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Rock Island - Introduction

& 2005

% $550r

‘Who We Are

Relevant Partnerships / Investments |

Chicago-based investment firn
20+ years of investing history

Flexible capital structures

Partnership approach with active support

12 professionals (accounting focus / 8 CPAS)

.OKLAHOMA
CHILLER

e
A EXRQsED

Today’s Presenters

a

Al Mattaliano

Semme

Paul Winkler
Wansging Direcor

ohar

_AHURON Deloitte.

CENTR
POWER SYSTEMS & SERVICES

¥ RERENTSS

Commercial & industrial HVAC
service provider

Tulsa, OK

Specialty subcontractor providing
concrete polishing, flooring,
waterproofing, etc.

Dallas, TX

Power generation, distribution,
and equipment provider

Kansas City, MO

Aerial lift equipment rental, parts,
and service provider

Chicago, IL

mw(uw Copta
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Industry Trends

truction Activity, AEC In t & Techn

U.S. Construction Activity — Long Term Trends

Strong growth over the past 5 years

Private, non-residential construction spend

Driven by the manufacturing sector
Private, non-residential construction spend

$ in bilions $ in bilions
o, CAGR 520
g.4% CA
sra9 ST65 g7y
$30 Commercial
Manufacturing
20 Infrastructure
5495 5496
$860
$00 Institutional
L)
209 200 201 2@2 203 204 205
2000 20 2@1  2@2 203 204 2@5
[ i ;

U.S. Construction Activity — 2025 Performance

2025 was the first construction decline since 2020 Largely as a result of...
USS Bilions 2024 2025  Chg.($) Chg. (%) )
Tariffs
— Commercial $238  $228  $(10)  (42%)
Manufacturing 235 219 (1) (6.8%) @ Inflation
Infrastructure 188 192 3 1.8%
104 103 ) (1.2%) @ Supply Chain Disruptions
Total $765  $741 $(24 (31%)
High interest rates
Data Center vs. Other Commercial
e Labor shortages
USS Billons 2024 2025  Chg.($) Chg. (%)
Data Centers $31 $41 $10 320% J~,
Other 204 178 @) (127% Data Centers = 4x increase since 2021!
...but still only 5.5% of total
" Commercial $238 $228  $(10)  (42%)
(L owe i . -




Economic Indicators

Federal Funds Effective Rate Construction Spending
Cheaper borrowing stimulates activity

Serng

IJA Signed

Driven by commercial, industrial
and infrastructure projects

Dodge Momentum Index (10-Yr) Architectural Billings Index
Rising index indicates strong construction starts Leading indicator of upstream demand

seees
-

Chrses

Data Center Trends

100 GW of new capacity needed over the next 5 years, with roughly
half coming from Americas

Data center capacity: forecasted growth Global supply forecast by region (GW)
(Gw) 200
pacity

150

150 GW

100

15GW

1 I

103 GW

@
3

0
2020 2021 2022 2023 2024 2025 2026 2027 2028 2029 2030
BAMERICAS WAPAC EMEA

2025 2026 2027 2028 2029

i J 8

Data Center Trends

$100 billion+ of forecasted spend in the U.S., with HVAC / Electrical
representing the majority of construction costs (57%)

2026 average data center construction
costs ($B per GW) Data Center Cost Analysis

sigapae

Seou
Electrcal
Chiaago

*HV AC/ Mecharical o
$12B per GW. 40%

(U.s. avg)

Buildng Shell

Frarkfu t Fitout /Sie W ak

S4 6 $8 SO SR SH SB $B $D
$Billion per GW.

B APac [l AMERICAS EMEA

private & Confidential v 9




Data Center Trends

Longer grid connection lead times drive operators
toward self-generation, PPAs, and private wire deals

N. Virginia
Atlanta

Chicago

Dalas
4-5 years to connect

to the grid on average

Phoenix 25

Private & Confidential 10

Data Center Trends

Data center footprint shifting from urban to rural, led by Virginia,
Texas, and lllinois

Number of data centers by state, by Percentage of U.S. data centers by
status location type

Curtettiyoperding ®Pianed
“ mUman = Rual

Virghia
Texs
Calforna
llinds ;
Curentlyoperating 13%
Georgn
onio
Aimna
New York
Gregon
Washirgton
Penmyvania Plamed 7%
Floida
N Carolna
lowa
indar

AEC Industry

AEC expected to grow 12.5% CAGR over the next 5 years

1.5, ARG Services rket (58)
= Design
Architecture Eﬁ

= Planning
= Landscape

EI/ = Transportation = MEP
EHCE o - Dx

» Uilties + Government
- cicm
» General Conorete
i Contractin * Mechanical
Gotine ion . ey s Sves = CivilDemoiition
* Electrical
L )
Y

Strong PE Interest in all areas

muxmcw R e 12




AEC Industry Trends

Record deal activity driven by PE, with some headwinds from
inflation and labor shortages

|2 Record M&A Activity

361 AEC transactions in 2025, a 10.1% increase from
2024. PE add-ons surged 34.5%.

Digital Transformation & Al

3% of ABE firms now use Al boosting proposal win
rates to 50%. BIM, digital twins, drones, and
prefabrication are reshaping project delivery.

M syilled Labor Shortage
69% of firms expect hiring difficulties with significant

Continued Shift in Growth

Data center construction has nearly doubled each year

wage pressure. Engineering firms hiring aggressively since 2021. $580B+ from IlJA and IRA injecting into
for data center, energy, and industrial projects. AEC (2022-2026). Public construction grew 3.6% in
2025,

41% of Construction workers expected to retire in
next 5 years!

Private & Confidential ¥ 13

AEC M&A Activity & Valuations

PE fueling deal growth, representing 58% of growth over the last 3
years and ~38% of 2025 activity

254II

M&A Activity

N
2 M
8

219
23

25
H 6.7x
60 a6 6.2x|
142
; i i I
21
—
2019 2020 2021 2022 2023 2024 2025 2019 2020 2021 2022 2023 2024
®prvate Stratege PublicStr degic " TEV /M ultiple
PE P Iaform ®PE Add-on
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AEC Industry Trends — Industry Mix Shift

Future AEC growth is concentrated in mission-critical and
infrastructure-heavy end markets

Anticipated Industry Mix Shift

Eroy e

Slow Moderate Fast

A

Very fast




Why Are Investors Interested in AEC?

Durable, Gov't-Backed

E End Market Tailwinds

22 Fragmented Industry

Demand ~
Multi-year public programs (LA, Thousands of founder-led firms with
IRA) provide long-term revenue <§100M revenue enable roll-ups:
stability and resilient backlogs. buy at 6-7x EBITDA, exit larger at 9-
reducing downside risk. 10x through multiple expansion.

N Asset-Light, Strong

Cash Flow

Talent Scarcity as Moat

Scarcity of project managers and
licensed practitioners creates
barriers to entry. Platforms with
capital attract and retain scarce
talent.

Strong Growth
Potential

ana witn U'S.AEC services markt xpectad
o na st and markets inipinas WIP and reainage 10 grow ot 13.6% CAGR (2034
foders inasucture spend (1IA) proce nigh rotun on vested 2030, Dat contor consructon
nery i, and da canar Capialan tkacive oab!capaciy Goublng amnualy i 2051
Sidout are dring dmana
(Lo i %

AEC - PE Platfor

ms

M Architecture Bl Engineering

M Construction Services

POPULOUS wsh 2\ consor as8 vORTEX
5 EE. Bauan
- A
¥ Trilon v =G=! TAK:
ARDIRRA L=mEn =
ALPINE — Tppon ity
Burns G salasOBrien @ ICS
S
OCEANS@UND b stellex
i Qanus A A\
8o APEX ==
Morgan Stanley
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AEC - Public Comps

Architecture & Engineering

2025 TEV/EBITDA Multiple

15.0x
t61x

L I I IM

e

NS G @

|~ Highly Acquisiti

14.3x
11.8x
I 3

ASCOM JACOBS ARCADIS

108
5.7x I
¢ Cker

17.0x 16.6x

S asinsrals JDYCOM

2025 TEVIEBITDA Multiple
21 228
19.2¢
16.4x 150 17.0¢
121 i 1230 I
Costrucion  sawska ¢ EMCOR| MasTec | e Tutor. satowseaty 0ORION  MYR
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Notable Transactions

. GREEN
3 TRC wood. \|!) RPTAlliance
wsp o Bowman
QuALus < L TING -
Engineering Engincering Engineering Engineering
Diversified Power & Infrastructure Power & Infrastructure Energy Efficiency Consulting
Closed: February 2026 Closed: August 2025 Closed: Dacomber 2025 Closed: November 2025
Value: $3.38 Value: $110M Valve: $50.7M Value: Undisclosed
EV/EBITDA: 15.9x EV/EBITDA: 14.9% EVIEBITDA: Undisclosed EVIEBITDA: Undisclosed
STRATEGIC RATIONALE
= Combined becomes = Adds substation, = Continues Bowman's « Extends VCA beyond
Jargest U.S. engineering transmission, distribution public-market roll-up oW donstruction mto
& design firm; ~34% from & renewable-generation strategy of small-scale, retrofit/ building-systems
Power & Energy engineering accretive adds efficiency
= Significant cross-selling ~ ® Bolsters Canadian- = Sixth 2025 transaction, = Captures ESG tailwinds
opportunities and market presence for broadening energy & via energy & water
revenue synergies fising i efficiency consultn
ynerd demand < 9
[Lreeicon i T

Succession Planning

Succession Planning Options

Each option involves tradeoffs in valuation, control, timeline, complexity, and impact
on the company/employees

01 02 04 05

Family ESOP Strategic Private
Succession Buyer / MBO Acquirer Equity
Pass ownership Employee Stock Sell to individual Sell to compeitor Partner with

o family members Ownership Plan or management or PE-backed co. aPE firm

mmkmcw = 21




Succession Planning Options

01 02 03 04 05

Family ESOP Individual Strategic Private
Succession Buyer / MBO Acquirer Equity
Pass ownership Employee Stock Sellto individual Sell to competitor Partner with
to family members Ownership Plan e L or PE-backed co a PE firm
/' Preserves legacy Tax advantages. 7 Leadership Maximizes price via V Strong valuation
) B Employee retention contukty G ¥ Grouth capial
control / Smoother transition Buyer brings tined equl
ol Preserves cultre St Do LAGS s ' Retained equity
V' Flexible tmeline e /. Simple structure ' Professional support
P Quick dlose "
ownership Second bite’
Successor may lack Reguiatory burden Financing Ouner loses contrl Rigorous diigence
skisinterest challenges.
Ongoing valuations : Gultual changes Shared goverance
Lower quidty High execution cost Lower s price Lenghy diigence 3.7 year hold period
Famil tension risk t— Soerctanriched e I
R information expectations
I |
I Complexity i
Rﬁkacw i %

The Private Equity Model

nvestment Mode

How Private Equity Works

Raise Invest in Create Realize
Capital Companies Value Returns
PE firms raise funds from  Acquire controlling or minority  Drive revenue growth, make  Exit after 3-7 years via sale,
institutional investors stakes, targeting mature investments in the business, recap, or IPO. Target 2-3x
(pensions, endowments, cash-generating businesses. and execute add-on invested capital.
family offices). acquisitions.

For AEC owners: meaningful liquidity today, plus a disciplined partner to scale the

business and share in a second, larger exit tomorrow.

(U T -




Common Misconceptions About PE

debt

PE always takes majority control and
the business

© © 06 © ©

PE will force a sale within five years

PE will fire employees and slash headcount

PE will saddle the company with dangerous

PE investors only care about trendy sectors

runs

O O & & o

Growth-focused — retain talent and often hire
needed leadership positions.

Modest leverage (2-4x EBITDA); over-levering
hurts returns.

Often minority stakes — partners with
management, not operators.

Secmr-agnostic — follows growth and cash
flow; AEC fits both.

Exit timing flexes — dependent on business
trajectory and owner readiness.

mmm capta
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How PE Helps You Grow

Private equity accelerates growth on five fronts — capital, acquisitions, technology,

strategy, and people

Capital for Expansion
Equity and debt financing for new offices,

equipment, capacity expansion, and pursuit of large

public infrastructure projects.

Add-on Acquisitions

PE firms identify and integrate add-on targets,

leveraging shared services and cross-selling to build

scale.

&

o Implement ERP/CRM, data analytics, Al tools, and

y

BIM platforms to improve efficiency and decision-

making.

Clear value creation plans. Refine strategy, pricing
and procurement to unlock margin expansion.

Network, Talent & Expertise

Access to industry experts, board members, and
operational advisors. Recruit experienced
executives.

m%kw captal
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PE Platform vs. Add-on — Key Differentiators
PLATFORM ADD-ON

Anchor investment —establishes anewthesis  Strategic  Bolt-on to an existing platform; accelerates the
in a sector or vertical; built to scale Rationale  platformis growth via scale, scope, or capabilty
$5M-825\1+ EBITDA: sized to support Scale  Typically $1M-S7M EBITDA; sized to extend the
standalone infrastructure and debt capaity Pl
Full platform pricing; pays for Tuckin pricing; multiple arbitrage is a core
systems, and growth runway lue-creation fever
Full-scope vendor diligence (QoE, legal, Diligence  Streamiined —focus on integration,
commercial, IT, HR, efc.) 9 customer/vendor overlap, synergies
Standalone CEQ/CFO, board . ’
reporting, banking, nsurange ©_ O Team Absorbed into platform systems and back office
Standalone ERP, Bl/analytics, BIM, Technology  Migrated onto piatiorm stack; often replaces
cybersecurity; bl for scale legacy systems

mwm captal R e 27




Preparing for an Investment / Exit

Prepare Your Busin stential Inve

Preparing for an Investment (12-24 months out)

@ Clarify Goals & Timeline

Decide between full sale, majority recap, or minority
investment. Determine desired ongoing involvement and ideal
timing,

[ ]
&, strengthen Management

Build a strong second-tier team that c:
independently. Document processes. Diversify customer and
supplier relationships.

4] Invest in Systems & Data Infrastructure

Update ERP, CRM, and Bl tools so operating data is clean
and accessible. Build the underlying reports to track backlog
and pipeline - and revenue by segment, product, an
customer.

g Financial Housekeeping
Produce GAAP-compliant statements; normalize earnings

prepare multi-year forecasts; obtain a sell-side Quality of
Earnings (QOE) report

|a Develop Growth Playbook

Show investors a plan to scale via hiring, capacity expansion,
and acquisitions. Include backlog visibility and pipeline

conversion data

Q Prepare Due Diligence

Organize financial, legal, HR, and IP documents. Provide
backlog/WIP schedules, utilization metrics, safety records, and
concentration analyses.

mw and Copt
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What PE Investors Look For

Predictability Repeatability

Growth

Potential

Diversification

Financial Operational Strategic
- Consistent revenue growth & - Scalable processes & modern - Exposure to growth sectors
profitability ERP/CRM/BIM (data centers, power)
- Strong EBITDA margins - Strong second-tier management - Customer diversification &
I, team recurring contracts
conversion - Employee retention & safety - Geographic foolprint & market
- Working capital discipline (DSO, el position
WIP, retainage) - Documented SOPs and + Cross-sellupsell potential

+ Backlog visibility and revenue
quality °
twins)

compliance records

Technology adoption (Al, digita .

across services

Acquisition platiorm potential

mm and Capt
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PE Valuation Math — Worked Example

ADJ. EBITDA

$10M

= Reported EBITDA
+ Addbacks for one-
time, non-recurring
items adjusted to
normalize the business

MULTIPLE

X 8.0x

Multiple dependent
on a variety of factors
(explained in
subsequent slides)

ENTERPRISE VALUE

$80M

$15M

PLUS: CASH

* s3m

EQUITY VALUE

$68M

ROLLOVER
Seller rolls 20% =

13.6M equity
retained; $54 4M
paid in cash

What impacts valuation multiple?

Lower Valuation multiple (3-4x)

Higher valuation multiple (7-9x)

Construction Revenue Mix Professional (Engineering/Arch)
High (T1>25%, T5>75%) Customer Concentration Low (T10 < 25%)
More Subcontractor Prime vs. Subcontractor More Prime
New Construction > 50% New Construction % New Construction < 50%
Retail / Commercial End Market Attractiveness  Power & Utiiies, Critical Infrastructure:
Volatile / surge-driven Utilization Stable across cycles and roles
>$1M Average Project Size <$1M
>$300k Average Repair/Retrofit Size <$300k
One-off Awards Backlog Consistency Steady Bookings
> 50% of Revenue Fixed-Price Exposure <50% of Revenue (T&M / cost-plus)
<100% Revenue Growth >100%
<35.0% Gross Margins >350%
<13.0% EBITDA Margins >130%
>20% Capex % of Sales <20%
ww ana Captal Private & Confidential 32

AEC - Valuation Drivers

Institutional buyers value AEC firms on a five main drivers:

n Utilization Durability

Stable utilization across cycles
and roles.

Fixed-price exposure, claims
history, and liquidated damages
create downside.

Project & Contract
Risk

Backlog & Pipeline
Quality
Backlog tested by contract type,

margin realism, and historical
conversion rates.

Cash Conversion &
wip

Billing cadence, AR aging,
retainage, and WIP can
materially shift net proceeds at
close.

Service Mix &
Defensibility

Repeatable and specialized
work reduces pricing pressure
and improves eamings
predictability.

BOTTOM LINE
Buyers pay for

predictable execution —
not optimistic
projections.




Backlog /'WIP / Pipeline

SIGNA WHAT INSTITUTIONAL BUYERS TEST

Backlog diversification (i.e., a few projects or many), visibilty (i.e., timing of
completion). and segmentation (project types, margin realism, scope clarity,
K

Backlog Quality

Pipeline Credibility

POC Accounting
Discipline

WIP True-Up Integrity

and schedule risk)

At what stage are projects in the plpehne and how do historical conversion

rates validate close

pletion estimates

onasingle

Are
applied cons\slem\y cycle-over-cycle?

t4o-complete, margin outiook)

How arge and how frequent rs etrospeciive WIP adjustments? Mnimal

true-ups mean reliable cost forecasting.

Private & Confidential

Contract Structures

Buyers reward recurring, scope-controlled revenue vs. fixed-price exposure.

Fixed-Fee Mega-Projects
Concentration & execution risk

WHAT TO SHOW BUYERS

Show: claiims reserves,
liquidated-damage exposure,
and project-level margin
variance history.

Design-Build Support
Multiple depends on discipline

WHAT TO SHOW BUYERS
Show: claim outcomes, rework
rates, partner history, and

margin stability across projects.

IDIQ/ On-Call
Recurring revenue; multiple-
expansive

WHAT TO SHOW BUYERS

Show: award cadence, task-
order win rates, renewal history,
funded vs. option value.

Common Deal Killers

Uncertainty kil

Key-Person
Dependency

Founder controls sales or client
relationships.

Weak WIP / Rev-Rec
Discipline
Inconsistent percent-complete

methodology, surprise true-ups,
and weak job costing.

Customer / Project
Concentration

One client or project > 25% of
revenue creates binary risk.

Working-Capital
Surprises

Billing cadence, AR aging, or
underbiling surprises.

u Backlog Without

Margin Cre
Backiog without conract mix,
margin realism, or conversion
istory.

BOTTOM LINE
Diligence reprices

uncertainty. Surface
issues early and control
the narrative.

mnﬂk and Capt




What a PE deal means for owners?

¥ Liquidity & Rollover Equity

Sellers typically take ~70% cash at close to obtain
liquidity and retain 20-40% equity (rollover)

8. Continued Leadership

PE firms retain management and rely on owner
expertise. Owners focus on what they enjoy—
strategy, customers, innovation—while PE handles
back-office

1@ "Second Bite of the Apple"

Retained equity participates in earnings growth
AND multiple expansion. The second sale often
generates returns exceeding the first

O Risk Diversification

Convert concentrated business risk into diversified
personal wealth while stil participating in future
growth through rollover equity.

Rm and Copta

What a PE deal means for employees?

Career Growth & Advancement

PE-backed firms grow faster, creating more
management roles and promotion opportunities.
nd

* c ion &
PE portfolio employees can have opportunities to
outearn national averages via incentive

1and

PE sponsors recruit experienced a
invest in training

O Job Stability & Retention

Quality PE firms retain employees as key assets.
Key employees often receive equity participation.

nus plans. Many PE firms
implement employee ownership programs.

% Better Tools & Culture

Investment in technology, equipment, and
processes improves daily work. Open
i gotiated benefit protection:

mitigate transition concerns.

m%kw captal

Typical Due Diligence Timeline

Lol 7090 days - Closing
Signed
Financial & Tax Due Diligence (Quality of Earnings) Purchase Agraomor
Operations Assessment
Industry | Competition  Growth
ReauestList [ Legal Ditigence / Contract Review ]
= [ Environmental Review | Loan Agreement
[ Insurance Due Diligence ]
£ = I IT Due Diligence ]
Dataroom N sy [ Checks ]
~
-
- [ Legal ]
[ Financing J
mwddwcw s LA 39




Rock Island Capital

Rock Island Partnerships

: ! .
$23 | sty ot 2 iy s, ) (0 eI s D
‘d Pt oy senving as a sirategic resource 1o company for accelerated growth through strategic
supprt excuton and cprstonsl mprovermen s
D e e P o A P
@ the business while parinering with Rock Isiand to oy, Srorgthenig sl\gnmenl oo
B e Emtime
Quns ey peonl et et and ke some T o e o e .0 b
o o] i e o M e B ] e e e

participating i fulure upside.

No Personal Guarantees

1 you prsnaly uaanin dtt, hose guaariees
b2 removed, I e rowh i deb, debt

w.u not nsed pe/sana\ guzramee

operational, and financial support

" Capital

rinecship wih Rock Idand prodes access 1o
era o v a0 Buppon acaahens,
expansion, and ofher growth intiatives.

ity captal remains n the busiess o fud growth
amortizat

Vaueadd iniodtons 1o _polenal_ resoures,
R o Semich ok st s d

customers, or acquisiion targets Vi Islan
portfolo, investor network, and ofher mnnsc\\ons
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Case Study: Oklahoma Chiller

Company Overview Value Creation Initiatives

Gomoaqy: Oklahoma Chiller 1. Strategy & Value Creation Plan
Headouarters: Tuisa, OK 2
Logations: Oklahoma (2), Texas (4)

Bartnership: August 2024 3. Team/ Succession Planning

. Geographic Expansion / M&A Growth
OKLAHOMA

CHILLER
lndustcy: Mechanical & HVAC servces 4. Employee Ownership

5. Technology Strategy / Implementation

Service Projects

6. Value-add Intros

ancial Reporting / KPIs

8. Insurance & Bonding

Private & Confidential 42




Case Study: Exposed Surfaces

ives

Company Overview Value Creation |

Gampany: Exposed Surfaces
Headguadters: Grand Prairie, TX

Strategy & Value Creation Plan

2. ic Ex| i
N EXPOSED icas e v Geographic Expansion
A SURFACES Bartngrship: December 2024 3. Key Hires & Organizational Structure
Covering services 4. Employee Ownership
o — 5. Technology Implementation
iy = 6. Sales Channel Expansion

~N

Brand & Marketing Refresh
Value-add Intros

© =

Financial Reporting / KPls

Case Study: RP Rents

Company Overview Value Creation Initiatives

Strategy & Value Creation Plan

Gamoagy: RP Rents
Headguarters: Naperville, IL

. Fleet Composition & Utilization
@W \asatioqg: linois (1), Wiscansin (1)

N

Bartnership: May 2025 3. Geographic Expansion / M&A Growth
lodustry: Aerial Equipment Rental 4. Key Hires & Organizational Structure
5. Employee Ownershi
Aerial Equipment mployee Ownership
o 6. Technology Strategy / Implementation
7. Value-add Intros
8. Financial Reporting / KPls
Private & Confidential - 44

Case Study: Central Power

Company Overview Value Creation |

Samoany: Central Power

ives

Strategy & Value Creation Plan
Hsadauartazs: Liverty,
CENTRAL herty. Missourt 2. Geographic Expansion
POWER SYSTEMS § SERVIGES basaiaia’ 19 thovaiout Oenal U

Barnership: December 2015 3. Specialized Product Offerings

wer Generation services

laduaiax: Po i il
and Industrial Equipment Distribution 4. Executive Team Buildout

Power Generation Power Distribution 5. Technician Recruiting / Retention
- I > 6. Employee Ownership
7. Technology Strategy / Implementation
8. Value-add Intros
9. Financial Reporting / KPIs

Private & Confidential 45




Strategic Alternative Review (SAR) Process

A confidential, no-obligation process to help owners evaluate their strategic options — on their timeline,

PHASE 1

Discovery

1— 2 wee

Confidenti

al intro meeting;

business overview and high-level
financials shared; owner

objectives
liquidity, les
outcomes

‘OUR COMMITMENT

discussed (timing.
gacy, employee

3 weeks

Indicative valuation range:
comparable transactions review;
capital-structure scenarios; side-
by-side comparison of strategic

options.

PHASE 3

Strategic Options

1— 2 weeks

Tailored strategi

mmendatio
each path; sugg:
No commitment

Confidential. No fees. No obligation. Owner-led timeline.

ic alternatives
n; pros/cons of
jested next steps.
to proceed

Rm and Copta
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Rock Island team by the numbers...
i Combined : isors |
i ° Professionals @ Transactions Average Tenure Operating Advisors |
&
!
(2P 8 |
\ s ) ]
*ﬁ// - ) I / \
\Wil7e 5
Al Mattaliano Michael Nugent | | Brian Bastedo Chris Cutrara Zotie Mistus
Shusmn ThEe | [ Kbt | | ENSESEINER ;2 | | 4MURON peloitte e By rR
B ~ A . F
> : S 3
al l
Beon Jacober | |Steve Shamanski| | Connor Sheridan | | Annie Kossman Jake Sperka Katelyn Haynes
i peloitte o @solonon mio @ Deloitte. oG pie ““Rem
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( ) BUMES
BAKER] \ D navee 1 ‘dgg ESHARK )
Pt o0 Eompny
Manufacturer of Water Water Treament
e | o o Taioren | FoodsoniSas | \JoSporoSl, | DicorProdsd | St Savis
y Distributor & Marketing Distributi K Center
Ve LUX = covmavaa @M ©Oxevco  [EEEEEE ALZAGroup
nufacturerl Water Heating & Industrial Ec
Disribtorof Contol idusirial Equipment Veta
Manufacturer of Contract Food ATM Fltration Systems
e oo Contct Fod ... raion Sy Disirbuion and Faa
ﬁ(k«m
f\erc  |NENIRE o Al X EXPOsED
Broadband Intemet, - R— WSS e
Television and Equipment Rental & mmercial &
Telephone Sevice Wastewater Foodsenvice Concrele Polisning  Industrial Fastener | Equproent Rertal Industral
Provider Treament & Disposal Sdes Producls Fiooring

S Bolle A b b ]

Exced Engineering e Ae  SUPERIOR @okLanoma [oF T
Tesing Fragrance Nonwoven Malerals  Armal Feed and Commerdal®  anfoctresBread | GPS Tracking &
Jesng, Manfaclurer Venfactirer Sipplement nginal HVAC Sicing Biades Fleet Telemaics
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Thank You

Questions & Discussion
Rock Island Capital

ck Island Capital




