Case Study

[image: image1.png]Buying a Business

Planuing of Siucture Due
the Acquisition the Deal Diligence

e e

Seleet Letter Close
Potential Targets of Tntent the Deal




	With a thorough understanding of business dynamics of the IT industry ,M&A Partners offers clients the ability to structure and execute successful strategic transactions on the complex and diversified European market. 

M&A Partners provides advisory services based on its in-depth worldwide industry expertise and deal making skills on all aspects of proactive corporate development, through strategic acquisitions, mergers, venture capital, divestitures, cross-border alliances and corporate restructuring. 


	M&A Partners highlights here some of the key points while buying or selling a business: 


INCLUDEPICTURE  \d "../images/selling.gif"



	While selling your business, M&A Partners will accompany you defining the selling memorandum which will include:

· The executive summary will explain all the key elements of the memorandum, 

· A description of your products and services, 

· A view of your marketing strategy will explain the dynamics of the market size, market trends, growth potential, etc.... 

· A definition of your management current organization at the key personnel level, 

· Your historical financial statements for the most recent interim periods, including comparison with prior years results and budgets, 

· Your financial projections will be prepared for the next three to five years, 

· A letter of confidentiality upon agreeing to keep all information about the opportunity to purchase or invest in a business. Confidentiality is important prerequisite.

M&A Partners will contact potential buyers selected upon your criteria from our database, will organize and coordinate the various steps of the transaction. 
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	While buying a business, M&A Partners will propose and work with you on a list of potential targets, we will contact the target on your behalf on a confidential basis and finally will coordinate the various steps of the acquisition keeping in mind the following elements:

· Insisting on the importance of planning: Because of a lack of initial planning, less than 30% of the business transactions succeeds, 

· Making key considerations: If you're in the market for the company, how will you find which one is right for you? 
· Valuing the company: Every business is unique. Both buyer and seller will be concerned with the price. Each needs to determine what the value of the company is. Setting a price for one is something of an art, 
· Structuring the transaction: The price is only one issue. In this section, we discuss some other concerns that deserve consideration, 
· Tax implications: An acquisition can have tax implications for both buyer and seller. If buyer and seller understand the transaction's effect, they can often work together to minimize taxes payable by either party. By doing so, they have an opportunity to add value to the transaction - value that may be shared by both parties, 
· Financing the purchase: As a buyer, you have many options available to you if you don't have the entire price in cash, 
· Following up after the closing at least 100 days: the process of buying a company can be intense, and buyers have a tendency to relax after the closing. What you do in the first 100 days after a merger or acquisition can b critical to your company's long-term success.

	A letter of intent will be signed and will be the negotiating tool commonly used in business acquisitions and mergers. It will summarize the major economic terms under which the parties are willing to proceed toward the negotiation of a definitive agreement. Typically, it will be drafted by the buyer and countersigned by the seller.

	An acquisition due diligence checklist will be established in order to answer the inquiries of a prospective buyer, the following should be verified: the corporate records, the financial and tax information, indebtedness, employment and labor matters, real property, personal property, agreements, supplier and customer information, compliance with law and information. 
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This fifth issue of the Corporate Europe Observer brings you four indepth articles describing different aspects of corporate power abuse. We start with an article on the Global Compact, the new covenant between the United Nations and major transnational corporations, through the International Chamber of Commerce (ICC). With this agreement, which aims to counter the backlash against trade and investment liberalisation, corporations promise to become 'Global Corporate Citizens' and incorporate social, environmental and human rights standards in their mission statement and practices. The UN offers support, including a website through which corporations can dialogue with 'civil society'.

The second article describes the attempts of the European biotech lobby group EuropaBio to prevent another blow to the public image of genetic engineering -- the planned European tour in May/June of 450 anti-biotech farmers from India and other Southern countries.  EuropaBio, together with PR company Burson-Marsteller, quickly organised its own tour of ten Indian

pro-biotech farmers.

In Issue 3 of the Corporate Europe Observer we reported about the activities of the European Roundtable of Industrialists (ERT) to influence the process of EU enlargement with Central and Eastern European countries. A recent step in this strategy has been to establish close cooperation with the Regional Environmental Centre (REC), one of the most prominent environmental networks in Central and Eastern Europe. We report on the joint ERT-REC seminar Industry-Government Dialogue on EU Accession. 

Finally, we continue our series on corporate think-tanks with a portrait of the Centre for European Policy Studies (CEPS), frequently consulted by the media, who describe CEPS as an independent expert group. In fact, CEPS is another example of a think-tank heavily dominated by and biased towards the interests of its corporate membership and sponsors.
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