
Fingerprint



LET YOUR FINGERPRINT SOLUTION UNLOCK
                       YOUR FUTURE AND CHANGE WHAT’S POSSIBLE.



Introducing
Fingerprint





When selling a company, there is NO one-size-fits-all approach. 
You are unique and your exit strategy should reflect this—a plan 
that’s as highly individual as you are.

Introducing Fingerprint—a market-leading exit strategy solution 
from Benchmark International, designed and developed for 
entrepreneurs like you.  Fingerprint provides our clients with an 
entirely tailored experience, meaning we can be involved from 
the very beginning of your exit strategy, helping to shape a 
unique and creative plan that works best for you.

As a global company sales specialist, our experience and 
passion are here to give you the greatest return. It all starts with 
a hands-on approach for diagnosing the most appropriate exit 
and deal structures to meet all of your expectations and business 
objectives.

Our approach means no compromise on the value or timing of 
your exit: just tell us how you would like to exit, and together we 
will craft a solution to deliver you maximum value.

Fingerprint



Being able to distinguish what you 
want from your exit is the first and 
most important step in the process. 
One of our experienced directors 
will carry out a full review with you 
to achieve this.

What comes next is not just a case  
of locating the right suitor.

Delivering an exit strategy to meet  
your highest expectation with our  
multi-disciplinary team at your side,  
our approach is intended to support 
you not just today, but long into  
the future.

The Fingerprint  
Solution



Your journey will be completely unique and we’ll be 
there to support you throughout. Our specialists will 
work together with you, to guide you as we build, 
develop and present the opportunity to acquirers and 
investors around the globe.

We will be your companion throughout, managing your 
journey and delivering you to your ideal destination.

Your Journey



STAGE ONE

Ident ifying  YOUR FINGERPRINT

This stage is about understanding you, your aspirations and your objectives. Developing an 
understanding of your company lets us shape, tailor and craft your growth or exit strategy.



There are many reasons why you may now be considering the  
sale of your company, or seeking a strategic partner:

•De-risk – you’re ready to diversify your personal assets and  
    take a few chips off the table, but still want to be involved in 
    the business.

•Growing too fast – demand has outpaced production capacity.

•Infrastructural needs – financial and other managerial duties  
    have distracted you from the driving focus of the business.

•You’ve been approached – you’ve received an unsolicited 
    offer from a competitor or other buyer.

•Lack of desire – you’ve lost the desire to compete in your 
    space and are ready to move on to other things.

•Ownership conflicts – shareholder issues have  become     
    increasingly problematic.

•Health scare – developments with your health  have lead 
    you to reappraise what’s important.

•Entrepreneur versus Manager 

The Reasons



A thorough evaluation of your company, identifying key aspects and 
financial performance, will help us establish the detail and finer points 
of your Fingerprint.

COMPANY ANALYSIS

STAGE ONE
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STAGE ONE



In order to identify your Magic Number, you will need to consider 
three factors:

Today’s Value
What is the market value of your company today? Taking in the 
current position of your company, its sector and the broader M&A 
marketplace, we will determine a value range that you could 
expect to achieve if your company were to be sold today.

Aspirational Value
Your company is the product of your hard work; if today’s value 
doesn’t quite meet your aspirations, we’ll look at more creative 
deal strategies that may see you undertake a partial exit, with a 
view to growing your company, before exiting fully further down 
the line and thereby achieving your aspirational value. 

Lifestyle Value
How much would you need to meet the demand of your current  
or aspirational lifestyle? To calculate this, you need to consider  
your expenditure, the current and potential future trends in tax, 
economic climate, your company’s lifecycle and that of the wider 
M&A marketplace. 

Magic Number



STAGE ONE

Once we’ve discussed the scenarios underpinning 
your Magic Number, we’ll move on to the important 
stage of profiling your company’s most likely 
acquirer or strategic partner. 

From here, we can begin crafting your solution.

Solution



WHAT ARE THE PARAMETERS?
The following graph is an indication of 

multiples paid across the mid-market sector:



STAGE TWO

Shaping  YOUR FINGERPRINT

During this stage, our team of business analysts will carry out an in-depth review of your 
company, gathering all relevant legal and financial data through our unique, pre-market 
service: BENCHMARK 360.



With BENCHMARK 360, we will:

•Evaluate past, present and future views of  your company.

•Identify opportunities in the eyes of both the seller and  
    partner/investor.

•Prepare your company for presentation in the best possible  
    shape to achieve maximum investment value.

Documentation will be produced providing a concise summary of 
your products, services and operations, including key information 
relating to your organisational structure, staff and premises.

All information is presented in a structured manner, drawing 
attention to the key aspects of your company.  Preparation of this 
documentation is guided by our extensive industry experience and 
thorough understanding of what partners and investors require to 
properly assess an opportunity.

Our team of analysts and marketing specialists are fastidious in 
unearthing the true potential and value drivers your company has 
to offer.

Benchmark 360



Benchmark IQ is a staged approach that draws 
upon participation, input and expertise of both 
the Deal Transaction department and the key 
members of the Executive Team.

Executives, Deal Leaders and Business 
Intelligence analysts participate in a creative 
and extensive exchange of ideas from which 
potential acquirer or investor profiles are 
identified.

The principal output from Think Tank is the 
Research Brief, which will underpin the delivery 
of all Business Intelligence activity.

Benchmark IQ

Think Tank



Following Think Tank and the production of the Research 
Brief, Business Intelligence activity will get underway, 
managed first-hand by experienced professionals utilising 
proprietary software unrivalled in its scope and accuracy. 

Delivery of Business Intelligence leads to the development 
of your exclusive Target Buyer List, a comprehensive 
schedule of the most appropriate potential acquirers or 
strategic partners for your company.

Delivery

STAGE TWO



STAGE THREE

Present ing  YOUR FINGERPRINT

Unrivalled in our detailed analysis, marketing expertise and connections around the globe, 
we look beyond the obvious targets.



•Around the corner and around the world, our  
    specialist marketing teams will confidentially   
    attract different types of acquirers.

•A number of factors can affect the price each  
    particular acquirer type may be willing to pay.

Utilizing a unique network of prospects, all of these 
factors will be considered when presenting your 
company to the right acquirers at the right time, in  
the best light possible.



M&A marketing strategists will consider current 
market conditions and deliver a detailed strategy 
that will ensure appropriate contact is made with 
the right individuals at the right organisations, and 
through the correct channels.

Benchmark Navigate

STAGE THREE



In today’s highly globalized environment, cross-border 
acquisitions are at an all time high. Consequently, 
marketing is done on a global scale to optimize eventual 
value.

Our multi-lingual team of marketers utilize digital and 
traditional channels of communication to directly contact 
key decision makers in appropriate organisations across 
the globe, presenting the opportunity in their languages 
and their time zones.

MULTI-CHANNEL, MULTI-LINGUAL



STAGE FOUR

Capturng  YOUR FINGERPRINT

Our range of strategies and techniques ensure that your prospects make the best possible 
bid for your business – creating competitive tension and choice.



Selecting the right bidder is critical for two 
fundamental reasons.

First, once a preferred bidder is chosen, it can be hard 
to re-engage other interested parties who may have 
turned their attention elsewhere. Second, as the deal 
moves toward completion, significant accounting and 
legal costs can be incurred. 

We analyse all offers and interrogate prospective 
acquirers in order to assess their financial capacity to 
deliver the deal, as well as ensuring that the proposed 
timescales meet your exit objectives.

As with any negotiation, the greater the number of 
buyers, the better the outcome should be. While choice 
is key to maximizing the price, it will also help you, 
as owner of the company, to select the buyer you 
believe will best suit the interests of the company and its 
employees, which may include you for a period of time. 

Our approach is designed to bring a high number of 
interested partners to the table, and to ensure they 
are capable, both operationally and financially, of 
completing any deals they commit to.

The Deal

“Personality and the chemistry between buyer and seller is a critical, yet often overlooked, element in any 
deal. Along with structure, timing, and financial performance, we emphasise the importance of personality 

when securing the deal. This is true when putting the deal together and post-completion. You’ve worked hard to 
grow your company and it’s important you have reassurance about  its future once the sale has completed.”   

- James Thornton, Chief Operations Officer



•Likely to already     
    understand your company
•Easier to identify
•Obvious synergies
•Confidentiality is key

•Potential for complementary synergies
•Confidentiality less of a concern
•Should have management capability
•May likely pay greater profit multiples  
    than a direct competitor

•Higher than average multiples, paid funding 
•Will add significant investment and expertise
•Growth opportunities in global and  
     complementary markets
•Extremely aquisitive and, therefore, highly  
    motivated to close deals more quickly

DIRECT COMPETITOR STRATEGIC /SYNERGISTIC PURCHASEROVERSEAS BUYER

TRADE BUYERS

Selecting the Right  Acquirer

STAGE FOUR



•Maintains confidentiality
•May avoid taking your  
    company to market
•Quality of management
•External funding required

•Cash vs retention of interest
•Reporting and controls  
    post deal
•Lower price expectations

•Often pays greater multiples
•Future growth needs to be  
    demonstrable
•Retention of an interest

•Warranties
•External funding required
•Brings relevant expertise

•Quick decisions
•May bring strategic input
•May not have a  
    management team

•May lack synergies
•Focused on  
    return on investment

MBO OR MBI

FINANCIAL PURCHASER

PRIVATE INDIVIDUAL / OPPORTUNISTIC

NON-TRADE BUYERS



Maintaining momentum until the close is 
essential and, for this reason, we manage 
each aspect of the deal through to completion 
to ensure that each party is aware of his or her 
responsibilities.  

Once a deal has been agreed, you will enter 
a period of due diligence, during which 
your acquirer will cast a close eye over all 
aspects of your company. We will support you 
throughout to ensure that you’re fully prepared 
for any questions or requests for documents 
from the acquirer.

Once your deal completes, our support 
remains available to you. We can refer 
you to some of the world’s leading wealth 
management companies for a no-obligation 
discussion.  After all, a successful completion 
brings with it a welcome challenge – what to 
do with the proceeds!

The Close



CASE STUDIES

Here’s the Proof



Sel l er
BALL AND HOOLAHAN

Specialist recruitment consultancy,
 predominantly serving the marketing industry.

Buyer
EMPRESARIA GROUP

International specialist staffing group, 
comprising 20 brands across 20 countries.

Investment



The Benchmark Factor
Given the shareholder’s objectives, Benchmark International targeted large, 
domestic and international trade organisations.

The opportunity to acquire a controlling stake in the company generated a 
significant amount of interest within both trade and private equity arenas, leading 
to a number of competing parties submitting offers. 

With Empresaria Group acquiring a controlling stake in a leader in its industry 
segment and the seller joining forces with a large organisation, the deal was 
mutually beneficial.

The Deal
The company’s sole shareholder, Roy Hoolahan, sought a partial sale in order 
to maintain a stake in the business, whilst gaining access to increased capital for 
growth - and the benefits of being part of a larger organisation.

The deal presented the shareholder with the capital and support necessary to 
successfully drive the company on to the next level, whilst maintaining a 25% 
stake in the business he built over many years.



Sel l er
PPTEK

Market leading provider of Siloxanes  
removal solutions, with almost 100  
installations undertaken worldwide.

Buyer
PARKER HANNIFIN

The world’s leading, diversified-manufacturer  
of motion and control technologies and  
systems, providing precision engineered  

solutions for a variety of mobile, industrial  
and aerospace markets.

Exit



The Benchmark Factor

The Deal

Having identified a number of large international operators with the 
perfect profile to drive PpTek to the next level, as was the clients’ 
desire, Benchmark International called on pre-existing relationships 
with several multinationals, in addition to direct marketing activity,  
to generate significant interest in the opportunity.
 
Parker Hannifin’s interest in the opportunity was apparent from the 
outset and Benchmark International leveraged interest from other 
parties to enhance the offer on the table, maximising value received 
and facilitating the clients’ objectives for the company’s future.

Three shareholders were seeking a clean break from the company.  
The eventual purchaser, a global leader in the field, offered an 
all-cash deal that would ensure the long-term future of the company 
and its staff, whilst satisfying the shareholders’ objectives. 



Sel l er
UNDERGROUND VISION

Leading independent drain and 
sewer service specialist in the UK

Buyer
TORENVALK GROUP 

Drainage specialist, based in the
Netherlands with international presence

Cash + Equity



The Benchmark Factor
Benchmark International’s global research and marketing capabilities were 
central to the success of the deal between the two parties, who held a very 
strong organizational and operational fit. 

Dutch-based drainage specialist, Torenvalk, has a strong international 
trade presence and existing operations in the UK but sought expansion.  
With significant barriers to entry preventing ventures into the German and 
French markets, expansion within the UK drainage industry represented an 
attractive, viable prospect which Benchmark International facilitated.

With two shareholders seeking additional capital to drive the business to the 
next level. While maintaining a role within the business post-completion, it 
was vital that the shareholders and the acquirer shared a similar vision for the 
company. 

The deal saw Torenvalk Group acquire 100% of the shares in Underground 
Vision whilst, in turn, Underground Vision’s shareholders received shares 
in Torenvalk Group, long-term contracts and the support and resources to 
develop the company.

The Deal 



Sel l er
STERIMEDIX

A manufacturer and distributor of cannulas, 
needles and other disposable products for the 

ophthalmic and aesthetic procedures.

Buyer
SYNERGETICS

Multi-national specialist in the design, manufacture 
and marketing of innovative surgical devices for 

ophthalmic and neurological applications.

Growth



With the shareholders looking to retain an active role 
in the business post-completion, it was essential that 
there was a strong fit between the parties. Given the 
obvious synergies between the two companies it was 
clear that this would be the case, and Synergetics’ 
position in a very similar field helped ensure they 
could provide the shareholders of Sterimedix with  
the capital and support to push the business on to the 
next level.

The Benchmark Factor

The Deal 

The deal for Sterimedix represents a perfect example 
of Benchmark International’s deal making capabilities. 
Despite geographical and time zone differences, 
Benchmark International’s Deal Team worked tirelessly 
to ensure communication remained consistent.



DIFFERING AGENDAS

Sel l er
BAILEY MORRIS 

Leading manufacturer and distributor of propshafts 
and related components, serving customers in over 

40 countries.

Buyer
INDUTRADE

Swedish-based conglomerate, comprising over 
200 companies across 28 countries worldwide, 
specialising in components, systems and services 

with high-tech content within selected niches.

Retirement



The Benchmark Factor

The Deal

The opportunity to acquire Bailey Morris proved a hugely 
attractive proposition, generating 112 expressions of interest. 
Seven advanced meetings with interested parties took place 
with a variety of acquirer types including private equity 
firms, trade organisations and high net worth individuals. 
Five firm offers were placed and Indutrade was identified as 
not only offering the best solution for the shareholders but 
also for the company moving forward.

With four shareholders all having differing agendas 
regarding the sale, it was important that the eventual 
purchaser meet each agenda to an acceptable level 
in order to ensure full satisfaction. With the controlling 
shareholder seeking to retire but keen to ensure the 
company’s long-term success, two shareholders seeking to 
remain in the business, and one German-based shareholder 
simply seeking the best price, the eventual acquirer, 
Indutrade, offered a deal which enabled all shareholders to 
achieve their objectives.



You’ve put everything into

building your business.

Let us put everything into

what  comes next.



We’re ready when you are.
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