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Business Sales and Majority
Recapitalizations

THE UNFORTUNATE REALITY  
100% of business owners will exit their 
businesses at some point in the future.  
The majority of them will do so via a sale 
of the business to a 3rd party buyer.  
Unfortunately, however, only about 15% 
of all business owners have a thorough 
understanding of all the variables involved 
in accomplishing this complex objective.
When they do finally execute the sale of 
the business, it is often done without the 
insight they need, so the sale is transacted 
on the buyer’s terms.  Another large 
and growing segment of the business 
community is comprised of companies 
(and their owners) that would benefit 
greatly by recapitalizing a majority of the 
business with a local investor, private 
equity group, or independent sponsor.  
While the marketplace of potential 
financial partners grows daily, many 

SAMPLE DEALS
We have closed a multitude of deals in our 
history.  Following are but a few examples 
of the types of deals we’ve enabled over the 
years:

 •  Facilitated the majority recapitalization 
of a $12,000,000 oil & gas service 
company with a regional Strategic Buyer.

 •  Sold a $10,000,000 hydraulics company 
to a regional Strategic Buyer.

 •  Sold a $35,000,000 components 
manufacturer to a large Family Office.

 •  Facilitated the majority recapitalization 
of a $30,000,000 plastics manufacturer 
with a national Conglomerate.  

 •  Sold a $4,000,000 mid-stream oil & gas 
rental company to a local Search Fund.

 •  Sold a $40,000,000 food manufacturing 
company to an international Strategic 
Buyer.

 •  Facilitated the majority recapitalization 
of a $70,000,000 metal manufacturing 
company with a national Private Equity 
Group.

 •  Sold an $8,000,000 food delivery 
company (a Private Equity Fund’s 
portfolio company) to a national Strategic 
Buyer.
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601 714 2777  Ridgeland, MS
501 588 8855  Little Rock, AR 
www.strategicmaadvisors.com 

F RO M  A  B U Y E R

“SMAA does an exceptional job representing  

their clients. They care deeply about  

working together with the buyer and seller  

to successfully close transactions that are  

good for everyone involved.”

– STEVE HARVEY, MBA – 
managing director, dakota capital, llc

F RO M  A  C L I E N T

“SMAA took care of selling my business as if it 

was their own. Day or night, they responded 

when I needed them. Exceptional attention to 

detail. We wouldn’t have been able to maximize 

our sale price without them. I would highly 

recommend them.”

– KYLE ALLMENDINGER –

The sole focus of Strategic M&A 

Advisors is to shepherd business 

owners on a new leg of their journey.  

We sell businesses and facilitate the 

creation of majority recapitalizations 

so that your ultimate goals and 

objectives become reality.  

competitive market place of buyers 
without compromising confidentiality? 
• What information should I provide 
to prospective buyers, how should I 
provide it, and when? 
• Should I have a pre-determined 
asking price for my business or let the 
market determine the ultimate value? 
• At what point in the process should 
I invite prospective buyers to visit the 
business? 
• At what point in the process should I 
involve the management team and staff? 
• How many offers should I expect to 
receive? 
• What is the best way to negotiate 
offers with prospective buyers

THE BOTTOM LINE

 At Strategic M&A Advisors, we 
understand how to position a client for 
maximum market value and then so that 
we can execute the best strategy for 
accomplishing the highest and best set 
of objectives.  We anticipate the key 
questions that will arise and the best 
possible answers.  You have worked hard 
to grow your business, and now it’s time to 
capitalize on your years of hard work and 
dedication.  Don’t leave this all-important 
outcome to chance. 

NO-COST, NO-OBLIGATION 
ASSESSMENT  
Are you thinking about selling your 
business?  Is a majority recapitalization 
in your future?  Getting started is easy.  
Simply call Strategic M&A Advisors for a 
no-cost, no-obligation assessment of your 
business and readiness to achieve your 
most important goals.  

F RO M  A  PA RT N E R

“I’ve had the opportunity to work with  

SMAA and its principals on multiple occasions  

and they are consummate professionals.  

They are thorough in not only guiding their

clients through the sale process, but also  

in preparing them in advance for the  

rigors of the process. It is always a pleasure 

to work with them on a project.”

– JIM NEELD – 
president, young wells williams p.a.

business owners have never considered how such 
a partnership could enable exponential growth of 
the business at a substantially reduced level of 
risk to the owner. 

THE SOLUTION

Whether the strategy is to sell the business 
or recapitalize, a clearly defined and proven 
process should be followed in order to 
maximize business value and the likelihood 
that the other important goals and objectives 
of the business owner will be accomplished. At 
Strategic M&A Advisors, that’s our business.  

THE PROCESS 
 Every business is different.  Every business 
owner has a different set of goals and 
objectives.  Therefore, no two processes of 
selling or recapitalizing are the same.  While 
each individual process is unique, Strategic 
M&A Advisors recognizes that a successful 
process must include a methodical game plan to 
affirmatively answer the many difficult questions 
that will arise, such as:  
 
• What aspects of my business add to and 
detract from ultimate valuation potential? 
• How will prospective buyers negotiate 
against me? 
• What is the current market value of my 
business? 
• Are my business valuation expectations 
reasonable? 
• How do various forms of deal structure 
impact the valuation of my business? 
• Is my business and strategic plan best 
suited for a strategic buyer, a financial buyer, or a 
hybrid? 
• How can the market place of specific 
buyers (strategic and financial) for my business 
be identified? •  How can I access a broad, 

THE STRATEGIC M&A ADVISORS 
TEAM  
We have assembled the best sell-side 
M&A advisory team in this part of the 
country, hands down.  Check out our 
team-sheet for more detail.

TYPES OF BUSINESSES SERVED 
 Strategic M&A Advisors works with all 
types of lower middle-market, privately 
held, and family owned businesses.  
Whether your business is service or 
product related, we’re interested in 
helping you accomplish your sale or 
majority recapitalization goals.  
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Following are several industries in which 
we’ve served our clients well:

Manufacturing Wholesale & Distribution

Transportation Professional Services

Healthcare Medical Equipment 

Oil & Gas Services Construction
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