THE HIGHEST PRICE MAY NOT
BE THE BEST DEAL

Il sdlers want the highest price possblel However, in some cases, the
highest price may not be the best ded. A high price may come with some
dipulations or contingencies tha may not be in the sdler's best interests. What

aternatives can compensate for a high price? Here are afew:

A ded with few contingencies, stipulations or warranties
No buyer-contingent lighility

All cash

Some additiona deferred compensation

Tax advantages such asa"stock” ded or a"pooling”

A fast closing period
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Employment contracts to key people and/or others besides senior
management

Sdlers disposing of non-operating and nont performing assets prior to
closng
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» Asaurance that plants will not be closed and/or employees laid off

» Focusonincreasing chemistry and trust

» Offer to buy 80 percent (+/-) of company, leaving up-sde potentia for
remaning equity

» Persuade sdlersthat awin-win transaction is necessary for long-term
success

» Buyer hasrecord of success, indicating likdihood of long-term surviva
» Assurance Company will not be re-sold in the short-term

Your M&A Source professional can assist you in analyzing any of above.

SOURCE: The Private Market Report
VolumeVII, Issue 2



