HOW T0
POSITION YOUR
BUSINESS

5 Ways to Use Strategic Marketing
to Increase Value Before You Go to Market

Candid is a strategic marketing

@ partner for middle-market B2B
companies preparing for what's next.
We help you build clarity, credibility,
and momentum - so that buyers see
the business you've built and the
value that comes with it.

candidcomms.com

When business owners prepare for a sale, the focus usually goes to the
obvious places - financial performance, operational efficiency, legal
housekeeping, and deal advisors.

All of that matters.

But in lower-middle-market transactions, another factor has an outsized
impact on buyer confidence: how clearly the business is positioned.

Buyers don’t just evaluate past performance.
They evaluate whether the business is:

UNDERSTANDABLE TRANSFERABLE DEFENSIBLE SCALABLE

And that judgment starts long before formal diligence begins.

It starts with how the business shows up - through its market position,
leadership structure, customer mix, delivery model, and external
presence.

Not because it makes the business sound better - but because it helps a
buyer see it more clearly.

In a successful transaction, clarity drives confidence.

HOW TO POSITION YOUR BUSINESS FOR SALE
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a NARROW YOUR FOCUS

You may feel like offering a one-stop-shop ‘easy button’ breadth of services for clients
in various industries is valuable. And you're not wrong. But for buyers, they struggle to
answer:

@ What actually drives revenue?

@ Which work is the most profitable?
@ What's the core offering?

@ Where do they win consistently?

@ What is repeatable vs opportunistic?

And when something is harder to understand, it feels riskier. One of the fastest ways
to dilute value is to present the business as broadly capable but loosely defined. It also
blurs competitive positioning, making it hard to answer “who are they really competing
with"?

Narrowing your focus doesn't mean turning away revenue. It means identifying where
the business has a clear advantage and making that the center of how it is understood.

IMPORTANT:
You DO NOT have to abandon the model. You DO NOT need to stop being a one-stop
shop. What you DO need to do is anchor your business in a clear center of gravity.

Narrowing your focus doesn’t mean doing less.
It means making your advantage unmistakable.
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HOW CANDID
CAN HELP

Define and articulate your

“center of gravity”

Identify the segment, service, or problem
where you consistently win - and build
your core messaging around it so buyers
(and customers) can quickly understand
what drives the business.

Restructure your website and
materials to reflect priority, not
possibility

Most firms present everything equally.
Strong positioning emphasizes your core
offering first, with supporting services
clearly positioned as extensions.

Curate case studies to reinforce

your focus

Highlight work that aligns with your ideal
positioning - even if it's not the full mix of
what you've done. This signals to buyers
what defines the business.

Align business development
messaging with positioning

Your sales conversations, proposals, and
outreach should reinforce the same
story - so buyers see a business that is
intentionally focused, not
opportunistically broad.

CANDIDCOMMS.COM
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e SHOW REPEATABILITY

Buyers don't value what your business can do. They value what it can do again and
again.

IF WORK IS REPEATABLE: IF EVERYTHING IS CUSTOM:

@ Pipeline becomes more forecastable © Every deal is a new puzzle

@ Revenue patterns are more consistent © Forecasting becomes less reliable
@ Growth feels directional, not random © Margins fluctuate

@ Operational efficiencies occur over time © Scaling becomes expensive and slow

@ Success is dependent on a strong process, € Performance feels dependent on
not a strong individual employee individual judgment and capability

That variability gets discounted.

Repeatability does NOT mean eliminating customization. It's to demonstrate that there
is structure underneath it. The strongest businesses standardize the core AND
customize at the edges.

When buyers can see that, revenue starts to feel underwritable - not situational.

Buyers don't pay for how good you are at figuring things out. They pay for how
confident they are that you can do it again.

REPEATABILITY REDUCES PERCEIVED RISK.
It makes your business easier to forecast, easier to operate, and easier to grow.
That’s what buyers pay for.

HOW CANDID
CAN HELP

Package your services into clearly
defined offerings

Move from open-ended “we can do
anything” to structured solutions with
consistent scope, naming, and
outcomes. This makes your business's
patterns visible to both customers and
buyers.

Develop case studies that highlight
process - not just results

Most case studies focus on outcomes.
Strong ones also show how the work was
delivered - revealing repeatable steps,
decision points, and frameworks.

Create visual frameworks that map
your delivery model

Simple diagrams (phases, workflows,
methodologies) help buyers quickly
understand that execution follows a
structured, repeatable path.

Highlight patterns in client problems
and solutions

Show that you're not solving random
challenges - you're solving similar
problems repeatedly for a defined set of
customers.

CANDIDCOMMS.COM
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e BUILD A CATEGORY YOU CAN OWN

Once a buyer understands your business (focus) and believes it can repeat
(repeatability), the next question is:

Why does this business keep winning AND what protects that?

It creates pricing power.

It improves win rates. If you compete at the top of your category, you're
the “obvious” choice more often, sales cycles are more efficient, and
outcomes are more predictable.

It reduces competitive risk.
é Buyers want to know who your competitors are. How often do you lose

and why do you lose new work? It tells buyers: this business isn't
fighting for every dollar - it owns a lane.

It strengthens the growth prospects.
Most businesses already have:

¢ atype of client they're best with
¢ a type of work they win most often
e an environment where they outperform

They just haven't positioned around it.

Differentiation makes you interesting.
Category ownership makes you difficult to replace.

HOW CANDID
CAN HELP

Define and articulate your category
clearly

Most businesses operate in a category
they haven't claimed. Candid can help
translate your actual strengths - types of
work, environments, clients - into a
clearly defined space you can own.

Position your expertise around a
specific type of problem, not broad
capabilities

Shift messaging from “what we do” to
“what we are known for solving,” so the
market (and buyers) associate you with a
distinct area of expertise.

Develop thought leadership that
signals authority in your category
Content should focus on the challenges,
trends, and insights specific to your
niche - so you're seen as an expertin a
space, not a participant in a market.

Create consistency across all market-
facing touchpoints

Website, proposals, presentations, and
conversations should all tell the same
story about where you win - so buyers
see a business that is intentionally
positioned, not broadly competing.

CANDIDCOMMS.COM
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Gandid

A business can perform well financially, but if too
much of the value runs through the owner, buyers
hesitate. The core question is simple:

What happens when the owner
steps out?

@ Do relationships transfer?

@ Does decision-making hold up?

Does the business continue
without constant oversight?

This is where marketing
becomes strategic.
Done well, it transfers
trust from the founder to
the business itself.

o DECENTRALIZE FROM THE FOUNDER

If the answer is unclear, the
deal often changes:

m'ﬂ Lower multiples

@ More earnout

gan) More transition risk

Reducing that dependence is
not about stepping away, it's
about redistributing trust.

That happens through:
@ Stronger leadership layers
@ Clearer systems

@ A brand that customers trust

independently of one individual

HOW CANDID
CAN HELP

Make the leadership team more
visible

Elevate key leaders through website
bios, thought leadership, speaking
opportunities, client communications,
and sales materials. Buyers need to see
that expertise, trust, and decision-
making are distributed across the
business.

Incorporate team-based delivery
examples into case studies
Highlight the process, team roles,
systems, and repeatable execution
behind client outcomes so buyers can
see that value is delivered by the
organization.

Standardize sales and proposal
language

If every major opportunity still depends
on how the founder explains the
business, that is a risk. Candid can create
consistent proposal templates, pitch
materials, and positioning language that
allow others to sell the business with the
same clarity and confidence.

CANDIDCOMMS.COM
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Q ELIMINATE MIXED SIGNALS

Not from your pitch - but from your footprint.

Your website, case studies, materials, and market presence all contribute to a simple
question:

Does this business look like what it claims to be?

Many businesses have a strong position internally - but their external presence tells a
different story.

% A specialized firm with a generalist website.
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o A premium offering with undifferentiated
messaging.
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% A clear strategy supported by scattered examples.

These disconnects create doubt.

This isn’t about polish - it's about signal clarity.
Everything a buyer sees should reinforce the same story.

HOW CANDID
CAN HELP

Audit for inconsistencies across
positioning, proof, and presentation
Candid can identify where the business
claims one thing but signals another -
premium positioning with generic
messaging, specialization with scattered
examples, or strategic growth claims
without visible proof.

Tighten the message architecture
Create a clear hierarchy for how the
business talks about who it serves, what
it does, where it wins, and why it
matters. This prevents different teams
from telling slightly different versions of
the story.

Remove or reframe off-strategy content
Old case studies, outdated service pages,
broad capability language, or low-fit client
examples can dilute the business's
position. Marketing can decide what to
elevate, what to archive, and what needs
context.

Equip leadership and sales teams to
tell the same story

Consistency does not happen through a
website alone. Marketing can create
talking points, pitch decks, FAQs, and
internal messaging guides so leaders,
sales teams, and client-facing staff
reinforce the same position.

CANDIDCOMMS.COM
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‘ WHY IT MATTERS

WHAT THIS ACTUALLY IMPACTS

Higher confidence
from buyers

Clear positioning and reduced risk
make a business easier to believe
in and easier to underwrite.

This is not a marketing exercise.

Uncertainty gets discounted.

Valuation multiples Clarity gets valued.

The five steps we’ve outlined
Deal structure aren't isolated tactics. They work o Strong leverage in
together in a buildable process. @ negotiation

When buyers see clarity and lower

Buyer confidence ” a e O e risk, they compete harder and
push less on structure.

@0 e

Diligence speed Each step strengthens the next.
Together, they create the clarity,
confidence, and momentum that Better outcomes,
o co )
Competitive tension rive stronger outcomes. faster

Clarity shortens diligence, reduces
friction, and keeps deals moving at
the right pace.
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FINAL THOUGHT

They're the ones that are:
o easiest to understand
° easiest to trust

o easiest to see growing

That kind of confidence
doesn’t happen at the end of
the process.

It's built well before it
begins.

HOW CANDID HELPS

The expert outside perscpetive you
need to position your business with
clarity and confidence.

)

STRATEGIC POSITIONING MESSAGING & BRAND STORY
We define and articulate the We craft the right story. The one
position that sets you apart that will resonate with buyers,
and wins in your market. customers, and your team.

/ //
<
CONTENT DEVELOPMENT GO-TO-MARKET ALIGNMENT
We surface and create the We make sure that everything
evidence that reinforces your your target market sees is
value, capability, and aligned, consistent, and
repeatability. compelling.

LET'S BUILD YOUR
BEST OUTCOME -

Candid helps business
owners position their
companies for
maximum value and
connect with the right
buyers.

START THE CONVERSATION

@ info@candidcomms.com

@ candidcomms.com
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