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What is a business valuation?

@} MutuarOmana



Formal:

e Selling a company

BUSineSS Valuations e Some advanced estate planning
Can Be techniques

* Need for tax justification

* Appraisal firms typically charge
$10,000 or higher
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Business Valuations
Can Be...

Informal:

e Establish how much protection is
needed

e Buy-sell insurance
e Key person insurance

e Succession Planning

* Planning for the future — “Dream
Value”
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Approximately 75% of business owners
don’t have an accurate idea of
what their business is worth

@jﬁ MutuarOmana



For a specific need
or

Why Offer a Valuation “Door-Opener” to help
to a Business Owner? identify a need...

...l don’t know what to say
to business owners...
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Valuations Can Create Opportunities

Life Insurance can help with:
* Funding buy-sell agreements
e Key employee protection

-4![ | e Succession planning

DELIVERING - |
AN INFORMAL: e Growth plans

BUSINESS « © :
VALUATION  Estate & legacy planning

The information you need to help
ure a successful client presentation.
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What’s Needed to Complete a Valuation?

Q Completed factfinder

_=.  3-years of business tax
returns or financials
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What's Needed to
Complete a
Valuation?
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The Mutual of Omaha
Business Valuation Report

Powered by RISR
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The Biggest

Business owners are

are &.
the most complex subset

Hidden in Complexity

6} MutuarzOmana
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| A 65% don’t have a
financial representative
Use Planning &
: 66% don’t have a
DlSCOvery tO Stay Ii&. succession or exit plan
Ahead

75% don’t have a
clear retirement strategy

6} MutuarzOmana
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Becoming the financial representative
Is all about speed to trust

Show business owners you understand one of
their most important assets
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Understand unique challenges:

Don’t know whether to save or invest
earnings back into the business

Not sure what company is worth

Plug-in Values Are No
Longer Enough

Don’t know what company needs
to be worth to retire

Can’t see hidden risks within their business

Don’t know what levers they can pull
to make progress

6} MutuarzOmana

15




Business Insights Unlock
Trust-Building Conversations

Insights Conversations

Valuation estimate Your business is worth this much today, let’s see if
that’s enough given your goals...

To reach your goals your business needs to be worth

“Dream” Valu
e Lot this much...

If you grow at 8% each year we reach target

Earnin rowth
a gs gro savings and valuation by 2030...

Risks & Opportunities Here are some action items to increase your
valuation and prepare!
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Position Yourself as the “Quarterback’

Attorney CPA / Tax Advisor

Financial Banker
Representative

6} MutuarzOmana
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The RISR Valuation Report
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Summary Page

Summary

Valuation estimates

Estimortiad Current Voluaticon Riongs

$2.2m- $2.9m

Growth Opportunities & Risks
Propeoted Risvenue growih
12%

Rizk Scare

Moderate

Beyond the Numbers

B fteps to makamaors informed d

Imiplement a Buy - 5ol Ewalhsartios your
Agragmant INSLIFCINEA CONVRIEGe

Dvaam Voluation

$5.8m

Srowih opporiuniies

Kery Risk
Y
Review your Porsanal Croate a Succossion
Estrte Plan & Exit Plan



Valuation Estimates

Current Valuation
Estirmates Kooy Finetirs

Current Vialuation 332&(\'0 ) , rind I-_. |I -_- :I' I- !..---- e

Estimate S TS BETLs Weks o o e oot lor dltferences i
$2|T92r9?7 COMPONTY SN 1Q IO visUOtion astamates
$2.185.727 - $2.900.139 Moderate

£120,700

$ﬁ‘23‘13. TOA An estimats of the cash profitsy I I‘-:. |
) = : e
Valuation
Estirmates Ky Considenations
é; e Phon
Voluotion Meeded ot Exit £ gtirmalas show | ol B ! ;
£5,783 180 o profe e up o shrols

Annual Incomalter Exat
SEH0.000 & Estote & Legecy Plon

Lisgaacy Funding %
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Risk Assessment

Risk Assessment

Score

High

| Dhemer Dapendency Risk

Koy Employes Risk
High

Supplier Diversity Risk
Maderate

Frwanciol Proclico Risk

Moderote

Customer Concéntration Rigk

Moderate

Liguidity Risk
Lo

Leveroge Risk
Low

Lherbegpiatetr o bl e oy, Bl o oot . vl oo

-
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Ep B W ¥ -I i
short-Term Bouidty is strong
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How Risk
Impacts Value

High Risk

Low Risk

Summary

Valuation estimates

$2.2m- $2.9m $5.8m
Growth Opporiunities & Risks

12%
Moderate

Summary
Valuation estimates
$2.9m- $3.8m $5.8m

Growth Opportunities & Risks

Pricgins 1 inr Rsvaimi i

12%

6} MutuarzOmana



23

Buy-Sell Agreement

Protect your value with a buy-sell arrangement

$2,792,977

How it Works

Benattts for you, wour family, ond

. our business
Eu:,-- L=T] OpreOrmenls Sixpusate ey owemsersh ip g tronsferred i ¥
tha w oif cwairieT i ilir ”

O = LT USRI g, O Oy

c awiisershn Trarslers con requane large amaunts of cash, Buy
S| egriemants dre By picolly bocked by ife insurandd palidies

Example Buy-Sell Arrangement Structures

Cross- purchase plans Entity redempticn plans
- Liys
sthvar eramien(s) b fund tha buy -sall arrangemer winers, pays L pracmums, and s the benehciary

~ e ) @9
e - e
ey e
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Insurance &
Protection

Safeguard your most valuable asset

Secure business continuity against risk to you or your
key emplovees

- I pour kay smployeas faatied o no lanpar abls iowoek, you
-
- :
Buzinass Overheod Expenss Inmusancacovers tho ong ] cpeecking expen
business during the disability period, ensuring than the business con comt
- N A SN OO MO
roiing Expordes of Kisk

I $160,645

Retain key employees and protect against losing them.

L RO Jar rennaitirg your Employee

Empiorraes ore Lhe i d WO GO v, 0
Benafite Plan or exploring Kay Percen Insuronso
Kay Emploven Capendency Risk
High
-

Plan yvour capital and liquidity needs

i Gl ety Wi Piddded

1 SEiEE nEw Grewilh OppOTTunitics

-
K
WiGrk wWalh an Gdv 5 cheals o Capibal & Ligudety PRar

oquichity Risk Ratiool Current Azsets to Cumant
| Low 2.4



What’s Being Measured?

Equity Value
* The value of a company that’s available to owners or shareholders
after paying off debt

* Business value after paying off all outstanding debt and current
liabilities

6} MutuarOmana
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Tried & Trusted
Methods

26

Revenue Multiple EBITDA Multiple Income Approach

How it works...

1. Run three models concurrently on P&L
data to derive a range of value
2.Add in Balance Sheet components

3.Incorporate specific company risk

6} MutuarzOmana



Case Support
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What Will We Deliver To You?

[+ [T .
Summary
Valuation estimates
EFimased CaiPraant Wl Cirge Do Wit
$3.1m- $3.8m $10.0m
Growth Opportunities & Risks
Prejeci ed Reverue growih Cirerwih epporurities
0%

%

s DELIVERING -l TEN WAY -' ,
e el AN INFORMAL INCREASE THE -

\ ’t

d

Beyondlhe[‘iumbers _ BUSINESS -r. vALUE OF YOUR ‘\-‘

_ VALUATION BUSINESS

A ermera anc seerags Futate P The information you need to help
i ! . ensure a successful client presentation.
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T
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Questions to Ask Your Business-
Owner Clients
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* “What does your business look
like without you?”

e “Would your spouse be able to
run the business without you?”

Disturbing Questions

* “How do you plan to transition
out of the business in a way
that keeps your family happy?”

6} MutuarzOmana
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“Do you have an exit plan for your
business? Because one day you
will leave it.

Disturbing Questions |
When this happens, do you have

a plan to take your money out of
the business?”

6} MutuarzOmana
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Disturbing Questions

“Would it make a big difference in
your lifestyle if you didn’t have $200
a month for your expenses?”

Reply: “No”

“Would it make a big difference in
your lifestyle if you didn’t have
$4,000 a month for your expenses?”

Reply: “You bet — that would be huge!”

6} MutuarzOmana



Sales Ideas for Multiple Owners...

Building Wealth Outside

Buy-Sell Funding Key Person Insurance the Business
How do you want the business to Are you, as owners, essential to Would it make sense to diversify
pass should one of you die? the operation of the business? your wealth so that if you
Do you have an agreement in place What would happen if one of you experience business QOwnturn,
that dictates what happens? Is it were to pass away? you have wealth outside of the
funded? business?

Would you need to replace the
other owner in some capacity?

6} MutuarzOmana

33




Sales Ideas for Sole Proprietors
or Single Owners...

Would your surviving spouse get fair value for the business upon your death?

Would your surviving spouse be able to run the business upon your death?
e Would he/she want to?

e Would it be as profitable?

How do you protect your family?
* Replace the value of the income/business

6} MutuarzOmana
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How to Get a Business Valuation

1. Download and fill out a “Business Owner Factfinder”
(located on the Mutual of Omaha website (SPA) under “Sales
Concepts and Tool Kits = Business Planning”

or send us an email requesting the material —
advanced.markets@mutualofomaha.com

2. Return the completed factfinder with three years of
business tax returns or financials

5 hiwrume Dmana

6} MutuarzOmana
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Business Valuation Tools

located on the Mutual of Omaha website
(SPA) under:

Sales & Marketing / Advanced Markets / Sales
Concept Tool Kits / Business Planning

Advanced Markets

o Small Business Fact Finder

Ma rketi n g Mate ri als « Informal Business Valuation Fact Finder
. « Working With Small Business Owners Brochure
Ava I '.a b le fo r YO u o Protect What Matters Most Client Brochure

o Sample Valuation Report
o Delivering the Valuation Brochure
« 10 Ways to Increase the Value.... Brochure

6} MutuarzOmana
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Sales
Concept Tool
Kits
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-' Genesic Business Flanning Consumer Presentation

sell

Businc=s Planning Unique Asset

= Planning
Mt s b Bel i 5w O Brsciiniess-mice sty - 1 1 .
cliams. nig for [ Micic

o

Help business awners wnder:

nd different planning strategics availabic 1

them uzing th

Business Owner Factfinder

se this as 2 full vers far the first time. For

n client intake farm or clicnt financia! planning guide when mecting with clicn

Froduc

Wse Oy,

Ten Wavs to Increase the Walue of Your Business

se this a

resaurce to provide clients to hela them reach their highest financial and business patential.

Working With Business Dwners
this guide ta help small busine:

owners' protect their physical and financial assets and plan for their future succe:

Froducer Use O

informall Business Reguest

Wsc this as 2 shortoned version of a dicnt intake §

m ar client financial guide:

Delivering an informal Business Valuation

nducer Uise Only.

this as 3 guide ta help you present 3 valuation to yaus clicnt & what it means for their business. For

E-onus Bro-
brochure ta demonstrate how the excoutive bonus concept can hel
|- employess.

aur business owner client reward and ro
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Business Owners Need YOU!
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Your Advanced Markets Partners

o cjf&:fg AP Michelle Owens Bill Beckett
JD CLU ChFC CEBS CAMS CFP CLU ChFC MBA
VP Advanced Markets and ..
. . Manager, Advanced Markets Advanced Markets Specialist
Brokerage Field Relations . .
michelle.owens@mutualofomaha.com bill.beckett@mutualofomaha.com
ron.lee@mutualofomaha.com
advanced.markets@mutualofomaha.com ) M“Tllﬂl_g Omﬂ“ﬂ
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Thank You!
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The information provided throughout this seminar should
not be construed as tax or legal advice.

Consult with your tax or legal professional for details
and guidelines specific to your situation.

This presentation is being provided for informational purposes only. Mutual of Omaha
and its producers/agents and representatives do not give tax or legal advice. Any
discussion of taxes herein or related to this presentation is for general information

purposes only and does not purport to be complete or cover every situation. Tax law is

subject to interpretation and legislative change. Always consult with your own legal and
tax advisor regarding your particular set of facts and circumstances.

@ MutuarOmana

Protect Your Kingdom
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