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In s_ell-ing a business, firms see ’ validity

BY KEN TARBOUS "
) usiness valuations often are the first step i 1 the process of
selling a company, and according to one business appraiser,
: there’s been an evolution in the client baseﬁiﬂnng firms to
o5 find out what companies are worth,

. “Iraditionally, we would get engaged by mer@-and -acquisi-
tions firms, and now, moreso, we're getting appro@hed by sellers
and buyers that are trying to either sell their business or looking for
abetter opportunity to buy a business,” said M!chaeﬁ‘mccomanuo
 apartner at Friedman LLP who values small to midsize companies.
-~ Many aspects of the valuation process help éwners become
‘more prepared for a'sale, but because the entire pggcess can take
months, or even years — from thinking about selluig a business to
closing a transaction — starting the planning sooner, rather than
 later, is money well spent, said Thomas W. Farrell@fa financial ad-
viser at RegentAtlantic Capital LLC, in Morrist W
companies sell their businesses.
“As a seller, you're going to have an asking p t
deallng with one or multiple buyers, you want to be’}ble to justify
-'your sales price — and to be able to do that, you need to have done
all the due diligence up front,” Farrell said.

And engaging the right team of professionals, such as attor-

neys and accountants, for example, helps ensure thétompany s Te-
cords and documents, like contracts and leases, are ﬁi 1 proper order, '

Farrell said. > See §§~;\LE on page 16
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Achim Neumann, president of
A. Neumann & Associates LLC, says
the preparatory period would reveal any
obstacles to the valuation process

SALE

> Continued from page 15

Having those experts on board, who
know the details of a business, provides re-
sources for the outside consultants doing
the valuations, said Saccomanno, who is
based in his firm’s Marlton office.

“Being a business appraiser, we can’t
operate in a vacuum. We have to utilize
what we know, but also what we don’t
know. And what we don’t know, we need
to get assistance,” Saccomanno said.

The preparation phase can also ex-
pose a company’s weaknesses early in the
process, so they can be dealt with, said
Achim Neumann, president of Atlantic
Highlands-based business brokerage A.
Neumann & Associates LLC.

“The preparatory time period serves
the purpose to discover red flags that ulti-
mately the buyer is going to see,” said Neu-
mann, who specializes in middle-market
mergers and acquisitions. “These are ulti-
mately all tumbling spots an owner’s going
to trip over in any type of deal.”

Neumann said he discovers obstacles
doing two types of valuations:

A strategic valuation determines a fair
market value and establishes the key driv-
ers of the company’s value, even though
the owner has no immediate intent of sell-
ing the company, Neumann said. A trans-
actional valuation is done when an owner

> See SALE on page 18
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