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Cashing Out Study Group

Centers Of Influence

Presented by: Brad Davidson, President
SPARDATA Value Advisors

Curriculum

The question nobody’s asking

Know what they’ve got
Responding to concerns

Grow what they’ve got
Know their exit options

Starting the conversation
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Centers of influence

Who Are COIs?

CPA
Attorney

Financial advisor

Insurance agent
Banker

P&C agent
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Four Ways To
Work Together

Use the Diagnostic Tool.
Host a Client Event.

Host a Study Group.
Host CPE.

SURLSCTINS =

Collaborate on valuation.
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1. The Diagnostic Tool

® You teach (or let
us teach) how to
use.

e Share cases.

2. What Do COIs Fear?

Being seen as a commodity.
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2. The Client Event
SPARDATA

Value Advisors | [BOO) B35-4100

Educational Programs for Business Owners

Lectures

Relaled Rescwrces Je
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Your Closing Remarks

1. Business owners should:

— know what they’ve got;

— grown what they’ve got; and

— know their 6 exit options.

2. Ican help you ‘cash out’.

3. Ican also help with ...

todlients
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3. How To Build
Relationships with COlIs

Solution:
Collaborate together for
an hour a week, for seven
weeks.
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3. Host A Study Group

Workshop! Study Group

SPARDATA offers seven hours of practical training for 3dMsors seeking preater success working win
small business owners, The presenter s SPARDATA's president Brad Davdson {link to CV], a nabonally-
paker The NAMIESON &N e delhnred a5 an all-day warkshap, 2 wihinarased siudy group
o an ot e it wieek (Tor exiimgle, Tissdars Fom & 30am-8 30am) far sean woeks, of
cambinabon of he two. Here is the Warkshop cuniculurn (click bo expand)

Sesslon 1. The Question Nobody's Asking

Session 2. Know Whet They've Got (Craning Cut Step 1)
Sesuion 3. Responding 1o Concerns

Sesaion 4. Grow What They've Got (Cashing Out Siep 2}
Session 5. Know Their Exit Optlons (Cashing Out Step 3
Sesaion 6. How To & Conversanon
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Session 7. Centers Of Influence
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4. How To Build
Relationships with CPAs

CPE and CE Programs

SPARDATA's presitent Erad Dawasen is vl
#0uGaIn (GPE] an3 conbsieg e0ucaton i

Sle 10 Bresant 3 vanely of confinaing professional
| programe. The pepansaiion hosing e preat ussaly
Pancies B CPIICE pageewnei of slad or an s3atonsl fed of 534 ce s2en
SUBCONTACt T taskko e Mlariand Assooaton of CRAs' Business Leaming

sttt

1. The Stasement on Stasdards for Vshtion Services: What i Bsans, How To Comply (2 hoars)

Tres program is desiges
uews T

3l o £ Whe Frapan T,
e5s DTS, Taugnt st nast's location. €15 10wal 3 3 Tunch & leam” program Aundess
3 and & Mo pror mecenzany

2. Itrnucnon 10 Busisess Valuabon [ Soers)

m 18 18 IS Sua 318 enened Iir s INSASLS RGWInG SOTInG o1 veey B4 450t bt ns
IR Tirtasutet Tie LATEIRIA S SUSALE EaliaBin Contacts Bacry dnd apa
covtrad inciude

CPA-specific considerations

SSVS 6695A

Valsation of o Business,
Business Gwnarship
Interast, Security, or

jbla Asset
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5. Collaborate
on
Valuations
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Cashing Out Study Group

Onward & Upwards!

Brad Davidson, President
SPARDATA Value Advisors

6785 Business Parkway, Suite 104
Elkridge MD 21075

800-895-4100 x107

240-553-1331 (fax)

bdavidson@spardata.com

Likpowedge wiholesaers
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