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Future-Proofing Your EXxit:
Navigating Private Equity and Strateqgic Paths




Overview

Power Digital sold twice to private equity in the last 6

years.

During those processes, we evaluated both strategic
Brithey Schroeder

and private equity buyers.
SVP of Corporate Development

We evaluate 150+ companies a year to determine if

they are a fit for Power. 10 Years at Power Digital




About Power Digital

We partner with brands before, during, and after marketing

BEFORE:

Data-backed Go-to-
Market strateqgy

DURING:

Activate a full suite
of growth marketing
across 16 services

AFTER:

Measure true impact

of your marketing
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Our Private Equity Journey

2012: Founded

—— 2018: 100th Employee Joins

2019: Periscope Equity Invests

2019-2021: Acquire 4 Companies:
Factorial Digital, Covet PR, Data Q, Social Method

2022: Court Square Capital Invests

2023: Sproutward Acquisition

2024: EndRock Acquisition

2025: 500+ Clients, 800 Team Members, 15 Service Lines




Quick Exercise:
What Outcome Do You Want?

Place a ¢ next to what feels right—don’t overthink.

How involved do you want to be after the deal? [ 1 0-3 mo hand-off [ 6-12 mo part-time [ 2-4 yrs full-time
Cash now vs. future upside? [ 1 100 % cash out [ 70 % cash / 30 % stock ] 50 % cash / 50 % stock
Personal risk comfort? [ ] Play it safe [ Medium [ Swing for second payday

Growth ambition for the company? [ ] Keep steady [] Double in 3yrs  [] 10xin 5yrs




Strateqic vs. PE Buyers

Strategic

Private Equity

Integrates agencies into their larger organization and
culture. Seeks out complimentary products and

clients.

Funded through Private Equity or a family office.

Invests in agencies that can become a platform to
further scale within their industry. Seeks out continual
growth and proven propensity to scale.

Funded through their Limited Partners (LPs).




Buyer Cheat Sheet

Private Equity

Godal Grow & resell in ~47 yrs

What They Want Diverse service lines already scaling

Your Role CEO scaling a bigger platform

Culture Impact Keep your brand & systems

Strategic

Fold you in for instant synergies

A niche that suits their ICP

Subject-matter/sales leader

Adopt their brand, tools, policies




Attracting the Right Buyers:
Financials

e Clean historical financials (3 years)
e Accrual-based accounting
e EBITDA margins between 20-40%

o CAGR of 25-50%

e [ ow client concentration/pareto risk




Attracting the Right Buyers:
Go-to-Market

e Clear new business pipeline to support forecast
e Established inbound deal flow

e Strong reputation and thought leadership

e Additional deal flow sources: outbound, events

e Record (CRM) of past leads and deal flow




Attracting the Right Buyers:
Product

e Strong case studies showcasing each product
e Client references/testimonials
e Clear leadership org chart

e Detailed SOPs and product documentation




Preparing for a Process:

Private Equity Buyers

[] Map out additional service lines you would like to

build and sell into clients
[] Draft monthly KPI dashboards for key metrics

[] Build a strong leadership team around you to

reduce key man risk

Strategic Buyers

[] Map of overlap between your clients & theirs

(where can they cross-sell day one)

[] 90-day integration hit list: systems, HR, branding,

comms

[ Ideate on your ideal role within their organization




Keys to Running a Successful Process

e Culture Fit Should Be Your #1 Priority
e Select the Right Banker
e Don’t Rush Into an LOI
e Co-pitch Prior to Close

e Processes Are Distracting - Plan for That!
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QUESTIONS?



