Webinar Part 2:
Maximizing the return on your life’s work
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What will you do after you exit your business?
= Price, terms, taxes — IT'S WHAT YOU NET

= What are your value drivers? Why do similar companies in the same industry sell for much
different prices?

= Valuation — purchase price vs risk

= The process of selling a company

» Takeaway: Receive a no-cost, no-obligation price opinion after attending the webinar ($5,000

value)

g Exit
Y Northwestern
WZ Ellzgt“u‘trég SUNBELT C"\}P 7 Mutual « Maximizing the return on your life’s work ¢

||||||||||||||||




PRIVATE AND CONFIDENTIAL

Introduction

¢ EPI Y Exit
My et |

Planning  GUNBELT,

BUSINESS ADVISORS

¥

Northwestern
" Mutual’

» Maximizing the return on your life’s work e




PRIVATE AND CONFIDENTIAL

C)
- Local Presence with Global Reach and Industry Experience-
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- Target Market -
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- Price, Terms, Taxes: Understanding Deal Dynamics -

3 ARCH SUPPORT SVSTEM
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Your Company

Closest to
Competitors Seller and Advisor
(see the least value)

A

High Net Worth Individuals &
Small Buying Groups

Private Equity Groups

Strategic Acquirers v

Furthest from
Seller and Advisor
(see the most value)
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- Recent Closed M&A Transactions -

@ MPI W emEEEE A asest

UBRANDS

Acquired By: Acquired By: Acquired By: Acquired By:

P\ Amerhart irvedtment Baciners 1Y Salt Creek Capital

KEEPING YOU ORGANIZED®

Fm US Medical Device (1) O’KeefeMillwork K:M

HEALTH DIMENSIONS GROUP Manufacturer A VA MRIWORX COMMNY - =
Manufacturing

Acquired By: Acquired By: Acquired By: Acquired By:
—USA__
Management Team French Strategic Buyer M I I. qu R K

indy
Cappert® DeRo Jlindy o

LEGENDARY FISHING TACKLE™

Acquired By: Acquired By: Acquired By:

Acquired By:

Sysco PlAYCORE il e IBP
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H&H Lumber

Acquired By:

BLACKEAGLE

>

energysolutionso

Acquired By:

‘a\ Prospect Partners
Private Equity Expartise. Small Company Focus.

= MICROPURE ' FILTRATION

Acquired By:

METcHEM

' Stm‘a rt’s Forest Products, Inc.
=3

Acquired By:

Blue Horseshoe
Acquisitions

h)

vt

,i.‘i\ TC SERVICES
.‘j lence in Distribution

Exc

Acquired By:

Hisce

* Vision Eye Care MN
* Oxboro Eye Clinic
* Shakopee Vision Clinic

Acquired By:

v.4 EYECARE PARTNERS wu.c

@ IT'S JUST LUNCH

DATING FOR BUSY FROFESSIONALS

Acquired By:

Proprietors Capital Holdings

AERD). s

ATONOTIVE PANT REFRSPECIMUTS

Acquired By:

meineke

‘ HomelechnologyStore | =

Acquired By:

TURTLE==E

The@roup

Acquired By:

INDUSTRIAL

INSPECTION & ANALYSIS

Signature Bank

Acquired By:

August Ventures

\AR Mot Ractog
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Opportunity Overview:
The Company (code-named “Atlas”) is a leading $, in million 2018A 2019A 2020A 2021P
general manufacturer in the upper Midwest area. The Revenue $35.3 $38.6 $43.2 $50.4
company has been in the business for almost 15 % Growth _ 9.35% 11.92% 16.67%
years and is selling a variety of widgets. ’ ) )
2018A 2019A 2020A 2021P
Tk;e gompany i;l revliewifngrg1 itrategic ljlternatg/els EBITDA $5.0 $6.1 $7.3 $8.7
related to a possible sale of the business. Having built
a growing, profitable business, the founders now as % of Revenue 14.16% 15.80% 16.90% 17.26%
seek to pursue other opportunities, and want to
achieve it in a way that benefits all stakeholders. $60.0 $50.4 20%
Special consideration will be given to buyers who $38.6 $43.2 0
demonstrate a commitment to maintaining quality $40.0 ’ 15%
products and services and continue providing 10%
excellent customer service. $20.0
' 5%
Key Investment Considerations: $0.0 0%
» Growing and Highly Profitable 2018A 2019A 2020A 2021P
» Multiple, High-Opportunity adjacent markets e Revenue =% Growth
» Highly-trained and passionate sales team
» Service offerings’ expansion
$10.0 $8.7 20%
Project Director $8.0 $7.3
0. (612) 843-0066 ' 6.1 79, 15%
m. (612) 323-5070 $6.0 . 9 .
cjones@sunbeltmidwest.com $4.0 % 10%
5%
Sunbelt Business Advisors $2.0 ’
1300 Godward Street Northeast, Suite 6000 $0.0 0%
Minneapolis, MN 55413 2018A 2019A 2020A 2021P

m EBITDA === 2as % of Revenue
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M&A Market Multiples
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$1MM - $100MM M&A Market — IB Survey

Construction Consumer Wholesale & Business Ba§|c Healthcare & Information Financial USRI

Manufacturing & Engineering Goods & o : Materials & . ; Entertainmen Average

Distribution  Services Biotech Technology Services

Services Energy t

1 1
1 1
1 1

$OK - $999K ' 4.0x ' 3.5x 4.3x 4.0x 4.0x 3.0x 2.5x 4.5x 4.5x 5.0x 3.9x
: :
1 1

$1MM - $4.99MM 6.0x : 4.5x 6.0x 5.3x 6.0x 4.0x 4.8x 5.5x 5.0x 6.0x 5.3x
: :
1 1
1 1

$5MM - $9.99MM : 6.3x : 5.5x 6.5x 5.5x 6.3x 6.5x 6.3x 6.8x 6.3x 7.0x 6.3x
1 1
1 1
1 1

$10MM - $24.99|\/||\/|: 7.0x : 6.3x 7.0x 5.5x 7.0x 6.5x 6.5x 7.0x 8.5x 8.5x 7.0x
I I
1 1

$25MM - $49.99MM!  7.3x | 8.0x 7.5x 7.0x 8.0x N/A 8.5x 9.0x 8.5x 9.0x 8.1x
: :
1 1

$50MM+ L 100x 1 9.0x 8.0x 7.3x 8.5x N/A 10.0x 10.0x 10.0x 10.0x 9.2x

Source: Pepperdine University — Private Capital Markets Project — May 2020
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- Section Il -

Jnderstanding the correlation between
ourchase price and risk
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- How to evaluate risk? -
s A
Suppliers
s ™ PP - ™
Industry and | - J .
End Markets AN
- J
s Y
Investment Management
LS emErs Risk and Financials
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Multiple

Valuation / multiple
IS a function of risk

Low {mmmmmm BuyersRisk

I

High
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Value Drivers

Elevating

BUSINESS
VALUE

Customers

National Custemer Base
No customer exceeds 5% of revenue
= Team wins and retains business

Recurring revenue model

Regional and Local Custemers
M E DI U M No customer exceeds 10% of revenue

Dedicated sales people

Some recurting revenues

Small lecal customers

Large custemer sales concentrations
Owner handles most customers
Large project-based revenues
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Business Value

Competition

Market Leadership

Large rapidly- growing market
Little gevernment intervention
High barriers to market entry

Average market share

Modest market growth

Seme government intervention
Business is econemy-dependent

Small market

Fat or shrinking potential
Cyclical business

Many competitors

f\.\T" Northwestern
" Mutual

Capacity

Experienced management team
Proven infermation systems
Proven processes in place

Can handle new groewth

Some management capability
Ownership still heavily involved
Mederate systems & processes
Processes no! integrated

Owner-centric

No management team

No professional accounting
Limited information systems

Competence

Must- have products

Proprietary preducts

No supplier exceeds 10% of revenues
Redundant & exclusive suppliers

“Should-have™ preducts

No supplier exceeds 20% of revenues
Redundant suppliers

Favorable supplier relationships

Product is discretionary
No intellectual property
Large supplier concentrations
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Potential Process Possiblilities
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- Potential Process Possibilities -

Broad
Process

Specialized . Targeted
Negotiations With ngrgl}f/o'(l;aergsted Discussions +
One Party Broader Search

RECOMMENDED

VERY COMMON BUT
LEAVES MONEY ON THE
TABLE

= Combination of targeted discussions plus
broader search maximizes success
probability and minimizes disruption to the
Company.

» |nterested parties would sign NDAs and
then proceed into due diligence and
valuation discussions with the Company.
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- Section IV -

Case Study: Building Products Distributor —
Getting to the next chapter
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- Maximizing Value -

$, in million

Start Targeted
200
$45
A
$40
Qualified
100
$9
$35 82
$30 $2
w Received CIM
c
= 48 $25 -
O
=
le') $20
Indications of Interest $33
10 $15 -~ 531
$25
$10
Letters of
Intent
5 $5
$-
v Offer 1 Offer 2 Offer 3 Offer 4 Offer 5
W First Offers  ® Auction Premium
Finish
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CHRIS JONES
PRESIDENT

DIRECT NUMBER: 651-288-1624
EMAIL: cjones@sunbeltmidwest.com

OFFICE ADDRESS: 1300 Godward St. NE, Suite 6000
Minneapolis, MN 55413

KIRILL GRAMINSCHI
M&A ASSOCIATE

DIRECT NUMBER: 507-351-2994
EMAIL: keraminschi@sunbeltmidwest.com

OFFICE ADDRESS: 1300 Godward St. NE, Suite 6000
Minneapolis, MN 55413
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- Q&A Session -

Q&A Session

If we run out of time, please send your questions to KG at

kqraminschi@sunbeltmidwest.com
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- Next Steps -

1. Discover what your business is worth now using the offer
on the next page
2. Join us next week to learn how to preserve and grow your

sale proceeds

If we run out of time, please send your questions to KG at

kqraminschi@sunbeltmidwest.com
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- Takeaway -

Receive a no-cost, no-obligation price opinion after attending the webinar
($5,000 value)

For details contact KG at kgraminschi@sunbeltmidwest.com
or 507-351-2994
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