1. INTRODUCTION


2. M&A BUSINESS DRIVERS

a. REVENUE VIA ORGANIC/PARTNERSHIP GROWTH

b. COST MANAGEMENT

c. CLEAR GROWTH OPPORTUNITY

i. Customer Base Acquisition

ii. Consolidation of Traditional Support Companies

3. M&A CONSIDERATIONS

a. M&A SEARCH CRITERIA

b. JUDGEMENT

c. THE FORMAL GO/NO GO CRITERIA

4. PROSPECTING

a. WORD OF MOUTH

b. LISTS

c. ACQUISITION AGENTS

d. BANKRUPTCY AGENTS

5. PROCESS

6. INITIAL EVALUATION (PRE-DUE DILIGENCE)

a. FISCAL

b. OPERATIONAL

c. OWNERSHIP/STAFF

d. GENERAL

7. DUE DILIGENCE

8. POST ACQUISITION INTEGRATION

a. CONCERNS AGAINST FULL INTEGRATION

b. PROPOSED INTEGRATION

9. APPENDIX I – INTRODUCTION LETTER

10. APPENDIX II – DUE DILIGENCE DOCUMENTS

a. PRE DUE DILIGENCE

b. MINI DUE DILIGENCE

c. FULL DUE DILIGENCE

