
 
 
 
 

 M

 
 

 
 

Member FINR

Investment 

 
 
 
 
 

One of 
Growth 
goals su
depth to

While th
risks. Ac
is the un
your con

Conside
process
used to 
articles 
process

 

RA/SIPC and  

Bankers for the 

A Struc

the fastest
through ac

uch as exp
o your mana

here can b
cquiring a p
ncertainty t
ntrol.  

ering these 
. This artic
grow their 
we will add
.  

 

Middle Market 

 
 
 
 
 
 
 
 
 

By Doug
 

ctured A
throug

t ways to 
cquisition c
panding geo
agement te

be big rewa
private busi
hat the dea

factors, we
le provides
companies

dress spec

g Kravet, 

pproach
gh Merg

grow your 
can transfor
ographically
am.  

ards in pur
iness can b
al will not c

e almost un
s a brief ov
s using me

cific issues 

Principal

 
h to Gro
gers & A

business 
rm your bu
y, diversifyi

rchasing a 
be complica
close for a v

niversally a
erview of th

ergers and 
that we ha

l 

owing Yo
Acquisitio

is by purc
usiness, an
ing your cu

business, 
ated and tim
variety of re

advise our c
he process
acquisition

ave encoun

our Busi
ons 

chasing ano
nd assist yo
ustomer ba

there also
me consum
easons tha

clients to u
s many of o
ns (“M&A”).
ntered in ea

iness  

other comp
ou in achie

ase, and ad

o are signif
ming. There
at are outsid

use a struct
our clients 
. In subseq
ach step o

 

Page 1 
   

pany. 
eving 
dding 

ficant 
 also 
de of 

tured 
have 

quent 
of the 



 
 
 
 

 M

 

Member FINR

Investment 

 
 
Plannin
 
There is
the tran
planning

The firs
growth s
defined 
acquisiti

During 
acquisiti
which w
deals th

 

 
 
 
 
 
 
 

 

RA/SIPC and  

Bankers for the 

ng to Grow 

s a common
nsaction wit
g steps pres

t step in th
strategy. Th
corporate 

ion targets 

the planni
ion targets,

will be discu
at are feas

THE STRUCT

Sp

Entire Org

 

Middle Market 

w Your Busi

n misconce
th the pote
sented in th

he process
his step ma
growth stra
that best su

ng phase 
 and (2) th
ussed in m
ible.  

 

TURED APPR

ecifically Identif

Establish Acq

App

Narrow t

ganization Comm

iness 

eption that t
ential seller
he diagram

s is commit
ay seem ob
ategy allow
upport your

most firms
eir options 

more detail 

ROACH TO GR

fy How M&A Sup

quisition Criteria

proach Potentia

the Field through

Present Ind

Additional

F
Agree

mits to Growing 

the M&A pr
r. Prior to 
below.  

tting to gro
bvious, but 
ws you to f
r expansion

s also will
regarding f
in our nex

ROWING THR

pports the Plan a

a and Screening 

l Sellers and Det

h Initial Due Dilig

ication of Intere

l Diligence and N

Full Due Diligenc
ements, and Fina

Clo

Po

the Business an

rocess beg
this, most 

owth and d
it is often o

focus your 
n plans.  

l determine
funding the

xt article, a

ROUGH MER

and Assess Capit

Process for Pote

termine if Deal i

gence and Discu

est or Term Shee

Negotiation of Le

ce, Negotiate Tra
alize Financing f

ose Transaction

ost‐Closing Respo

Deal with Integ

Acquisition is 

nd Develops Corp

gins when y
successfu

developing 
overlooked
time and e

e (1) spec
e acquisitio
llow you to

RGERS & ACQ

tal Resources 

ential Sellers 

is Viable 

uss Key Deal Poin

et to Seller 

etter of Intent 

ansaction  
or Transaction 

onsibilities 

ration Issues 

Fully Integrated

porate Strategy 

you first dis
l firms use

your corpo
. Having a 
efforts purs

cific criteria
n. These st
o only focu

QUISITIONS

Plan
Gro
Bu

Nego
The

Integr
Acq

nts 

d 

 

Page 2 
   

scuss 
e the 

orate 
well-

suing 

a for 
teps, 

us on 

nning to 
w Your 
siness 

otiating 
e Deal 

rating the 
quisition 



 
 
 
 

 M

 
N
 
O
m
t
 
T

 
I
w
c
n
 
T
f
a
o
 
I
 

Member FINR

Investment 

Negotiating

Once you b
may seem o
to a potentia

Two critical 
 Is the
 Wha

f there is n
will most lik
complete a
need identif

The goal o
frustration. 
acceptable 
operations a

n the nego

 a
t

 

 d
c

 

 p
i

 

 c
n

 

 p
t
f

 

 c
 

 p
a

RA/SIPC and  

Bankers for the 

g the Deal 

begin discus
obvious, bu
al seller be

questions 
ere a comp
t issues wil

not a comp
kely want to
nd integrat
fied by the 

of assessin
One of the
deal then f
after the tra

tiation phas

approach po
he deal is v

discuss key
complete yo

present a te
nterest; 

complete ad
negotiate a 

perform full 
ransaction 

financing fo

close the tra

perform any
associated 

 

Middle Market 

ssions with 
ut we have 
cause they

to ask as e
pelling reaso
ll you have 

elling reaso
o pass on t
te. As a res
senior man

ng integratio
 worst-case
find out tha
ansaction.  

se of the pr

otential buy
viable; 

y deal points
our initial du

erm sheet o

dditional du
letter of int

due diligen
agreement

or the transa

ansaction; a

y post-closi
with the de

the potenti
worked wit

y were not c

early in the 
on to purch
in integrati

on to buy t
the acquisi
sult, most f

nagement te

on issues 
e scenarios

at you will h

rocess your

yers and de

s with the s
ue diligence

or indication

ue diligence
tent; 

nce, negotia
ts, and fina
action; 

and 

ng respons
eal.  

ial seller, be
th many firm
completely 

process as
hase the bu
ng the busi

the compan
tion. Acqui
firms seek 
eam, board

early in th
s would be 
have major 

r team will:

etermine if 

seller and 
e; 

n of 

e and 

ate 
lize 

sibilities 

e ready to 
ms that we
prepared. 

s possible a
siness? 
iness into y

ny, such as
isitions can
acquisition

d of director

he process
that you sp
problems i

Examples
Reasons W
 

(1) Diver

(2) Expan

(3) Acces

suppl

(4) Take 

(5) Increa

efficie

(6) Add d

(7) Use in

(8) Obtai

intang

(9) Deplo

negotiate th
re not able 

are presente

your operat

s those pre
n take 12 m
ns that will 
rs, or share

 is to save
pend the ti
integrating 

s of 
Why Firms M

rsify product l

nd geographi

ss new distrib

y sources. 

out a compet

ase market sh

encies. 

depth to man

nfrastructure

in intellectua

gibles. 

oy excess cash

he deal. Ag
 to respond

ed below. 

ions?  

esented bel
months or lo

address a 
eholders.  

e time, eff
me to nego
it with your

Make Acquisit

lines or custo

cally. 

bution channe

titor. 

hare or gain o

agement tea

e more fully.

l property, br

h to make a r

 

Page 3 
   

gain, this 
d quickly 

low, you 
onger to 
specific 

fort, and 
otiate an 
r current 

tions 

omers. 

els or obtain n

operating 

m. 

rands, or othe

return. 

new 

er 



 
 
 
 

 M

 

 

Member FINR

Investment 

 

For midd
of the fir
All mem
there sh
seller.  
 
You will 
for only
respond

 
Integrat

One of o
“pick go

After th
integrate
such as

 p
 c
 tr
 in

 
Another 
corporat
you will 
people w

This is 
culture e
you get 
because

 

RA/SIPC and  

Bankers for the 

dle market 
rm’s attorne

mbers of the
hould be on

gain credib
y the inform
ds to issues

ting the Ac

our clients s
od targets, 

e acquisitio
e the acqu
: 

lanning to c
hanging op
ransferring 
ntegrating a

major issu
te culture o
purchase a

who work a

the reason
early on in 

to the en
e of these is

 

Middle Market 

M&A trans
ey, account
e team shou
ne member

bility during
mation that
 raised by t

cquisition i

summarize
pay a fair p

on is mad
isition targe

consolidate
perating and
assets to th

advertising 

ue that is a
of the firm a
a business 
t the organ

n why we r
the proces

nd of the p
ssues, there

 

sactions, th
tant, investm
uld know th
r of the tea

g the proce
t is needed
the seller. 

into Your E

ed his philos
price, close

e, you wil
et into your

e operations
d financial r
he location
and market

addressed 
and the em
for its inve
ization that

recommend
ss, and be c
process and
e will be no

e buyer’s tr
ment banke
eir roles an

am that acts

ess if your t
d to evalu

Existing Op

sophy to us
e quickly, an

l want to 
r operation

s at certain 
reporting sy
where they
ting messa

during the
mployees. W
entory or fix
t are most i

d that you 
clear about
d are not 

o reward for

ransaction 
er, and sen
nd respons
s as the pr

team speak
ate the tra

perations 

sing M&A to
nd focus on

move as q
ns. Integrati

facilities an
ystems;  
y will be mo
ges. 

e integratio
While there 
xed assets, 
mportant. 

identify di
t your inten
able to int
r all of your

team typic
nior manage
ibilities in th
rimary cont

ks with one
ansaction, 

o grow his 
n integration

quickly as 
ion will inc

nd offices; 

ost useful; a

n phase is
 are certain
 in most ca

ifferences i
ntions with 
tegrate the
r team’s har

ally consist
ement team
he deal, an
tact with th

e voice, ask
and quickl

business a
n.”   

possible t
lude action

and 

s the overa
n cases tha
ases it is th

in corporat
the seller. 

e acquisitio
rd work.  

 

Page 4 
   

ts 
m. 
nd 
he 

ks 
ly 

as 

to 
ns 

all 
at 

he 

te 
If 

on 



 
 
 
 

 M

B

T
t

H

T
o
e
f
m

 
 
 

D
H
w
4
J
P
E

Member FINR

Investment 

 
 
 

Benefits of

The structu
those prese

 It foc
prima

 

 You w
 

 When
descr
throug

 

 You w
a bett

 

 You 
mana
and w

 

 Deals
solvin

 
 
 

Heritage Ca

There are 
objective p
experienced
forward to 
making an a

Doug Krave
Heritage C
www.heritag
4811 Beach
Jacksonville
Phone: (904
Email: dkrav

RA/SIPC and  

Bankers for the 

f using the

ured approa
ented below

cuses your 
ary growth s

will find bett

n negotiatin
ribe exactly
gh the end 

will be able 
ter chance 

will close
agement, at
working toge

s will be ea
ng issues re

apital’s Exp

many imp
point of vie
d team of d
assisting y
acquisition.

et, Principal
apital Grou
gecapitalgr
h Boulevard
e, Florida 3
4) 354-9600
vet@herita

 

Middle Market 

e Structure

ach that w
w. 

team’s att
strategy. 

ter acquisiti

ng the trans
y how you
of the trans

to move qu
of closing t

 deals fa
ttorneys, ac
ether.  

asier to int
elated to int

perience 

portant dec
ew helps d
dealmakers
you the ne
  

l 
up, Inc. 
roup.com  
d, Suite 300
2207 
0 

agecapitalgr

ed Approac

we discusse

tention onl

ion targets.

saction, yo
u will get f
saction. 

uickly to ad
he transact

aster beca
ccountants

egrate into
tegration ea

cisions to m
during the 
s that focus

ext time tha

0 

roup.com 

ch to Grow

ed in this a

y on acqu

 

ur credibilit
from the in

dress issue
tion. 

ause your 
, and inves

o your curre
arly in the p

make in p
process. A

s on assist
at you are 

wing throug

article has 

uisition targ

ty will incre
nitial discu

es as they a

entire te
stment ban

ent operati
process.  

purchasing 
At Heritage
ting middle
considerin

gh M&A 

many adv

gets that s

ease becau
ssions with

arise, which

eam, includ
nkers, are u

ions, becau

a busines
e Capital 

e market co
ng growing 

vantages, in

support you

use you ca
h the selle

h will lead t

ding senio
up to spee

use you ar

ss, and ha
we have a

ompanies. W
your busi

 

Page 5 
   

ncluding 

ur 

an 
er 

to 

or 
ed 

re 

aving an 
a highly 
We look 
ness by 



 
 
 
 

 M

 

Member FINR

Investment 

 

Disclaimer:
The	informa
for	 an	 inves
Information	
not	guarante
known	to	th
without	noti

RA/SIPC and  

Bankers for the 

	This	docum
ation	in	this	do
stment	 decisio
presented	in	
ee	 that	 the	 in
e	author(s)	at
ce. 

 

Middle Market 

ent	was	prep
ocument	is	fo
on.	 This	 mate
this	report	w
formation	her
t	the	time	of	t

ared	by	Herit
or	information
erial	 does	 no
was	obtained	f
rein	 is	accura
this	communic

tage	Capital	G
nal	purposes	o
ot	 constitute	 a
from	third	par
ate	or	 comple
cation.	The	in

Group,	 Inc.,	wh
only	and	is	no
an	 offer	 to	 s
rty	sources	co
te.	The	mater
formation	in	t

hich	 is	a	 regis
ot	intended	to
ell	 or	 buy	 se
onsidered	to	b
rial	presented
this	documen

stered	broker
o	be	used	as	th
ecurities	 of	 an
be	reliable,	bu
d	reflects	 info
nt	is	subject	to

 

Page 6 
   

r‐dealer.	
he	basis	
ny	 firm.	
ut	we	do	
rmation	
o	change	


