
Private Company Sales Process and Considerations

We can assist in building a team that will work with you, your tax and legal advisors, and your investment bankers to identify and structure a strategy 
consistent with your business and personal financial goals.

Timeline for a Successful Transaction

§ Assess and determine
ideal Company timing for
approaching the market

§ Make a plan for
addressing any key value-
driving issues prior to
beginning a sale process

§ Develop deeper
understanding of
Company operations
and competitive position

§ Complete identification
of potential
acquirer universe

§ Develop and implement
management incentives
and retention programs

§ Analyze Company
history, operations,
organization, financial
performance, legal
issues, etc.

§ Assimilate information
for Confidential
Information
Memorandum (CIM)
and data room
preparation

§ Work with management
to prepare adjusted
financial results

§ Develop CIM for
distribution to
potential acquirers

§ Refine financial plan
regarding historical
adjustments and
projected numbers

§ Formulate thorough
market overview,
including competition
and trends

§ Execute confidentiality
agreements

§ Distribute CIM to
potential acquirers

§ Reassess acquirers’
interest based on
reaction to information

§ Host management
presentations, site tours
and data room visits

§ Advise Company on
tactical and strategic
matters relating to
sale process

§ Arrange for
supplemental
information to be
provided to acquirers

§ Review and analyze
purchase proposals

§ Review and analyze
marked-up purchase
agreements

§ Assess levels of interest,
consider contingencies
and formulate
negotiation strategy

§ Review and evaluate
final proposals

§ Coordinate additional
acquirer due diligence

§ Select candidates
for final negotiations

§ Negotiate purchase
agreement and
manage attorneys

§ Obtain necessary
approvals and execute
legal documentation

§ Participate in any
remaining due diligence

§ Receive consideration
and close transaction

§ Make public
announcement,
if desired

Think Like an Acquirer
Proactively manage potential concerns and identify 
potential “battleground” topics as soon as possible. 
Is your business a growth or transformation story?

Prioritize Your Preparation
Many of the steps are already in place or can be 
accomplished with minimal effort — start here. 
Build upon this existing foundation and then work to 
address the most significant information gaps first.

Don’t Panic
NO business will ever be perfect. Buyers often prefer businesses 
with upside through operational, growth or profitability 
improvement opportunities. Concentrate on addressing any 
deficiencies in your business so that it can be presented as a  
stable platform for growth under new ownership.

PREPARATION IS KEY TO FACILITATING A SUCCESSFUL PROCESS PREPARATION WILL HELP MAXIMIZE VALUE AND MINIMIZE BUSINESS DISRUPTION

PREPARATION
As long as needed

MARKETING 
6–12 weeks

CLOSING 
4–8 weeks
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ABOUT PACIFIC NORTHWEST ADVISORY

We are a team of experienced financial professionals who serve a 
select group of highly accomplished business owners, executives 
and their families. Our clients have had considerable success in 
their professional lives, and look to us to help them preserve their 
assets and address the complex, multi-generational challenges of 
managing their significant wealth. 

The plans we help our clients create are as unique as their 
individual challenges, circumstances and aspirations. We come to 
know each of our client families well enough to help guide them 
through the changes and challenges in their lives, and identify 
solutions. Placing their interests first in every decision, we take a 
client-focused approach to advice that we provide.  We grow 
relationships passionately and responsively through mutual trust, 
shared values and open communication. 

19363 Willamette Drive, Suite 352
West Linn OR 97068

503-880-1828
doug@pnwadvisory.com

www.pnwadvisory.com

DOUGLAS GREENBERG
President
Pacific Northwest Advisory

A 27-year industry veteran, Doug Greenberg helps 
affluent families, business owners and corporate executives develop 
highly customized wealth management plans tailored to their 
precise needs. Doug’s main area of focus is the study of asset 
allocation and the proper integration of various asset classes into 
investment portfolios. He has also become increasingly focused on 
liability management, as it has emerged as an important concern 
for his clients. Doug earned a B.A. in Economics and Finance from 
the University of Texas at Dallas.



PREPARING YOUR COMPANY FOR SALE SELECTING YOUR ADVISORS

Business
GROWTH STRATEGIES
�� Clearly articulate a formulized organic growth plan
with detailed financial impact of initiatives.
�� Develop a “bottom-up” budget for the current year.
�� Create a defensible set of financial projections for
at least 3 years beyond current fiscal year.

POTENTIAL SYNERGIES
�� How can the business be enhanced under
new owner?
�� Identify revenue growth, cost-saving opportunities
and complementary businesses that might be
attractive acquisition opportunities.

CUSTOMERS
�� Demonstrate the current status of customers,
show customer-by-customer gains and new
business wins, and demonstrate customer
“stickiness.”
�� Clear any unresolved issues (e.g., contract renewal,
disputes).
�� Take steps to mitigate customer concentration,
if feasible.

SUPPLIERS
�� Exhibit the relationship with each supplier:
What is the degree of supplier dependency?
�� Demonstrate ability to hedge against or
“pass through” potential cost increases.
�� Mitigate supplier concentration if feasible.

MANAGEMENT
�� Measure and demonstrate the quality and depth
of the current team. Address any “holes” in the
management team.
�� Consider retention packages/stay bonuses for
key management members. Are there succession
plans in place?
�� What are the post-transaction implications
with current management team?

MARKET / INDUSTRY ANALYSIS
�� Analyze all current industry trends, what new
technologies or industry dynamics could positively/
negatively impact the company.
�� Anticipate potential buyer concerns and position
the company’s growth strategy accordingly.
�� Identify how the company can grow in excess of
the broader industry, share with banking team to
validate growth opportunities.

Business (cont’d)
FACILITIES / OPERATIONS
�� Are the facilities well maintained and capable of
supporting future growth, are any repairs or
upgrades necessary?
�� Develop a historical and projected capital
expenditures analysis, segmenting among “growth”
and “maintenance.”
�� �Prepare facilities for potential tours
(both inside and outside).

Financial
ACCOUNTING
�� Summarize key accounting policies and ensure
compliance with Generally Accepted Accounting
Principles.
�� �Adjust financials for related party charges or
other “add backs.”
�� Strongly consider hiring accountants for sell-side
due diligence to produce a quality-of-earnings
analysis and to normalize the company’s financial
statements.

AUDITS / MONTHLY REPORTING
�� Consider auditing most recent fiscal year.
�� Prepare a bridge from historical financial
statement to any pro-forma financials.
�� �Compile all monthly reporting packages.
�� �Prepare to have financial data analyzed.

FINANCIAL SYSTEMS / CONTROLS 
�� �Demonstrate financial systems and
in-place controls.
�� �Be prepared to analyze and segment key
financial data.

WORKING CAPITAL
�� �Prepare a working capital analysis for the
past 18 months, analyze data and trends over
an 18-, 12- and 6-month time period.
�� �Be able to explain material changes in working
capital trends.

TAXES
�� �Provide assurances that the company is tax
compliant with both federal and state agencies.
�� �Identify any structural issues to maximize tax
efficiency and optimization on both a business
and personal level.

Human Resources
�� Create employee census, which includes headcount
by function/location, detail employee tenure/
turnover, average salaried and hourly compensation.
�� Prepare a list of included benefits, as well as costs
(historical and forecasted) for employee benefits.
�� Resolve or document any employee disputes,
noncompete issues.
�� Provide detail on a pension or defined benefit
program and document the associated liability.
�� Prepare analysis on processes to hire/dismiss
employees.

Environmental
�� Rectify any outstanding environmental issues
(if possible).
�� Identify any filed complaints or
non-compliance fines.
�� Identify any surveys or phase 1 environmental
reviews done by an outside third party.

Insurance
�� Prepare listing of all company and employee
insurance (general/umbrella, crime, auto, key-man,
etc., workers’ compensation).
�� Prepare a loss-run analysis on insurance policies.
�� Determine whether there will by any cost increases
going forward.

Website/Social Media
�� Review sites (website, Twitter, Instagram, LinkedIn)
with current information about the business, ensure
sites are professional, that secure passwords are
maintained.
�� Ensure consistency between key themes and
the strategic vision.

Legal
CONTINGENT LIABILITIES
�� Mitigate any product liability and warranty issues.
�� Demonstrate and document any potential
legacy liabilities.

LITIGATION (PRIOR AND CURRENT)
�� Document any past settlements and court hearings.
�� Clean up nuisance lawsuits.
�� Be prepared to retain any potential liability
post-transaction.

Investment Banker
The right investment banking advisor will help drive optimal price 
and terms through a sophisticated sale process.

Wealth Management
The correct wealth management advisor can help a private company owner 
achieve their financial goals post-transaction.

Select Sale Process Activities
§ Develop the marketing story
§ Identify potential acquirers
§ Prepare marketing materials
§ Contact buyers
§ Confidentiality agreements
§ Distribute marketing materials
§ Market the company
§ Receive initial offers

§ Management presentation
§ Compile data room
§ Solicit/review final offers
§ Negotiate letter of intent
§ Complete due diligence
§ Negotiate legal documents
§ Close transaction

Summary
The sale process is incredibly time consuming 
and disruptive, requiring at least five to six months 
of dedicated effort.
§ An investment bank handles the “heavy lifting”

and engages the management team only at the
appropriate times.

Every minute of management’s time dedicated to 
the sale process is one less minute that they are 
focused on the business.
§ Buyers pay for performance, so management must

focus on continuing to grow the business.

Maximizing value requires specialized expertise, 
including:
§ Effective company positioning.
§ Compelling marketing materials.
§ Knowledge and access to buyers worldwide.
§ Designing a process to create a competitive

environment.
§ Understanding of the capital markets and their

impact on the sale process.
§ Dealing with buyer objections and issues.
§ Structuring the transaction to meet seller’s

objectives.
§ Negotiating key terms of the transaction.

Selecting Your Wealth Management Advisor
§ Many private company owners are proficient at

wealth creation yet relatively inexperienced in
wealth management.

§ Selecting the appropriate wealth advisor can help
a seller determine strategies to effectively protect,
diversify and manage his or her enhanced wealth.

§ Effective wealth managers work closely and
collaboratively to understand the specific goals
and considerations a seller wants to accomplish.

Typical Considerations
WEALTH PRESERVATION AND GROWTH – Matching 
investment risk and return profile to your goals.

TAX PLANNING – Aligning investments 
with individual tax situations and 
changing tax environments.

ESTATE PLANNING – Planning asset transfer to 
heirs without impacting lifestyle or cash flow goals.

RISK MANAGEMENT AND INSURANCE

PHILANTHROPY – Effecting the greatest impact 
of a charitable gifting strategy.  

An investment bank is an advocate of its client, 
with the goal of delivering the best price and terms 
available in the market. 

Advisory services offered through CS Planning Corp, a SEC registered investment advisor.

Not all of these services are offered or performed by PNWA.  PNWA does not render legal, accounting or tax advice.  Please consult with your tax or legal advisors before taking any action that may have tax consequences.-




