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“Bringing years 

of experience 

to insure your 

transaction goes 

smoothly.”

Strategy for Success
Creating a 

through comprehensive analysis

M E R G E R S  A N D  A C Q U I S I T I O N S

Is now the Time

The Market

Along with the assets, the buyer is acquiring the goodwill of the 

business and often expects the existing clientele and staff to 

remain. Before identifying the right buyer for your business, we take 

the time to understand the opportunities your business represents. 

The opportunities include continuing and expanding the things your 

business already does well and may include improving the things 

your business does not do particularly well.  The potential of your 

business is often more important to a buyer than its past. The buyer 

should be capable of maintaining your business' strengths and 

correcting its weaknesses. More importantly, the new management 

should be prepared to grow your business by investing the capital 

and taking the risks you were not prepared to take. 

Every client is different and at Exodus we tailor the marketing 

process to each assignment.  Identifying likely buyers is a crucial 

step to successfully and quickly marketing your business and 

completing a transaction.  Based upon our experience we have 

identified four types of buyers.  These buyer categories include; 

life style buyers (most common for transactions under two million 

dollars) industry buyers, private equity groups, and strategic 

acquirers. Exodus Business Solutions will value your company from 

each buying groups’ perspective and target the buyer category 

likely to pay the most for your business. (see video for more details)

The Crucial First Step; The Valuation
We start every engagement with a valuation.  We do 

the valuation to provide our clients and ourselves with 

a basis for realistically assessing what the business 

is likely to sell for and whether it makes sense to 

undertake the process at all.  At Exodus, we would 

rather have a business owner keep their business 

off the market rather than market the business with 

unrealistically high expectations.  Valuations reflect 

the influence, experience and judgment of our 

principals’ decades of valuation and transactional 

experience.

Our valuation is inexpensive yet comprehensive; 

providing the financial analysis appropriate to assess 

what buyers are likely to pay for the business in the 

current market.   Armed with our valuation, buyers 

are much more likely to procure financing to pay the 

vast majority of the purchase price in cash.   Exodus 

clients routinely take more than 80 % to 90% of their 

purchase price in cash.  In most cases, we pre-qualify 

our clients business for financing before we begin 

marketing the business. This has proved enormously 

popular with our clients.

While buyers buy businesses because they believe 

in the future of the business, they tend to value 

businesses from the proven historical ability of the 

business to generate cash flow, earnings, and amass 

assets.  By performing our valuation, we can afford 

to take the time necessary to accurately adjust the 

historical financial statements to portray the true 

earning power of a business.  

We recast your financial statements by identifying 

discretionary expenses, owner perks, non-cash 

expenses such as depreciation and other one-time 

expenses that will not continue in future years.  This 

process allows us to reflect the true income of the 

business for a buyer and enables us to sell your 

business for a premium.  Failing to perform this task 

can undervalue your business significantly.

The following items are typically reflected in our 

valuations:

              

1. Executive Summary

2. Organizational Chart

3. Comparative Income Statements (3 to 5 years)

4. Comparative Balance Sheets (3 to 5 years)

5. Recast Income Statements and Balance Sheets (3

    to 5 Years)

6. Review of the Operating Ratios 

7. Review of Liquidity Ratios

8. Bankability Analysis

9. Risk Analysis

10. 5 Year Forecast

11. Financing Alternatives

We do not take our clients into the market until they 

understand not only the price they are likely to obtain 

for their business; but also, the amount of cash they 

are likely to receive when the business is sold.

to Sell Your Business?




