No More Diapers: Your Guide to a Stress-
Free School Sale
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Endeavor’s History

+ Began in 2012 with two schools in GA

- Observed Four Trends in ECE:
« Range in quality
« Moslly small business owner-operators
+ Need for additional support and resources

for early educators
+ Succession - what should founders do with
their schools upon retirement?

- Compelling opportunity to partner
with early educators to create
optimal teaching and _learning
environments  that transform  the
lives of those we serve

We are

passionate

about un@asﬁl‘ng

ndividual
_potential;

so the children we serve

THRIVE!
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Endeavor at a Glance — April 2025

e consists of an system of bestin-class
operational resources

e
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https://www.endeavorschools.com/history/

Endeavor Team
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Poll 1: Who's Joining the Party Today?




Trust: The Key Ingredient For A Smooth Process
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The secret to a successful acquisition is
trust and partnership

i e

Common pitfalls in trust breakdown
« Assumptions
« Withholding key information
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But How Can | Trust A Buyer? # o

Know What You Can Trust!

+ The buyer wants (o close the transaction as quickly as possible
+ They wantto buy the school that was pitched to them

+ They want smooth closing and hand off

+ We do not want o revisit the transaction detals after closing

How else can you gain trust? Ask for references! Both from former sellers and directors that
were acquired. This is a small industry, news of poorly behaved buyers travels fast

For Endeavor, we consider this a partnership and want a positive

relationship after the transaction.

;
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Poll 2: Buyers.... Friend or Foe?
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What Buyers Look For
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Fit

Program/Curriculum: Montessori, Reggio,
Project-based or Play-based

Differentiations: Language programs,
unique extra curriculars, special facility
features, high vs low subsidy, Sectarian, etc.

Program Health: Well-utilized, under-
utilized, facilties that need investment,
alignment with recognized accreditations
(NAEYC, efc.)

There is a buyer for
every program

Financials: Low margin vs high margin;
high vs low capacity
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Value Add: What Can We Bring to the Table?

RicherBenefits
(heath are,
PTG ctc)

Development
Resources

©
eooaphic OPPORTUNITES | Upuara
Mobitey
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How We Value Schools
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EBITDA

Most buyers rely on EBITDA as their basis for
valuation.

EBITDAis a proxy for the cash flow a school
should generate under the new buyer.

Buyers will apply a multiple to this EBITDA.
(EBITDA x Multiple = Purchase Price)

Think about the multiple as the number of
years the buyer would need to earn back their
imoney on the investment

EBITDA

Whatis EBITDA?
ESITOR shows fow much money s company
make from s -ty s et
it factring i other financisl s
accauning complentis

Why We Use EBITDA?

performance by scluding fnancny o,
and non-cash s, ging  clearr view of
proabilty.

EBITDA Stands for:
E-Earings

B Berore

1 merest
0-Depreciaton
A-Amortization

To cacuate EBTOA, sart wih Net ncome
and hen add back merest, Tos,
Oepeciton n Amortzstion
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Operating ncame
Depreiation
Amortztn

Factors Affecting The Multiple

* Number of Locations

« EBITDA level and Margin

« Subsidy vs Private Pay

« Demographics of the market

« Age & Condition of Real Estate
« Curriculum

« Stability of staff and go forward management

Many owners fixate on the multiple. The most important valuation metric

is how much you walk away with, not what the buyer pays

18




Broker, Landlords, Lawyers...
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To Broker or Not To Broker
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) Pros

— Expertise in market valuation

Wider pool of potential buyers

Negotiation & organization skills

Cons o
Broker fees and comm
Possible misalignment of goals
Exclusivity constraints.
Pace 20
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Poll 3: To Broker or Not to Broker?
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Real Estate: Common Scenarios # romvor
Sell Real Estate Keep Real Estate 3rd party Landlord
o + REvalues hgher ~ Ongoing cash flow froma ot much to discuss
- Simpler sales process national operator
- Free of ongoing risk + Ongoing and sppreciation
Cons - 1o . it be very
operatarfolds difcult

Unable to redeploy capital  +  flease i low on term, then
can affect business value

Other * REvalued on Caprate,not  * Goforward rentneedsto Important to have a good
) . amultiple (Rent/ Caprate  match business model of relationship with landlord
Considerations. i) o

z
22

Hire an M&A Attorney: Operation Game  eNpravoR

Do you want a heart surgeon operating on your brain?

Business transactions are a uniquely specialized field of law. A
business transaction or M&A attorney will protect you more in
negotiating the legal agreements than any other type.

If you are selling your real estate too, use a firm that can provide
both a M&A and a Real Estate attorney.

As a professional buyer, | would rather have a hard nose
M&A attorney working on the other side than someone that
doesn’t know what they are doing.
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Decoding Legal Terminology: Common M&A Terms g momos

NDA: Nondisclosure agreement or confidentiality agreement. Protects you from another party sharing
details about the potential transaction

LOI: Letter of Intent, This is the offer letter that has usually been vetted by investors and should outiine the
purchase price and key provisions in the deal

: T
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Schools?

Poll 4: Experience Check: Buying or Selling
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The Acquisition Process
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General Acquisition Process

Diligence

3-6weeks 12-16 weeks

« Initil review « Function Team
meetings (Ops,
etc)
+ Legal negotiations

+ Bidding Process | | * Leaseassignments

L

+ Integration
planning « Assumebilling
+ Licensing + Align key systems
applications N
+ Finalize Licensing

« HR alignment
« Payroll Set Up

+ Onboard staff

Procare
transfer/Billing
Prep
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Copies of Special Use Permits &
ensure you are compliant
No gas stations or dry cleaners

« Zoning / Land Use Issues

« Environmental Concerns

Maintain records of claims
Good banking relationships
Keep Facility Maintained

Threatened or Pending Litigation
Lien/Load Related Issues
Facility Concerns
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Transaction Traffic Jams and How to Dodge Them o
+ Purchase Agreement Schedules » Prepare early and often
+ 3 party Landlord Lease > Have a Real Estate attorney review /
Assignments discuss with landlord

Pace 28

What Changes to Expect Post Close

What a buyer typically changes
- Systems (IT, Payroll)
- Back-office process
- Sometimes brand
- Sometimes curriculum

What usually remains consistent
- Teachers
« Program structure
- Tuition pricing
- Leadership
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Poll 5: What Would Keep You Up at Night Post-
Sale?
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Page 30

10



6/25/25

How to Prepare Your School for a Sale
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e
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sigrificantly impacts buyer perception.

Engagespecalized VBA legal counsel; ity with ECEaplas

 Ackres negativ reviews proactively shoneasing resporsveness.

Detertrine yourides outcorne(inancial persona, e,
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Recap and Questions

ecific pieces they're

ition i lie building a bridge—you rely completely on ea
lute confidence, the bridge simply

e meeting precisely in the middle.
't hold

Value over Multiple: Seek the deal that brings you the most value not just the hight

st multiple; most cash you
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Email for me to share our diligence check list

ENDEAVOR
imauricio
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