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Why We're Here

Why Are We Here?.

" INNOVATION
4 L

Understand your value to navigate growth.

| SUSTAINABILITY e

PLAN your destiny.

Shifting market dynamics

Buyer expectations always shifting but fundamentals are

constant

Founder challenges

strategic . o _
pathways‘*‘ = Breaking through inertia and plateaus: change vs operating

Strategic options - all
arewaljd!festyle, Growth, Scale, Struggle, Exit(monetize) - What

do you want to do?



What You Might Learn

Agency Valuation

Multiple factors beyond revenue

Buyer Criteria

@
What acquirers really look for
Common Pitfalls

HAD ,

Mistakes that reduce value
Value Building
~

Strategic steps to increase worth




Who This Is For

Agency Founders and

Byillﬁqﬁﬁsfor long-term value

Leaders at a Ceiling

Breaking through growth plateaus

Exit Planners

Preparing for acquisition



A Little Bit About....me
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HERE WE GO.....



S20MM+ Buyer:
You Are: $S3-7MM:

Capability/Vertical
You Are: S7TMM+ : Scale or

Sapahfity Buyer:

You Are: $3-10MM: Capability
and/or Scale
You Are: $ST1O0MM+ : Looking for
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The Market - "Digital

Generalist”: harder under

S7MM

Generalist > Niche
L : \Y/
Specialized expertise commands X

premium partly due to clarity

Client/Agency Al +

EfficiencyOppertinsidy's emerging

Hourly = Bad

Everything Getting

Meastiraple: Brand” does not cut it



BuyerTypes

"%l:ate
 gic Agency Holdco's....8-12 traditional: need growth
‘ « New Models Emerging {S4 = Monks} : need innovation

.

ey H %&: real Strategics: smart with clear accretive model
. B g « Usually Capability or Vertical focused but
sometimes scale

BHki%%gher deal but all kinds of larger agencies

who might acquire
 Lower multiples




o NAME Basics

% You're either gaining value—or losing it. There's no pause button.

2-10x 3-5yrs

EBITDA Multiple Range Value Building Timeline

+ SOMEONE NEEDS TO
WAN'T
TO RBlUIY YOl WHY7? ===



Common Growth Traps

Founder Bottleneck

All decisions run through you

Custom Work Trap

Reinventing with each client

Burnout Cycle

Exhaustion hurts decision-making

Low Margin Services

Volume without profit



+, the Plateau Problem

Gl Revenue and Profits Flat

Team Stretched Thin

No capacity for innovation or growth

Growth Without
Process/infrasirugture

Busy # Scalable



Weakness Below the

Surface ?

Visible Success

Revenue growth

Hidden Issues

Process gaps

Structural Problems

Role confusion

Foundation Cracks

Misalighed pricing



Fatigue often a part of

this'sogo you need a

catalyst?

120 +

60 -

1
Year 5

1
Year 7/

1
Year 10






Predictable Revenue
(evexything, really)

Monthly recurring relationships

Subscriptions

Packaged ongoing services

Productized Services

Fixed-scope, fixed-price offerings

Buyers pay premium for predictable, recurring everything




Margins That Matter

@« 10% @ 15%

Below Buyer Threshold Minimum Viable

Most agencies struggle here Gets attention but discounted

& 20- @ 30%+
. i 25% ]
Premium Territory Elite Status
SWEETSPOT Bidding wars possible BUT hard to convince and minor
upside
For Buyer



Teams That Scale

Red Flags

Founder handles all sales

Key client relationships dependent on one person
|nnovation through

No documented processes | ) | 3 .c,,"abonon -

Value Builders

Distributed leadership
Client team independence

Replicable delivery model

Buyers want depth, not just the founder.




Specialization = Differentiation

Vertical Focus =

Industry-specific expertise

Premium Pricing $

Commanding higher rates (-

Capability Depth

Best-in-class in one area

Audience Mastery

Serving specific demographics



Specialization = Differentiation

: - 2

Vertical Focus Capability Depth Audience Mastery
Industry-specific expertise Mastering one service area creates Deeply understanding specific
commands premium rates and market leadership and referral client demographics creates
attracts targeted buyers. opportunities. unmatched positioning advantage.

Specialized agencies secure 2-3x higher multiples than generalists. Buyers pay premium for agencies with defendable

market positions.



Operational Maturity

Project Management

Standardized workflows

Client Onboarding

Consistent experience

Delivery Models

Documented methodologies

Business Intelligence

Data-driven decisions



Clean Books & Client Base

Financial Clarity Client Portfolio
3+ years audited financials - No client > 20% of revenue
Clear revenue recognition - High retention rates
Separated personal expenses - Diverse industry mix

-~

15%

Ideal Client Retention Maximum Client Concentration



Operational Maturity

< 0
Documented Processes Scalable Systems Performance Metrics

Clear workflows anyone can follow Technology stack that supports Real-time visibility into client, team,
without founder involvement. growth without breaking. and financial health.

Buyers see reduced risk when Integrated platforms minimize Buyers pay premium for agencies
systems don't rely on individuals. manual tasks and human error. with data-driven decision making.

Operational maturity transforms your agency from a collection of talent into a valuable business asset.



Valuation & Readiness

How Value is Calculated

EBITDA x Quality x Strategic Fit

EBITDA Quality

Your financial performance provides Agency maturity and operational

the baseline multiple excellence improve the multiple

2ol

Strategic Fit

Alignment with buyer needs can

significantly increase final valuation



2X vs. 8x Agencies

2x Agencies
Founder-dependent operations
Custom work for each client
Inconsistent delivery processes

Project-based billing cycles

4

8x Agencies
Team-driven execution
Productized service offerings
Recurring revenue streams

Documented systems and processes

Buyers pay 3-4x higher multiples for agencies with standardized offerings and predictable revenue. The difference isn't

just in size—it's in structure.



Red Flags for Buyers

High client concentration
When too much revenue depends on
too few clients, buyers see significant

risk.

Weak ops
Inconsistent processes and systems
make scaling difficult and integration

challenging.

Unclear reporting
Buyers require transparent financial
and performance data to validate their

investment.



Personal Readiness: Can you
step back? Can the business
run without you?

Leadership Owner Detachment
Independence Buyers value businesses
Your agency should that don't depend on the
function smoothly without founder's personal

your daily involvement relationships

Emotional Preparedness
Being ready to transition means having identity beyond your

agency




Build a Leadership Bench: A second
tier gives you leverage and buyer's
confidence

Identify Key Positions

Map critical roles needed for agency operations without founder involvement

Develop Internal Talent

Invest in training and mentorship to prepare team members for leadership

Delegate Authority

Gradually transfer decision-making power to demonstrate team capability

Document Systems

Create processes that allow leadership to operate independently




Focus on What Matters to a Buyer:
(If | had one slide for you......)

Gross Margin Utilization and

Measure profitability after direct costs to understand true Eﬂlahﬂﬁtry] productivity and capacity to optimize resource

business health allocation
Client Retention and Revenue Growth
Concentrrationtention rates to identify relationship PREDICTABLE revenue growth with perceived upside

Management needs



Prepare for Exit—or Just
Optionality. You don't have to
sell-but you should build as if
you might

Value-Building Focus

o0 . .
oo Create systems, teams, and processes that maximize

business value regardless of your ultimate decision

Decision Flexibility
éjé Maintain the option to exit profitably or continue

operating an optimized, high-value agency




The 12-24 Month Plan

Fix growth and —=
Optimize pridnargin
costs to improve
profitability r‘-’g% Build team
Develop leadership
bench and
Simplify ops @ organizational structure
Streamline processes
and operational
= Clarify narrative

efficiency
Refine positioning and

value proposition
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Final Thoughts

Your agency's value journey
starts today. Whether you're
planning an exit or building for
sustainable growth, the right
preparation makes all the
difference.

HAVE A PLAN




