
Getting what you want for your business
Preparation key to achieving value from a sale
If you’re looking to sell your business, now might be 
the right time – especially if you’re well prepared. 

From experienced owner managers who have waited years to 
squeeze value out of their businesses, to private equity firms 
looking to divest business assets, a lot of sellers are looking to take 
advantage of the positive deals climate in Canada. “It’s a seller’s 
market,” says John Merenda, a director in PwC’s Consulting 
and Deals practice, “and with that come high valuations.” 

While the deals outlook for the remainder of 2015 is positive, 
sellers who put their businesses up for sale without any 
preparation are going to have a tough time achieving the value 
they think they deserve. That’s because the trend towards 
higher valuations, while a big draw for many sellers, can also 
be a major stumbling block when it comes to closing a deal. 

“A lot of deals aren’t getting done because valuations 
are too high,” explains Merenda. “If a business isn’t 
prepared, asking for big multiples isn’t realistic.”

So what can owner managers and other business owners 
do to make sure they get the highest value out of a 
potential sale or divestiture? The answer is deceptively 
simple: Do your homework and be prepared.

Plan for all aspects of the divestiture

If you’re looking to sell, it helps to know what you want. That’s 
why it’s best to start any sales process with the development of 
a sale or divestiture project plan. This plan should clearly define 
the parameters of the business or assets you are planning to sell, 
outline your specific objectives for the sale, identify key value 
drivers that could attract buyer interest, and document any risks 
associated with the sale or divestiture process. The plan should 
also outline the implications of anything that might be left behind 
following the sale (e.g. stranded costs, restructuring requirements). 

It can help to engage a third party to assist with developing and 
managing your sale or divestiture project plan – an advisor with 
extensive experience in the sales process who can help look at your 
existing business using an objective and rational lens. In the case 
of owner-managers who have put a lifetime of sweat equity into 
a business, it can be difficult to evaluate the true strengths and 
weaknesses associated with a business. A third party advisor can 
walk you through the process and help you make the decisions 
needed to put your business’ best foot forward during a sale. 
Importantly, with ever increasing levels of cross border M&A, you’ll 
want an advisor that is part of a large worldwide network to help 
expose your deal to potential buyers in more geographic regions.

There are a lot of buyers out there with capital. But, there’s also a lot of 
competition, if you’re looking for a premium valuation, you need to choose the right 
advisor and be ready. You need to be prepared for any questions a prospective buyer 
might have and make sure the information you are presenting is consistent and 
accurate. Conducting sell side due diligence can go a long way toward making sure 
you’re in a good position to attract and sustain value.

John Merenda,  
Director, PwC’s Consulting and Deals
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Transaction 
Execution
•  Develop marketing materials and 

provide other services that require 
minimal involvement on your 
part, so you can continue running 
your business at full capacity:

 –  Prepare a no-names teaser to 
show to potential buyers (this will 
preserve your confidentiality) 

 –  Contact qualified potential 
purchasers on your behalf

 –  Solicit expressions of interest 
in your business

 –  Gauge potential market interest 
from confidential discussions 
with potential buyers

 –  Coordinate the due diligence 
process

• Develop a competitive bidding 
process to maximize opportunities and 
create tension amongst  
potential buyers. 

• Act as the intermediary between the 
company and potential purchasers 
during the due diligence process. 
Control all communication to 
potential transacting parties.

 –   This will reduce the company’s 
time commitment to the 
transaction allowing it to run 
the business as usual

Structuring 
and Closing 
• Manage additional internal and 

external resources including lawyers, 
accountants and consultants

• Collaborate with you to negotiate 
the sales purchase agreement to 
maximize the value of the business 
and your after tax proceeds

• Work alongside management 
until the close of the transaction  
to ensure all of your needs are  
met and there is no money left  
on the table

Transaction 
Preparation 
•  Work together with the company’s 

management to plan and execute 
the transaction strategy

• Identify revenue enhancement 
opportunities to potentially 
increase valuation: 

 –  Perform preliminary screening 
& profiling of potential buyers;

 –  Assess expected value ranges 
for all parties involved 

 –  Provide preliminary tax planning 
and advice

 –  Identify optimal transaction 
options

• Work with you to prepare the 
Company in anticipation of a 
transaction that includes:

 –  Preparation of financial information 

 –  Analysis/diligence of information 
- will prepare company for 
buyer due diligence including 
ensuring credibility of information 
and minimizing surprises in 
the diligence process

 –  Organization structuring

Phase 1 
(4-6 weeks)

Phase 2 
(12-16 weeks)

Phase 3 
(8-12 weeks)

Adding value in the sales process 
How your trusted advisor can help when selling your business

As trusted advisors, below is a description of the specific actions we take in each of the three key phases of a 
business sale transaction:
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Prepare, prepare, prepare

When it comes to achieving the most value from a sale, sellers 
should consider undertaking preparatory sell-side due diligence 
prior to marketing the deal. This due diligence process can 
help you identify critical operational issues and concerns that 
you can address in advance in order to neutralize them as a 
negotiating point with buyers. For example, undertaking projects 
to improve operational efficiencies can positively affect earnings 
and working capital, while helping to lower back office costs.

Preparatory due diligence can also help a seller anticipate the 
requests and questions they might receive during the sale process 
so that they can respond more effectively. Sellers and their 
advisors can use the process to pressure test and validate forecast 
assumptions, identify key actions that would drive enhanced profits, 
and identify and address potential concerns related to synergies 
and standalone costs – activities that can inspire buyer confidence.  
Most importantly, it helps to avoid surprises in the sale process 
which can often impact deal valuation or timing.  “The purpose 
of sell-side due diligence is not to avoid risks or weaknesses of the 
business,” says Damian Peluso, a partner in PwC’s Consulting and 
Deals practice, “but rather to be prepared to discuss these items 
and related mitigating factors with potential buyers.”  In the end, 
addressing these issues up front will increase credibility with buyers.

Preparing a business for sale should also include planning for 
the subsequent negotiation of the purchase agreement – from 
the scope of the transaction to price adjustment mechanisms, 
representations and warranties. By thinking about these 
terms before putting a company into play, sellers can make 
sure they are in the best position for negotiating a deal.

Present tailored financial information for the transaction

Any buyer is going to want to review detailed financial information 
about the business or assets up for sale. The challenge for sellers 
is recognizing that specific types of buyers may require different 
information. For example, it might be important to present both 
GAAP financial statements in addition to deal-based financial 
statements. If these statements are not consistent, a seller should 
act early to bridge any differences.  It is critically important during a 
sales process to avoid presenting inconsistent information to buyers 
as any information that cannot be reconciled or bridged will erode 
buyer confidence and, therefore, the perceived value of a business.

The need to be consistent and reasonable also extends to any 
projections and forecasts a seller wants to present to buyers. 
Supporting forecasts with realistic assumptions and data can 
help with alleviating the concerns of potential buyers who might 
otherwise argue that highly optimistic forecasts are unfounded.

Position for the exit and execution

In addition to pre-sale planning, sellers also need to actively 
manage all aspects of the transition process. At the end of the day, 
the realization of deal value comes down to execution. By actively 
managing the execution of the deal, you can decrease delays and 
retain more value than if potential buyers dictate the process.

The critical activity during this phase is to move quickly from 
signing to close. This means sellers need to facilitate the rapid 
development of plans for transition of services, systems and 
back office operations to the divested business. These activities 
can take significant time during a sale – and the longer they 
take, the more likely it is that value will be eroded. By thinking 
proactively about exiting and deal execution, sellers can reduce 
the risks associated with the later phases of a deal, phases 
that unprepared sellers often treat as an afterthought. 

Maximize value…..Minimize time to close

Whether you’re an owner manager looking to retire or a private  
equity firm looking to divest specific assets, you need to know  
what you want to get out of a sale in order to set your business  
up to achieve it. 

In today’s deals environment, realizing deal value can come down  
to understanding critical issues for buyers and being able to speak  
to potential downside risks and mitigating factors – not just to  
upsides and forecasts.  

“There are a lot of buyers out there with capital. But, there’s also a  
lot of competition,” says Merenda. “If you’re looking for a premium  
valuation, you need to choose the right advisor and be ready. You 
need to be prepared for any questions a prospective buyer  
might have and make sure the information you are presenting  
is consistent and accurate. Conducting sell side due diligence can  
go a long way toward making sure you’re in a good position to  
attract and sustain value.”
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