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PLAYBOOK

50-Day Sprint
to Winning New Business with the
BizEquity® Business Owner
Advantage Program

BIZ/[EQUITY"

BizEquity Playbook

e Found in the “Success Center” under
“Marketing Playbooks”

e Talking points to have with business owners
on the importance of understanding value

e Different use cases for the platform

e 50 day sprint!

8 week marketing plan



Identify Your Ideal Prospect

e |s there a business owner you ¢ |sthere someone you have
already know that you would already met with that owns a
like to work with? - the business?
valuation tool might be the way
to get them over the hump ® Prospect based on industry,

size, and location

Prospecting tool



Outreach to Business Owners

e Choose marketing tactic

Call, email or both

Main Call Script

“Good Moming (Afternoon), [FIRST NAME],
I'rm [YOUR FULL NAME] frem [YOUR COMPANY].
lwanted to touch base to see if you are like
98% of business owners that don’t know
what their business is worth. In the last
three years have you had a valuation
completed on your business?”

e Use call scripts

found in playbook and in success center

our Pitch:

business

e Use email examples

found in playbook and in success center

e Set-up initial 30 minute discovery call

Utilize the tool to obtain the information necessary to build the
valuation

Set-up a meeting two weeks from the discovery meeting to review the
final report

BIZ EQUITY"



Gathering the Data

Different use cases

e Obtain tax forms and financials to input into
7 steps

® Leverage “delegate” option to send secure
smartlink to a third party

e Send “Fact Finder” to third party

(1) Basicinformation

Business name

moustry Name or code

(2) Company profile

Contact person’s first name Contact person's last name
m ress
Address 1
T tate
mae N, of em 1=
T wnarsh 3¢ form Year capt
Please Selact Please Salect

m AL0N Pre-2s SenT trasegic Planinir
1 Confidential



Delivery of Valuation Report

Alpha LLC (Sample)

ndustry: 54161 - Management Consulting Services

Equity Value (Lotest valuation)

Valuation History

Asset Sale Value

‘Walabion shiney

Enterprise Value

i 25507

Liguidation Value

e Does the valuation make sense to the owner - will it
be significantly higher or lower than the range you
determined during the discovery meeting?

e What metrics (KPI's) can the business owner pick to
improve their valuation?

e Has the valuation process exposed any deficiencies in
the owner’s retirement plan?

e Has the valuation process exposed any deficiencies in
the insurance coverage of the owner?

e Has this process given you an opportunity to build a
deeper relationship with the owner’s accountant or
attorney to drive additional opportunities to work
together or uncover other centers of influence?



Final Steps

e Wrap into a full financial plan as a potential final step if
you have not completed a full financial plan for the
prospect

e Obtain statements for outside assets and complete a
holistic a the impact of the business on the investment
risks

e Utilize data aggregation capabilities and include the
business as an asset if the client uses data aggregation
services

e Complete a full insurance coverage review and present
risk mitigation strategies



Prospecting Tools

What's available to you?



Success Center

® Presentations

COl-centric or client-centric

e Call scripts and prospecting emails

e Additional playbooks

Social media, hosting events, attending events
e Marketing flyers

e Whitepapers



BizEquity Client/Prospecting Marketing Letter

e Why is valuation important?

e What does the process look like?

If you are like 98% of business owners in the United States, you probably haven’t had an ° .
appropriate valuation done on your business. That’s most likely because the traditional . W h a t d O eS t h e b u S I n eSS OW n e r re Ce I Ve ?
valuation process is expensive, time consuming, and intrusive. As a business owner you °
deserve to know the value of your most prized asset. We've partnered with BizEquity to

provide you with a complimentary valuation of your business and to offer financial advice

around tht veluation. Detailed look at outputs

lunderstand that as a business owner you face far more complexities and concerns than just
looking to sell your business. Some of which may include:

LT e Customizable footer for contact
1 M information

I would love to schedule a complimentary valuation with you to not only show you the value

[ ]
of your business, but to also ensure you are getting the proper financial advice around that . M u lt I — u Se

valuation figure. Contact me at the number below to set-up a time to connect.

LInkedIn, Email, or Mailer




Social Media Use Cases

I'm excited to share the news of our firm’s new partnership with BizEquity. As Brian Baum - st wew
one of a select group of advisors in the country, | have the opportunity to The Business Transition Group with UBS

leverage the tools and resources this partnership brings. BizEquity has created Wm-®

an impressive dataset and toolbox that help me provide more in-depth valuation First, | want to acknowledge that we are in the
resources for business owners and it can add immense value in the overall beginning of what is looking to be a very challenging
financial planning and exit planning process. If you are a business owner and period in our country, we are here as your resource. If
would like 10 know more about how understanding the value of your business in you would like to talk through challenges that your
today’s market, then feel free to reach-out to me directly. family and business are experiencing right now please

reach out to me.

#certifiedfinancialplanner #successionplaningstraegies Additionally, during this time we are making a slight
#financialplanningstrategies #retirement #cfp #inancialadvisor change to our business model and we are going to
#exitplanningstrategies #transitionplanningstrategies offer a complementary business valuation for anyone
that would like to understand and start planning for
how to grow the value of their business through this
U BQS powered \' y " environment. If you would like to take advantage of this
W BIZ ECUITY please call me at 412-215-6915 and we will arrange for
someone on our team to work with you to gather the
appropriate data. Now more than ever it is important to
know what you're worth and how to protect that value.

Finally, below is some of the info that we put out on key
lessons we have already learned from this crisis we find
ourselves in. | hope you and your family stay healthy
during this time.

#valuecreation #businessvaluation #thinkdifferently

Lessons from the Coronavirus for business owner...

If you are ke 58% ol business owners in the United States, you probably haven't had an *l'IIH it
appropriate valuation done on your business. That's most likely because the traditional

valuation process is expensive, time consuming, and intrusive. As 3 business owner you ! =
deserve 1o know the value of your moit priced astet. UBS has recently partnered with 1 =
BirEquity to provide you with a complimentary valuatson of your business and to offer .&

@ A8, ©) A

financial advice around that valuation

MADE ¥

bhaantifiill



Success Story: $192 Million Family Business

How Providing Clarity and an Understanding of
Value Led 1o Action

v Beas el Fen e el Bt @ shaabes bn o Pepsgers ane. Cleey

== | o ® 10% investment banking referral fee

e Buy-Sell insurance increased from $5m to
$35m




Success Story: $36,626,860 Engineering Business

“We had been trying to engage with this business for several years with no success. It was the offer of a BizEquity
valuation that motivated the business owner to get started.” - Jay Pollack, Laurus Strategies for Wealth

"BizEquity Pays for Itself*

riom |l Brmtegien bor Weath Deewated BN with Oee Cane

JR— e $S10Min life e Gained one of the
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e I e e R e

T engineering firms
i ¢ $350,000in in Wisconsin as a

Managing Principal, Launus Wealth Strategees

B—— revenue generated client
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Success Story: $25,400,000 Real Estate Business

“I worked with a business owner for over five years and when | introduced him to BizEquity and helped him
understand the value of his business, the relationship changed.”

The Value of Succession Planning

How Jorm Erbseen of Erben Appociptes Changes Relatoriips with Business Valsations

e Jim used the BizEquity platform to

rrrryireey SO engage a long-time client in the Real

et e e L Estate Development industry on his
e e succession plan.

ey e $12M in AUM generated

e R e Using BizEquity has helped his practice
C TN close 5 business owning clients and bring
et o ettty in over $100 million in AUM.

ungergiand T vk of by Dbuseess, the nplatoasghip
gt o= -l

- Jirmy Ertwr, Erinsn Adtocinhes



Whitepapers

o
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. WHY NOW?

Business vaoluation advice can be
the key to unlock the door to your

business owner relationships.

Jason Early, CRO @ BizEquity

BIZ EQUITY"

What’s Your Business Worthé ™

s ince BizEquity’s inception, we've beenamazed  Let’s take a look at why you need to know, and more

by business owners and their advisorswho ask
"Why do | need to know the value of my business?"

This may be less surprising, but in June of 2020 the
question has shifted to "Why now?"

BizEquity was founded to democratize business
valuation knowledge for the business owner.
Business owners fuel our economy, they create
jobs, they foster community, they are the lifeblood
of the cities and towns we live in. So, it didn't seem
fair that 98% of them don’t know the value of their
business.

The answers to the questions above are simple. As
a business owner, virtually all of your outcomes
depend on the value of your business, and as an
advisor, how can you possibly provide advice to a
business owner without knowing their value?

@ ‘www.bizequity.com

importantly, why you need to know now.

1) You deserve to know.

As a business owner, we believe that you deserve
to know the value you have created with your
life's work. Mareover, we believe that valuation
should not be:

o Aone-time event
Expensive

Time consuming
Highly intrusive
Off-line

°
°
o
°

2) Informs critical decisions.

All eritical decisions made asa business owner
should be informed by the impact on the value.
Business owners make decisions all day every
day, but several times a year they are making
key, strategic decisions for their business.

B info@bizequity.com

e Why now for business valuation?
e Leveraging COl relationships

e Coronavirus and Small Business Survival
Guide

e Business owners and the importance of
insurance



Certified Valuation Reports

When and How?

e Estate & Gift tax planning: If you are e Partner dispute or Partner buyout: While

going through an estate planning
exercise, and gifting shares of your
privately held business to family
members, the IRS may require a certified
valuation report

Divorce: In the event an owner is going
through a divorce, and the business
needs to be valued to understand overall
net worth, the court may require a
certified valuation of the business

this is not a situation that requires a
certified report “by law”, often times it
makes sense. If partners are not in
agreement, and there is a buyout, often
times hiring a third party for an
independent unbiased and certified
valuation of the business makes sense

Reach out to support team to connect
with Scott Gabehart (Chief Valuation
Officer)

e Three years of tax returns and financials
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Jack Oakes
Client Success Lead
P: (610) 263-7296
E: jack@bizequity

James Magner

Marketing &
Communications Man
ager

E:jmagner@bizequity.com

y Client Success Team

Mike Gola

Director, Strategic
Accounts

E: mgola@bizequity.com

Jason Early

CRO (Chief Revenue
Officer)

E: jason@bizequity.com

Scott Gabehart

CVO (Chief Valuation
Officer)

E: scott@bizequity.com

Contact Information
P: (610) 263-7299
E:support@bizequity.com



