DONE FOR YOU - BUY SIDE AND GROWTH SIDE

We find the business, we buy it,
then we run the growth.

This is the actual work — the systems, the documents, the reports and the dashboards your
engagement produces. Every screen here is from the platform we run for clients.

PART 1 Sourcing, analysis and the offer PART 2 The growth system we install after close

What one month of buy-side work looks like

Across the active client book, last 30 days.

23 2,090 623 144 71 Offers

20 active ~70 / day 29.8% 23.1% 49.3%
the judgment



We find it, vet it and buy it

Three ways to find a business worth owning — and everything that happens once one is in hand.

o1 Your buyer profile

Every engagement opens with a full interview — your background, operating experience, capital position and what you're actually
equipped to run.



The interview, written up

Geography, financing capability, career track record, operating experience and acquisition criteria — the document brokers read before
they decide whether to take your call.

[ ] @ Buyer profile — prepared from the onboarding interview

Every engagement starts with an interview

Background, operating experience, capital position, geography and the businesses you're actually equipped to run — written up as the profile brokers receive.

Buyer Profile

Buyer, actively acquiring

? Geography

Colorado, Texas, Oklahoma, Wyoming, Utah, Nebraska, Kansas, New Mexico, Arizona

%, Direct contact

Phone:
Email:
Linkedin:
Calendar:

& Financing capability
« $1M — $2M purchase price
« Equity injection verified - SBA 7(a) pre-qualified

Background & track record

Software engineer for 15+ years across embedded development, telecommunications and enterprise storage — including IPv4/IPv6 protocol features, Wi-Fi hardware
platforms, video-on-demand systems, cable TV services and storage infrastructure. Also systems integration, software architecture, cross-team technical leadership and client
training.

Key contributor at two major technology companies. Recently advancing into lead and principal engineering leadership, with a portfolio of delivered production systems
including nationwide infrastructure, next-generation cable platforms and enterprise storage.

Work experience

Managed and contributed to 4-5 major engineering teams, with certifications in Dell systems, Cisco, cybersecurity and agentic Al. Four-plus years running engineering
operations across national infrastructure. Increased system performance and delivery efficiency across multiple product lines. Has held every role in the engineering lifecycle —
architecture, development, integration, QA, field support and client education.

Managed technical projects including system deployments, vendor coordination and platform migrations. Experience in international product sales support, merchandise and
infrastructure tracking, customs and shipping documentation. Built tooling to replace manual tracking and inventory procedures. Certified presenter at three industry
conferences.

Acquisition criteria

Geography: Texas, Oklahoma, Wyoming, Nebraska, Kansas, Utah, New Mexico, Arizona
Minimum cash flow: $250,000 — $300,000
Type: Simple service-based businesses - recession resistant

Advisory & deal support team
¢ In-house underwriting
« Acquisitions.com as buy-side advisory team

« After LOI acceptance: quality of earnings support, legal team, dedicated lending partners

This is what the broker sees before they decide whether to take your call — which is why it gets written properly rather than filled in from a form.



Accounts opened on every platform

A complete buyer identity built for you — marketplace logins, broker portals and auction sites, created, verified and maintained so you
arrive as an established buyer rather than an anonymous signup.

® © @ Account credentials — managed per client

We open and run your accounts on every platform

A separate buyer identity per client — marketplace logins, broker portals, auction sites and the tools that sit behind them. Created, verified, warmed, and maintained by us.
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Why it matters. Brokers and marketplaces treat a buyer with a complete, established profile very differently from a fresh anonymous signup. Credentials are held securely and never shared
between clients.

[ 20+ PLATFORMS PER CLIENT

o2 Listed

Sixteen marketplaces, scanned daily against your buying criteria. Deals are scored and the strongest are applied to automatically.



Every marketplace, every day
One engine watching all of them, so nothing that fits your criteria gets missed on the day it lists.
SOURCES MONITORED

BizBuySell BizQuest DealStream BusinessBroker.net BusinessesForSale BusinessMart LoopNet Axial Sunbelt

Transworld Synergy KMF Business Modification Vested Showcase Realmo

Deals scored, then applied to automatically

Every listing is scored against your buy box. Top-scoring deals are submitted for you — up to 50 a day — and tracked through every
stage.

Listings monitored 500
Submitted on your behalf automatic
Daily submission ceiling 50
Stages tracked 6

NEW FITS FILTER QUEUED SUBMITTED REPLIED NDA RECEIVED



Your live deal board

Colour-coded by stage: under LOI, under contract, sold, or passed — with the reason recorded.

- Deal Flow Hroo

|]! Chris

File  Edit Format Data Tools Gemini Help
s b @ @ § 100% v | $ o, 09 v|-(m]+|8 1 AN @ i A+l o Y @3
63 "
s c [ 3
Title Link am UNK Financial Analysis LINK
L U o AAAAES B8, S VIR | IR R i L. AR 1 SR A Y,
i 3 i PAGE COULD NOT FOUND
High-Growth Outdoor Living Construction Company hitps: /v 1. com/busin i
4 Highly Profitable Daycare Center for Sale — Prime Morrow, GA Loc Day Care and Child Car hitps://wwwi bizbuysellcom)business-o
* Commercial Landscaping C Strong G Yard hp: itps://dos April 23ra
Thriving Health Care Business for Sale — Over April 29th
, GA- inancing Trucking Companies > tps://wwbizbuysell com/business-opportunity, PAGE COULD NOT FOUND
Commercial Lig Instaliaton, o i  UNDER LOI - Aprl 26th
“Highly Profitable Ortando Paincing Company | $450Ks SDE | 5-5t Other hitps:/ fwiww bizbuysell.com/business-opportunity,
Established Central lorida Precision Manufacturing Company for Sale hieps: hitps: g April 27th
41 Successtul, Fast Growing HVAC Company HVAC Businesses > - gle May 25th
Ortando, FL - Automotive Regair Franchise NA tps:/ v bizbuysell.com/business-0pportunty,
X o5 nmps May 26th
“ Ortando, FL - Strong Margin Automotive Repair Franchise NA hteps:/fwww bizbuysell.com/business-opportunity,
Drywall and Paint Business For Sale in Central Florida itps://wwwebizbuysell.com/business-opportunity,
Movie Television Staging Manufacturer Banquet Halls > Produs https://www bizbuysell.com/ business-opportunity, sent info directly on email
Top-Of-The-Line Preowned Automobile Dealership!l! Car Dealerships __ https://wwwibizbuysell. com/business-opportunity,
40 year old COMMERCIAL custom cabinet shop w/ S3KK in quote: Other https:/fwiwwe bizbuysell.com/business-opportunity, Under Contract
High-Profit AAMCO Center with Outstanding Manager, Sales & Te Auto Rep: s R
» to get back to this deal ih 2 wee
Central Florida Dumpster Rental Franchise — SBA Pre-Cualified  Waste opportunity,
51 Very Successful Granite and Cabinet Business Other p
20 year old OBGYN Practice Medical Practices i (OBGYN that owns the practice
Franchised Printing Company. per g 3
Successful Boutique Immigration Law Firm Legal Services and Law hitps://wwwi bizbuysell.com/business-opportunity
5 FedEx Linehaul Routes - Oriando, FL - Vehicle Financing Trucking Companies > hitps://www bizbuysell. com/business-opportunity,
15yr Estabiished Florida Seaplane Tour, Training & Charter Comp Other > Other hitps://wwebizbuysell.com/business-opportunity, DISCQUALIFIED as per Edward
Versatile Campus For Growth Or Redevelopment htps:/fwwe bizbuysell.com/business-auction/vers
. crion Ausk izl Apri 28th
Very Profitable; Established Truck Accessories & Parts Truck Stops > Other iy, T - May 4th
High Margin Lawn Sprinkler Business, S1M» Rev hitps://drive googie Jidoc: May 28t
@ itps://unwwebizbuysell com)business-opportunity, wrote via WhatsApp
8 Established and Profitable / Printing, Signs, Embroidery, Wraps hitps I
% Online Auto Parts Business Well Established 550K Gross Sales itps://wwwbizbuysell com/business-0pportunity
The UPS Store for Sale Orange County S288K Income/ 51 Milion in Sales ttps://wwwebizbuysell.com/business-opportuniy,
% Cash Cow Junk Removal Business For Sale tps:/fwww bizbuysell.com/business-opportunity,
&7 Beauty Salon and Spa For Sale Kissimmee, FL itps:/fwwe bizbuysell.com/business-opportunity
% Modern Europesn Furniture Retailer ips ntps /) june 15t
Highly Profitable Oriando Painting Company | S450K+ SDE | 5-Star Mark hitps:/ wew bizbuysell.com/business-opportunity,
Plumbing Business with Real Estate for sale hreps: ) 8 C -CiMpaf May 25th
71 MAJOR PRICE - Reduction due to owner Relocation 3 June 15t
7 Custom Window Treatments Tailored to You oy hitps.//o June 15t

Stable Amazon Business doing S65k/Month
\mercial landscape company

Deal Flow v Florida v 3 HotLeads ~

ttps:
https://ww bizbuysell.com/business-opportunity,
https://www bizbuysell.com/business-opportunity,

Introduced to

" hitps /wawloopr 1 Aoy | ox
Brokers Name Email Cont. - :

e v g A niogeEI
Alex Beringer Management
Natalie Jackson 8132
Serina Nisewonger 404-519-7055
Ann Barham abarham@tworid.com (770) 766-9855  Transworld Business Advisors « https:/fwww e
Mike Daye 404-595-2458
Alex Beringer FXG Management.
sim Boyd 8444150865 National industry Network
Joshua Douglas 2072180625 Notlisted
Lee Ossin 689-207-3651  Crowne Atlantic Properties, LLC
Darin Jerger/ igrant@aegic 949-541-9746  Aegi uc
No broker listed NA NA

Oriando@weselirestaurants com  321-204-6102 W Sell Restaurants
Nobrokerlisted ot available NA NA
Luis Delancer 2072743487 Notlisted
Dean sena ‘worldbrokers@aol.com 786-509-5526  World Business Brokers Inc
Elo Serpa elioserpa@gmail.com 6892024624 Authentic Bussines Brokers LLC
Doug Dickerson ("GO 2 GUY" at Transworld) 689-600-3229  Transworld Business Brokers of Central FL
Joe Ram joe@oriandobusiness broker 689-216-4652  Florida Business Brokers & Advisors LLC
Michael Canales 689-2204848  First Choice Business Brokers
Dan Syder d c Florida B Exchange. Inc
Emily Herbert 689-219-5654  Transworld Business Brokers of Central FL
Mario Capaldo 3218004148 VR Business Brokers
Michael SheaPA.  mike@tworld.com 786-933:8615  Transworld Business Advisors of Tampa
Alex Beringer 6262306114 PXGManagement
Dean Kantis 954-751-3868 twork, Inc
Lauren Vazquez Iazquez@lee-associates com (352) 2224590 Lee & Associates Commercial Real Estate
Jesse Hastings jesse@cohadvisory.com 3217664314 CBH Business Group
Mario Capaldo i

, CMEAP The Lawn Boss
Oliver Slawik slawikoliver @me.com
Merio Capaido mcapaldo@vrbusinessbrokers.com  689-207-3616 VR Business Brokers
abdul bhati 516455-2584
Jim McEiroy jim@acquisitionbusinessconsulting ¢ 470-5524961  ABC
Anthony Shard -603-0584
David Cepeda 561-450-9339
Daniel Vasconcelos  dvasconcelos@fcbb.com 3213407672 First Choice Business Brokers - Lake Nona
Joshua Douglas 407-218-0625
Ossin om om
Alex Oroxco s0rozco@ibfadvisors.com 9085290690 International Business & Franchise Advisors.
Alex Fraser afraser@twortd.com 3868537161 Transworld Business Brokers of Central F
Ben Wood 3852210372
904-627-8059

James Brogden

f Converttotable ~

x



What we capture on every deal

Location, revenue, EBITDA, cash flow, year established, employee count, seller type and intermediary — before anyone spends time
reading it.

) K L " N o » a R
| LOCATION | sTATE | DATE ADDED| REVENUE | EBITDA | casH FLoW | YEAR | NUMBER OF | SELLER TYPE| NAME | FIRM | INTER

Alpharetta, GA Georgia 04/17/2026  $3,086,925 Not Disclosed $525,000 2020 8 agent Stuart Levenberg The Business House Inc. 4703
L3
]
Roswell, GA Georgla 04/17/2026 $3,250,000 $365,000 Not Disclosed 2009 40 owner Thiago Pereira 6785
|
Atlanta, GA Georgia 04/17/2026 $1,100,000 Not Disclosed $323,500 2015 16 owner Bobby McMurray 678-8

03 Pre-market

Relationships with brokers across the country, so their listings reach you before they reach the market.

A national broker network

Name, firm, direct contact and credentials — heaviest in Florida, California and Texas, with coverage in every state we buy in.

Brokers in the network 2,737
With direct contact 1,228

Worked each week 150—200



How the relationship gets built

A structured sequence over two weeks — introduction, credentials, your buy box, then a direct ask for anything not yet listed.

1 Introduction — who the buyer is and what they're funded to acquire

2 Credentials and the specific buy box

3 Market note — what we're seeing in their sector

4 The ask — anything pre-market? NDAs signed same day

5 Close the loop and keep the relationship warm



What comes back

Confidential memoranda, executive summaries, P&Ls, income statements, balance sheets and financial recasts — filed per deal, per

client, and read in full.

« > BROKERS > CIM~ =

4 Ask Gemini Summarize, analyze, and get up to speed with files in this folder.
) Suggest file moves Type ~ ‘ ‘ People ~ ‘ ‘ Modified ~ ‘ ‘ Source ~
Name Owner
EE 1. (START HERE) NEO SABERS Business Summary 2% Norielyr
1.1.25-12.31.25 P&L SDE.xIsx &% Norielyt
[EE st Stop - Executive Summary.pdf 2% Norielyt
EE 2 Premier Desert Locations-Restaurant & Bar + Bakery Cafe -$6.7M Sales.pdf 2% Norielyr
EE 3 Palms Market Report.pdf 2% Norielyr
EE 4 - 838 Construction CIM - 11-4-22.pdf 2% Norielyn
B 4_10_25EnergySalesServiceCIM (1).pdf 2% Norielyr
B 04.25- 03.26 12 Month Trailing - NRMGS.pdf 2 Norielyr
EE 25+ Year Thriving General Contracting &% Norielyn
[EE 50-Year Established Flooring Remodeling Business.pdf 2% Norielyn
B 508 MS Diagnostic Laboratory copy.zip &% Norielyr

B 517 MZ Collision copy (1).zip &% Norielyn

M) 1259 Confidentiality Agreement Horizon.docx &% Norielyn
B 1702 E Main Street.zip &% Norielyn
B 1944 Pre-Offer The Med Spa.zip &% Norielyn
1993 Full Service Marketing Firm Profile.pdf a% Norielyn
2025 Income Statement.pdf a% Norielyn

2025_and_2026_jan_apr_p_|_comparison.pdf a% Norielyn

® B 8B A

2025_p_l.xIsx &% Norielyn

0000000000 000000000060

B 2025_Year End_Balance_Sheet.zip a% Norielyn

Date modified

Jul 16 Norielyr

Apr 14 Norielyn

Jun 19 Norielyn

Jul 6 Norielyr

May 4 Norielyn

Jun 17, 2024 Norielyn Cz

Mar 9 Norielyn

Jun 23 Norielyn

Jun 26 Norielyn

Feb 26 Norielyn

Jul 6 Norielyn

Jul 6 Norielyn

May 30, 2024 Norielyn C

Jun 4 Norielyn

Mar 19 Norielyn

Mar 30 Norielyr

Jun 16 Norielyn

Jul 1 Norielyn

Jun 3 Norielyn

Apr 24 Norielyn

71 RECEIVED IN 30 DAYS

04 Off-market

Going directly to owners who never listed. The hardest channel to run, and where the least competitive deals are.



What it takes to run this properly

Five separate systems that have to work together. This is the part almost nobody builds.

1 Build the owner list from public data scrarING

2 Enrich with verified contact details ApoLLO - cLAY

3 Stand up dedicated sending domains 10-20 DOMAINS
4 Warm them so mail lands in the inbox 2-3 weeks

5 Run outreach at volume, monitored daily INSTANTLY

Databases most buyers never see

Private company data covering millions of businesses that will never appear on a listing site.

SourceCo - 200M+ businesses Grata - 16M companies Kumo - 100K+ live deals SourceScrub - 15M+ Inven - 23M companies

PrivSource IBBA Directory SearchFunder

Approaching the owner directly

A three-week sequence to an owner who has never thought about selling — opening with a qualified buyer, closing with a reason to reply
either way.

Owners approached weekly 100—150

Sequence length 21 days

05 We act as the buyer

Applications, NDAs and every piece of correspondence go out under your name, from your address — so brokers deal with a buyer, not
an agency.



NDAs signed and returned same day

Confidentiality and non-circumvention handled for you, so nothing waits on paperwork.



NON-DISCLOSURE AND CONFIDENTIALITY AGREEMENT

Date: 07/07/2026
Re: Established Luxury Watch E-Commerce Business For Sale (the “Business”)

This Non-Disclosure and Confidentiality Agreement (the “Agreement”) is entered into by the undersigned
prospective buyer (“Buyer”) for the benefit of the broker representing the Business (the “Broker”) and the
owner(s) of the Business (the “Seller”). In consideration of being furnished confidential information
regarding the Business, Buyer agrees as follows:

1. Confidentiality. All information furnished regarding the Business, whether written or oral, including its
identity, financial statements, customer and supplier information, and trade practices (the “Confidential
Information”), will be held in strict confidence and used solely to evaluate a possible acquisition of the
Business.

2. No Disclosure. Buyer will not disclose Confidential Information to any third party except professional
advisors who need it for the evaluation and who agree to confidentiality terms at least as restrictive as this
Agreement. Buyer remains responsible for any breach by its advisors.

3. No Contact. Buyer will not contact the Seller, or the Business’s employees, customers, suppliers, or
landlords, except through the Broker.

4. Non-Circumvention. All negotiations, offers, and inquiries regarding the Business will be conducted
exclusively through the Broker, and Buyer will not circumvent the Broker in any transaction involving the
Business for a period of two (2) years from the date below. Should Buyer purchase or lease the Business

during that period, Buyer will protect the Broker's right to its fee under the Broker's agreement with the

Seller.

5. Return of Materials. Upon request, Buyer will promptly return or destroy all Confidential Information
and any copies.

6. No Representation. Buyer understands that neither Broker nor Seller makes any representation or
warranty as to the accuracy or completeness of the Confidential Information, and Buyer will independently
verify all information material to its decision.

7. Term. The obligations of this Agreement remain in effect for two (2) years from the date below.

Agreed and accepted by Buyer:

144 SIGNED IN 30 DAYS



o6 Analysis

The same questions asked of every business, then a human argues with the answers. This is where deals get killed before they cost you
money.

Where the real risk shows up

Earnings falling year over year, labour running above the industry ceiling, expenses that can't be categorised, an owner who is the
business.

4+ Summark

Deal Notes

Overall i think the deal is too overvalued and is going down. 13 years established

SDE dropped significantly from 5841.208 in 2024 fo $513.593 in 2025

Al 35.59%, labor costs are significantly higher than the industry average "High" of 25%

The 2025 performance dip is partially attributed to the owner stepping back from active oversight
While options exist. one main lease expires in May 2027

The owner cumently works approximately 5 hours per week and is described as semi-absentee
NO MANAGER. however the SDE was calculaled assuming a full ime manager.

Questions

Can you provide a detailed breakdown of the 5327,000 drop in SDE between 2024 and 2025 beyond “industry-wide decline”™ 7

What is the specific imeline and remaining capital expenditure required to fully cperationalize the new lounge and event space

Why are labor cosis cumently 10% higher than the indusiry high average, and what is the plan fo normalize this?

Given the "semi-abseniee” status, what specific responsibilities does the owner still handle in those 5 hours?

Whal portion of the cumrent $4.6M in sales is expected to migrate to the new event space versus being entirely new "incremental” revenue?
Are there any specific "Uncalegorized” expenses (5118 998 in 2025) thal could be further optimized post-sale

Hiring
Since the current owner has slepped back and hias dipped, a strong "hands-on™ manager may be needed to bring labor costs (35.59%) back in line with industry standards (20-25%)




Your due diligence report

Executive summary - revenue quality & trends - add-back audit and normalised earnings - margin and cost structure - working capital -

verification checklist - operations - customers - competitive position - transition terms - growth plan - risk register - recommendation and
proposed structure.
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Recommendation & Proposed Structure

16 PAGES 13 SECTIONS

A short-form analysis on every deal

Headline metrics, financing structure, three-year trend, top risks, owner involvement, the questions to ask, and who you'll need to hire
after close.

Owner Involvement

Owner works ~40 hrs/week as CEO; no true #2 manager — one admin/installation employee handies.

Acquisitions.com onroeuTaL o o fulfimen, not managemen
Value Reasoning

Lock Choice [ ) Asking §560K + ~$400K nvertory vs. weighted SDE ~S212K (eller’ igure) = ~2.6¢ mulple o SDE slone

. reasonable for dea, 3 sticter 3y avrage of actua

annual SDE figures (~$163K) and adiusting out weak add-backs, real cash flow is lower — buyer should
negotiate price down or structure seller financing to bridge gap.

$560,000 $162,667 344x Questions for the Broker
1. Canyou povide fullFY2025 tax et once fnalizet 0 conim th $196,065 SOE figure?
- . — 2. Why was N Before Tax negatve in both 2023 and 2024 prior o add-backs — s tis a recurting
157 $59.31 $56,000 patiernd
3 included in — any further ado-backs iding
nere?
4.Can we get detaisierms of lock supple st —n

transferablefexclusive to buyer?
Senior loan 80% - $448,000 @ 11.0% / 10yr > $74,054/yr

5. Whatls the true buyers
Sellernote 10% - $56,000 @ 5.0% | 2yr » $29,482/yr 6. Why s inventory on books ($50K) 5o different from stated real inventory value ($400K) — can this be
Eauity 10% - $56,000 verified via inventory count?

Total annual debt service $103,536
Post-Acquisition Hiring

- General Manager/Operations lead to replace owner's 40 hrs/week (~$65,000-875,000/yr)

What the business does - Consider 2nd warehouse/admin support as volume grows (~$40,000/yr)

B of door locks and systems for
hotels/commercial real estate, based in City of Industry, CA, operating since 2003. Next Steps

R 1. Ask broker for finalized FY2025 tax return and reconciled PBL (currently only partial-year internal P&L
3-Year Profit Trend.

available)
- 2023 SDE: $171,837 (18% margin) on $949,532 rev 2. Interview owner directly on reason for negative pre-adjustment profits in 2023/2024 and
- 2024 SDE: $119,198 (15% margin) on $805,937 rev transitionftraining plan
- 2025 (8mo annualized-ish): $196,965 (30% margin) on $650,589 partial rev — big swing driven by 3. Have accountant stress-test add-backs — especially family salaries, travel/phone, and retirement
expense timing/add-backs contributions
4. Verify exclusive supplier agreement is assignable to new owner in writing
Top Risks 5. Conduct physical inventory count to confirm true ~$400k inventory value vs. $50k book value

6. Structure offer near $500-520k (vs 560K ask) plus verified inventory, with seller carrying 10-15% note
contingent on employee retention and training period completion

- Only 1active employee — key-person/bus-factor risk if they leave

- 100% product sourcing from China supplir —tarffsupply chain exposure

- Net Before Tax was NEGATIVE in both 2023 (-85,356) and 2024 (-$9,223) before add-backs
- Partis-year 2025 financias notyet fnaizedreconcied o tax eturn — numbers may shift A standout recurring- revenue BZB platform in your CA target zone — 70%- repeat revenue,
- Heavy reliance on non-standard add-backs (family salaies, ravel, phone, etrement) o reach sated SDE

exclusive supplier dal, and clear digital-growth upside to scle toward your SDE

07 The numbers

Price, debt, seller note, working capital and equity — modelled before anyone gets attached to a deal.



Does the deal actually service its debt?

Every structure tested against a coverage ratio of 1.5x or better. Below that, the business owns you.

E6 v JX
A =] C D
Santiago's Bodega - Orlando with Lounge Space https://drive google. comffile/d 1VSOPB7zuxgo-wZojoed45xabp T Decision

2 Fill ONLY the yellow boxed- the rest will auto populate

4 Suggested Purchase Price [2] 52,130,000 [With Real Estate included & $388k in assels]
5 SDE 1 $677,000 Last 2 years

&

£ Loan% 60%

g Loan amount 51,278,000

10 Interest Rate 1%

11 Amortization (years) 15 [Done 15 years on average. becsuse there's RE invoived]
12

13 Seller Financing (%) 30%

4 Seller Financing (3) $639,000

15 Interest Rate 5%

16 Amortization (years) 6

17

12 \Working Capital $50,000

8 Accounting & Legal + $5k fee $30,000

20

21 Equity Injection (%) 10%

22 Equity Injection (3) $213,000

24 Loan Debt Service (yearly) $174.309

25 Seller Financing Debt Service (yearly) 5123493

25 Total Debt Service (yearly) §297,801

27

28 DSCR (Debt service coverage ratio) 227 Should be af keast 1.5x

=

Yearly Casgh Flow Post Debt Service $379,199 Profit

FIETIN
od L=



The model behind the recommendation

Inputs on the left, results calculated on the right, and a clear recommendation at the bottom that a human can override with a reason.

John -

Anything to remember on this deal — a call recap, a number to double-check, a to-do...

2 YOUR NOTES ON THIS DEAL (TEAM ONLY)
4

Acquisitions.com

Lock Choice
Deal & financing (edit) Results (auto-calculated)
Purchase price 560,000 SDE multiple 3.44x
Loan amount $448,000
SDE (profit) ~ 162,667
Seller financing $ $56,000
Loan % 80 % Equity injection $ $56,000
Loan interest 1 Loan debt service /yr $74,054
Seller debt service /fyr $29,482
Loan years 10
Total debt service /yr $103,536
i "
Seller financing % 10 DSCR 157
Seller interest 5 % Cash flow after debt /yr $59,131
Seller years 2 Total cash to close $56,000

Equity % 10 % Decision Undecided (suggest: GO) v

Working capital

Accounting & legal



How the purchase gets funded

Most buyers are surprised by how little of the price comes out of their own pocket.

Buyer — down payment 10%
Seller — carries a note 10%
The bank — SBA 7(a) 80%

SBA CEILING NOW $10M

0s Capital

Proving you can pay, then finding the money. Brokers won't release a memorandum without evidence of funds, and the best deals need
more than one source.



Proof of funds, on demand

Requested before a memorandum is released. Generated per deal so a broker's request never stalls your position in the queue.

Generate Proof of Funds Letter

Acquisitions.com — internal POF tool

BUYER FULL NAME *

e.d. John A. Smith

BUYER ENTITY (OPTIONAL)

e.g. Smith Holdings LLC

TARGET | DEAL REFERENCE

acquisition of an established U.S.-based business

DATE

20/07/2026 ]

Locked fields (always the same):

« Approved amount: $500,000 USD
« Funding window: 10 business days

« Validity: 90 days

« Signed by: Moran Pober, Founder & Managing Partner
« Issuer: Acquisitions.com

Generate Letter —



The letter the broker receives

On letterhead, referenced and dated, pre-qualified to a stated amount, valid 90 days, with a verification contact.



ACQUISITIONS.COM moran@acquisitions.com

support@acquisitions.com

BUSINESS ACQUISITION CAPITAL wpEEqmsitions.com

Date: July 9, 2026 Ref: ACQ-260710-R500E

To Whom It May Concern,

This letter confirms that Jim Var has been pre-qualified by Acquisitions.com to
receive acquisition financing in an amount up to $500,000 USD for the purpose of
Established Luxury Watch E-Commerce Business.

Funds have been allocated and are available for deployment. Acquisitions.com is prepared
to fund qualified transactions within 10 business days of executed definitive agreements,
subject to standard underwriting and customary closing conditions.

This is not a bank loan commitment. Acquisitions.com is a private acquisition capital
provider working with vetted buyers to close on small and mid-market business acquisitions.

Verification: To verify this letter, contact moran@acquisitions.com referencing the file number
above. This letter is valid for 90 days from the date issued.

Please do not hesitate to reach out with any questions regarding the buyer's qualification or
our funding capacity.

Sincerely,

Moran Pober
Founder & Managing Partner
Acquisitions.com

Acquisitions.com — Business Acquisition Capital - moran@acquisitions.com - acquisitions.com



Bank pre-qualification

A real lender reviews your financial statement, liquidity, credit profile and management experience — then puts a number in writing before
you make an offer.

[ J @ Bank pre-qualification — SBA 7(a)

A real bank letter, before you make an offer

Personal financial statement, liquidity, credit profile and management experience reviewed by the lender — so your offer arrives backed.

BYLINE BANK

July 15, 2026

Byline Bank
10 N Martingale Rd
Schaumburg, IL 60173

RE: Borrower Pre-Qualification Letter — SBA 7(a) Business Acquisition Loan

Dear

s

Based upon our preliminary review of the prospective borrower's personal financial statement, liquidity, credit profile, and management experience, Byline Bank is pleased to provide this

general pre-qualification letter for SBA 7(a) financing consideration.

Based on the information reviewed to date, the borrower appears qualified to pursue business acquisition opportunities with total project costs of up to approximately $1,000,000,

subject to satisfactory review of the acquisition opportunity and completion of our underwriting process.

This preliminary assessment is based upon the borrower's demonstrated financial capacity, available liquidity for the required equity injection, and relevant business and/or management

experience. The final financing structure, loan amount, and approval will be dependent upon a variety of factors, including but not limited to:

¢ Debt service coverage requirements

* SBA eligibility requirements

« Business valuation and/or appraisal results, if applicable

¢ Review of tax returns and supporting financial documentation
e Verification of equity injection and source of funds

o Final credit approval by Byline Bank

This letter is intended solely as an indication of the borrower's preliminary eligibility and financial capacity and may be used for general purposes in evaluating acquisition opportunities.

Sincerely,

Vice President — Business Development Officer
Byline Bank

This pre-qualification is not a commitment to lend. Any potential financing remains subject to, but not limited to, the following: 1) Review of the target business financial (historical and proj ,2) ble debt service
coverage and cash flow analysis, 3) Borrower credit review and background checks, 4) SBA eligibility requirements, 5) Appraisal and/or business valuation, 6) Final credit approval by Byline Bank.

SBA 7(A)



The investor room

Active acquisition investors, with role, mandate and direct contact — so a deal that needs equity has somewhere to go.

Investors on file 2,460
With verified contact 1,536
With direct dial 155

The debt room

Independent-sponsor and first-time-buyer lenders — deal focus, EBITDA band, check size and a named contact at each firm.

Lending firms 35

Named contacts 61

Typical focus $2M+ EBITDA
oo The offer

We structure it, we write it, and we put you in front of the broker with your position already made.



Every deal, side by side

Price, earnings, multiple, coverage ratio and annual cash flow — with the letter of intent and full report one click away on each.

GO/PASS to override. Open a deal to review the numbers, edit, and generate the LOI / Report.

(J DEAL DECISION

wh Loomis Construction, LLC (2 files combined)
Will
(J $385000 SDE$177,007 2.18x DSCR2.49 CF $105,826/yr m PASS

Q) Loomis_Construction_CIM LBB.pdf + Financial Recast_Loomis.xlsx = email thread

#£s Generate LOI ul Generate Report

wH Loomis Construction, LLC (2 files combined)
Will
() $385000 SDE $177,007 2.18x DSCR2.49 CF $105.826/yr m PASS

Q Loomis_Construction_CIM_LBB.pdf + Financial Recast_Loomis.xlsx email thread

#4s Generate LOI nl Generate Report

v Lock Choice
Jim Van

C] $560,000 SDE $162,667 3.44x DSCR 1.57 CF $59,131/yr @ PASS
) CBR-LC.pdf = email thread

#Zs Generate LOI ul Generate Report

w  Lock Choice
Jim Van

D $560,000 SDE $162,667 3.44x DSCR 1.57 CF $59,131/yr m PASS
Q) CBR-LC.pdf = email thread

@ LOl v 1l Generate Report

fv - Flavian - Buyer Profile (Not a CIM)
Flavian

C] — SDE— — DSCRO0.00 CF $0/yr GO
Q Flavian Investor Profile.pdf = email thread

#&s Generate LOI ul Generate Report

rv Buyer Profile / Investor Sheet (Flaviar — NOT a CIM/business listing
Flavian

(J — SDE— — DSCR0.00 CF $0/yr GO
Q) Flavian Investor Profile.pdf = email thread

#£s Generate LOI ul Generate Report

am Super Express (Super Clean Express Laundry) (2 files combined)

Arturo
[:] $1,390,000 SDE $358,840 3.87x DSCR 1.40 CF $101,849/yr GO PASS
Q) DD DETAIL 2.pdf + DD 750k xlsx = email thread

% Generate LOI ul Generate Report



Letter of intent

Price and terms, risk contingencies, assets in and out, diligence and closing timeline, exclusivity and signature block.

wl Closing Timeline Sotr

Letter of Intent

Letter of Intent for the Acquisition of Lock Choice

simvan
Compary) from s ounar (e "Saer),on tetrms cutind below. This Lte ofnent s niences 0

wavel, prene,
2024 (89223 Confidentiaity — Binding

Secton 4,0 Section (Costa

Purchase riceand Payment Terms Secton 2 oidoack, not i  educton i hesding price.

" g on e partes.

e o bolete

ot grond vaatin.

e purchase e i roposed o be s

10year from e Sectin 2 Sater ot hdback.

~sea
74054

Asselsncluded

000 casno clos

Due Diligenceand Cosing Condiions

FRisk Nitigation & OperationalContingencies

A Koy

the o' ~40 sweek. portan of the SeferNote ol desarived n Secton 1 elessss on

The introduction, already made

Sent from your address with your buyer profile and calendar attached, so the broker arrives at the call already knowing you're serious.

Hi [Broker First Namel],
| signed the NDA and had a chance to review the CIM for (@)oo elg M TWANETE .

From what I've seen so far, it looks like it could be a fit for us. Before putting together an offer, I'd love to connect for a quick 15-20 minute call, introduce myself, and ask a few questions about the
business.

Are you available today or tomorrow?

I've attached my buyer profile and included my calendar below to make scheduling easy. Feel free to grab any time that works, or just give me a call directly.

[Calendly Link]

Direct: [Phone Number]

Looking forward to connecting.
Best,

[Buyer Name]

[Buyer Entity]

WHEN DO WE DO INTRODUCTIONS? in the COLUMN INTRODUCTIONS you will see either a YES or NO, once you see a yes in that particular day, we log into the client gmail and email them this
template to get a call booked for our client (edited

10 What you see

A report every single day, and a live board you can open any time.




Your daily activity report

Brokers contacted, replies received, NDAs signed, proof-of-funds letters sent, memoranda received, deals analysed and calls booked —
then the actual replies and every document attached.

[ J @ Daily activity report

Acquisitions.com — Daily Activity Report
2026-07-20 - past 24 hours - buy-side deal sourcing & outreach on your behalf

< Brokers contacted on your behalf 38
~+ Broker replies received 17
4. NDAs signed & sent 23
&3 Proof-of-funds letters provided 1

* CIMs / financials received (last 7 days) 14
ul Deals analysed (last 7 days) 19
Follow-up emails sent 46
%, Broker calls booked for you 4

Replies received today

o chris < > — Established Roofing & Construction — CIM attached

¢ doug < > — RE: Residential Cleaning Franchise (vehicles included)

e greg < > — RE: Pool Construction, Service & Retail — financials to follow
¢ lynzey < > — Distribution Route, Cincinnati OH — NDA countersigned

¢ paul < > — Commercial Landscaping, $1M+ revenue — call Thursday?

» william < > — Two route packages, both under $450k

e gregory < > — HVAC & Refrigeration — sending P&L and add-back schedule

¢ marisol < > — Precision Manufacturing — asking for proof of funds

« dwight < > — Auto Repair, 2 locations — seller open to carry

¢ anita < > — Senior Care Agency, $2M revenue — CIM on request

Documents received

e ) CIM — Roofing & Construction (2 files, financials included)
e ) CIM — Commercial Landscaping - P&L 2023-2025

« % Financial recast — HVAC & Refrigeration

« % Executive summary — Senior Care Agency

e ) Add-back schedule — Auto Repair, 2 locations

You get this every day — including the quiet ones. When a day is slow the report says so, so you always know exactly where things stand.

EVERY DAY, INCLUDING THE QUIET ONES



Your deal portal

Every deal we've vetted for you, why we like it, the numbers, the broker's details, and a next-step checklist.

Acquisitions.com

Jim, your deals.

Every deal here is one we've already vetted, signed the NDA on, and analyzed for
you. Your move on each: call the broker — we handle the rest.

1 deal - updates save automatically - your team sees everything you write here

Lock Choice 9

Why we like it for you: Asking $560,000 + ~$400,000 inventory (~$960K total) vs. true 3-yr avg
SDE of ~$163K = ~5.9x multiple on SDE alone, or higher once inventory is included — rich for the
addback-heavy earnings shown. Seller's own weighted SDE claim of $212,524 is more optimistic
than a straight 3-year average and leans heavily on an...

* Read the full deal analysis we prepared -

ASKING PRICE OWNER PROFIT /YR MULTIPLE DSCR CASH FLOW AFTER
$560,000 $162,667 3.44x 1.57 eet
$59,131

CASH TO CLOSE
$56,000

= Email John

John— mention you're the buyer who inquired by email; your NDA is already signed.

YOUR NEXT STEPS 0 of 4 done

1 Review the analysis
The numbers above — price, profit, and what you'd take home.

2 Call or book the broker
The green button above — a 15-minute intro call is all it takes.

3 Meet the owner
The broker sets it up. Great deals are won in this meeting.

4 Decide
Say the word and we prepare the LOl — you sign, we do the rest.

Where is this deal? To review v



Then we install the growth system

Buying the business is half the work. This is what gets installed in the first ninety days after close — the front
office, the marketing, the money and the reporting. Built for any local service business; the screens below use a
heating and cooling company as the worked example.

01 Never miss a lead

Most service businesses lose one call in five, and 41% of calls arrive after hours. That stops on day one.

Every call answered, day or night

Answered in two rings, qualified, address captured, booked to the live calendar, confirmation sent — and escalated to a human the
moment it should be.

o @ Call recording — after hours, booked

Sunday, 8:47 PM — inbound call

Answered in 2 rings - 1 min 52 sec - outcome: job booked

Al Thanks for calling — this is the after-hours line. What's going on with your system?

Caller My AC just stopped. It's blowing but it's warm air.

Al Sorry — that's miserable in this heat. Is anyone in the home who's elderly or medically vulnerable?

Caller No, just us. But it's 84 inside.

Al Understood. | can get a technician out first thing tomorrow between 8 and 10, or | can flag it for the on-call tech tonight at the emergency rate. Which would you prefer?
Caller Tomorrow morning is fine.

Al Booked. Can | confirm the service address and a mobile number for the confirmation text?

Caller Yes — [address confirmed], and my cell is [confirmed].

Al You're on the schedule for tomorrow 8 to 10 AM. Diagnostic is $89 and it's waived if you move forward with the repair. You'll get a text with the technician's name and photo

before arrival.

CAPTURED AUTOMATICALLY WHAT IT REPLACED
Name & mobile v Voicemail no callback 85%
Service address v Answering service $1,400/mo
Issue & urgency v Missed after-hours 41% of calls
Booked slot v

This call's value $4,180 job

Pushed to CRM v



Speed to lead, visible in the team channel

Every call, booking and escalation posted as it happens, with a daily summary at close of business.

[ ] @ Slack — #speed-to-lead
# speed-to-lead

Al Receptionist 6:42 P\

%, Inbound call — (614) ***-2891 - no heat, furnace not igniting
Answered in 2 rings (4.1s) - qualified - address confirmed

“, Booked tomorrow 8:00-10:00 AM - assigned to Marcus T.
;~ Confirmation SMS sent - added to CRM

Al Receptionist 7:15 P\

%, Inbound call — (614) ***-4417 - quote request, AC replacement
Answered in 2 rings (3.8s) - after hours

“ Estimate booked Thu 1:00 PM - financing pre-screen sent

Escalation 7:48 P\
@ Emergency — water leak, active. Customer asked for a human.
-f On-call tech paged - Al paused this thread - ETA sent to customer

Daily Summary 9:00 P

Today: 58 calls - 58 answered - 0 voicemails - 24 booked - 3 after-hours emergencies
Avg speed to lead: 4.3 seconds - slowest 11s

Estimates awaiting follow-up: 6 (sequence running)

Before this was installed: 1in 5 calls went unanswered and 41% arrived after hours. Every one of those is now answered, qualified and booked.

4.3 SECOND AVERAGE RESPONSE

02 One system of record

Call, text, web form, Google and Facebook all land in one place, against one customer record.



Every lead, every stage, one board
Nothing gets owned by nobody. Every estimate has a follow-up running and every message has an answer.
[ ] @® CRM — pipeline

Every lead, one board

Call, text, web form, Google, Facebook — one thread per customer.

CUSTOMER SOURCE JOB STAGE VALUE NEXT ACTION

R. Alvarez Google LSA AC replacement Estimate sent $11,400 Follow-up 3 of 5 - tomorrow
D. Whitfield Map Pack Furnace repair Won $1,880 Review request sent
S. Nakamura Meta Duct cleaning Booked $740 Reminder - 1 hr before
T. Brennan Referral New install — 2 units Estimate sent $18,900 Financing options sent
L. Okafor Reactivation Annual tune-up Won $189 Offered membership
M. Castellanos Google Search Heat pump Booked $9,250 Confirmed - Thu 1 PM
J. Pemberton Web form Maintenance plan Won $18/mo Enrolled - auto-billing

PIPELINE VALUE NOTHING FALLS THROUGH

Open estimates $142,600 Leads with no owner

Booked, not yet run $61,240 Unanswered messages

Won this month $418,900 Estimates with no follow-up



The owner's daily view

Calls, bookings, revenue and average ticket — live, by source, with cost per booked job on every channel.

[ ] @ Operations Dashboard — live

This week at a glance

Every lead source, every stage, updating live.

412

CALLS IN

100% answered

$29k
$21k
Mon Tue
SOURCE
Google LSA

Google Search
Meta
Organic [ Map Pack

Reactivation

03 Fill the calendar

168

JOBS BOOKED
40.8% book rate

LEADS

134

96

88

33

BOOKED

71

39

28

21

$186k

REVENUE BOOKED

+18% vs last wk

$36k

SOLD

58

31

21

18

$32k

Fri

REVENUE

$74,820

$38,410

$29,190

$26,640

$16,940

$1,107

AVG TICKET
+11.2%

$41k

COST/BOOKED JOB

$41

$63

$77

$0

$0

Only once the phone is answered. Turning on demand before the front office can handle it is how marketing money gets wasted.



Advertising measured on booked work

Not clicks, not leads — cost per booked, completed and paid job. Winning creative scales weekly and losers get cut.

o @ Paid acquisition — spend against booked revenue

Reported on booked jobs, not clicks

Cost per lead is a vanity number. This is cost per booked, completed, paid job.

$18,420 $169,050

SPEND - 30 DAYS BOOKED REVENUE
9.2x return
CAMPAIGN SPEND
LSA — Emergency AC $6,120
Search — Replacement $5,880
Meta — Tune-up offer $3,240
Meta — Financing angle $2,180
Retired — generic brand $1,000

LEADS

187

96

141

68

$58

COST / BOOKED JOB

-31% vsmo1

BOOKED

109
44
92

51

REVENUE

$71,340

$52,800

$24,840

$16,320

$3,750

318

BOOKED JOBS

RETURN

11.7x
9.0x
7.7x
7.5%

3.8x

Creative is tested weekly. The winner scales, the losers are cut. Last month's winner — a 12-second same-day-repair spot — now carries 46% of spend.

A website built to take the booking

Fast, mobile-first, financing visible, service-area pages for every town — and a booking widget that writes straight to the calendar.

[ J @ Website & booking funnel

Built to book the 11pm Sunday caller

Fast, mobile-first, financing visible, and a booking widget that writes straight to the calendar.

0.9s 14.2%

LOAD TIME VISITOR - BOOKING
was 6.4s was 1.8%
PAGE

Emergency AC repair

AC replacement + financing

Service area — by town (14 pages)

Maintenance plan signup

VISITS

4,120

2,840

3,960

1,210

38s

TAP TO BOOKED

BOOKINGS

612
318
486

206

Kept fresh every month — new offers, new photos, new reviews pulled in automatically. No web developer in the loop.

CONVERSION

14.9%

1.2%

12.3%

17.0%

1%

BOOKED ON MOBILE

REVENUE

$88,740
$142,600
$61,200

$44,496[yr



Found in all three places people look
The map, classic search, and the Al assistants customers now ask first — where most competitors have no presence at all yet.

[ ] @ Search & Al visibility

Found in the three places people actually look

Google Map Pack, classic search, and the Al assistants people now ask first.

GOOGLE MAP PACK — "AC REPAIR NEAR ME" ASKED AN Al ASSISTANT: "WHO SHOULD | CALL FOR AC REPAIR IN [CITY]?"
1. This business .. 4.9 (218) 1 from #7 Named first v
2. Competitor .. 4.4 (86) Cited for 24/7 availability v
3. Competitor .. 4.2 (51) Cited for financing options v
Free calls | month from Map Pack 61 Competitors named 0

KEYWORD WAS NOwW MONTHLY SEARCHES

emergency ac repair [city] #14 #1 2,400

ac replacement cost [city] #22 #2 1,900

hvac financing [city] - #1 720

furnace repair near me #9 #3 3,100

Most competitors have not thought about Al search at all yet. That window is open right now and it will close.

Daily content in the owner's voice
Voice and likeness captured once, then produced and posted without the owner touching it — which also solves hiring.

[ ) @ Founder content — produced without the owner

Daily short-form, in the owner's voice

Voice and likeness captured once. Everything after that is produced and posted for them.

VIDEO PLATFORM VIEWS LEADS BOOKED

"3 signs your AC is about to fail" Reels / TikTok 128,400 34 1

"Why your July bill doubled" Reels / Shorts 86,200 21 7

"What a $12k quote actually buys" YouTube 41,900 18 9

"Don't let them sell you a new unit yet" Reels 312,600 52 14

"Inside a real service van" TikTok 64,100 9 3

OUTPUT THE SECOND PAYOFF

Videos per month 22 Inbound job applications 31
Owner hours required 1] Technicians hired from content 4
Total views - 90 days 1.4M Cost per hire $0

In a trade where hiring is the constraint, being the visible local company means applicants come to you.



04 Revenue already on the books

Before spending another dollar on marketing — collect what's owed and work the customers already in the database.

Collections
Work completed, invoice sent, nobody chasing. An automated ladder with a payment link in every message.
[ J @ Collections — money already earned

The fastest money in the whole build

Work completed, invoice sent, nobody chasing. Automated ladder with a payment link in every message.

$61,900 $18,400 9 days $0

RECOVERED - 30 DAYS STILL OUTSTANDING AVG DAYS TO PAY NEW AD SPEND
was $80,300 was 47

STEP TIMING CHANNEL RECOVERED
Invoice + payment link Day 0 Email + SMS $28,400
Friendly nudge Day 3 SMS $14,900
Second reminder Day 7 Email + SMS $11,200

Call task to office Day 14 Human $5,600
Escalation Day 21 Human $1,800

This one system typically covers the cost of the entire engagement in the first month — and it's money the business had already earned.

USUALLY THE FASTEST RETURN IN THE BUILD



The customer list, worked properly
Past customers contacted on a seasonal calendar. No new advertising spend — this is revenue from people who already bought once.

[ ] @ Database reactivation — the list you already own

1,400 past customers, worked on a season calendar

No new ad spend. This is revenue from people who already bought once.

1,412 21.4% 147 $96,880

CONTACTED REPLIED JOBS BOOKED REVENUE
$0 ad spend
CAMPAIGN SENT REPLIED BOOKED REVENUE
Pre-summer AC check 1,412 302 61 $38,420
Beat-the-heat tune-up 1,268 218 44 $21,340
Furnace safety + CO check 1,341 184 28 $19,760
Replacement financing offer 486 61 14 $17,360

The message that works: "Hi [name] — it's been about a year since we serviced your system. Want us to come check it before the first hot week?" A yes hands straight to booking. No
sales call required.

o5 Margin and reputation

The same jobs, the same team, worth materially more.

Pricing becomes a system

A flat-rate book, three options on every quote, financing on anything above threshold — and a scorecard that shows which technicians
close and which need coaching.

[ ] @ Pricing, job costing & technician scorecards

Pricing leaves the owner's head and becomes a system

Flat-rate book, three options on every quote, financing on anything above threshold.

$1,107 54% 38% 61%

AVG TICKET CHOOSE MIDDLE OPTION USE FINANCING ESTIMATE CLOSE RATE
+11.2% was 44%
TECHNICIAN JOBS AVG TICKET CLOSE RATE CALLBACK RATE REVIEW SCORE
Marcus T. 68 $1,412 71% 1.4%
Devon R. 61 $1,188 64% 21%
Priya S. 59 $1,094 58% 1.8%
Ray M. 54 $812 41% 6.2%

Ray isn't a bad technician — he's an untrained closer. The scorecard made that visible in week two. Coaching him to the team average is worth about $16k a month on the same job
count.



Reviews that compound
Every completed job asks. Five-star goes public; anything lower reaches the owner privately, fast enough to fix.

[ ] @ Reputation — reviews and referrals

From 4.1 to 4.9 in ninety days

Every completed job asks. Fives go to Google; anything lower routes privately to the owner.

4.9 218 62 #1

RATING NOW TOTAL REVIEWS NEW THIS MONTH MAP PACK
was 4.1 was 31 was #7
CUSTOMER RATING COMMENT ROUTED
D. Whitfield "Answered at 9pm on a Sunday and had someone out by 8am." Google
A. Rosenthal "Quoted three options, no pressure. Financing made it doable." Google
P. Nkemdirim "Same tech both visits. He remembered the house." Google
K. Lindqvist "Work was fine, arrived at the end of the window." Owner — private
M. Castellanos "Second time using them. Straight answers." Google

Why the private routing matters. The three-star above never reached Google. The owner called within the hour, fixed it, and that customer has since booked twice more.

o6 What it's worth

The systems raise the earnings. They also raise the multiple those earnings sell for.

Contracted, recurring revenue

A membership base is the most direct lever on the exit price there is — transactional revenue and contracted revenue do not sell for the

same multiple.

[ ) @ Membership plan — recurring revenue

Turning one-off jobs into contracted revenue

Two visits a year, priority scheduling, no diagnostic fee, discount on repairs.

533 $18 $115,128 91%

MEMBERS PER MONTH CONTRACTED / YR RETENTION

+61 this month

WHY IT MATTERS MORE THAN THE CASH WHERE MEMBERS COME FROM

Transactional revenue trades at 3-4x Offered at end of every job 64%
Contracted recurring trades at 5-7x% Signup page 21%
Effect on enterprise value re-rates the whole business RN CEE 15%

Members book 2.3x more often than non-members and are the first calls filled in the slow season.



The financial pack, prepared for you

A real monthly close — revenue by line, gross margin, operating costs, EBITDA, cash position, and the service lines quietly running below
margin.

[ J @ Monthly financial pack — prepared automatically

P&L - trailing 12 months

Example: a service business running at roughly $12M a year.

THIS MONTH % OF REV PRIOR YEAR CHANGE
Revenue $1,046,200 100% $871,400 +20.1%
Service & repair $412,300 39.4% $368,900 +11.8%
Replacement & install $518,700 49.6% $410,200 +26.4%
Maintenance plans $115,200 11.0% $92,300 +24.8%
Cost of services $523,100 50.0% $466,200 +12.2%
Gross profit $523,100 50.0% $405,200 +29.1%
Payroll & admin $248,400 23.7% $231,700 +7.2%
Marketing $41,900 4.0% $52,300 -19.9%
Vehicles & fuel $38,200 3.7% $41,100 -71%
Facilities, insurance, other $62,800 6.0% $58,900 +6.6%
EBITDA $131,800 12.6% $21,200 +521%
CASH POSITION WHAT THE CFO LAYER FLAGGED
Operating cash $486,300 Service line running below margin 1
Receivables > 30 days $18,400 Marketing spend down, revenue up v
Collected this month $61,900 Recurring revenue share 11.0%

Buy at three. Sell at six to ten.

An owner-dependent business trades at three to four times earnings. A systematised business with contracted revenue that runs without
its owner trades far higher. Same trucks, same trade, different category of asset.

1 You close and own it

2 We install the system

3 Earnings rise and the business runs without you

4 Hold it, roll it up, or exit at a premium



Every screen here is real work, running for real clients, right now.

Sourcing, analysis, structure, capital and the offer — then the system that grows what you bought.
One team, both halves.

Acquisitions.com — the firm that invests in, buys, and sells businesses.
Part 2 figures illustrate a service business at roughly $12M annual revenue, shown as a worked example of the reporting and output the
system produces. Client names and contact details are withheld throughout.



