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Hanging Around the Hoop 

Often times during the competitive nature of the bidding process in merger and acquisitions, you will walk away 

from a company having lost the bid. However, how you handle the next steps in the process is crucial. Lakelet 

has often found that we will receive a call from a company six months after we lost the bid to acquire them. We 

find it’s important to respect the exclusivity of the owner of the bid, but also make sure your firm s recognized as a 

serious business partner so that you are always in the back of peoples’ minds. Instead of being a nuisance, 

inform the company of your disappointment and reassure them of your interest and then wait for them to come to 

you.  

Reasons a company and the original winner of the bid might not succeed long-term include: 

• The winner overbid to be the highest bidder against the competition, but then they nickel and dime the

company in expenses moving forward;

• Private equity firms are viewed more as a finance instrument instead of a strategic partner;

• Surprises in the due diligence process due to lack of industry experience;

• If a broker is involved, there aren’t enough direct conversations with the owner and buyer, which can result in

relationship issues down the line; and

• The due diligence process can become a fire-drill, with a deadline of 60 or 90 days, which some firms are

unable to handle.

These reasons stress the importance of not burning bridges and making continuous improvements on your 

reputation as a strategic partner. You never know where the ball is going to land, so it’s imperative to hang 

around for a while.  
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Challenges Faced by Family Businesses 

Family businesses are popular, yet extremely challenging. You see it time and time again, a parent creates a 

successful business from the ground up, but it doesn’t get a chance to live for too long. According to Harvard Business 

Review, some 70% of family businesses failed or are sold before the second generation gets a chance to take over. Of 

the 70% of the businesses that failed, 60% failed due to communication problems and trust, 25% failed due to lack of 

preparation for the next generation, and 15% failed due to lack of financial and legal acumen. By the 3rd generation it’s 

85% of businesses fail.   

Some of the reasons Lakelet contributes to the failure of family businesses include: 

• Lack of a formal succession plan;

• Family is too emotionally involved in the company, therefore the valuations and expectations for transactions are

not always reasonable or based upon sound economic principles;

• Power struggles between family members can cause friction. The owner is the one who built it and they have a

hard time giving up their baby while the second generation struggles with being supervised by their parents at

work;

• The family members consider the business a right instead of a privilege and often lack the proper skill sets to

properly run the business; and

• The founder is at the end of his or her career, which means there is too much emphasis placed on short-term

successes rather than a focus on implementing a long-term plan or strategy.

Lakelet recently faced worked with a Canadian operation that had significant problems after the founder and CEO 

suddenly passed away. Unfortunately, a proper succession plan was absent and the appropriate plans for the next 

generation to take over suffered. To make matters worse, the owner willed his two sons who were not speaking to 

each other 50% of the company each. This business scenario hits all the aforementioned problems.  

It is very difficult to face problems concerning family businesses, but action can be taken by each individual to reconcile 

these problems instead of stewing in anger, guilt or frustration. Often times, bringing in a third-party can help resolve 

these issues in a professional manner. By bringing on a neutral third-party, the emotions can be taken out of the 

equation so that possible solutions and alternatives can become clearer.  
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"What I found is that, in a family business structure, sometimes what is needed is a sense 

of discipline rather than creativity. You have to take everyone’s ideas and make it work. 

When you are dealing with money, there is a limitation on how creative you can be.” 

- Ashwin Sanghi
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Contact Us 

Lakelet Acquisition 
Corporation  
50 Fountain Plaza 
Suite 1400  
Buffalo, NY 14202  

(888) 971-3244

info@lakeletac.com 

Visit us on the web at 

www.LakeletAC.com 

Lakelet Acquisition Corporation 

What’s Happening with Lakelet This 
Quarter?  

• Lakelet Acquisition Corporation (“LAC”) is very pleased to announce the

addition of several high-profile strategic advisors to its team. These advisors

include Mark Becker, Richard Heffern, Jay Maher, Jim Marra, and

Rich Sheiman – further enhancing Lakelet’s reputation as a differentiated

independent sponsor.  By expanding our team, Lakelet now how has over

150 years of transactional and operational experience.

• Michael Koeppel has been appointed Chairman of the NYS Society of CPA’s

Bankruptcy and Restructuring Committee.

• Lakelet Acquisition Corporation (“LAC”) continues to see more direct deal

introductions (and will pay a market finder’s fee to intermediaries as

appropriate), and we would love to hear from you!


