


Through our buy-side services, we are able to help both strategic and 

financial investors gain a more complete understanding of the financial 

situation of a target business, assess normalized EBITDA used for 

pricing purposes, and identify risks related to the corporate governance 

and financial reporting environment.       Leveraging our financial expertise 

enables clients to focus on evaluating the target’s business strategy, 

management team, and plans for growth. 

Sample buy-side services include the following:

	 Quality of earnings and cash flow assessments

	 Quality of assets evaluations

	 Pro forma EBITDA adjustments

	 Normalized EBITDA analysis

	 Working capital analysis and dispute resolutions services

	 Purchase price adjustment review

	 Operational metrics and key business drivers analysis

�	 Corporate governance and financial reporting policies and  

	 procedures  assessments
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Buy-side due diligence for middle market private equity firm 

Business issue

Our private equity client has total committed capital in excess of $50 million and actively 
pursues investment opportunities across several industry sectors. Its management team focuses 
on companies with revenues between $20 million and $150 million, and that require equity 
capital for a variety of reasons including management buyouts, recapitalizations, and growth, 
among others. It has a proven track record of successfully investing in small and mid-sized 
companies in a wide variety of industries including business services, consumer products,  
and manufacturing.

Our client had a letter of intent to purchase a multi-unit retailer with $100 million in sales for 
combination with an existing, complementary portfolio company. The deal leader contacted 
Riveron at the end of the week and requested we provide full-scope financial due diligence 
with an accompanying report.

Riveron approach

With a short timeline to deliver our initial findings, our team of three professionals was able  
to hit the ground running at the target’s headquarters on Monday of the following week. We 
coordinated with target executives to obtain information necessary to evaluate and support 
the historical and projected financial position of the business. Our due diligence efforts focused 
on a full operational review identifying key risk factors and operational metrics, plus analyses 
of forecasts, the balance sheet, and working capital. Initial findings were reported to our client 
through daily status meetings by conference call and we further investigated other key issues 
identified. Our draft report was used to assist in final deal negotiations and the accompany-
ing deal structure, and a final report was issued to complete the engagement and financing 
with the lender.

Benefit to our client

We were able to isolate certain issues through our detailed review of balance sheet accounts 
that resulted in pro forma adjustments to EBITDA for the relevant period. In addition, we 
highlighted certain areas of ongoing financial and operational risk. These findings were used 
by our client to assist in final deal negotiations and deal structure as well as frame up areas  
of concern for post-transaction focus.

Case   study



R i v e r o n  C o n s u l t i n g

R i v e r o n :  services

Sell-Side 



The value of a deal can be dramatically enhanced by the quality of a 

company’s financial reporting and record-keeping capability. Riveron 

works with its sell-side clients to bring maturity and transparency to 

back-office processes and documentation in advance of courting a deal. 

By planning ahead and engaging our team, our clients have the opportu-

nity to maximize the ultimate selling price of their investment asset and 

minimize the negative impact of unforeseen purchase price adjustments.

Sample sell-side services include the following:

	 Carve out assistance

	 Data room strategy and organization

	 Public offering/transaction planning and preparation

	 Purchase price adjustment review

	 Working capital analysis and dispute resolution services

	 Corporate governance and financial reporting policies and 	

	 procedures improvement
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Sell-side services for middle market private equity firm 

Business issue

Our private equity client has strong relationships with its private and institutional investors 
and quickly obtains capital on a deal-by-deal basis for acquisitions and recapitalizations. This 
particular client focuses its investment efforts on opportunities such as bankruptcies, turn-
arounds, and other challenging situations (e.g., labor issues, environmental challenges, carve-
outs, etc.). Typically, the firm buys companies in industrial, heavy manufacturing, and related 
service industries and believes it can generate high returns on invested capital by buying dis-
tressed assets, partnering with experienced operators, and building large businesses through 
reinvestment of intellectual and equity capital for both organic and acquisition growth.

Our client began with an agreement to purchase several homebuilding products distribution 
centers from a large, multi-national conglomerate and a plan to sell the newly formed business 
through a public transaction. The deal leader contacted Riveron to assist with the acquisition, 
carve-out, and initial public offering preparation.

Riveron approach

We started our engagement by providing financial due diligence and analysis in evaluating  
the assets targeted for acquisition. Evaluation of the assets proved challenging because no 
stand-alone financial records were maintained for the distribution centers either individually  
or as a group. However, we were able to assist our client by evaluating the quality of assets 
and margins of the business and modeling pro forma business expenses of the go forward 
entity. Ultimately, we assisted our client gathering data, providing consultation regarding back 
office processes, and recommending steps that enabled our client to recreate historical finan-
cial records for previously unaudited operations. We successfully led the business through 
a stand-alone financial statement audit by a Big Four firm and supported preparation of all 
other necessary documentation needed for an S-1 filing.

Benefit to our client

Given our experience with carve-outs, post-transaction audit support, and initial public  
offerings, we were able to assist our client with a multitude of steps toward the S-1 filing.  
By completing a project that was deemed impossible due to the challenging business circum-
stances, unavailability of stand-alone records, and aggressive timelines, we were commended 
by our client and earned a long-term, loyal business relationship.
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Post-Transaction



Because a deal’s success is never measured with the execution of a 

contract, Riveron provides a range of post-transaction services designed 

to help maximize and realize its value. These services often extend 

from privately held portfolio companies to public market transactions and 

beyond. Our experience allows us to bring value and resolution to the 

most complex financial reporting issues of large, mid-cap public companies.

Sample post-transaction services include the following:  

	 Strategic planning and analysis

	 Working capital analysis, reconciliation, and dispute  

	 resolution services

	 Post-acquisition integration

	 �Post-transaction audit support  

(e.g., closing balance sheet assistance)

	 Investment portfolio reviews

	 Technical financial reporting advisory assistance

	� Balance sheet analyses, account analyses, and  

complex reconciliations

	 Financial reporting system implementation project management

	� Corporate governance and financial reporting policies and  

procedures assessments

	� Interim financial executive support  

(e.g., Chief Financial Officer, Controller, Financial Reporting)

	 Workout assistance and turnaround consulting
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Post-transaction services for middle market private equity firm

Business issue

Our client has more than $80 million of committed capital and targets lower middle market 
companies focused on emerging domestic and underserved markets. These companies possess 
stable, high quality cash flows and strong strategic profiles. Typical investments range from 
$15 million to $100 million.

In addition to capital, our client provides significant operational experience and financial 
expertise to the management partners who operate its portfolio companies. Our client’s team 
members each have had distinguished careers and understand the unique needs and growth 
prospects of lower middle market companies.

Our client had recently closed on a deal adding a manufacturing company to its invest- 
ment portfolio. In order to fulfill its strategy to grow the business, the private equity firm 
knew it needed a better understanding of prospective financial information. As a result, this 
client contacted Riveron to provide process improvement consulting and operational report-
ing transparency.

Riveron approach

We were initially asked to provide process improvement assistance related to management 
reporting so that better informed operational decisions could be made. Given our understand-
ing of source information available to the business, we were able to give our client an inde-
pendent assessment of the strengths, weaknesses, and adequacy of the existing information 
system. In the end, we recommended an upgrade of the existing system and elimination of 
several redundant reports that were being maintained on a monthly basis in Excel.

Benefit to our client

Our client was able to leverage the resources of Riveron to improve the quality and timeliness 
of management reporting of its new asset. By documenting key processes, controls, policies, 
and procedures, Riveron was able to quickly and seamlessly transition day-to-day activities 
to the new Chief Financial Officer and Controller. Having confidence in the results being 
delivered by Riveron, our client was able to focus its attention on evaluating new investment 
opportunities and resolving issues among its other portfolio companies.
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riveronconsulting.com

o n :  call
Let us demonstrate how Riveron’s insight can 
work for you. Contact us:

3131 Turtle Creek Boulevard, Suite 400
Dallas, Texas 75219
p. 214.891.5500
f.  214.891.5501

311 South Wacker Drive, Suite 4350
Chicago, Illinios 60606
p. 312.902.3000
f.  312.262.3800




