< Insert Logo >
[bookmark: _Hlk14249158][bookmark: _GoBack]Example: Buyer Company Overview

	CONTACT INFORMATION

	Company
	Big IT Group, LLC
	Contact
	Susan Smith

	Email
	susan.smith@bigitgroup.com 
	Phone
	888-555-1212

	City
	St. Louis
	State/Prov.
	MO

	OBJECTIVES FOR A PURCHASE

	1
	Expand our geography into eastern Missouri and Kansas.

	2
	Grow top line and recurring revenue to further strengthen valuation.

	3
	Retain employees focused on customer success.

	DESIRED CHARACTERISTICS OF A SELLER

	1
	Proven sales engine and record of growth with customers who have 30-75 seats.

	2
	At least $4M in top line revenue and $1M in recurring revenue.

	3
	Shared vision of serving the customer and developing a culture of high-quality employees.

	TOP BENEFITS TO A SELLER

	1
	17-year-old company with progressive management and established, diversified client base.

	2
	Leader in current MSP market following two previous acquisitions ($2M in 2008; $3M in 2014).

	3
	Mature organization (3.7 OML) and team (6 years average tenure) improves stability.

	COMPANY PROFILE (ANSWER WHERE APPLICABLE)

	Years in Business
	17
	Location(s)
	St. Louis, Des Moines
	
	State/Prov.
	

	# and % Shareholders
	3 (60%/25%/15%)
	No. of Employees
	52

	Annual Revenue ($)
	$11,000,000
	Profit Percentage (EBITDA%)
	14%

	[bookmark: _Hlk14200675]% Rev. Growth (12 mos.)
	11%
	Operational Maturity Level© (OML)
	3.7

	% MRR of Total Revenue
	46%
	[bookmark: _Hlk14200983]Ideal Client Size (# Seats)
	30-75

	PSA/CRM Platform
	ConnectWise Manage
	Primary Distributor
	Ingram Micro

	Vertical Markets
	☒ Finance   ☒ Prof. Svcs.   ☒ Healthcare   ☒ Mfg.   ☐ Gov.   ☐ Edu.   ☐ None

	Key Vendor Partners
	ConnectWise, Microsoft, HPE, Datto, Veeam, Cisco, SonicWall, Citrix

	Peer Group/Mastermind Membership (Status and tenure)
	Vistage; 6 years

	STATUS AND TIMING

	Desired Date to Close
	We plan to close a deal and complete integration by the end of 2020.

	Next Steps
	Hold initial meeting with Susan Smith. Assemble Sell Kit for follow-up meeting.

	UNIQUE INSIGHTS, VALUE OR OTHER COMMENTS

	BITG is unique in the solutions we deliver and how we serve clients. Our planning process produces proven growth, both organically and through acquisitions. Colleagues are trained, engaged, and experienced. We have completed two previous acquisitions and look forward to completing a third acquisition soon.
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CONTACT INFORMATION  

Company  Big IT Group, LLC  Contact  Susan Smith  

Email  susan.smith@bigitgroup.com    Phone  888 - 555 - 1212  

City  St. Louis  State/Prov .  MO  

OBJECTIVES FOR  A PURCHASE  

1  Expand our geography into eastern Missouri and Kansas.  

2  Grow top line and recurring revenue to  further strengthen valuation.  

3  Retain employees focused on customer success.  

DESIRED CHARACTERISTICS OF A  SELLER  

1  Proven sales engine and record of growth with customers who have  30 - 75 seats.  

2  At least $4M in top line revenue and $1M in  recurring revenue.  

3  Shared vision of serving the customer and developing a culture of high - quality employees.  

TOP BENEFITS TO A SELLER  

1  17 - year - old   company with  progressive management and  established, diversified client base.  

2  Leader in  current MSP market following two previous acquisitions ($2M in 2008 ;   $3M in 2014).  

3  Mature organization (3. 7   OML) and team ( 6   years average tenure)  improves stability .  

COMPANY PROFILE   ( ANSWER  WHERE APPLICABLE)  

Years in Business  1 7  Location(s)  St. Louis, Des Moines   State/Prov.   

# and % Shareholders  3   ( 60% / 25%/15%)  No. of Employees  52  

Annual Revenue ($)  $ 11 , 00 0,000  Profit Percentage (EBITDA%)  1 4 %  

% Rev. Growth (12 mos.)  11%  Operational Maturity Level ©   (OML)  3.7  

% MRR of Total  Revenue  46%  Ideal Client Size (# Seats)  30 - 75  

PSA/CRM Platform  ConnectWise Manage  Primary Distributor  Ingram Micro  

Vertical Markets  ?   Finance      ?   Prof. Svcs.     ?   Healthcare     ?   Mfg.      ?   Gov.      ?   Edu.    ?   None  

Key Vendor Partners  ConnectWise, Microsoft, HPE, Datto, Veeam, Cisco,  SonicWall, Citrix  

Peer Group/Mastermind Membership (Status and tenure)  Vistage; 6 years  

STATUS AND TIMING  

Desired Date to Close  We plan to close a deal and complete integration by the end of 2020.  

Next Steps  Hold initial meeting with Susan Smith.  Assemble Sell Kit for follow - up meeting.  

UNIQUE INSIGHTS ,  VALUE   OR OTHER COMMENTS  

BITG is unique in the solutions we deliver and how we serve clients. Our planning process produces proven  growth, both organically and through acquisitions.  Colleagues are trained, engaged, and experienced. We  have completed two previous acquisitions and look forward to completing a third acquisition soon.  

 

