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w to prepare your business for a successful
transition

Formostbusiness owners, an exitis not a single event. Itis the result of years of decision-making,
growth, risk and ambition.

Whetheryou are considering a sale in the near future, exploring succession, responding to market
interest or simply thinking about what comes next, the earlier you plan, the stronger your position s likely
tobe.

At K3 Deal Advisory, we help shareholders prepare for the future with clarity and confidence. We work
with you to understand your objectives, assess your options and shape a practical exit plan that reflects

both the value of your business and your personal ambitions.

Theright exitis not justabout whenyou leave. It's about what you achieve, what you protect
and what comes next.

Why exit planning matters

Many business owners delay exit planning until they are ready to sell. Inreality, the best outcomes are often
shapedlong before a transaction begins.

Awell-planned exit gives you time to make deliberate decisions rather than reactive ones. It helps you
understand what drives value in your business, where potential risks may sit and what needs to be improved
before engaging with the market.

Good planning can help you:

Build a stronger valuation case

Improve the quality of financial information

Address operational or commercial issues early

Reduce avoidable disruption during a transaction

Align shareholders and management around the same objectives
Prepare for due diligence with greater confidence

Choose the timing that best supports your goal

Exit planningis not about committing to animmediate sale. It's about creating options.
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Start by knowing the outcome you want

Before considering process, valuation ortiming, it'simportant to define what successlooks like for you.

Forsome shareholders, the priority is maximising value and achieving a full exit. For others, it may be about
stepping back gradually, protecting the team, securing the future of the brand, rewarding management or
preserving the culture they have built.

Your exit strategy should reflect more than the financial result. It should consider your future role, your family
plans, your management team, your employees and the long-term future of the business.

Questions worth considering include:

What do Ilwant my life to look like after the transaction?

Do lwant to leave completely orremaininvolved fora period?

How importantis continuity foremployees and customers?

Are all shareholders aligned on timing and expectations?

What level of value would make an exit worthwhile?

What could make the business more attractive before going to market?
What risks could reduce value if left unresolved?
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The cleareryou are about the outcome, the easieritbecomes to build the right plan.

Understanding where your business is today

Astrong exit planbegins with an honest assessment of the business as it stands.

Thisincludes looking beyond headline profitability and considering the quality, resilience and transferability
of the business. Buyers and investors will want to understand not only what the company has achieved, but
how sustainable that performance is and where future growth may come from.

Key areas toreviewinclude:

Financial performance and maintainable earnings
Revenue visibility and customer concentration
Recurring or contractedincome

Margin trends and working capital requirements
Management depth andreliance on the owner
Operational processes and systems

Sales pipeline and growth opportunities

Legal, taxorcommercial risks

Market position and competitive differentiation
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This assessment helps identify what already supports value and what may need attention before a
transaction process begins.



engthening the business before a transaction

Preparation makes a material difference to the outcome of an exit. Speaking to us early can help you
strengthen exit readiness, reduce avoidable challenges and position your business for amore successful
transaction.

Early planning gives shareholders more time to strengthen value drivers, address potential risks and
approach the market from a position of control. Abusiness thatis well organised, supported by clear
information and easy to understand, is more likely to give buyers confidence. It can also reduce the risk of
delays, renegotiation or value erosion during due diligence.

Before going to market, shareholders may benefit fromimproving:

P Financial clarity

Clear, robust and up-to-date financial information helps buyers understand performance and
gives credibility to the valuation case.

» Management structure

Abusiness thatis not overly dependent on the owneris often more attractive, particularly where
the buyer wants continuity after completion.

» Growth story

Buyers want to see future potential. A clear plan around markets, customers, products, services or
operationalimprovement can help strengthen the investment case.

P Risk profile

Addressingissues early - whether commercial, legal, tax, operational or financial - can prevent
them becoming obstacles laterin the process.

P Information readiness

Having key documents, contracts, financial data and managementinformation organised in
advance can support a smoother transaction.

The goalisto present the businessin a way that’s clear, credible and compelling.
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» Choose the right time to exit

Timing caninfluence both buyerinterest and value.

Theright time to exitis shaped by several factors: the performance of the
business, sectorappetite, funding conditions, economic confidence,
shareholderreadiness and the wider market environment.

Abusinessis more attractive when it can demonstrate strong trading
momentum, clear growth opportunities and a well-prepared management
team. Equally, certain sectors may experience periods of heightened buyer
demand, consolidation orinternationalinterest.

Planning early gives you the ability to assess timing properly. It means you can
choose whento move, rather than being forced into action by circumstance,
pressure or an unsolicited approach.

The strongest outcomes are often achieved when the business is prepared,
the storyis clearand the marketisreceptive.

ilding a credible valuation case

Valuationis not simply a calculation. Itis ajudgement shaped by performance, risk, growth, market demand
and the strategic value a buyer may seein the business.

Acredible valuation case needs to be supported by evidence. Buyers will look closely at historic trading,
forecasts, customerrelationships, margins, pipeline, management capability and the sustainability of
earnings.

K3 Deal Advisory helps shareholders understand the factors that may influence value and how the business
can be positioned to support the strongest possible outcome.

This may involve reviewing:

Adjusted EBITDA and maintainable earnings
Forecast assumptions

One-off costs ornormalisationitems
Growth opportunities

Sectorbenchmarks

Previous transaction activity

Strategic value drivers

Potential buyer concerns
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The aimis to move into the market with realistic expectations, a strong evidence base and a clear
understanding of where value canbe defended orenhanced.



r approach to exit planning

At K3 Deal Advisory, we do not believe an exit should be driven by a standard process. It should be built
around the shareholder, the business and the desired outcome.

Ourapproachis structured but flexible, combining strategic advice, market intelligence and practical
transaction experience.

» 1. Review
We begin by understanding your business, your objectives and your current position.
Thisincludes reviewing financial performance, market position, growth opportunities, shareholder

priorities and potential barriers to value. The purpose is to establish a clear view of where you are
today and what needs to happen before any formal transaction process begins.

P 2. Prepare

Once the key priorities are clear, we help you prepare the business for market.

This may include strengthening the business narrative, improving information quality, identifying
value drivers, addressing areas of risk and making sure the business can withstand buyer orinvestor

scrutiny. Preparationis about making the business easier to understand, easier to diligence and
harder to undervalue.

» 3. Position

We then shape how the business should be presented.

Thisincludes defining the most compelling aspects of the opportunity, identifying the messages
that willresonate with the market and ensuring the business is positioned aroundiits strengths,

future potential and strategic relevance. Strong positioning can materially influence how buyers
perceive value.

» 4. Deliver
When the time is right, we manage the transaction process with discretion, discipline and care.
Frominitial engagement through to negotiation, due diligence and completion, we work to

maintain momentum, protect value and keep the process aligned with your objectives. Ourfocusis
notjust on completing a deal. Itis on delivering the right outcome.
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Keeping control of the process

Abusiness sale canbecome complex quickly. Multiple parties, informationrequests, negotiations,
diligence questions and legal documentation can place significant pressure on shareholders and
management teams.

Aclearplanhelpsyoustayin control.

It allows you to understand what will happen, whenit willhappen and what decisions need to be made.
It also helps protect confidentiality, manage communication and reduce disruption to the day-to-day
running of the business.

Control matters because the process should serve your objectives, not overtake them.

With the right preparation, you can approach the market with:
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Clear priorities

Realistic valuation expectations

Organised information

Aligned shareholders

Aconsidered timetable

Astrong business narrative

Professional support around the key decisions.

Support beyond the transaction

An exit often involves more than corporate finance advice.

Tax, legal, financial reporting, due diligence, funding and personal wealth planning can allinfluence the final
outcome. Through the wider K3 Advisory Group ecosystem, K3 Deal Advisory can connect shareholders
with relevant specialists at the right point in the journey.

Thisjoined-up support can help business owners consider the full picture, including:
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Tax-efficient exit planning

Legal advice and transaction documentation
Financial due diligence preparation

Financial clarity and reporting

Debt advisory or funding considerations
Wealth management and post-exit planning

This assessment helps identify what already supports value and what may need attention before a
transaction process begins.



en should you start planning?

You donotneedto beready to sellimmediately to start an exit conversation.

Infact, the earlieryoubegin, the more time you have to influence the outcome. Some owners start planning
severalyears before atransaction. Others seek advice afterreceiving an approach orwhen succession
becomes amoreimmediate priority.

It may be time to start planning if:
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You are considering retirement ora changeinrole

You want to understand what your business could be worth
You havereceivedinterest from a potential buyer
Shareholders are beginning to think about succession

The business hasreached a strong pointinits growthjourney
You want to reduce personal risk

Your management teamis ready for greater responsibility
You want to prepare the business for future opportunity

Starting early does not mean deciding today. It means giving yourself time, clarity and control.

What the right plan should give you

A well-designed exit plan should help you understand your options and prepare your business for the
strongest possible outcome.

It should give you:
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Clarity onyour objectives

Arealistic view of value

Insight into what buyers orinvestors may look for

Actions to strengthen the business before market

Abetterunderstanding of timing

Greaterreadiness for due diligence

Confidenceinthe process ahead

Support that reflects both the commercial and personalimportance of the decision

Formany shareholders, the businessis more than an asset. It’s years of ambition, commitment and sacrifice.
The exit should reflect that.
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» Plan the right exit with
K3 Deal Advisory

You built your business with purpose. Planning your exit deserves the same level of
care.

At K3 Deal Advisory, we combine deal experience, marketinsight and access to the

wider K3 Advisory Group ecosystem to help business owners prepare, position and .

complete transactions with confidence. e j

We take ownership of the process, bring clarity to complex decisions and work with 4,-;?

you torealise the value of what you have built. - 1”
P

The right exit starts with the right plan.




» Speak to K3 Deal Advisory

Whetheryou are ready to sell, beginning to explore succession or simply want to
understand your options, speaking to K3 Deal Advisory early can help you prepare
properly, strengthen your position and improve the likelihood of a successful
transaction.

Start your exit conversation with K3 Deal Advisory and give yourself the time, clarity
and preparation needed to deliver the right outcome.
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