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COLOR CODES

« CMYKColors
—  Orange: C=0 | M=80 | Y=95 | K=0
— Dark Gray: C=19 | M=0 | Y=0 | K=87
—  Light Gray:C=0 | M=0 | Y=0 | K=65

« RGBColors
— Orange: R:241 | G:90 | B:41
— Dark Gray: R:54 | G:66 | B:74
—  Light Gray: R:119 | G:120 | B:123

«  WEB Colors
— Orange: #f15a29
— Dark Gray: #3642a
—  Light Gray: #77787b



NOINIIN

* Logo fonts:

— Verdana - for "BOLDMORE’

— Phinster Fine - for "GROWTH PARTNERS”
« Contentfonts:

— Lato Light

— Lato Regular

— Lato Regular Bold

BOLDMORE

GROWTH PARTNERS
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A strategic framework to ignite and sustain growth amid
difficult economic conditions
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WEBSITE LINKS

« Current website: http://boldmore.com

* Draft new website:
http://boldmore-1/38124.hs-sites.com/home-page-1
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BUSINESS CARD

BOLDMORE

GROWTH PAR

Wade T. Myers
MANAGING DIRECTOR

950 E. State Highway 114
Suite 160
Southlake, Texas 76092

wade@boldmore.cot

P. 972.275.9233
M. 214.490.8125
F. 888.377.4841

3P_BCards_PrintReady.indd 1

www.boldmore.com
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EXAMPLE PRESENTATION SLIDES

50% OF SMALL BUSINESS TRANSITIONS ARE
INVOLUNTARY...

..because of the 5D’s
* Death

Disability

* Disagreement

* Distress

* Divorce

76%

lack knowledge of
transition
options

67%

lack plan for an
involuntary
exit

50%

haue neuar

XTCFitness
Square Foot
Analysis
Summary

Source: Exit Planning Institute State of Owner Readiness,
Results

November 5,2016

Revenue/SF Occupancy Exp/SF

Lower Revenue/SF — I
(25K ok I T
benchmark) - = T \ E T T
Lower Expenses/SF $0.00 $20.00 $40.00 $60.00 $0.00 $5.00 $10.00

(12% below
benchmark)
Occupancy Expense is
on par with the
average

Overall Revenue and
Expense metrics per
Square Foot appear
to be normal

Total Exp/SF

$0.00 $10.00 $20.00 $30.00 $40.00 $50.00

Source: XTC Fitness 2014 results vs, Independent Club average benchmark per the
2014 |HRSA Annual Industry Data Survey of the Health and Fitness Industry

™

November 5,2016

11/5/16

REVENUE AND EXPENSE METRICS
ON A SQUARE FOOT BASIS ARE OK...

B XTC Fitniess 2014 resuits
W independent Club 2014 average

$15.00

Page | 1225

SMALL BUSINESS OWNERS

28m small businesses in the U.S.

— 6m: 2 to 500 employees

—  22m: Self employed (standard:

Revenue)

—  Growing 0.5m small businesses per year

Business entity:

— 19.4m are sole proprietorships

— 1.6mare partnerships
— 1.4mare corporations

50% of the working population of the U.S. works

in a small business

ed over 65% of new jo

comysites/jasonnazar/2013/

inesses/s; http://vww.sbecoul
uf

# of U.S.
Businesses

Annual
Revenue

$37.4m-$75m | 9,523
$18.75m-$37.4m | 19,200
$7.5m-$18.75m | 63253

$375m-$7.5m | 115608
s15m-$375m | 3es752

ssook-s15m | 596829 }

s2s0¢- 500k [l 1020418

ssok-250« [ 2838755

<sso« [ ¢ 000000

EXAMPLE ANALYSIS:
INTERNAL CORE CAPABILITY SURVEY DEMOGRAPHICS

Survey Data Length of Servu:e withthe Company

>$100k >$1k
Target market = 0.6m U.S.

businesses (advisory services)

Target market = 1.6m US.
businesses (affiliates)

+ 23invitations sent 3+years
« 21responses (1 stopped part way through and did not finish) 1-2vyears _
+ 183 comments 2-3years -
Less than six months .
0 5 10 15

Position in the Company Number of Projects Worked On

Lead Associate or Project [ N N
.

Over ten projects
Project Manager or Director

Five to ten projects .

Shareholder or Senior [l
Administrative Support [l Fewer than three projects .
0 5 10 15 0 5 10 15 20
November 5,2016 m Page | 844
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WHITE PAPER EXAMPLE

PREPARING FOR A FINANCING

Insights and best practices for preparing to finance your company

PREPARING FOR A FINANCING

PRIOR TO A FINANCING

fimsteve the resson for sesking debt or eaity
Francing, o busness ourer shodd g e

+ Cleanup verity sndget uptordote omol e
et maters

+ Cleanupandverty allscruss

baving  yaar o tu o more of successtul

operstons — and o
e ot oazer o w«w o
aphal Iovestos aod

ibored sné e rpanizabinal documents Here

-l
recease
+ Get currentonscccunts payae

FINANCING
PROCESS

+ Wi sl businesserders oy scle

nancil factor is to ensure vour statements
conform <o indusiry standards snd Generaly
(GAAP) Sellers are

Very e auiy inestors  andcarcanly ot

rerely reed o uperade ther il eporting

Rondsorprvte ety furds — il mvest
ol pregretorann

BOLDMORE R

WTH PARTNERS

g,

« Reportinaccordance vithin ullscrual
ecounting et e s mos e s or
modifed sccrus

e -

securite orners arevery foilar vith

enitystrictures

firmfor the s recent compleed jor

suggestatheroughorganastiond document

inorderandup todate
0l — Fou shings are more

mm s dun oty il

i moesrte. O ada
Comirtha olowng:

oembreingon e ot Creatity e

st
desrgoce] Suners oo e e
says Toorgenize theicoers

Vet vendos and xpenses

e
o erureor e gt oo, slrs
g2t e sart archceth iformation

erployee de ard tbar prsonal peculaies

©2015 Boidn

e Growth Partners, LLC w

Bakinorecom

November 5,2016

VALUATION METHODOLOGIES

INTRODUCTION

o o e ke o o

e srosas of o Buer vie sl to mediomsid

TYPICAL VALUATION PROCESS

. Eauity Velue
2 +TotalDebt

3. Cash and Cash Equivalents
4. ~Enterprise Value

E

fbeiess

2015 Boldmore Growth arners,LLC

® P

DRIVING STRATEGIC GROWTH

THE WINNING STRATEGY

+ Whatstratgic inistves should the.

- Whatis the best method to evauate all.

KEY GROWTHSTRATEGY QUESTIONS
TOBE ANSWERED

company undertake tonvigorate growth?

opportunities?

Ppeeiia S

+ Wnats the most effectve method:

oo o ot o e esmerts?

+ What are the next growth engines/platforms.

forour compan’

e v i ek o s
reresing e virears sem amolvees o ko ek

developto remainviabie?
+ Wnatimits our abilty o acton

+ Whatis our abity tosfminate those

portunities?

constraints? Bokdmore Growth Partner:

e oo, S Eit 3o o sy o the

* e thocmporturycondstantwithur vin

probbiy o
Outperton
Pesaby

W oldmore.com

strtegy andv

It gt o e n s oot

I TR
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SOCIAL MEDIA AVATARS

W W 18

11/5/16 ﬁ Page | 10



11/5/16

THEEND

BOLDMORE

GROWTH PARTNERS
www.boldmore.com

950 E. Highway 114
Suite 160
Southlake, Texas 76092

P. 972.275.9233
F. 888.377.4841



