~~ MARKETING

STRATEGY & EXIT
VALUATION REPORT

Comprehensive analysis of how your marketing strategy impacts
business valuation and exit readiness.

YOUR EXIT STRATEGY:
Exit Path: Timeline: Target:
@ Build to Sell 2031-01-01 100,000,000

(3-7 Year Exit)

@ Timeline Impact Analysis

Current gaps could delay your exit by 12-18 months. Focus on top 3
recommendations to get back on track.

il MARKETING MATURITY SCORE

Overall Marketing Readiness 5.2/10
Acquisition Channels: Retention Systems:
Viral/Referral: Data & Tracking:



¢ REVENUE MODEL ANALYSIS

RECURRING REVENUE ONE-TIME REVENUE
93% 7%
4 product(s) 2 product(s)

Impact: Strong recurring revenue model



@ COMPETITIVE POSITIONING

SUMMARY

How your competitors are positioned in the market (from Module 2 analysis).

-~

KA

Positioning: Klaviyo positions itself as a leading B2C CRM platform with
a focus on Al-driven marketing and customer service automation. Their
unique angle is the integration of Al agents (KC:Al) and a unified omni

Pricing: No specific pricing details or tiers mentioned on the page. Links
to 'Pricing’ and 'Get a demo’ suggest pricing information is available
elsewhere or

™

BRANDINGS

Positioning: Branding5 positions itself as an Al-powered brand
positioning and marketing strategy toolkit that delivers agency-level
quality at a fraction of the cost. Their unique angle is providing
comprehensive

Pricing: Two pricing tiers: Complete Brand & Marketing Package at $147
one-time (VAT not included); Agency Plan at $599/month, discounted to
$399/month (VAT no

BLAZE

Positioning: Blaze positions itself as the world's first Al marketer that
fully automates marketing tasks, acting as a replacement for a full
marketing agency at a fraction of the cost. Their unique angle is the '

Pricing: Offers a free trial for 7 days with no credit card required;
generates and posts the first week of content for free. Payment is
required only if conti




il WHAT ACQUIRERS LOOK FOR

Typical Buyer Type: Private Equity or Strategic Buyer

KEY METRICS THEY
EVALUATE

(want 70%+)
» Customer retention rate (want
90%+)

business to run without you)

DEALBREAKERS

* High churn rate v Campaign
HQ

* No documented processes v Al
SOP Assistant

» Customer concentration risk

v Available when you upgrade to the
Profit Command Center




& CRITICAL GAPS AFFECTING
VALUATION

These deficiencies are reducing your business value and exit readiness.
Addressing them should be your top priority.

If you need help thinking through the implementation of any of the gaps or
recommendations on this page, the Profit Advisor will be there for you

when you upgrade. It knows your business, your customers, and your
products. It will ask you questions and can help you make decisions—then
guide you every step of the way.

NO FORMAL REFERRAL PROGRAM

You're missing one of the most cost-effective customer acquisition
channels. Referrals have the highest conversion rates and lowest CAC.

Impact on Valuation: Reduces valuation by 15-25%. Acquirers look for

scalable, low-cost acquisition channels.

NO STRUCTURED ONBOARDING

First impressions matter. Without onboarding, new customers are 3x
more likely to churn in first 90 days.

Impact on Valuation: Reduces LTV by 30-40%, directly impacting
valuation multiple.



@ PRIORITY RECOMMENDATIONS

Tackle these in order for maximum impact on business value.

-

LAUNCH REFERRAL PROGRAM L ROL: High

Create a two-sided incentive program (reward both referrer and new
customer)

Why it matters: Referrals convert 3-5x better than cold traffic and cost
5-10x less to acquire

Quick win: Start with a simple "Give $20, Get $20" offer and unique
referral links

J

CONSIDER AFFILIATE PROGRAM

Partner with complementary businesses and influencers to expand reach
Why it matters: Affiliates provide scalable acquisition without upfront
ad spend

Quick win: Start with 3-5 strategic partners and a simple commission
structure

& Need Help With Implementation?

If you need help thinking through the implementation of any of the gaps or
recommendations on this page, the Profit Advisor will be there for you
when you upgrade. It knows your business, your customers, and your
products. It will ask you questions and can help you make decisions—then
guide you every step of the way.



é VALUATION IMPACT SUMMARY

~ ~\

CURRENT POTENTIAL UPSIDE
MARKETING WITH POTENTIAL
VALUE [IMPROVEMENTS
4.7% +31%
’ valuation increase
revenue multiple revenue multiple )

Bottom line: By addressing these marketing gaps, you could increase
your business valuation by 31%, moving from a 3.6x to 4.7x revenue

multiple.

@ AI-POWERED STRATEGIC ROADMAP

Done for you in the Profit Command Center

Easy to add with Profit Advisor

@ TACTICAL 90-DAY RECOMMENDATIONS

Based on the information provided, here are 4 tactical actions for the

next 90 days to address the key marketing gaps:

1. Implement a Referral Program <

- Create a simple referral program that incentivizes existing customers
to refer new customers. Offer a discount, credit, or gift for each
successful referral. <

- Promote the referral program through email, social media, and on your
website. Make it easy for customers to share with their network. <

- Set a goal of 10 new referrals in the first 90 days.




2. Improve Onboarding

- Develop a standardized onboarding process to welcome new
customers and help them get the most value from your product/service.
- Create a series of 3-5 automated emails to guide new customers
through the onboarding steps. Include links to tutorials, FAQs, and
support resources.

- Schedule a 15-minute onboarding call with each new customer to

answer questions and ensure they are set up for success.

3. Boost Customer Retention <

- Analyze your customer data to identify key touchpoints and
engagement metrics. Determine your current customer retention rate.

- Implement a quarterly customer satisfaction survey to gather feedback
and identify areas for improvement.

- Develop a customer loyalty program that rewards repeat business,

such as a points system or exclusive offers.

4, Streamline Your Marketing Efforts

- Identify 1-2 marketing channels that are most effective for your
business (e.g., email, social media, content marketing). v

- Create a simple content calendar to plan and schedule your marketing
activities in advance. v

- Batch your marketing tasks into dedicated 1-2 hour blocks each week

to improve consistency and efficiency.

By implementing these tactical actions, you can address key marketing
gaps, improve customer acquisition and retention, and streamline your

marketing efforts - all within your budget and time constraints.

T MILESTONES & TIMELINE (12/24/36 MONTHS)

Milestone Timeline for Business Exit Roadmap

Months 1-6: Foundation Fixes
- Implement customer retention strategies, aiming for a 10% increase in

customer retention rate within 6 months. <




- Develop a referral program, targeting a 20% increase in new customer
acquisition from referrals within the first 6 months. <

- Establish a structured onboarding process to improve new customer
experience and increase customer lifetime value.

- Optimize marketing channels, focusing on improving conversion rates
across Facebook, LinkedIn, Twitter/X, and YouTube by 15%. v

Months 7-12: System Implementation

- Integrate customer relationship management (CRM) software to
streamline sales and marketing processes, aiming for a 20% increase in
lead conversion rate. v

- Automate key business operations, such as invoicing, inventory
management, and customer support, to improve efficiency and
scalability.

- Implement a data analytics system to track and analyze key
performance indicators (KPIs), including customer acquisition cost,
customer lifetime value, and marketing return on investment (ROIl). v
- Develop a content marketing strategy to establish the business as an
industry thought leader, targeting a 30% increase in website traffic and a

25% increase in email subscriber base.

Months 13-24: Scale & Optimize

- Expand marketing efforts to include additional channels, such as
search engine optimization (SEO) and influencer marketing, with the
goal of increasing customer acquisition by 30%.

- Refine the referral program, aiming for a 40% increase in new
customer acquisition from referrals. <

- Optimize the onboarding process and customer retention strategies,
targeting a 15% increase in customer lifetime value. <

- Continuously analyze and optimize business operations, marketing
campaigns, and customer experience to improve overall profitability and

scalability.

Months 25-36: Exit Preparation
- Assess the business's overall performance and financial health,

ensuring it meets the desired exit criteria.




- Develop a comprehensive exit strategy, including valuation, potential
buyers, and negotiation tactics.

- Strengthen the business's management team and organizational
structure to ensure a smooth transition during the exit process.

- Implement any necessary changes or improvements to maximize the
business's value and appeal to potential buyers.

- Engage with legal and financial advisors to navigate the exit process

and ensure a successful transaction.

By following this milestone timeline, the business can address its current
challenges, implement scalable systems and processes, and position

itself for a successful exit in the future.

~~ GROWTH STRATEGY & BUDGET ALLOCATION




Given the business's limited budget of $0-500 and time commitment of
1-5 hours per month, | would recommend the following growth strategy

and budget allocation:

1. Paid Acquisition Channels (40% of budget, $200-$300):

- Focus on Facebook and Linkedln ads, as these are the current active
channels. Allocate the majority of the paid budget here to drive new
customer acquisition. v

- Experiment with different ad creatives, targeting, and messaging to

optimize for cost-effective lead generation.

2. Retention/Onboarding Systems (30% of budget, $150-$225): <

- Invest in a user-friendly onboarding process to improve customer
retention and engagement. <

- Automate welcome emails, product tutorials, and periodic check-ins
to nurture new customers and encourage repeat business.

- Consider implementing a simple customer feedback or survey

system to gather insights and address any pain points.

3. Referral Program Setup (20% of budget, $100-$150): <

- Allocate a portion of the budget to set up a basic referral program,
such as offering discounts or incentives for existing customers who refer
new leads. <

- This will help leverage your current customer base to drive organic

growth at a low cost. v

4. Content/Organic Growth (10% of budget, $50-$75): v

- Dedicate a small portion of the budget to creating and promoting
high-quality, value-added content across your social media channels
(e.g., LinkedIn, Twitter/X, YouTube). v

- Focus on content that educates, entertains, or solves your target
audience's pain points, which can help increase brand awareness and

engagement organically.

By prioritizing paid acquisition, retention, referrals, and content/organic
growth, you can maximize the impact of your limited budget and time

commitment to drive sustainable growth for the business. v



# INFRASTRUCTURE ROADMAP




Based on the information provided, | would recommend the following

infrastructure to build in priority order:

1. Onboarding (Month 1-3):

Implementing a robust onboarding process is the most critical system to
address. This will ensure new customers have a smooth and engaging
experience, increasing the likelihood of retention and long-term success.
The onboarding system should include guided tutorials, interactive

walkthroughs, and personalized onboarding workflows. <

2. Referral System (Month 4-6): <

Building a referral system is the next priority. This will enable your
existing customers to easily share your product or service with their
networks, driving new customer acquisition through word-of-mouth.
The referral system should include incentives, tracking, and a user-

friendly interface for seamless referral management. <

3. Review Collection (Month 7-9): <

Implementing a review collection system is the third priority. This will
allow you to gather valuable feedback from your customers, which can
be used to improve your offerings and build social proof. The review
collection system should include automated requests, integration with
popular review platforms, and the ability to showcase positive reviews

on your website. <

4. Success Management (Month 10-12):

Lastly, establishing a success management system will help you
proactively engage with your customers, identify areas for improvement,
and ensure their long-term satisfaction. This system should include
regular check-ins, personalized support, and a customer health scoring

mechanism to identify at-risk accounts.

By prioritizing these systems, you'll be able to create a more
comprehensive and customer-centric infrastructure that drives business
value through improved onboarding, referrals, reviews, and customer

success management.




[ Regenerate Roadmap ]

%" NEXT STEPS

Profit Command Center

In the Profit Command Center, you'll work with your Al coach to design
a bespoke implementation plan for your business. Your Al agents will
then help you execute the plan—building referral programs, retention
automation, viral mechanics, and more—all with your oversight and
guidance.

@ READY TO
EXECUTE?

You've seen the big picture—now get your 90-Day Marketing

Battle Plan with week-by-week action items, cost comparisons, and

funnel stage breakdowns.

View Your Battle Plan —

Strategic roadmap = Task breakdown = Investment comparison « No commitment required




