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Recently, as CPA/value-growth advisors, we have had the opportunity to work with 
two different individuals looking to invest and buy a business.  In one instance, the 
buyer, “George”, has identified the target and wants guidance on many aspects of the 
deal.  In the other instance, “Gina” is looking for potential targets having had a 
recent opportunity fall through.  The consulting support George and Gina want is 
different.  However, they share one important criteria in selecting their next advisor.  
They are assembling their team of advisors up-front before they invest dollar one in 
an entity.  Both want to confirm that we are connectors and collaborators. 
 
George’s situation is an interesting opportunity where he can potentially buy a 
struggling business that has the very type of equipment and capacity he needs to 
jump-start a compatible start-up business he is in.  This platform would then serve 
as the foundation for future bolt-ons.  George seeks support from the accounting, 
value growth, wealth management, capital and financing advisors of the AM&AA 
eco-system now.  Within 18 to 24 months, he will be expanding the circle to include 
intermediaries. 
 
Gina, on the other hand, is in a different position.  She has experience buying and 
selling companies as a member of corporate and private equity teams.  Additionally, 
she is strong operationally.  She has an outstanding relationship with her bank and 
conventional financing is lined up.  Gina keeps a rolodex to beat the band so she can 
pull together other investors if additional capital is needed.  Further, she has a solid 
relationship with an attorney and wealth manager that she knows work well 
together.  What she needs is access to sellers and support with the transaction.  To 
that end, she wants her new accounting and advisory firm embracing a collaborative 
approach to get the deal done and provide on-going services.  
 
George and Gina want assurance that their advisors: 
 

• Embrace an approach that is collaborative.  Egos are in check and there is 
willingness to work well in a group 

• Collectively understand their goals and challenges to build the better 
mousetrap to meet those needs.  Together 

• To serve them for the long-term, well after a transaction is complete, and: 
o Advise them on the business integration/launch, on-going operations 

and new projects for the foreseeable future 
o Watch for and introduce them to new opportunities that might fit 

their long-term vision 
o Be a sounding board for new business ideas related to their long-term 

plan 



o Connect them with other resources as needs arise 
o Provide external accountability to stay on track toward their goals 

 
These expectations are reasonable.  They are also probably not new needs or 
expectations.  What was different was the fact that these two prospects specifically 
asked about it and made it clear that collaboration was a critical element of their 
decision making.  It would be demanded from all the advisors they brought on to 
their team. 

 
Collaboration has been a concept and topic of discussion within AM&AA circles for 
years.  The conversations with George and Gina drove a key point home.  It’s moved 
beyond concept.  Business owners are requiring it.  
 
As members of AM&AA, we are uniquely qualified to meet this expectation.  We have 
access to tremendous resources and talent well beyond what the confines of our 
local circles through our membership and involvement in this organization.   George 
and Gina, the colleagues we’ve come to know through AM&AA and we will all benefit 
from this type of collaboration in action.   
 
Our challenge to you:  Take the steps you need to take to fully benefit from your 
membership in AM&AA.  Leverage the tremendous resources the Alliance has put 
into its new platform at midmarketalliance.org.  Attend the winter and/or summer 
conference. Get involved.  Make and then nurture connections.  Collaborate. 
 
 


