» The value of a business may vary widely depending on
the needs of the buyer (financial vs. strategic).

» What is the value of your business to buyers?:

Earnings Stability

Customer Diversity

New Product/Service/Brands

Staff

Equipment / Facilities

Established presence in the market

Intellectual Property

Buy vs. Build (avoid start-up/expansion risk)

>
>
>
>
>
>
>
>
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Valuation Methods

» Cost
»  Tangible Asset Value

» Market

» Comparable Transactions
»  Industry Methods

» |ncome

»  Multiple of Discretionary Cash Flow

»  Multiple of EBITDA
> Discounted Future Cash Flow
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EBITDA? SDE?

Buyer most often buy to gain future income. Buyer’s will
focus on past earnings as a major indicator of future
pe![*fortr_n?,nce. Buyers do not like to pay for “growth
potential”.

Earnings Before Interest, Taxes, Depreciation and
Amortization (EBITDA) is a common measurement tool
of earnings

Seller’s Discretionary Earnings (SDE) is more common
in smaller businesses. SDE = EBITDA + one Owner’s
Compensation and is more often used when the buyer is
likely to be an Owner/Operator.

An intermediary can help determine whether EBITDA or
SDE is more appropriate for your business
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Your True Earning Power

Banks consider this... —

...but not this. —

Summary Income Statement & Seller's Discretionary Earnings (SDE)

Enter Company Name Here

SOURCE

YEAR

Salles

Cost of Sales §

Cost of Sales %
P

o)

o)

Other income / (Expense)

7_|Depreciation

Net Income | Unadjusted Pre-Tax Profit

|Amortization

Interest on loans to business from all lenders

[EBITDA (Total of Lines 6+7¢6+9)

Officer | Qwner's salary

[EBITDA # Officer/Owner Salary (Tofal of Lines 10+11)

r's Discrefionary Eamings incluge the follo

|13 |Payrol taxes related fo owner's salary

Payrull: wages, payments or benefis o family members

5 [Payroll Other: employe benefts paid to ouner

Auto for owner's andlor spouse personal use

7 |uto insurance for owner's beneft

| Auto repairs & maintenance owner's personal use

| 12 |Contrioutors and donations

Fair market ren adjustment

Insurance premiums for owner's healtn, ife, etc

[Frofessional services (legal / accounting / t2x)

[Retirement pian confributions

TRE: Meals &

8E: Travel

One time expenses o (income)

|27 |otmer Benetts see instuctons page

Every Dollar Gained In
Recast Earnings Equals
Multiple Dollars In Sales Price
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Total Owner Discretionary Add-Backs (Line 13- 32)

[EBITDA + Officer/Owner Salary (Line 12 above)

5 [Seller Diseretionary Eamings (SDE)

The seller is responsible for proving the accuracy of any information provided to the Buyer's safisfaction. Information contzined in this stalement s provided solely by
the Seller. Potential Buyers should seek the counsel of their accountant, attorney andlor other business advisors. The Internatienal Business Broker Association
defines Seller's Discretionary Eamings (also called Seller's Discretionary Cash Flow) as: “The eamings of a business enterprise prior to the following items:

Income taxes

Nonrecurring income and expenses

Nonoperating income and expenses

Depreciation and amortization

Interest expense or income

Owner's total compensation for ane ownerfaperator, after adjusing the total compensation of all owners to market value

Owner's Signature
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Don’t Leave Money on the Table

Net Income: $200,000 (Earnings) (E)
BEFORE (B)
Interest: $50,000 (1
Taxes: $0 (T)
Depreciation: $50,000 (D)
Amortization: $0 (A)
EBITDA: $300,000

+ Owner Salary $100,000

+ Owner “Benefits” $50,000

+ One Time Exp. $50,000

SDE: $500,000

Using a 3 x SDE multiple the price would equal $1,500,000
Using a 4 x SDE multiple = $2,000,000
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Don’t Leave Money on the Table

Average SDE multiples in the market are 2 - 5
times SDE.

Average EBITDA multiples are 3 — 8+ times.

Increase YOUR multiple by increasing growth
opportunities and reducing risk in your business.

If you want to know what your business is worth,
ask someone who sells businesses for a living.
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Maximize Number of Buyers

Seller
Closest to Company

(see the least value)
Employees & A
Competitors

High Net Worth
Individuals & Small
Buyving Groups

Private Equity
Groups

v

Furthest from Company

. . see the most value
Strategic Buvers ( )
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The NON-OBVIOUS

Targeting Strategic Buyers

Sunbelt creates a target list of potential bidders using
Sunbelt’'s market research capabilities and gathering
input from Seller.

We cover the waterfront on PEGs
and within your Industry.

Private Equity Groups
“Bench Markers”
Strategic Acquirers

NON-OBVIOUS BUYERS

EVERY INDUSTRY — EVERY COMPANY HAS NON-
OBVIOUS or HIDDEN BUYERS
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Going to Market

Clean Up: Inventory write offs, A/R, A/P, personnel,
environmental, deferred facility maintenance.

Identify and understand your contractual agreements:
Property Leases, Equipment Leases, Employment
Agreements, Advertising Contracts.

Invest time in the Confidential Business Profile the
business broker/intermediary prepares. You MUST show
the GROWTH OPPORTUNITIES and get the bad news out
of the way in a tactful way.

STAY FOCUSED ON YOUR BUSINESS!
KEEP IT QUIET!

Let your intermediary/business broker cast the net wide to
find the most possible buyer candidates.
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Wait! What About Terms?

Cash

Promissory Notes

Earn Outs

Consulting Agreements
Royalties

Leases/Rent

Generally, the more risk the buyers takes (more cash
upfront) the less they will want to pay. Likewise, if a
seller takes some of the risk (promissory notes, earn-
outs) they should demand a higher price. This is also a
strong signal the seller believes in the future of the
business.
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Let's talk about our uninvited guest

Uncle Sam
It's Really Not About What You Sell For....It's About
what you NET

A Good Deal is designed BEFORE you go to market. A
good design looks like a three legged stool.

» Price
» Jerms

» TJaxes
» Affirm Your Tax Allocation to the
Buyer
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Confidentiality Is Key

SUNBELT,
BUSINESS
BROKERS

Confidentiality Agreement
THIS AGREEMENT is made and entered into this day of . 2008 by and betw e n M axann

LLC d.b.a. Sunbeli Business Brokers, " Broker*), and (“Buyer™y, collectively, the ° C u S t O m e r S

“Partizg"

Buyer understands that the Broker mpresents owners of cértain buzine ses (hereinamer “Sellers™) who wish to szl
thedr businessies) and the Eroker bas an agree ment with such Sellers to be paid a e basd on any tragsaction with the Buyer
The Buyer agess not o ate mpt to circumvent this ageement in any way. Broker and Buyer desire to exploe the possibility
of the acquisition of Szlkrs of the Broker and, in the course of the Pamties” discussions and due diligence dnve stigations, °
Broker will disclos confidential and proprietary information, bath of a Gnancial and business natue ©garding its Sellers I I l p O y e eS
The confidential and propriecary information disclosad elates generally to marketing. sales, hilling, pricing, acoounting. and
other operations of the Szlkrs, as well as other proprietary information dincleding trade secreis of the Selles, all of which i3
designaied " Subject Matter'

In considemation of the mutal promise s, terms and conditions, the Parties agree & follows:
DANGER| - Vendors

“Confidential Information” means drfomation given by the Brokerwhich rlates to the above-identified Subject Matter,
including withour limitation, financial information, busness concepts and business plars (whether ar not they include
intellectual property rights), confidertial ideas, trade secrets, software, processes, data, marketing and zake s information,
CUSCTET MAMES, CUSOIET COMacts, accounting and pricing informaticn, of other busine s andior relaed technical
information, or which. although not elated to such Subject Matter, & nevertheless disclosed. Confidential Information
may be disclosd crally, visually or in rangible form (wbether by document. electronic me dia. or cther fomu). Even
though Broker or Selkrs may not mark, label or identity amy of the above-de scribed information a8 propretany of
confidential for purpose s of this A geement. it shall not afe of irs Statug as pant of the Confidential Tnformation proteced
by this A greement

Buyershall hodd and marain the Confidential Information in sirict confidence and shall uze axch Confidential
Information anly for the purpose of assisting it in the asessment, determinarion. imvestigation and of ne gotiation of Brms
mutually agreeable for the acquigtion of the Broker's Szllers. Buyer shall not eproduce sach Confidential Information,
of disclose any of such Confidential Infommation to amy third pany, or other p2rson or busiee s entity of amy kind withoo
price written approval of the Broker. Buyer ghall not approach, wrike 1o, discuss or have comact with the Sallers
customers, vendors, ermployees or other agents. Buyer agree s that it shall not uss the Confidential Information in any
manmer in amy way incorsstent with the use and purpos: de scribed in this Agreement

All Confidential Tnformation disclosed under this A greement shall remain the exclusive propemy of the Broker. All such
information in tangible form shall be retumed o the Broker the seoner of en (10) days of @quest. upon Ermnaion of
hiz A greement for amy (eason, of & 2000 as Buyer 0o longer has an inkeest in the Sellem

Buyer acknowledges and agrees that the Confidential Information 42 wndgue and valuable and that disclozure or use of

Confidertial Information in breach of this Ageereent will @ sult in ireparable injury forwhich monetary damages alone B uye rS are re q u i re d to S i g n a

would mot be an adequate eomedy. The e fone, Buyer agee s that in the evert of a breach or thre sened breach of
confide niality, Broker shall be entitled 0 specific performance. injunctive or other aquitable relie £ including. b not

ilvr;i: :ém;?;s;?:wysms Any such relief shall be in addition to and not in Lew of any appeopriate eberin the C O nfi d e nti al ity / N O n _
Buyershall bear its own costs and expenses for conducting the due diligence inve stigation and ne gotiations undertaken .
herein, including but not limited 6o accounting, tax, financing and legal fees. The Parties shall not be liable 10 each other D I S C | OS u re Ag re e m e nt

for any such costs and expenses in the event an acquisition is not consurmmated

All obligations undemtaken hepein by the Paries shall survive rmmination of this agreement or the cone mplated
transaction between the Broker's Sellers and the Buyer
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Confidential Web Marketing

Sunkait Home Wiso e Are What Wa Do Hov) We Dot Our Team Evants

Sunbelt Midwest Business Brokers

Sunbelt Micwest Business Brokers R Al
wperts In biying antl seliivy bushessas Electronics Manufacturing and Prototyping

Wa arz an elile cvson of Sunoell, his largest
ot bhusingss hrokars ared 4 & A e snuraciurng sn ing it Niche Procutt Una.
arle. Wits our four offces 13 813 gir2ss was foancad 55 an electrosl englneann) Tom Jes Yalng ane manufaciurng 1est snd
spolis, ¥iraesola, Cheego, linois, » TS arcaalty conim syslems The campang supanns sarans manalaclurng and devalopment areas

and Mitaaukas, WISCorsn, ¢ epEns s, Alrcraf, anc Milzan indaalr 25, w500 e ability 20 allizz ow O high 2over needs, The slalf supoors

aut Sunaell's giaba raack be veor< for wol onsia lecanicsl reguiremerts dut ag developanenl of products o duting 2 12l snd production r, The
COMNSITE 15 AIS0 ADPIONE 1 hj"h# s anana Jeav Canacator ONces Demansa _agatcs irfamiahon Samces
Tha hiaass has aranchacd i aromer Arisior oin a niche Ina ullisy markat Sir 1 s dmision has

( ) Contact Sunbelt Bidwess: epanded il's business inlo = oba o 5 slsles [ rresc st righls stala) end senes ety 250, 0000
anausly Tha of prapratarn nardwans ang £ 3 21018 compary apAA 107 tha Aardful dorg simiarwank
naonalte Tra cucant Nscal yase 13 or r3csror graater 7ar S1 millon n evanua The curmeyd awership has
dencad thas oo more Tan 20pedrs o Sal ssiul comerchip, e e s nehd o se

S3int Paul, Knnesala

Imarnzirg ooan oabion Ter wel gualf ed buyers. The res! estale v 2o an cabon lor g buyer
Hiaukae Mscorsin

aeal Tor adeiional Amorsson or s comderds listing, piaasa conlacl ¥sck <uethe
Industry Marutacturng
Locstior Uvisconsin
Annugl Revenue o858 51
Quick Resources Liziing Price $550 020
wnual SEE (Cask Flow) $129 945
Grow Your Ausinass eliclad Na
Listing Anem: Mar< Kueshe
Invantary inciuded ir 55 ko
Business Brokerage Establishad

incier $5% mithon in e lg th3 & Iranchize: ha
'

Businesses For Sale

ks " ga=0n lor selirg Uviner Relremerl
IVREY Business seller Finericing Asailable

Buy ABu= ¢ SBA Firancing Asailabis

Franchise =

Our Tagrm e e . e e g e e e, 4

TetAFnendl  Pool Thie Lstng

Margers and Acquisitions
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Blind Profiles Engage Buyers

Bulk Handling Systems
and Engineering cowous

Acqguisition Highlights
= Excellent REPUTATION AND RECOGNITION internationally
= High BARRIERS TO ENTRY
» |INMOVATIVE PROPRIETARY products that set the standard for the industry
= DIVERSE CUSTOMERS spanning a multitude of industries
#» HIGH GROWTH INDUSTRY rating
#» Consistent PROFITABILITY AND GROWTH

Business Synopsis
The Company designs and
manufactures material handling
equipment for a wide range of
industries. The Company has
excellent recagnition and reputation
internationally. s quality, and
innovative products et the standard
for the industry. s
iy

Performance & Growth ;

Revenue and earnings are trending up.

3-Year Average Revenue

AP WM R A WAEY WA w7 AN WA

= SE.0M+ Revenue in 2012

®  3-Year Average Revenue tripled
’ since 2005

) . »  SO00K increase in EBITDA from
2008-2012

For additional information...
'“Rﬂfs ) 4 Contsct Matt Schroder with Sunbelt Business Advicors, the seller’s

exnclusive représentative for the sale of this business.

inss N8
emish“*"‘ﬂi e Matt Schroder SUNBELT

SRR

0
Ot  aavse i
sinass

Sunbelt M&A Group

rrsehroder @ sunbeltmidwest.oom

651 28E 1620 |direct) wowrws, sunbelt-businesi-odvisors com
5651484 9658 |fax)
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Confidentiality and Knowing the Acquirer
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Dominant Marketing

Targeted Marketing
Target list of buyers receives blind profile
Proactive outbound telephone calls
Select Industry and Strategic Buyers receive solicitations based on matching criteria

Proprietary Websites
Regional www.sunbeltmidwest.com
www.chicagolandsunbelt.com
www.sunbelt-business-advisors.com
National www.sunbeltnetwork.com

Industry Websites
More than a dozen industry websites sites to confidentially match your business to
interested buyers

Traditional Advertising Brings Acquirer Traffic
Corporate Branding, direct mail, magazines, newspapers and social media as applies

The Sunbelt Midwest Team
50 brokers in Minnesota, Wisconsin and lllinois
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http://www.sunbeltmidwest.com/
http://www.chicagolandsunbelt.com/
http://www.sunbelt-business-advisors.com/
http://www.sunbelt-business-advisors.com/
http://www.sunbelt-business-advisors.com/
http://www.sunbelt-business-advisors.com/
http://www.sunbelt-business-advisors.com/
http://www.sunbeltnetwork.com/

New Business Alerts

Email marketing ‘New Business Alerts’ reach approximately 15,000 buyer prospects

SUNBELT

Minncapols « Niwaskee « Chicago

New Businesses for Sale

Staftng Company, §4 5+ Millan Revanoa 3248 Gash
Flows 31722

$€00,000 in Cagn Tlow, Phrdng Dasiness, Sonifizsal
Seller Financing 1-14°03

Nevosuea Truckng Company, §3 14+ Rillinn Raarie,
$178 Cask Fowi-1411

Home 2asec Commarcial Cleaning wih 325k Down &
Seller Francing 1-1303

Falabiishad Rasidemal Claanng Bosiness. | o Davwn
Paamantw i ler Finantirg &allakle 31723

Price Reduchons & Updated Listings

Tire & Auto &l Real Estats, QOlnstead County
=47 New Reduced Price: $707,000

Reduced Price 343 520

Figh Profit Eecuic Sortractor 31702 hew
Reduced Prize $125 700

Lpscak Full Serdce Salon, Soulh Mel-o 1-1377
New Reduced Price 95 000
uty Bo.tigus Specializng n Cosmelcs,
; e M =137 ke Reduced Price.
*05.000

Veest M=lio Skincare Business 21279 New
Reduted Prne 375 070

! Upcorming Evenls |

Seminar: Growing Your Business
50 You Can Exit in Style, July 3th
2012 10.00zm - 11.322m More
Infnrmation

Franchise Opp

National Surtace Renhnishing
Franchise looking to grow in MN

surtace retristing (s remosziing
wiltioul replaceme Land this Manchise
moeEl a8 heen o8 1=30er » the
InsusTy far 32 years. Votsd pest i
catzgary by =ranchise 3usiness
Revew 2002 = 20017 this franchise
e ng & looking Lo gros i e
mz4et

lata Irvestment = S 1004
Cantactiahn Sroppol @@ BY°-4:24-
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& SUNBELT

@ "Growing
Thru Acquisition"

April 30,2013
10:30AM to 11:30AM

Midland Hills CC
2001 Fulham Street
Roseville, MN

Sell Side Engagements

Value-Added Distributor
of Commercial Building
Products

Revenue: $24,700,000
Adj EBITDA: $1,300,000
Teaser & NDA

SUNBELT.

BUSINESS ADVISORS

DEAL UPDATE

M&A ADVISOR FOR COMPANIES OF $5-$50 MILLION IN REVENUE

Sunbelt Business Advisors closes sale
of Foodservice Company

We are pleased to announce the sale of Appert's
Foodservice, to Sysco, Inc. Sunbelt Business Advisors'
Dan Mulvaney was M&A advisor to Appert's in bringing the
transaction to closing.

Appert's Foodservice, founded in 1935, is a St. Cloud-
based broadline distributor and foodservice processor
serving restaurants and institutions throughout Minnesota.

The transaction was characterized by:

Due diligence by the largest foodservice company
in the world,

Strong negotiating to achieve the best price and
terms for Appert's owners, and

Persistence to bring the transaction to the closing
table on a year-end driven timetable

Minneapolis * Saint Paul - Chicago * Milwaukee
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Case Study — Overview

Situation:

« Manufacturer, multiple shareholders, many at or nearing
retirement age. Company had been approached with unsolicited offers.

Issue:
« Lack of an exit strategy led to indecision on unsolicited offers.

Decision:
« Engaged Sunbelt to comprehensively approach the universe of buyers.

Result:
« 5 written offers and a sale price above the company’s target price and terms.
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Case Study — Maximizing Value

A 1000
$10,000,000
Qualified

Received CBP $8,000,000 -
48

$7,000,000 -

Indications of

Interest
$6,000,000 -

9 Months

$4,000,000 -

Buyer 1 Buyer 2 Buyer 3 Buyer 4 Buyer 5

15
“ $5,OOO,OOO _

m First Offer ® Auction Premium

Finish v
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Case Study — Maximizing Value

$10,000,000

$9,000,000

$8,000,000

$7,000,000
$6,000,000
$4,000,000 . : :

Buyer 1 Buyer 2 Buyer 3 Buyer 4 Buyer 5

m First Offer ® Auction Premium
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ONE Buyer = NO Buyer

What happened to the Price when a major customer reduced it's
orders by 40% the week before closing?

Answer:
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MULTIPLE Buyers = Leverage

What happened to the Price when a major customer reduced it's
orders by 40% the week before closing?

Answer: NOTHING
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Bank Financing & Seller Financing

Banks restrict the largest pool of buyers
Every Dollar Gained In Recast Earnings Equals Multiple Dollars In Sales Price
Every Dollar You ‘CAN'T COUNT’ because of a bank costs you Multiple Dollars

Population of Buyers

B Industry Buyer - Pay Less

® High Net Worth Buyers -
Pay More

m Other

NOTE: High Net Worth buyers tend to be highly
skilled , great in nuumber and well financed,
however, banks are less likely to finance them
unless they have specific experience in the
acquired company's industry
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Advantages of Seller Financing

Certainly, you would not want to offer financing to just anyone.
We will show you how to conduct due diligence on a buyer by checking business

experience, financial resources and other factors.

« Offering financing for a credible buyer will help you by:

 Getting you a dramatically higher sales price and overall net proceeds for your
business in most cases

« Earning you higher interest rates on the note than you would earn in a
money market account

« Allowing your business to be accessible to a substantially larger pool of buyers

 Deferring ordinary income to a later tax year — potentially at a lower tax
rate if you are retiring

* Increasing the speed of closing by avoiding delays and price restrictions of bank financing
« Keeps you in first lien position to reduce risk
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Seller Financing — Nets You More
I =0 D =

Cash Flow/SDE $150,000 $200,000
(banks may not recognize all
add-backs)

Multiple of SDE 3.00 3.50

Sales Price $450,000 $700,000
Seller Note $90,000 $490,000

Seller Financing 20% 70%
(7.0%, 10 yr. amo, 5 yr. balloon)

Cash at Closing $360,000 $210,000
Monthly Payment to Seller $1,045 $5,689 ($68,272 annually)
Total Note Payments $115,472 $628,681

Total Pre-Tax Proceeds $428,472 $766,681
(after broker fee)
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Seller Financing: Why Lend if a Bank Won't

Banks Lend on Tax Return Income

Owner’s run books to pay lower taxes. Many discretionary expenses are not
considered by bank loan programs.

Banks Limit Sales Price

Strict guidelines and Debt Coverage Ratio formulas limit the price of a bank financed
transaction.

Sales Must Be Trending Upward

If your sales or profits are trending downward, SBA guidelines will likely not allow bank
financing on your business.
Experienced Buyers Get Disqualified

If a buyer’s occupation and work history don’t line up with stringent SBA guidelines, he
won’t qualify. Buyers with years of management experience and no direct industry
experience won't qualify for SBA.

High Net Worth Buyers are Disqualified
If a buyer has made too much money, SBA lending programs are not available.
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Seller Financing: Protect Yourself

Most business owners have heard horror stories about seller financing.

By being proactive and smart, you can avoid many problems.

Demand enough of a down payment. After investing a large portion of their net worth,
months of hard work and note payment, buyers can'’t afford to walk away.

Look at a pool of potential buyers. Don’t just offer the business to an employee,
brother-in-law or friend for a low down payment.

Carefully interview buyers and choose the buyer with the best mix of experience,
potential and financial ability.

Perform due diligence on a buyer, including a credit report and buyer’s personal
financial statement.

Use a broker. If a buyer gets in trouble, he’ll call the broker to resell before defaulting.
Get a personal guarantee from the buyer.

Make sure to file security interests and include conditions in the note to receive regular
financial updates from the buyer.
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Evaluation of Offers

Maximize net after-tax sales proceeds

Have your intermediary coordinate your attorney
and tax advisor to address tax planning
strategies and other important transaction

structure iIssues StrategiC

Target: Not necessarily the highest price, but the
highest NET after taxes AND the most likely to
make it to the closing table

Keep control with the “Sunbelt LOI”.

Protect your price in due diligence and keep
back up buyers warm. Avoid aggressive “no
shops”.

Which buyer helps you achieve your personal
and financial goals?
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Successful Transactions

& brandspring
*Marek Group Acquires Digital
Marketing Company Brandspring

+EBSCO Acquires Lindy =
lindy

LEGENDARY FISHING TACKLE™

«Northern Tool Acquires

Ag Equipment

Disability Furniture Mfg.
«Sysco Acquires Appert’s
«Material Handling Company
Acquires En Masse Conveying

Manufacturer

& SUNBELT

Sunbelt has helped hundreds of husiness owners successfully exit their companies

Sunbelt Midwest Sells Minnasata-baser Sducational and Childcare Service Business

Read the Press Relesss

Sunbelt Midwest Sells Temperary Labor Company
Read the Press Releasa

Sunbelt Midwest Sells Wisconsin-basad Trucking Company

Read the Pross Releas WAUPACA

Trucking Inc.

KEZPPAS

-tMIRlL Wi

Footprints

in the
Sands

Sunbell Midwes! Sells Mivaukee Gracer and Delicalesser
Read the Press Raleasa

Sunbelt Midwest Comaletes National Salz of Northern Wisconsin Cematery and Mausoleurr
Camplex
Read the Fress Releass

Sunbelt Business Brokers concludes thza sale of Minnesota-based Home Technalogy e

Store 10 Parmm-a Store, a manufcturer and disttibutor of media transport and storage HomeTechnalogyStorr
products.

Read the Homs Tachnology Store prass release

Sunbelt Business Brokers concludes 1h2 sale of Symtec, a Minnescta-based maaufacturer of
outdoor comfort products to The Hatlan Comaany
Head the Symtac press release

Sunbelt Business Brokers concludes 1he sale of Canamer Intarnational. 3 Minnesola-based
industaal firm, to David Packard, & multi-business awner entreprensur
Read the Canamer press release

Sunbelt Business Brokers concludes 1he sale of K & M Maaufacturing to Great Morther

Equipment Distnbuting, Inc. . 3 whalgsals distnbuler of gasoline and diesal small engines, autdoor ’
poveer eguipmant, pans and sccassoties, ('}
Read the KEM prass telease -
Manufacturing

"Sunbell ha3s a lremendous amount of resources that helped sell my busingss.™ Jim COLOURS {"
LAs et s N

Spellmire, former owner Aero Colours | b
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Main Street Transactions - Tech

Quality Business Solutions
IT Consalting

SHOWINGS | 48
OFFERS | 4
SOLD IN | 4 months

ACQUIRED BY | Private Investment Group

Home Technology Store

Residenrial Tech Solutines

SHOWINGS | 41
OFFERS | Multple
SOLDIN| 6 months

ACQUIRED BY | Strategic Buyer

System Support Solutions
Consectivity VAR

SHOWINGS | 64
OFFERS | 7
SOLDIN| 1 year

ACQUIRED BY | Private Investor

Yerkotech Computer Solutions
Managed Services Provider

SHOWINGS | 14
OFFERS | 2
SOLDIN | 1 month

ACQUIRED BY | Private Investor
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Main Street Transactions - Distribution

‘ R(BS ) Janitorial Supply

& Fquipment

Janitorial Supplies

SHOWINGS | 29

OFFERS | 4

SOLD IN | 3 months
ACQUIRED BY | Strategic Buyer

Wi

W. R. RINGHEIM CO.

Commercial Building Hardware

SHOWINGS | 60
OFFERS | 6
SOLD IN | 22 months

ACQUIRED BY | Strategic Buyer

J‘al:'a gle
Mouldmgs

Specialty Trim & Extrusions

SHOWINGS | 15
OFFERS | 2

SOLD IN | 5 months

ACQUIRED BY | Private Investor

~| MICROPURE FILTRATION

Gas & Filtration & Purification Systems

SHOWINGS | 63
OFFERS | 3
SOLD IN | 8 months

ACQUIRED BY | Strategic Buyer
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Main Street Transactions — Construction

Premier Services

TE

TRANSFORMATIONS

Thin Air Construction

SHOWINGS | 46

OFFERS | 1

SOLDIN |

ACQUIRED BY | Private Investor

Premier Services

SHOWINGS | 35
Stone Master

OFFERS | Scapes
SOLD IN | 4 months

ACQUIRED BY | Private Investor

Granite Transformations

SHOWINGS | 28
OFFERS |3
l‘\am mmum Serscy |

SOLD IN | 6 months
ACQUIRED BY | Private Investor

Minneapolis ¢ Saint Paul » Chicago * Milwaukee
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Gardner Fence

SHOWINGS | 55

OFFERS |

SOLD IN | 9 months

ACQUIRED BY | Private Investor

Stone Master Scapes

SHOWINGS | 11

OFFERS |

SOLD IN | 7 months

ACQUIRED BY | Private Investor

Minnesota Irrigation

SHOWINGS | 8
OFFERS |1

SOLD IN | 3 months

ACQUIRED BY | Private Investor




Main Street Transactions — Food

Papa 'Iﬂurpﬁyz

Jota the TAKE W' BAKE Revolumion”

Take N Bake Pizza Franchise

3 locations

SHOWINGS | 83

OFFERS | 5

SOLD IN | 11 months
ACQUIRED BY | Private Investor

Restaurant & Bar

SUNBELT.

SHOWINGS | 43

OFFERS | 3

SOLD IN | 11 months
ACQUIRED BY | Strategic Buyer

Bagel Franchise

SHOWINGS | 65

OFFERS | 3

SOLD IN | 13 months
ACQUIRED BY | Private Investor

Y
(\.owL oyZ,

[ N—

tr

Bar & Grill

SHOWINGS | 48

OFFERS |3

SOLD IN | 7 months

ACQUIRED BY | Private Investor

Pizza Franchise

SHOWINGS | 35

OFFERS | 2

SOLD IN | 9 months

ACQUIRED BY | Private Investor

Pizza Franchise

SHOWINGS | 21

OFFERS |2

SOLD IN | 4 months

ACQUIRED BY | Private Investor

Minneapolis * Saint Paul - Chicago * Milwaukee
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Main Street Transactions - Manufacturing

&
waymar ‘e

Restaurant Furniture Manufacturer

SHOWINGS | 23
OFFERS | 4
SOLD IN | Less than a year

ACQUIRED BY | Financial Buyer

A Am-Tec Designs

Custom Metal Fabrication

Custom Metal Fabrication

SHOWINGS | 38
OFFERS |2
SOLD IN | 6 months

ACQUIRED BY | Private Investor

Canamer- International
covers, tarps & liners

Custom Manufacturer

SHOWINGS | 99
OFFERS | 1
SOLD IN | Less than 6 months

ACQUIRED BY | Private Investor

a

e

1§
1ol

Agricultural Equipment Parts Manufacturer

SHOWINGS | 90
OFFERS | 1
SOLD IN | Just over 1 year

ACQUIRED BY | Strategic Buyer

Minneapolis ¢ Saint Paul » Chicago * Milwaukee
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Main Street Transactions - Retall

",
Wl

-
Edible

ARRANGEMENTS

SUNBELT.

Retail Fruit Bouquets

SHOWINGS | 40

OFFERS | 4

SOLD IN | Less than 4 months
ACQUIRED BY | Private Investor

Sears Store

SHOWINGS | 32

OFFERS | 1

SOLD IN | Less than 1 year
ACQUIRED BY | Private Investor

E-Commerce Sales

SHOWINGS | 48

OFFERS | 2

SOLD IN | 6 months
ACQUIRED BY | Strategic Buyer

gliPetIand

PeTsMAKE LIt BT

The UPS Store

Pet Store

SHOWINGS | 9

OFFERS | 1

SOLD IN | 2 months

ACQUIRED BY | Private Investor

Liquor Store

SHOWINGS | 62
OFFERS |2

SOLD IN | Less than 1 year
ACQUIRED BY | Private Investor

Retail shipping, postal &

business service

SHOWINGS | 12
OFFERS |1

SOLD IN | 4 months

ACQUIRED BY | Private Investor
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Main Street Transactions - Auto

Collision Repair & Auto
Body Painting

Auro Repair Service

SHOWINGS | 9
OFFERS | 2

SOLD IN | 4 months

ACQUIRED BY | Private Investor

Transmission & Auto Care

SHOWINGS | 17
OFFERS |2

SOLDIN | 11 months
ACQUIRED BY | Strategic Buyer

Hydraulic Repair

Go Gas N Wash

SHOWINGS | 17

OFFERS | 4

SOLD IN | 6 months

ACQUIRED BY | Private Investor

Gas Station, C-Store
& Car Wash

SHOWINGS | 25

OFFERS | 2

SOLD IN | 6 months
ACQUIRED BY | Strategic Buyer

Aero Colours

Hydraulic SHOWINGS | 23 - SHOWINGS | 21
Cog’e’g’i’f"t OFFERS | 2 "ﬂﬁ”.?,f."_’?,ﬁ’ﬁ OFFERS |1
SOLD IN | 6 months SOLD IN | 8 months

ACQUIRED BY | Strategic Buyer ACQUIRED BY | Driven Brands
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Main Street Transactions - Service

/-'.5/ \‘ s’;"

ST \

Cleamn'g.
Authority.

ACE
Garage Door & Awning
Company

SUNBELT.

Residential Cleaning Services

SHOWINGS | 28

OFFERS | 2

SOLDIN | 5 months

ACQUIRED BY | Private Investor

Collection Services

SHOWINGS | 14

OFFERS | 2

SOLD IN | 2 months
ACQUIRED BY | Strategic Buyer

Installer & Service Supplier

SHOWINGS | 11
OFFERS | 2

SOLD IN | 2 months
ACQUIRED BY | Strategic Buyer

ARemnative Microzraphics

Twilight ZC NE

Electronic Document
Management

SHOWINGS | 81
OFFERS | 8

SOLD IN | 18 months
ACQUIRED BY | Private Investor

Home Services

SHOWINGS | 48

OFFERS | 3

SOLDIN | 5 months

ACQUIRED BY | Private Investor

Event Production Company

SHOWINGS | 19
OFFERS | 1

SOLD IN | 2 months
ACQUIRED BY | Strategic Buyer
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Why Use Sunbelt?

&) SUNBELT.

1000°’s OF
BUSINESSES

5> OLD
==/ D)

THREE MIDWEST OFFICES

TWIN CITIES | CHICAGO | MILWAUKEE
WWW.SUNBELTMIDWEST.COM

St. Paul: 651-484-2677 | Minneapolis: 612-455-0880
Chicago Downtown: 312-878-1231 | Chicago O’hare: 773-243-1603 | Milwaukese: 262-801-0086
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