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About BW Arpeggio

e Spin-off from Brady Ware.

* Dedicated team of eight.

* Principals have 20+ years of experience.
 Hundreds of client decisions improved.

* Areas of specialty/industry expertise:

o Intellectual property
Franchising
Startups/venture capital
Tax controversy

Data valuation

ARPEGGIO

O O O O

LEA GLOBAL 2



About BW Arpeggio

We use a workbench,
not an assembly line.
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About Strategic Valuation & Advisory Services

e Business valuation, strategic advisory and
conflict resolution services ﬁm
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Strategy Disputes Compliance  Consulting A problem or opportunity
) worth at least S1 million.

Conventional solutions or
models are unlikely to be

Target useful.

Market

The client values risk
management.
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Presenter Notes
Presentation Notes
Types of engagements:
Strategic (Raising Capital, Exit Planning, Buy-side Advisory, Partner Buyouts)
Litigation (Civil Litigation, Tax Controversy)
Compliance (Purchase Price Allocation, Stock Option Valuation, Gift/Estate)
Consulting (Transaction advisory, financial benchmarking, financial forecasting)
Target market: Companies facing a decision worth $10 million and not served by a national firm.



Helping Decision Makers

Get Clarity

Clients become better decision-makers
by understanding the quantitative risk
associated with key decisions.




How To Identify A Client Need

|dentify What to Look For Trigger Events
Opportunities
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Presenter Notes
Presentation Notes
How to identify opportunities�Listen to your clients discuss their most impactful�challenges and opportunities.  Listen for “I don’t know if there is an answer.”�
What to look for�There is a high-stakes transaction, decision, or dispute, and�the challenge or opportunity has unusual characteristics.

Trigger events�A critical valuation or transactional decision or the initiation�of legal action is imminent.



Case Studies
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IRS bill of Vi Enabled a New
S10 MM = Business
S500K refund S8 MM Offer Financing Quantified
> $45 MM Model Risk and
Avoided a S3
MM Mistake
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Presenter Notes
Presentation Notes
Using game theory, we convinced the IRS to drop a $10 MM claim on a client and settle with a $500K refund.
We advised a company to turn down a buyout offer for $8 million and advised them to turn it down.  The same buyer came back with a $45 MM offer 2 years later.
We helped a client develop a proprietary data valuation model using data analytics and machine learning.



One More Thing...

3¢ GULP DATA

ARPEGGIO
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Partnership creates a unique data valuation capability
— the first of its kind in the world.

*‘ - il
strategic Litigation Compliance
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Presenter Notes
Presentation Notes
BW Arpeggio is pleased to announce a partnership with Gulp Data.
Gulp Data has developed a proprietary, machine learning-based engine for valuing sets of data to facilitate lending transactions that are collateralized by the data.
BW Arpeggio has an exclusive partnership to provide independent valuations of data sets that meet professional standards using Gulp Data’s technology.
This team is the market leader in data valuation.



Contact Information

Mike Blake
Managing Partner

678.350.9544
msblake@bradyware.com
Wwww.bwarpeggio.com

g @unblakeable

Follow me for my Chart of the Day!
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