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Corporate mergers and acquisitions (“M&A”) represent a unique and key strategic growth alternative for large corporations in 
today’s business environment.  

However, opportunities to acquire targets have become more difficult to find in an increasingly competitive climate with a 
growing number of strategic and financial buyers seeking to deploy available capital.

A company that is seeking to grow through strategic acquisitions is often disadvantaged in uncovering and accessing 
acquisition opportunities compared to buyers that are visible to sellers and have established connections to sellers directly
or through intermediaries.

When a strategic acquirer gains access to attractive targets that are actively being sold in a competitive managed sale 
process, they are often at a disadvantage due to an experienced buyer.

As a result, a strategic acquirer may not be able to move quickly through the acquisition process compared to other 
bidders. 

Risks also exist for a strategic acquirer to overpay for a target or to lose the opportunity altogether due to under-bidding or 
incorrect negotiation factors.

Because of these factors, engaging Midwest Financial as a professional intermediary is usually the most proactive means 
for a prospective acquirer to successfully drive the acquisition of a target company.  

In these situations, a strategic acquirer may exclusively engage Midwest Financial to execute a comprehensive “buy side” 
process for identifying, accessing, and facilitating the successful closing of one or more strategic acquisitions.   

We will also act as a critical bridge to connecting with strategic acquisition opportunities, while the management team can 
continue to focus on operations.

Key Challenges for the Strategic Acquirer



Strategic Acquisitions
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Midwest Financial – M&A can help make your acquisition growth strategy a success. 

We know how critical it is to have your acquisition strategy in alignment with your current strategic plan.

We will work closely with you and your management team to identify ideal acquisition targets and successfully help you 
complete the transaction.

We have extensive experience with contacting potential sellers, making the initial approach, getting them to consider selling, 
and maintaining a good relationship throughout the acquisition process. 

We will assist you with everything from the initial contact through to closing.

1. Prepare a strategic acquisition criteria and plan 

2. Develop a list of acquisition targets

3. Conduct an extensive searches for potential      
acquisition targets 

4. Contact acquisition targets

5. Coordinate and facilitate contact, meetings, and visits 
with acquisition targets

6. Develop the key due diligence questions list

7. Coordinate financial, operations, HR, IT, legal, and       
other due diligence

8. Write Letters of Intent (LOIs)

9. Create the deal structure and terms

10. Negotiate the final price and terms

11. Coordinate  the design of final purchase agreements

12. Work with the lawyers, CPA firms, environmental firms, 
reps and warranty insurance companies, and others

13. Manage all transaction activities

14. Assist with arranging acquisition financing

15. Assist with closing the deal

16. Provide integration services post acquisition

17. Complete a thorough and detailed review of the 
acquisition process

18. Identify ways to complete the next acquisition(s) more 
efficiently

Our Strategic Acquisition Process:
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Our Strategic Acquisition Services
Midwest Financial - M&A works closely with clients to identify ideal acquisition targets, and quickly and effectively complete the purchase.
Through our vast network, we pre-screen potential sellers to evaluate market pricing and the likelihood of completing the acquisition.

Services for  Strategic Acquirers Include: Target Company Search Approach:

Completing the Acquisition

3. Due Diligence and the Letter of Intent 4. Financing and Closing the Acquisition

1. Acquisition Strategy 2. Initial Contact

Midwest Financial - M&A works closely with clients to identify ideal acquisition targets, and quickly and effectively complete the
purchase

 Prepare an acquisition plan and selection criteria
 Conduct searches for potential investment targets
 Coordinate and facilitating communications, meetings, and 

visits with potential acquisition targets. We ensure the 
confidentiality by requiring each potential seller to execute a 
confidentiality and nondisclosure agreement. 

 We carefully work with potential sellers to ensure your goals 
and objectives for price and terms are met.

 Assist in the negotiations, structuring, and closing of a 
transaction to achieve your maximum ROI and IRR.

 Conduct targeted, confidential searches based on your 
specific criteria and strategic requirements to identify 
appropriate acquisition candidates

 Obtain confidential financial and operating information 
required to complete the valuation estimate

 Conduct preliminary due diligence reviews by analyzing the 
company's financials, operating performance, and reviewing 
its competitive position

 Arrange visits, conference calls, and managing the 
negotiations, deal structure, financing, and closing of the 
transaction

Determine strategic and financial objectives
 Jointly develop the acquisition strategy
 Identify transaction parameters
 Complete a thorough industry analysis
Develop a list of potential acquisition targets
 Select a quality list of acquisition targets

Make appropriate contact with key targets
 Execute non-disclosure agreements (NDA)
Obtain key financial and other information
 Provide summary of the company
 Complete a valuation analysis 
Develop a SWOT analysis for each serious target

Determine key due diligence issues
 Coordinate the completion of due diligence review
 Assist with modeling acquisition scenarios
Develop/review deal terms and structure
 Assist with drafting, presenting, and negotiating signing of LOI

Develop financing scenarios 
 Assist with the securing of financing
 Consult on the purchase agreement
Work with buyer on key issues to close
 Coordinate the closing
 Assist with initial integration of the acquisition
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Acquisition Strategy, Goals and Objectives 

Acquisition Process and Procedures



Strategy Alignment with Your Acquisition Plan
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Acquisition growth strategy must be aligned with your corporate strategy and its goals and objectives. 

Develop a process to identify ideal acquisition targets.

Assist with aligning of the corporate strategy and the acquisition strategy.

Develop a process and set of procedures to successfully implement the acquisition process.

Contact potential sellers, make the initial approach, and encourage them to consider selling. 

Assist with everything from the initial contact through to closing.

Current strategy 
aligned with acquisition 

targets

Product line, business 
segment profit analysis 

to select optimal 
targets 

Identification of key 
acquisition targets

Acquisition process 
and procedures

Identify 
Acquisition 

Targets

Complete the 
Acquisition

Successful 
Integration



 Adjacency makes more sense than 
an unrelated business

 Logical extension of current business 
mix always preferable

 Align with management expertise, 
customer insights, and cultural 
orientation

 Ensure consistency of brand image in 
the eyes of customers

Developing an Organized and Thoroughly Reviewed Acquisition Process
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It is important to have a very disciplined approach and process to identifying and making acquisitions.  Buying other 
companies must not be a seat-of-the-pants venture.  It must be a well managed business process. 

STAY WITHIN ADJACENT 
NICHES

 Do not make one large acquisition

 Complete multiple smaller 
acquisitions

 Small acquisitions are more 
manageable

 More predictable financial results 
from smaller acquisitions

 Learning curve advantages through 
managing a number of acquisitions

 Someone within the organization who 
will be the business sponsor

 Leaders of business units should 
originate and drive acquisitions

 The acquisition champion must be 
intimately involved from the 
beginning thru the integration – IT, 
HR, financial controls, target  
organizational reporting, and talent 
retention.

MAKE RATIONAL BETS ACQUISITION CHAMPION

ASSESSING THE PROBABILITY

 Every acquisition target must be 
critically reviewed.

 Smaller acquisitions fit neatly into the 
current organization – synergy,  
revenue growth and cost savings

 Platform acquisitions – new business 
space or activity are more difficult to 
manage. Their near-term revenue 
opportunities and cost savings are 
not as important as strategic issues

DON’T ACUIRE WHEN 
HUNGRY

 Don’t use new acquisitions to offset 
poor performance in existing 
operations.

 Make acquisitions that align with  
strengths, not weaknesses.

 Use analytical and emotional 
discipline in your acquisition strategy.

 Develop an organized and well 
reviewed process for all acquisitions

ABIDE BY YOUR RULES

 Follow your process and do not take 
shortcuts

 Selecting good acquisition targets 
from a large potential list requires a 
solid framework and diligent process

 Targets selected to pursue are 
subjected to a very rigorous review

 A process-based approach will result 
in smarter and more efficient 
strategic acquisitions



Strategy, Goals and Objectives for Your Acquisition Targets
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Once your strategy and goals and objectives are solidified, core competencies must be identified. A thorough analysis of 
your company’s core competencies will provide insight into what potential acquisition targets would be ideal core 
adjacency acquisitions. Adjacencies are logical extensions of your company’s current business lines.  The completion of this 
process will result in an acquisition target list.

Product Line Profitability Analysis Market Forecast and 
Proforma Analysis 

Analysis of Optimal 
Acquisition Targets

Review of the profitability of each product line is crucial to the selection of optimal acquisition targets

Current Strategy Core Competencies
Core Adjacencies 
(Potential Acquisition 

Targets)

Selected Acquisition 
Targets

An acquisition process must be aligned with your current strategy

Buying other companies is not an easy venture and it must be treated as a business process. From deciding what to 
acquire to completing the successful integration, each step along the way must be carefully managed.



Strategic Assessment – Acquisition Target Identification
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It has been our experience that companies successfully completing targeted acquisitions achieve their long-term product 
line expansion and growth goals.  Acquisitions are faster, cheaper, and less risky than organic expansion, despite the 
challenges.

 Align corporate strategy with 
acquisition strategy

 Select an acquisition criteria that 
clearly states the primary goal and  
objective for new acquisitions

 Choose one goal and shape the 
acquisitions accordingly

 Researching the market for 
acquisition targets

 Identify and pre-qualify acquisition 
targets as potential strategic fits

 Many of the most attractive target 
opportunities are often identified 
through an established network

1

 Once acquisition targets are 
identified, proactively reach out to 
solicit interest and engage in 
exploring a potential transaction 

 Obtain a signed Non-disclosure 
Agreement (NDA)

 Conduct preliminary due diligence

 Complete a valuation of the target 

 After satisfactorily completing 
Initial due diligence and a valuation 
analysis, a Letter of Intent (LOI) is 
submitted with price and terms 

 Complete negotiations and sign 
LOI

 Final due diligence, negotiation of 
key issues 

 Submit the purchase agreement 
(PA) - typically an Asset Purchase 
Agreement (APA) 

 PA-APA is a comprehensive 
binding legal document, and  
includes all details regarding  the  
acquisition, including purchase  
price, escrows, target working  
capital, and all other items

 Get seller to sign the PA, other 
appropriate documents, wire the 
funds, and close the transaction, 
completing the acquisition of 
target

 Integration

2 3
Contact Target, Due 
Diligence, Submit Letters 
of Intent

OVERVIEW – Midwest Financial Strategic Acquisition Process

Complete Purchase 
Agreement, Closing of 
Acquisition, Integration

Identify Key Acquisition 
Targets



Due Diligence Process
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The due diligence process is one of the most time consuming elements of any transaction. Each due diligence review 
involves multiple parties who request and examine all aspects of the company in extreme detail. This is all completed on a 
challenging timeline. The diagram below displays some of the key components of the due diligence process and examples 
of what will be requested and/or performed.

FINANCIAL –TAX

 Thorough review and analysis of the historical 
and forecasted financial statements and Federal 
Tax returns

 Detailed evaluation of accounts receivables and 
accounts payables

 Review of revenue recognition policies, cost of 
goods sold, classification, and allocation of costs

 Analysis of accounting policies and procedures

LEGAL

 Review of corporate records, contracts, leases, 
other agreements, etc.

 Analysis of all pending or threatened litigation, 
regulatory investigations, governmental 
actions, arbitrations

CUSTOMER/SALES/OPERATING

 Detailed review of sales by location, customers, 
product line, etc.

 Sales pricing, payment terms, customer sales 
concentration, etc.

 Current price lists for all products sold, including 
the methodology and assumptions used to 
determine the pricing

 Payment terms, bad debt expense, etc. 

HUMAN RESOURCES

 Employees census

 Review of payroll, healthcare, pension, other 
benefits, etc.

 Compensation review

OTHER DUE DILIGENCE

 Real estate

 Industry and competitor dynamics

 Review of IT, insurance, environmental studies

 Assessment of key employees and 
management



Key Legal Considerations
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The legal and tax structure is a critical drive to the technical structure to effectuate a transaction. Displayed below are key 
documents and principals that are an essential part of every transaction. 

Employment
Agreement

Operating
Agreement

Purchase
Agreement

Key Terms and Conditions

 Non-compete limitations

 Incentive equity plans

 Length of agreement

 Executive duties

 Compensation

 Benefits

Key Terms and Conditions

 Anti-dilutive – co-investing 
rights

 Voting rights

 Tag-along/drag-along rights

 Redemption – buy-back 
rights

 Information Rights

 Buy – sell agreement

Key Terms and Conditions

 Price and terms

 Earnout amount, thresholds, 
and timing

 Escrow amount and term

 Representations and 
warranties

 Pari passu vs. subordinated 
equity rolls

 Purchase price allocation –
tax considerations

 Working capital 
requirements



Midwest Financial – M&A Buy-side Process
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Acquisition Strategy, Goals and Objectives 

Acquisition Process and Procedures



Internal Company Acquisition Process
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We use the best practices from several companies who have had great success in growth through acquisitions.  These 
companies have been successful acquirers over a long period of time.

Successful serial acquirers develop a disciplined approach to completing acquisitions and they learn from them as an 
organization. 

The following are guidelines for success:

1. Use a disciplined and organized process to select acquisition targets and complete the purchase.

2. Identify offensive and defensive acquisition targets.

3. Don’t assume acquisitions will improve current poor performance. Resist the impulse to make acquisitions to 
counteract for poor performance in your existing operations.  Expand from your strengths, not your weaknesses.

4. Pursue core adjacency acquisitions – logical extensions of your current business.

5. Instead of pursuing one large big dollar transaction, make multiple, smaller acquisitions. Each smaller acquisition 
will be more manageable in size and should provide a better chance for success.

6. Be clear on how your acquisitions will be evaluated. Think of your acquisitions as ‘bolt-on’, those fitting neatly into 
your existing business which should give you positive short-term results, or ‘platforms’, those taking you into 
adjacent business spaces which will provide long-term growth and slower results.

7. It is imperative that the CEO, CFO, senior level managers, and others key managers are all in on the acquisition 
process. 

8. Each acquisition must have a champion from senior level management who will be intimately and responsible for its 
successful integration. Business unit leaders are in the best position to gauge potential acquisitions’ strategic and 
cultural fit, identify synergies, and establish plans for delivering expected outcomes.



Internal Company Acquisition Process
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The strategic acquisition process should be an organized, well managed, and structured approach. It 
begins as soon as a business leader has an idea for an acquisition. 

Acquisition 
Opportunity 
Presented to 

Acquisition Team 
(AT)

AT Reviews the 
Acquisition 

Opportunity – First 
Decision 

Threshold

Detailed 
Acquisition 
Overview 

Completed and 
Presented to the 

AT

AT Decides to 
Move 

Acquisition to the 
Next Step –
Champion 
Selected

Contact Made with 
Acquisition Target 

– NDA signed, 
Financials 

Obtained, etc.

Internal Process and Procedures

More Detailed 
Review of 

Acquisition Target 
Completed

Acquisition 
Decision 

Memorandum 
Competed

AT Reviews the 
Acquisition – Asks 
for Additional Info

AT Decides to 
Move Forward 

with Acquisition

LOI Submitted, If 
Accepted, Due 

Diligence Begins 

Negotiations –
Price, Terms, Deal 

Structure

Prepare Purchase 
Agreement & 

Other Documents

Active Detailed 
Integration 
Planning 

Launched
Closing

Announcement 
Integration Begins



Internal Company Acquisition Process
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The first step in the process is for  each potential acquisition opportunity to be presented to the Acquisition Team in an Initial 
Acquisition Opportunity Review (“IAOR”).  This review will be comprised of a short summary analysis, no more than two or 
three pages of a PowerPoint presentation. This analysis will cover the following: 1) Description of the potential acquisition
opportunity, 2) Rationale of the transaction, 3) Review of the key benefits to the company, and 4) Review of the next steps.

This ITOR does not involve hundreds of staff hours of preparation.  In this initial acquisition review the company’s key 
management team is encouraged to think broadly about potential acquisitions targets.  Once the Acquisition Team has 
reviewed the IAOR, a decision will need to be made on moving the acquisition forward. 

Initial Acquisition Opportunity Review 

Acquisition Overview Memorandum

If the Acquisition Team decides to move forward with the acquisition, it will work with the key management team and the 
acquisition champion to prepare the Acquisition Overview Memorandum for review by senior management.

The Acquisition Overview Memorandum includes the following:

– History of the transaction
– Rationale and synergy of the transaction
– Integration plan
– Financial review and Proforma forecast – 4 years historical and 4 years forecast
– Valuation
– Suggested price, terms, payment currency, etc.
– Investment opportunity review, ROI, and upside for the acquiring company

The Acquisition Team will take the lead on the transaction at this point.  This will entail such activities as:

1. Making initial contact with the target
2. Signing a Non-Disclosure Agreement, obtaining all the pertinent information, etc.
3. Initiating the due diligence review
4. Preparing the Transaction Decision Memorandum to be submitted to the acquiring company senior management



Internal Company Acquisition Process

17

The Acquisition Decision Memorandum should have a consistent format and include the following:

1. Executive Summary

2. History of the Transaction

3. Rationale and Synergy of the Transaction

4. The Integration Plan

5. Financial Review 

6. Valuation

7. Review of Deal Structure: Price and Terms

8. Investment Opportunity Review - Payback Period and IRR 

9. Recommendation

Acquisition Decision Memorandum



Offices in Bloomfield Hills, MI and Delray Beach, FL

www.mfsib.com 
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For a no obligation, confidential consultation, please contact:

Matthew M. Wirgau
President and Managing Member

248.408.7260
mwirgau@mfsib.com

Buy-side Advisory Services for Strategic Acquirers

- M & A 
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