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How to sell a practice

If you bullt your frm [rom serateh but want to move on, whal do you need o consider?
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Peiz Tominzen, journalist

A well-run accounting practice will reward its owner's years of hard work
with a valuable sell price when the time cemes to move on,

In & zanz2, 3ll roads lead o that day because, although 5 sale or mergar
shouldn't ba the anly goal in sight, it remains a practics| considaration. How
Zar cut shauld & busizass avmer start prapsring?

'Firms who have taken the tech evolution a stage
further are more attractive to buyers'

Take a health check

Tim Underwoos, managing director, Singepore at Foulger Uncenwood, a
specialist mergers and acquisitions (MEA] consultancy, recommends starting
o think asout it two yeers ahead,

Thiz is tha time o underake 5 status review — sffectively 5 business hazltn
chack on the oractica — which can ba dona remotaly,’ ha axplains

‘We evaluate the practice in a number of areas, which include fve or six key
inputs into the review work, such as profis improvement potential,

I i and workflows, HR skillssts and client mix, and

bill ngfeallections. This status review then acts a2 a catalyst to tuilding &
strateqy to sell with & roedmap of enhancing the practice in various aress in
e lead ug.

Technology is key

The purpose of such a review is maximisation of the business, Underwond

Patential buyers o + are starting to ask a broader range of

questions, patticularly bom an analyticel viewpoint.

Your firm at sale has to be a match with what the
acquirer is looking for'



aricd the

by by

Far exampls; te

ta

adaption of hnalegy has been looked

valusting sn sequistion larget. Buyens have meoved on fram uidersta

iy

pred Xero, but are looking for firms tat

hether ornot

target nas ado

heve done something gifferent inegrating sther off-the-2nelf spps or
developing their own prapriety modules, These firms wno have taken
z=ch evolution a stage further are more attractive to buysrs,

Growth matters
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Hawever, weeding out unorofiaikle clients may a's0 oe advisaole,

& cavest hers is the type of client, Underwood qualifiss. ‘Some smaller firms

are vary hazoy with m ould rathar
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‘There’s nothing worse than having a great first
meeting and then having to wait six weeks for
follow-up information'

Deal-breakers

High emplayes tumover is 5 red flag wo buysrs, Undenwood says. Ap
.
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use of technale:

Keep it simple for example.
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and accessible connection point for the wrading of businesses,” explains

direczar &ki why snould the process be more gifficult
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you are proactive in
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The pandemic has slowad the tading of acc:

ng-ralstes businesses in the

region, Yu has found. W th i ownars will choasa to kasp

However, the reopening of borders coule see 2 new uptickin demand. Yu

s3ys accountancy frm awners eyeing @ sal heould use this time
w0 'stay shead, be competitive, and to bring up the business revenus figure

‘or & better price’

More information
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