
Numitas 8-step Exit Preparation guide
The Numitas 8 Step Guide outlines the key activities that should be addressed when 
addressing your exit plans. Maximum benefit can be gained by starting the process 
from at least two years in advance.

1 Revenue and margin analysis 

Knowing which customers, products and markets provide you with the most revenue 
and the best margin enables you to drive performance, making your business more 
profitable and more attractive to buyers.

A Finance Director will: understand the revenue and margin model; which customers 
make money and which don’t, how those are distributed across the client base for 
concentrations, analyse by sector, geography or business type and track trajectory and 
trends across recent months and years. Determine business KPIs and levers that can be 
evidenced to drive maximum future value. 

2 Growth plan and scenario assessment 

Building a financial model that outlines the impact of various scenarios on the business 
clearly demonstrates how further profitable growth can be achieved to maximise your 
future sale value.

A Finance Director will: develop a business plan and financial model to determine the 
optimum strategy and resulting revenue, margin, profitability and cash potential of the 
business, which in turn maximises value. Assess the sensitivity of that value to different 
growth assumptions, but also to alternative exit strategies or scenarios. 

3 Overheads and profitability 

Analysing overheads and reducing fixed costs enhances profits and increases the value 
of your business.

A Finance Director will: consider options to reduce overhead expenditure and maximise 
earnings. Review supplier contracts to improve efficiency and other measures that can 
have an important impact on bottom line earnings which may drive key value multiples. 

4 People 

Establishing incentives for key employees to remain in the business post sale reduces 
risk for the buyer and ensures the business valuation is defensible.

A Finance Director will: ensure valuable members of the team are motivated to stay 
with the business via appropriate incentive schemes, and demonstrate succession plans 
or structures that enable the business to be managed without the founder/MD. Buyers 
will often want to introduce earn out clauses or similar for key employees that effectively 
protect the ongoing business value and mitigate risk. 
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5 Professionalise the books 

Ensuring accounting information and financial statements are accurate provides 
compliance, confidence in numbers and transparency, so there are no surprises during 
due diligence.

A Finance Director will: conduct a full review of the current financial and management 
accounts, balance sheet and profit statements to ensure everything is accounted for 
correctly, reconciliations are up to date and presentable to third parties. Revenue 
recognition and other accounting policies can be key in assessing true earnings and 
determining realistic value. 

6 Systems, controls and process 

Buyers like businesses that are run efficiently and smoothly. Documenting business 
processes, reviewing controls and updating systems enhances value and desirability. 

A Finance Director will: assess existing business systems and processes to confidently 
demonstrate that business risk across all areas is managed and controlled; from financial 
transactions, to placing purchase orders, to quality control and inventory management. 
Buyers will be put off by a business that is not being operated effectively and efficiently. 

7 Capital and group structure 

Streamlining group and entity structures enables easier integration with the buyer’s 
business and simplifies the frequent tax complexities. 

A Finance Director will: review the legal entity structure and ensure the business is not 
overburdened with unnecessary governance of redundant entities, costly administration 
and potentially unfavourable tax structures that can be unattractive to a buyer and lead 
to reduced valuation. Tax implications of how the business structure will integrate with a 
buyer is an important consideration. 

8 Data room and documentation 

Ensuring documentation required for the sale process is easily accessible enables 
buyers to complete the due diligence quickly and efficiently, reducing risk for them 
and maximising value for you.

A Finance Director will: from the outset, create a data room and collect digital copies 
of all relevant contracts, IP agreements, board minutes, sales agreements, employee 
contracts etc so they are easily accessible to any buyer during their due diligence, and 
ensure that data room is kept up to date.  
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