


My name is Istvan Preda, entrepreneur-advisor, founder of IMAP MB Partners, 
helping business owners like you, to grow and exit companies. We are unique in 
the lower middle market to benefit from the reach of a leading global 
investment bank (www.imap.com. In the last 10 years, I turned IMAP MB 
Partners into a market leader in Hungary and intend to do the same in Virginia 
in the coming few years.

This report contains the most popular articles I wrote for my newsletter, Firm 
Value in the last 5 years. Some of these have never been published in English 
before. My goal was to share with you my experiences in raising capital for and 
selling companies in the challenging investment markets of Central Eastern 
Europe. I hope you will find my writings interesting and fun to read.

Building a profitable business, positioning it as a marketable product financing 
its growth and finally monetizing it, is always challenging. It is often a long and 
arduous process. Most often small to medium businesses are sold when the 
founder has reached a plateau, from which he has no appetite to make another 
big jump, be them lifestyle or risk management reasons.

Why hassle with outside management and with a bureaucracy, when you can 
walk away with a multiple of future profits to enjoy other activities? Perhaps 
including launching another start-up? For the entrepreneur, creating 
something new is much more exciting than tweaking and optimising an 
existing business. Let professional strategic and private equity investors run 
with defining a new vision... hiring professional managers... piling cash in 
CAPEX... and running up the next mountain.

If you have any questions or comments, do drop me an email to 
istvan.preda@imapmb.com or call me at 804.205.5169. 

I would appreciate hearing from you.

Wishing you a good read and rising equity value,

Istvan Preda, CFA 
IMAP MB Partners
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MYTHS

They only want our market

Real estate adds value

Know-how and experience 

are additional value

Working capital boosts value

Investor for a “guaranteed” fix return
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WHEN BUILDING FOR SALE

People vs. Procedure

One (Wo)man Show

The Bootstrap Trap

Top Line Focus

Buyer Becoming Boss

Playing Without Endgame

Selling over the Hill
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“Investors... where to find them?”

Understand the business.
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Don’t expect them to bring markets

Not hardware, entrepreneurs

Sell when you have a buyer

More dumb buyers than sellers

Compunding Capex

Make the best possible, 

not the impossible deal

RIP YOUR COMPANY-MUSCLES

How can you finance growth then?

Does this mean that there is 

no way to grow in a recession?

GDP KEROSENE

Reluctant millionaires

War of autonomy

Success-less Succession

Exit and harvest

Where does this leave us?

Not hostile takeovers
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SELL IT

Contents

4


