SELLING YOUR PRIVATE, MIDDLE MARKET COMPANY:

THE ONLY GUIDE YOU'LL EVER
NEED T0 FIND THE “PERFECT™
INVESTMENT BANKER

By Marc H. Morgenstern

Managing Partner, Blue Mesa Partners

ﬁ fter negotiating hundreds of M&A and venture transactions, my strong view is there
should be four components of every sell-side team.

The first (an owner) is axiomatic. The second and third players are rarely debated:
trusted lawyers and accountants, each with meaningful M&A experience and

expertise. (No one should rely on their T&E attorney or bookkeeper to run the
sale of a business)

It surprises me that cost (“Yikes!”) and ego (‘| know every potential buyer
and nobody negotiates better than me”), frequently delay finding the

indispensable fourth participant: a super-competent Investment banker
housed in a “right-sized” investment banking firm.
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After reducing your universe of potential
investment banking firms to the most serious
contenders, here are five high-level, efficient
questions.

Unacceptable responses to any should cause
you to quickly vote the investment banker off
the deal island.

. What's your average client assignment;
industry, ownership, size, and sales price?

. What's your industry concentration and
individual buy side and sell side experience
in the last five years?

. Do you have potential conflicts?

. What's your perspective on deal costs, timing,
range of financial outcomes, best class of
buyers (i.e. strategic acquirors or private
equity), and probability of success?

. What's your recommended critical path and
process?

INCREASINGLY GRANULAR QUESTIONS

. Who would be Lead Partner, which personnel
support that deal team, and what are their
roles?

. What's your individual and firm deal batting
average in M&A deals in the last 2, 5, or
10 years? What percentage of sell-side
assignments closed at (or above) indicated
valuation ranges, and within the anticipated
timeline you gave Seller?

. What are your specific access points and
relationships with the most probable
prospective targets?

. How do you approach price discovery
and creating competitive tension during a
process?

. How should we interact and work together,
when should we start, how would we interact,
and what do you need before our next
meeting?
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