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What impact did your proprietary technology have on the sale process? (Price, expectations, complications, etc.) 

 

Jim Feeney:   

Our 7 patents had a significant impact on every aspect of our profit results and the value of the business at sale. The 

technology of producing our own resin increased gross profit per pound produced by 24% during the TTM EBITDA 

used to value the business. In addition, we received a higher multiple because of the value of technology to the 

buyer: the buyer can use the technology to reduce cost in his similar business operation. This is the reason we held 

off selling the company for a year. We needed 2015 to prove the technology could produce the financial results. 

 

 

In Paul’s “triggering event” scenario, is that really the best time to sell i.e. if you wait for that event do you get the 

best price? 

 

Paul Stewart:   

The triggering event may/or may not be the best time to sell in terms of valuation. Valuation is driven by three main 

factors 1) overall economy 2) industry specific outlook/performance and 3) company specific 

outlook/performance.  If the times are good for all three factors listed, the owner/entrepreneur is probably not 

thinking of selling unless there was a personal trigger taking place (health, divorce, etc...). Another factor for 

consideration is if and when an unsolicited offer is made for a business, most owner/entrepreneur view this as base 

valuation level from which liquidity could be achieved anytime in the future. This is not the case, as highlighted 

above, valuation is always time specific based on the three factors listed.  

 

 

How do you give the key managers financial incentives to stay with a family owned business when they know there is 

not going to be a major payout opportunity with a change of control event? 

 

Steve Ziegler:   

I give key people annual salary and bonus more than twice what they can receive anywhere else.  I think these people 

would rather get their money now as opposed to maybe, hopefully, possibly getting something in an uncertain future 

when the change of control may not be all too kind to them.  And, they all get it that Inpro is a family business and 

they are being respected and taken care of.   

I also give them what they like just as much, and that is the freedom to run a business as if it were their own.  In the 

last sixteen years I do not recall any time where I used the “owners trump card” to change a Senior Manager’s 

decision or course of action.  They each run their areas in concert of our annual tactical plan, and together their 

music is beautiful!    
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How have you seen your respective brands affected by your mergers/acquisitions and how did you deal with that 

challenge? 

 

Jim Feeney:   

In our case, the influx of new and aggressive Cap EX by the new owner enhanced our position to expand the business 

to additional US markets. It is critical that the quality and service by the people the customer knows remain solidly in 

place. Strong relationships with customers are the foundation of sustainable success with a customer. It is important 

that the front line people who built these relationships remain in place. They are the best chance for insuring a 

seamless transition. This issue is too often overlooked by decision makers who are inexperienced in direct customer 

contact. They tend to believe changing out field sales and customer service people are not an issue with customers. 

 

We are a small family owned company – 3rd generation of ownership.  Business has become stagnant.  What is a 

good way to analyze if it’s too late to do an acquisition and grow?  From a capital standpoint.  Or if it’s better to just 

keep trying the organic growth route? 

 

Jim Feeney: 

It is likely you need a serious strategic evaluation (and plan) of your business and the growth potential of the markets 

you are involved with. The answers to your questions really involved in asking a number of questions to arrive at a 

valid understanding of your current business’s capabilities, strengths and weaknesses. Acquisitions are a challenge 

and stressful for all involved especially if you are inexperienced in the issues associated with absorbing a business 

acquisition. Acquisitions can become a problem and not a solution if solid research and unbiased evaluation do not 

occur. 

 

Paul Stewart: 

It’s never too late to implement a growth through acquisition program. The success of such a program will be 

dependent upon execution. The owner/entrepreneur needs to realize that the team has been developed to possess 

the skills and personality required to maintain a no/low growth business. The difficult assessment will be the team’s 

ability to execute in a growth through acquisition environment. Is the owner/entrepreneur willing to recognize and 

make the team changes as required?  

 

What about after the decision to sell has already been made?  Do you spend a lot of time reassuring sellers about the 

unfamiliar process? 

 

Jim Feeney: 

This seems like a question for Tom or Paul but I’ll provide my input. Investment bankers, PE investors, and M&A 

attorneys are extremely helpful (if not fire them) in guiding a seller through the sale process. The good ones have a 

well-established process that they walk the seller through step by step. This is commonly a significant discussion 

point when interviewing prospective Investment Banking teams. 
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Presented during the Panel Discussion - additional thoughts: 

 

1. Exit Business = Exit Community.  That impacts three powerful motivators:  Kinship, identity, and meaning.  

How does a business owner prepare for that huge loss? 

 

Jim Feeney:  I suggest you retain visibility in the community by volunteering for leadership positions in the 

community. Also seek positions on various boards. 

 

 

2. What are some challenges to think about for minority owners that want to sell their interest in a business? 

 

Jim Feeney:  Establish a stock evaluation methodology before investing. Minority investors have limited 

“muscle” in liquidating their position without a predetermined methodology for valuing the stock. 

 

 

3. Paul – In a recap scenario, in which the owner/founder stays involved, what psychological factors have you 

seen make for a successful collaboration with PE investor and what make it less successful? 

 

Paul Stewart:  If the owner is staying involved, alignment of future direction and the changes that will need 

to occur to be successful should occur before the deal closes. As mentioned above, if the company has solid 

fundamentals, but has been low/no growth, and the owner is partnering to achieve future growth, the 

management team will be operating in a new environment. It will be a given that some on the team will long 

for the good old days. The PEG/Owner alignment can be powerful tool in making this transition successful or 

can be its demise. 

 

 

4. How do the panelists recommend taking the emotion out of deciding what to do with a family held business? 

 

Jim Feeney:  Seek outside input from professionals (legal, accounting) and from our family business owners. 

 

5. Can the panelists speak to their perspective on the importance of engaging an industry specialist in a 

transaction process versus a generalist? This depends on the size (value) of your business. 

 

Jim Feeney:  I suggest as you are approaching $3MM in EBITDA (and above) you should seek out and 

evaluate a specialist(s) in your industry. They have a solid base of contacts who could be prospective buyers. 

Good specialists help provide an efficient process.  

 


