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LightYear Group Update

▪ LY Legal + Legal Back Office Restructure
▪ New Head of Legal – Maureen Gabriel (introduced at SAPEPAA Fiji)
▪ Group Legal Counsel – perfect compliment to Group CEO → 

compliance driven, processes, risk management
▪ Recruiting and building up legal team → may come via acquisition

▪ New Business Unit
▪ LY Forensics is now live

▪ Global outreach

▪ Group CEO update
▪ Accounting 
▪ WLG option agreement finalised as part of
▪ New external marketing team



LightYear Group Update

▪ Group CEO update
▪ Accounting 
▪ WLG option agreement finalised as part of

▪ LightYear Docs
▪ New Company & Workflow Process progressing

▪ ABN + TFN Registrations
▪ Domain Names
▪ Trademarks

▪ AML Tranche 2 under review for impact and what we need to 
put in place as a legal document provider

▪ Toacon in Boracay → success



LightYear Group Update

▪ Update LYD Surge to LYG??? 

▪ New partnerships
▪ New partnership playground within our app
▪ Capitaliz
▪ Tax Guru
▪ New memberships → Platinum level
▪ Other

▪ Private Equity / Investor updates
▪ Australia / USA. MJ meetings in USA December / January
▪ Also potential acquisitions

▪ FY2025 Audit – forecast Feb 26 / Mar 26 finish
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Why an investment in Capitaliz 
makes sense for LYG Shareholders

▪ Australian exclusivity to launch to market
▪ New accounting firm and advisor opportunities to LYG

▪ USA markets access – new revenue opportunities 
▪ LY Forensics opportunities
▪ Potential LYG exposure

▪ SAP market
▪ Presented in Fiji + took over $500k in investment
▪ Succession services are growing. Advisory services will continue to 

grow.  Ai may threaten traditional accounting and bookkeeping 
services 



Why I am personally investing in 
Capitaliz

▪ All of the above reasons make it a no brainer for me

▪ Provides further USA exposure to my portfolio

▪ Advisor base growing for Capitaliz

▪ Business growth + financials strengthening on sales team, advisor 
growth

▪ Contact Ben Gill for any investment into Capitaliz including access to 
subscription form and data room.

ben@lyd.com.au





• SMEs have huge aspirations, but limited access to the advice required to maximize the value of their businesses.

• 60% of American SMEs are owned by the baby boomer generation, who are considering selling and retirement.

• This is estimated to trigger a $14 trillion transfer of wealth in the next decade.  

• The business sale advisory market is growing rapidly with over 10,000 exit planners now accredited in North America – 1,493 new graduates 

since January 2025 (2,097 in 2024 ).

• More than 2 million business advisors globally do not have:

• Digital process and methodology

• Proven IP

• Use of AI to enhance outcomes

• Collaborative tools with other advisers

• Industry data and benchmarking

• Efficient and accurate valuation methodologies 

• Many still use spreadsheets and produce reports manually

Source: IBISWorld: Management Consulting in the US; Alexander Govdysh; May 2024

The Problem



End-to-End Solution

Comprehensive, end-to-end solution incorporating financial, 

qualitative and benchmarking data to maximize business value, 

help prepare for sale and manage risk.

Expert Advice + Workflows 

Provides advice, recommendations and workflows to help clients 

stay on track with their goals.

• Business Insights Report and other ready-to-use reports

• Collaboration engine for advisors and owners

• Over 100 tools, templates and checklists, including value 
potential index and value gap assessment 

• Valuation and analytics tools, including dynamic revaluations

• International industry benchmarking data

• Embedded training and resources

Solution: Best-in-Class Product

Proven Methodology

Based on a proven 21-step process and published methodology 

used to advise 1,000+ business owners to maximize the value of 

their business and achieve a successful exit.

Efficiency, Productivity and Networks

Accelerated and efficient workflows:

• Automated reporting

• Collaboration and project management tools, including 
dashboards and task management 

• Automation of repetitive tasks and data collection

• Advisor community tools and support networks

• Scalable across multiple clients 



Solution: Best-in-Class Product

Traffic light scoring on key metrics Detailed financial analysis Deep-dive into key performance metrics



Solution: Best-in-Class Product

Industry Benchmarking Non-Financial and Operational Valuation Drivers - ECROCE vs Cost of Capital



Solution: Best-in-Class Product

Potential Valuation – Gap Analysis Value Acceleration Roadmap to Increase Value



Capitaliz integrates with Xero, MYOB, QuickBooks and 29 accounting platforms, to extract financial information.

Integrations 



User Feedback

You've got a new review by Phil Greer on 

CapitalizNow!

Title: The Gold Standard of how high 

value add consultancy should be done

Comment: I've been consulting for two 

decades and have to say that every 

single thing about this Business Advisory 

service is 18 carat. 

And the best thing is that it's not just 

based around some academic or 

theoretical work. It's based upon working 

at the coal face of more than 700 

businesses in order to create and then 

constantly tweak an incredible set of 

tools that makes the extraction of 

additional value for clients a 

straightforward process.

Rated 5 out of 5

David Ortiz

Director of Strategic 

Planning, Legacy & 

Succession

“We couldn’t be doing 

what we’re doing without 

Capitaliz. It has taught 

me everything I need and 

given me the confidence 

to drive meaningful 

engagements with 

significant and valuable 

businesses.”

Taylor Hodges

Founder, Southern Capital

“The Capitaliz platform, 

specifically the Business 

Insights Report, guides the 

strategic planning approach at 

Southern Capital. This 

approach has helped 

differentiate our firm, develop 

long-term engagements, and 

deliver exceptional planning 

solutions that drive AUM.”

Macy Siefert

Business Solutions Associate, Buckingham 

Strategic Wealth

“The Capitaliz platform has streamlined our 

whole process and helped to keep us 

organized and on track - the Business 

Insights Report itself typically being the only 

sales tool we need. Once the client sees the 

report that shares both current and potential 

value, they almost always decide to move 

forward with us to implement the 21-Step 

process. It contains a lot of information from 

the client, and you can see lightbulbs go off 

for them as you’re walking through the 

report with them.”



Capitaliz provides strategic benefits for advisors, at scale:

• Empowers advisors to better advise clients

• Deepens and further embeds the advisor-client 

relationship 

• Provides advisors with a competitive edge to win more 

clients 

• Provides advisors with more and better client 

information and reduced friction

• Reduces admin time and frees up advisors to focus on 

business development and strategic advice

• Practice level advantages – e.g. retention and 

satisfaction levels  

Benefits 

Demonstrated by strong client growth and zero churn



Advisor-led Channels

• Primary Market

• Exit advisors = c.10,000 in the USA and c. 15,000 worldwide

• Secondary Market

• Accountants, brokers, M&A advisors, wealth planners, bankers, family offices, 

PE funds

Huge Market Opportunity

TAM
$3.51 billion

SAM

$2.1 billion

SOM

$421 million

Exit Planning Institute – State of Owner Readiness Survey 2025

The next decade will see the retirement of US baby-boomer 
business owners, transferring
approximately $14 trillion in wealth.

In 2024, 11,300 baby boomers are turning 65 daily.



Business Model: Strong Advisor Network

MORE CLIENTS ACCESS BEST 

PRACTICE SERVICES TO ACHIEVE 

LIFE-CHANGING BENEFITS

ADVISORS ON-BOARD END CLIENTS 

SCALING THEIR PRACTICE WHILE 

REDUCING ADMIN & INCREASING 

EFFICIENCY

SUBSCRIPTION BASED ACCESS TO 

ADVISORS SO THEY CAN UTILIZE TO 

SERVICE THEIR CLIENTS

Agency driven business model fosters strong relationships between Capitaliz, advisors and owners.



Advisors subscribe (become Capitaliz 

Accredited Advisors)

Ongoing $6,000 per year accreditation, 

training/onboarding, access to the Value Gap 

Assessment tool (typical $4,500 client 

acquisition cost)

Business Model: B2B SaaS Subscription

Advisors on-board end clients

$4,200 per year per end client business (24mth 

contract), access to the full suite of services

Expected lifetime value per advisor

$168,000+ @ 85% margin

Adviser lifecycle of +/- five years, 

servicing 5 clients per annum 

($33,600) = $168,000 

Potential revenue examples



• Established sales teams in USA (industry specialists with > 10 years experience), the UK and AU.

• Endorsed as “best in class” by the two largest exit planning bodies in America

• Exit Planning Institute (EPI) – Craig West has strong ties to EPI and its owners, and was previously Exit Planner 

of the Year and added to the EPI circle of excellence in 2024

• Business Enterprise Institute (BEI)

• JV partnerships with Ninety.io (16,000 businesses and 2,000 advisers) and REAG (US based M&A).

• Target clients are midsize advisory firms with 5-10 advisors focused on baby boomer business owners and looking for 

tools to systemize process and provide scale and quality outcomes.

• Currently used by practitioners from EOS (900 implementers), Pinnacle Coaching (200 coaches), Focal Point (250 

coaches), Impact Architects and Loud Collective – all are growing their exit planning practices.

Go-to Market 
Established Presence + Sales Channels



Go-to Market 
Established Presence + Sales Channels

Entity Members/Advisors Status Comment

Exit Planning Institute 10,000 EPI preferred >1,400 new graduates 2025 YTD, Internal sales team 
promoting on commission basis.

Business Enterprise Institute 2,500 Preferred partner

UBS 10,000 Pilot underway Substantial focus on exit planning – over 800 CEPA 
graduates at UBS.

Guardian Life 2,500 Approved for use by advisers. 100+ advice businesses. Looking to replace $1mil p.a. 
contract with BizEquity.

Edward Jones 19,000 Pilot underway Building new Exit focused division.

EOS 900 Pilot underway 8 initial users in pilot

Ninety.io 14,500 JV signed to integrate within the ninety.io 
software

2,000 registered partners (advisors) and over 16,000 
businesses use Ninety.io

REAG JV signed to partner with major M&A 
business.

US based M & A firm building joint offering with Capitaliz.

TOTAL 59,400

Key Pipeline Opportunities



Advanced Tools for Sales & Marketing



Key Growth Pillars

Capitalize on positive market sentiment 
to activate new advisor-led sales 
channels and grow key metrics – advisor 
numbers and clients per advisor.

Expand adoption with financial 
institutions pursuing efficiency in credit 
and risk determination of SMEs as 
borrowers, customers or suppliers – 
underway.

Implement AI to refine rich non-financial 
and qualitative business information and 
risk metrics to drive efficiency of collation 
and analysis for advisors and owners – 
underway to finalize 2025 in partnership 
with AWS.

Implement AI to provide a “virtual 
advisor” service for business owners, as a 
pathway from the light tool to the full 
application to broaden market appeal - 
late 2025.

Establish network of business buyers, 
sellers, lenders and investors to create a 
marketplace utilizing Capitaliz as a means 
of valuation and risk analysis – planned 
late 2025.

Licence to distributors, on a regional 
basis to secondary markets in Asia. 
Regional licence of $250,000 to provide 
5-year resale rights by country.



• Significant, sustainable 

competitive advantages 

with high barriers to entry 

(technology, IP, reputation, 

management team)

• Most comprehensive 

solution to succession and 

exit planning

• Several players introduced 

partial solutions when exit 

planning was “launched”, 

but no end-to-end solution

• Incumbents are tired, old 

and ineffective, with 

advisors looking for a better 

way

Competitive Landscape

Highly  
Scalable

Comprehensive 
Exit Planning 
Solut ions

Client 
Acquisition

Del ivery 
Network 
Capabilities

Automated, 
Collaborative 
Workflow

Detailed 
Valuat ions

Dynamic 
Re-valuation

Fully-fledged 
educational 
element – 
Academy

Qualitative 
Insights to 
Drive 
Business 

St rategy



Platform User Metrics

Strong and consistent growth
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Current Financials and Projections

A detailed financial model and financial statements, including all assumptions, are available on request.

FY23 FY24 FY25 FY26 FY27 FY28

Advisors 106 207 314 500 600 700

Businesses 356 561 808 1500 2000 3000

Businesses per Adviser 3.36 2.71 2.57 3.00 3.33 4.29

Revenue $321,845 $1,093,566 $1,430,349 $3,970,000 $5,970,000 $8,358,000

Gross Profit $300,573 $989,409 $1,265,266 $3,575,000 $5,735,000 $7,522,200

GP % 93% 90% 88% 90% 90% 90%

Profit ($272,609) ($1,165,672) ($1,855,126) $455,000 $1,718,000 $3,480,000



Dr Craig West - Founder

Profile
• Strategic Business Adviser | Author | 

Thought Leader

• Founder of Succession Plus, Australia’s 

leading succession & exit planning firm

• 25+ years advising mid-market business 

owners

• Masters' degrees in Taxation Law and 

Business ( Accounting & Finance ) 

• Doctor of Business Administration 

(2022) – research on SME exit drivers

Expertise & Impact
• Specialist in valuation, structuring, value 

acceleration & exit strategies

• Developed 21 Step Process & Peak 

Performance Trust – applied to 800+ 

businesses

• Digital platform for advisers launched 

through Capitaliz

• Former Executive Chairman, SME 

Association of Australia (300k+ members)

• Keynote speaker & educator for CPA 

Australia, IOOF, Count, CAANZ

Leadership Roles
• Non-Executive Chairman, Umwelt Australia 

(employee-owned, high growth)

• Advocate for employee ownership, with 

award-winning ESOPs

Published Works & Media
• Author of 6 business succession & 

employee ownership books

• Host of Exit Like a Boss & Mid-

Market Matters podcasts

• Co-host, SME Experts with Mark 

Bouris

Awards & Recognition
• Exit Planner of the Year – Exit 

Planning Institute (2014)

• Circle of Excellence – Exit Planning 

Institute (2024)

• ESOP of the Year – Employee 

Ownership Australia (twice in 4 

years)



Executive Leadership

Jared 
Johnson
President

United States
Proven experience in 

the exit planning 
industry, served as 
the CEO of Business 
Enterprise Institute 
(BEI) for over seven 

years

Chris Nelson
Chief 

Technology 
Officer

Co-founder of 
Juicebox, winner of 

the 2019 Australian 
Digital Agency of 

the Year. Architect 

of multiple financial 
services SaaS 

systems

Zach Broyles
VP – Client 

Success 
Seasoned financial 

professional with 
expertise in 

valuation, risk 

management, and 
alternative 

investments

Sam Walters
VP – Client 

Delivery
Expert in business 

exits, specializing 
in valuation, 

succession 

planning, and 
guiding privately-

owned businesses 
and advisors 

Brent

Heflin
VP – Sales

Over 15 years 

experience 
managing sales of 

SaaS to business 

advisers. 
Previously head of 

sales at BizEquity

The leadership team is experienced across product design, business development, technology, and financial services.



The Board of directors, led by founder Dr. Craig West, is made up of three seasoned entrepreneurs and governance experts 

specializing in Exit and Succession, Mergers & Acquisitions, SaaS, financial services and ESG.

Board of Directors

Dr Craig West
Founder & Chair

DBA on Drivers of Business Succession and Exit 
Planning. Exit Planner of the Year 2015 and EPI 

Circle of Excellence 2024.

Eric Boone
Non-Executive Director

Partner at Madison Marcus Law Firm - Banking & 
Finance, ESG and Strategic Advisory, International 

partnerships and Special Projects.

Brenda Jacobsen
Non-Executive Director

Over 30 years in Mergers and Acquisitions and currently 
managing director at STS Capital and Global Chair of YPO. 
Brenda is an experienced exit adviser with deep industry 

connections in the USA. 



Key Investment Highlights

»Seven.

Strong competitive position with 

strong barriers to entry

»Eight.

Business model produces strong annual 

recurring revenue, across 8 countries

»One.

Best-in-class product offering with proven 

methodology

»Two.

Established presence and sales channels 

in mature US market

»Three.

Proven and experienced leadership 

team

»Four. »Five.

Strong advisor client network and zero 

churn

»Six.

Strong pipeline with potential for near term 

step-change growth (pilot programs with 

large enterprise clients, key industry 

partnerships)

»Nine.

Multiple, attractive exit options, including 

trade sale to strategic industry buyers and PE 

firms 

Strong industry tailwinds with positive 

shift in demand for services



Up to $3m equity raise at a pre-money Enterprise Valuation of US$10m.

Capital Raise

Structure
Ordinary shares

Runway
Capital raising provides ten months of runway with 
expected breakeven in December 2025

Current Status
$1.6 mil is already confirmed



$3 Million Raise at Enterprise Valuation of US$10,000,000.

Use of Funds

Use of Funds

Operating Expenses - $1.4m

Operating expenses through to breakeven December 2025.

Salaries and wages ( incl new sales team ) $576,000 ( $96,000 per month )

Marketing and advertising. $127,000

Repayment of inter-company loans ( used to fund opex. during capital raising ) $677,000

Capital Expenses - $1.6m

$600,000 – Product Features

• UX/UI improvements, Business Insights Report automation, digitize 21-Step 

tools.

$1,000,000 – Adviser Intelligence

• Build out scoped AI feature set to attract wider market, improve report and tool 

outputs and provide detailed adviser insights to guide client outcomes



Contact:

Dr Craig West
Founder

cwest@capitaliz.com
+61 418 414 766



Q & A
Capitaliz



LYG PARTNER 
INVESTMENT 

OPPORTUNITIES



Important Information & General Advice Warning

The content of this webinar is provided for information purposes only and does not constitute personal 

or general financial product advice. It has been prepared without taking into account your objectives, 

financial situation or needs. Before acting on any information presented, you should consider whether it 

is appropriate for your circumstances and seek independent, licensed professional advice.

Partner Investment Offers

Any investment opportunities discussed today are offers of our external partners, not of the webinar 

hosts. We do not endorse, recommend or guarantee any product, service or return described. You will 

be dealing directly with the relevant partner if you choose to pursue an offer, and you should obtain and 

read all relevant disclosure documents (e.g., Product Disclosure Statement, Information Memorandum) 

before making an investment decision.

DISCLAIMER



No AFSL Reliance / Limited Scope
The presenters are not acting under an Australian Financial Services Licence (AFSL) in providing 

this material (or, if an AFSL is held, the information is provided strictly as general advice only). 
Nothing in this session should be interpreted as a solicitation to buy or sell any financial product or 

as a recommendation regarding any specific investment.

Past Performance & Forward-Looking Statements
Past performance is not a reliable indicator of future results. Any forward-looking statements, 
forecasts or estimates are provided as opinions only and are subject to risks, uncertainties and 

assumptions that could cause actual outcomes to differ materially.

No Liability
The hosts, their employees and agents accept no liability for any loss or damage (including, 

without limitation, indirect or consequential loss) arising out of or in connection with the 
information provided or any investment made as a result of attending this webinar.

DISCLAIMER
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