
MAXIMIZING YOUR VALUE 
BEFORE A TRANSACTION

You need a seasoned financial adviser at your side, one 
who knows your industry, is readily accessible and capable 
of giving straightforward and independent advice.

Visit pmcf.com to learn more.

Selling a company is more than a business transaction – it’s 
a life transition. It’s never easy for owners to walk away from 
a business they have spent their lives building. PMCF exists 
to help businesses chart these unfamiliar waters and ensure 
a successful outcome for your company through thoughtful 
and diligent strategic planning and analysis. However, that 
process starts well in advance of any liquidity event.

WHAT BUSINESS OWNERS 
SHOULD KNOW

THE IMPORTANCE OF PLANNING

Organizations that incorporate a long-term view on exit 
planning are better positioned to achieve higher shareholder 
returns from the sale of the business. Although short-term 
actions may have an impact, many business areas cannot 
be addressed with “running fixes” while a transaction is 
in process. Our goal is to minimize any potential surprises 
and develop a tailored transaction plan with results-driven 
solutions to maximize value for your business.

This process starts with developing an understanding of 
where businesses are currently allocating their investment 
and procurement dollars and how that aligns with your 
business:

	▪ What is the funding status of the high-priority / 
relevant programs and contracts to your business?

	▪ What is the length of these contracts and how much 
funding has been obligated?

	▪ What is the lead time for these projects?

	▪ How is your business integrated into the supply chain?

	▪ How is your organization performing on your contracts?

Answering these questions will help your company identify 
actionable/relevant growth opportunities within your 
industry, establish a “game plan” that management can 
execute, and ultimately create the path for a successful 
liquidity event.
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