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Providing Optimum Outcomes In Mid-Market Business Sales

The International Business Group, LLC, known as IBG Business, has built a powerful team 
to manage mergers and acquisitions on behalf of successful business owners. 

elling a business frequently represents the single, most 
life-shaping financial event of an owner’s life. Often this is 
accomplished as a sale of a client’s business to a third party, 

providing liquidity for a secure and enjoyable retirement.

Today’s market for selling businesses is experiencing tremendous 
demand.  Many buyers are competing aggressively to buy quality 
businesses, which is pushing abnormally high valuations. These high 
business values are being driven by low interest rates, taxes, and 
inflation, with huge pools of acquisition money available in a robust 
US economy.  Other economies around the world have been falling, 
yet the US economy continues to flourish. 

Favorable conditions will cycle and soften substantially in the next year 
to 18 months.  The available supply of businesses in the market will 
be increasing as growing numbers of founders move into retirement.  
These factors will certainly reduce demand and push business 
valuations down.  An untimely economic decline, can quickly result 
in a five or more year delay before the next window opens to obtain 
maximum value when selling a business. Owners who are considering 
an exit for liquidity or retirement, but wait to act, may suffer expensive 
consequences due to substantially decreased business valuation. 

IBG’s specialization is in the process, methods, and management 
of business ownership transfers, which enables the business owner 
to focus on running their business. Working confidentially, to protect 
clients’ businesses, the firm is able to maximize value and outcomes 
for business owners through controlled private auctions or privately 
negotiated transactions. Top values are achieved when several 
interested buyers confidentially compete to win a deal. Starting with 
valuation and business analysis, the process continues with “setting 
the table” for maximum advantage, communicating vital information, 
negotiating and closing.

Most of IBG’s clients come forward as a result of word of mouth from 
a business owner’s trusted advisors or by prospective clients knowing 
of IBG’s industry-leading track record of successes. The client base 
is comprised of sellers and buyers of high quality lower middle 
market businesses, ranging up to $100 million in transaction values. 
Frequently these businesses are in the industrial, energy, aerospace, 
IT and distribution segments.

In building IBG Business to succeed in carrying out business owners’ 
sale and acquisition objectives, the IBG team is ever mindful that top 
outcomes result from skilfully managing complex sets of elements 
from early preparation through closing. Four of the key elements in 
creating the best business sale outcome are the nature and health 
of the client’s business, the acquisition market, refined processes, 
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and implementation by top talent. The business owner and the M&A 
Advisor team must work well together to drive these elements to 
maximum advantage. IBG’s staff provides the talent to coordinate all 
aspects and team members to ensure the best business sale results to 
accomplish the client’s objectives. The IBG advisor ensures the M&A 
process is carried forward from start through the conclusion, working 
to best achieve the priorities and objectives of the client, whether a 
buyer or a seller.

Roger Walker founder and CEO of Citadel Technologies, following his 
recent sale, said of IBG Business;
“(IBG Business) …spotted organizational and strategic opportunities 
to build Citadel’s value…recommended experts to help us improve 
sales, save taxes, give transactional legal advice, and assist with 
due diligence…strategically prepared us for our sale…unearthed and 
explained the true underlying value from buying Citadel, then ‘set the 
table’ before working successfully with top strategic and private equity 
prospects, and navigating us to a great result.”

Key to clients’ success is the diverse talents of the deal-maker team. 
The firm has built extensive outreach contacts, and appropriate 
tools and resources. IBG’s team has broad and deep training and 
experience in the multifaceted aspects of managing a transaction 
from the concept to conclusion. They are ready to recognize the 
opportunities and hazards that are sure to occur through the process, 
perceive the best choices, and direct the deal to the optimal outcome.

The IBG M&A platform is now in its fourth decade of proven 
performance and continuous improvement. When people know of 
the firm, the common refrain is IBG Business helps owners retire as 
millionaires. Principals of IBG Business have accomplished, managed 
and overseen over 1,100 company sales in North America in addition to 
serving scores of business owners with M&A consulting and valuation 
assignments. Each founder is regarded as a trailblazer for visionary 
leadership in helping shape the M&A profession as it exists today. 

Their acquisition expertise has been forged through focus, full-time for 
more than thirty years, providing superior divestiture and acquisition 
services for business owners. They have earned leading industry 
certifications and licenses, and have been honoured repeatedly by 
industry peers for visionary leadership in the M&A profession.

IBG Business and its founding partners -- Jim Afinowich located in 
Arizona, Gary Papay in Pennsylvania, John Zayac in Colorado, 
and John Johnson in Oklahoma -- were recognized as Acquisition 
International Magazine’s 2019 Global Excellence Award selection 
as The Mid-Market Business Mergers and Acquisitions Specialists 
for the USA. The company is continuing to grow, having recently 
added offices in Nevada and New Mexico. With offices strategically 
located across the USA, IBG Business is prepared to match the best 
in regional expertise with global reach.

To find out more about selling a business in today’s strong market 
or to discuss M&A broker and advisor services, contact IBG at www.
IBGBusiness.com

“The business owner and the M&A 
Advisor team must work well 
together to drive these elements to 
maximum advantage. IBG’s staff 
provides the talent to coordinate 
all aspects and team members 
to ensure the best business sale 
results to accomplish the client’s 
objectives.”


