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Q:  What do you mean by legacy in this 
context? 

A:  For founder-owned businesses, legacy 
can include estate planning, employee 
protections, political, succession 
objectives or other considerations (the 
founder may have preferred buyers 
in mind, for example); a whole set of 
objectives beyond the dollars. For 
example, let’s take succession: Many 
founders wait until they feel done – 
ready to sell and completely retire. If 
that founder is also an active CEO, any 
buyer paying a premium value for the 
business is probably going to expect the 
founder to have some “roll and role” – 
reinvesting equity into the transaction 
and also sticking around in some 
capacity for a period of time for an 
orderly succession transition. Founders 
should take such considerations into 
account when optimizing the timing of a 
sale process.  
 
Founders may have a bias to certain 
strategic acquirers as the perfect 
home for their business, customers and 
employees. This criteria may warrant a 
customized process that engages with 
certain strategic buyers sequentially 
versus simultaneously with other 
financial and strategic acquirers.   

Q:  Jason, many of our readers have built 
businesses of their own, not dissimilar 
from the many founder-owned 
businesses in your industry sector. How 
would you suggest that they think about 
an eventual exit?

A:  The right time to sell a business to 
maximize value is when the stars align 
around four primary factors: market 
conditions, industry dynamics, buyer 
strength, and business momentum. 
Obviously, we spend a lot of time 
discussing the first three with our clients, 
but those are out of our clients’ control. 
The business trajectory is in a company’s 
control and is a key determinant to 
optimizing when a business enters a 
potential sale transaction process. 
 
The design of that process should be 
customized to the particular objectives 
of the founder-owner. Typically, most 
owners want to maximize value, speed 
of process and certainty of transaction 
closing. With family founder-owned 
businesses, we also appreciate the 
importance of legacy as an additional 
objective, which can have its own 
intrinsic value to a family-founder, 
and can influence both the optimal 
timing of a transaction and the process 
structure itself.
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As a result, legacy and founder-specific 
objectives have profound implications 
on both the timing and structure of a 
transaction process.

Q:  Does that mean founders often leave 
business transaction planning too late? 

A:  Correct. It takes planning well in 
advance to optimize the outcome. That’s 
why we are always talking to founder-
owners about where they are in their 
succession curve, as well as helping 
them understand the market dynamics 
and sensitivities of potential buyers. If a 
founder-CEO wants to completely exit 
the business, such a business owner 
should either execute the succession 
plans well in advance of a transaction 
or prepare to do so for some period of 
time after a transaction. Leaving that 
risk to a buyer could have profound 
implications on the achievable value for 
the business.  
 
These can be hard conversations, but 
the interplay between process timing 
and valuation is important. We really 

get to know our clients very well to 
advise on such personal dynamics, and 
wealth management has an important 
role to play in that process as well. 
That’s another workstream that should 
be started well in advance of a sale, 
to include the seller’s estate and tax 
structure as part of the overall plan.

Q:  It sounds like you have a lot of 
experience in these transactions in your 
industry sectors.

A:  The information and media industries 
are remarkably fragmented and full of 
family-founded businesses. There are 
a lot of data or media companies out 
there, many with less than $50 million in 
revenue. At the core of these businesses 
is content or data – information 
that engages consumers or informs 
professionals to make decisions. That 
content or data is scalable, created 
once and provided to many. With 
inherent fixed costs to media and 
information businesses, such companies 
have intrinsic operating leverage and 
compelling financial profiles with 

stable cash flows. Not surprisingly, such 
businesses are coveted by both private 
equity firms and strategic buyers. Our 
advisory work and the transaction 
processes we design for these types 
of businesses have to align with the 
specific objectives of founder-led 
businesses – often a combination of 
maximizing value, deal certainty, speed 
of transaction and legacy factors.    
 
With the world today increasingly driven 
by information and disruption from 
technologies that facilitate real-time 
decision-making based on data, this is 
one of the most exciting times in this 
space. So yes, we have seen a lot of 
deals, and we expect to see a lot more. 

Evercore Wealth Management and Evercore 
Trust Company, N.A. are part of Evercore. For 
further information on transaction planning 
at the firm, please contact Evercore Wealth 
Management and Evercore Trust Company 
CEO Chris Zander at zander@evercore.com.
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