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Selling Your Business: Building the Right Team    

 

Brian Oard, President, Western Region, Wilmington Trust N.A. 
Alvina Lo, Chief Wealth Strategist, Wilmington Trust, N.A. 
David Iannini, Chairman, President & CEO, William & Henry Associates 

 

Brian Oard: Aloha. We are live from the floor of the Hawaii Tax Institute in Honolulu, Hawaii. I'm 
joined by my colleague and friend Alvina Lo, who is our chief oil strategist out of our 
New York City office and our special guest, David Iannini, who is the founder and CEO of 
William and Henry, a investment banking firm based out of Century City, California.  

 So you had these early conversations, and I know from our meeting last week you talked 
about the value of the other members of the team. Can you talk a little bit about who 
else should be on the team besides the investment banker? 

David Iannini: Building the right team is absolutely critical to the process. Not only do you have to have 
a good investment banker, who sort of is the leader of the transaction, but you have to 
have a good corporate attorney that knows how to get through the documentation and 
the schedules and writing the reps and warranties correctly.  You also need some good 
accounting folks, that could be in the form of an audit, a review or quality earnings 
report, but there needs to be some sort of outside review of the company's financial 
statements that are not produced by the company's CFO or equivalent. 

 Clearly the tax ramifications of any transaction are critical and that depends on how you 
incorporate it, whether you are a C or an S corporation, And it's also important to get 
the planning of the transaction, in terms of wealth planning and estate and tax planning, 
whether it's getting money to your children or your grandchildren or generation 
skipping or charitable remainder trusts or things of that nature, that can be done on a 
tax efficient basis before a deal is signed up under an LOI. 

 But your options after the LOI are incredibly limited, if even exist at all. So it's so 
important to do that kind of planning before a deal is in place. And literally a wealth 
manager's probably the first person I call, after I sign up a deal because they have to get 
going immediately. 

Brian Oard: One of the recurring themes as you enter into relationships with people that are selling 
their businesses, is that they intertwined a lot of their own personal expenses as part of 
the business.  

David Iannini: Certainly most private business owners, there’s certainly nothing wrong or illegal about 
it, use their businesses to pay for vacations or tuition for their kids. All sorts of those 
things.  Of course, those are not things that are going to continue after a deal is done. 
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 So, what we're trying to prove to the buyer and in getting the highest price for the 
seller, is what is the real cash flow going to be after the deal when you're not paying the 
tuition and the family vacations are not being run through the business.  But there's a 
process you have to go through and it involves getting the accountant involved that I 
talked about earlier, or other specialists,  to go through the profit and loss statement 
and literally identify and provide the documentation of those expenses so that we can 
prove to the buyer that this expense that's happening now is not going to be an expense 
going forward. 

Alvina Lo: What are some of the things or headwinds that you're seeing given current regulatory, 
legal and political climate for business owners if they're contemplating a sale? 

David Iannini: There really are no headwinds right now to the selling process because two things, 
general things, motivate people to sell. Fear and greed.  But what's interesting is rarely 
do those two exist at the same.  

 There's lots of buyers and only a few sellers, so that tends to drive the supply and 
demand appraisement. That's on the greed side. On the fear side, you've got a Chinese 
deal, trade deal that never seems to come to fruition. You've got negative interest rates 
in Europe. You have a Fed doing reverse repo into the market every day to stabilize the 
short end of the curve, on the yield curve. 

 I mean, there are some storm clouds on the horizon, so no matter whether you're 
greedy or you're fearful, there's a reason for you to be trying to get rid of your business 
right now or at least monetize it in some fashion.  
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This video is for educational purposes only and is not intended as an offer or solicitation for the sale of 
any financial product or service or as a determination that any investment strategy is suitable for a 
specific investor. Investors should seek financial advice regarding the suitability of any investment 
strategy based on their objectives, financial situation, and particular needs. This video is not designed or 
intended to provide financial, tax, legal, accounting, or other professional advice since such advice 
always requires consideration of individual circumstances. If professional advice is needed, the services 
of a professional advisor should be sought.  
 
Note that estate planning strategies require individual consideration, and there is no assurance that any 
strategy will be successful.  
 
IRS Circular 230 Disclosure: To ensure compliance with requirements imposed by the IRS, we inform you 
that, while this presentation is not intended to provide tax advice, in the event that any information 
contained in this presentation is construed to be tax advice, the information was not intended or written 
to be used, and cannot be used, for the purpose of (i) avoiding tax related penalties under the Internal 
Revenue Code or (ii) promoting, marketing, or recommending to another party any matters addressed 
herein.  
 
Wilmington Trust is a registered service mark. Wilmington Trust Company, operating in Delaware only, 
WIlmington Trust, N.A., M&T Bank and certain other subsidiaries of M&T Bank Corporation, provide 
various fiduciary and non-fiduciary services, including trustee, custodial agency, investment 
management and other services. International corporate and institutional services are offered through 
M&T Bank Corporation’s international subsidiaries. Loans, credit cards, retail and business deposits, and 
other business and personal banking services and products are offered by M&T Bank, member FDIC.  
 
Third-party trademarks and brands are the property of their respective owners. 
 
© 2020 M&T Bank Corporation and its subsidiaries. All rights reserved.     

 


