S ::I Southcm Cali forma

Thursday Insight
January 19, 2023

The Secret Sauce to

Exit Planning

Presented by Shelley Lightfoot and

Melisa Silverman




Thought Leader Comnmunity providing
resources, education, and advice via
collaborative think tanks, events, programs,
online content, and introductions.

www.,SCInstitute.org

Avenue Mm .

Advisors

Providing valuation services for both successful families
implementing wealth transfers and business owners
planning for growth, regulatory compliance, litigation,
acquisition, taxation, and transition strategies.

www. AveM Advisors.com

‘ﬁ’. JIK Consulting Inc.

Improve Profits, Create Value

Solving for “what's next” for business owner clients
through outsourced CFO and COO services.

TEL LAW JILK QP —m—
SM STRAZZERI MANCINI LLP
WHLLTH ITIATIGINS COILABORATIYE
Helping affluent families get to the heart of highly relevant matters
and resolve messes in the areas of estate, business and tax planning,
and family wealth counsding.
www.StrazzeriMancini.com

rs
Leading business owners through all phases of transition where
increased clarity, net cash flow, and market value expands and
solidifies choices for business transition: if, when, how, how much,
and to whom.

www.FoundersGroup biz




SCI Resources & Histary SCI Academy

For Successful Families & Business Owners and their Professional Advisors

SCI RESOURCES AND HISTORY SCl1 ACADEMY




Exit Planning Process ALUE ACCELERATIONi TRANSLLION BREPARATION _

—

. :
Increase Profitability and £ i = .. Solidify Choices for Your
V e r & lew Net Cash Flow ] s : Business Transition

Certified Business Valuations (Benchmark)

C‘nm-_prr‘z',‘r‘r:?irx Rewienr z;,r'Ff'r,'an:u‘r}af Statemenis

Financial Statements Cléan-up _; Anealysis of Transition/txic Oprions

Chelicy of Barni

Attracti and Readines Agsesiments
(BPusiness & Personal)

Risk Management Asessments

Crisis Management (Hernarounds)

Cires

ExitfTransition Plan Development, Advisory Serdices S 128
i hup.ﬂ'am'nm!im: -

ion of the Sales Deck

Cash Flow Analysis and Management

Dierailed Ciash Flows and Projections
Cperational Repless and Process Improvement
CFO Suppore

Improving Slandardization

- Business De-Risking and Contingency Plans Due Diligence Preparation o Implementation
THE PROCESS

Review and Enhancement Design

Assessment of Advisor Team
Management Team Development
Business Developrent

and Brand Development

Strategic Introdsections

(Chreckiises and Docurmentation)

of Process ane Reperid]

Cusromer and Vendor Relasionship Management

Marketing

: : i i S L ik Negotiations
» Business Artractiveness & Readiness Assessments viy Dank Negoslavions

o - Adeitneed Lax Planning i
*  Personal & Financial Assessment Culture Improvements ' .

5 : - Buy Side Acquisizions and Due Diligence Support .
* (Caleulated Business Valuation - 4 i e i

* Prioritized Enhancement Initiative Plan

Enhancement Initiatives Align Personal and Business Align Owner, Team and Fau;

¢ The Five Transition Goals professionals in these areas:
Financial Planning
Investment Banking
Accounting :

¢ 90-day Sprints T Business and Personal Contingency Planning Tactical and Strategic Planning
(Nine Key Business Queestions!

s Team & Owner Update Meetings Assure the Continuance of Your Lifestyle and

FPratection r_rf' Your Awsets
The Decision Tizw and Estate Planning
. |\f-6p and Grow Charitable Gift Planning

Cbstacles and Opportunities

(Card Deck Discussion) = Legal Services
i / iy Confli ; 3 o Business Brokerage
Business and Family Conflict Resolution - Sl SHES TORETg

+ Ownersh ip Transition Succession Plans Business Performance Roundtables Tnsurance Services
Life after Transition Planning BankinglFinancing

Toax and Eswae Planning

Fxecutive Coaching

Leading business owners through all phases of transition where increased clurity, net cash flow, and marker
value expands and solidifies choices for business transition: if, when, how, how much and to whom.

Wi foundersgroup.biz « E58-200-1913




m—

Business

ccession Journey

Partnering Toolkit and Workflow Process

Step One

( The Féve Limitations to Progres)

The Early Glue
Finally a mutually safe, progress-proven approach

to raising the biggest topic of your clients” lives,

From silos to strategic: demonstrate you understand
and honor the complete and profound context of
their multi-faceted journey.

Tools
+ Co-branded marketing materials
+ The Anatomy of a Trwe Start explanatory copy
- Seminar andlor individual meeting:
+ Diagram: The Anatomy of Choice,
The Five Limitations to Progres

P Iy ﬂ",’ﬁfw i dinidial
13 Inivial Qualifying Questions
*ralicized shep tivles b p is are the co

The Pre-Engagement Process

Step Two

(The Anatomy of @ True Start)

‘The Validawr

* Gives client a self-explaratory olive branch o
their own psyche.

+ Gives advisor a documented, pricritized sneak
preview of client’s pain and aspirations,

Tools

* The Anarorny of @ True Stare Turerial Video

* The Anasomy of a True Stars digical questionnaire
@wwm:f.itta’ Finke with texting eption)

ipomding client fiacing process step name.

Step Three
(The Business Succession fourney)
‘The Bridge to Yes

+ Structured track o empower and pose
relevant follow-up questions.

+ Demonstrates your wisdom for leading

the entire journey from the onser.

Tools

+ Questionnaire rendss email

« Diagram: The Anaromy of Choice,
The Business Swccession Explonation

o Embedded Ch ;‘. TheA

ry af @ True Stare

* Process and m:&ningpiem conerted to one
comprehensive digital flipbook

Step Four

iReview and Enbancenent Initiative L

‘The Engagement

From the awkward cross-sell-later
conwersation to 4 consultative
pre-sell dialogue.

Your core discipline as an early and
obvious integrated anchor that's

essential to the collaborative journey.

Toals

.

5

-

.

Lngagensent Agreement
Online Business Attractiveness e
I writh A pod

Reporss (for exiting and incoming owners)

Online Personal & Financial Asessnent
with Aurorated Reports (for exiting and
incoming ewners)

Caleslared Business Vahuarion

Business Execurive Summary Report
Recormended 90-Day Sprinss:
Enhancemens Initiative Program

The E ngagement Process

Step Five

ancement Initiatives)

‘The Work with a Capital W

Value acceleration focus leverages
selected sprints to maximize entity
value. Defined time frames mirror
entrepreneur’s need for proof and

OUECOIMEs.

Momentum is sustained with ease using
clear, quantifiable parallel tracks to
progress. Dashboard records progress
and pre-anticipates next essential moves.

360¢ approach broadens your lane
by inareasing urgency for existing

opportunities and revealing new ones.

Tools

Pose-Assesmenr Summaries

o Selected 90-Day Sprinss

-

-

Enbancement Initiatives Process

Nine Key Business Questions

+ Momenrura Dashboard

Step Six
(Benchmarking )
The Quantifiable Wins

* Celebrates client’s business as a bady
of work, not just an operating entity.

Cements your role as coach, quarterback

and financial sage.

Focus on increasing, business value
expands client’s choices regardless of
what they choose and when. Client's
confidence increases as integration,
wisdom, and a clear path to progress
exceeds their expectations.

Knowing that entity value comes in
three forms, tools update all facets of
progress, both objective and subjective,
internal and external.

Tools
v Enterprise Vihee, updated appraisal
* Nex Cash Flow Reporss, updared
+ Satisfastion & Clarity, The Anatormy

of a True Srart Questionnaire retake

* Resuls ¢ Conclusions Worksheer

Step Seven

{ The Diectsion)

‘The Inspired Choice

+ Guides client through complete breadth
of options: keep vs. sell, in whole or in
part, internally or externally, now or in
the future.

Harnesses your role as sage and mentor
to your cherished clients. Cements your
place as a multi-disdplinary strategise
with the courage to raise topics outside
of your own silo.

Tools
* [fuspired Choice Decision Worksheer
* Due Diligence Preparation
+ BExecusion Plan

+ Tramsrctional Suppore




Step One

( The Féve Limitations to Progres)

The Early Glue

Finally a mutually safe, progress-proven approa.

to raising the biggest topic of your clients” lives,

and honor the complete and profound context of
their multi-faceted journey.

Tools
+ Co-branded marketing materials
+ The Anatomy of a Trwe Start explanatory copy
- Seminar andlor individual meeting:
+ Diagram: The Anatomy of Choice,
The Five Limitations to Progres
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From silos to strategic: demonstrate you understand

Step Two

(The Anatomy of @ True Start)

‘The Validawr

* Gives client a self-explaratory olive branch o
their own psyche.

+ Gives advisor a documented, pricritized sneak
preview of client’s pain and aspirations,

Tools

* The Anarorny of @ True Stare Turerial Video

* The Anasomy of a True Stars digical questionnaire
@wwm:f.itta’ Finke with texting eption)

ipomding client fiacing process step name.

The Pre-Engagement Process

Step Three
(The Business Succession fourney)
‘The Bridge to Yes

+ Structured track o empower and pose
relevant follow-up questions.

+ Demonstrates your wisdom for leading

the entire journey from the onser.

Tools

* Questionnaire revalss email
« Diagram: The Anaromy of Choice,
The Business Swccession Explonation

o Embedded Ch ;‘. TheA

ry af @ True Stare

* Process and m:&ningpiem conerted to one
comprehensive digital flipbook

The E ngagement Process

Step Four Step Five

iReview and Enbancenent Initiative L Enbancerment Initiatives)

‘The Work with a Capital W

Value acceleration focus leverages

‘The Engagement

» From the awkward cross-sell-later
conwersation to 4 consultative selected sprints to maximize entity
pre-sell dialogue. value, Defined time frames mirror

entrepreneur’s need for proof and

Your core discipline as an early and

obvious integrated anchor that's outcomes.

essential to the collaborative journey. Momenturmn is sustained with ease using
clear, quantifiable parallel tracks to
Tools progress. Dashboard records progress
« Dugagement Agreement

Online Business Astractiveness &

- with A o)

Reporss (for exiting and incoming owners)

and pre-anticipates next essential moves.

5
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360¢ approach broadens your lane

by inareasing urgency for existing
opportunities and revealing new ones.

-

Online Personal & Financial Asessnent Tosk
with Aurorated Reports (for exiting and
= Posr-Assessment Summaries

o Selected 90-Day Sprinss

incoming ewners)

Calosdared Business Vishaarion

.

+ Enhancement Initiasives Process
+ Nine Key Busines Questions
+ Momenrura Dashboard

Business Execurive Summary Report

+ Recommended 90-Diay Sprines:
Enhancemens Initiative Program
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Step Six

(Benchmarking )

The Quantifiable Wins

Celebrates client’s business as a body
of work, not just an operating entity.
Cements your rale as coach, quarterback
and financial sage.

Focus on increasing, business value
expands client’s choices regardless of
what they choose and when. Client's
confidence increases as integration,
wisdom, and a clear path to progress
exceeds their expectations.

Knowing that entity value comes in
three forms, tools update all facets of
progress, both objective and subjective,
internal and external.
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Ner Cash Flow Reporss, updared
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of a True Srart Questionnaire retake

Resuls ¢ Conclusions Worksheer

Step Seven

{ The Diectsion)

‘The Inspired Choice

+ Guides client through complete breadth
of options: keep vs. sell, in whole or in
part, internally or externally, now or in
the future.

Harnesses your role as sage and mentor
to your cherished clients. Cements your
place as a multi-disdplinary strategise
with the courage to raise topics outside
of your own silo.

Tools
* [fuspired Choice Decision Worksheer
* Due Diligence Preparation
+ BExecusion Plan

+ Tramsrctional Suppore




Step One

(The Five Limitations to Progress)

The Early Glue

+ Finally a mutually safe, progress-proven approach

o raising the biggest topic of your clients’ lives.

From silos to strategic: demonstrate you understand
and honor the complete and profound context of

their multi-faceted journey.

Tools

s Co-branded marketing materials

» The Anaromy of a True Start explanatory copy
andlor indivichal meetings

2. The Anatomy of Choice,
lhe Five Limitations to Progress
The Five Limitations te Prog

- Seminar andlor indivicdual meetings

13 Initial Qualifying Questions




Step 1 Tools: The Five Limitations
to Progress Discussion Diagram

The Anatomy of Choice

The Five Limitations to Progress
Limitation #1:

Lack of clarity about
the true pmlﬂem

Limitation #5: Limitation #2:
Who's going to drive the The Missing Math
work that follows the around the real

decision? rumber

hen entrepreneurs contemplate a transition from the daily

helm of their enterprise, the focus tends to lean hard on the
operating entity and its ownership structure. Is logical. These are
the most tangible elements of the journey, and the most common
compensarion anchors for the advisors leading the charge. However,
the business didn't grow itsell and it won't sustain itsell” without
equal focus on people, relationships, systems, processes, and detailed

financial metrics — alongside legal and tax considerations.
Limitation #4:
How to make a
regretless choice

Limitation #3:
Lack of clarity about

the non-financial risks

Learn more at caretoknow.info
10251 Vista Sorrento Pkwy., Suite 250 « San Diego, CA 92121 - (858) 200-1900

arch Drive = Irvine FO'U N DER‘)GI‘UU]J

zerl Mancini, LLP. All Rights Reserved.




Tools:
13 Initial

Qualitying

Questions

-‘G ‘ INI'I'IAI.QUALiFYING QUESTIONS

10.

11.

12,

13.

Hame of the company and addeess of the corporate headguartess.

chnumm,ﬂephmnnmbumﬂmﬂuiﬂ’u:.

Type of company — CCorporation or 5-Corporation, LLC, Pa hip or Sole Proprictosship
What does the business do?

How many owners (shareholdees) and what &5 each owner's pescentage ovnesship intesest?
Howr many people on the management team?

How many different profit ceatess?

How many locations?

How many employees?

Dioes the company own any eeal estate?

a  Hyes, does the company have a secent real estate appeaisal?

Does the company own any intellectual property? ic. g 3 ights, trademarks,

frorase, trade baites, brands, ctc?

What are your sevenues for the most secent year end and corrent year to date”

What was the Company's net income for those same periods’

If possible, please also prowvide:

previous year.

#*  The company's cap table or stock ledger for the company.

DFITIAL QUALIFIG {JUESTHOWS | OHE! THE BOUDEERS GROUP. ALT EDFHTS: RESERVED |

1|Fage



Step 1 Tools: Co-branded Client

Process Overview

THE PROCESS

An entreprenenr’s business succession jowrney

The Anatomy of Choice
* The Five Limitations to Progress
* The Anatomy of a True Start

¢ The Business Succession Journey

Review and Enhancement Design
*  Business Attractiveness & Readiness Assessments
* DPersonal & Financial Assessment
L ( :.Ill l][il!('ll Hll.\‘l ness \‘.’.'llil.” ]Ull

* [Prioritized Enhancement Initiarive Plan

Enhancement Initiatives

* The Five Transition Goals

*  90-day Sprints

¢ Team & Owner Updare Meerings
The Decision

« K{‘{'E‘ and Grow

L (.)\\'llc'l'5||ijl-]_:;ll.n‘ll']ull

Asset Preservation
Strategies, Inc
Collaborative Wealth Ma: it
Leading business owners through all phases of transition where increased daviry, net cash flow, and marker
value expanes and solidifies choices for business transition: if; when, how, how much and to whom.

2022 The Founders Growup. All Riehrs Reserved. * wn olendersgrong. bic * 858-200-1915




10| Increase Profitability and

Net Cash Flow Business Transition

sive Revi

areme

“We often partner with other at
professionals in these areas:

+  Financial Planning
Inuestment Banking

nd.

ORENUAn i . 5
tion of Your Assets s ¢ ) i Accounting

Tax ana te Planni Y (¢ f sion) ) Legal Services
Plann 3 5 onflict Resoluti - Business Brokerage

n Plans e i Insurance Services

Transition Planni ) . Banking/Financing
Tax and Estare Planning

Executive Coaching

——

Solidify Choices for Your

3 | ' e
g _gﬁ FOUNDERSGroup



Step 1 Tools: Five Stages of
Business

Attracting and Working with
Vision and Drive Engaging Customers Customers & Administration
Team

Stage 1 ! | Owner Owner e otilby Ovmer
Stage 2 | Owner Owner Team

9 supported by Leadership supported by Leadership supported by Leadership

Leadership Leadership

Stage 3 supported by Owner supported by Owner ==
Staqe 4 Leadership Team L -

9 - supported by Owner and Team  supported by Leadership

| Leadership

Stage 5 BiBtortad by Team Team Team

~'The
y;-J FOUNDERSGroup




tep 1 Tools: The Math -
ive Types of Valuations

Common Forms of Business Valuation

Valuation Type

Quality of
Earnings
Report

Certified
Valuation
Report

Calculated
Valuation
Report

Restricted Use
Valuation

Re-Casted
Financials
Report

I The )
. ﬁ FOUNDERSGroup

Description

Detailed analysis of all the components
of a Company's revenue and expenses
to assess the sutainability and accuracy
of a Company’s historical and
projecied earnings.

Comprehensive analysis of a
Company to determine the current per
share value of the ownership interests
or enferprise assef value of the tangible
and infangible assefs in the Company.

Valuation analysis of a Company
based upon a defined set of exit
planning parameters.

Limited valuation for a specific intended
user(s) that does not require all of the
supporfing rationale for the opinions
and conclusions of value.

Contains historical normalized
earnings of a Company along with
some comps fo defermine a range of
value for a Company.

Typical Uses

Due Diligence
Sole of a Business

Due Diligence Financing

Sale of a Business Intellectual Property Spinoffs
Mergers & Acquisitions  Partner Disputes,/Buyouts
Trusts & Esfates Divorce

Tax Planning Purchase Price Allocation
ESOPs Goodwill Impairment

409A Stock Incentive Plans

Pre-Due Diligence

Exit/Succession Planning

Client Specific Requirements

On a case-by-case basis

Investment Bankers & Business Brokers
to determine an initial value



Step 1 Tools: Anatomy of Choice -
The Five Limitations to Progress

— Lack of clarity about the true problem

— The Missing Math™ around the real
number

— Lack of clarity about the non-financial
risks

— How to make a regretless choice

— Who'’s going to drive the work that When partnering with
TFG - client receives

“gift” of book 2 days prior
to initial meeting

follows the decision?

The .
ﬁ FOUNDERSGroup




Step One

( The Féve Limitations to Progres)

‘The Early Glue

Finally a mutually safe, progress-proven approacly

to raising the biggest topic of your clients” lives,

and honor the complete and profound contexe
their multi-faceted journey.

Tools
+ Co-branded marketing materials
+ The Anatomy of a Trwe Start explanatory copy
- Seminar andlor individual meetings
+ Diagram: The Anatomy of Choice,
The Five Limitations to Progres

P 14 a",’ﬁfw Fon Ainriodl I
13 Inivial Qualifying Questions
*ralicized shep tivles b p is dre she co

ThePre-Engagem?

From silos to strategic: demonstrate you undersind

Step Two
(The Anatomy of @ True Start)
‘The Validawr

* Gives client a self-explaratory olive branch o
their own psyche.

+ Gives advisor a documented, pricritized sneak
preview of client’s pain and aspirations,

Tools

* The Anarorny of @ True Stare Turerial Video

* The Anasomy of a True Stars digical questionnaire
@:’rwm:f.itta’ Finke with texting eption)

ipomding client fiacing process step name.

Process

Step Three

(The Business Succession Jeurney)

‘The Bridge to Yes

+ Structured track o empower and pose
relevant follow-up questions.

+ Demonstrates your wisdom for leading
the entire journey from the onser.

Tools

* Questionnaire revalss email

« Diagram: The Anaromy of Choice,
The Business Swccession Explonation

* Embecleded Checkpoinie The A ry af @ True Stare

* Process and marketing pieces converted to one
comprehensive digital flipbook

Step Four

iReview and Enbancenent Initiative L

‘The Engagement
» From the awkward cross-sell-later
conwersation to 4 consultative

pre-sell dialogue.

Your core discipline as an early and
obvious integrated anchor that's
essential to the collaborative journey.

Tools
« Dugagement Agreement

+ Ouline Business Astractiveness &

p Jma a4 writh A red

Reporss (for exiting and incoming owners)

© Online Personal && Financial Assessment
with Aurorated Reports (for exiting and

incoming ewners)
+ Calewlared Business Vabuarion
* Business Execurive Summary Reporr

+ Recommended 90-Diay Sprines:
Enhancemens Initiative Program

The E ngagement Process

Step Five
‘The Work with a Capital W

Value acceleration focus leverages

selected sprints to maximize entity
value, Defined time frames mirror
entrepreneur’s need for proof and

OUECOIMEs.

Momentum is sustained with ease using
clear, quantifiable parallel tracks to
progress. Dashboard records progress
and pre-anticipates next essential moves.

360¢ approach broadens your lane

by inareasing urgency for existing
opportunities and revealing new ones.
Tools

= Posr-Assessment Summaries

+ Selected 90-Diy Springs

+ Enhancement Initiasives Process

+ Nine Key Busines Questions

+ Momenrura Dashboard

Step Six

(Benchmarking )

The Quantifiable Wins

Celebrates client’s business as a body

of work, not just an operating entity.
Cements your rale as coach, quarterback
and financial sage.

Focus on increasing, business value
expands client’s choices regardless of
what they choose and when. Client's
confidence increases as integration,
wisdom, and a clear path to progress

exceeds their expectations.

Knowing that entity value comes in
three forms, tools update all facets of
progress, both objective and subjective,

internal and external.

T(}OIS

-

.

Enterprise Vabwe, wpdated appraisal
Ner Cash Flow Reporss, updared
&&l’i‘ﬁdfou & Cﬂwﬂjﬂ, The Awatormy

of a True Srart Questionnaire retake

Resuls ¢ Conclusions Worksheer

Step Seven

{ The Decision)

"The Inspired Choice

+ Guides client through complete breadth
of options: keep vs. sell, in whole or in
part, il!‘-:l'ua“y or cxlcl'nally‘ oW o in
the future.

Harnesses your role as sage and mentor
to your cherished clients. Cements your
place as a multi-disdplinary strategise
with the courage to raise topics outside
of your own silo.

Tools
* [fuspired Choice Decision Worksheer
* Due Diligence Preparation
+ BExecusion Plan

+ Tramsrctional Suppore




Step Two

(The Anatorny of @ True Start)

The Validator

+ Gives client a self-exploratory olive branch to

their own psyche.

* Gives advisor a documented, prioritized sneak

preview of client’s pain and aspirations.

Tools
o The Anatormy of a True Start Turorial Video

o The Anatomy of @ True Start digital questionnaire
(personalized link with texting option)




To Take Anatomy of a True Start Digital Questionnaire
e Text to 858-256-1165 the code ICA

e Enter first name email address at prompt

e Receive link to survey in both text and email
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Step 2 Tools: Anatomy of a True
Start Survey and Tutorial

The Anatomy of Choice - Found: X

C @ foundersgroup.biz/the-anatomy-of-chaice/ a # % » = 0 e d

We guide you to comforrably ond confi fy the factars and people thot have
buted to your success, and thar are essencial 1o the angeing wiraliny of whar youe budt. just as
fe ofter the business. The

artant o5 the life of the business after you. we explore and des!
for research, design, and

The Five Limitations to Progress

Wi el repieen
tends to lean hard on the operating entity and its ownershig structure, It's logical. These are the
maost tanglble elements of the journey, and the most comman compensathon anchors for the

contemplate alr n from this daity belim of the enterprise, the focis

sl

sk air

advisa

Dacling Bl charge, Howesis, the buesiness dide’t grow itsell and it won «
without equal foous on pecple. relationships. systems, processes, and detailed financial metrics -
atlevggeches Begal aned L coreidirations.

Have a short vwith your busine: advisor to re-focus the conversation and
galn clarity around the Five Limitations to Progress.

The Anatemy of a True Start

Taker a5 00 10 minute sarey te b bring foeees for the dichotonmy that exists in your lagic and
soul. Obtain immediate clarity about which areas you have nailed, and you are concerned about, as.
well as ralking padnts for you to take over th with your ol team. Help them

fotus on helping you (not just foous on what they normally do).

aurwiy, 1Fyous advesor 15 8 Conified Eopnde

The Business succession journey h 1d please use the link on their bio page.

Our methodology gusdes you to explore and design what you would like to have happen to the
business when you're no longer at the helm dally. The methadology considers all relevant people, o,




Step One

( The Féve Limitations to Progres)

‘The Early Glue
Finally a mutually safe, progress-proven approach

to raising the biggest topic of your clients” lives,

From silos to strategic: demonstrate you understand
and honor the complete and profound context of

their multi-faceted journey.

Tools

+ Co-branded marketing materials

+ The Anatomy of a Trwe Start explanatory copy
- Seminar andlor individual meetings

+ Diagram: The Anatomy of Choice,
The Five Limitations to Progres

P 14 a",’ﬁfw Fon Ainriodl I
13 Inivial Qualifying Questions
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The Pre-Engagement Procegs

Step Two
(The Anatomy of @ True Start)
‘The Validawr

* Gives client a self-explaratory olive branch o
their own psyche.

+ Gives advisor a documented, prioritized snea

preview of client’s pain and aspirations,

Tools
* The Anarorny of @ True Stare Turerial Video

* The Anasomy of a True Stars digical questioniyi

@:’rwm:f.itta’ Finke with texting eption)

ipomding client fiacing process step name.

Step Three
(The Business Succession fourney)
‘The Bridge to Yes

+ Structured track o empower and pose

relevant follow-up questions.

+ Demonstrates your wisdom for leading

the entire journey from the onser.

Tools

+ Questionnaire rendss email

« Diagram: The Anaromy of Choice,
The Business Swccession Explonation

* Embecleded Checkpoinie The A ry af @ True Stare

* Process and marketing pieces converted to one
comprehensive digital flipbook

Step Four

iReview and Enbancenent Initiative L

‘The Engagement
» From the awkward cross-sell-later
conwersation to 4 consultative

pre-sell dialogue.

Your core discipline as an early and
obvious integrated anchor that's

essential to the collaborative journey.

Tools
« Dugagement Agreement

+ Ouline Business Astractiveness &
p Jma a4 wi;.b 4 o

Reporss (for exiting and incoming owners)

+ Ouline Personal & Financial Asessment
with Aurorated Reports (for exiting and
incoming ewners)

+ Caleslated Business Vabuarion

* Business Execurive Summary Reporr

+ Recommended 90-Diay Sprines:
Enhancemens Initiative Program

The E ngagement Process

Step Five

(Enbancerment Initiative)

‘The Work with a Capital W

Value acceleration focus leverages
selected sprints to maximize entity
value. Defined time frames mirror
entrepreneur’s need for proof and

OUECOIMEs.

Momentum is sustained with ease using
clear, quantifiable parallel tracks to
progress. Dashboard records progress

and pre-anticipates next essential moves.
360¢ approach broadens your lane

by inareasing urgency for existing
opportunities and revealing new ones.

Tools

Pose-Assesmenr Summaries

o Selected 90-Day Sprinss

-

-

Enbancement Initiatives Process

Nine Key Business Questions

+ Momenrura Dashboard

Step Six

(Benchmarking )

The Quantifiable Wins

Celebrates client’s business as a body

of work, not just an operating entity.
Cements your rale as coach, quarterback
and financial sage.

Focus on increasing, business value
expands client’s choices regardless of
what they choose and when. Client's
confidence increases as integration,
wisdom, and a clear path to progress
exceeds their expectations.

Knowing that entity value comes in
three forms, tools update all facets of
progress, both objective and subjective,
internal and external.

T(}OIS

-

.

Enterprise Vabwe, wpdated appraisal
Ner Cash Flow Reporss, updared
&&l’i‘ﬁdfou & Cﬂwﬂjﬂ, The Awatormy

of a True Srart Questionnaire retake

Resuls ¢ Conclusions Worksheer

Step Seven

{ The Decision)

"The Inspired Choice

+ Guides client through complete breadth
of options: keep vs. sell, in whole or in
part, il!‘-:l'ua“y or cxlcl'nally‘ oW o in
the future.

Harnesses your role as sage and mentor
to your cherished clients. Cements your
place as a multi-disdplinary strategise
with the courage to raise topics outside
of your own silo.

Tools
* [fuspired Choice Decision Worksheer
* Due Diligence Preparation
+ BExecusion Plan

+ Tramsrctional Suppore




The Pre-Engagement Process

Step Three

(The Business Succession Journey)
The Bridge to Yes

* StI‘UCtUI‘Ed tI':le to CIMpower ﬂ.ﬂd pose

relevant follow-up questions.

+ Demonstrates your wisdom for leading

the entire journey from the onset.

Tools

s Questionnaire results email

s Diagram: The Anatomy of Choice,

The Business Succession Explovation
s Embedded Checkpoints: The Anatomy of @ Truse Stare

* Process and marketing pieces converted to one

comprehensive digital flipbook







Step 3 Tools: The Business

Succession Journey Discussion
Diagram

The Anatomy of Choice

The Five Limitations to Progress

Limitation #1:
Lack of clarity abour
the true problem

Limitation #5: Limitation #2:
Who's going to drive the The Missing Math
work that follows the around the real

decision? number

en entrepreneurs contemplate a transition from the daily
helm of their enterprise, the focus tends to lean hard on the
operating entity and its ownership structure. It's logical. These are
the most tangible elements of the journey, and the most common
compensation anchors for the advisors leading the charge. However,
the business didn't grow itsell and it won't sustain isell” withow
equal focus on people, relationships, systems, processes, and derailed
financial metrics — alongside legal and tax considerations.

Limitation #3:
Lack of clarity about
the non-financial risks

Limitation #4:
How to make a
regretless choice

Learn more at foundersgroup.biz
©2022 The Founders Group. All Rights Reserved.

The
FOUNDERSGroup




Step 3 Tools: Embedded

Checkpoints: The Anatomy of a True
Start

EMBEDDED CHECKPOINTS:
THE ANATOMY OF A TRUE START

NOTE:

This meeting is when you

secure the next step - The
Engagement. If you intend
to partner with TFG,
include a TFG partner in
this meeting to quote a fee.

AAAAAAAAA

roup. All rights reserved.



tep 3 Tools: Client Facing Digital
lipbook
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Step One

( The Féve Limitations to Progres)

‘The Early Glue
Finally a mutually safe, progress-proven approach

to raising the biggest topic of your clients” lives,

From silos to strategic: demonstrate you understand
and honor the complete and profound context of

their multi-faceted journey.
Tools
+ Co-branded marketing materials
+ The Anatomy of a Trwe Start explanatory copy
- Seminar andlor individual meetings
+ Diagram: The Anatomy of Choice,
The Five Limitations to Progres

- Comtnay andlor ndividial
13 Inivial Qualifying Questions
*ralicized shep tivles b p is are the correif

The Pre-Engagement Process

Step Two
(The Anatomy of @ True Start)
‘The Validawr

* Gives client a self-explaratory olive branch o
their own psyche.

+ Gives advisor a documented, pricritized sneak
preview of client’s pain and aspirations,

Tools

* The Anarorny of @ True Stare Turerial Video

* The Anasomy of a True Stars digical questionnaire
@:’rwm:f.itta’ Finke with texting eption)

fing client facing process step name,

Step Three

(The Business Succession Jeurney)

‘The Bridge to Yes

+ Structured track o empower and pose
relevant follow-up questions.

+ Demonstrates your wisdom for leading

the entire journey from the onser.

Tools

* Questionnaire revalss email
« Diagram: The Anaromy of Choice,
The Business Swccession Explonation

o Embedded Ch ;‘. The A

ry af @ True Stare

* Process and marketing pieces converted to one
comprehensive digital flipbook

ep Four

(Review and Enbancement Initiative Bgs

‘The Engagement

» From the awkward cross-sell-later

conwersation to 4 consultative

pre-sell dialogue.

Your core discipline as an early and
obvious integrated anchor that's

essential to the collaborative journey.

Tools
« Dugagement Agreement

+ Ouline Business Astractiveness &
p Jma a4 wi;.b 4 o

Reporss (for exiting and incoming owners)

© Online Personal && Financial Assessment
with Aurorated Reports (for exiting and

incoming ewners)

+ Calewlared Business Vabuarion

* Business Execurive Summary Reporr

+ Recommended 90-Diay Sprines:
Enhancemens Initiative Program

The E ngagement Process

Step Five

(Enbancernent Initiative)
‘The Work with a Capital W

Value acceleration focus leverages

selected sprints to maximize entity
value, Defined time frames mirror
entrepreneur’s need for proof and

OUECOIMEs.

Momentum is sustained with ease using
clear, quantifiable parallel tracks to
progress. Dashboard records progress
and pre-anticipates next essential moves.

360¢ approach broadens your lane
by inareasing urgency for existing

opportunities and revealing new ones.

Tools
= Posr-Assessment Summaries

o Selected 90-Day Sprinss

+ Enhancement Initiatives Process
+ Nine Key Busines Questions
+ Momenrura Dashboard

Step Six

(Benchmarking )

The Quantifiable Wins

Celebrates client’s business as a body
of work, not just an operating entity.
Cements your rale as coach, quarterback
and financial sage.

Focus on increasing, business value
expands client’s choices regardless of
what they choose and when. Client's
confidence increases as integration,
wisdom, and a clear path to progress
exceeds their expectations.

Knowing that entity value comes in
three forms, tools update all facets of
progress, both objective and subjective,
internal and external.

T(}OIS

-

.

Enterprise Vabwe, wpdated appraisal
Ner Cash Flow Reporss, updared
&&l’i‘ﬁdfou & Cﬂwﬂjﬂ, The Awatormy

of a True Srart Questionnaire retake

Resuls ¢ Conclusions Worksheer

Step Seven

( Tive Decision)

"The Inspired Choice

+ Guides client through complete breadth
of options: keep vs. sell, in whele or in

pal‘l, il!kl'ﬂz“y or cxltl‘nally, now or in
the future.

Harnesses your role as sage and mentor
to your cherished clients. Cements your
place as a multi-disdplinary strategise
with the courage to raise topics outside
of your own silo.

Tools
* [fuspired Choice Decision Worksheer
* Due Diligence Preparation
+ BExecusion Plan

+ Tramsrctional Suppore



Step Four

(Review and Enhancement Initiative Design)

o

The Engagement

+ From the awkward cross-sell-later
conversation to a consultative
pre-sell dialogue.

Your core discipline as an early and
obvious integrated anchor that’s

essential to the collaborative journey.

Tools
Engagement Agreement
Online Business Artractiveness e
Readiness Assessments with Automated
Reports (for exiting and incoming owners)
Online Personal ¢ Financial Asessment
with Automated Reports (for exiting and
incoming owners)
Calenlated Business Valuation
Business Executive Summary Report
Recommended 90-Day Springs:

Enhancement Initiative Program




Step 4 Tools: Engagement

Agreements

[z

REVIEW AND ENHANCEMENT ISTTIATIVES DESIGN ENGAGEMENT AGREEMENT

PARTIES
This Agreement is between The Founders Group (*TFG"), 2 business transition planning and implementation services
company and ABC Sample Company s California corporation (*ABC™.

SUMMARY OF UNDERSTANDING
TFG advisors will help Brizn Song and David Story, sometimes referred to & the business owners, to understand the
current situation of ABC ss well as his perzonsl and financial sicuation(z)

‘The goals of the business owner can b schieved wing TFG's Raviaw and Enhancement Iniiarive Design Frocess, which is
dascribed below.

REVIEW AND ENHANCEMENT INITIATIVES DESIGN ENGAGEMENT PROCESS

Introductory Call
+ W bt and ask qusdons 2 gein @ bsic undertanding of your Ty Akwetan end concerrs. Where
aopropriate, we explan our collaborative business valuation ol process and set a time to meet
with you, which has already been completed.
Gathering and Evaluation

* If you wish for us to determine the attractivensss, readingst and value of your buriness, we will quote a fee for this
& will request end eval , firancial, corporate information and other business
documenss, Why we will ask additional personal
subsequent supporting documentation and data.

quastions as well s request

Initial Assessment Visit(s)
o Understanding the atvactivensss and readingss of the business and owner is importans to the planning process.
W visit with you to conduct the following assessmends:

Business Auractiveness, Business Readiness, Pevsonal Readiness and Financial Readiness
Build the Valuation & Assessment Reports

ENGAGEMENT AGREEMENT s The Calodared Valuation combined with the Attractiveness & Readiness Assessments uncover realizations,
REVIL AND ENHANCEMENT aptioms, choices and action plans that will lead to increased busy due, cash flow and ol tim
IT .

Th
-3 FOUNDERSGroup s,
Present the Results and Develop the Prioritized Enhancement Initiatives Plan
o+ W take you step-by-step thraugh the results of the Assessments and Valuation reports, identifying the gags,
concems,and gpornies it ke busnas ks including ok o, svef il cpraondl
d sechnalogy efficienciss, groweh W review potential future
ranges of value and ginpoint opporbenities and threats to be addressed. Then, together, we set the parameters,
goals, fees, and 90-day Sprin: cimelines for the nexs engagement, the Enhancement Initasives.

Our ients” goals and draams vary, but often includs mudti-generational ownership of the bsiness, thesale of 2
busingss, new venturas, philenthrepy, travel, as well as other ways tomake a dfference in the “what comes nex”
dme of life.

ABC SAMPLE COMPANY
Date: March 30, 2022

JU— ) R ——————

APPENDIX A
TEEMS OF RETENTION

‘USE OF ADVICE. The Founders Group is salely for the and assistance of

Client and o ane lse may rely on the engagement hersunder or any scatements, advice, opinions or conduct by iz, Client

e RGN T

[ | S ———

FEES, EXPENSES AND ENGAGEMENT AGREEMENTS
Fee - Starting ot $XX,000.

T If the newh i s such that a coral the
engagemant will be necessary, we will present vou with a mare appropriate engagement conac thersafer.

Engagement - Along with chi Agreement for the Review and Enhancement Initiatives
Desien, please find attached two additianal sgreements: Schedule A — The Calculated Business Veluation
Agreement and Schedule B— The Non-Disclosure Agreement. The three sgreemants cogether comprise the
encire Review and Enhancement Initiatives Design Engagement Agreement and Fee. If this Agresment properly
sectforth our mucual endersanding, please sign where indicared and retum cne to us slong with your payment of
$30L,000. t the bottom of A

CONCERNS OR QUESTIONS
T rou have any cancems or questions about the matters covered in this Agresment, plesse share them with us st your
«earliest convenience.

Your signacure(s) below confirm your sgreement with this Engagement Agreement, Schedule A and B, as well as the
atzached Terms of Retention in Appendix A We are truly sppraciscive of this opportunity to assist you now and,
‘hopsfully, for many vears in the future

Warm Regards,

Acceptad By:

‘THE FOUNDERS GROUF ABC SAMFLE COMPANY

Melisa Silverman Name: Brian Song.
Mansging Parmer Tide: President
Date: March 30, 2022 Date:  March 25,7012

Clienc ID: 2212.EP

=

MISCELLANEOUS. The Engazement Agreement and the Terms of Retention (the “Agreement”] contain all of the
understandings berwasn th partes heceso with reference o the subjscs matter hezeof. No passon can zely upen or be

j':J FOUNDERSGroup



Step 4 Tools: Online

Assessments

torial with i X (S RIS e TR Te A S o A Al XM Preview - Qualtrics Survey | Qual X

w/SV_6FHrjOaGbFIhdNY?Q_CHL=preview&Q_SurveyVersionlD=cument&previewlD=e5b1e9d0-6b53-4db4-8164-6dd9424ac176

Business Readiness Survey

Client's

Business/Company ] ]
Name

Client/Busi Owmer ] ]
Name (Interviewee)

TFG Partner Name | ]
(Interviewer)

Date of Survey | ]

This survey contains answers according to

An owner of the Company

A family member who is not an owner

A Founders Group Partner

A Certified Founders Group Advisor

None of the above

The )
ﬁ FOUNDERSGroup



Step 4 Tools: Customizable
Automated Reports

A TEST CO. SURVEY

EXECUTIVE SUMMARY

The following reparl is an assessmert of the overall business altractiveress and readiness of A Test
Company ("Company ), as of May 26 2022, as perfermed by The Founders Group ("TFG™)

“Attractiveress”, for the purposes of this repert, is csxplained as follows:

The Buginess Reasiness Asscssment should be rovieweo in conjunction with the Busincss Attractivencss
Assessment as they are not mutually exclusive. If a Compary is not attractive to an investor, whether the
Company is ready to be transitioned will be irrelevant. However, if an invester finos the Company attractive,
the Company must also be ready to be transitioned o preserve as much value as pessibla.

The busiress i and roacinos: ts were performed by 1FG for Owrer 1 (208" and
Owner 2 ("MS7), the 2 shareholder ano owner of A Test Company anrd comgrises 4 categories. These
categeries are:

1 & Business Factors

S &ﬁ Financial Factors

3. :‘_"; Market Factars

4 B investor Considerations

In adoition to the results obtained belaw from the arswers provided by the shareholder(s), 1FG performed
its own indeparcent assessments, arc the rosults are included below.

The categery and averall vEness ano i sceras can be rolated as follows:

Th : ‘
BUSINESS ATTRACTIVENES
21 UNDERSGTOUP BUSINESS READINESS REP

Jroup

BUSINESS ATTRACTIVENESS AND READINESS REPORT | 2 CORING K B - IR



Step 4 Tools: Recommended 90-Day
Sprints: Enhancement Initiatives

RECOMMENDED 90-DAY SPRINTS:
ENHANCEMENT INITIATIVE PLAN

ENHANCEMENT h ANTICIPATED TIME TO HOULD BE
TIATIVE 5 = COMPLETE ED THE PROJECT

The .
COPYRIGHT 2002, THE FOUNDERS GROUP, ALL RIGHTS RESERVED. @ I[}[ J [\ [ )[ ]{SGpr




Step One

( The Féve Limitations to Progres)

‘The Early Glue
Finally a mutually safe, progress-proven approach

to raising the biggest topic of your clients” lives,

From silos to strategic: demonstrate you understand
and honor the complete and profound context of

their multi-faceted journey.
Tools
+ Co-branded marketing materials
+ The Anatomy of a Trwe Start explanatory copy
- Seminar andlor individual meetings
+ Diagram: The Anatomy of Choice,
The Five Limitations to Progres

- Seminar andlor individual

13 Inivial Qualifying Questions

F

The Pre-Engagement Process

Step Two
(The Anatomy of @ True Start)
‘The Validawr

* Gives client a self-explaratory olive branch o
their own psyche.

+ Gives advisor a documented, pricritized sneak
preview of client’s pain and aspirations,
Tools
* The Anarorny of @ True Stare Turerial Video

* The Anasomy of a True Stars digical questionnaire
@:’rwm:f.itta’ Finke with texting eption)

fing client facing process step name,

Step Three

(The Business Succession Jeurney)

‘The Bridge to Yes
+ Structured track o empower and pose

relevant follow-up questions.

+ Demonstrates your wisdom for leading

the entire journey from the onser.

Tools

* Questionnaire revalss email

« Diagram: The Anaromy of Choice,
The Business Swccession Explonation

The A

o Embedded Check
;s

ry af @ True Stare

* Process and marketing pieces converted to one
comprehensive digital flipbook

Step Four

iReview and Enbancenent Initiative L

‘The Engagement

*» From the awkward cross-sell-laty
conwersation to 4 consultative

pre-sell dialogue.

Your core discipline as an earlffand

obvious integrated anchor thif’s
essential to the colliborative furney,

Tools
« Dugagement Agreement

+ Online Business Artracrivenes§er
Readines Auessments with Arfomared

Reporss (for exiting and inconfue owners)

« Online Personal && Financial Rsessment

with Aurorated Reporss (for
incoming ewners)
+ Calenlated Business Vabuarion
* Business Execurive Summary Hepe
+ Recommended 90-Diay Sprines:
Enhancemens Iniviative Program

inag dtnd

The Endxgement Process

Step Five

(Enbancerment Initiative)

‘The Work with a Capital W

Value acceleration focus leverages
selected sprints to maximize entity
value. Defined time frames mirror
entrepreneur’s need for proof and

OUECOIMEs.

Momentum is sustained with ease using
clear, quantifiable parallel tracks to
progress. Dashboard records progress
and pre-anticipates next essential moves.

360¢ approach broadens your lane
by inareasing urgency for existing
opportunities and revealing new ones.

Tools

Pose-Assesmenr Summaries

o Selected 90-Day Sprinss

-

-

Enbancement Initiatives Process

Nine Key Business Questions

+ Momenrura Dashboard

Step Six

Benchmarking}

1e Quantifiable Wins

elebrates client’s business as a body
work, not just an operating entity.
(Rements your role as coach, quarterback
ayl financial sage.

Folgus on increasing, business value
exlinds client’s choices regardless of
whi they choose and when. Client's
confidence increases as integration,
wisflom, and a clear path to progress
excgeds their expectations.

Knfwing that entity value comes in

thiffe forms, tools update all facets of
priferess, both objective and subjective,

infernal and external.

Topls

-

-

[Enterprise Vadwe, wpeated appraisal
Ner Cash Flow Reporss, updared
&&l’i‘ﬁdfou & Cﬂwﬂjﬂ, The Awatormy

of a True Srart Questionnaire retake

Resuls ¢ Conclusions Worksheer

Step Seven

( Tive Decision)

"The Inspired Choice

+ Guides client through complete breadth
of options: keep vs. sell, in whele or in

pal‘l, il!kl'ﬂz“y or cxltl‘nally, now or in
the future.

Harnesses your role as sage and mentor
to your cherished clients. Cements your
place as a multi-disdplinary strategise
with the courage to raise topics outside
of your own silo.

Tools
* [fuspired Choice Decision Worksheer
* Due Diligence Preparation
+ BExecusion Plan

+ Tramsrctional Suppore




Step Five

(Enbancement Initiatives)

The Work with a Capital W

*

Value acceleration focus leverages
selected Sprints to maximize entity
value. Defined time frames mirror
entrepreneur’s need for proof and

outcomes.
Momentum is sustained with ease using
clear, quantiﬁable parallel tracks to

PIOZIess. [)J.qhbDJ.I'd I".'_‘CDI'C].‘Q Progress

and pre-anticipates next essential moves.

360° approach broadens your lane
by increasing urgency for existing
’ L L ¢ [

opportunities and revealing new ones.
.

Tools
Post-Assessrent Sum
Selected 90-Day Sprints
Enbancement Initiatives Process
Nine Key Business Questions

Momentum Dasbboard




Step 5 Tools: Action Plan and
Benchmarking Templates

[CLIENT NAME]
90-DAY ACTION PLAN - PERSONAL INITIATIVES
Through
Start Date: C ion Date: Session Date:, Session #, TFG Advisor:
Initiative Estimated Obstacles
Initiative# Initiative Goal/Objective Details Timeframe Status Completion Date |Lead Advisor| Key Stakeholders Identified emediation Steps| Key Benchmark(s Result Comments
Iro ensure that and spouse will have a plan in . . -
1 Rutiiplcelatoneerpicae blace that ensures long-term care while protecting over next 90 days In Process joe Smith, Smith iy 1o Mary JohnsonNone lan in place Policy in place and
nsurance Policy and Plan nsurance Group plan
bersonal assets
2
3
4
5
1

The .
-3 FOUNDERSGroup




Ste
p 5 Tools: M?Teng};rgDashboard

_@ | MOMENTUM DASHBOARD

WHITEBOARD

STRATEGIC gY-PROD ucTs

2002, The F
e Founders Group. All rights reserved
erved.



Step One

( The Féve Limitations to Progres)

‘The Early Glue
Finally a mutually safe, progress-proven approach

to raising the biggest topic of your clients” lives,

From silos to strategic: demonstrate you understand
and honor the complete and profound context of
their multi-faceted journey.

Tools
+ Co-branded marketing materials
+ The Anatomy of a Trwe Start explanatory copy
- Seminar andlor individual meetings
+ Diagram: The Anatomy of Choice,
The Five Limitations to Progres

P 14 a",’ﬁfw Fon Ainriodl I
13 Inivial Qualifying Questions
*ralicized shep tivles b p is dre she co

The Pre-Engagement Process

Step Two
(The Anatomy of @ True Start)
‘The Validawr

* Gives client a self-explaratory olive branch o
their own psyche.

+ Gives advisor a documented, pricritized sneak
preview of client’s pain and aspirations,

Tools

* The Anarorny of @ True Stare Turerial Video

* The Anasomy of a True Stars digical questionnaire
@:’rwm:f.itta’ Finke with texting eption)

ipomding client fiacing process step name.

Step Three

(The Business Succession Jeurney)

‘The Bridge to Yes

+ Structured track o empower and pose
relevant follow-up questions.

+ Demonstrates your wisdom for leading

the entire journey from the onser.

Tools

* Questionnaire revalss email

« Diagram: The Anaromy of Choice,
The Business Swccession Explonation

o Embedded Ch ;‘. The A

ry af @ True Stare

* Process and marketing pieces converted to one
comprehensive digital flipbook

Step Four

iReview and Enbancenent Initiative L

‘The Engagement

» From the awkward cross-sell-later
conwersation to 4 consultative

pre-sell dialogue.

Your core discipline as an early and
obvious integrated anchor that's
essential to the collaborative journey.
Tools

« Dugagement Agreement

+ Ouline Business Astractiveness &

I with A o)
Reporss (for exiting and incoming owners)

© Online Personal && Financial Assessment
with Aurorated Reports (for exiting and

incoming ewners)
+ Calewlared Business Vabuarion
* Business Execurive Summary Reporr

+ Recommended 90-Diay Sprines:
Enhancemens Initiative Program

The E ngagemght Process

Step Five

(Enbancernent Initiative)
‘The Work with a Capital W

Value acceleration focus leverages

selected sprints to maximize ent
value. Defined time frames min
entrepreneur’s need for proof aiffl

OUECOIMEs.

Momentum is sustained with fase using
clear, quantifiable parallel tradks to
progress. Dashboard records grogress
and pre-anticipates next esserflial moves.

360¢ approach broadens yourflane
by inareasing urgency for exisfing
opportunities and revealing ndv ones.

Tools

= Posr-Assessment Summaries

+ Selected 90-Diy Springs

+ Enhancement Initiatives Process
+ Nine Key Busines Questions

+ Momenrura Dashboard

Step Six

(Benchmarking )

The Quantifiable Wins
Celebrates client’s business as a body

of work, not just an operating entity.
Cements your rale as coach, quarterback
and financial sage.

Focus on increasing, business value
expands client’s choices regardless of
what they choose and when. Client's
confidence increases as integration,
wisdom, and a clear path to progress
exceeds their expectations.

Knowing that entity value comes in
three forms, tools update all facets of
progress, both objective and subjective,

internal and external.

T(}OIS

Enterprise Valwe, updiated agpraisal
Ner Cash Flow Reporss, updared
Satisfaction & Clarity, The Anatowy

of a True Srart Questionnaire retake

-

.

Resuls ¢ Conclusions Worksheer

Step Seven

e Inspired Choice

+ WRuides client through complete breadth
ofoptions: keep vs. sell, in whele or in
[ 8 il!‘-:l'ua“y or cxlcl'nally‘ oW o in
thdffuture.

+ Hatesses your role as sage and mentor

to v cherished clients. Cements your

placdlas a multi-disdplinary strategise
withfhe courage to raise topics outside
of yofr own silo.

Tools

* fuspled Choice Decision Worksheer
+ DullDilipence Preparation

+ FExlusion Plan

* hmsitctional Swpport




Step Six

(Benchr

ing)

The Quantifiable Wins

L ]

Celebrates client’s business as a body
of work, not just an operating entity.
Cements your role as coach, quarterback

and financial sage.

Focus on increasing business value
expands client’s choices regardless of
what they choose and when. Client’s
confidence increases as integration,
wisdom, and a clear path to progress

exceeds their E}:pectations.

Knowing that entit}-’ value comes in
three forms, tools update all facets of
progress, both objective and subjective,

internal and external.

Tools
Enterprise Value, updated appraisal
Ner Cash Flow Reporss, updared

Satisfaction er Clarity, The Anatonzy

of @ True Start Questionnaire retake

Resulrs e Conclusions Worksheer



tep 6 Tools: Results & Conclusions

RESULTS & CONCLUSIONS

ENTERPRISE VALUE

SATISFACTION & CLARITY

A h
/ NET CASH || sansFacmion ||
\ FLGW | || scLARITY | Thar How Qbservations

NET CASH FLOW

Mow Observations

- THE DECISION -

Keep and Grow

Move abead with what we've dehe
Do we idantify additional Els and @0-day sprints

Transition (family, team, or Ird party)

Do some clean and implement after
Do clean up while iImplementing
Implement as is

COPYRIGHT 2022, THE FOUNDERS GROUP. ALL RIGHTS RESERVED.

©2022. The Founders Group. All rights reserved.




Step One

( The Féve Limitations to Progres)

‘The Early Glue
Finally a mutually safe, progress-proven approach

to raising the biggest topic of your clients” lives,

From silos to strategic: demonstrate you understand
and honor the complete and profound context of

their multi-faceted journey.

Tools

+ Co-branded marketing materials

+ The Anatomy of a Trwe Start explanatory copy
- Seminar andlor individual meetings

+ Diagram: The Anatomy of Choice,
The Five Limitations to Progres

P 14 a",’ﬁfw Fon Ainriodl I
13 Inivial Qualifying Questions
*ralicized shep tivles b p is dre she co

The Pre-Engagement Process

Step Two
(The Anatomy of @ True Start)
‘The Validawr

* Gives client a self-explaratory olive branch o
their own psyche.

+ Gives advisor a documented, pricritized sneak
preview of client’s pain and aspirations,
Tools
* The Anarorny of @ True Stare Turerial Video

* The Anasomy of a True Stars digical questionnaire
@:’rwm:f.itta’ Finke with texting eption)

ipomding client fiacing process step name.

Step Three

(The Business Succession Jeurney)

‘The Bridge to Yes

+ Structured track o empower and pose
relevant follow-up questions.

+ Demonstrates your wisdom for leading

the entire journey from the onser.

Tools

* Questionnaire revalss email
« Diagram: The Anaromy of Choice,
The Business Swccession Explonation

o Embedded Ch ;‘. The A

* Process and m:&ningpiem converted to orne

comprehensive digital flipbook

(Review and Enhancenent |

ry af @ True Stare

Step Four

I

nitiative L

‘The Engagement

» From the awkward cross-sell-later
conwersation to 4 consultative

pre-sell dialogue.

Your core discipline as an early and
obvious integrated anchor that's

essential to the collaborative journey.

Toals

« Dugagement Agreement
+ Ouline Business Astractiveness &
I writh A pod

Reporss (for exiting and incoming owners)

+ Ouline Personal & Financial Asessment
with Aurorated Reports (for exiting and
incoming ewners)

+ Caleslated Business Vabuarion

* Business Execurive Summary Reporr

+ Recommended 90-Diay Sprines:
Enhancemens Initiative Program

The E ngagement Process

Step Five

(Enbancerment Initiative)

‘The Work with a Capital W

Value acceleration focus leverages
selected sprints to maximize entity
value. Defined time frames mirror
entrepreneur’s need for proof and

OUECOIMEs.

Momentum is sustained with ease using
clear, quantifiable parallel tracks to
progress. Dashboard records progress

and pre-anticipates next essential moves.
360¢ approach broadens your lane

by inareasing urgency for existing
opportunities and revealing new ones.

Tools

Pose-Assesmenr Summaries

o Selected 90-Day Sprinss

-

-

Enbancement Initiatives Process

Nine Key Business Questions

+ Momenrura Dashboard

Step Six
(Benchmarking )

The Quantifiable Wins

T(}OIS

-

.

Step Seven

{ The Decision)

"The Inspired Choice
Celebrates client’s business as affody + Guides client through complete breadth
of work, not just an operating ffnticy. of options: keep vs. sell, in whole or in
Cements your role as coach, part, internally or externally, now or in

and financial sage. the future.

Focus on increasing, busines Harnesses your role as sage and mentor
expands client’s choices reg dless of

what they choose and wherd| Client's
confidence increases as inte

to your cherished clients. Cements your

place as a multi-disdplinary strategise

ation, with the courage to raise topics outside
wisdom, and a clear path twlprogress of your own silo.
exceeds their expectations.

Tools
* [fuspired Choice Decision Worksheer

Knowing that entity value cofes in
three forms, tools update all {gets of

progress, both objective and sul§ective, * Diue Diligence Pregyration

internal and external. + Bxecution Plan
+ Tramsrctional Suppore
Enterprise Valwe, updiated agpraisal
Ner Cash Flow Reporss, updared

&&l’i‘ﬁdfou & Cﬂwﬂjﬂ, The Awatormy

of a True Srart Questionnaire retake

Resuls ¢ Conclusions Worksheer




Step Seven

( The Decision)

The Inspired Choice

* Guides client through complete breadth
of options: keep vs. sell, in whole or in
part, internally or externally, now or in

the future.

Harnesses your role as sage and mentor
to your cherished clients. Cements your
place as a multi-disciplinary strategist

with the courage to raise topics outside

of vour own silo.

Tools
Inspired Choice Decision Worksheet
Due Diligence Preparation
Execution Plan
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Step 7 Tools: 10 Business
Succession Options

Internal Options External Options

Transfer to Family Members Sell to Third Party (Strategic or
Financial)

Transfer to Management (“MBO” or Refinance or Recapitalize the

“LBO”) Business

Transfer to Shareholders IPO (Go Public)

Transfer to ESOP (Employee Stock  Liquidate the Business
Ownership Plan)

Do nothing and wait for the market

to change

Keep and Grow through

Enhancement Initiatives for a period

of time
Sell All or In Part




Step 7 Tools:

/ i
IlJ STRATEGY & ]
£ |

| CHOIC
/-{J/ :"v // \

TEAM & f
TRANSACTION

A

\
| \
|| PREPARATION ]

e Inspired Choice

‘ THE INSPIRED CHOICE

Owverview of Categorias:

STRATEGY & CHOICE

Valuation Range
Wealth Gap Analysis
Decision Results

PREPARATION

Prior deck, current deck with areas left for Improvemeant
Creata and populate data room
Selection of investment Banker or Business Broker

Buyer auction process

TEAM & TRANSACTION

Due Diligence and transaction support
Refinement of Transition Advisory Team

Implementation

COPYRIGHT 2022. THE FOUNDERS GROUP. ALL RIGHTS RESERVED.

Founders Group. All rights reserved.



Step One

( The Féve Limitations to Progres)

The Early Glue
Finally a mutually safe, progress-proven approach

to raising the biggest topic of your clients” lives,

From silos to strategic: demonstrate you understand
and honor the complete and profound context of
their multi-faceted journey.

Tools
+ Co-branded marketing materials
+ The Anatomy of a Trwe Start explanatory copy
- Seminar andlor individual meeting:
+ Diagram: The Anatomy of Choice,
The Five Limitations to Progres
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The Pre-Engagement Process

Step Two

(The Anatomy of @ True Start)

‘The Validawr

* Gives client a self-explaratory olive branch o
their own psyche.

+ Gives advisor a documented, pricritized sneak
preview of client’s pain and aspirations,

Tools

* The Anarorny of @ True Stare Turerial Video

* The Anasomy of a True Stars digical questionnaire
@wwm:f.itta’ Finke with texting eption)

ipomding client fiacing process step name.

Step Three

(The Business Succession Jeurney)
‘The Bridge to Yes

+ Structured track o empower and pose
relevant follow-up questions.

+ Demonstrates your wisdom for leading

the entire journey from the onser.

Tools

* Questionnaire revalss email
« Diagram: The Anaromy of Choice,
The Business Swccession Explonation

o Embedded Ch ;‘. TheA

ry af @ True Stare

* Process and m:&ningpiem conerted to one
comprehensive digital flipbook

Step Four

iReview and Enbancenent Initiative L

‘The Engagement

From the awkward cross-sell-later
conwersation to 4 consultative
pre-sell dialogue.

Your core discipline as an early and
obvious integrated anchor that's

essential to the collaborative journey.

Toals

.

5

-

.

Lngagensent Agreement
Online Business Attractiveness e
I writh A pod

Reporss (for exiting and incoming owners)

Online Personal & Financial Asessnent
with Aurorated Reports (for exiting and
incoming ewners)

Caleslared Business Vahuarion

Business Execurive Summary Report
Recormended 90-Day Sprinss:
Enhancemens Initiative Program

The E ngagement Process

Step Five
‘The Work with a Capital W

Value acceleration focus leverages

selected sprints to maximize entity
value, Defined time frames mirror
entrepreneur’s need for proof and

OUECOIMEs.

Momentum is sustained with ease using
clear, quantifiable parallel tracks to
progress. Dashboard records progress
and pre-anticipates next essential moves.

360¢ approach broadens your lane
by inareasing urgency for existing
opportunities and revealing new ones.
Tools

= Posr-Assessment Summaries

+ Selected 90-Diy Springs

+ Enhancement Initiasives Process

+ Nine Key Busines Questions

+ Momenrura Dashboard

Step Six
(Benchmarking )
The Quantifiable Wins

* Celebrates client’s business as a bady
of work, not just an operating entity.
Cements your rale as coach, quarterback
and financial sage.

Focus on increasing, business value
expands client’s choices regardless of
what they choose and when. Client's
confidence increases as integration,
wisdom, and a clear path to progress
exceeds their expectations.

Knowing that entity value comes in
three forms, tools update all facets of
progress, both objective and subjective,
internal and external.

Tools
v Enterprise Vihee, updated appraisal
* Nex Cash Flow Reporss, updared
+ Satisfastion & Clarity, The Anatormy

of a True Srart Questionnaire retake

* Resuls ¢ Conclusions Worksheer

Step Seven

{ The Diectsion)

‘The Inspired Choice

+ Guides client through complete breadth
of options: keep vs. sell, in whole or in
part, internally or externally, now or in
the future.

Harnesses your role as sage and mentor
to your cherished clients. Cements your
place as a multi-disdplinary strategise
with the courage to raise topics outside
of your own silo.

Tools
* [fuspired Choice Decision Worksheer
* Due Diligence Preparation
+ BExecusion Plan

+ Tramsrctional Suppore




Retain the quarterback role

| e Continue to get compensated for your core discipline

N . Help clients get started with exit planning, and
Partner with TFG to do the Value Acceleration work.

Course Details

DATES:

STYLE:
PRICE:

VENUE:

Thursday, February 16-
Saturday, February 18, 2023

In-Person

$3,500 (discounts available for
SCI Academy members)

$2,200 annual licensing fee

Southern California Institute

San Diego, CA




Questions
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