KHA Strategic Consulting: Real Advice, Real Leaders The Right Fit for Your Future

Business

Assessment

e Complimentary Intro Meeting | * Regular Business Checkups * Measure what Matters * Deal Readiness * Value Created

* Measure Current State e Annual Benchmarking e Map out the Future * Value Assessment e Transition Planning

* Mutual Understanding of Needs * Financial Clarity e Optimize the Organization * Option Evaluation e Wealth Planning

* Measure Potential Outcomes e Issue ID + Processing e Show your Team how to Win * M&A Advisory e Organizational Goal Alignment
* Playbook Buildout * High Impact Questions * Keep the End in Mind * Implementation/Integration e Personal Goal Alignment

Connection Partnership

Consulting@kha.cpa
972-221-2500
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Dynamic Business Advisory: Ask Bigger Questions, Elevate Your Business The Right Fit for Your Fulure
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e Leader Team Synchronization ' How Do You Compare? * Analysis * Business Experts on Your Team @+ We Ask Bigger Questions

e Financial Discussion e [dentify Your Strengths e Understand Your Financials * Bring Issues to Discuss e Tailored to Your Context

* Rotating Topic Discussion * Explore Improvement Areas * Hear the Story They Tell * Sound Recommendations * You Discover New Insights

* Identify Where You Stand * Go Through KHA Scorecard * Devise a New Story * Clear and Actionable Paths * Get Your Team’s Best Thinking
* Progress Check on Tactics * Discuss Ways to Improve Scores  * New Insights * Frameworks Available * Take Action
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Discussion

Elevate Discipline

Consulting@kha.cpa
972-221-2500

Revisit
Periodically
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Value Creation: Regain Today, Win Tomorrow

The Right Fit for Your Future
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e Financial Comparability e Organization Identity .
e Financial Health e Organization Visioncasting .
e Operating Budgets e Organization Tactical Planning = ¢
* Management Dashboards e Generational Succession .
* Financial/Scenario Modeling ¢ Build/Buy/Grow Advisory .
* Financial/Operational Fluency ¢ Pricing Strategy .

Regain Create Establish Focus Crystallize
Today, Continuity, Predictability, Attention, Measures,
Win Elevate Find Deve|op Catalyze
Revisit Tomorrow Team Repeatability Capacity Change
Periodically

Value Creation
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Organization Optimization e People Development Process
Lines of Authority e Bench Development

Connect Roles to Org e Human Capital Transformation
Incentive and Comp Planning e Performance Management
Process Optimization e Leadership Training: KEEP
Governance Processes e Executive Coaching
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Value Created

Transition Planning

Succession Planning

Wealth Planning
Organizational Goal Alignment
ME&A Facilitation
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Consulting@kha.cpa
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M&A Facilitation: Embrace Opportunity, Exit Optimally The Right Fit for Your Future

e Deal Strategy e Normalization of Earnings e Grow / Exit Decision(s) e LOI Advisory (term review) e Implementation Strategy
* Transaction Readiness * Quality of Earnings * Deal Alternatives (organic e Deal Structuring (sale type / e Post-M&A Day 1 Readiness
e Synergy Mapping / * Working Capital growth / partnership) entity separation) ¢ Internal System / Process
Qualitative Analysis Requirements » Stakeholder Goal Alignment e Purchase Price Payout / Consolidation
» Stakeholder Goalsetting * Enterprise Valuation * Buy/Sell Modeling Support Requirement * Governance Procedures
* Operational Review * Value Summary across * [f Exit: move to M&A Advisory = ¢ Tax Strategy e Headcount Rationalization
Completion (Value Creation) Methodologies e [f Grow: see Value Creation * Diligence Facilitation e NewCo Tax Advisory
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