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NHBS Launches New Division
A new division has been launched by New Hampshire Business Sales, Inc. to serve the needs of private business owners in the mid-market sector.

The division, Business Transition Strategies, will handle mergers and acquisitions; provide advisory, transition and strategic planning services; consulting projects for business owners; and transition and exit structuring for owners planning their retirements. It will work throughout northern New England.

“We are pleased to make this move public after several months of hard work getting things organized, setting up a website, and getting our team in place,” said NHBS President Leon Parker.

Parker said the leadership team for the division includes John Howe, CEPA, director, who completed training as a certified exit planning advisor last fall in Chicago. Howe is a former newspaper executive with over 30 years of management experience, including project planning and oversight. He is a member of the International Business Brokers Association and New England Business Brokers Association.

Also on the leadership team is Ken Schaefer, a business intermediary with extensive retail experience, who is based in Londonderry; and Brad Kaplan, a seasoned business intermediary and investment banker with over 25 years of experience, who is based in Portland and also works out of the Portsmouth office.

“Our goal is to help preserve and enhance private business in the region,” said Howe. “This means working with a range of mid-market businesses as they grow, develop and make transition plans. This includes everything from helping emerging companies grow through strategic planning to helping mature businesses transition effectively through a carefully developed exit strategy for owners.”

A key component of transition planning is to consider the unique circumstances faced by the business, and then find ways to help maximize the potential through strategic transitions.

“For example, BTS is working with one emerging company with new technology as it prepares to ramp up production,” explained Ivor Thomas, co-owner and Executive Vice President of NHBS “One of the first steps has been for our Director to recruit an advisory board that includes CEOs and other business leaders with helpful expertise. The board will offer insight and advice to the owners as they implement their strategic growth plans.”

Another focus is helping owners of mature companies develop effective exit strategies as they move towards retirement.

 “Working collaboratively with other professionals, such as attorneys and financial advisors, we quarterback a comprehensive process that helps owners consider the personal, financial and business issues wrapped up in exiting their business,” Howe said. “We also consider what must be done to maintain and perpetuate the company that often represents a lifetime of hard work.”

Business Transition Strategies will focus its attention on mid-market companies with annual revenues ranging from $2 to $12 million. When it comes time for a sale, the BTS team will prepare the memorandum, identify prospective strategic and financial buyers, and manage the transaction process through to completion.

Details about BTS can be found at the website, www.businesstransitionstrategies.com On the landing page, visitors can click on the appropriate link and enter the Transition Strategies side of the operation. Pages include a description of services and outline of issues owners should consider. A blog provides information on current issues of concern to owners. Inquiries can also be sent to bts@nhbizsales.com, or by mail to BTS-New Hampshire Business Sales, P.O. Box 985, Meredith, N.H. 03253.
New Hampshire Business Sales is based in Meredith, but also maintains offices in Portsmouth and Henniker, and has affiliated offices in Vermont and Portland, Maine.

The company was founded by Stewart Lamprey, “Dean of New England Business Brokers” who, for many years, was active in the New Hampshire legislature.

Since 1976, NHBS has successfully worked with business owners, their attorneys, and business buyers to smooth the road to ownership transition. The firm pulls together acquisition agreements and shepherds them through the complicated sales and due diligence process, while also preserving a high degree of confidentiality. Creation of the BTS division extends this work to the mid-market sector.

