
Have You Developed an Exit Strategy?
� Have you determined the best course of action for the Company’s owners and its

business?

� A Company’s inception is an appropriate time to consider the exit strategy of key
shareholders.

� Have you determined the best option of taking on equity investors and retaining
leadership, finding a successor, or selling the Company outright?

� Have you conducted the preliminary valuation research?

� Who can assist in the valuation?

� Have you identified and prioritized a list of potential acquirers, investors, and/or
successors?  Strategic buyers v. financial buyers.

� Can the Company develop a business summary to market itself, its value, and the
desired terms of a possible transaction?

� What negotiation tactics are necessary for the successful transaction? Exclusivity?

� For closely held entities, sellers may face estate tax issues which may be addressed
by pre sale consultations with trust and estate legal experts and private bank
advisors.

Have You Begun to Search for an Acquiror or Partner/Investor?
� How can the Company determine the best course of action for its owners and its

business?

� How can the Company conduct the preliminary valuation research?

� How can the Company identify potential acquirers or investors?

� Can the Company market itself?

� Initial Public Offering – Do the Company’s owners have the patience to bring the
Company (that is large enough, growing rapidly enough, and has a compelling story)
to a public offering?

� Sale of the Company – Does the Company ownership want to sell the Company
outright? Is the ownership willing to remain on a board or in an advisory position?
Does the Company have a professional advisor to strategize and negotiate an ideal
scenario?  Cash v. stock.

� Private equity investor – What does the structure of the deal look like?  Are the
owners/management willing to stay on?  What exactly is being sold?

� How does the Company acquire the skills and experience to conduct the
negotiations?

� Are you prepared for the due diligence process?

� Has the Company selected an objective third-party firm to assist throughout the
process?
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Preparation for an Exit Strategy
� Does the Company own/license significant IP?  If yes, has the

Company done a full and complete IP review and listing?  How is
the IP protected?

� Does the Company have audited or reviewed financial statements?

� Has the Company sought to be compliant with Sarbanes-Oxley?

� Does the Company have employment agreements with key
personnel?

� The Company needs a formal valuation.  What are the valuation
factors?

� The Company must maintain confidentiality.  

� How do you select the Company “deal team.”

� When should the Company bring in professional advisors?
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