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With 25 years of international experience the M&A 
arm of Dowie International Business Advisors is 
suitably experienced to run your larger transaction.

What qualifies a transaction  
to be classified as an M&A?  
4  If your business is generating earnings in 

excess of $5 million, it may be too large for 
a single buyer, thus alternate methods are 
required to sell or develop your business.  
Dowie International Business Advisors have 
an established network, to match our skills & 
expertise to deliver the M&A process.

4  If business growth is out pacing your capital 
capability, partners may be required.  This 
may come from industry players, international 
entrants or investors.

4  If you are generating substantial revenues and 

have taken the business as far as you can but 
still want to see it grow to its potential then 
you may need a shift in structure, strategy, 
personnel, funding or ownership.  All of these 
may be discovered via the M&A process.   

The strategy in all of these cases must be 
tailored, developed from deep research and 
must consider both your personal & business 
ambitions.  The process takes a great deal of 
negotiation skill, financial acumen & business 
knowledge.  At Dowie International Business 
Advisors we don’t believe that it needs to be 
over complicated.  Before you spend  
thousands talk to us about mapping out  
a strategy that works for you.  



Our M&A process includes the following elements:  

R

What is it that you really want or need?  How do we 
achieve your aims?  This element is about discovery & 
some blue sky thinking.  In most cases there is more 
than one answer, so we work with you to establish the 
various horizons.

Research, Analysis & Strategy 

All buyers require documented, evidence of your com-
pany’s income-generating potential.  A display of past 
performance & future financial projections is a start. A 
credible overview must include an analysis of industry 
trends, a scan of the industrial landscape, the competi-
tor’s positions, & other influences.  The future strategy 
of the company is imperative at the appropriate time.

Valuation & Marketability  
of your business

A key component of your business-sale strategy is the 
valuation.  We deploy multiple methods to arrive at the 
appropriate value range.  Whilst it is important to justi-
fy the valuation a strategic buyer may be willing to pay 
a premium to acquire a competitive advantage.  Our 
experienced business professionals help you consider 
all the factors & arrive at the appropriate level.

Setting the Strategy  
& Preparation of Information 

Together we set the strategy & prepare high quality 
memorandums & data packs for review of potential 
buyers.  This allows us to present your company’s his-
tory & demonstrates the earning potential. The docu-
ments must present your company suitably to entities 
whom review sophisticated corporate documents on a 
regular basis. 

Deliver the Market plan, 

Identification & Approach Suitors
 
We painstakingly identify qualified buyers before 
we make any approach.  The timeliness of action is 
imperative as influencing factors may change rapidly.  
We assess potential buyers for the appropriate match 
through their business mission, culture & competitive 
strategies.  We only approach qualified prospects.  
The information we prepare is vital so we protect this 
at all times.

Negotiate the deal 

Each case is different, the ideal negotiating scenario 
begins with multiple, qualified buyers. This permits an 
atmosphere to maximize the sale price.  It is possible 
to have strong negotiations with only 1 investor, this 
requires seasoned professionals who understand how 
to focus on value & outcome not price.

Due Diligence

The buyer will often require a professional team to 
evaluate your company. Tax experts, lawyers, accoun-
tants & financiers may scrutinize your company and 
provide an evaluation to the buyer. Due diligence is an 
intense process that can surprise unprepared sellers. 
Well-prepared information, defensible documentation, 
& our help will see you through the process. 

Close the deal 

When you and the buyer are satisfied with the deal 
structure, the Definitive Purchase Agreement is signed. 
Dowie International Business Advisors are able to assist 
with any further integration and or follow up after this 
process and the close of the deal.

1)  Review the Business & your Options

2)  Research, Analysis & Strategy

3)   Valuation &  
Marketability of your Business

4)   Setting the Strategy &  
Preparation of Information 

5)   Deliver the Market plan,  
 Identification & Approach Suitors

6)  Negotiate the Deal 

7)  Due Diligence

8)  Close the Deal 


