
s tempting as it might be to jack 
it all in, pack a suitcase and jet 
off to a sun-soaked beach for an 
indefinite period, ensuring your 

company is in peak condition - which could 
take as much as three to four years - is vital if 
you have plans to sell.

Having made the decision to exit, it is vital 
that you are aware that every major business 
decision you make has the potential to 
either enhance or suppress the value of your 
company. The importance of talking to the 
best advisers, who will guide you through the 
fundamental actions required to ready the 
business for sale, cannot be understated. 

Never forget that the financial health of the 
firm is your strongest selling point and will be 
put under a microscope by potential buyers 
in the due diligence process.   

Your buyer’s accountants will examine 
accounts for the past three years; monthly 
management accounts over the same period 
and through the current trading year; the 
most recent balance sheet; and financial 
projections for the next 12 months.  

Timing is critical as a quick sale may 
produce quick cash - but maybe not the 
amount you are seeking - whereas waiting 
until the last possible minute can trap 
you in the wrong deal. Getting the timing 
right is not just about how the business 
is performing and what you want - it also 
entails pre-empting factors affecting potential 
buyers’ ability and appetite to complete an 
acquisition. This can include deal activity 
in the sector, general economic sentiment 
towards the sector and lenders’ appetite for 
the sector, particularly if the buyer needs to 
raise finance.  

The majority of shareholders and directors 
often have a ‘magic figure’ in mind when 
it comes to the value of their business. 
However, it can often bear little relation to 
the commercial reality because it is based 
on perception rather than widely accepted 
commercial, financial and business specific 
factors.    

Believing that the value of your company 
is far less or far greater than it really is, and 

misunderstanding the factors driving its 
value, increases the potential for making 
ill-conceived strategic or business investment 
decisions which reduce the price that a 
purchaser might eventually pay.

Shareholders are often so close to their 
business that they can be blind to how 
negative issues, such as a weak second tier 
management team, heavy reliance on key 
customers or on themselves - coupled with 
the threat posed by competitors - can impact 
on the value. 

Conversely, inherent factors such as a 
market-leading position, quality customer 
base, patent protected products and 
unexploited sales opportunities could be 
strategically important and valuable to a 
potential buyer - and can unwittingly be 
underplayed by shareholders. 

Factors driving and suppressing value will 
be unique to every company and will change 
over time, so comparing the price paid for a 
competitor in the past may be a misleading 
indicator of what a future purchaser will offer. 

Discovering your company is worth much 
more than expected can accelerate the 
timing of a sale. However, knowing that the 

value is much less than anticipated - coupled 
with an understanding of the factors behind 
the value - gives you time to implement a 
plan of action for improving its ‘saleability’. 

Even if you think you know what your 
business is worth, don’t leave it too late to 
find out if you’re right. Being equipped with 
the knowledge about the current value and 
desirability factors, coupled with taking time 
to address key issues, will maximise your 
chances of obtaining the best price when you 
do eventually sell.

At such a formative period, surround 
yourself with the best professionals who have 
amassed the expertise to do the deal and 
who can provide three key services:
•	 Early	valuations	(current	and	what	could		
 be possible)
•	 An	exit	plan	of	action	highlighting		 	
 fundamental business issues to be   
 addressed before marketing the business  
 for sale 
•		 Coaches/mentors	to	help	deliver	the		 	
 action plan and prepare the company to  
 be ready for sale. 

Andrew Coates is MD of boutique dealmakers, 
Strategic Corporate Finance

As 2012 herAlds Another tough yeAr for the region’s owner mAnAged businesses, 
mAny beleAguered bosses mAy be tempted to sell out And sAil off into the sunset. 
before doing so, Andrew CoAtes, of strAtegic corporAte finAnce, explAins why 
robust plAnning And timing Are key to reAlising the true vAlue of your business.
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Time To exiT ? 
find ouT whAT your business is reAlly worTh

The Recruitment Paradox - why do we 
only chase 10% of the talent?

In other words - they’re exactly the sort of person you’d want to 
hire. This so - called ‘passive talent’ is increasingly sought after - 
in a market with there are a growing number of candidates, but 
not necessarily any more talent.

So why do so many recruiters focus upon just 10% of the 
market? Partly it’s habit, partly the ease of issuing a job advert or 
handing their vacancy over to a recruitment agency. It’s also risky, 
expensive and limiting: some of the most desirable prospective 
employees in your industry are seemingly out of reach.

The good news is that the game is changing. For even the 
busiest and best people will stop and listen to a compelling 
story. The web now offers a world where those stories can be 

told, relationships can be forged, expertise shared, conversations 
had and that passive talent can be found. 

Many of these conversations now start online, notably via 
“Linkedin”, the world’s largest professional networking website. 
Harnessing this potential is not out of your reach, once you 
know how. That’s where Hinterland comes in. Mike Prenton has 
over 20 years’ experience of developing candidate attraction 
strategy, helping businesses large and small put their best foot 
forward and take a more proactive role in finding, attracting 
and keeping that most prized of all business assets: talented, 
engaged workers. You can get find out how to take control of 
your hiring needs below…

To see how Hinterland can help you, call Mike Prenton on 01937 537133
email mike@hinterland.uk.com
or connect via www.linkedin.com/in/hinterland

Hinterland Consulting is a registered private limited company     

•	 Recruitment	strategy	and	ongoing	support

•	 Social	media	training	-	including	Linkedin	&	Facebook

•	 Candidate	Sourcing	for	key	vacancies

•	 Enhanced	corporate	or	personal	presence	online	

•	 Employee	Communications	and	Engagement	strategies

Attract the best talent. 
Reduce	your	recruitment	spend.			
Develop your own ability to hire great people.

Only one in ten of the current workforce is actively seeking a new job at any 
one time. The other nine are too busy and contented to be looking. In other 
words - they’re exactly the sort of person you’d want to hire. 
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