
M&A Handbook

EXPERIENCE YOU CAN TRUST

Master Class Strategies for 
Privately-Held Businesses
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Experience you can trust

Generational 
Perspective

1. Selling your business is one 
of the most significant 
decisions you will make. 

2. A successful sale is more 
than a deal—it shapes your 
legacy and future. 

3. We provide deep market 
insights, a portfolio of 
buyers and tailored solutions 
to maximize value. 

4. Exit strategies and step-by-
step guidance result in a 
successful close. 

5. Our client-first mentality 
means confidentiality, 
tailored strategy, and broad 
exposure. 

6. Competitive bidding attracts 
the right buyers and raises 
valuations. 

7. Excellence is our priority, as 
we value integrity and 
diligence that exceed 
expectations.

Generational is a top-ranked M&A advisory 
firm helping privately held businesses grow 
and transition while enabling owners to 
protect their legacy. 

End-to-End M&A 
From valuation and strategy to close. 

Exit Planning 
Custom plans for sale, succession, and 
personal goals. 

Value Growth 
Roadmaps to boost valuation and exit 
readiness. 

Owner Education  
Executive Conferences—118,000+  
owners trained.  

Wealth Management 
Personalized strategies to help clients 
protect and transfer their wealth. 

Digital 
From cloud data platforms to AI-driven 
automation, we help businesses 
modernize their digital infrastructure. 

3



Experience you can trust

G
en

er
at

io
na

l M
&A

 H
an

db
oo

k

M&A is not just about selling — it’s about creating 
opportunities for growth, liquidity, and protecting 
your family’s financial future.

How Mergers & 
Acquisitions Unlock Value

Delivers higher valuations than 
standalone exits. Strategic buyers 
pay premiums for synergies, 
market share, and intangible 
assets.

Unlock Maximum Value

Combines resources, technology, 
and talent for rapid expansion. 
Opens access to new markets, 
customers, and distribution 
channels.

Accelerate Growth

Provides stability when succession 
planning is uncertain. Keeps the 
business thriving under capable 
ownership and leadership.

Ensure Business Continuity

Converts equity into cash, reducing 
personal financial exposure. Enables 
reinvestment in new ventures or 
lifestyle goals.

Diversify Risk & Gain Liquidity

Creates scale and efficiency that 
organic growth cannot match. 
Positions the business strongly in 
a consolidating industry.

Strengthen Competitive Position
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Experience you can trust

1. Merger 
A combination of two entities into 
one, typically with shared 
ownership and governance 

2. Acquisition 
A transaction where one entity 
purchases & assumes control of 
another 

3. Acquirer/Buyer 
The entity initiating the transaction 
and purchasing the target 

4. Target Company 
The entity being acquired or 
merged 

5. Synergy 
The incremental value expected 
from combining two businesses, 
often through cost efficiencies or 
revenue enhancement 

6. Due Diligence 
A comprehensive review of the 
target’s financial, legal, operational, 
and strategic aspects to assess 
risks and validate valuation 

7. Valuation 
The process of determining the fair 
market value through DCF 
(Discounted Cash Flow), 
comparable company analysis, and 
precedent transactions 

8. Consideration 
The form of payment offered—
cash, stock, or a combination 

9. Letter of Intent (LOI) 
A non-binding document outlining 
preliminary terms and conditions 
of the proposed transaction 

10. Definitive Agreement 
The legally binding contract 
detailing all terms of the 
transaction 

11. Closing 
The final stage where ownership 
transfers and funds are settled 

12. Integration 
Post-transaction process of 
aligning operations, systems, and 
cultures to realize synergies

M&A Key Terms 

M&A represent a strategic transaction 
where two companies combine their 
operations (merger), or one company 
purchases another (acquisition).
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“Selling your business isn’t just a transaction; it’s a transformative moment.”

Financial Gains: Owners often sell when market 
conditions are strong or buyers offer attractive 
premiums, converting years of effort into long-term 
wealth.

Avoiding Burnout: Running a business is demanding. 
Selling provides relief and a chance to restore balance.

Succession Planning Challenges: If there is no qualified 
or willing successor, options such as a partial sale can 
help preserve business continuity, reduce potential 
conflicts, and support a smoother transition.

Seeking Fulfillment: After achieving financial and 
professional goals, owners often pursue personal 
passions like travel, mentoring, or investing.

Evolving Interests: When enthusiasm fades, selling 
opens doors to fresh opportunities and ventures 
aligned with new goals and passions.

Why Owners 
Cash Out

Decision Meeting with 
Generational Group 

Executive

Exit Planning 
Strategy

Non Disclosure 
Agreements

Buyer Visits

Personal Wealth 
Review

Distribute  
Teasers

Distribute Information 
MemorandumLimited Auction

Negotiate Deal 
Structure

Letter of Intent Definitive Purchase 
Agreement

Due Diligence Deal Closing

Produce
Documents

Go To 
Market

Develop Buyer 
Prospects

Build
Dataroom

Buyer 
Payment
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10 Mistakes That 
Lower Valuations

Valuations drop when owners make avoidable mistakes—like 
poor records, late planning, and bad timing. Avoid them with 
early prep, clean financials, and strategic execution.

Mistake How This Hurts A Better Strategy

1 Not Knowing Your True Business Value Entering negotiations without a professional valuation 
leads to underselling or unrealistic expectations

Get a formal valuation from an experienced M&A advisor  
before going to market

2 Poor Financial Documentation Incomplete or inaccurate financial records erode buyer 
trust and delay deals

Maintain “clean” financials and prepare a strong Confidential 
Business Review (CBR)

3 Overestimating Future Growth “Hockey stick” projections make buyers skeptical and 
can lead to earn-out penalties

Provide realistic, data-backed forecasts and a five-year pro 
forma

4 Waiting Too Long to Plan Starting exit planning only when you’re ready to sell 
limits options and reduces leverage

Begin planning early, perhaps 1–3 years in advance to 
optimize operations and valuation

5 Taking Your Eye Off the Business Focusing on the sale instead of running the company 
can hurt performance during the critical base year Delegate sale tasks to advisors and keep operations strong

6 Not protecting Intangible Assets Overlooking brand reputation, IP, and customer 
relationships undervalues your business

Document and highlight all intangible assets in your  
offering memorandum

7 Choosing the Wrong Advisors Relying on generalists instead of M&A specialists leads 
to poor deal positioning

Hire experienced advisors who are specialists in the M&A 
process for valuation, marketing and negotiations.

8 Disclosing Confidential Info Without 
Confidentiality

Sharing sensitive data without NDAs risks  
competitive leaks

Use iron-clad confidentiality agreements before releasing  
any details

9 Misaligned Stakeholder Objectives Conflicting goals among owners or investors can stall or 
kill deals Align objectives early and document them in your exit plan

10 Poor Timing & Market Awareness Selling during a downturn or waiting for “perfect timing” 
often backfires

Monitor market trends and prepare to sell when conditions  
are favorable

7



G
en

er
at

io
na

l M
&A

 H
an

db
oo

k

Generational’s exclusive and 
proprietary online platform with 
over 34,000 registered buyers 
made up of: 

• Private Equity 
• Public Strategics 
• Private Strategics  
• Family Offices 
• Private Investment 
• International Investment

GENERATIONAL  EXPERIENCE YOU CAN TRUST

Over  
34K  
REGISTERED BUYERS

Generational has completed over 1,800 transactions and ranks among 
the top U.S. firms for deals up to $1B. Our approach combines 
confidentiality, tailored strategies, and a vast buyer network. 
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Experience you can trust

Tax 
Optimization 
Strategies 
Sellers 
Overlook

Structure the Deal for Tax Efficiency (Not Just Price)

Sell‑Side Tax Due Diligence (Most Sellers Skip This)

Many sellers wait too long to assess how deal structure impacts 
taxes. Yet early structuring can meaningfully reduce 
capital‑gains, ordinary‑income, and depreciation‑recapture taxes. 

Instead of waiting for buyer due diligence to uncover tax 
exposures — often leading to price reductions or holdbacks — 
sellers should run their own tax diligence ahead of time. 

Most owners focus on valuation and 
negotiation but overlook tax optimization, 
which often determines how much they 
keep at exit. Generational Group 
emphasizes that early tax planning is critical 
to maximizing enterprise value and 
protecting your legacy.
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Disclaimer
The information provided herein is for general informational purposes only and should not be construed 
as tax, legal, or accounting advice. Generational Group and its affiliates do not provide tax or legal 
advice. Business owners should consult with their own qualified tax, legal, and financial advisors to 
evaluate their specific circumstances and determine the appropriate strategies prior to making any 
decisions related to a potential transaction or tax planning.

Pre-Transaction Tax Planning (Before the Letter of Intent Is Signed)
Many business owners do not realize that key tax planning 
opportunities often diminish once the transaction process 
formally begins. Coordinating with advisors early can help sellers 
evaluate entity structure, estate planning, timing considerations, 
and other strategic options that may improve after-tax outcomes 
while maintaining flexibility throughout the sale process.
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Attend our Executive Conference 
generational.com/executive-conferences 

Contact Information 
Website: www.generational.com 
Email: info@generational.com

http://www.generational.com/

