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SECTOR INSIGHTS & DRIVERS

CP DEALS PARTNERS WITH LEADING LEGAL SERVICES BUSINESSES TO UNLOCK AND MAXIMISE VALUE

The UK legal services market is undergoing structural change as clients demand faster, more transparent and better-value legal advice. Firms are
increasingly moving away from traditional, labour-intensive delivery models towards technology-enabled, process-driven platforms.

At the same time, rising regulatory complexity and sustained talent shortages are increasing cost pressure across the sector, favouring scaled
operators with strong compliance frameworks, modern systems and a compelling employee value proposition. These dynamics are supporting growing
M&A activity, particularly from private-equity-backed platforms and consolidators seeking to build national, multi-disciplinary legal services groups.

Sector Drivers Company Value Drivers
. Law firms are increasingly deploying Al for document review, due ‘% . . L L
AUthatlc_m & Al diligence, contract analysis and workflow automation, improving Client Diversification & Stickiness
doption margin resilience and enabling scalable delivery models. &*i
Persistent shortages of experienced fee-earners and rising
associate costs are driving firms to rethink leverage models, Recurring / Repeat Revenue Base
War for Talent invest in technology, and differentiate through culture and flexible w 9 P
working.
Rising Cost of Expanding regulatory obligations (AML, KYC, data protection, OAOAOA®
. professional standards) are increasing fixed costs, favouring People Proposition & Retention
Compllan.ce & larger, better-capitalised platforms with robust compliance P P
Regulation infrastructure.

The UK legal services market remains dominated by small and

Highly Fragmented mid-sized  practices, creating  significant  consolidation

Market Structure opportunities for scale platforms, PE-backed roll-ups and
strategic acquirers.

Tech-enabled Delivery Model

Client Demand for Corporate and private clients increasingly expect predictable _
Value, Transparency &  pricing, faster turnaround and commercial —outcomes, Scalable Operating Model
Speed accelerating the shift away from traditional hourly billing models.
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B:YOND LAW GROUP

SELECTED PRECEDENT TRANSACTIONS

SNAPSHOT OF RECENT ACTIVITY IN THE LEGAL SERVICES SPACE

WATERLAND

Beyond Law Group secured
investment from Waterland
Private Equity to help deliver

a UK’s leading law firm for

corporate and consumer legal
services

July 2024

) > > > > > >

October 2024

Horizon Capital commits
£30m to Adeptio Law
Group, completing the
acquisition of FBC Manby
Bowdler as part of a
strategy to build a leading
national legal services

group

HORIZON

CAPITAL

e bbs law

its long-term vision to become

L Aliter

¢ Capital

Aliter has completed an
investment in BBS Law, a
full-service law firm with
offices in Manchester and
London, serving the legal
needs of the SME sector,
looking to adopt a buy and
build strategy

November 2024

March 2025

Knights acquired IBB
Law, based in the South
East for £30m, bringing a
strong reputation and
expertise across the
Thames Valley area

BB Law ) Knights

Harper James E

LDC invested in
subscription-based law
firm Harper James
which has 140
employees and served
6,500 SMEs across the
UK since 2014

August 2025

August 2025

August has completed an
investment in Higgs LLP,
a full-service regional law
firm based in the Midlands

IHiggs” | %k AUGUST

Simpsonjones
Solicitors

Gateley, the
professional services
group, has acquired
boutique IP firm Groom
Wilkes & Wright LLP
for a maximum
consideration of £9.0
million. Reported
EBITDA was £1.4m

August 2025

QPE acquire Canford
Law, a fast-growing
specialist legal services
provider to the insurance
and commercial sectors

January 2026

November 2025

Nelsons (backed by Blixt)
acquire Simpson Jones,
who specialise in
residential conveyancing
and advises on
commercial property and
wills and probate

NeLsoNs [NV

January 2026

Stowe Family Law
acquires Unified
Lawyers, a highly
regarded specialist
family law practice with
offices in Sydney,
Melbourne and
Queensland

Unified
Lawyers
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MULTIPLES IN THE SPACE

LEGAL SERVICES COMPANIES EV/EBITDA MULTIPLES

14.0x Full Service (Excl. DWF) m
IP, Patent & Specialist m

12.0x

10.0x Average 9.9x
8.0x
Average 6.6x
6.0x
4.0x
2.0x
0.0x
Dec-19 May-23 Jul-23 Feb-24 Mar-24 Jul-24 Oct-24 Nov-24 Mar-25 Aug-25
*
rarget Murgitroyd [ CIE cfontieaat (/AN EmTTmz oo bbs v TBB Law

67 | 1 .
Investors ,ﬁiﬁrgg‘\fﬁ REIGN B BI'xt |nf|eﬁ0n Vespa Capital ||| ADAMlAmEAML HORIZON @ él)llgler Knlghts Gatde)"

EV £65m £35m £516m £35m £148m n/d £30m n/d £30m £9m

DWF excluded from average due to size and global presence
Source: S&P Capital I1Q, Mergermarket
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VALUATION CONSIDERATIONS

KEY OPERATIONAL & STRATEGIC DRIVERS THAT CAN MATERIALLY INFLUENCE VALUATIONS

Transaction
Considerations

Lower Multiple

Route to Market

Heavy dependence on a small number of senior
partners for business development and revenue
generation

Talent Acquisition
& Retention

Senior talent attrition to competitors, weakening
institutional knowledge. Limited headcount
growth coupled with high staff turnover

Client service &

Volatile client base with high churn, limited
cross-service engagement, and weak data

Cross-sell insights

Static day rates with margin erosion with cost
Pricing & pressures
Utilisation

Poor recovery and utilisation

Working Capital &
Revenue

High WIP lockup, high concentration in service
lines such as P/ Clinical Negligence

Tech Stack & PMS

Principally manual based reporting and
workflows with limited tech-led automation

Systems & Data

Disjointed systems and data a lack of granular
data

M&A Track Record

No previous M&A experience and no thought
into M&A strategy/ target pipeline

LI

@

Higher Multiple

Distinctive brand proposition reinforced by a
collaborative, firm-wide culture

Diversified fee winners and fee earners with
minimal “rain makers”

Proven ability to attract and retain high-quality,
senior talent and low regretted churn per annum

Loyal SME client base with minimal churn and
recurring/re-occurring billings year-on-year

Growth in chargeable fee structure and
innovative pricing models, such as subscription

Strong utilisation and recovery

Diversified revenues, strong cash conversion,
efficient, automated billing function

Invested in an
infrastructure

integrated  technology

Well-structured, centralised support functions
leveraging integrated data systems to drive
efficiency and strategic decision-making

History of successful acquisitions or a
structured thought process around potential
strategic acquisitions
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FRS 102 - REVENUE RECOGNITION CHANGES &

INTRODUCING A NEW FIVE-STEP REVENUE RECOGNITION MODEL FOR CONSISTENCY & TRANSPARENCY

1. WHAT’S REALLY CHANGED?

Revenue is about control, not just billing

* Revenue is no longer recognised when risks and rewards pass.
Instead, it's recognised when control of the service transfers to the
client.

» For professional services, that means focusing on when revenue is
earned under the contract terms, including termination clauses,
rather than when invoices are raised.

2. WELCOME TO THE FIVE-STEP MODEL

Every contract now needs to be assessed using the same five steps:

Identify the contract

Identify the performance obligations

Determine the transaction price

Allocate the price to each obligation

Recognise revenue as (or when) obligations are satisfied

o=

Simple in theory. Less so when you're dealing with phased matters,
retainers, success fees and variable pricing.

3. CONTINGENT AND SUCCESS FEES MAY HIT
EARLIER

Contingent fees don’t always wait for the final outcome anymore.
Where recovery is highly probable and reliably measurable, revenue
should be recognised earlier under the new FRS 102 rules. That's a
potential shift for firms used to recognising fees only once matters
conclude.

4. WIP AS YOU KNOW IT IS GONE

Traditional Work in Progress is out. In comes:
» Contract Assets (earned but not yet billed), and
» Contract Liabilities (billed or received before work is delivered)

While the underlying position is largely unchanged, the new labels may
alter how balances are presented and perceived.

5. AGENT VS PRINCIPAL MATTERS MORE THAN
EVER

Disbursements, referrals, third-party costs. All now face greater
scrutiny.

Are you acting as agent, or principal? The answer directly affects gross
vs net revenue, so getting this wrong can distort reported turnover.

WHAT SHOULD PROFESSIONAL SERVICES FIRMS
BE DOING NOW?
If you haven’t already started, now’s the time. At a minimum, firms should:

* Review engagement letters. Are deliverables, pricing and termination
clauses clear enough to stand up under the five-step model?

+ Sense-check systems and processes. Can you track performance
obligations, variable consideration and contract assets properly?

» Choose the right transition approach. Full retrospective or cumulative
catch-up? Each has pros, cons and reporting implications.

» Upskill your people Finance teams, partners and fee earners all need a
working understanding of the new rules.

« Get ahead of stakeholder conversations Lenders, investors and
regulators won'’t want surprises.
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CREDENTIALS - LEAD ADVISORY

OUR RECENT EXPERIENCE ADVISING LEADING TECHNOLOGY BUSINESSES

NELSONS rLawfront

ss Law | Personal Law | Investr

COMPANY NAME

NELSONS

\.‘—ir I i @
‘.:, mply conveyancing

LIVINGBRIDGE

COMPANY NAME
SIMPLY
CONVEYANCING

DEAL TYPE
COMPANY SALE

DEAL TYPE
COMPANY SALE

COUNTRY
UNITED KINGDOM

COUNTRY
UNITED KINGDOM

INVESTOR

LAWFRONT/ Blixt
Group

INVESTOR
LIVINGBRIDGE

INVESTOR COUNTRY

UNITED KINGDOM

INVESTOR COUNTRY

UNITED KINGDOM

SECTORS

PROFESSIONAL SERVICES

FULL-SERVICE LAW FIRM

SECTORS

PROFESSIONAL SERVICES

CONVEYANCING
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Ross Lbpc

Trustees

COMPANY NAME
ROSS TRUSTEES

DEAL TYPE

MBO

COUNTRY
UNITED KINGDOM

INVESTOR
LDC

INVESTOR COUNTRY
UNITED KINGDOM

SECTORS
PROFESSIONAL SERVICES

GOVERNANCE & TRUSTEE SERVICES




COOPER PARRY CORPORATE FINANCE

TRUSTED ADVISORS TO PROFESSIONAL SERVICES BUSINESSES ANDY PARKER

HEAD OF CORPORATE FINANCE
EMAIL: ANDYP@COOPERPARRY.COM

Award winning M&A advisers to mid-market business
owners, corporates & Private Equity investors

Cooper Parry are a long-established full service financial
advisory (CF, audit, tax, wealth) and PE-backed business

LS

Our M&A deals fall into range £10m-£100m EV

LN i

Andy leads Cooper Parry’s Corporate Finance

Team of 120 in Cooper Parry Deals working nationally on business and has 30 years’ M&A experience, the
transactions — lead advisory, transaction services, transaction majority at PWC where he was a regional partner

) ) advising on deals across multiple sectors. Andy has a
tax, management advisory, debt advisory and legal strong focus on working with businesses and

entrepreneurs in Professional Services.

Sector focus across Business Services, Technology,

Healthcare & Industrials JACK STOREY
MANAGER - CORPORATE FINANCE

Core Professional Services focus: EMAIL: JACK.STOREY@COOPERPARRY.COM

Growing businesses
>£2m EBITDA (post-partner costs)
Full-service or strong in niche sectors

Certified

EMPLOYEE Jack specialises in advising owner-managed
ENGAGEMENT . S . .
AWARDS businesses on value maximisation and exit planning.

He has extensive buy-side experience working with

THE SUNDAY TIMES

glassdoor rating
45 % %k K ¥

S .
Corporation private equity investors including LDC, QPE and

August Equity, giving him a strong understanding of
the key drivers and risks that influence valuation. He
is currently mandated on a number of Professional
Services M&A transactions.
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BUT HOPEFULLY,
ONLY THE START

Important notice

This document has been prepared by Cooper Parry Advisory Limited (“Cooper Parry”). The
information and, where relevant, opinions contained in this document have been compiled or arrived
at by Cooper Parry from published sources which we believe to be reliable and accurate and in good
faith but which, without further investigation, cannot be warranted as to the accuracy, completeness
or correctness. All information and, where relevant, opinions and estimates contained in this
document constitute Cooper Parry's judgment as at the date of this document and are subject to
change without notice.

The information in this document is supplied only on the condition that Cooper Parry, and any
partner, member or employee of Cooper Parry is not liable for any error or inaccuracy contained
herein, whether negligently caused or otherwise, or for any loss or damage suffered by any person
due to such an error, omission or inaccuracy as a result of such supply. This document does not
constitute or contain any recommendation by Cooper Parry.

COOPER PARRY R E AC H
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