“valuation + succession for the modern marketing firm"”“—september 14, 2018.
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a gathering of disciplined + courageous + intelligent + modern creative leaders.
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| e belief that informs

~ my advisory work with
independent, expert
marketing firms is this: firms
fail or thrive based almost
entirely on the quality of
their business decisions.
However creative you are,
unless your business is run
on sound principles you're
not going to be around long,
and your actual and potential
clients won't benefit from
your expertise.

A prime example of this
challenge is the fact that
very few firms succeed past
the original owner group.
While e led 160+ equity
transa s of all types,

it's still rare. Do you want

to be one of the firms that

' your investment?

Nt ow how
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by building toward a succession process

where the buyers come from,
how they evaluate a firm

like yours, and what they're
willing to pay? And would you
like to run your firm so that
it's far more likely that you'll
benefit from succession?

If so, this one-day intensive

is for you. It's our rarest (only
once every year) and most
expensive (there are no other
sources for this, specifically
for smaller marketing firms)
and it's only for principals or
employees who want to buy a
firm, but you'll be amazed at
what you can learn in a solid
day.

Every firm that attends is not
for sale, and few of them will
be, but you'll learn as much
from fellow attendees—their
struggles and triumphs—as
you do from the material.

We'll talk about when and
why you are most likely to
begin thinking about this.
Oddly enough, it's not tied
directly to your age but one
particular financial obligation
and two challenges that tend
to wear principals out.

We'll then put our science
hats on and walk through
valuation theory and
application. You'll learn about
weighting, multiples, EBITDA
adjustments, normalizing
principal compensation,
inverse multiples, equity vs.

goodwill, client concentration
penalties, and standard
deviation. You'll be able to
play with the formulas and
get a rough idea of your firm’s
value.

Then we'll put a buyer’s hat
on and look at your firm like
they will. What's important
and what isn't. You'll be
surprised by a few things, like
how unimportant (to them)
your employee base is and
how important other things
are.

...whether it happens or not.

Then you'll craft your own
plan for dealing with that
inevitable offer that will come
your way. What do you tell
them and when, and what
should you do on your own
before bringing a professional
into the picture? We'll
describe the story (only in
part financial) that you'll craft
to maximize the value of your
firm.

A significant amount of time
will reveal the major buyer/
seller scenarios, like holding
companies, equal mergers,
acqui-hires, non-traditional
buyers, strategic purchases,
buying capacity, selling only
the accounts, and of course
the intricacies of transitioning
the firm to one or more key
employees.

Finally, the future is
so quickly that we
start planning it r
be here sooner t
future was.
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the right positioning + the right business performance = remarkable results.

FRIDAY, SEPTEMBER 14 PRICE
) $1,800 per attendee
9:00 to 9:45 Introduction and Introductions; When/Why Succession Surfaces N ; o
10:00 to 11:30  Valuation Theory and Application to Your Firm ' Payment due in full at r¢ on. Tuition fees are non-
11:45 to 12:15 What Buyers Look For and Care About...and What They Don't - reﬂ%”dab'e- Substitutes R LY point, ,th(,)UQh' and
12415 t0 1:15  Lunch, On Your Own with Other Attendees registrations canbe ir-_—_—_ i VS Wilisin Onelycar
1:15 to  1:45 Crafting Your Own Firm’s Story in Looking for a Buyer » Principals/partners and 3 o leaders will be KOS comfortable.
1:45 to 2:30 Dealing with that Inevitable First Offer : Travgl and accommod ons and mgals are not included,
2:45 to 3:30 Typical Buyer/Seller Scenarios (inc. Acqui-Hires) ' 1 .I\/Iullt!ple attendee; o thg by f'”’*.‘ shieJbedcT mplgiegan
3:30 to 4:00 Unique Challenges of an Internal Transfer to an Employee - Ineliigualregisiiation) Inque about.d|scount ferihree or mofe
attendees from the same firm. No discounts for subsequent
;‘ events, unfortunately.
ACCOMMODATIONS
We aren’t holding a room block, but there are many hotels near
the venue.

REGISTRATION
To register, please follow this link:

https://2018succession.eventbrite.com




s this a fit for me? That'’s the

question I'd ask in your shoes,
so let me take a stab at giving
you a candid answer.

Most everyone here will be a
partner/principal or someone
who is seriously thinking of

buying a specific firm. Either

way, you'll get the most

- benefit if two things are true.

First, you have access to the

~firm’s financial data. Second,

you are in a position to impact

- the firm’s performance, either
directly (by making changes)

or indirectly (by making

recommendations to sO'meorre ~ how to calt‘alate them @nd

who can). e
There will be no forced
disclosure of yourfirm’'s
financial performance, but it
will be useful if you can run
a few calculations on your
own ﬂumbers We | 1|Iustr¢e
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help us put the right group together.

 tack on a weekend in
NESVIIER in our “happening”

We've oriced this one-day

then guide you in doing it for seminar so that all the

. yourself, especially around partners can come together.  city.
‘valuatron theory. ““'_‘ . Depending on whereyou
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