





Upside Potential

As a result of a successful business sale, you could:-

Be set up for life and never have to work again, providing financial

security for you and your family.

Have the freedom to follow other avenues of enjoyment. No more customer
deadlines or putting your dreams off until the next financial year.

These are the upside
potentials. They are
most likely when

a premium is
achieved by

selling to a

strategic

purchaser.

The Downside

No one wants to think about the downside or the pitfalls of any
business sale and some advisors will try to play these down.

*  The downsides can be more likely than the upsides if you do not plan ahead and
actively manage any negative aspects before and during the sale process.

Possible results of a process being run incorrectly could be :-

Your customers find out and leave.

Your staff find out and leave.

Your competitors find out and attempt to steal your customers and poach staff.
Your competitors feign interest to gather otherwise confidential information.

All of these aspects listed above can result in the failure to sell your business
and/or could potentially cause serious damage to ongoing trading. Failing to
plan and manage the downside can significantly reduce the price and, in some

extreme cases, even result in the business failing.

At Precision, the downside
risks are managed
correctly by running
a professional process.



Common Corporate Finance Myths

The following common myths in corporate finance are not

necessarily true in our wide ranging experience:-

0 To sell your business for a premium price you have to tell everyone it is for sale.
You cannot find out if a sale is viable without actually marketing the business.

The most expensive advisor with the biggest brand will run the most
sophisticated process.

Sending out “one-pagers” or “blind profiles” will protect confidentiality
or get a good offer.

The number of people approached has a positive correlation to price
(in our experience the opposite is true).
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Mailing blind profiles to over 200 people or advertising in newspapers
or on a website is the only or best way to ensure you don’t miss a purchaser.
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How to Manage the Upside and Downside

The key to getting all the upside potential and minimising the

downside is as follows:-

. Fully research and assess potential purchaser appetite on an
anonymous basis prior to marketing.

- This will enable you to know who the potential purchasers are,
what their level of interest is, and how much they are likely to
offer before letting anyone know a sale is planned.

- At Precision, we identify a shortlist of strategic purchasers from an
extensive global research exercise and enable them to be approached
quietly and in a confidential manner.

- The research assignment must be completed by career professional
researchers not junior deal leaders or other financiers.

- Assessing purchaser appetite is time consuming and specialist work,
however it always mitigates a huge amount of risk.

. Never ask people if they want to buy your business (they will probably always say yes);
ask them what they want to buy (they will probably tell the truth).

e Get professional help from a specialist firm who work on your behalf throughout
the whole process. A mistake made when selling your business could be the most
expensive mistake you will ever make.

»  Asale process is always a huge distraction so let a professional handle it for you.
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PCF has a global reach through its One third of our team at any time are full time professional researchers.
Our deal experience covers most industry sectors including:

cross border network

This gives access to experienced

corporate financiers on the

ground around the world, as well

as decades of deal experience.

We specialise in the smaller

mid market.

Engineering

Food

Healthcare

Technology & Media

Home & Building Products
Printing & Packaging

Retail and Consumer Goods
Support Services

The fee earning team at PCF has an average
of over 12 years experience in Corporate
Finance and research. All staff individual
CV’s are available through the website at
www.precision-corpfin.co.uk. Or call for a

no cost or obligation discussion or meeting.

PCF offers specialist corporate finance advice to shareholders and

directors of companies and private equity houses concerning:

Corporate Divestments and Restructuring
Recapitalisation

Equity Release (‘cash out’)

Vendor Roll-over

Cross Border Transactions

Exit Strategy

Company Sales

MBOs and MBIs

Corporate Acquisitions
Development & Replacement Capital

Our services are always led by an owner partner guaranteeing our

commitment to your deal.
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Your Questions and Answers

precision

The Learning House

Snowdon Drive
winterhill
Milton Keynes

MK6 1BP A

Tel: 0845 201 0320
Fax: 0845 201 0321

The Way Forward

by Neil Ackroyd - Managing Director

If you are interested in selling or preparing your business for sale

it is never too early to contact us. Your options are as follows:

0 call me for a no cost N0 obligation discussion about your business.

call me and arrange a personal no cost or obligation meeting to i
discuss your business exit strategy. \ =

9 call or email me and book onto one of my seminars on
grooming and selling your business.

We have added a page overleaf to enable you to make notes on Y |

the questions you wish to ask when you call me.

[ look forward to speaking with you, the best of luck and continued
success in your business.
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