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International Middle-Market Opportunities
Taking a company to the “Next Level” is much more than just rationalizing expenditures. It’s 
thinking outside of the box and your ability to execute on additional opportunities and avenues to 
grow your business. Today, entering the international markets is a means for a middle-market 
company to expand geometrically. When considering expanding into global markets, it’s easy to 
feel overwhelmed by all of the things that can go wrong by attempting to navigate these 
foreign markets politically, economically, and socially.  

According to the 2016 American Express Grow Global Survey, small to mid-size businesses 
revealed the most intimidating international challenges were 65% cultural differences/
different business practices in foreign markets, 64% political instability, 59% language barrier 
difficulties, and 57% had a general lack of knowledge about the oversea markets they were 
attempting to enter. However intimidating these factors are, expanding into global markets can 
offer companies opportunities to diversify their operations, tap into a new customer base, and gain 
new sources for materials and talent.  

This article can help mid-market companies identify and address some of the most important first 
steps as they consider growing globally. No situation is identical, how you look at opportunities will 
vary from situation to situation. But one principle generally applies: control. Be mindful of which 
location criteria you can control and which ones you cannot. Remember that each decision 
you make today has the potential to preserve or diminish the operating latitude you will have 
in the future. You will generally have more control at the beginning of the process than you will at 
the end of the process.  
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Cash Flow Improvements 
At Lakelet, we believe in the famous expression “cash is king” because 
the ultimate success measurement is the amount of cash generated. 
When looking at lower-middle market companies, measuring cash is 
paramount.  

The key processes / metrics Lakelet Advisory Group recommends are: 

 Fully understanding your break even from a cash flow perspective.
This includes: expenditures, revenues, timing, debt service,
seasonality, etc.;

 Often times, too much focus by entrepreneurs is on the profit and
loss statement. The key to successful cash flow is optimizing the
balance sheet. The balance sheet is more complex, but it more
accurately reflects the overall health of a company. For example,

the balance themselves are key, but it is the timing that plays a
significant role. How quick are the inventory turns, turnover of
account receivables, etc.;

 Lease, don’t buy;

 Enforce payment discipline. Do not set a precedent of allowing your

money to be abused;

 Require a down payment on projects so that your customers fund
the project, not you;

 You may even have to “fire” a few non-value added customers /

clients;

 Evaluate your terms. Can you get paid in 15 days—not 30 days.
Can you pay in 45 days—not 30 days;

 Pay commissions and bonuses on cash collected vs. revenue
earned; and

 As Benjamin Franklin has stated, “a penny saved is a penny
earned”. Be creative in expenditures—not cheap.

Lakelet Advisory Group has noted that the lack of understanding of cash 
flow vs. profitability is a major challenge for the lower-middle market 
entities. When your financial projections are created on an  annual 
basis, it is important to generate a company balance sheet statement 
with the projections.  If you fail to generate financial projections—always 
remember “failure to plan is a plan to fail”.  

International Middle-
Market Opportunities 
Continued from page 1 

Now that you’ve decided to take your company to the 
“Next Level” via international expansion, the first 
crucial step is research. With your options 
including almost 200 countries around the globe, 
research will help narrow down the markets 
that will present you with the most 
opportunities. Technology today has made it easier 
to conduct online research to determine key growth 
indicators for emerging markets. Find a reliable 
source and search indicators such as GDP, 
population, competitors, and relevant taxes. 

According to the 2016 American Express Grow 
Global Survey, about 78% of small and mid-size 
businesses entered foreign markets intentionally 
as part of a strategic business decision. Of 
those businesses, 63% of them feel informed about 
how to conduct international business, but almost 
four in ten indicated that they could benefit from 
additional market knowledge on exporting. While 
technology makes it easier and faster to search 
for market knowledge, make sure you are 
taking control in finding accurate and reliable data.  

The Global Survey revealed that of the companies 
already exporting outside the U.S, 80% saw a boost 
in revenues after one year. Additionally, 76% of 
business owners expect that their revenue from 
sales overseas will increase by about 30%. 

While the future of exporting and expanding globally 
is full of potential and opportunities, it may help to 
develop relationships with foreign partners to give 
you a hand in complying with international law 
and regulations. At Lakelet Advisory Group, we 
take the time to build and maintain 
relationships and partnerships with players all 
over the world. In our experience, we have found 
two pertinent factors in successful, international 
operations. These being: patience and over-
communicating. Our niche is in China and South 
American markets.  



Primary Reasons for Turnaround/Restructuring 

Industries 

Software 
30% 

Financial Services 
22% 

Manufacturing 
18% 

Medical Device 
10% 

Consumer Goods 

• !8% 

Distribution 

I !5%

Transportation 
5%

Other 
2%

• West Coast

• International

• Canada

• New York City

• Western NY

• South East

• Underperforming M&A (27%)

• Lack of Growth ( 17%)

• Short-term Financing (12%)

• Diverse Strategies (12%)

Misplaced Skill Sets (11%)

Lack of Infrastructure (9%)

Inventory Management (8%)

Litigation (4%)

Location 

When Lakelet first started, our 
client base was 90% based in 
Western NY. Now, clients in 
Western NY account for only 

10% of our business. 
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Contact Us 

Lakelet Advisory Group 
50 Fountain Plaza 
Suite 1400  
Buffalo, NY 14202  

(888) 971-3244

info@lakeletag.com 

Visit us on the web at 

www.LakeletAG.com 

What’s Happening with Lakelet This 
Quarter?  

• When Lakelet was first formed, 90% of our client base was in Upstate 
New York. Today, that number is now 10%, with our continuous 
expansion into new markets.

• This quarter, Lakelet has entered several new markets, such as: toys, 
cannabis, and pharmaceuticals. 

• Lakelet is always on the look out for new deals, especially ones related 
to our sister company, Lakelet Acquisition Corporation. See our website 
for more information on how we can do a deal together in the future, 
http://www.lakeletac.com/in-the-news/. 

“There are no secrets to success. It is the result of preparation, 

hard work, and learning from failure.”  

Colin Powell 

Lakelet Advisory Group LLC 
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