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Thank you to our
generous sponsors

Arketi Group: Digital Marketing for B2B tech companies

Execulinks: Executive Level Search

Frazier & Deeter: Tax, audit and accounting services

Morris, Manning & Martin: Full-service law firm

Pritchard & Jerden: Insurance and risk mgmt services

Truist Bank: Full service corporate/ investment banking 

Wm Leonard & Company: Real estate specialists for high 
growth companies
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Zoom Etiquette

--Please mute during presentations.

--Chat if you want to ask a question.

--We are recording for educational 
purposes; this is not specific legal, 
accounting or tax advice; consult your 
advisor
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MODERATOR:
David Calhoun

Morris, Manning &
Martin

Mac Williams
Vice President

JMI Equity

Mike Whitacre
Partner

Frazier & Deeter

Vlad Besprozvany
Managing Director

Greater Sum Ventures
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Asif Ramji
Chief Growth 

Officer
FIS

Steve Tye
Managing 
Director

Croft & Bender



Polls 1-2
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Yes

No

1. Are you considering a sale of your company in the next 12 months?

74%

26%

Yes

No

2. Are you considering a capital raise in the next 12 months?

44%

56%
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What are you looking for in a 
company? For example, are there 
specific industries or verticals 
that are of particular interest to 
you now? 

Panel Discussion
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Is now a good time to sell or start 
a process?

Panel Discussion
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Valuation
• How does a PE come up with a 

valuation for an opportunity?
• What are the key metrics?
• What are the ‘gotchas’ that 

you see adversely impact 
valuation?

• Should the highest bidder 
always win?

Panel Discussion
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What about the pandemic?
• Has is impacted valuation?
• Has it impacted deal 

volume/frequency? Do you 
see that changing any time 
soon?

• Has it impacted how you look 
at deals or the types of deals 
PEs strategics would consider?

Panel Discussion



Polls 3
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Rarely

1-2 per month

3-10 per month

3. How often do you get calls from Private Equity and Venture Capital firms?

44%

30%

20%

More than 10 
per month 6%
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At the beginning of the process, 
what should the company be 
doing to prepare?

Panel Discussion
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What are your thoughts on how 
the advisors can prepare the 
company at this point in the 
process?

Panel Discussion
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Once committed to a process, 
how long should it take to close a 
transaction?

Panel Discussion



Polls 4-5
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Up

Down

4. What do you think will happen with valuations in the next 12 months? 

22%

16%

No

Yes, we need to sell 
before year-end

5. Does the fact that 2020 is a Presidential election year impact your decision 
to sell your company?

5%

84%

Flat 62%

Yes, we need to 
wait it out 10%
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What are your thoughts from the 
perspective of someone who 
helps with the financial Due 
Diligence?
• QofE. Should the company get 

a QofE on its own? If so, does 
the Buyer rely on that or get 
its own?

• What is QofE?

Panel Discussion
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What sort of tax due diligence 
should a seller expect?

Panel Discussion
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It’s a marriage –
• What should I consider as I 

evaluate PE investors?
• How do I choose between a PE 

and a strategic buyer 
(assuming price is close)?

Panel Discussion
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• What is it like to work with PE 
post a transaction?

Panel Discussion
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• What is the value-add that I 
can expect PE to provide?

Panel Discussion



Panelists Contact Information

David Calhoun – Partner, Morris, Manning & Martin
dmc@mmmlaw.com; 404-504-7613

Asif Ramji – Chief Growth Officer, FIS
Contact:  Melanie Bowling (EA)
Melanie.bowling@fisglobal.com; 678-978-5216

Steve Tye – Managing Director, Croft & Bender

stye@croft-bender.com ; 404-841-9351

Mac Williams – Vice President, JMI Equity

MWilliams@jmi.com; 410-951-0239

Vlad Besprozvany – Managing Director, Greater Sum Ventures

vlad@greatersumventures.com ; 415-535-9779

Mike Whitacre – Partner, Frazier & Deeter

mike.whitacre@frazierdeeter.com; 404-253-7512
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Increasing Value for Funding, 
Leadership and Sales

July 21, 2020

Please join our July 2020 Meeting

Live or Virtual
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