
 

 

TRUSTED TO GET RESULTS.

High-Value 
Transactions
LINK Enterprise is a trusted partner
to help you acheive your desired outcome

Exit Planning

Valuation Enhancement

Business Sale

Acquisition Search



Specialists in  
Selling High-Value 
Businesses
As the largest and most trusted business brokerage in the world, LINK sells  
more privately-owned businesses than anyone else across a network spanning  
New Zealand, Australia, USA and the Philippines.

The LINK Enterprise division specializes in the sale of businesses with a value  
of $2 million to $25 million.

Over the past 10 years, the LINK Enterprise team has achieved better values  
for our clients across a broad range of industries. Typically, those values have  
been higher than might be advised in a standard accountancy evaluation. 

Source: LINK data as at time of printing  
and VALU.LINK historic results analysis
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LINK High-Value Specialists

95%
of businesses sell  
within 4% of our  
original appraisal

200+
Completed more than 200 
high-value transactions

250k+
Active buyers on  
our databases

$2m+
Specialists in selling  
high-value businesses

$2b
of business listed on  
our global website

a local, national audience.

What does the LINK Enterprise division do?

•  Strategic 

•  Value Enhancement

•  Exit Planning 

Advisory 

• Acquisition search 

•  Growth acquisitions

•  Industry roll ups

Buying Businesses

•  Strategic Buyers

•  Financial Buyers 

•  

Selling Businesses

 
buying and advisory associated with high-value transactions. We represent sellers, buyers, individuals, 
families, private equity and businesses.

Engineering

Accommodation Online / Digital / Marketing

IT / Technology Health / Beauty

Food and Restaurants Retail

Education / Training Import / Export / Wholesale

Transport / Distribution Construction

Professional Services Automotive

Manufacturing

Individual Buyers 

The LINK Enterprise division has a significant depth of experience in all the core areas of selling.

How? We deliver more strategic and �nancially
strong buyers, securing multiple o�ers from
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Who are likely 
buyers for a high-
value business?
It’s important to understand who the 
possible buyers of high-value businesses 
might be, as it shapes the transaction 
process for all parties involved.

Strategically Exiting a High-Value Business
Our experienced business transaction advisors 
will guide you through our proven process.
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Industry buyer 25%

Private equity investor 25%

Private investment 
syndicates 25%

International buyers 20%

5%Sale to management / 
employees / next generation

PLANNING

Situation  
Assessment

Exit Planning 
Checklist Valuation

MARKETING

Business  
Positioning

 
& Lists

Document  
Creation

Business  
Marketing

Buyer 
Engagement

ENGAGEMENT

Non-Disclosure 
Agreement

Buyer  
Assessment

Information 
Memorandum

COMPETITION

Indication 
of Interest

Buyer 
Meetings

Letter of 
Intent

DILIGENCE AND SETTLEMENT

Due 
Diligence

Purchase 
Agreement Closing BC Test 22.01.17 Live VT

22 January 2017

Listing # 

Appraisal Output

Earnings Based

Multiplier Period Normalized ($) Multiple Appraised 

Value ($) 

ROI (%) 

EBPITDA (SDE) 3 year average 335,000 4.44 1,488,821 

EBITDA 3 year average 265,000 5.96 1,579,342 17 

EBIT 3 year average 256,000 6.05 1,548,374 17 

Average Earnings Based Value: $1,538,846

Asset Based

Multiplier Period Normalized ($) Multiple Appraised 

Value ($) 

ROI (%) 

EBPITDA (SDE) 3 year average 335,000 0.85 404,750 83 

Comments and Further 

Considerations

Revenue

Revenue for this business is trending upwards

Pro�t

Normalized EBPITDA for this business is trending 

upwards

Add Backs account for less than 10% of 

Normalized EBPITDA, which is positive

Trends

Glossary of terms:

EBPITDA (SDE) EBPITDA / SDE is de�ned as net 

income before deducting the primary owner's 

compensation and bene�ts, other discretionary, 

non-operating, or non-recurring income or 

expense, depreciation, interest, and taxes. If 

there are additional owners working in the 

business, their compensation needs to be 

adjusted to market rates. 

EBITDA Earnings before interest, depreciation, 

tax and amortization after management costs.

EBIT Earnings before interest and tax.

Normalization The process of adjusting net 

pro�t to accurately re�ect real expenses 

attributable to the operation of the business

Add-Backs Non-business expenses that are 

added to net pro�t as part of normalization

Summary

BC Test 22.01.17 Live VT22 January 2017Listing # 

Examples of Comparable Sales11
Matching Comparables 69

Acceptable EBPITDA Variance 20% From $268,000 to $402,000 

64
Acceptable Multiple Variance 25% From 3.33 to 5.55 531

Database of Manufacturing 

Revenue ($)
EBPITDA ($)

Multiple (%)
Price ($)

2600000 

383000 
3.91 

1,500,000 

1034741 

325000 
3.86 

1,255,000 

2800000 

400000 
3.82 

1,530,000 

2700000 

380000 
3.65 

1,388,000 

2501736 

341000 
3.64 

1,243,000 

738558 

318899 

3.6 

1,150,000 

808369 

320000 
3.59 

1,150,000 

1288341 

311000 
3.49 

1,085,000 

1612805 

273602 
3.47 

950,000 

Important Notice
The results of this appraisal are for the sole purpose of assisting a LINK broker in completing an appraisal of the market valuee of the business for the business owner. Both the input of data into 

this form and interpretation of subsequent results require a trained LINK broker. This is not a registered valuation and does not purport to be such.

This tool and all data, algorithms, coe�cients and formulas contained within it are the intellectual property and copyright of LINK Intellectual Property Limited
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At its core, LINK is the market leader  
in connecting buyers and sellers. The LINK Enterprise team’s  

approach, as our core focus is driving buyer competition, best  
market price and getting the deal done.
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Success fee 
approach...

get deals 
done

1000s of 
transactions  

every year

Experience 
across all 

sectors

High-value 
specialists

Extensive 
and active 

buyer 
databases

LINK 

Success  
fee 

approach

The tools to sell smarter

O�ering 
Memorandum
LINK will prepare a detailed Information 
Memorandum that provides all critical 
information to engage buyer interest.

Your business will be professionally 
represented.

Relationships 
without equal
Market domination ensures LINK  
has the most transactions, which  
creates an unparalleled network of 
buyers and sellers.

These valuable relationships ensure  

An award winning valuation tool, 
owned and developed by LINK  
to value businesses

VALU.LINK results then combine 
with Enterprise team experience 
and strategy to drive buyer 
competition in the market.

18 Information Memorandum     GRAN FONDO GROUP

19

Management

Shareholders 
Bruce Willis
Bruce and an associated family trust is the 100% shareholder in the group and provides overall company direction and strategic development. Bruce’s role is non-executive in nature, he has almost no day to day operational role in the business. Post sale and after a suitable handover period Bruce intends to have a lifestyle change and exit the business.

Management
The Gran Fondo Group benefits from a very capable opera-tional management team with many years of experience in all 

-ble of running the business day to day and are comfortable with accountability for the product/service process, customer experience and ultimate profitability and ROI.
It is envisaged that all management will stay with the  business post sale. The remuneration costs of the  
management team have been included in the calculation  of the adjusted EBITDA. 

year was circa $ 2.11M.

have been with the business for quite some time. 

37 as follows;

POSITION HEADCOUNT TENURE RESPONSIBILITYGROUP 

General Manager 1 8 Years Sales, Clients, Suppliers, Pricing. Plant Manager 1 25 Years
GREEN COATING

Factory Manager 1 5 years +
BLUE COATING

Factory Manager 1 5 Years +
GRAN FONDO 88
Factory Manager 1 10 years +

POSITION HEADCOUNT
GROUP 

Book keeper / Admin 1
GRAN FONDO GREEN

Leading Hands 2
Production 10
GRAN FONDO BLUE

Leading Hands 2
Production 10
GRAN FONDO 88

Leading Hands 2
Production 10

With three locations  
Gran Fondo has a wealth 
of experience, with 

business for a long time.

Plant & Equipment
There is a significant amount of capital equipment, plant & machinery to be sold with the business. 

Group Plant & Machinery Book Value (2015)$528,601 

Plant & Machinery Depreciated Replacement Cost (11/2015)$2,273,240 

A detailed plant & machinery list and recent valuation by a registered plant & machinery valuer is available for review.
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With three locations  

Gran Fondo has a wealth 

of experience, with 

business for a long time.

Plant & Equipment

There is a significant amount of capital equipment, plant & 

machinery to be sold with the business. 

Group Plant & Machinery Book Value (2015)

$528,601 

Plant & Machinery Depreciated Replacement Cost (11/2015)

$2,273,240 

A detailed plant & machinery list and recent valuation by a 

registered plant & machinery valuer is available for review.

approach to transactions is di�erent from the typical 

Buyer Profiles

we can influence negotiations.



Recent high-value sales

Third Party 
Services

 

VALUE $6,300,000

LINK REF. PAE00003

IT / Technology  
VALUE $11,700,000

LINK REF. PAE 00075

Import/Export/ 
Wholesale
VALUE $6,000,000

LINK REF. EL01486

Services
VALUE $4,250,000

LINK REF. 11652

Industrial 

 

Manufacturing
VALUE $6,400,000

LINK REF. EL00462

Import/Export/

 

Wholesale
VALUE $6,100,000

LINK REF. EL01829

Industrial  
Manufacturing
VALUE $9,500,000
LINK REF. EL00595

Industrial  
Manufacturing
VALUE $7,200,000

LINK REF. EL01701
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Financing transactions – its true impact  

The LINK Enterprise team has a strong reputation for sensible, pragmatic transactions  

Bank Debt Traditional bank loans and facilities

Private Equity

Management Equity

Mezzanine Debt Usually subordinated debt, unsecured with higher interest rates

Seller Equity Seller sells some shares but leaves equity in the business 

Seller Debt Seller sells the business but leaves money in to be paid with interest.

Services 
VALUE  $3,450,000

LINK REF. EL01485A

Education / 
Training
VALUE $4,500,000

LINK REF. EL01485A

Construction  
Industry
VALUE $4,200,000

LINK REF. 19694

Industrial  
Manufacturing
VALUE $3,900,000

LINK REF. 19694

Industrial  
Manufacturing
VALUE $4,500,000

LINK REF. EL00717

Construction  
Industry
VALUE $2,700,000

LINK REF. EL00717

Industrial  
Manufacturing
VALUE $2,500,000

LINK REF. NL00062

Import/Export/ 
Wholesale
VALUE $5,000,000

LINK REF. NL00062
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Frequently asked questions
All sellers and buyers have a bunch of great questions. Here are some we’ve heard before.

Sellers
What is my business worth?
You may not know the worth of your 
business, but thanks to the LINK 
Enterprise team’s extensive experience in 
selling high-value businesses, we do. Our 
team use LINK’s award-winning proprietary 
appraisal tool VALU.LINK, and our practical 
experience  to draw on extensive global 
sales data for your industry. We then 
combine this with our strategy to identify 
the best path to drive buyer competition in 
the market to get the best ‘market price’.

 
don’t know I’m selling?
Almost all high-value businesses we list 

name, location or other identifying factors. 
We make every potential buyer sign a 

not discuss the sale with anyone except 

their professional advisors. If a potential 
buyer does visit your business, we’ll help 
ensure it is done discreetly.

How long will it take to sell  
my business?
There are several variables but as a guide  
it typically takes 6-12 months.

depending on the buyer, but sometimes 
greater value can be attained if there is 

What is required of me after  
the sale?
Seller assistance can be as short as 10 
days and as long as a year. This is all 
discussed as part of the transaction and 
mutually agreed between the parties.

Buyers
Can I engage LINK as a 
buying representative?

Does LINK invest its 
 

own money?

interest and the company is 
focused on the transaction which 
is our core specialty. We do 
have multiple buyers that come 
together on deals which we 

 

often facilitate. 

that enable �nance structures to be secured to get deals done. LINK has strong relationships
with a variety of �nancing sources.

Short answer yes. We act for a
number of businesses, families,
financial sponsors and individuals
who have specific mandates for
investment in Enterprise
businesses. Buyer syndicates are 
also increasingly active in
acquisitions.

are ‘confidential’. We don’t display the

Confidentiality Agreement, and agree to

Normally seller finance is not needed as
there is a multitude of finance options

seller financing or an earn out.

No. We remove any conflict of

Financial investors, often fixed term looking to add value and grow

Provided by team in the business, often combined with other finance



NEW ZEALAND /  AUSTRALIA /  UNITED STATES /  PHILIPPINES

aspect of selling or buying a high-value 
business contact the LINK Enterprise 
team today.

linkbusiness.com

500+
LINK business  
brokers worldwide

250+
businesses sold globally  
per month (ave)

7,000+
owners have trusted LINK  
to sell their businesses

Source: LINK data as at time of 
printing

3,000+
businesses for sale 
internationally

$2b+
of businesses listed  
on our global websites

250k+
active buyers  
on our databases

For a con�dential discussion about any

(717) 740-5496

infopae@linkbusiness.com


