PTA’s Business Sale

Process

“Confidential, Customized, Targeted and Efficient”

Up-Front |
Preparation

* Due Diligence &
business valuation

» Preparation of
marketing materials

» Dngoing monitaning
of the business
performance

« Detailed analysis of
potenbial buyers

» Preparation of
stand-alone financial
stalerments & synergy
SCEnancs

4 weeks

Marketing
Program

* Finalize Infarmation
Mermorandum

= Approach targeted
universe of sirategic
& financial buyers

« Execute Chs

« Begin management
presentation & dala
room preparation

4-5 Weeks

Indications

= Potential buyers
review information
memorandum &
submit a non-binding
indication of interest;
(they may hawve
additional relevant
requesls for
information at this
stage)

Visits

 After evaluation of
preliminary
indications of interast
& Client's willingness
to proceed, selecta
limited group of
potential acquirers to
altend management
presentations

* Preseniations /
Site visits

* Virtual e-data room
or provide
information on disc-
increase review
speed & efficiency

8 Weeks
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Negotiation /
Signing

* Buyers submit final
binding bids based
on contract & terms
acceptable to our
client

= Negotiate purchase
agresment wilth
“winner” of final bid
process

= Sign definitive
agresment

4 Weeks



