NOMADIC ‘ Marketing + Software

Manufacturing Exit Value
Maximization Checklist

Manufacturing portcos deserve to grow smarter and exit stronger.

Here's how.
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INTRODUCTION

You built something exceptional-demand an exit value that proves it. Today's buyers and investors are still
flipping through your P&L statements but they are also digging deep into your operations. They want to see:
Do your processes actually integrate? Is your supply chain rock-solid? How efficiently do you transform
raw materials into market-ready products (and profit)?

Turning Strengths into Exit Value

When we talk about knowing and leveraging your operation's unique strengths to boost your business
worth, it means:

® Pinpoint What's Special: Go beyond just what you make. What's truly unique about how you operate? Is
it a proprietary process, a specialized niche, an optimized supply chain, or an expert design capability?

@ Show It Off (Strategically): Use strategic marketing to articulate and amplify these unique strengths to
the market before buyers even knock. Your brand story, digital presence, and content should clearly
display these differentiators, with confidence.

@ Prove It (Operationally): Buyers aren't just taking your word for it. Razor-sharp operational readiness
means your internal processes are efficient, scalable, and fully documented. You can demonstrate, with
data, how your unique strengths translate into consistent quality, faster delivery, or lower costs.

® Command a Premium Valuation: Doing this before you go to market gives you a massive head start.
Buyers pay a premium for businesses with clear growth potential, defensible competitive advantages,
and transparent operations. This directly impacts your business worth, which is often determined as a
multiple of your EBITDA.

The Best Way to Make a Premium Exit

Phase 1: Brand & Market Resonance

(J Does your brand clearly tell your growth story and hint at future potential?

[J Isyour brand message clear, compelling, and consistent everywhere?

[J Does your brand look distinct and appeal to your target buyers?
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Do you have a clear, unique value proposition that connects with your market?
Can you clearly explain your brand's unique position for the next 5-10 years?

Are customer stories and testimonials actively shared?

Phase 2: Lead Generation & Sales Machine

a

Are you showing predictable, scalable growth to buyers?

0O 0 0O 0O 0O 0o o o

Is your inbound system consistently attracting qualified leads?

Are your outbound efforts targeted, efficient, and getting results?

Can you accurately show your customer acquisition cost (CAC) and lifetime value (LTV)?
Do you have a clear, documented strategy for leads and conversions?

Are marketing and sales aligned, using one playbook and CRM?

Is your lead pipeline clear and easy to report on?

Are marketing-to-sales conversions tracked and transparent?

Are demand generation campaigns repeatable, scalable, and documented?

Phase 3: Digital Presence & Buyer Confidence

a

Is your digital presence building value for buyers, or not?

0O 0 0O 0O O O

Does your website offer a great experience, loading fast and working well on all devices?
Is your digital content strategy designed to attract, engage, and convert high-value leads?
Are your social media channels engaging your audience and showing thought leadership?
Can you show a strong digital presence compared to competitors?

Are all digital assets polished and ready for buyer review?

Is your overall digital presence (website, social media, SEO) current and optimized?
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Phase 4: Marketing Operations & Data Integrity

[J Are your marketing processes efficient, producing leads and sales without waste?
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Is your marketing automation system optimized for nurturing leads?

Can you clearly show Return on Investment (ROI) for all marketing spend?

Is your conversion tracking accurate, reliable, and compliant with privacy rules?

Do you have clean, accessible data that directly ties marketing to revenue?

Are marketing and sales using a unified CRM with consistent data?

Have you used marketing automation to increase efficiency and reduce manual tasks?
Are marketing budgets optimized to balance growth with cost?

Are key marketing KPIs (lead volume, conversion rates, CAC, LTV) consistently tracked?
Can you provide historical marketing data and reports for due diligence?

Is your marketing data used to support your growth story and valuation?

Are marketing systems and processes standardized and repeatable without owner involvement?

Phase 5: Operational Strength & Scalability

(J Is your production efficient and ready for growth after acquisition?
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Have you recently reviewed your workflow to eliminate bottlenecks and optimize production?
Are key production metrics (throughput, defect rates, downtime) improving?

Are Standard Operating Procedures (SOPs) documented and key roles cross-trained?

Can operations genuinely run without direct owner involvement?

Do you have a trained, reliable workforce in place?

Is there a strong management team ready to lead after the sale?
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Phase 6: Financial Transparency & Profitability

[J Does your financial performance clearly show profitability and readiness for investor review?

Have you calculated and optimized your EBITDA or SDE (Seller's Discretionary Earnings)?

Are there discretionary or non-recurring expenses that should be adjusted for a clearer financial
picture?

Are your financial records GAAP-compliant and investor-ready?
Is inventory lean and turnover optimized?

Are raw material contracts, labor, and overhead strategically managed for cost control?

Phase 7: Strategic Assets & Risk Mitigation

[J Have you identified and showcased all strategic assets while mitigating potential red flags?

0 0 0O 0O 0 0o o O

Do you own valuable Intellectual Property (IP), patents, or proprietary processes that drive margin?
Are your systems modern and ready to scale with limited capital expenditure (CAPEX)?

Do you offer service contracts, ongoing supply agreements, or subscriptions that show predictable,
recurring revenue?

Can buyers clearly see predictability and growth in your revenue model?

Have you diversified customer accounts to reduce revenue concentration risk?

Have you created strategic partnerships that enhance market position or access?

Are marketing efforts targeting multiple customer segments to reduce revenue concentration?
Do you have marketing programs supporting long-term contracts or subscription models?

Is your marketing strategy designed to expand and diversify your customer base continuously?
Are compliance, safety, and regulatory documents up-to-date and easily accessible?

Have you proactively addressed potential buyer red flags (e.g., single-supplier reliance, aging
equipment, weak digital presence)?
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Phase 8: Exit Planning Strategy
[J s your exit strategy clearly defined and supported by professional guidance?

Have you clearly defined your exit goals (e.g., maximizing value, speed, or strategic buyer fit)?
Do your personal financial goals align with your determined exit timeline?

Have you engaged a financial advisor to recast your financials for presentation?

Are you working with an M&A advisor or broker who specializes in the manufacturing space?

Do you have a clear marketing growth plan aligned with business exit timing and goals?

0o 0 0O 0O o0 O

Have you identified and mitigated marketing risks that could deter buyers (e.g., over-reliance on paid
ads, weak digital presence)?

Partner Up + Unlock Even More Value

We can all agree that a checklist is a powerful starting point. Don't skip the experts, though. Their fees are
an investment that almost always leads to a better purchase price and a less stressful exit process.

For a smooth transition lean on:

* CPAs & Financial Advisors: Optimize your financials for a higher payout. They'll uncover hidden value and
ensure your books are ready for buyer scrutiny.

* M&A Advisors & Business Brokers: Your market insiders. They know your sector's value, find the right
buyers, and manage the entire deal from start to finish.

* Legal Counsel: Protect your interests. They structure the deal to minimize tax burdens, reduce liability,
and ensure all contracts are airtight.

Ready to Secure Your Brand's Future? ’.

Schedule a Consultation with Nomadic (

Contact Us
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