Benefits and Procedures of a VR Business Acquisition Search
There are considerable benefits in engaging a VR professional intermediary to execute an aggressive, proactive search for acquisition candidates.

· Proprietary deal flow.  Through the search process by the intermediary, the purchaser becomes the only party to know that the owner of a particular business that is not being marketed is in fact interested in selling.  That means the purchaser does not have to bid against other buyers.  By contrast, if a business is already being marketed, the purchaser will likely be bidding against other acquirers, especially if the business is being represented by an intermediary.

· Faster results.  It could be years until a suitable acquisition candidate comes on the market.  In the meantime, all the potential synergistic benefits of an acquisition are lost, or a competitor may acquire the ideal target.

· Access to the best businesses.  Many of the best companies never go on the market.  Instead, they sell quietly to competitors, customers, suppliers, or employees who approach them.  Without a proactive search for these businesses, the purchaser would never learn of them, or of their interest in a possible sale.
· Sellers are more forthcoming.  Business owners are much more willing to engage in discussions with a professional business intermediary (and admit they are interested in selling) than with a random buyer who might approach them, or with a buyer from within their industry, because of their concern about those buyers’ possible intentions.  The fact that a purchaser is willing to engage and pay for an intermediary communicates forcefully that the purchaser is serious about making an acquisition.  In addition, some sellers are reluctant to pay intermediaries, even if the intermediary gets them a higher price and better terms that more than compensates for their fee.

· Lower price for the business acquired.  Sellers are willing to accept a lower price if the buyer is paying the intermediary, as sellers are primarily concerned about the net proceeds from a sale rather than the gross selling price.  Therefore, they think in terms of “price of business plus sales commission equals acceptable selling price of business”.  This means that, ultimately, the buyer always winds up paying the intermediary’s fee anyway, regardless of who writes the check, just as in the purchase of residential real estate.
In addition, VR charges substantially less than our normal success fee for acquisition searches, since we usually acquire some seller representation engagements in the search process that we would not otherwise have had, with businesses the purchaser decides are not a good fit for them.

· Sellers may lack broker representation.  Business owners approached through a proactive acquisition search usually don’t hire a business intermediary, also called a business broker, as they often feel they are fully capable of negotiating the sale of their own business.  Most business owners are great managers, but inexperienced in selling a business and of course are personally involved, so are usually poor negotiators on their own behalf.  That inexperience often works to the benefit of the buyer, who has a very experienced negotiator working hard for them.
The VR Acquisition Search Process

Step 1)  VR and purchaser prepare the initial list of candidate firms to approach. Criteria can include SIC or NAICS code, metro areas, cities, counties, or zip codes, business size as indicated by number of employees or sales volume, public or private ownership, credit rating, and years in business. Not all criteria can be obtained for all businesses.
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Step 2)  VR contacts each of the candidates on the list.

Step 3)  Information is acquired on the firms who respond positively, including level of interest, historical financial information, asset information, information on management team and methods of operation, legal aspects of the business, etc.

Step 4)  Most Probable Selling Price  of each candidate which appears to be a possible fit for purchaser is calculated by VR, in order to guide purchaser in developing appropriate price and terms to offer to the seller.

Step 5)  Best possible price and terms for purchaser are negotiated in a non binding Letter of Intent or other initial offering agreement in consultation with purchaser.
Step 6)  VR assists purchaser in acquiring suitable financing.

Step 7)  VR coordinates purchaser’s advisors in performing a complete financial, administrative, and operational due diligence process.

Step 8)  VR negotiates the best possible terms of the definitive Stock or Asset Purchase Agreement, in consultation with purchaser and purchaser’s attorney.

Step 9)  VR coordinates the efforts of the purchaser’s and seller’s attorneys and accountants and other advisors, and those of the lender, in preparing closing documents, and in providing for a smooth closing with no surprises.
Step 10)  VR manages all details of the closing, any escrow agreements, and the post-closing activities.
