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CFO of Silicon Valley Based Software
Company That | Took Public in 2017/

Main Passion is M&A & Helping Companies
Buy Others or Sell Themselves

Part of Bloom Partners M&A Transaction
Eeodeove Worked with Chris for Over @
ecade

. Currentl¥ Conducting a Sell-Side
Transaction With Bloom - ~ $10M
Marketing Company

Historical Experience Focused on M&A
« Investment Banker for Several Years

« Owned my Own M&A Advisory &
Transaction Company

« 100's of Millions of Dollars in Transactions
Completed Over the Last Two Decades

« Both Buying and Selling Companies

- Multiple Verticals - Marketing, Internet,
Cyber, Software, Life Sciences, Govt
Contracting & More



Build
Reliable
Short-Term
Financial
Projections

Case Study: Medical
Equipment Reseller

« What? Every Seller needs to provide financial

projections to the Buyer. Make sure that the
projections you are providing are accurate and
achievable.

« Why? The Buyer will continue to monitor

performance during their due diligence and and
prior to executing the definitive agreement.

. Key Points: Short-Term (3-6 months) of Revenue,

Profit and Growth are critical. Failure to achieve
will result in the deal failing to close or a
reduction in total price paid.



- What? Selling your company is always
a taxable event. Make sure that you
understand the implications of the
sale and estimate how much you owe
and when it will be due.

Get Tax
Advice
EARLY!

Case Study: Medical
Equipment Reseller

« Why? | have seen more details get
delayed or cancelled because neither
the Buyer or Seller understood the tax
implications of the transaction.

« Key Points: Most transactions are what
Is called "tax neutral”. That means that
all taxes due prior to close are paid by
the Seller.



Prepare To
Take Care of
Key Players

Case Study:
Government Contractor

« What? Depending on the type of

transaction, it is likely that your key
players will be required to accept
employment by the Buyer. You should
consider “taking care of them” to make
sure they are interested and excited
about the transition.

Why? Depending on the importance of
some of your key players they may
delay the sale or end up with more
negotiating power at the last minute,
which may cost you more to complete
the transaction.

Key Points: Know who your key players
are and what motivates them. Review
compensation in advance. Consider
sale or “stay” bonuses.



Negotiate
Smartly -

Ask For More Than You
Would Accept

Case Study: Cyber
Security Company

- What? Depending on who has the “position of

power”, if it is you as the Seller, consider
%Jhsmgg flor more that you would take to close
e deal.

. Why?
. You can always lower your ask if necessary,

and use that to leverage requests for other
things that might be important to you.

. Some Bu?éers may pay more for strategic

reasons. Perhaps your company is unigue,
has specific competitive advantages, key
customer relationships, unique software
solutions or provide other positives to the
Buyer. Focus on those.

: Ke¥ Points: Ask for more consideration, but do
no

be overly greedy or completely
un-realistic. Try to determine value of similar
companies or recent transactions.



- What? Conducting a transaction is @
significant effort and requires the Seller
to’commit to do so. This takes time
away from you being able to run the

Prepa re Due business.

og® - Why? Having due diligence items ,
DI II ence prepared and entered in a data room in
g advance, demonstrates that your

company is well run. Company’s

Items I n struggle with some information:
Historical financials, cash flow
Frojectlons,EéPellne details, add-backs

Ad o increase Adjusted EBITDA (Earnings

Va nce Before Interest, Taxes, Depreciation and

AmOI’tIZCItIOan

Case Study: Software ,

Company « Key Points: There are many aspects of
due diligence. Make sure your advisors
are assisting and reviewing everything

but getting your approval for
consistency.



Whatis a Teaser? °
« General Description of the Business T t
- Rarely Longer than Two Pages rq n sa c Io n
« Name of Company is NOT
included: Minimal Personnel Info Sq m ple —

- Financial Projections ARE included
- Given to a Larger Audience T
«  NO Confidentiality Agreement or e O S e r
Non-Disclosure Agmt
« Detailed Information
Products & Services
Focus Areas — Verticals
Competitive Position
Financial Highlights — Revenue
ESoIes) Growth; Profitability
EBITDA)
Generally includes Add-backs
Other Positive Information
Attrition — If Low
Momentum




BLOOM

CONFIDENTIAL INVESTMENT
OPPORTUNITY

National Leader in Al-Powered SEO & Digital
Media

Industry: Digital Marketing | SEO & Paid Media | Al-Driven Strategies
Client Focus: Healthcare & Higher Education

Business Model: Recurring Revenue | Remote Operations | Scalable
Growth

Transaction Type: Full Sale

Company Overview

A nationally recognized SEO & digital media agency with a proven
track record in Healthcare & Higher Education, specializing in
Al-powered SEO, Paid Media, and Content Marketing.

With 65% of revenue from SEO & Digital Mediaq, this agency is a
strategic acquisition opportunity for firms looking to expand
high-margin digital capabilities. The company is a recognized
thought leader in Al SEO, with frequent speaking engagements at top
industry conferences.



.
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Financial Highlights

Year | Revenue | EDITDA (Adij.) EBITDA Margin
2023 33.8%
2024 30.3%
2025 31.0%
2026 33.6%

v 98% Client Retention Rate
v Recurring Revenue Model

v 5%+ Yearly Growth in Revenue

Investment Highlights

v Al-Powered SEO & Digital Strategy — Cutting-edge, proprietary technology
for sustained growth.

v High-Margin, Recurring Revenue Business - 30%+ EBITDA margins with
low churn.

v Strategic Acquisition Fit - Ideal for agencies seeking a tuck-in to expand
SEO & Paid Media capabilities.

v Healthcare & Higher Ed Focus - Entry into regulated, high-LTV industries.
v Scalable Remote Model - Profitable, low-overhead operations.




What is a Data Room?

O
- Detailed Collection of Information T ra n s a Ct I o n

for Buyer’'s Due Diligence

« Access Granted Post CA or NDA — S I —
Controlled q m p e

+ Early Preparation Will Save Time

During Transaction Process D O t(] R O O m

- Detailed Information — To Be

Reviewed By Advisors
Corporate Information
(Capitalization/General Business)
Financial Information (1S/BS/CF,
Projections/Tax Returns/Etc)
Employee Information (Org
Chart/Benefit Plans)
Intellectual Property &
Assets/Inventory
Contracts (Historical)
Pipeline Information
Legal / Litigation / Related Party




All Files
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> 00. _Data Room > Marketing Agency Data Room

Corporate

Capitalization and Members

General Business

Equipment, Inventory and Tangible Assets

Intellectual property of the Company and its subsidiaries:
Financial matters

Tax matters

Employees, benefit plans and labor matters

Other contracts and arrangements (whether written or oral, in which case reasonable summaries thereof) ...
Related Party Transactions

Licenses_Permits

Insurance of the Company and its subsidiaries

UPDATED

Mar 5, 2025 by Omari Broussard
Feb 4, 2025 by Omari Broussard
May 30, 2025 by Omari Broussard
Apr 11, 2025 by Omari Broussard
Apr 26, 2025 by Omari Broussard
Jun 12, 2025 by-
Apr 27, 2025 by Omari Broussard
May 30, 2025 by Omari Broussard
Apr 26, 2025 by Omari Broussard
Apr 26, 2025 by Omari Broussard
Jan 29, 2025 by Omari Broussard

May 7, 2025 by Omari Broussard

SIZE

22 Files

2 Files

8 Files

2 Files

3 Files

9 Files

3 Files

28 Files

5 Files

6 Files

0 Files

8 Files



Whatis a CIM? TranSGCtion

- Detailed Description of the Business

«  Generally 10 to 40 Pages — Depending
on Business Complexity q m p e
« Name of Company IS included .

- Detailed Personnel Information and COnﬂdenthI

Organization Charts

- Detailed Financial Projections included InfOrmOtIOn

« Given to a Smaller Audience - Likely
uyers Memorandum (CIM)
- Confidentiality Agreement or
Non-Disclosure Agreement IS REQUIRED
«  Much More Detailed Information Than
Teaser
Products & Services — Case Studies
Focus Areas — Verticals & Key
Customer Information & Length
Competitive Position — And
Specific Uniqueness
Financial Highlights — Same as
Teaser with Additional Details
Other Positive Information




Key Investment Highlights

80% Client
Retention Rate

Long-term relationships
with sticky, high-value
clients.

~30% Adj EBITDA
Margins
Profitable and

operationally
efficient.

Stable Year-Over-Year
Growth

Consistent financial
performance with clear
growth trajectory.

b
@
Proprietary Al-Powered Integration
SEO Strategy Ready

Enables sustained
client results and
process efficiencies.

Ideal platform for buyers
seeking to expand
SEO/PPC capabilities.



Service Overview

Core Services:

« Search Engine Optimization (SEO)
« Paid Digital Advertising (PPC/SEM)
« Performance Marketing

+ Conversion Optimization

« Analytics & Reporting

« Custom Content Development

Differentiators:
« Al-powered tools and proprietary process

deliver state of the art Semantic Search

« Al-powered tools streamline campaign
execution
« Deep expertise in Healthcare and Higher

Education

« Transparent performance reporting Confidential



Business Model

Revenue Composition:

95% Recurring Revenue

» Primarily retainer-based engagements

» Low client churn

Delivery Model:

» 100% U.S.-based fully remote team

= Highly scalable operations

» Proprietary SOPs and playbooks




Revenue Breakdown
7)) Top-Line Revenue (2024): $4.41M

@® 95% Recurring

5% One-Time

Projects
@

@ Top 5 clients = ~64% of revenue
P

Long-term relationships

@ Nosingle-client risk




What is a Management Presentation?

Presented to Likely Buyers —
Generally 2-3 Hours
"Meet & Greet”
Contents Depend on Due Diligence
Status
Discussion on Certain Elements of
the Business (of Interest to the
Buyer)
Generally 10 to 15 Slides
Post Execution of Confidentiality
Agreement or Non-Disclosure
Agreement
Covers Important Information
Culture — Is it a fit?
What are Management
Expectations (Buyer and Seller)
Post Transaction?
How does the Buyer Operate
(Remote/In
Office/Meetings/Etc)

Transaction

Sample -
Management
Presentation




T r q n s a ct i o n H.ow Do You Find The Best Buyer?

There are Three Types of Buyers
Smaller Company Looking to Expand

P roces s — « Generally Less Sophisticated & And
Offer Lower Price
Larger Company Looking to Expand —

[ J
S e I e Ct I n g T h e F”-l . l:/ll_(lacr)elesnophisticoted; May Have an M&A

Team
B e St B u e r Private Equity Buyer — Generally
eee Looking to Conduct a “Roll-Up”

Most Sophisticated; Depending on
Desire Can Move Quickly

«  Generally Pay the Highest Price

« Select Proper Advisors To Lead The

Process
Financial Advisors (Like Bloom or an
I-Bank)
Legal Counsel (That Does M&A)
Tax Advisor (That Knows M&A)

« Transaction Elements Matter
Consideration (Cash/Earn-out/Timing)
Culture & What YOU Want to do With
Your Team



