How to Value Your Firm When Selling Externally or to Your Partners

e If there are 50 things you need to think about in a transaction.......
e Three Ways to Grow

e Purchase Price Structuring

e Methods to Structuring the Transition of a Practice through an External Sale
Five Main Variables for Valuing a Practice for External Sales

Five Main Variables for Valuing a Practice

Larger Firms External Sales

Practice Information — Take a Look!

e Other Items to Consider

e Sales—Internal v. External

e Retirement

e Sales —Internal v. External

e Other Thoughts

e Transitioning Clients

For More Information, please visit our website for resources including FREE reports, whitepapers and case studies.
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