
 
 
You’ve spent years building your most important and valuable asset - your business. But now you are at 
a crossroads and need advice. Whether you are selling your business, buying a company, raising capital 
or planning your business exit strategy, we stand ready to guide you through every step in the deal 
process. We offer a full line of advisory investment banking services tailored to small and middle-market 
business owners. 

For over 30 years, our team has been managing complex financial transactions that maximize value for 
our customers while earning their trust and building long-term advisory investment banking 
relationships. Our commitment to remain independent from any investment or lending affiliates ensures 
that we deliver unbiased guidance. It also promotes maximum competition among lending sources, 
helping to fully leverage value for our clients. 

Securing financing or capital resources can be a complex process. Structuring a favorable deal requires 
extensive knowledge of debt and equity capital markets and sources, the analytical skills to compare 
competing offers, and the transaction expertise of a knowledgeable advisor to maximize value. We help 
you develop financing alternatives and recommend an appropriate course of action, identify prospective 
debt equity and joint venture partners, and work with them diligently to obtain the capital you need at 
the lowest possible cost. 

As an Advisory Investment Bank, our role is to evaluate your company's financial needs and to help 
you raise the type of capital that best fits those needs. The term “Corporate Finance” is associated 
with transactions in which capital is raised in order to create, develop, or grow businesses – i.e. with 
transactions in which capital is raised for the corporation. In the Public and Private Markets, these 
may include: 

• Raising seed, start-up, development or expansion capital 
• Mergers, demergers, acquisitions or the sale of private companies 
• Mergers, demergers and takeovers of public companies, including public-to- private deals 
• Management buy-out, buy-in or similar of companies, divisions or subsidiaries – typically backed 

by private equity 
• Equity issues by companies, including the flotation of companies on a recognized stock exchange 

to raise capital for development and/or to restructure ownership 
• Raising capital via the issue of other forms of equity, debt and related securities for the 

refinancing and restructuring of businesses 
• Financing joint ventures, project finance, infrastructure finance, public-private partnerships and 

privatizations 
• Secondary equity issues, whether by means of private placing or further issues on a stock 

market, especially where linked to one of the transactions listed above 
• Raising debt and restructuring debt, especially when linked to the types of transactions listed 

above 

Sourcing and managing capital are often key challenges faced by business owners. Your company should 
be driven by its business strategy and should not be constrained by its existing capital. In the current 



 
 
rapidly changing and increasingly complex capital markets environment, it is critical to have a trusted 
advisor with the experience and proven ability to engineer a financing solution. 

The full menu of financing strategies for our clients includes: 
• Growth, Diversification and Acquisition Capital 
• Management Buyouts 
• Leveraged Buyouts 
• PIPEs (Private Investments in Public Companies) 
• Recapitalizations 
• Debt Refinancing 
• Partial Sale or Partial Recapitalization 

Our goal is to create an optimal capital structure for each client. We consider all aspects of a company's 
capitalization to maximize the flexibility, pricing and structure. These corporate finance projects 
generally involve every available source of capital on behalf of our clients, including asset-based loans, 
senior cash flow loans, institutional private placements, equipment and mortgage financing, asset 
securitizations, operating or capital leases, subordinated debt, preferred stock and common equity. 

Our team has deep experience in the debt, mezzanine and equity markets. We maintain active 
relationships with numerous institutional investors, including major investment funds, family offices, 
private equity firms, venture capitalists, angel investors, regional commercial banks, non-bank lenders, 
hedge funds, and FINRA Broker-Dealers. 

Our clients are guided through the financing process, enabling management to focus on day-to-day 
operations. For companies seeking a broad range of financing alternatives, we arrange private 
placement of debt and equity securities through our relationships with institutional, ultra-high net 
worth individual investors, and FINRA Broker-Dealers. Our private placement abilities have enabled our 
clients to expand, effect ownership transitions, recapitalize and acquire other companies. 
We assist our clients in: 

• Clarifying the goals and objectives of the Shareholders 

• Determining the best source of financing to meet the company’s operating needs 

• Recommending a strategy for raising funds 

• Clearly demonstrating the Company’s Value in a Confidential Information or Private Placement 
Memorandum 

• Working with the appropriate strategic lenders and investors 

• Assisting in the negotiations for the best terms in the transaction 

  

Whether our clients are securing capital for business acquisitions, to fund business growth or to provide 
shareholder liquidity we are experienced in assisting with your financing strategy. 



 
 
 

SELLING A BUSINESS 

During the life of nearly every business owner, there comes a point when one contemplates selling all or 
part of the company. For some owners, the decision to sell a business and transfer the risks and 
responsibilities to someone else is the clear choice. For others, the decision to sell may not be so cut and 
dry. It may make more sense to seek a financial partner who really understands the industry and the 
business opportunities a recapitalization would bring. It may be time to sell only a division, subsidiary or 
product line in order to improve the long-term prospects for a company. 

For most business owners a sale, merger, or recapitalization is unfamiliar territory and going it alone 
may not be the smartest choice. For over thirty years, our team has been helping business owners 
maximize their company's value. Our commitment to remaining independent from direct lending 
sources or investment capital affiliates ensures that we deliver unbiased guidance and helps to increase 
competition among potential 

DIVESTITURE STRATEGY 

Selling a business, a division, a subsidiary, a product line or major asset is a process that requires equal 
parts creative thinking, critical analysis, expert advice, sound planning and flawless execution. Having 
the right team of advisory investment banking professionals working for you is critical to ensure success. 

Our prime objective is to achieve the best possible terms for you. We develop a custom divestiture 
strategy. We establish price expectations and realistic valuation parameters. We identify and assess 
prospective purchasers, nationally and internationally, and design and draft the information 
memoranda. 

We handle the divestiture process in a sophisticated and dynamic manner. We refuse to be bound by 
standard methodologies… from inception to completion we regularly check and refine the sale 
template, thereby ensuring it reflects not just our expectations but the best available solution in the 
marketplace. 

Our divestiture mandates include the development of a strategy to maximize value and achieve other 
objectives of the selling shareholders such as form of consideration, timeliness, confidentiality, and 
minimal disruption. A controlled, competitive sale process is typically conducted, tailored to the 
circumstances and sensitivities of our client and the business. This process incorporates the 
identification and qualification of prospective strategic and financial buyers around the world. 

RECAPITALIZATION AND LIQUIDITY STRATEGY 

There comes a time in the life of many companies when an infusion of new capital or the addition of a 
strategic equity partner makes good business sense. There are a variety of reasons why it might be time 
for the Recapitalization of your business: 

• Buyout of partners or family members 



 
 

• Remove a portion of the real value of your company in cash as capital gains 
• Infuse capital for growth 
• Remove your personal risk from all corporate liabilities 
• Create a vehicle to enable your management team to acquire equity or buy you out... for cash! 
• Grow the business with the new investor's capital and sell the remainder of your equity down 

the road - at an even higher value! 

Whatever your reason, if you decide that personal liquidity or an infusion of new capital is a smart 
move, the questions then become, “Where does this new capital come from?” and “How can I 
implement this growth strategy?” 

We are experts in developing custom growth strategies for middle market businesses and helping 
owners implement those strategies. During our 30 plus year history, we have developed relationships 
with both strategic and financial buyers alike. With our worldwide network of Dealmakers, we are 
uniquely positioned to help you achieve your business goals. 

THE BUSINESS SELLING PROCESS 

For most business owners, selling a business is something that may happen only once in a lifetime. So, 
once you’ve made that decision to sell…..what happens next? If you haven’t experienced the business 
selling process before, you may not know. Many of our Strategic Partners have themselves been 
through the selling process as former business owners. 

FORMULATING THE EXIT STRATEGY 

• Uncover exit goals via preliminary interview 
• Develop an exit strategy based on those goals 
• Establish business valuation criteria and ranges 
• Develop business value expectation 
• Develop enhancement strategies to maximize company value prior to sale. 

PREPARING THE BUSINESS FOR SALE 

• Assess company’s strengths/weaknesses 
• Develop personalized marketing program 
• Prepare powerful marketing documents including a brief blind executive profile and a 

confidential information memorandum 
• Prepare a secure password protected microsite which can contain video and pdf documents  

  

MARKETING THE COMPANY 

• Identify potential buyers worldwide 
• Identify prospective equity and strategic partners 
• Identify, screen and initiate confidential discussions with potential buyers 



 
 

• Generate interest and arrange facility visits 

 

EXECUTING THE SALE 

• Receive Letters of Intent 
• Negotiate chosen Letter of Intent on behalf of the client 
• Negotiate structuring the transaction 
• Managing the due diligence process via a secure online Data room 
• Coordinate legal, tax, accounting and other professionals 
• Review agreements and closing documents 

BUYING A BUSINESS 

As most business sales are confidential, you’ll rarely see a “For Sale” sign posted in front of a business 
that is on the market. So, when you’ve decided to invest in an existing company, how do you go about 
locating that one business that fits your goals and budget? Buying a business is a complex process that 
requires expertise in researching and identifying acquisition prospects, initiating conversations, and 
recommending strategies for making an offer. 

Our commitment to remaining independent from any investment or lending affiliates ensures that we 
deliver unbiased guidance. It also promotes maximum competition among lending sources, helping to 
fully leverage value for our clients. We have made it easy for private equity groups to stay informed 
about investment opportunities via the secure portal on our website. 

GROWTH AND DIVERSIFICATION STRATEGY 

Most companies that are large enough to acquire others have already learned that even though it may 
appear expensive, it can often be easier to acquire than to develop internally. The decision to acquire 
begins with an analysis of your current IRR. If you find that you can earn 15% on monies invested 
internally and you can acquire companies for an ROI of 20%, you should be in growth through 
acquisition mode. 

If you find yourself in that position, the next question is direction. Do you want to simply buy 
competitors and increase revenues, or are there synergistic products and markets that could maximize 
your current marketing operation? Should you be adding new geography or adding new markets in your 
current area? Develop a strategy before you start the process of looking for acquisitions. 

 

There are many considerations to be noted in an acquisition analysis, which differ for a corporate 
acquirer and a financial buyer. The acquisition criteria should include amongst other factors: synergy, 
management, products, markets, savings, capacity, and price. Other considerations would be red flags 
that could signal dangers below the surface such as inconsistent financials, environmental issues, 
lawsuits, low margins, competition, and poor documentation to list a few of the more obvious. 



 
 
 

We offer creative solutions for growth and diversification financing. You may wonder about the 
appropriate financing for your company and where to find investors or lenders. You will need to 
consider the advantages and disadvantages of equity and debt financing. Financing growth means 
attracting investors and building financial partnerships that ensure your long-term success. We can link 
you with capital sources to help you stay competitive. We can provide you with many options from 
senior debt facilities to growth capital and mezzanine funding - let us help you craft the right package 
with the right team for your business. When your business needs growth financing, timing is critical. We 
have the right contacts to deliver the financing you need, when you need it. 

Our experience tells us that for every company that is “for sale” there are four that would like to sell, 
but will not seek out a buyer for fear of losing confidentiality or some perceived negotiating advantage. 

ROLL-UPS AND CONSOLIDATION STRATEGY 

Savvy business owners use consolidation and roll-up strategies to achieve rapid business growth. By 
combining several smaller entities, the resulting company is usually stronger yet leaner. When you want 
to take advantage of the fast growth offered by a consolidation or roll-up, our broad reach, sources  of  
financing,  and  efficient  closings  can  help  you achieve your business growth goals. 

When your plans include multiple acquisitions with the goal of consolidating the new companies into a 
larger, stronger entity, we can help you answer these key questions: 

• Is the platform company prepared to manage multiple companies? 
• Is the platform company appealing to lenders and investors? 
• Which companies will best integrate with my company? 
• How can I structure a consolidation to take advantage of simultaneous closings, if 

appropriate? 
• Is the industry positioned for a consolidation? 
• How do I finance the process? 

MANAGEMENT BUYOUT STRATEGY 

Key executives or managers of a successful company often make great new owners. A management 
buyout can be engineered which facilitates the transfer of ownership to a group of key employees and 
their co-investors. Buyouts vary in size, scope and complexity but one key ingredient to every successful 
MBO is skillful negotiation. 

 

Most MBOs are structured using varying combinations of equity and debt and the purchasing managers 
look to both private equity funds and institutional investors as sources of financing. Typical MBO 
candidates include owners who look to retire, distressed companies and corporations with non-core or 
non-performing divisions. In each of these situations supreme confidentiality is demanded. Unlike most 



 
 
other business growth options, an MBO restricts the buyer pool to one party… the current management 
team. Planning, strategy and coordination are essential to the completion of an MBO. 

THE BUSINESS BUYING PROCESS 

Once you have decided to buy a business, locating that one company that fits perfectly with your 
business goals and budget can be a challenge. We have developed and refined a successful business 
buying process. 

CLARIFY THE BUYING STRATEGY 

Develop alternatives and recommend appropriate courses of action for owners to take as part of a 

• Growth Strategy 
• Industry Consolidation Strategy 
• Business Diversification Strategy 
• Management Buyout 

IDENTIFY AND QUALIFY PROSPECTS 

• Identify multiple potential acquisition targets, including companies not on the 
market. Ascertain if they have an interest in selling and a desire to complete the 
transaction as offered by the buyer 

• Qualify the prospects based on the criteria established with the buyer 
• Establish valuation expectations and price multiples 
• Exchange information and assist in the negotiation of a letter of intent 

 

NEGOTIATE AND CLOSE THE DEAL 

• Structure the deal 
• Coordinate the professional team including attorneys and CPAs 
• Close the deal 

 

 
 

DISCLAIMER: C9CC is NOT a United States Securities Dealer or Broker or U.S. Investment Advisor. C9CC is a Consultant and makes 
no warranties or representations to the Company or Transaction. All due diligence is the responsibility of the Company. This agreement 
is never to be considered a solicitation for any purpose in any form or content. Upon receipt of this agreement, the Company hereby 
acknowledges this Disclaimer. If acknowledgement is not accepted, Company must return any and all documents in their original 
receipted condition to C9CC. This electronic communication of this agreement is covered by the Electronic Communications Privacy 
Act of 1986, Codified at 18 U.S.C 1367,2510-2521,2701-2710 AS PER GRAMM-LEACH-BLILEY ACT 15 USC, SUBCHAPTER I, 
SEC 6801-6809 DISCLOSURE OF NONPUBLIC PERSONAL INFORMATION. 

 
PRIVATE AND CONFIDENTIAL: This document contains privileged and/or confidential information. It is intended solely for the use of 
the Company. This document is not a solicitation or recommendation to buy, sell, or hold securities. This agreement is meant for 
informational and educational purposes only and does not provide investment advice. 


