
Key components of the session(1) include:

EY Software Value
Scorecard
A strategy session designed to create a
roadmap towards exit readiness and
increased value

EY Technology M&A Advisory

No matter where a software business is in its
lifecycle, shareholders must continuously assess
the business’s key value drivers– to ensure they
are well positioned for an eventual exit.

We offer our session on the Software Value
Scorecard to software businesses planning an exit
in the near-to-medium term.

Whether used ahead of a potential exit or to orient
your key stakeholders towards key performance
metrics that make your business more attractive,
several leading companies have found the session
very valuable.

1. Objective alignment

Objective: Stakeholder alignment is critical when preparing for an exit. For the session, we
encourage you to bring as many stakeholders as possible. In previous sessions companies
have brought shareholders, investors, board members and key management.

Targeted outcome: This component includes a discussion by participants on various
objectives – that are directly relevant to an exit – with the goal of building alignment in
advance of a potential exit.

2. EY’s Proprietary Value Scorecard(2)

Objective: We leverage our proprietary value scorecard, which includes the key drivers
that ultimately determine value for businesses in the software space. This scorecard is
based on proprietary deal insights from numerous software transactions we’ve advised(3)

on, along with third party market data.

Targeted outcome: We help benchmark the company’s current software metrics vs. its
peers and understand its perceived strengths and weaknesses. We will provide you with
our value assessment and engage in a discussion around each of the factors and its
potential impact on value.

3. The exit readiness checklist
Objective: Our experience indicates a number of critical items are often overlooked
when preparing for an exit. Based on our assessment of your business,  we customize a
checklist of key considerations across each of the key domains of your business (e.g.
strategy, finance and tax, technology, legal) that will help you be more prepared for an
eventual exit.

Targeted outcome: A specific list of items that your team can work on ahead of a
transaction and a better view of the key considerations for a successful deal.

4. Gap analysis and debrief
Objective: We layer in your feedback from the session to our assessment from EY’s
Proprietary Value Scorecard. This in turn, is used to identify gaps, along with near-term
and long-term action items.

Targeted outcome: Create alignment around optimal timing, preferred structure and key
performance/ business milestones to improve outcomes

(1) The session usually takes ~3-4 hours to complete. We require a limited list of company information one to two weeks in advance to prepare for the session.
(2) This scorecard has been developed for proprietary use by EY
(3) EY is  one of the most active technology M&A advisors in the Canadian private mid-market with significant activity and credentials in software
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EY1 is one of Canada’s largest mid-market focused corporate finance advisory firms
We provide sector-specific advice on mergers, acquisitions and divestitures, debt and equity capital markets, and real estate and
infrastructure transactions. We also advise on corporate strategy. We bring deep industry knowledge to every transaction to support
your corporate finance strategies and priorities. We can help you navigate your business issues, capitalize on your transaction
opportunities and achieve your strategic objectives.

EY | Buildinga betterworkingworld

EY exists to build a better working world, helping to create long-term value for clients, peopleand
society and build trust in the capital markets.

Enabledby data and technology,diverse EY teams in over 150 countries provide trust through
assurance and help clients grow,transform and operate.

Working across assurance, consulting, law, strategy,tax and transactions, EY teams ask better
questions to find new answers for the complex issues facing our world today.
EY refers to the global organization, and may refer to one or more, of the member firms of Ernst &
Young Global Limited, each of which is a separate legal entity.Ernst & YoungGlobal Limited,a UK
companylimitedby guarantee, does not provide services to clients. Information about how EY
collects and uses personal data and a description of the rights individuals have under data
protection legislationare available via ey.com/privacy.EY member firms do not practice law where
prohibited by local laws. For more information about our organization,pleasevisitey.com.

Ernst& YoungOrendaCorporate Finance Inc. is registered as an exempt market dealer in Alberta,
British Columbia, Manitoba, New Brunswick, Newfoundland and Labrador, Nova Scotia, Ontario,
Quebec and Saskatchewan.

© 2022 Ernst & YoungLLP. All Rights Reserved. A member firm of Ernst & YoungGlobal Limited.

This publication contains information in summary form, current as of the date of publication, and is
intended for general guidance only. It should not be regarded as comprehensive or a substitute for
professional advice. Before taking any particular courseof action, contact Ernst & Young or another
professional advisor to discuss these matters in the context of your particular circumstances. We accept no
responsibility for any loss or damage occasioned by your relianceon informationcontainedin this
publication.

ey.com/en_ca/strategy-transactions

1Ernst & Young Orenda Corporate Finance Inc. is a registered exempt market
dealer in Canada. We provide services in the U.S. through our affiliate, Ernst &
Young Corporate Finance (Canada) Inc., a U.S. registered broker-dealer

* A registered Exempt Market Dealing Representative
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Our National Technology Coverage
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