Your Journey
Qur Process

Start your Journey .
Request your Choose Legacy Meet with Choose the Receive
Business Valuation as your Parnter Potential Buyers Right Buyer Funds
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Education CIM & Pro Forma — Market Engagement —» Deal Structuring  Diligence & Close
& Valuation Model Creation & Negotiations
e Gather data & assess financials e Build your financial model * Facilitate meetings with ® Receive and compare e Verify financials with buyers
e Educate on current market, deal (Pro-Forma) bléyers Soyou can de’lt(ermiqne offers e Collaborate with legal to ensure
structure, buyer culture e Develop your presentation S BRI D) BRI e e Negotiate on your behalf strong contract terms

e Deliver a valuation presentation (CIM) toyield best results e Support operation and system

integrations for transition
(IT, HR, Accounting)
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Legacy Advisor's Role



