
Maximising value on exit - 
the importance of readiness
As part of your exit preparation, an Exit 
Value Roadmap ensures that you have properly 
considered all aspects of the transaction and 
will enhance your ability to execute a  successful 
process avoiding issues later in the process.



“CFOs have guided their businesses through several turbulent 
years and are now looking to the future, focusing on growth, 
investment and expansion. Record M&A activity in 2021 
also highlights the opportunity seen by dealmakers on both 
sides of transactions. Rising inflation, geopolitical risk and 
changeable financial conditions are likely to add further 
complications to the operating environment for businesses 
in 2022 and beyond. Navigating these and other challenges 
requires careful judgement and consideration by any CFO 
looking to put their business up for sale.”
Ian Stewart | Chief Economist, Deloitte UK

Expansion remains top priority
In response to the increase in uncertainty, 
CFOs have sharpened their focus on 
defensive strategies – increasing cashflow, 
reducing costs and reducing leverage. 
But, introducing new products or services 
and expanding into new markets – an 
expansionary strategy – remains
their top priority. They are also placing 
greater emphasis on increasing capex now 
than at any time in the history of the survey.

Majority of CFOs see 
opportunities in climate 
transition
Despite the large-scale change 
expected by most CFOs in 
their own businesses due to 
the transition to a low carbon 
economy, an overwhelming 
majority see opportunities 
arising out of it.

CFOs are placing greater emphasis on 
increasing capital expenditure now than at 
any time in the history of the survey. Amid 
excess demand, and with the pandemic, 

the energy transition and Brexit driving 
change, corporates are focussing 
on investment, particularly in new 
technology.

Source: Deloitte UK CFO Survey (quarter/year of which CFO survey was used)
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Enhance value
You want to ensure 
that all value enhancing 
considerations are included in 
your equity story.
Do this by ensuring that operations, 
footprint, ESG, commercial and financial 
value optimisation strategies are 
“baked into” the equity story.

Defend value
You need to be prepared 
for the transaction process and get 
the basics right.
Do this by ensuring you have single 
sourcesof truth, robust data and business 
controls as well as understanding your 
transaction breakers.

Establish value
You need to be clear about 
divestment strategy - be clear about what, 
how and to whom you envisage divesting 
the asset or which investor base you 
seek to attract upon IPO.
Do this by having a clear vision when preparing
your divestment strategy.

Preventing value erosion and maximising value Value erosion can (and does) occur at various stages through the exit cycle. Our experience 
is that businesses are rarely properly prepared for exit processes, be it sale or IPO.

NB: Value erosion during an IPO exit broadly aligns with the sale process in that investor confidence is typically impacted 
through inconsistent financials, absence of “one version of the truth”, and lack of transparency over the key drivers in the 
business. 

There are three 
fundamental ways in 
which value can be 

protected and 
maximised



Exit value roadmap



Exit readiness

We understand that our clients are 
at different stages of the transaction 
decision-making process, therefore we 
have tailored readiness approaches to 
suit each company’s needs

We have set out three approaches to 
performing a readiness assessment. 
Depending on your preference, you 
may decide to initially participate in a 
complimentary Readiness Accelerator 
workshop, and then decide to pursue an 
Exit Readiness Diagnostic and / or full scope 
readiness assessment later on in your 
process. Alternatively, we can dive straight 
into a full scope readiness assessment.
 
NB: shown approaches are illustrative and we 
are more than happy to tailor these to your 
needs

How Deloitte can help

Covers areas we agree will be important 
when preparing for, and executing, an exit.

Covers areas we agree will be important 
when preparing for, and executing, an exit.

Focussed on the key areas driving exit value 
as well as any specific critical areas for your 
business (finance and non-finance).

We will also advise management on the 
specific improvements required.

High-level feedback on exit readiness and 
potential next steps to help you prepare for 
the transaction. 

Findings and recommendations presented 
in a summary report.

We will present our findings and 
recommendation in a report, as well as a 
timetable and prioritisation of the key tasks 
and activities required for the preparation of 
an exit.

We will provide a gap analysis with practical 
recommendations for management to allow 
early exit planning and ensure an efficient 
process.

A half-day or full-day workshop facilitated by 
our Deloitte subject matter experts to meet 
your particular needs.

We will undertake a series of meetings with 
individuals in the core areas of your business 
to understand the current environment.

We will perform a readiness assessment 
of the key areas driving value during an 
exit.

We will undertake a series of meetings with 
individuals in the delivery areas of your 
business to understand the current 
environment.

We will perform an in-depth assessment of 
the key areas of your business that will be 
required to support an exit process.

Additional Deloitte specialists will be involved 
to meet your particular needs.

Half or full day

Readiness Accelerator workshop
2 - 3 weeks

Exit Readiness Diagnostic
4 - 6 weeks

Full Scope Readiness Assessment



Important notice

This document has been prepared by Deloitte LLP for the sole purpose of enabling the parties to whom it is addressed to evaluate the capabilities of Deloitte LLP to supply the proposed services.

Other than as stated below, this document and its contents are confidential and prepared solely for your information, and may not be reproduced, redistributed or passed on to any other person in whole or in part. If this document 
contains details of an arrangement that could result in a tax or National Insurance saving, no such conditions of confidentiality apply to the details of that arrangement (for example, for the purpose of discussion with tax authorities). 
No other party is entitled to rely on this document for any purpose whatsoever and we accept no liability to any other party who is shown or obtains access to this document.

This document is not an offer and is not intended to be contractually binding. Should this proposal be acceptable to you, and following the conclusion of our internal acceptance procedures, we would be pleased to discuss terms and 
conditions with you prior to our appointment.

Deloitte LLP is a limited liability partnership registered in England and Wales with registered number OC303675 and its registered office at 1 New Street Square, London EC4A 3HQ, United Kingdom.

Deloitte LLP is the United Kingdom affiliate of Deloitte NSE LLP, a member firm of Deloitte Touche Tohmatsu Limited, a UK private company limited by guarantee (“DTTL”). DTTL and each of its member firms are legally separate and 
independent entities. DTTL and Deloitte NSE LLP do not provide services to clients. Please see www.deloitte.com/about to learn more about our global network of member firms.

© 2022 Deloitte LLP. All rights reserved.
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