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• Excessive travel, meals and 
   entertainment expenses (or 
   personal maybe?)
• One-time or extraordinary 
   legitimate business expenses 
   (lawsuit, 25th anniversary party,   
   failed marketing campaign, etc.)
• Relatives on the payroll that 
   aren’t really working and won’t 
   go with the aquiring company.

There are countless examples, 
these are just a few of the most 
common ones.

Have you done an analysis of 
these types of expenses for the 
past 3 or 4 years and the current 
year to date? You’ll need it for 
your sale of the business efforts 
when you do plan to move 
forward with it.

THE IMPORTANCE OF 
INTERNAL CONTROLS
Internal controls are procedures 
and documentation that is put in 
place for many reasons. 

• Safeguarding of assets (cash for 
   instance, but physical assets too, 
   such as inventory, etc.)
• Integrity of the processes and 
   procedures.
• Onboarding new personnel and 
   getting them up to speed.
• Safeguarding against the sudden 
   loss of a key person that handles 
   key business functions.
• Giving the buyer a good look 
   into how you run your business 
   and how secure it is against the 
   risks noted above and many 
   more.

“Proper preparation 
prevents poor 
performance.”

BE PREPARED
As they say, proper preparation 
prevents poor performance. 

For most business owners, the exit 
of the business can be the most 
financially rewarding event of 
their lives. The question is, why 
don’t more owners focus on this 
and help maximize the outcome?

MEET THE EXPERT.
David has been a member of the 
firm since inception and has been 
practicing in public accounting 
for more than 30 years. As the 
head of the firm’s Transaction 
Advisory Group, he regularly 
advises CRR clients in buying and 
selling their businesses, as well as 
mergers, acquisitions, and joint 
ventures. 

David’s skill set is valuable 
throughout all stages of the 
transaction process, and through 
early involvement he is able to 
help maximize the financial 
results for his clients. His tacti-
cal approach to buyer and seller 
due diligence enables a smooth 
transaction process, with a focus 
on facilitating a well-organized 
transition for both sides. He also 
frequently speaks and writes on 
these topics and hosts transaction 
related seminars and workshops.
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THINKING OF SELLING 
YOUR BUSINESS? 
Selling your business is a process, 
not an event. Determining the 
right time to sell, and finding the 
right buyer to sell to, can be 
stressful. There are legal and tax 
issues to consider, and 
negotiations can be complex and 
lengthy.  We can help.


