Private Equity Training Delivered by

Elite Private Equity Practitioners

Wall Street Oasis is the largest online community focused on careers in finance
with visits since inception in 2006.

Every year, thousands of students and professionals use our financial modeling and
skills based training to make them more productive at work.

Elite team of instructors, all with previous PE deal experience, cherry-picked from the
top private equity funds in the world.

1) Boost your teams productivity

2) Elite training program for fraction of the cost

Professionals at every top firm use our courses including:
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Private Equity Deal Process + Advanced LBO Skills

Explicit PE Training to Support and Improve Your Associates

e Taught exclusively by experienced PE professionals that apply real transaction
experience to support the theoretical concepts

e Integrated review of REAL deal docs (redacted) so employees retain critical nuances

® Detailed underwriting model case to mimic real-life complexity

WSO Firancl Modelng Triing

| Private Equity e — : LBO
Deals S =8 Modeling

Course

Course #1 Course #2
Private Equity Deals LBO Modeling Course

<
<

Navigate the Deal Process 110+ Lessons, 12+ Modules, 8+hrs

<]
<

Roles + Responsibilites in a PE Firm Elite Megafund PE Instructor

(<

Sources and Uses of Cash

(<

Initial Business Appraisal - |OI, CIMs

<
<

Types of Due Dilligence P&L Projections & LBO Adjustments

<]
<

Mini-Model + Complex Build Updated to include 2017 Tax Reform

(<
(<]

Lender & Covenant Negotiations Debt Schedule Build + Walkthrough

<
<

Includes REAL Redacted Deal Docs Bonuses: Purchase Price Accounting,
for additional realistic context Dividend Recap + Roll Up Modules
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WHY PARTNER WITH WSO

The

Best Instructors + The Only PE Training that Uses Real Deal Documents

Course Goals

At the end of this training, your Analysts and Associates will understand the following...

WHAT - What is included in a CIM, NDA, 10I, Lender Term Sheets, QoE Reports, ICMs +++ including
sections to focus on and nuances to watch out for

HOW - How to best prepare for a live deal and be proactive as an analyst or associate in PE?

WHY - Why would senior investment professionals care about a deal in question? why are certain
documents essential to deal in question? what are the nuances in those docs?

Training Summary

Our course walks through the auction process from beginning to end, including...

Complex Underwriting Model:

We don't just use a mini-LBO on a dummy case. We take it a step further. Alongside the instructor,
employees create a robust underwriting model with a complex revenue build and scenarios. This is a
critical extension from what they will learn conceptually from our mini-model case

Real Deal Documents:

Leveraging our community of over 800,000+ registered members, we sourced real deal docs that we

incorporate throughout our sessions for additional realistic context (IOls, NDAs, CIMs, QoE reports,
ICMs, etc)

Updated LBO Model:

Our LBO model takes into account the additional modeling complications introduced with the 2017
Tax Reform and limits on interest deduction. We also include more advanced bonus material like
modeling tuck-in acquisitions for a roll-up strategy, dividend recap flexibility and more



© wso

EXAMPLES - THE CIM OVERVIEW

Sample from our Private Equity Training Deck

Document Purpose Typical Content Process Detall Assaociate Role

-+ Almost always : « Receipt of CIM

. upwards of 20 pages; : occurs post NDA
typically, 40- 80 execution
pages including the
following:

« Further educate the
landscape of
interested buyers on
the business, the
industry, expected
financial
performance, and the

.+ Associates review

. CIMs in detail and are
often required to
succinctly summarize

Bankers typically e

send the CIM directly,

» Transaction bypassing company * VPs also read

overview and management through the CIM to
management team ‘ :
investment | Next steps: understand the
highlights Text steps. ¢ business
. . : » Post-CIM receipt, o
* Business overview : - Objectives:

interested buyers are

* Industry overview expected to signan | + Having received more

Maintain question list
while reading the CIM

Typically gain
dataroom access

Creation of diligence
tracker

Synthesize all
received data into
concise IC memo (5-
15 pages typically)

Memo will include
business and industry
detail, as well as
preliminary returns

»+ Management
introductions

« Financials —
detailed historical
and projections

Diligence

Indication of interest
(“l O | H)

Mini Model

Management
Presentations,

detail, what is our
level of interest and
how should we value
this business?

What additional
guestions does the
document raise?

Build streamlined
model to begin to
contemplate returns

Typically one to two
scenarios, including
the management case
found in CIM and
more realistic PE case

Receive invitation to
attend MP

Prepare question list
for management; level
of detail depends on
level of information
provided / perception
of management team
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EXAMPLES - PROJECT BALBOA FACT SHEET

Sample from our Private Equity Training Deck

#1

Market Leader ()

+23%

+24%

'22 -'26 Rev CAGR sss@

+22%
2021A EBITDA Margin

(1) By retail sales, excluding Northeast market
(2) Represents 3-year stack, including restaurants in 2018 vintage and earlier

Transaction Overview

Investment Highlights Business Highlights Industry Overview

Industry-Leading Restaurant Growth

A ive Industry F

26E GRGR

=23 9% 228

2021 888

160
120 140

so s e 80

100
u

+15%
‘22E-26E
Industry CAGR

&

Seeking a significant minority investment to facilitate
growth of new unit openings and operational growth

- e wm W N $14.0B S
2019A 2020A 2021A 2022E 2023F 2024E 2025E 2026E FY21 Market e
+  Best-in-class SSS across mature restaurant base Astiphs rovsti
+  Operational across 5 states (CA, NY, MA, to win category
Washington D.C., and FL)
»Balboa = Top 5 Competitors = Others
Best-in-Class Financial Performance | ..With Continued Growth Upside |
+100 +$322M % +573M
Net new ‘26E 21A 26E
restaurants Revenue Gross Margin Adj. EBITDA
$3224
$2743 si08 337
8.2
staap 2280 cag $280 5258 %
s14q 8165 1%

2019A 2020A 2021A 2022E 2023E 2024E 2025E 2026E 2021A 2022E 2023E 2024E 2025E 2026E 2027E 2028E
To discuss further, please contact
Patrick Curtis Michael Bluth Emma Teach
WSO i e el
(212) 433-5555 (949) 297-1166 (212) 913-3935
patrick, .com  michael | .com emma. .com
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EXAMPLE - Redacted Final Diligence Report Accounting

Sample from our Private Equity Training Deck

POINTS OF INTEREST

The schedule at the left presents the Company's adjusted financial performance inclusive of due dilgence

Adjusted financial performance

adjustments as presented within the Quality of Eamings section of his report

Apeasm Firamcan Fasbermancs

- Operating expenses: Operating expenses increased by $6.
a percentage of net sales from 30.0% in FY18 to 37.7% it
expenses are: (1) selling expenses, including commissions p
$4.0 milion driven by sales growih in the period; and (i)
increased by $2.4 milllon over the period, driven by headea
transiion fo @ new facity. Refer fo the following pages
structure and trends

® FY19 to LTM Nov-20: Adjusted EBITDA decined by $1.6 mili
LTM Nov-20, driven primarily by 2 shift in sales mix from whole
primariy the result of fewar in-person evants due 1o COVID-19

~ Net sales: Net sales increased by §1.2 million, driven by: (|
sales: and () a $1.3 million increase in web-based sales. 1
and delvery income

- Gross margin: Gross margin dechned from 60.7% in FY19
shift from wholesale o web-based sales, and inefficiencies w

— Operating expenses: Operating expenses increased by $i
§1.2 million increase to seling expenses, which prmarly |
$0.5 milicn deciine in confersnces and trade shows. Des
sales mix as wab-based sales have higher commission ra
conference and irade show expenses tat were cancels
expense from operating expenses to COGS.

[ pp——
Refer to the Points of Interest related 1o sdjusted sales and gross pi
futhiment for further detass

FY18 to FY19: Adusted EBITDA increased from $4.4 million in FY18 to $9.4 miion in FY18, primarily driven

by net sales growth from the expansion of the Company's Designer base.

~ Net sales: Net sales increased by §17.8 milion driven by Designer-based net sales. which accounted for
spproximately §15.0 milion of the increase ower the perod. Refer fo the folowing pages for further
dhscussion of net sales trends and discussion on Designar membership trends.

~ Gross margin: Gross margin increased by 260 bps from FY18 1o FY19, primarily due 1o the expansion of
the Company's Designer hase and growth in Designer monihly subscripiions

DEAL DASHBOARD

Adjusted EBITDA (+/- NQ Adjusted Net Working Capital (+/- NQ) Net Debt and Debt-Like ltems (+/- NQ)

Key
Operational
Items:
-

USS in Pousancs

Fris
$4.4m

Operational Highlights

Nel sales and EBITDA growth from FY18 fo
FY19 s directly related to the growth in the
Company's Designer base. the monthly
average increased from 6332 at Dec17 fo
16,734 at Dec-20.

MIMQEM represented the key factor in
decining EBITDA o LTM Nov20 was
ineficencies in the Company's shipping and
fulfiment aperations. for which the Company is
tsking steps to shft from 3PLs o sef
managed.

Now-20
$4.3m

L12M Avg.
$4.6m

Key Working Capital Considerations

® Net working capital is significantly impacted by
movements in inventory balances. DIOs from
Dec-19 through Jun-20 increased as the
Company bull inventory after @ period of
fuifiment issues and challenges in imporiing
inventory partially due to COVID-18.

The Company experiences some level of
seasonalty & sales generally sphe in
February of each year; wih generally & higher
concentration of sales in Q4

EBITDA Bridge

Nov-20
-$2.5m

Debt-Like Considerations

® Reported indebtedness includes a PPP loan
provided under the CARES Act. and a nominal
capital lease obligation.

® The primary components of debtike lems as
of Nov-20 are: {i) commissions fo third-party
Designers; (i) oftbalsnce shest bonus
commitments; (&) -palance  sheet
commitments for unused Designer dollars; and
(iv) sales tax and credit cards payable

25,000
4,000
20,000
15,000
2424
a1 198
oo Y S T R —
—
5,000 A0
FY18 EB Netsnpping  Seling EBITDA Productand  Met shipging s LTM Nov-20
NG ancfufiment  expense “iNQ  subscrgmon  and fufiment EBITOA +- NO
conts- contributon’  costs

o84, lsbor, and averhesd
g fulfilment, and merchant fees

Project Picassa | 11
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EXAMPLE - IC MEMO REDACTED EXAMPLE

Sample from our Private Equity Training Deck

COMPANY OVERVIEW | CRAFTING & HOME DECOR MARKETS

I tHiives of the intersection of the crafting and home décor markets: crafied décor. U.S. CRAFTERS BY AGE (9

I i ot the center of two very large and fast-growing markets. The US. crafting
market size was $44 bilion in 2017, which has grown ot a 6.6% CAGR since 2011 (1) whie the
US. home décor market size wos $200+ bilion in 2018 and s expected fo grow af o 6.4%
CAGR through 2025. 2

Both markets cre very popular with Milenniols. the age group that will see the most gowlh in
spending - 80%+ of people below 35 parficipate in at least one kind of crafting ac

Efsy, o marketplace of crafted décor products, experenced a 32% CAGR growth from
20152019 - Etsy emphasizes small, handmade and affordable crafted décor products. Its
rapid recent growth underscores o compeliing opportunity for whose product
assoriment mirrors fhe halimark attributes of Etsy products.

As COVID-19 .m:nuluqod nesfing, the home décor market has grown dromatically as many look
to decorate their home:

Since COVID-17 broke out. people have spent a significant amount on home upgrades. A
Bankrate survey showed that 59% of homeowners have spent or plon fo spend at least $500 [ sone cone
on home upgrades during the pandemic with Milennials being the largest group making o

home improvements. (¢

Addifionally with COVID-19, more homeowners are looking at Home Improvement projects
that they can do themselves, which poinfs to further growth within crafted décor. Home
Depot [Revenue up 23% in G2) and Lowes [Revenus up 30% in Q2) both saw significant new
inferest from homeowners looking fo improve their homes by themsebves. (&

Craffing is @ very recession resilient category.

Recessions tend to be favorable for the arts & crafts indusiry becouse when disposable

3
income & lower, people tend to make their own gifts and decorations during Holiday season
—in 2008, Etsy, Jo-Ann, and Hobby Lobby saw significant increases in traffic in Holiday 2008 e wrv swa lees wan wee  nam e o
as more people looked info o “DIY Christmas. 0% am

Michoels, the largest [rg"ing retailer in the country, had a minimal decline in Net Sales L
during the 2007-2008 recession, and quickly rebounded in 2009 for confinued growth, e
g

I

o

nitmerd & voeet

hore & Trends

1

Morkat Inteligence, North America Home Décor Andiysis Mew Vork Tmes, December 200
me Upgrade Pol 2015 - 2019 rom 10K 2015 20

September 2000, S
Barrote September

oo

32

Regresents refums including $1 1.4 milion in fax distributions
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PRICING: LIVE PRIVATE EQUITY SESSIONS

Lessons Delivered by Expert PE Practitioners with Extensive Industry Experience

Virtual or in person options available
Includes lifetime access to relevant WSO Online Courses

Book a call or e-mail us to get a quote

licenses@wallstreetoasis.com

Book a Call »

For more information on Wall Street Oasis Courses or other sevices,
please contact us: Licenses@WallStreetOasis.com



https://calendly.com/wallstreetoasis/10-min-wso-training-li
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