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People often inquire as to what constitutes an 1deal
business. The question is then related to the
comparahility of thewr busin esses to this model
enfity. While many of the comments arficulated in
this bnef commentary are applicable to all
businesses, owur target audience is the individual
buyer. As we all know, there 15 no perfect business.
However, there are businesses that are more
attractive because theyhave less nsk attached Ina
perfect confimmm, ore would expect to pay more
for a business (given similar cashflows) that enjoys
less nisk than one that possesses significant inherent
tisks. This representafion is nothi nz more than the
traditional nskreward model that we encounter
daily. Let's examine some of those characteristics

that increase value, and concurrently reduce nsk
Forexample:

E amings Histo ry:

If the company has enjoyed nsins reverues and
cash flows over the past several years, there is
reason to expect that this trend can confirme. On
the other hand if revermes and prof itakality have
been largely unpredictable or expenenced severe
swings, this company may posses substanfial sk to
a poteniial buyer. In parbicular, any com pany that
has enjoyed nsing eamings dunns a recessionary

crvment 1= 2 boonesx el waranls pahonla
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Earmiersiv Eniry:
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e dasmc mairboy diemshw H theae =e
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fhe po=ahiity of stabtng 2 byane=finm sxaich For
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Cushhmer Loayvally & Concenivatinn:
Veay few people e willing to boy a boane=x with)|
one costomer which s anpnla adlegance o e
oment ovnecsdep Dhvweshcshon of the costomes
ha=ze, along with a lack of concentrshon of come
a small goop of costomers ailds to the enhity’'s wlor
In most ginshns, 1t 15 deanle oot to ave oy
ange onstomer represent more than 5% of the ine's
Conbhrwed on Page 5

Tuesday, Sepiember 26, 2006, 10:30 AM
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AFFILIATES CORMER:

Core 1o meet affilicie mexbers and find oul how they con asist you with your deaks.
Sepiember's Affrlicie Member Fhspitakly Sposscor:
H. &rady Thradher, IV of Joyce, Thrader diaiser, Alormeys ait Law
PMease be sure 1uv thank Grady for his generositly and support of the GABB.
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Dow’t Miss If! Register Now!
The 2006 GABE Holiday Party is For Y OU!

Thhikx year™s exirarapases will be birer and bedier ham er er with a delic e ey buillled for your
cojprymenl. Jut have 2 ook af ithe month walerigr delicacies we e phaned for yom 20 your g, Every
2006 Messlver amd sue parst are candinlly wried iv abtesd (ot sne of your oy preal svessler esedils )
Nedwerkingr i a cacal siwessplere. pread foed amd 2 chonce v relan with riesds and Teciness: avcecinbes

S IR TERS
Haled Bree en ooate walle Apracot and W lned Morwes nde, Woarvw Spanacle Artacols Dip

HOT HORS N"OBTIVRES

CANVING 5T TN

Hackwrzy Soled Bresst of Berioey , Roast Tenderiin of Beef, Rooast Roack of Lovwh watls
Mt Jelky, Cranberry-Orange Wl Cletneyy, Boarmaioe Soooe: and Red Onion © abernet
Morvea nde, Dyon Masiord, Macpnnase and Siloer Do lar Ro s

Jerwbo Shrawp, Cral Chees, Ogsters on the Ball Shel 1, CocloarT Saeece:, Borseradedy,
Levwon Shors and Tabasno S

IFOLINAY DESSERT DESFLAT
Assoried Boladoy Covlces, Pelfsll Pors

BEVERMES

M lnd Caler and BEgg Mg, Berbal Toa Selectan, Presh Breced Coffee Siatson wille
Guoerrveet Condewents o aocbuade: Clhocolnl ¢ Shoaoirg s, Wieipped Croovwe and Cavsavwsn
EEaks

CASIT RAR
Yourr Paxorie Aduek Beceroges [Revwewder o drimk responsshly or don't  drioet]




G eorma Association of Business Brokers

GABB 2006 HOLIDAY PARTY *REGISTRATION FORM

When: Tuesday, December 12, 2006
Where: Hilton Hotel, 5993 Peachtree Industrial BElvd . Norcross, GA
Time: TPM ‘il 10 PM

Member & One Guest Cost: Perperson, a new, unwrapped toy fora boyvorgirl, all donated to
Child ren’s Hospitals of Atlanta for hospitalized kids during the holidays . This is coondinated by
Affiliate Member Helen Stahel .

Pleaze complete all info rmation and forwand form to James Welch, NOLATER THAN
NOVEMBER 27, 2006. The soonerthe better! Space is lim ite d!

1) Member Name MemberF irm
2) Chedi One: Active Member Asmciate Member Affiliate Member
3y Member Guest Name

4) Additiona l Guests of Memb ers may attend at a prepaid costof 555.00 per person.

Additional Guest Name L 355

Additional Guest Name 555

Additional Guest Name &L 555

Additional Guest Name W B55
TotalDue With ThisForm

5) Cancellations of reservations formembers and a 1l guests can be made through Friday, December
1, 2006. Any member o r guest canceling after that date or that is a reserved “ne  show™ will be billed
$55 perperson. This is necessary because of the guarantee we must give the hotel and the aswciation
haste pay for, whether or not attend ed.

6) Wallkups without a reservation will be charged at the dooras follow s:
Memberand One Gue st: 320 each
Additional Guests of Member: 575 each

7) We have negotiated a special GABB rom rate for vou of just 569 at the Hilton for the evening of
1212, & you would like to stay the night after the party. Male vou reservations direct Iy by calling
T70-447-4747 and ask for the GABB special rate. Normal room rates ran $109-5159 so the 569 rate is
a realdeal

Mail this com pleted form to:
James Welch
Metro Brokers/GMAC
1580 Holcomb Bridge Road, Suite 26
Roswell, Georgia 30076
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AFFILIATE SPOTLIGHT

Susan J Kite Business Development Officer
Popular Small Busmess Capital
678-445-6551 (office) 770-595-9734 (cell)
A ffiliate Member since 2006

Popular Small Business Capital, a dvision of Banco Popular North Amenca, 1sthe 5thl arges SBA
lender 1n the mtion — and growing. PSBC helps m ake your deal happen by offenins your client access to
capital. Inaddtionto the SB A504 and Taprograms, they provide an “SBA Express™ Line of Credit fo
ensure that vour client has sufficient working capital to succeed PSBC’s loan “tool -box™ includes
cotrvertti onal real estate loans that are excellent for inmvestors and those who planto occupyless than 51% of
their building Theyevenhave a commeraal stated -income program .

PSBC ispnmanly a cash-flow lender, so collateral isnot as im pottant asit may be for other lenders. It
looks for posiive trends and a buve r withdirect or related industry experience. PSBEC canfinance 100%
goodwill, 10026 partner buy-outs, and up to 0% onfranchise acqusitons. A typical business acqusitionis
financed at 30% of total project costs, andan additional 10% canbe inthe form of a standby seller mote.
They al so work with start -ups, refinances and business expansions. As SB A Preferred L ender Progam
{(PLP) lenders, there are no geographic limits. Loansizes range from 5150000 to several million

PSBC serves yvour client through seasonedlenders expenencedinthe local market. SusanKite was
bomin Aflants and graduated from UG A with aBB Ain Marketine She has over 20 years experience as a
commercial real estate, SB A and sm all-lusiness lender. Susanbeganher lending career in Jacksomalle,
Flonda, and was Director of the Jacksomalle Local Development Company, an SB A 504 Certified
Development Company. She refumed to Aflanta in 1990 to work withB ank South and has had great
success as a commercial and 5B Alender, especiallyin the Cobb and Cherokee m arkets.

Susan ard her familylive in the Towne Lake area of Cherokee County. H er msband Al is Pharmacy
MManager for Kaiser and “part -time rental professional™ for their beach house in Cape SanBlas Flon da.
Their son, Andy, 15 13 and the star Academic Bowl team member at ET BoothMiddle School. Healso
erjoys fishing plaving t he drum s, andleading the entire family ona few wild goose chasesina GPS -
centered sport called GeoCaching They are members of Hillside United Methodi st Clurch where Susan
has been a Sunday school teacher and vouth group helper.

Susanisnew to GABB andis excited about the opportunity to work with vou and yvour clients. She
pledzes to be responsive to vour calls, do everythin g she canto get a deal done, and tell you quicklyif she
carmwot help. Susanlooks forward to working with you!
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Continued from Page 1- “Increased Value, Decreased Risk™

revermie stream. Moreover, the more that customer is tied to the compan v and 1ts remainingm anagem ent
team versus aurent ownership. the more mherent value the company has.

Well defined Niche & Stra tegic Advantage:
Every business that operates in a well -defined mche will be more appealinz to most buyers. Couple a niche

operator with a well-defined strategc advantage, the company becomes a compelling acquisition cand date.
A miche caninclude any differentiated product or serace offered to a umque customer or market. The

existence of a mche business with a competitive advantage implies the tolerabulity of present and future
competition

Growth Op po rtunities:

People buy businesses based upon their cument and histonical cashflow | but the decisionto buyis prompted
by the future growth opportunities 1n reverme and cash flow. Few buyers want to purchase a business that
has maximized revermes, profitability and market share leaving little up side potenfial. Inherent in these
forecasted increases in overall profitability are the presumption of a fable and growing ind ustry with little
risk of replacem ent by substitute goods and services.

Transitioning K ey F mp lovees:

One of the first thines I request after undertakine an engagem ent 15 an Organzation Chart. I pay particular
attenfion to the Owner/CEQ s direct reports. Long term, competent managers with well -defined slall sets
can be areal dus so long asthose managers are willing to stay ab oardwith the new owner. Incemfive plans,
stock options equity parficipation employment contracts and vanous perks can be in stnmmental in
persuading exi sting em ployees to remain with the company.

In summary, a prospective buyer, consciously or unconsciously, evaluates and ranks each of the
aforem enfioned charactenstics and develops a composite nsk profile of the target comp any. On a scale of
one to ten, with 10 beinz viewed as anideal company, entities sconng eight or above will be considered
very appealing Comversely, businesses with an overall score of flree or below would be considered
unattractive candidates. An educated buyer will pay handsom ely for those opportunifies he perceives as real
values in the marketplace. As business inferm edianies, we have an obligation to assess our cliert’s innate
matketability and to wotk collaboratively with lim to develop strategc intiatives that move lim along that
definable comimmm known as the “1deal usiness’.

SEPTEMBER MEMBER MEETING

Speaker information- Glenn Aspinwall, Vice President of Colonial Properties, and Alan Shaw
of Shopping Center Group will lead a landlord disc ussion panel focusing on topics of interest
to the business broker. This will include successful negotiation and transition tips for obtai n-
ing a new lease when a business is sold. Topics may also include when to involve the lan d-
lord, necessary steps and keys to success. Each will give an update on the Atlanta market,
lease rates and general business climate. Glenn will focus on office space while Allen will fo-

cus on retail space. Each will speak for a short period of time and then take questions from
the audience.
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