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From One

CEO
to Another

Trever F. Acers is a Managing
Director at Objective, Investment
Banking & Valuation. Mr. Acers
draws on his 20+ years of investment
banking, acquisition, and strategy
experience advising middle market
companies on transaction execution
and strategy.
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Dear fellow CEO,

In the ever-evolving landscape of Mergers and Acquisitions, it's easy to be
caught up in the technicalities, the strategy, and the bottom line.

But selling a business, especially one you've poured your heart and soul
into, isn’t just a transaction. It's a passage, a milestone, and often an
emotional roller coaster. Having worked with hundreds of CEOs, one thing
| know to be true is the importance of having a conversation with yourself
about not only the technical and financial elements of the sale process, but
also of the emotional elements that all too often get pushed aside - only to
blindside the CEO (and their team) once the process has begun. That’'s why
we've put together the Introspective CEO’s Guide to Selling a Business.

This isn’t your standard M&A playbook. It's an invitation to introspection.
What would life post-sale look like for you, and those whose livelihoods are
intertwined with your business?

| invite you, as you read on, to take this journey with us, not just as a
business leader, but as an individual seeking clarity, alignment, and
purpose. At Objective, we specialize in creating a strategy-driven sale
process tailored to your unique situation that is designed to maximize your
outcomes. Our approach diverges from the norm, offering insights and
understanding that clients have found refreshingly honest and
unprecedented, often leading them to observe, 'No one’s ever said that to
us before’.

This isn’t nighttime reading in the traditional sense. Instead, it’s an
opportunity to reflect, assess, and purposefully navigate the path ahead.
Your legacy deserves intention, and together, we'll ensure that your
definition of success is holistic and clear.

To your future,
—_—

ST /ézﬁ
Trever Acers

Founder & Managing Director
Objective, Investment Banking & Valuation
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Do | have a vision for my next steps, or am | looking forward to a break?
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business? If applicable, how does this align with the offer on the table?

Employee Consideration: How will the sale impact my employees?
Am | concerned about their future in the event of a sale?

Legacy and Brand: How important is the legacy and continued
operation of my business under its current brand or name?

Tax Implications: Am | aware of the potential tax consequences of
selling my business, and have | discussed these with a professional?

Due Diligence: Do | have all the necessary documents, financial
statements, and other pertinent information organized and ready for a
thorough due diligence process?
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Readiness to Sell

For a CEO who has dedicated countless hours, sweat, and tears into nurturing and growing their
business, the decision to sell reaches far beyond a transaction. It's a pivotal life event that
demands introspection and a thorough examination of readiness on multiple fronts.

As you delve into this section, we invite you to contemplate the questions laid out before you.
They are designed not just to prompt reflection but to guide you through the multifaceted
considerations every CEO must grapple with when approaching the threshold of a sale. The
space provided serves as your canvas, a place for your thoughts, reservations, aspirations, and
resolutions.

Mental Preparedness
e Am | ready to let go of the business I've built and nurtured?
e How do | envision my role post-sale, if any?
e Can | emotionally handle the ups and downs that come with the negotiation and sale process?

Financial Preparedness
e Have | reviewed the current financial health of my business?
e Am | aware of the potential value of my business in the current market?
e Do | have a clear understanding of the post-sale financial implications for both the short-term and my future
financial goals?

Timing and Long-Term Goals
¢ |s now the right time considering industry trends and market conditions?
e How does selling align with my long-term personal and professional objectives?
e Have | considered the potential benefits of waiting or the risks of delaying a sale?
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Vision for Post-Sale

Having a clear understanding of how you define success after a transaction is critically
important to ensuring that every decision you make will be in service of achieving those goals.
There are no right or wrong answers when deciding how you define success. The goals you

determine will be tenaciously pursued by your advisors during a sale, but you must answer
those questions for yourself.

Personal Goals
e What does my ideal post-sale lifestyle look like?
e Am linterested in pursuing new ventures or hobbies?
e How do | envision my daily routine post-sale? Am | still operating the business, or have | stepped away?

Professional Ambitions
e Do | want to remain involved in the business in some capacity, such as a consultant or board member?
e Am | considering launching another enterprise or exploring a different industry?
e Are there courses, certifications, or educational opportunities I'm interested in pursuing post-sale?

Financial Considerations
e How will the proceeds from the sale support my personal and professional ambitions?
e Do | have a clear investment strategy for the sale proceeds to ensure financial security?
e Am | considering charitable donations, trusts, or other financial planning tools?

Transition and Downtime
e Am | looking forward to taking a well-deserved break or sabbatical?
e How will | manage the potential emotional transition from a busy entrepreneurial life to a more relaxed pace?
e Do | have travel plans, wellness goals, or other activities planned post-sale to ease the transition?
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Value Perception

Assessing your business's value is not only about crunching numbers. It's about recognizing its
unique position in the market, its strengths, and areas for growth. In this section, we'll break
down the key components of determining worth, balancing both tangible assets and market
perceptions. By the end, you'll have a clearer picture of how to determine your business's true
value and how it might be perceived by potential buyers.

Personal Valuation

e Based on my knowledge of the business and industry,
what do | believe is a fair valuation?

e How have | factored in tangible assets (e.g., property,
equipment) and intangible assets (e.g., brand reputation,
customer loyalty)?

e Have | considered the value of ongoing contracts, future
revenue streams, and growth potential?

External Comparisons

e How does my perceived value compare with recent sales
of similar businesses in my industry or area?

e Am | aware of any industry multiples or benchmarks that
can guide my valuation?

e Are there external factors, such as economic conditions
or industry trends or cycles, that might impact the value
perception?

e Do you have a diversified customer base?

e Are there strong barriers to entry in your industry that
would be a deterrent for new competitors?

e |s there clear differentiation between you and your
competitors (technology, process, product, etc.)?

Professional Valuation

e How does the expert's valuation align with my own
perception and the offer presented?

e Are there specific aspects of the business that | may Sample Report
have overlooked, which a professional valuation might
highlight? !

e |s there predictability of the business (recurring and Business
predicable revenue streams, standard sales process with Enterprise
clear client acquisition metrics, etc.)? :

e If | have intellectual property (IP), has it been patented? Valuation

e Are there current or potential legal issues facing my
business?
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Employee Considerations

Your team is more than just a workforce; they are the backbone of your enterprise, and their
well-being and future prospects could be influential in your decision-making. As you consider
the sale, it's might be important to you to understand and address the multifaceted implications
it might have on them. From immediate impacts to long-term prospects, communication
strategies to loyalty and retention, this section offers questions you should ask yourself to help
navigate these essential considerations.

Immediate Impact
e How will the announcement of a potential sale affect employee morale and productivity?
e Are there key team members who should be informed ahead of a broader announcement?
¢ Do |l anticipate any immediate staffing changes post-sale, such as redundancies or role shifts?

Future Prospects for Employees
e Will the acquiring company retain my employees, or is there a risk of layoffs?
e How does the culture of the acquiring company align with my current business culture, and how might this
impact employee satisfaction and retention?
e Are there potential opportunities for growth and advancement for my employees within the acquiring
organization?

Communication Strategy
e How will | communicate the sale to my employees, and what will the messaging focus on?
e Have | prepared for potential questions or concerns they might have?
e Do | have a plan in place for regular updates to keep employees informed throughout the sale process?

Employee Loyalty and Retention
e Are there incentives or packages | want to put in place to ensure key employees remain during the transition?
e How will | address potential concerns about job security, benefits, and other employment terms?
e Am | considering non-financial gestures, like acknowledgment or celebration of the team's contributions, to
ease the transition and show appreciation?
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Legacy and Brand

The name and reputation associated with your business have are significant, not just in the
market, but in your personal journey as an entrepreneur. Ensuring that this identity is respected,
and if possible, preserved post-sale can be a crucial part of your negotiation strategy.

This section will delve deep into the considerations around brand value, integration plans, the
preservation of legacy, and the necessary contractual protections to ensure that the essence of
your business remains intact, even as it transitions into new hands.

Brand Value
e What significance does the brand or name of my
business hold in the market?
e How much of the business's worth is tied to its brand
reputation and recognition?
e Have | gauged the potential emotional and financial
implications if the brand was to change?

Post-Sale Brand Integration

e Does the potential buyer intend to keep the brand as it
is, integrate it into their existing operations, or entirely
rebrand?

e How might their approach impact the business's
customer base, market position, and overall reputation?

e If there's a rebranding, what transition plan is in place to
ensure customer retention and smooth changeover?

Legacy Preservation

e Beyond the brand, what legacy or values do | wish to see
preserved in the business after the sale?

e Are there specific traditions, community engagements,
or company values that | hope the new owner will
continue to uphold?

e Have | communicated my desires regarding the legacy of
the business to the potential buyer?

Contractual Protections

e |sitimportant to me to negotiate clauses in the sale
agreement that protect the brand or legacy for a certain
duration post-sale?

e Have | consulted with my advisors to understand what
provisions can be made to safeguard the business's
identity?

e Am | prepared for potential compromises in this area,
weighing the importance of legacy against other sale
terms?
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Tax Implications

Many of the following tax implication questions are items that will be addressed throughout the
sale process with your team of advisors. However, they are no less important for you to be
aware of before entering into the process of selling your business.
These questions highlight the importance of having a team of advisors around you that you can
trust, who can educate you, and who can ensure that you are making fact-based, strategy-driven
decisions.

Understanding Capital Gains
e Do | have a clear grasp on how capital gains from the sale
of my business will be taxed?
e How will the sale price, relative to my initial investment
and the business's current value, affect my tax liability?

Tax Deductions and Credits
e Are there any available tax deductions or credits | can
leverage due to the sale? For example, costs related to the
sale process or specific transactional expenses?
e Have | explored potential tax benefits related to retirement
contributions, gifting, or other investments post-sale?

Structuring the Deal
e Am |l informed about the tax differences between selling
the assets of the business versus selling the stock or
ownership interests?
e How might the way the deal is structured, such as an
installment sale or an outright sale, impact my tax
obligations?

Engaging Tax Professionals

e Have | consulted with a tax advisor or accountant familiar
with mergers and acquisitions to get a clear picture of the
tax implications?

¢ Do | have an understanding of my potential net proceeds
post-tax?

e Am | prepared with strategies to legally minimize the tax
impact of the sale?

Long-Term Tax Planning

e Have | considered how the influx of funds from the sale
will affect my overall financial picture and future tax
situations?

e Am | aware of any state-specific tax obligations that might
arise from the sale?

e Have | looked into tax-efficient investment or estate
planning strategies post-sale?
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Due Diligence

Due diligence happens once an offer has been accepted, and it is essentially the verification of
the terms on which the transaction was built. The implications of due diligence are severe, and
therefore must be thorough and exhaustive. At Objective, we have 7 Streams of Due Diligence
that we lead for our clients, ensuring a smooth process for all parties involved.

Business and Financial Projections
e Have | prepared detailed financial forecasts for the next several years?
e Do these projections realistically highlight underlying assumptions and growth strategies?

Accounting (Q of E)
¢ |s the Quality of Earnings report up-to-date and does it accurately represent the health of the business?
e Have all financial statements been vetted for accuracy and transparency?
e Have | compiled and reviewed the last 3-5 years of profit and loss statements, balance sheets, and cash flow
statements?
e Have these statements been audited or reviewed by an external accountant?

Legal
e Are there any ongoing or potential litigations to be aware of?
e Are all business licenses, permits, and regulatory compliances up-to-date and readily available?
e Do | have an organized record of all contracts, agreements, and obligations, including those with suppliers,
customers, and employees?

Tax
e Are there any unresolved tax liabilities?
e Are all tax obligations documented?

Employment Practices Human Resources/Culture
e Are employment contracts, benefits terms, compensation, and retirement agreements up-to-date, organized,
and compliant?
e |s there a clear and documented organizational structure, including roles, responsibilities, and hierarchies?
¢ Do | have records of any employee training programs, performance evaluations, or talent initiatives?
e Are there clear terms for any key employees' transitions or retentions post-sale?

Insurance
¢ Are employment contracts, benefits terms, compensation, and retirement agreements up-to-date, organized,
Are all business assets and potential liabilities adequately covered by insurance policies?
e Have all insurance policies been reviewed for accuracy and any potential claims?

Technology and Intellectual Property
e |s the business's intellectual property (patents, trademarks, copyrights) adequately protected and
documented?
e Are there backups and documentation for any proprietary software, databases, or digital assets?
e Do | have licenses, renewals, and agreements for third-party software and technology services in place?
e Are there measures and reports showcasing cybersecurity, data protection, and compliance with digital
regulations?
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Your Objective
Is Ours

Transactions Tailored to Your Journey

At Objective Investment Banking & Valuation, Whether you're ready to take the next step
our dedication goes beyond just transactions; or just want to explore your options, we

it's about forging lasting partnerships and invite you to set up a call with our team. Let's
ensuring that every step in the selling process have a confidential discussion about the
reflects your best interests. With a blend of value of your business, the landscape of
tailored strategies, industry-specific expertise, potential opportunities, and how Objective
and a deep commitment to understanding your can be your strategic partner in achieving the
unique objectives, we guide our clients best possible outcome.

seamlessly through the complexities of the

business sale.

-© Industry-Centric 3 Strategy @@ Personalized ~ Powerful
®% Expertise () Driven @Q@ Attention @ Results

Scan the code to schedule a

500+ M&A 1,0005 of 50+ Awards -i: conversation with one of our

Transactions* Valuations* for Excellence r investment banking industry
practice leads. Or Call Us

Today: 800-849-7010

M&A Practice Valuation Practice Consistent Excellence

*Select engagements completed by Objective principals prior to joining Objective.
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