





I SELLING THE BUSINESS

or the big closing day iz a fool's game.
In situations like this, the human
mind is much better equipped to
focus on reaching the next camp or
simply moving another ten feet.
There are many steps involved in
selling a business—from deciding to
sell to finalizing a letter of intent,
navigating through the due diligence
process, negotiating purchase docu-
ments, until the biggest wire transfer
of vour life hits vour bank account.
You must be patient. Just as it is
necessary to acclimatize at various
altitudes along the mountaineering
route, critical steps in the sale of a
business can't be rushed or skipped.

Step 4: Watching for obstacles

Avalanches, tumbling boulders, cre-
vasses and fast-moving storms won't
just prevent you from reaching the
top; they'll kill you if you're not care-
ful. Similarly, when vou're selling
your business, a dangerous obstacle
in your path can kill your deal. Here
are just a few to watch out for:

* A loss of focus on the business
during the sale process.

= Competitors who reveal to your
customers that your company is for
sale.

# Resignations of key employees
who know your company is on the
market.

* Midstream renegotiation by the
buyer.

e Prospective buyers who are not a
good fit for your company.

A skilled mountain guide will
check for precarious snow conditions
and use safety lines. There are simi-
lar safety measures a business owner
can take to guard against potentially
fatal deal obstacles.

Step 5: Reaching the summit

In high-altitude mountaineering,
speed is essential to safety. This is
particularly true on summit day.
On this day, the climbers pack only
the essentials to reduce weight dur-
ing the climb, which begins around
3 or 4 am. and progresses quickly. A
good mountain guide will establish a
firm turnaround time to get the team

up and back down safely before the
afternoon storms and the plummet-
ing temperatures of nightfall. Most
deaths on big mountains occur on
the return from the summit and are
the result of not establishing or ignor-
ing a prescribed turnaround time.

In conquering the M&A mountain,
you must remember the old adage
that “time kills all deals." At a cer-
tain stage in the game the more time
that passes, the greater the opportu-
nity for deal killers to emerge, Some
come out of left field, like a regula-
tory change or a new technology that
affects your business. In other cases,
the buyer or seller might become
embroiled in litigation, or the buyer
may get scared away after the seller
loses a key customer or employee.

Because time is the enemy, some-
body must be watching the clock,
setting intermediate deadlines and
pushing everybody along toward
closing. If key points can't be nego-
tiated after a reasonable amount of

time and effort has been invested,
important decisions must be made.
If your financial security is in jeop-
ardy, it's better to walk away than to
go through with a bad deal.
Remember: If you walk away, at
least you will be able to climb anoth-
er mountain or go back to the same
one again if you choose. The moun-
tain (or the buyer) will still be there.
As an entrepreneur, you've worked
tirelessly to get where you are now.
What's next? To reach the summit of
accomplishment in the biggest sale
of your life, prepare for the journey,
plan the route, start climbing while
watching for obstacles and move fast
on the final push. Best of luck in
your gquest for the top! o

Paul Fejtek is a managing director
of Hunter Wise Financial Group in
Irvine, Calif., where he specializes in
the sale and genervational transfers of
privately held family enterprises (wwuw.
hunterwise.com).
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