


A partnership 
that you can feel 
confident in.

We have a 
unique team 
dynamic. 
● Previous agency ownership 

and private equity 
experience

Our clients 
typically 
obtain 
30%+ higher 
offers. 

Your 
business is 
our niche. 
● Insurance only
● Sell-side only
● Buyer Insights
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Insurance M&A Advisory Team



Our clients typically 
obtain 30%+ higher offers. 

Six clients reported receiving offers 
independently (on their own or with 
another advisor) before hiring Legacy 
Advisors. 

The partnership with Legacy 
resulted in an average of 30%+ 
higher offers.
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Success looks 
different for 

everyone.

Accelerate 
Growth

● Increase upward mobility
● Access more carriers & 

resources
● Reduce back-end 

involvement 

De-risk + 
Continue

● De-risk your largest 
asset

● Maintain autonomy
● Improve your lifestyle

Exit the 
Industry

● Maximize business value 
● Position your staff and 

clients for continued 
success

● Find new purpose
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Start Your Journey 

Understand your   
business’s value

Empowering you 
with information 
Business Valuation

● Expected Value Range
● Buyer Cultures
● Market conditions
● Deal structures 

Legacy Advisor’s Role
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Ways you can 
make money.

Cash & 
Stock 
Cash generally accounts 
for 70-100% of upfront 
value, and the rest of the 
value is in equity of the 
acquiring company

Earn 
Out 

Performance based, 
usually over a 2-3 year 
period, paid annually or at 
a tail end based on either 
revenue or EBITDA growth

Salary &
Commissions 
Go forward salary is 
agreed upon by the 
principal and directly 
influences proceeds at 
closing

The value of your business is determined when a buyer applies a multiple 
to your agency’s EBITDA. The multiple is influenced by revenue scale, pace of 
growth, leadership, team, location and book of business. 
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Choose Legacy Advisors 
as your Partner

Decision Point

✓ Signed Engagement Letter
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Articulating 
your story
CIM & Pro Forma Model Creation

● Craft your story
● Build your financial model (Pro Forma)
● Develop your presentation (CIM)

Legacy Advisor’s Role
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Historical Timeline & Performance
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2012: Description 
description description 
description description

2020: Description 
description description 
description description

2016: Description description 
description description 
description

2014: Description 
description description 
description description

2021: Description 
description description 
description description

2017: Description description 
description description 
description

2017: Description description 
description description 
description

1998: Description 
description description 
description description

Revenue EBITDA

SAMPLE CIM



The combined agency’s book of business is 
predominantly personal lines, which comprises 72% of 
the premium. 

The remaining is 28% commercial lines.

Total Premium: $31mm

Overview

Book of 
Business

Top Accounts

Business by Carrier

SAMPLE CIM
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Summary Level Details
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Commercial Lines by Coverage Type Personal Lines by Coverage Type

SAMPLE CIM



USD in millions

Location C

Location B

Location A

Owner
Marketing/Sales Director

Name
Office Manager

Name
Farm & P&C Producer

Name
Inside PL Producer

Name
Account Manager

Name
Account Manager

Owner
Operations/Finance Director

Name
Office Manager

Name
Office Manager

Name
Account Manager

Sales Service

Name
Sales Manager / Producer

Sales Service ServiceSales

Name
Commercial Sales Producer

Name
Service Support Specialist

Name
Part Time Producer

Name
Part Time Producer

Name
Part Time Producer

Name
Part Time Producer

Name
Farm & P&C Producer

Name
Commercial Producer

Name
Account Manager

Name
Service Support Specialist

Name
Account Manager

Team Structure
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Name
To Service Book

SAMPLE CIM
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Pro Forma Adjustments

● Revenue
○ Commission revenue assumptions include 5% 

organic growth, and a 3% lift from existing 
Nationwide PL renewal rates increasing from 12% to 
15%

● Compensation
○ Name  will be taking an additional $100k salary, and 

Name will now be a salaried employee at $70k 
annually (to offset current Professional Fees 
compensation)

● Advertising & Promotions
○ Name XXXX will no longer be paid $36k annually for 

advertising services (appearances on billboards, 
print content etc.) 

● Donations & Contributions
○ WIll no longer be sponsoring the XX  for $15k 

annually
● Professional Fees

○ Name and Name now taking additional salary, and 
Pro forma removes the following expenses from 
Professional Fees

■ $180k: no longer receiving P&C commissions
■ $120k: no longer receiving personal XX 

income 
■ $140k: no longer receiving XX income

● Occupancy
○ Name spent $49,738 updating his building in ‘21 and 

will not need to do that again

Financial 
Model

Name Here

SAMPLE PRO FORMA 



17



Bringing your 
business to market
Market Engagement

1. Teaser: Business highlights 
2. NDA: Interested buyers will sign an NDA to learn more 
3. CIM: Buyers will receive the CIM to develop a deep understanding    

of your business 

Legacy Advisor’s RoleTeaser

NDA

CIM
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Meet with buyers 
most aligned with 
your goals.

Facilitate
Buyer Connections
Market Engagement

● Meet with a variety of buyers who have expressed interest
● We prepare you with what to say and questions to ask 
● Get a sense of who you want to work with 

Legacy Advisor’s Role
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Offer 
       Comparison

Our clients typically receive multiple strong offers, and each buyer has 
different parameters to their deal. We help you analyze and make sense 
of each offer.
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Getting you a 
signed offer that 
you love.
Deal Structure & Negotiations

● Receive and compare offers
● Financial goals + day 2 culture
● Negotiate on your behalf to yield the best results

Legacy Advisor’s Role
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Sign the offer 
that you love. 

Continue Your Journey 
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We’ve got 
your back. 
Diligence & Close

● Control communication with the buyer
● Validate financials and employee information
● Manage buyer’s data room
● Work with legal and accounting representation 
● Assist with planning for the transition

Legacy Advisor’s Role
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Buyer

You

CPALegal



Close with confidence. 
Successfully Complete Your Journey
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Next Step: Valuation
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Options for Sharing

What We Need

● Connect us with your CPA
● Run the reports yourself
● 5 minute screen share to run the reports together
● Provide Quickbooks / Accounting system login

● Signed NDA
● Financials
● Payroll Information
● Agency Questionnaire


