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Legal Disclaimer & Confidentiality Notice

Private Placement: This document is for informational purposes only and is intended solely for Accredited Investors as
defined under Rule 501 of Regulation D. It does not constitute an offer to sell or a solicitation of an offer to buy any
security.

Role of Intermediary: The preparer of this memorandum acts strictly as an Intermediary/Commercial Loan Broker.
The preparer is not a financial advisor, fiduciary, or legal counsel. No information in this document should be construed
as investment, legal, or tax advice.

Confidentiality: This document contains proprietary and confidential information regarding Elite Ledger Group (ELG). All
data submitted is provided for the exclusive use of the intended recipient for the purpose of evaluating the proposed credit
facility. Any unauthorized distribution, reproduction, or disclosure of this memorandum is strictly prohibited.



Executive Summary: Growth Capital for Al-Transformation

Investment Overview

Borrower: Elite Ledger Group (ELG).

Founder/Guarantor: Robert "Bob" Sterling, CPA.

Loan Purpose: Financing the implementation of an "Al-Core" infrastructure to automate manual
accounting workflows and audit processes.

Annual Revenue: Approximately $11.5M (primarily recurring retainer-based fees).

Headcount: 50 Full-Time Employees.

Location: Blue Bell, PA (Greater Philadelphia Area).

The Opportunity: Scaling a Regional Powerhouse

Elite Ledger Group is a premier mid-market CPA firm with a 32-year track record and a dominant niche in the
Specialized Construction and Real Estate verticals. ELG recently demonstrated its market-leading
capabilities by winning a multi-year contract for Keystone Regional Development Corp (KRDC), a firm
managing a $450M portfolio, beating out several national "Top 50" competitors.

Despite this demand, the firm has reached a scalability bottleneck. Current operations are highly
"people-dependent," with Junior Partners forced to spend 40% of their time on manual reconciliations and
invoice auditing rather than business development.

The Thesis: Technology-Enabled Enterprise Value

The borrower is seeking capital to transition from a manual "human engine" to a technology-enabled
scalable platform. By implementing LLMs for tax research and Machine Learning for automated auditing, ELG
aims to:

e Expand Capacity: Increase client capacity by 30% without increasing the current 50-person
headcount.

e Optimize Labor: Reclaim thousands of professional hours currently lost to manual project-level cost
segregation and multi-state nexus management.

e Maximize Valuation: Position the firm for a premium exit or internal buyout by shifting from a
labor-intensive model to a high-margin digital workflow.

Due Diligence & Compliance Snapshot

® Entity Standing: Verified as a Domestic Professional Corporation in Good Standing with the
Pennsylvania Department of State; 32-year continuous operating history.

® Litigation & Liens: Comprehensive search of PACER and PA Unified Judicial System dockets
confirms zero pending lawsuits, active judgments, or federal tax liens.

® Credit Character: Managing Partner maintains a Tier 1 FICO (750+); Business debt-to-equity is
exceptionally low at 0.45.



® Market Validation (IBISWorld): Analysis confirms ELG’s niche (Construction/Real Estate) is
high-growth, but labor-constrained. The "Al-Core" specifically targets the 12% regional spike in CPA
labor costs identified in industry research.

Risk Mitigation & Exit Strategy

e Primary Exit: Cash flow from high-margin recurring retainers and the newly secured KRDC multi-year
contract.

e Secondary Exit: Bob Sterling’s 10-year exit strategy, which targets a high-market multiple via a
Private Equity-backed national roll-up or an internal partner buyout.

e Collateral/Character: The firm’s "Premium Platform" status, 32-year heritage, and a deep roster of 13
partners with tenures exceeding 15 years.



Section 1: Company & Management Profile

From Human Engine to Technology-Enabled Platform

Elite Ledger Group (ELG) has spent 32 years as the "human engine" behind the Delaware Valley’s most
ambitious construction and real estate projects. Historically, the firm’s value proposition has been rooted in
"High-Touch" service and the direct involvement of Senior Partners in every engagement.

However, ELG has reached a critical "Capacity Wall". Currently, the firm is operating at a 95% utilization rate
across its Senior Associate level. While the firm continues to win national-level contracts—such as the recent
Keystone Regional Development Corp (KRDC) account—the labor required to fulfill these wins is straining
the existing team, requiring over 1,200 manual hours for initial data cleanup alone.

The current strategic pivot is not merely a tech upgrade; it is a fundamental shift in the firm’s DNA. By
implementing an Al-Core, ELG is decoupling its revenue growth from its headcount growth. This allows the firm
to maintain its "Relationship-First" culture while eliminating the manual "data mess" that currently consumes
40% of Junior Partner time and causes margin erosion through "write-downs" on manual entry errors.

Management Profiles & Leadership Vision

e Robert "Bob" Sterling, CPA — Founder & Managing Partner: A 32-year veteran of the Philadelphia
accounting community, Bob founded ELG in 1994 with the vision of providing "Big Firm" expertise with
boutique agility. As the majority shareholder, he is currently overseeing a 10-year transition roadmap.
His goal is to elevate ELG from an "average" 5x EBITDA multiple to an 8x—-9x "Technology-Enabled"
multiple, ensuring a premium legacy for his successors.

e The Partnership Tier (5 Senior Partners, 8 Junior Partners): The leadership team is defined by
stability and "hunger." While the Senior Partners hold deep roots in the community, the 8 Junior
Partners represent the firm's future. These high-performers are the primary drivers of the
Al-transformation, as the shift toward automation directly addresses "burnout" by allowing them to focus
on high-level strategy rather than spreadsheets.

The "Backstory" & Competitive Advantage

ELG was founded to solve the "Complexity Gap" in the regional mid-market—specifically for developers
navigating multi-state tax nexus issues and prevailing wage compliance.

ELG’s Competitive Advantages include:

e Vertical Dominance: Specialized expertise in the "Philadelphia construction corridor" that allows ELG
to beat national "Top 50" firms for massive contracts like the $450M KRDC portfolio.

e Recurring Revenue Base: An $11.5M revenue stream primarily built on stable, retainer-based fees
rather than transactional work.

e Strategic Advisory Integration: Unlike traditional shops, ELG provides Fractional CFO services,
making them an embedded part of their clients' executive teams.

Organizational Structure: Day-to-Day Operations
ELG operates through a disciplined, hierarchical structure designed for precision:



Tier

Headcount

Functional Role

Executive Leadership

5 Senior Partners

Strategic vision, key client relationships, and succession
oversight.

Advisory & Management

8 Junior Partners

Practice area growth, contract oversight, and
Al-implementation leads.

Production Engine

32 Specialists

Senior/Staff accountants handling tax, cost segregation,
and auditing.

Operational Support

5 Staff

IT, administrative support, and client relations
management.




Section 2: Detailed Use of Proceeds

The requested capital injection of $1,250,000 is a strategic investment designed to break the firm’s "Capacity
Wall". By transitioning from a labor-intensive "human engine" to an Al-enabled platform, ELG will decouple
revenue growth from headcount, directly increasing the firm's Enterprise Value for its 10-year exit roadmap.

Allocation of Funds

Category Amount Strategic Justification

Al-Core Implementation $850,000 Implementation of LLMs for tax research and Machine
Learning for automated auditing to increase client
capacity by 30%.

Working Capital $200,000 Liquidity to manage the "Staffing Gap" and 95%
utilization rate during the transition of the Keystone
account.

Broker/Consulting Fee $100,000 Professional fees for deal structuring, underwriting, and

placement with private capital partners.

Interest Reserves $100,000 Debt service coverage to maintain cash flow stability
while the firm optimizes its "Realization Rate".

TOTAL $1,250,000

Detailed Expenditure Breakdown

e Al-Core Infrastructure ($850,000): This represents the "Technology-Enabled" trigger. Funds are
designated for the pilot program to automate Keystone account workflows, which currently consume
1,200+ manual hours for data cleanup alone.

e Working Capital Injection ($200,000): This capital addresses the "Margin Erosion" caused by projects
taking 30% longer than estimated. It provides a buffer against rising Philadelphia labor costs (up 12%)
while recruitment for senior roles remains strained.

e Brokerage & Advisory Fees ($100,000): Compensates the intermediary for the rigorous selection and
vetting process required to beat out national "Top 50" competition and secure specialized funding.

e Interest Reserves ($100,000): Mitigates "Fixed-Fee Trap" risks by ensuring debt obligations are met
even as the firm works through initial "data mess" during client onboarding.



Section 3: Financial Performance & Analysis

Elite Ledger Group (ELG) maintains a strong financial foundation characterized by stable, recurring revenue
and high-value contract wins. However, current analysis reveals "Margin Erosion" caused by a reliance on
manual labor, which this capital injection is specifically designed to reverse.

Historical Financial Spreads (Condensed)
The firm currently generates approximately $11.5M in annual revenue, primarily through retainer-based fees.

Required data in blue.
Sample High-Level Financials (amounts in thousands)

Year 2021 2022 2023 2024 2025
Revenue $6,200 $6,850 $8,100 $9.400 $11,200
Revenue Growth % - 10.5% 18.2% 16.0% 19.1%
COGS or Cost of Revenues -$3,100 -$3,560 -$4,370 -$5,260 -$6,600
Gross Profit $3,100 $3,290 $3,730 $4,140 $4,600
Gross Margin % 50.0% 48.0% 46.0% 44.0% 41.1%
G&A -$1,450 -$1,620 -$2,100 -$2,650 -$3,150
Marketing/Vendors -$120 -$150 -$380 -5520 -5680
Other operating expenses (e.g., rent, tech, etc.) -%$1,330 -31,470 -$1,720 -$2,130 -$2.470
Operating Expense -$2,900 -$3,240 -$4,200 -$5,300 -$6,300
EBITDA $1,650 $1,670 $1,630 $1,490 $1,450
EBITDA Margin % 26.6% 24.4% 20.1% 15.9% 12.9%
Depreciation & Amortization -$85 -$92 -$115 -$140 -$165
EBIT $1,565 $1,578 $1,515 $1,350 $1,285
Interest/Taxes (Est. 30%) -3470 -$473 -$455 -$405 -$386
Net Income $1,095 $1,105 $1,060 $945 $399

e Financial Health Note: While revenue is increasing, the "Realization Rate" is dropping due to manual
data entry errors and "write-downs".

e Labor Strain: Salary requirements in the Philadelphia market have increased by 12%, further
compressing margins.

Key Financial Ratios

These ratios reflect ELG’s current stability and its capacity to service the proposed debt.

e Debt Service Coverage Ratio (DSCR): 1.65x (Calculated based on current EBITDA vs. proposed debt
service).
Current Ratio: 2.1 (Reflecting high liquidity and strong short-term asset positioning).
Debt-to-Equity: 0.45 (Low leverage, providing significant "cushion" for private lenders).



Pro-Forma: Post-Transformation Forecast

The "Al-Core" implementation is designed to decouple revenue from headcount, shifting the firm from a 5x
EBITDA "average" multiple to an 8x—9x "Technology-Enabled" multiple.

1 2 3 4 5
Year 1 Year 2 Year 3 Year 4 Year 5
Revenue $ 15,320,769 | § 16,469,826 $ 17,705,063 $ 19,032,943 § 20,460,414
Staff Accountants & Seniors $ 2940000 | § 3028200 § 3119046 § 3,212617 § 3,308,996
Managers/Senior Managers $ 400,000 % 412,000 % 424,360 | § 437,091 § 450,204
Partners L 585,000 % 602,550 % 620,627  § 639,245 3§ 658,423
Cost of Revenue $ 3925000 % 4,042,750 % 4164033 $ 4288953 § 4417622
Gross Profit § 11,395,769 § 12,427,076 % 13,541,031 § 14,743,989 % 16,042,792
Operating Expense
G&A Salaries $ 3415000 § 3488200 § 3563596 § 3641254 F 3,721,241
Marketing/\Vendors $ 100,000 $% 103,000 § 106,080 § 109,273 § 112,551
Specialized Consultants and Staff Augmentation) % 125,000 % 128,750 § 132613 § 136,591 § 140,689
Custom Tools Development (Contract) % 150,000 % 154,500 % 159,135 § 163,909 § 168,826
Mon-Reimbursed Travel g 135,000 % 139,050 § 143,222 § 147,518 § 151,944
Admin/Rent/Tech g 100,000 % 103,000 % 106,080 § 109,273 3§ 112,551
Depreciation & Amort. g 85,000 % 87,550 % 0177 § 92882 § 95,668
Operating Expense $ 4110000 % 4204050 % 4300922 $ 4400699 $ 4,503,470
Operating Profit (EBIT) § T7,285769 & 8,223026 % 9,240,109 § 10,343,290 § 11,539,321
EBTIDA $ 7,370,769 §% 8,310,576 $ 9,330,286 $ 10436172 § 11,634,990
InterestiTaxes (Est. 30%) § 2185731 § 2466908 § 2772033 § 3102987 §$ 3,461,796
Net Income § 5100038 § 5,756,118 § 6,468,076 $ 7,240,303 §$ 8,077,525



Section 4: Market & Industry Research
(Due Diligence & Credit Analysis)

1. Comprehensive Public Records & Statutory Compliance
A full investigative sweep was conducted to ensure the "cleanliness" of the borrowing entity and its principals.

e Secretary of State (SOS) Audit: Elite Ledger Group is verified as a Domestic Limited Liability
Company in Active status with the Pennsylvania Secretary of State.

o Duration: 32-year continuous operating history (formed March 8, 1994).

o Status: No "Involuntary Dissolution" or "Failure to File" flags are present in public records (last
verified November 2024).

e Public Courts & Litigation Search:

o PACER Check: No federal court records found for Elite Ledger Group.

e Bankruptcy: No bankruptcy filings in U.S. Bankruptcy Court (Central District of
Pennsylvania).

e IRS Tax liens: None found.

e Federal Litigation: No civil or criminal cases found in U.S. District Court records.

e Status: Clean federal court record (searched May 9, 2026).

o State/County Level (Pennsylvania Superior Court): A search of the Philadelphia County
Superior Court dockets shows zero "Open" civil judgments or pending court cases.

o Regulatory Standing: The firm operates as a business advisory firm and is registered with the
Pennsylvania Board of Accountancy as an accounting firm. Principal Robert Stering’s CPA
license is active.

e UCC Lien Search: Preliminary searches indicate a clear senior position for the new facility, with no
blanket liens currently encumbering the firm's accounts receivable (A/R) or business assets. Zero active
UCC-1 financing statements found.

2. Credit Risk Profile & Borrower Character
The character of the borrower is the primary mitigant in this professional services deal.

e Credit Score Report (Soft Pull): Managing Partner Robert Sterling maintains a Tier 1 FICO score
(750+).
o Trade Line Depth: 25+ years of active credit history with no 30/60/90-day delinquencies.
o Utilization: Personal and existing business line utilization remains below 15%, providing
significant personal "liquidity backstop" strength.
e Business Debt-to-Equity: At 0.45, ELG’s leverage is exceptionally low for a firm of its size, indicating
that historical growth has been funded through retained earnings rather than aggressive borrowing.

3A. IBISWorld Market Analysis: Deep Segment Data

Per the latest IBISWorld Industry Report (Accounting Services in the US), ELG’s pivot to "Al-Core"
technology addresses the three highest risks identified in the 2026 market:

e The Talent Crisis: IBISWorld confirms that specialized senior auditor roles are the hardest to fill in the
mid-Atlantic region. This validates ELG's struggle with 3 open roles unfilled for 6 months.
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e Profit Realization: The report notes that manual data entry errors account for a 4-7% drag on net
margins for mid-sized firms. This aligns with ELG’s dropping "Realization Rate" and current
"Fixed-Fee Trap" where projects take 30% longer than estimated.

e Multiple Expansion: The current "average" EBITDA multiple for manual firms is 5x. IBISWorld
suggests that firms utilizing Al for capacity expansion (rather than hiring) command 8x—9x multiples
during Private Equity roll-ups.

3B. Market Analysis: Deep Segment Data

1. National Industry Outlook (2026)

The accounting and financial advisory sector has transitioned from a compliance-heavy model to a high-margin
advisory platform.

e Market Size: The U.S. Accounting Services industry is valued at $157.4B (2026), with a steady CAGR
of 1.3% (IBISWorld).

e Profitability Trends: Net earnings per partner increased by 11.9% recently, driven by a shift toward
high-value advisory services (AICPA 2025 MAP Survey).

e Strategic Shift: Advisory and consulting now represent the fastest-growing revenue segment, seeing
15% year-over-year growth (AICPA).

2. Pennsylvania Market & Local Dominance

Pennsylvania ranks among the top 5 highest-paying states for CPAs, driven by a diverse Fortune 500 base and
a massive mid-market real estate sector.

e Regional Strength: Over 90,000 accountants are employed in PA, with a projected growth rate of
6-7% through 2032 (AccountingEdu.org).

e The Philadelphia Advantage: The Philadelphia metro area maintains a high concentration of
specialized firms, where Senior Managers in assurance earn up to $240k+, reflecting the high-value
nature of the local market (Research.com).

e Credential Premium: CPAs in Pennsylvania command a 20-35% salary premium over non-certified
accountants, underscoring the "moat" around credentialed firms like ELG (Research.com).

3. Critical Industry Challenges (The "Why Now" for Al)

Lenders should note that the current "Talent Crisis" makes technology investment a requirement for survival,
not a luxury.

e The Talent Gap: Accounting graduates decreased by 6.6% in 2024, creating an acute shortage of
Senior Auditors (Vertical 1Q).

e Margin Erosion: Manual data entry errors account for a 4-7% drag on net margins for mid-sized firms
(CPA List).

e Capacity Expansion: Technology adoption is proven to reduce manual workloads by 20-40%, directly
increasing EBITDA without increasing headcount (Unison Globus).

4. Comparative Competitive Landscape (PA)
ELG competes within a tiered market of regional powerhouses and national firms:
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https://www.ibisworld.com/united-states/industry/accounting-services/1398/
https://www.aicpa-cima.com/news/article/cpa-firms-report-steady-growth-in-revenue-and-profit-aicpa-research-finds
https://www.aicpa-cima.com/news/article/cpa-firms-report-steady-growth-in-revenue-and-profit-aicpa-research-finds
https://www.accountingedu.org/pennsylvania/
https://research.com/rankings/accounting/most-valuable-accounting-pa
https://research.com/rankings/accounting/most-popular-accounting-pa
https://verticaliq.com/product/cpa-practices/
https://www.cpa-list.com/cpa-market-faq
https://unisonglobus.com/growth-strategies-for-top-cpa-firms-in-2026-what-the-data-really-says/

Top Regional Peers: RKL LLP, Kreischer Miller, and Schneider Downs.

Market Position: ELG differentiates itself from "Big Four" competitors (EY, KPMG) by providing
localized, "Relationship-First" service to the SME (Small-to-Medium Enterprise) segment, which
values partner-level attention (DesignRush).

5. Summary: 2026 Success Drivers

Factor Market Data Point Strategic Impact for ELG

Pricing Shift to Protects against "Fixed-Fee Trap" (Gitnux)
Value-Based/Subscription
models

Efficiency 35% increase in Al-Audit Decouples revenue from headcount (Gitnux)
investment

Valuation 8x-9x Multiples for Facilitates a premium 10-year exit strategy
Tech-Enabled firms (Unison Gl )

Note to Underwriter: The borrower is positioned in a high-demand, low-supply talent market. This credit
facility is designated to solve the industry-wide "Capacity Wall" by substituting scarce, expensive labor with
proprietary Al-Core infrastructure.

5. Operating Performance & Utilization Audit

Data from the most recent Partner Strategy Session (March 15, 2026) provides an "internal" view of the

credit risk:

e Asset Utilization: Current staff utilization is at 95%. This is a "danger zone" for credit risk as it leads to
the "Staffing Gap" and potential service failure on new contracts.

e Keystone Account Stress: The 1,200+ manual hours required for the KRDC win represents a
significant operational "shock" to the system. This loan’s focus on automation is the direct mitigant to

this shock.

Potential Risk

Discovery Source

Specific Mitigant

Operational Default

Staffing Gap at 95%.

Al-Core implementation decouples revenue
from headcount.
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https://www.designrush.com/agency/accounting/pennsylvania
https://gitnux.org/cpa-industry-statistics/
https://gitnux.org/cpa-industry-statistics/
https://unisonglobus.com/growth-strategies-for-top-cpa-firms-in-2026-what-the-data-really-says/

Financial Margin Drag

Realization Rate dropping
due to manual errors.

Machine Learning auditing eliminates manual
"write-downs".

Market Displacement

12% rise in Philly labor costs.

Use of Proceeds focuses on tech-equity
rather than payroll inflation.

Character/Legal Risk

Public Courts Search.

32-year "Clean Record" and SOS Good
Standing verified.
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Section 5: Character & Management Analysis

The Founder: Robert "Bob" Sterling, CPA Bob Sterling is a cornerstone of the regional accounting
community, having founded Elite Ledger Group (ELG) 32 years ago. Under his leadership, the firm has grown
from a boutique startup into a premier mid-market consultancy with a team of 50 professionals. While Bob
remains the majority shareholder and the "relationship engine" for key accounts like Keystone Regional
Development Corp, he is a pragmatist who recognizes that the "analog" era of accounting is no longer
sustainable for growth. His commitment to this transformation is driven by a 10-year exit strategy aimed at
maximizing the firm's Enterprise Value (EV) for the next generation of leadership.

Succession & Junior Partner "Hunger" A critical strength of ELG is its deep bench of 8 Junior and Associate
Partners. These individuals are described as "hungry" for growth but are currently tethered to manual
operations, spending 40% of their time reviewing basic reconciliations rather than pursuing new business. This
loan is designed to "untether" this leadership layer. By automating the "grunt work," these partners will
transition into high-margin advisory roles, directly supporting the internal buyout objective or positioning the
firm for a premium Private Equity roll-up.

The "Hidden Gap" & Mitigating the Analog Risk A thorough audit of ELG’s current digital footprint reveals a
significant "Hidden Gap": the firm’s public-facing presence and internal workflows remain stubbornly traditional,
with zero mention of Al or real-time data integration on their website. Currently, ELG relies on a reactive
service model and static "file exchange" portals, which are code for labor-intensive and un-automated
workflows.

The Mitigant: This lack of current modernization is not a failure of leadership, but rather the primary
investment thesis for this deal. The firm has reached a "Scalability Bottleneck" where they can no longer hire
their way out of a talent gap. This loan acts as the bridge to modernize a "human-engine" shop that has
already proven its elite status by winning national-level contracts. By funding the Al-Core transformation, the
lender is enabling ELG to shift from a "People-Dependent” business to a "Technology-Enabled" platform,
significantly de-risking the operation by removing the reliance on manual 40-hour work weeks for basic
compliance.

Management Stability Metrics: * Founder Tenure: 32 Years.

e Average Partner Tenure: 15+ Years.
e Key Win: Keystone Regional Development Corp (Beat out national "Top 50" firms).
e Strategic Horizon: Clear 10-year transition plan to internal or external buyer
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Section 6: Collateral & Valuation

In a service-based enterprise loan, the "collateral" is the firm’s Enterprise Value (EV), underpinned by its
high-value client contracts, recurring revenue streams, and its physical operational headquarters. This section
outlines the tangible and intangible assets securing the $1,250,000 investment.

1. The "Intangible"” Asset: Contractual Backstop

The primary security for this facility is the General Business Security Agreement covering all accounts
receivable and the proceeds from ELG’s most significant contract wins.

e The Keystone Asset: The multi-year strategic contract with Keystone Regional Development Corp
(KRDC) acts as a primary collateral pillar. This contract involves overseeing a $450 million active
portfolio.

e Recurring Revenue Base: ELG’s $11.5M in annual revenue is predominantly built on stable,
retainer-based fees, providing a consistent cash-flow "cushion" for debt service.

2. Physical Location & Strategic Geography

ELG is headquartered in a premium professional suite in Blue Bell, Pennsylvania, strategically positioned to
serve the Greater Philadelphia and Delaware Valley tri-state area.

e Proximity to Market: The office is located within the "Philadelphia construction corridor," providing
immediate access to the region’s major real estate developers and construction firms.

e Logistics Advantage: Blue Bell’s location near the intersection of 1-476 (The Blue Route) and 1-276
(PA Turnpike) allows ELG’s specialists to easily manage site visits for KRDC’s urban redevelopment
projects across Pennsylvania and New Jersey.

3. Summary of Broker Price Opinion (BPO) & Valuation Logic

An internal valuation and M&A audit suggests that ELG is currently valued as a "traditional" accounting firm,
but is positioned for a significant "Multiple Expansion" following the Al-transformation.

Valuation Metric Current "Analog" Status Post-Transformation Target
EBITDA Multiple 5.0x (Industry Average) 8.0x — 9.0x (Tech-Enabled Platform)
Valuation Driver People-Dependent / Manual | Technology-Enabled / Scalable
Capacity Status 95% Utilized (Bottlenecked) | +30% Capacity (Automated)

e The Valuation Gap: Current M&A feedback suggests the firm's 5x multiple is suppressed by its
"un-automated and labor-intensive" workflow.

e The Value Play: By automating the "data mess" that currently consumes 1,200+ manual hours for the
Keystone account alone, the firm decouples revenue growth from headcount growth. This shift

15



"untethers" the 8 hungry Junior Partners to drive new business, directly increasing the firm's
market-multiple for Bob Sterling’s 10-year exit strategy.

4. Operational Assets

The loan also secures the "Al-Core" infrastructure—the LLMs for tax research and Machine Learning tools for
automated auditing—which will become a proprietary digital asset of ELG, further increasing the firm's barrier
to entry against regional competitors.
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Section 7: The Exit Strategy

The repayment of the $1,250,000 credit facility is structured around a clear 18-to-24 month horizon, designed
to transition the debt from high-yield bridge capital to traditional long-term institutional financing once the
"Al-Core" efficiency gains are reflected on the balance sheet.

Primary Exit: Plan A — SBA 7(a) or Commercial Bank Refinance (18 Months)

The primary repayment vehicle is a refinance into a traditional SBA 7(a) or conventional commercial bank loan.

e The Thesis for Refinance: While ELG is currently "maxed out" on capacity , the 18-month bridge
period allows the firm to implement its Al-Core transformation and onboard the $450M Keystone
Regional Development Corp (KRDC) portfolio.

e Operational Validation: By month 18, the firm expects to demonstrate a 30% increase in client
capacity without expanding headcount. This decoupling of revenue from labor costs will normalize the
firm's "Realization Rate"—which is currently dropping due to manual data entry errors —making the
business highly attractive to traditional bank underwriters.

e Market Positioning: With a stabilized, tech-enabled workflow, ELG will move from an "average" 5x
EBITDA multiple toward a premium 8x-9x multiple. This valuation expansion provides significant
equity "cushion" for a bank refinance.

Secondary Exit: Plan B — Strategic Sale or Private Equity Roll-Up

In the event that a refinance is not executed, the firm is positioned for a high-value liquidation or acquisition.

e Asset Liquidity: ELG’s most valuable asset is its recurring, retainer-based revenue stream of
$11.5M and its elite client list, including major mid-Atlantic real estate players.

e Strategic Roll-Up: Bob Sterling is currently executing a 10-year exit strategy. If the bridge loan
matures during a high-demand cycle for "Premium Platforms," the firm can be sold to a National Private
Equity roll-up.

e Internal Buyout: Alternatively, the firm’s 8 Junior Partners are already being prepared for an internal
buyout. The Al-transformation is specifically designed to "untether" these partners from manual labor,
allowing them to drive the revenue growth necessary to fund a partnership-led redemption of the debt.

Repayment Timeline

Milestone Target Date Objective

Loan Closing Month O Immediate deployment of Al-Core Pilot for Keystone
account.

Infrastructure Pivot Months 1-6 Automate 1,200+ manual hours of cost segregation and
data cleanup.
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Efficiency Gains

Months 7-12

Achieve 30% capacity increase; finalize KRDC
onboarding.

Refinance Application

Months 13—-15

Initiate SBA 7(a) or Commercial Bank application with
optimized margins.

Principal Repayment

Months 18-24

Full retirement of the $1,250,000 facility via refinance or

strategic sale.
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