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ABOUT OUR VALUATIONS

Qur Practice Valuation and Consulting Services provide you with accurate and meaningful information to guide you In succession planning,
practice acquisitions, profitability and equity management,

It is important that you have a general understanding of our Caleulatlon of Value methodology to get the maximum banefit from this analysis.
A detalled review will take place during our phone consultation.

Calculation of Valuation Methodology

Qur Yalve Calculation methodology is unique in that it utilizes the commonly used financial services industry standard "market approach” with
o more established mergers and acquisition “income approach” {discounted earnings). By establishing a value based upon the average of the
two methods, you can be assured that it represents the falr market value,

Market Approach Method

Qur Market-Based Calculation methodology lools at the key performance metrics of the practice {i.e. recurring revenue, profitability, client
age, cllent segmentation] and compares them fo our benchmarks, By doing so, we determine where your practice Is above or helow average
and the overall quality. We then compare your practice 1o the sales of similar quality practices and arrive at a market value,

Income Approach Method

Qur discounted eamings methodology uses o discount or “hurdle” rate by combining a Risk Free Returmn Rate of Return (Long-Term U.S.
Treasury Bllls), Equity Risk Premia, Size Premiq, Industry Risk and Revenue Volatility Factor. By using o net ravenue {(after eperating expenses)
henchmark, our analysls provides you with a solid eamlngs based Caleulation of Value {Net Present Valuel.




CALCULATION SUMMARY

Based on the currently avallable data, it Is my oplnlon that this is the Fair Market Value of a 100% fully marketable controlling nterest of
this pracilce as of February 28, 2021

Tt et

Todd Doherty
Mergers and Acqulsitions Specialist

Advisor Legacy

Multiple of Revenue (GDC) Comparisons .

One of the most used metrics when
comparing practices [s the Multiple of
Revenue. This Is used hecause it allows you
to compare practices of different sizes.

YQUR PRACTICE

ToP

2138 This chart shows your prafice's multigle of
revenue compared to the most recent 200+
valvations that our company has completed.

TOP 20%

AVERAGE

On this chart we repaort the average as weil
as the top 20% and bottom 20% for
comparison purposes.

BOTTOM 20%

BOTTOM 0.88

Opportunities for Improx':/'emen't |

To Match Average: $61,205
To Match Top 20 Percentile: $184,649

*Qur Falr Market Value Calculation based on Market & Earnings Analysis




CALCULATION DASHBOARD

$82,490,544 $466,248 x  90% $419,623

© Assets Under Management © Amnual Revenve . Payout Rate. .. Post-Payout Revenue

$285,344 68%  32% $134,279

Recurring Revenue Rec Revenue Rate Trans Rev Rate Transaction Based Revenue

$844,114 $1,008,213

Yalue based on Market & Earnlngs Analysis

i

:Z'Mdrket Based Value S Earnings Based Yalue

Your Valuation

$787,239

159% Below Resuly

$1,065,088
15% Above Result

Valuation Result Expressed as Multiples of Revenue

2.73 1.00

Recurring Transaction
W Revenue Multiple Revenue Multiple

TN T g TR L TS T T L L B e L T

Range of Price

The valuation result {value} is generally In the middle of o range of prices that we would expect o see In actual deals. A range of price
exists due to the terms of the deal, financing structure, assumptions of the buyer and seller, and other factors.

Note: This valuation is an estimation of the current market value of your practice. The actual sale price may vary.




MaxVal Predictor™ - Practice Value Over Time

This sectlon performs an analysls to determine when the
value of your praciice may peal. Yeur practice’s value
is sensltive to yaur clienis’ ages. As clients enter
retirement, their saving and withdrawal behaviors tend
to change. We have performed a regression analysls
on more than 50,000 clients to determine how clients'
aging Impacts a practlce's revenue; and therefore, lts
value,

The top chart assumes no new acquisiilons or client
fosses, but rather what would happen 1o the value of
your current client base as they age over the next ten
years. The boitom chart assumes a default growth rate,
then adlusts that rate annually as your clients age.

Many other factors impact practice valve {such as
market returns, market condittons, changas in expenses,
ele). These factors are not accounted for In this
analysis, The fecus on this analysls Is revenue changes
due 1o an aging dlient base and how this may Impact
your market value over tlme,

$1,900,000
$1,700,000
$1,500,000
$1,300,000
$1,100,000

$900,000

$700,000

Current 2021 2022 2028 2024 2025
Year

2026

2027 2028 2029 203C

== Estimated Practice Yalue without Growth = Estimated Practice Value with Growth

Ranges Over Next 10 Years Without Growth

Without Growth

Estimated Fuiure Revenua Estimated Practice Revenve  Estimated Practice Value Best Time to
Monelize
Current Year Current $446,248 $924,164
2022 1 Year From Now $479,949 $977,439
2023 2 Years From Now $492,586 $1,026,527
2024 3 Years From Now . $504,043 $1,072,570
2025 4 Years From Now i ‘ $1,114,687.
2026 5 Years From Now 5 ;
2027 6 Years From Now
2028 7 Yeors From Now
2029 8 Years From Now

2030

9 Years From Now

Voriability Range

376,662 $314,251

Keys i Low

Ranges Over Next 10 Years With Growth

Assumed Batellne Growih Rate:

3.00% Rate Adijusts as Clients Age

Summary of Projection

With Growth

Estimated Fulure Revenue

8est Time to
Estimated Practlce Revenue  Estimated Practice Valua

Manetize

Current Year Current $464.248 $5926,144

2022 1 Yeor From Now $493,236 $1,005925

2023 2 Years From Naw $521,760 $1,087,324

2024 3 Years From Now 1 $549.548 51,149,400

2028 4 Years From Now ; ; ;

2026 5 Years From Now

2027 & Years From Now

2028 7 Years From Now

2029 8 Years From Now

2030 9 Years fron Now

Variabillly Ronge

$260,164 4733,506

Key: R

Summary of Projection




BENCHMARK ANALYSIS

Practice Comparison

£

Revenue Growth e
Surpassing

Benchmark

9.6%

B
Average Client Age On Par
{within +/- 2 years)

Bénchmark

60.75
Average Relationship N
(YI"S) Surpassing

" Benchmarlk

Recurring Revenue

~ Client Base Comparison

7.
Lagging
Benchmarle

88.1%

This report compares the metrics for your overall client base with metrics for similar pradice sizes.
"On Par” means that you are within +/- 10% of the average.

v

Average Client
Lagging

Revenue

Benchmark

$3,590

Average Client AUM Laaa
agging

Benchmark

$489,027




SEGMENTATION REPORT
S$S 35 E

" AFFLUENT CLIENTS
> $500,000

Client Base Make Up SR 58 2 ;
Revenue by Client lepe : $296' 264 e 3
. - 64% .

. $51,201,878

62%

AUM by Client Type

Total Profit by Client Type

$203,237
A%

Average Profit Per Client
Average ROI

Client Base Make Up
‘Revenue by Client Type

 AUM by Client Type

Total Profit by Client Type :

© AFFLUENT CLIENTS HIGH VALUE CLEENTS ~ @BASIC CLIENTS




SEGMENTATION VERSUS BENCHMARK
SO 5% 5

- AFFLUENT CLIENTS
> $500,000

Practice by Client Type On Par

Higher value practices
tend to have o higher

percentage of clients Benchmark
in the upper two
categorles, Your Practice

This compares your
averdge revenve by
client fype to the
henchmark values for
stmitarly sized

Benchmark

practices. Your Practice
Assets by Client Type S Lagging = On Par W Lagging
This compares the .: AFFLUENTCL]ENTS :

average AUM by
client type to the
benchmark valves for
similarly sized

Benchmark . _ $1,236,519
practices, Your Practice _:.:._ )  $8'82'7_9._]_

Average Client Age &, Surpassing =] On Par W Llagging

Lower client age
indlcates more growth
opportunities, and
therefore is closely

correlated with
practice value. Your Practice

Benchmark




PRACTICE EFFICIENCY

Based on Practices with Revenues of: B . $250-$499K

Financial Efficiency

This compares your profit to similarly sized
practices. {The Operating Profit Is before the
Owner's Compensation.}

On Par

Benchmark

Your Practice

Variance $43,874 $13,992 0.0% $30,114 0.0%

Practice Structure Efficiency

This section shows the efficlency of your team
cempered fo other practices of similar size.

_Profeéslona!s ) . _ . Professionals
o & Staff

Benchmark

Your Practice

Variance 170 27 $27,577,106 -$562,626 $87,535 -$25,913

Client Group Efficiency

This seciion shows the efficiency of each cHent compared to other practices of similar size.

Lagging h 4 Lugging h Surpassing
CUUAM. | UUREVENUE | DIRECT EXPENSE

@ e @ @

Benchmark

Your Practlce

Variance -$119,541 -$1,002 -$346

Surpassing £,

Surpassing £ Surpussing 4 bagging @
" OVERHEAD WERHI .. e

| OVERHEAD (Non-Comp) | DIRECT & OVERHEAD EXP

Benchmark

Your Practice

Variance -$172 -$234 -$780 -$202




RANGE OF VALUES FOR PRACTICES

Average Valuation

$1,709,945 $2,181,976

i
1

Boitom 20th Percentile Top 20th Percentile

1.87 $122,051,767 2.38
Multiplier of Revenue Avercge AUM Multiplier of Revenve
$915,854
Average Revenve
2.18

Average Muliiplier

Range of Price

$472,031

Using "rule of thumb” multipliers proves to be very inaccurate. Conducting o valuation each year will hefp you
determine the true value of your practice. Small assumptions mean big differences!




RECOMMENDATIONS

Based on your valuation analysis and results, Advisor Legacy recommends the following Hems to improve the performance and efficiency of
your practice. Please follow the link provided below to schedule a meeiing with one of our Executive Coaches to learn more aboui the services
we offer to help you accomplish these recommendations.

Develop a strategy to improve client segmentation.

These sirategies normally include trimming clients and developing standards for new client acquisition.
OQur Executive Coaches can help you develop and execuie this strategy.

Develop a strategy to increase practice equity.

These strategles normally Include o combination of growth and improvement of key performance
metrics like recurring revenue. Our Executive Coaches can help you develop and execute this
strategy.

l To schedule an appaintment with an Executive Coach: Clicik Here




GLOSSARY |

Asset Velocity

The ratio of revenue to assets; also referred to as “Return on Assets” = [Total GDC/Assets under Management)*100
AUM

Assets under management (the total client assets being managed by the advisor/ practice

Business Valuation
The act or process of arriving at an opinion or defermination of the economic value of o business; or an interest thereln

Cash Flow
The excess of sources of cash over uses of cash. Cash flow is used in performing the discounted cash flow analysis
Discounted Cash Flow
The present value of future earnings discounted at a rate that approximates the risk
Discount Rate
A “hurdle rutg" that combines o risk free return rate and an industry specific fiquidity risk factor
Earnings Analysis

An analysis of the amount of profit that a company produces during @ speciflc period, which is usvally defined as a quarter (three
calendar menths) or a year -

o Our analysis Is for d ten year period and excludes owner compensation and non-payrall tax
Fair Market Value

The price at which a business would change hands between a willing buyer and ¢ willing seller, when the former is not under any
compulsion to buy and the fatter is not under any compulsion to sell

GDC
Gross dedler concessions ( the total revenue earned before payout)
{bbotson Build Up

The Ibbotson method is called a “build-up” method because it Is the sum of risks associcted with vartous classes of assets. It is bosed
on the principle that investors would require o grecter return on classes of assets that are more risky

Net Present Valus
The sum of the present values {PYs) of the Individual cash flows of the same entity
Terms
Detalls of an agreement such as price, payment schedule, Interest rate, tax allocatlon and timing
Total Revenve/GDC
Revenue generated hefore the advisor specific “payout rate™
o Post Payout GDC: Revenve received after the advisor specific "payout rate" Is applied

¢ T-12: Trailing or previous 12 menths

Transaction Based Revenue/GDC

Commisslon based revenue generated {up front) or non-recurring revenue




ASSUMPTIONS AND LIMITING CONDITIONS

This caleulation engagement is subject to the following assumptions and limifing conditions:

1} The caleulated value rendered in this report is based on information provided in whole or in part by the owners and also
third porties. | have not audited or atempted to confirm this information for accuracy or completeness.

2} Public, industry, statistical, and other information furnished by others, upon which all or portions of this analysis s based,
is believed to be reliable. | make no representation as to the accuracy or completeness of such information and have
performed no procedures to corroborate the information.

3) You and your representatives warranted to me that the information they supplied was complete and accurate to the best

cof their knowledge and that the financial or Income tax information reflects the results of operations and financial and
business condition in accordance with generally accepied accounting principles, unless otherwise noted. The financial
information and other related information supplied by you and your representatives have been accepted os correct
without further verification, | have not audited or reviewed on the financial information provided to me and, accordingly,
| express no audit opinion or any other form of assurance en that information.

4) | have relied upon the representations of the owners and management concerning the value and vseful condition of all

equipment used in the business and any other assets or liabilities except as specifically stated to the contrary in this
repott, | have not attempted to confirm whether or not all assets of the business are free and dlear of liens and
encumbrances or if you have good fitle fo all assets, nor have | considered the responsibility of any parties with regard
to environmental impact matters, In addition, | have assumed fult compliance with all applicable federal, state, and local
regulations and laws unless otherwise specified In this report.

5) My analysis and caleulated vatue will be used enly for ifs intended purpose and shall not be used to obtain credit or for

any other purpose or by any other party for any purpose. Neither my work product nar any portions thereof {including
any calculations or the identity of my Company, any individuals signing or assaciated with this report, or the professional
associations or organizations whh which they are affiliated) shall be disseminated to third parties other than in
conjunction with this stated purpose by any means without my prior written consent and approval,

4) | am not required to give further consultatlon, provide testimony, or appear in court or other legal proceedings unless
specific arrengements have been made.

7} My work product is valid only for the stated purpose as of the caleulation date indicated. | take no responsibility for
changes in market conditions and assume no obligation to revise my work product
to reflect events or conditions which occur subsequent 1o the caleulation date.

8) Full compliance by you with all applicable federeal, state, and local zoning and use, cccupaney, environmental, and
similar laws and regulations is assumed, unless otherwise stated. Furthermore, no effort has been made to determine the
possible effect, if any, on the subject business due to future Federal, state, or local legisiation including any
environmental or ecological matiers or interpretations thereof, unless otherwise stated.

@) This report and the calculated value arrived at herein are not infended by the author and sheuld not be construed by
the reader to be investment advice in any manner whatscever, The calculated value represenis my considered opinion
based on information provided by you and from other sources,

13




ASSUMPTIONS AND LIMITING CONDITIONS

10} 1 do not provide assurcnce on the achievability of the results estimated th my report because events and clrcumstances
frequently do not occur as expedied; differences between actual and expected resulis may be material; and
achievemeni of the Torecasted results Is dependent on actions, plans, and assumptions of management.

11} If prospective financial information approved by you has been used In my work, | have not examined or audited the
prospeciive financial informatlon and, therefore, do not express an audit opinfon or any cther form of assurance on the
prospective financial information or the related assumptions. Events and eircumstances frequently de not accur as
expected and there will usually be differences between prospective financlal information and actual results, and those
differences may be material,

12} Neither all nor any part of ihe contents of this report {induding the conclusion of value, the identity of any valuation
specialist(s), the firm with which such valuation specialists are connected, or any reference to any of their professional
designations} should be disseminated to the public through advertising media, public relations, news media, sales media,
mail, direct transmittal, or any other means of communication without my prior written consent and approval.

13] I have not made a specific compliance survey or analysis of the subject property to determine whether it is subject 1o, or
in compliance with, the American Disabilities Act of 1990, and this valuation does not consider the effect, if ony, of
noncompliance.

14) No change of any item in this caleulation report shall be made by anyone other than me, and [ shall have no
responsibility for any such unauthorized change.

Quick Tips

Be clear and transparent about your Stay focused on the seller's goals for the
practice succession vision optimum transition of their client service legacy

Focus on the best buyer for your The only good deal works for the everyone -
business over the highest offer clients, buyer and seller




DISCLOSURES

All rights reserved. Except as permitted under the Copyright Act of 1974, no part may be reproduced or distrihuted in any form or by
any means, or stored in a database or retrieval system, without the prior written permission of the publisher.

Werning and Disclaimer: This valuation is subject to certain assumptions and limiting conditions. Advisor Legacy has not audlted or
otherwlise verified the Information provided by the subseriber of these valuafion services. Information supporting conclusions as to value is
subject to the subseriber's submission of complete and aceurate financial data; including the accuracy of third party reports provided by
the subscriber, Possession of this valuation report, or a copy thereof, does not carry with it the right of publication of all or any part of it,

nor may it be uvsed for any purpose, by anyone but the person for whom it was prepared, without the previous written consent of the
client and Advisor Legacy.

The information In this valuation ks provided on an as-Is basls, Advisor Legacy shall have nelther Hability nor responsibllity to any person

or entity with respect to any loss or damages arising from the information contained in this valuation report. The opinion of value
provided herein does not constitute a price guarantee.

Printed in the United States of America.

Advisor Legacy has prepared the contents of thls valuation report as a guide only, We recommend that you consult your local attorney
and accountant for additional counsel prior to moking final business or financial decisions.

IRS CIRCULAR 230 NOTICE: To the extent that this message or any related material concerns tax matters, it is not intended o be used
end cannot be used by a taxpayer for the purpose of avoiding penalties that may be imposed by law.




APPENDIX: EARNINGS ANALYSIS

Starting Met Revenve (GDC)
Growlh Rate
Starting Expenses %
Starting Expenses
Expense Growth Rate
Sale Price
Down Payment %
Down Payment $
Batance Due
Interest Rale
Payments per year
Down Paymeni Financed
Down Payment Note
Term Years
Interest Rate
Payments per year

o

O N Ot A W N e

c

B R R I - S e e~

=S

OPTION #2 -

Hurdle Rate
"OPTION #1
Revenua Expensas
$419,623 $131,762
$446,920 F.22% $134,297
$482,404 7.22% $137,085
$517,234 7.22% $139,827
$554,578 7.22% $142,623
$594,819 7.22% $145,476
$637,550 7.22% $148,385
$483,581 7.22% $151,353
$732,936 7.22% $154,380
785,854 7.22% $157,467
$842,592 7.92% $160,617

$419,623 131,762
$449,920 7.22% $134,397
$482,404 7.22% $137,085
$517,234 7.22% $139,827
$554,578 7.22% $142,623
$594,619 7.29% $145,476
$637,550 7.22% $148,385
$683,581 7.22% $151,353
$732,936 7.20% $154,380
$785,854 7.22% $157,467
$842,592 7.29% $160,617

Growth

2.00%
2.00%
2.00%
2,00%
2,00%
2.00%
2,00%
2.00%
2.00%
2.00%

2.00%
2.00%
2.60%
2.00%
2.00%
2.00%
2.00%
2.00%
2.00%
2.00%

$419,623

7.22%
31.40%
$131,762
2.00%
$926,1464
20.00%
$185,232
$740,931
5.00%
12
Yes
$185,233
1
3.00%
12

18.00%

“Deht Service

$188,257
0

o Q2 o o o0 O o 0

Debt Service

$109,686
$109,484
$109,686
$109,688
$109,686
$109,686
$109,684
$109,6846
$109,684
$109,684

$419,623

7.22%
31.40%

§131,762

2.00%
$924,164
85.00%
$§787,239
$138,925
4.00%
12
Yes
$787,23¢9
10
7.00%
12

*lbbotson Build Up

0

£147,787

$167,787

$167,787

$167,787

$167,787
0

0
4]
0

0

$30,702

$30,702

$30,702

$30,702

$30,702
[+

[
o]
o]

$127,267
$177,532
$209,620
$244,168
$281,356
$321,378
$532,228
$578,556
$628,586
$481,976

Buyer

Owner Retained Earnlngs

Y

28.29%
36.80%
40.53%
44.03%
A47.32%
5C41%
77.86%
78.94%
78.96%
80.94%

Owner Retalned Earilngs

$205,837
$204,931
$237,019
$271,567
$308,755
$348,777
$422,542
$468,870
$518,700
$572,289

AST5%
42.48%
45.82%
48.97%
51.92%
547 %
61.81%
63.97%
£6.00%
&67.92%

lnvestment Metrles

18.00%
18.00%
18.00%
18.00%
18.00%
18.00%
18.00%
18.00%
18.00%
18.00%

18.00%
18.00%
18.00%
18.00%
18,00%
18.00%
18.00%
18.00%
18.00%
18.00%

10.29%
18.80%
22.53%
26.03%
29.32%
32.41%
50.85%
60.94%
&1.96%
42,94%

27.75%
24.48%
27.82%
30.97%
33.92%
36.71%
43.81%
45.97%
48.00%
49.92%




