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When selling a lower to middle-market company, enlisting the guidance of an experienced mergers 
and acquisitions advisory firm can make a world of difference in the transaction’s outcome for several  
important reasons.

Having an M&A advisory firm act as an intermediary in a transaction increases the chances that a deal 
will be closed successfully. In fact, some buyers are willing to pay more for a business when an M&A firm is 
involved because they know there is a higher chance of closing.

A C C O R D I N G  T O  A  L A R G E  S T U D Y  B Y  T H E  U N I V E R S I T Y  O F  A L A B A M A ,  P R I V A T E  S E L L E R S 
R E C E I V E  B E T W E E N  6 %  A N D  2 5 %  H I G H E R  A C Q U I S I T I O N  P R E M I U M S  W H E N  T H E Y  
R E T A I N  M & A  A D V I S O R S .

When you work with an M&A firm, it demonstrates to buyers that you are truly committed to the sale 
process and that your valuation expectations have been properly vetted. 

Having an M&A team in your corner will save you a great deal of time and effort regarding complicated 
tasks such as due diligence, company valuation, and data management. Even simple transactions require 
a burdensome amount of due diligence regarding real estate, software, employment, benefits, accounting 
and legal issues. There are also many standard pre-closing tasks that must be completed in a timely 
manner and can affect the success of a transaction.

M&A experts already know all the possible deal breakers and how to avoid them, giving you a major 
advantage in the market and protecting you from pitfalls.

R E A D Y  T O  E X P L O R E  Y O U R  E X I T  A N D  G R O W T H  O P T I O N S ?
 
• You will attract a greater number of serious buyers because you have access to the M&A firm’s global 

connections. And when you have drawn the interest of several buyers, you are more likely to get more 
for your company. If you sell your business on your own, experienced buyers know they can get away 
with offering you a lower price.

• A truly effective M&A firm will use proprietary technologies and databases to review the market for 
matches regarding the size, industry and geography of your company.

• Experienced M&A advisors know how to protect your confidentiality through the entire process. 
Confidentiality is critical because if information is leaked, it can not only derail a sale but also have a 
negative effect on crafting another potential deal.

• A quality M&A team will have the capability to build a strong marketing strategy and create materials 
to attract suitable and quality acquirers for your company.

• Another important task that an M&A firm will handle is third-party research. Buyers will immediately 
seek out negative information on a company that is on the market. A good M&A team will create a 
strategy to mitigate any potential negative impacts.

• The right M&A advisory firm will take the time to fully understand your objectives and aspirations and 
will be committed to making sure that the process is tailored to your needs and that you find the right fit. 
They will also work to keep eager buyers at arm’s length when you need more time to make decisions, 
understanding that selling your company is an emotional task and you deserve support and empathy 
along the way.
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