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Decision Matrix - Rapid Turnaround Assessment

Lighting Co. Inc.
RwWI RWJ

Management Personnel Rating Results

g B L X J
Chris Gibson Ann Edwards

Sandra Jones ¢

sbuines ¢ #

Ed Par ¢

William Nelson ¢

Employee Cost (Wage)

sbuines g #

O—H

Overall Company Contribution

STRATEGIC VALUE ADVISORS, LLC

ESTIMATES, ASSUMPTIONS, AND LIMITATIONS * Best opportunity to
reduce people related

Best
Opportunity
and Focus

Limited

— Opportunity

This Decision Matrix — Rapid Turnaround Assessment (‘RTA”) was prepared
utilizing client confidential information (including certain proprietary estimates,
projections, and assumptions, where applicable). All

the information required to perform the analysis in this illustration was provided by the client and/or the client/s key 2nd Best

management personnel — all sources deemed to be reliable. No attempt has been made to verify the accuracy or Opportunity [Efale[ESTET[
completeness of the information, and any significant errors in, or omissions from, the information furnished would have a and Focus

corresponding material effect on the analysis and the conclusions derived therefrom.

The RTA does not constitute legal, tax, or regulated investment advice. Clients are directed to consult with qualified, licensed advisors regarding legal, tax and investment
matters.

The information and conclusions contained herein, reflect preliminary estimates, projections and assumptions, therefore, actual results may vary from those shown.
There is inherent uncertainty associated with estimates and projections regarding lender interest rates, availability of capital, key vendor relationships, global
economic conditions, client industry conditions and trends, company revenue, product sales mix, available market channels, etc. Due to these inherent
uncertainties, as the illustration projections extend into the future the results become more speculative. Therefore, actual results may vary significantly from

those depicted.

© 2009 - 2010 Strategic Value Advisors, LLC. All rights reserved. 1/11/2011 10:22 AM
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Decision Matrix - Rapid Turnaround Assessment

Lighting Co. Inc. RWI

Employee Rating Results

RwWI

°
Kenny Ford

Mark Lang &

k Fredrick Gordan Jones

o Jane Davis - -

sbuines ¢ #

Employee Cost (Wages)

sbuines g #

Billy Aable o

O—H

Overall Company Contribution

STRATEGIC VALUE ADVISORS, LLC

ESTIMATES, ASSUMPTIONS, AND LIMITATIONS * Best opportunity to Best

Opportunity
and Focus

Limited

reduce people related Opportunity

Costs.

This Decision Matrix — Rapid Turnaround Assessment (“RTA”) was prepared
utilizing client confidential information (including certain proprietary estimates,
projections, and assumptions, where applicable). All

the information required to perform the analysis in this illustration was provided by the client and/or the client/s key 2nd Best

management personnel — all sources deemed to be reliable. No attempt has been made to verify the accuracy or Opportunity [Efale[ESTET[
completeness of the information, and any significant errors in, or omissions from, the information furnished would have a and Focus

corresponding material effect on the analysis and the conclusions derived therefrom.

The RTA does not constitute legal, tax, or regulated investment advice. Clients are directed to consult with qualified, licensed advisors regarding legal, tax and investment
matters.

The information and conclusions contained herein, reflect preliminary estimates, projections and assumptions, therefore, actual results may vary from those shown.
There is inherent uncertainty associated with estimates and projections regarding lender interest rates, availability of capital, key vendor relationships, global
economic conditions, client industry conditions and trends, company revenue, product sales mix, available market channels, etc. Due to these inherent
uncertainties, as the illustration projections extend into the future the results become more speculative. Therefore, actual results may vary significantly from

those depicted.

© 2009 - 2010 Strategic Value Advisors, LLC. All rights reserved. 1/11/2011 10:24 AM
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Acquisition Appeal
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SUMMARY RESULTS - MANAGEMENT METHODS ASSESSMENT
LIGHTING CO. INC.

FINANCIAL INFORMATION

STRATEGIC PLANNING

PERFORMANCE REVIEWS
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CAPITAL STRUCTURE

LEGAL AND RELATED INFORMATION
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INVENTORY

EQUIPMENT INFORMATION

CAPITAL PLAANNING
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Lighting Co. Inc.

Management Methods Pe ce Assessment

Magagement Methods Assessment Description

Ranking

FINANCIAL INFORMATION

Financial Information

Potential buyers rely heavily on financial information to analyze the business. By taking
out extraordinary expenses or one-time events (“normalizing") the potential buyer has a
more favorable representation of what cash flows and profits will be immediately available
to him.

Business Taxes

Often, potential buyers will verify or compare the business financial information with the
business taxes actually filed and paid. This information is critical to the buyer and may
provide additional support of the financial "normalization”.

Financial "Back Up"

Tax returns, internal financials and audited reports generally require financial "back-up"
data to support the methods used in the compilation of these documents. Potential buyers
and their advisors considered back-up information as essential to their due diligence.

Management Reporting

A potential buyer looks at how management leads the business through its operational
reporting. Measures used in the business to direct employees and action to achieve
overall objectives adds value to the business.

Financial Projections

Along with historical trends, prospective buyers will look to future projections as a
statement of sustainability of the business model. In addition, comparisons to market,
industry, or business trends focuses the buyer on the future. This is also important to
potential lenders that may be part of the buyer's financing package.

Tax Positions

Current and good standing positions in all tax areas are essential when marketing a
business. Any issues with federal, state, payroll, or sales taxes will create issues in the
process of the sale potentially causing delays or even cancellation of the deal.

Value Added Performance

Value Added Performance

Under Performing

Under Performing

Value Added Performance

STRATEGIC PLANNING

Mission Statement
A formal, short, written statement of the purpose of the company has been established,
communicated throughout the organization and displayed in a visible location.

Strategic Planning

Conducts annual strategic planning meeting with the management team to define the
company's direction, human capital requirement, SWOT and PEST analysis. Strategic
plan is documented and is reviewed with the management team on a quarterly basis.

Strategic Goals and Objectives

Establish high level company written goals for each of the strategic plan initiatives in the
areas of sales, operations and finance. The goals are specific, measurable, agreed upon
with all members of the management team, and time specific.

Tactical Goals and Objectives

Establish written goals for each department and employee that directly link to the
company's goals and objectives. Goals have been communicated and agreed upon with
each employee of the company. Each employee has a defined set of time specific
quantifiable targets.

Under Performing

Under Performing

Under Performing

Under Performing
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Management Methods Perf nce Assessment

Magagement Methods Assessment Description

Lighting Co. Inc.

Ranking

PERFORMANCE REVIEWS

Performance Reviews

Weekly Performance

Formal Management team performance reviews are conducted whereby each member
presents to the business owner their weekly objectives and their performance toward
achieving them.

Monthly Performance Reviews

Formal Quantitative business owner and management team reviews are conducted
whereby the owner presents to the management team the company's progress towards
achieving its strategic sales, operations and financial goals.

Quarterly Performance Reviews
Formal quantitative departmental manager-employee performance reviews are conducted
and documented.

Annual Performance Reviews

Formal quantitative management team performance reviews are conducted. These
meetings are a one-on-one meeting between the business owner and each member of the
management team.

Under Performing

Under Performing

Under Performing

BUSINESS METRICS

Sales Metrics

Metrics are defined, documented, and tracked on a weekly basis within the sales
department. These metrics are leading in nature, topical, and are verified on a monthly
basis using lagging metrics as a check and balance.

Operations Metrics

Metrics are defined, documented, and tracked on a weekly basis within the operations
department. These metrics are leading in nature, topical, and are verified on a monthly
basis using lagging metrics as a check and balance.

Finance Metrics

Metrics are defined, documented, and tracked on a weekly basis within the finance
department. These metrics are leading in nature, topical, and are verified on a monthly
basis using lagging metrics as a check and balance.

Metrics Tracking and Reporting

Metrics are tracked on a daily basis and are linked to overall objectives in the business.
Staff is accountable to the reporting of metrics on a daily and weekly basis to
management.

Under Performing

Under Performing

Under Performing

Under Performing

CAPITAL STRUCTURE

Corporate Books

Having your Corporate Books in order will enable the potential buyer to more quickly and
more easily complete the diligence process and ultimately finalize the deal. This also
projects a positive image of the company and its owners/managers.

Shareholder Agreements

Depending on the structure of the sale, certain agreements regarding shareholders will be
critical to the diligence and may have an affect on some or all of the final negotiations. Full
disclosure to the potential buyer is an essential part of the transaction.

Shareholder Debt and Equity
To protect shareholders from missed opportunity or further liability, organization of the debt
positions, options, warrants, or other notes must be well documented.

Under Performing
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Management Methods Perf nce Assessment

Lighting Co. Inc.

Magagement Methods Assessment Description

Ranking

LEGAL AND RELATED INFORMATION

Lawsuits agalnst the Company

Pending lawsuits against the company may delay or even lose a potential buyer. A
complete description of the suit including history, status, and anticipated outcome is
needed for any current or pending litigation.

Lawsuits filed for the Company

Pending lawsuits filed for the company may impact a potential buyer both positively and
negatively. A complete description of the suit including history, status, and anticipated
outcome is needed for any pending litigation.

Agency Findings or Investigations

Pending investigations or recent findings by government agencies may cause delays in the
transaction. Each such investigation or finding should be explained in detail with history,
status, and anticipated outcome or summaries.

Intangible Assets

Clear legal copies of Patents, Trademarks, Copyrights, Licenses, and other tangible or
intangible assets should be documented, well organized and available. These items may
affect the buyers offer, timing, and interest.

Written Agreements or Contracts

All contracts and agreements should be well organized and scrutinized for expiration
dates, renewal options, potential penalty clauses, etc. Agreements that are near
expiration could be renegotiated and/or renewed to improve the transaction value of the
deal.

Warranties and Guarantees

Potential buyers may view external warranties and guarantees as added costs and
potential risk to the business. Conversely, Internal Warranties or Guarantees, from
vendors/suppliers, may be viewed as valuable assets and limit risk to potential buyers.
Demonstrate both clearly.

Product Liabilities
During the buyer's diligence process, products and their potential value or liability is
generally reviewed. Any current or pending product liabilities should be well documented.

Value Added Performance

Value Added Performance

Value Added Performance

Under Performing

Under Performing

Under Performing

Under Performing

PHYSICAL
BUILDINGS AND

LEASES

Buildings and Space

The leases, agreements, tenancy, and other physical building agreements are critical for
future planning, organization, and in most cases cash flow. Documents should be
organized and available for the potential buyer's diligence process.

Curb-Side Appeal

Conditions of all physical buildings, plants, offices, warehouses, and other areas of the
business are critical in demonstrating organization, leadership, culture, pride and added
value.

Under Performing

Under Performing

INVENTORY

Inventory

Potential buyers consider inventory levels, how well organized, accuracy of counts,
usefulness vs. obsolescence and overall tracking when valuing the seller's inventory.
Inventory can positively or negatively affect a company's cash flow, margins, and overall
process flow.

Under Performing
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Management Methods Perf nce Assessment

Lighting Co. Inc.

Magagement Methods Assessment Description Ranking

EQUIPMENT INFORMATION

Equipment Capacity Value Added Performance

Demonstrating the necessary level of Equipment to sustain and grow sales will be
scrutinized in all deals. Availability of options to balance equipment levels, debt servicing,
and maintenance to demand levels will be equally important.

Equipment Conditions
The condition of equipment and documented maintenance records will increase the actual
value and likely the perceived value of equipment included in the sale.

Equipment Lease Under Performing
Documentation of equipment leases must be maintained and available to potential buyers.

It may be in the seller's best interest to renew or renegotiate desirable terms if leases are

nearing completion.

Equipment Training Under Performing
Training manuals and operation manuals will be important to potential buyers to ensure a

continuation of proper use and quality production after the purchase. Proper

documentation will also support on-going safety requirements for equipment utilization.

Capital Expenditures Plan

The company has planned capital expenditures for the next year at a minimum and
preferably for the next five years. The plan is consistent with strategic growth plans and
future capacity needs.

Capital Expenditures Debt Service Plan

The company has planned debt servicing for the next year at a minimum and preferably for
the next five years. The plan is consistent with strategic growth plans and future capacity
needs.

Capacity Planning
The future capacity and utilization have been analyzed and planned capital spending is
consistent with future growth and capacity.

PRODUCTS | CAPITAL PLANNING

Product Descriptions Under Performing

The buyer's documentation and understanding of the Products or Services offered,
including, historical growth rates, future growth rates, market share, pricing strategies,
market strategies, and competitive advantages will aid the diligence assessment of the
business.

CUSTOMERS

Customers Under Performing
Customer agreements, customer lists, customer historical revenue reports and forecasts,

and organization of customer records are critical to potential buyers and are likely to add

value to the business.

Outside Selling Representatives Under Performing
Detailed records of all business sales representatives and their customer information files

should be documented and available to the buyer. Customer agreements, customer lists,

customer historical revenue reports and forecasts, and organization of customer records

are equally important to potential buyers.

EMPLOYEES

Employees Under Performing

Human Resources information is an important aspect of discovery for potential buyers.
Documented assessments of all key employees, agreements, compensation, benefits, and
other Company provided plans is essential.
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