GROWTH THROUGH

ACQUISITION:

Seven Questions Every Business Owner Should Answer
Before Pursuing an Acquisition

Author: Kristi Heller, Director, Middle Market Banking

Growth through acquisition can help businesses scale faster, enter new markets, and add capabilities
that would take years to build organically. Yet the companies that consistently succeed with mergers and
acquisitions do not simply find the right deal. They begin by asking the right questions.

Whether you're considering your first acquisition or adding to an existing portfolio, being able to answer
these seven questions when approaching a lender or evaluating a target can help position your organization
for long-term success.

1. WHY ARE YOU PURSUING AN ACQUISITION?

Every successful acquisition starts with a strategic reason. Perhaps organic growth has slowed. Maybe your
industry is consolidating, competitors are expanding into new markets, or you need technology, talent,

or products that would be difficult or expensive to build internally.

Market conditions also matter. Lower valuations, favorable interest rates, or industry disruption can create
attractive acquisition opportunities. A simple rule of thumb is this: pursue an acquisition when it allows you
to achieve your strategic goals faster than building those capabilities yourself and when the integration risk
is manageable.

2.1SYOUR ORGANIZATION READY?

Identifying the right opportunity is only the first step. Your organization also needs the capacity to execute
successfully. Companies that perform well in acquisitions typically have aligned leadership, operational
discipline, predictable cash flow, and sufficient access to capital. They also recognize that integration requires
significant time and attention.

Financial readiness is equally important. A strong balance sheet, sufficient working capital and the ability to
absorb short-term integration costs provide flexibility while positioning the business for long-term growth.

3. WHY IS THIS THE RIGHT COMPANY?

Strong acquisition targets do more than add revenue. They complement your customer base, expand your
capabilities, strengthen your geographic footprint, and align with your organizational culture.
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Business owners should also identify how they will create additional value after closing. That may include
cross-selling opportunities, pricing improvements, operational efficiencies, shared services, vendor
consolidation, or building a stronger platform for future growth.

At the same time, know when to walk away. Customer concentration, cultural misalignment, hidden
liabilities, poor financial reporting or integration complexity beyond your organization’s capabilities can
quickly outweigh an attractive purchase price.

4. HAVE YOU COMPLETED THE RIGHT DUE DILIGENCE?

Financial statements tell only part of the story. A comprehensive review should also include commercial
diligence, operational assessments, technology and cybersecurity evaluations, and cultural compatibility.
Many acquisitions fail because of integration and people challenges rather than financial miscalculations.
Understanding those risks before closing allows leadership teams to make better decisions and avoid costly
surprises.

5. WHAT IS YOUR INTEGRATION STRATEGY?

The work begins after the deal closes. Successful acquirers develop their integration strategy before signing
the purchase agreement. They determine whether the acquired business will be fully integrated or continue
operating independently, establish leadership responsibilities, communicate with employees and customers,
retain key talent, and identify priorities for the first 100 days.

They also define measurable outcomes. Whether the objective is revenue growth through cross-selling,
lower operating costs, or improved margins, clear metrics help determine whether the acquisition is
delivering the expected value.

6. DOES YOUR FINANCING STRATEGY SUPPORT YOUR GROWTH PLAN?
How you finance an acquisition is just as important as what you acquire. Depending on your objectives and
risk tolerance, financing may include cash, bank debt, equity, seller financing, or earn-out structures.

Engaging your banking partner early allows you to evaluate these options, preserve working capital, and
build a capital structure that supports future growth instead of limiting it.

7. WHAT MISTAKES SHOULD YOU AVOID?

Even experienced acquirers can encounter challenges. The most common mistakes include pursuing an
acquisition without a clear strategic rationale, overpaying because of competitive pressure, underestimating
integration complexity, overlooking cultural fit, or placing too much strain on the balance sheet.

Avoiding these pitfalls often makes the difference between a transaction that simply closes and one that
creates lasting value.
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THE BOTTOM LINE
Growth through acquisition can be one of the fastest ways to strengthen a business, but success depends

on thoughtful planning and disciplined execution. Before pursuing your next opportunity, make sure you
can confidently answer these seven questions.

A successful acquisition requires more than identifying the right target. It also requires the right team of
advisors. An experienced banking partner brings more than capital to the table, offering strategic guidance
on financing options, transaction structure, cash flow considerations, and long-term growth objectives.

By engaging your banker early, you gain valuable insight that can help you evaluate opportunities, navigate
complexity, and position your business for a successful acquisition and sustainable growth.
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