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When there is less than one year before an exit, there is no time for 
major strategic overhauls or other big company changes.

Yet there is still time to make smaller, meaningful changes that 
collectively increase your company’s value and also improve the 
probabilities of a successful deal completion.

Based on our deal experience of over a decade, we’ve identified 20 
essential exit preparation points for Founders and their Management 
Teams to consider in their final months of exit preparation.

These 20 recommendations do not include the actions and activities 
that your chosen M&A advisors would do as part of their preparatory 
work for your deal. We are always happy to talk with you about that 
separately.

In the meantime, I hope these 20 points are thought-provoking and 
helpful.

Tim

Tim Evans
Managing Director 
and Founder

twe@boxington.com



#1 Maximise profit by 
reducing discretionary 
spending

But do so gradually and sustainably. 
Cutting costs too aggressively may 
signal to buyers and investors that the 
business’s long-term prospects have 
been compromised in doing so. 



#2 Avoid making changes to 
your business or delivery 
model

Such changes may unnerve buyers as 
they fear that legacy business/ 
delivery models are outmoded and a 
significant reason for a sale being 
explored.



With less than a year until exit, 
investments with long payback periods 
are unlikely to be valued by buyers and 
will generally be seen as a net cost to 
the Founder in an M&A deal.

#3 Reduce investment that 
will take more than 2 years 
to payback



#4 Identify and record 
your normalisation add-
backs

The sooner this is done (for the last 
two years, current year and next two 
forecast years) the more accurate and 
valuable it will be for maximising exit 
enterprise value.



KPIs (key performance indicators 
beloved by buyers) may include client 
retention, client account growth, client 
concentration, recurring revenue %, 
gross and net profit margins etc.
 

#5 Identify and track a 
handful of your most 
important KPIs



#6 Formalise Management 
Team succession plans

With less than a year to exit, it's too 
late for full succession planning, but 
initiating a realistic management 
succession plan can reassure buyers 
about post-deal stability.



Value is unlikely to be achieved for 
such activities. Indeed, they may create 
a negative value as well as 
complicating a deal. In some instances, 
they may even cause buyers to drop 
out of a sale process.

#7 Close loss-making or 
subscale activities



#8 Gently increase PR 

Boosting the company’s profile 
reassures buyers during due diligence 
but avoid heavy PR campaigns that 
seem contrived. Instead, highlight 
succession management through 
published thought-pieces by them.



As you approach your exit, securing the 
best possible deal team and ensuring 
they allocate dedicated time to your 
transaction is essential, as top advisors 
will have other deals competing for 
their attention.

#9 Pick and reserve your 
advisory teams (M&A, legal 
and tax)



Work with your deal advisors to 
determine the optimal exit timing for 
the year ahead, taking into account 
factors such as summer holidays, 
company seasonality, and key 
management absences.

#10 Decide the exact 
timing of your exit within 
the planned exit year



For recommendations 11-20 or to discuss 
more bespoke advice specific to your 

Company, please get in touch.
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