The New Value Builder Report

We have completely revamped the Value Builder Score Report that you use and love to make it even
better. You told us that you wanted to present a professional look and feel to your business owners and
that the report reflected on you personally. While our report is effective in helping business owners
understand value, after five years, it was beginning to looking outdated.

Why You Should Use It (1 pager and guide)

e Better Looking with a Professional and Refined Design. The new report design adds
professionalism and looks modern and relevant. An effort has been made to portray a sense of
gravitas to underly the great insights in this report.

e Shows the Customer You Care. The report is a blend of your insights and personal touches for
the business owner backed by our latest research. You are now able to add custom insights to
consider the following sections of each driver. Highlight your strengths, and show the strongest
opportunities where you can help.

e Latest Research and Industry Trends. Examples and data have been updated to reflect new
developments in our research over the last few years.

e Make It Yours. You have been given powerful customization options to allow you to personalize
the report to your needs.

o Fitit into your sales cycle.
=  We understand that different advisors use the report in different ways to get
engagement from business owners. Some use it as part of the initial exploration
process, whereas others use it only for already engaged owners. We have built
it to support both advisors that send the report after an in-person meeting as
well as those that send it before.
o Putyour face onit.
= The bio page allows you to be front and center by adding a personal touch. As
the saying goes, in real estate, you aren’t a real estate agent until you have your
face on the sign.
o Bookend the report with a custom cover letter and conclusion.
= Qur cover letter allows you to pre-empt the report with a key theme or message
as well as highlight your firm. You never know where the report will be printed
and shared. This allows you to give context and your branding to the report.
® Finally, you can have the last word, leaving your business owner with a custom
call to action that speaks best to your business cycle.



Key Highlights (1 pager and guide)

Updated Design
We have updated the design as well as added new graphs and illustrations. The text layout has been
optimized so that the report is still 27 pages even with the additional features (not including the cover

page).

New Cover Page

The ValueBuilder Report™

o 2018

REPORT

PREPARED FOR
MICHAEL SMITH

Bill Gete

Please note that the year and date is of the time the questionnaire was completed, not the date
exported.

New Summary and Valuation Page
Our summary page has been redesigned to help your business owners understand their Value Builder
Score as well as their Estimate of Value in a quick and intuitive way.
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Business owners often scare low on this attribute because they remain invaived in serving customers directly. It feels good to solve people’s
problens. Happy CUStomers Shower you with praise, you get the satisfaction of feeling needed, and you knowyour CUSTOMErs are gemng the
best care in your hands. After al, you knowyour business better than anybody, and training others to do the equivalent job without your
accumulated knowlecge takes 3 lot of time and can cost a ot of money.
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T Hawever, the more your customers need you and ask for you
B slerstal  personally, the harder it isto growyour business, and, in the long
' run, the less valuable your company will be.

How would your business perform if you were out of action for 3 months
and unable to work?

To start letting go, consider taking three steps:

Get out of the "break/fix" business

r— I¢s alot easier to train people how to prevent 2 problem than itis to show them how to fix something once its
broken. For example, a Swimming pool company can teach a summer emplayee to Scoop debris out of a pool
@ each week butit needsan expert, often the company owner, to replace a pump that averheated due to a clogged
= C O gmin

Go on vacation

OVE RA I._ L SCO RE . Start slowly by taking evenings and weekends off completely. Leave your cellphone at the office, and do not reply

. 0 any messages. Then take a day off midweek and do the same. Build up to where you can take a week off without
checking in. At first, employees won't believe you're serious . until they see that you're really not replying to
them Once they realize they're on their own, the best ones will start to make more decisions independently. s
amazing howsmart most people are if you give them a chance to show . You'll also expose your weakest
employees and know who you have o Train Up O Move oU.

This factor your business. you. To bevaluable o an acquirer, your business must be able
o succeed and grow without you at the Rub of all actiities, as your employees are mere SpOKES that cannot operate Independently of you.

Your score of 65 out of a possible 100 shows you're performing satisfactorily in this area of your C-] Ask employees what they would do in your shoes
business, yet there may still be improvements you can make to maximize the value of your company. Q To g8t employees t St thinking ke an cwner, encourage them to sclve thelr own problers, When an
O employee comes o you with a situation, before jJumping in with a solution, ask, "If it were your business, what
would you do?* Th on forces employees to think for the good of and
1 1 triggers a decision-making habit that, when cultivated, will have them acting like owners.



New Graphics and lllustrations
Allillustrations and graphs within the report have been updated, as well as the source information.
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Personalization Features
We have added some new features to allow you to add your personal mark to the report.

Cover Letter & Bio Page

The cover letter allows you to pre-empt the report with a key theme or message as well as highlight
your firm. It is meant to duplicate the email text that would typically be sent with the report. You never
know where the report will be shared. This allows you to give context and branding to the report. You
are actually able to add your logo to this cover letter. This is found on page 2 of your report.



The bio allows you to be front and center, adding a personal touch. As the saying goes, in real estate,
you aren’t a real estate agent until you have your face on the sign.

THE FIRST STEP TO FREEDOM

Dear Michzsl
I think you will find this repart wil clarify key drivers of value within Product Manager Company.

Michaers Team is thrilled to provide you this report. Having worked with other cwners like you, we believe this information could have
tremendous impact on Unocdng valug in your business.

rm looking fomward to discussing this in more detail after your review. DO not hesftate i cantact me fyou have any questions ragarding e
report

Sincerely,

Michasl Lucuk
Michas!s Team

YOUR ADVISOR: Bill Gete

il Getenas gained expertiss In helping owners just like you. As & Certified Value Bullder, Bl Geteis
an expert on bullding value and developing a plan for success using 3 systematic approach to
measure and improve the value of a business.

Having founded and sold 3 business as well as helping numerous business ust like you. Billis a
talented mentor of ransfarmation within companies.

More than that, Bill is a skilled facilictor who can help you enable your business to thrive wthout
you, enzbling you to gain conirol back of your lfe or exit your business.
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ltems to Consider

You are now able to add custom insights to consider the following sections of each driver. You are able
to hide/edit the default points as well as add custom points or add emphasis to points.



How do you typlcally get pald by your customers?

(@)

 Consider the Following:

If you bl your customers in instaliments, could you charge them & greater percentage of the overdl price up fron?

Couldd you evalve your business into a subscription o membership model in which you bill customerns before they réceive the
benefits of their membership or subscription?

If you <e8 a senice, could you do mare Lo “productize” your offer and thereby make it easier to charge up fran?

Could you reduce the amount of inventary you pay for in advance of needing =?

000 oo

Could you lengthen the time it Lakes 10 pay some vendars?

Key Takeaway section / Call to Actions

Finally, you can have the final word, leaving your business owner with a custom call to action that
speaks best to your business cycle.

NEXT STEPS

Your Value Butder Score s calculated through an analysis of your business' performance on elght drivers proven to be impaortans to acquiring
companies when evaluating a business as 2 potential acquisition target. Looking through your questionnaire, | believe there are some critical
Insights in this report that appiying hem could take your business 1o the next lavel

Whether you want 1o sall your business for a2 premium now ar simply know that you could, we've found that companies that take the time to
develop 3 strategy sell thelr business for 71% more than businesses who don't plan. We will help you dramatically increase the value of your
company by helping prepare it and you for an ext.

invite you t0 contac me to discuss the next steps.

Connect with Me

Setting Up Your Report (User Guide)

How to Enable New Report Design

Note that for now, this will not be enabled until you go to Settings > Personal Settings > Enable New
Report Design (Beta) and enable the new report.



Settings Enable New Report Design (Beta)

Personal settings

PREScore™ Settings The new report design has been significantly modernized. If selected, all current and past reports will be generated using the new
S design.
Value Builder Score™ Report
Enable New Report Old Report Design @ New Report Design
Design (Beta)
Customize "Consider the

Follow items

Personalize Report
Valuation Algorithm

Custom SMTP Settings

Setting Up or Editing Personalization Features
There are two ways to set up or edit these features:

1. Go to your Quick Start bar and click on “Step 5: Personalize Value Builder Score Report.” All
screenshots will be from this method:

Quick Start Progress: 4/6 v

Quick Start Checklist

Progress: 4 of 6
o Value Build:

Personalize Your Account

Upload your Company Logo Value [
Customize your Email
Signature

v

o

Yy Personalize VaI}Bm'hk\

( Score Report

Upload Your Bio Photo
Add Your Bio

Add a Cover Letter Message
Choose a Call to Action
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2. Go to Settings > Personal Settings and click on “Personalize Report.

Personal settings

PREScore™ Settings

Value Builder Score™ Report

Enable New Report Design
(Beta)

Customize "Consider the
Following" items

{_Personalize Report
Valuation Algorithm

Custom SMTP Settings

Nurture Cycle

Upload Your Bio Photo

Putting your face to a report can greatly increase the personal connection and investment in you as the
advisor. To upload, either drag and drop a photo in or click the “Upload” button. After it has uploaded,
you can use the provided controls to resize and crop the photo.

1. Upload Your Bio Photo

Our system supports uploading photos in JPEG and PNG formats. PNG file formats can have transparent
backgrouds. Don't have your photo handy? You can leave this blank.

Drag & Drop Company Logc

f
A

Save and Continue
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Our system supports uploading photos in JPEG and PNG formats. PNG file formats can have transparent
backgrounds. Don’t have your photo handy? You can leave this blank for now.

Note: You can skip this step by clicking “Save and Continue.”

Bio

Your bio is intended to be a brief introduction of yourself. Keep it short (less than the maximum 1,000
characters). Highlight your experience/credentials with the Value Builder System, relevant business
ownership experience, any certifications/educational credentials, your role in your firm, your unique
strengths, and your value proposition. While eventually mandatory, you can enable or disable this
feature until you are ready to go live. You can customize your name as shown in the report.

2. Add Your Bio

Your Bio is intended to be a brief introduction to yourself. Keep it short (less than 1000 characters).

Andrew Maxwell has gained expertise in helping owners just like you. As a Certified Value Builder, Andrew is an expert on
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building value and developing a plan for success using a systematic approach to measure and improve the value of a
business

More than that, Andrew Maxwell is a skilled facilitator who can help you enable your business to thrive without you, enabling
you to gain control back of your life or exit your business.

Customize Your Name as Shown on the Report

Andrew Maxwell

Enable Bio (Beta)”
® Enable Disable

Save and Continue




Cover Letter

Your cover letter is meant to be your business calling card as well as a way to frame the report. This is
recommended to largely parallel the email you would send with this accompanying report. Thank the
person for the report then highlight your company’s strengths and value proposition. Finally, assure the
business owner you are there for any questions. While eventually mandatory, you can enable or disable
this feature until you are ready to go live.

3. Add a Cover Letter Message

This is used in every Report generated by the system.

Title ™
Custom Title
Body ™
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information could have a tremendous impact on unlocking value in your business.

I'm looking forward to discussing this in more detail after your review. Do not hesitate to contact me if you have any
questions regarding this report

Sincerely,

Andrew Maxwell
Certified Consultina Il M

Enable Cover Letter (Beta)
® Enable Disable

Choose Your Call to Action

The call to action is the final page in the report. This is your final word, so leave your business owner
with a custom call to action that speaks best to your business cycle. It is recommended that you include
a summary/conclusion to the report. Reiterate why the Value Builder System is important, and highlight
potential next steps. Some examples of next steps can be to read the book, Built to Sell, have a
meeting/call with you, start their engagement, or accept your invitation to a reoccurring event or
Mastermind group.




4. Choose a Call to Action

This is used in every Report generated by the system.

Title

Next Steps

Body
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Your Value Builder Score is calculated through an analysis of your business' performance on eight drivers proven to be
important to acquiring companies when evaluating a business as a potential acquisition target. Looking through your

questionnaire, | believe there are some critical insights in this report that applying them could take your business to the
next level.

Whether you want to sell your business for a premium now or simply know that you could, we've found that companies that
take the time to develop a strategy sell their business for 71% more than businesses who don't plan. We will help you
dramatically increase the value of your company by helping prepare it and you for an exit.

Connect Link Title

Connect with Your Advisor

Connect Link URL

Save and Continue

The Connect Link is a button that will appear in the report; you can put in any URL you want to. The
most common are a calendar booking link or a “Contact Us” page on your website. If you don’t have the
URL filled out, the button will be hidden. It’s suggested that the title be something that makes sense if
printed. Also, you may want to reiterate any contact details in the written section for the same reason.



4. Choose a Call to Action

This is used in every Report generated by the system.

Title

Next Steps

Body
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Your Value Builder Score is calculated through an analysis of your business' performance on eight drivers proven to be
important to acquiring companies when evaluating a business as a potential acquisition target. Looking through your
questionnaire, | believe there are some critical insights in this report that applying them could take your business to the
next level.

Whether you want to sell your business for a premium now or simply know that you could, we've found that companies that
take the time to develop a strategy sell their business for 71% more than businesses who don't plan. We will help you
dramatically increase the value of your company by helping prepare it and you for an exit.

Connect Link Title

Connect with Your Advisor

Connect Link URL

Save and Continue






