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OVERVIEW

The attachment is the power point for the class that will be available to all attendees of the event whether or not they are in the workshop. The true education for the group comes from listening to the panel and it will not be on the overhead to distract from your highly regarded input.
If you choose bring 75-100 marketing material handouts   
The intent is to separate the routine acquisition from the distressed imparting as much knowledge as possible and answer questions.


The format-Subject to your suggestions Please email with any questions or comments

If you want a brief conference call Monday or Tuesday next week advise Otherwise I will call all in Wednesday to advise estimated time and place for a meeting on site prior to Saturday workshop
Moderator Workshop Overview/format
SELF INTRODUCTION (1-3 minutes)

 1-TOPIC COVERAGE

Gary-Thoughts on economy and deal making on distressed for rest of 2010

Barry-Tax Implications 2010 versus 2011 Any Clients thoughts on acquisitions    

Mark-Thoughts on economy   What does upcoming tax change mean to KLH

Don-Financial Market SBA/Bank /ABL  

2-DEFINE MAJOR ELEMENTS OF SEARCH

 ALL-Finding right fit Initial Contact Establish right (for you) network 

  How can these consultants get your attention? 

3-WHAT IS IMMEDIATE WALK AWAY SITUATION

ALL-Chemistry? Industry? Gross Margin issues? Government rules?  

Don lack of collateral and /or conducive game plan to resolve problems being bought 

4-WHAT CONSTITUES A GENERAL POSITIVE

ALL Gary as a financial buyer Barry on behalf of his client mix 

Mark- from acquisition to add on 

5- THE PROCESS

ALL Who is the team Jr or Sr people

         Outside experts I.e. Barry as CPA etc 

          Who makes final decision?
          When situation is marginal/neutral what occurs?

           What pushes a neutral to a yes or no (most decisive factors

6-WHAT MISTAKES DO YOUR DEAL SOURCES MAKE?
ALL i.e. shot-gunning, lack of detail in (fill in blank area)

7-WHAT MISTAKES DID WE MAKE?

ALL- brief outline

          What went wrong-i.e. government or tax issues hubris lack of time complexity?
           What was solution?  

          What we should have done

8-FINANCING
9- WHAT ARE MOST SIGNIFIANT REASONS FOR FAILURE 

All
10-QUESTIONS
Thank you all again

Don Rudnik
