
withum.com    |   BE IN A POSITION OF STRENGTHSM ©2021 WithumSmith+Brown, PC 

CASE STUDY

TRANSACTION ADVISORY

SELL SIDE QUALITY OF EARNINGS — DATA 
MANAGEMENT AND BUSINESS INTELLIGENCE
EXECUTIVE SUMMARY

A provider of data management and business intelligence services for various 
consuming facing industries recognized a need for additional equity capital to 
fuel the growth of the Company. Due to complexities to calculating normalized 
earnings, such as multiple acquisitions during the historical period, the 
investment bank recommended a sell side quality of earnings process to 
support management in identifying, quantify and documenting all normalizing 
adjustments.

 

THE CLIENT 

A provider of data management and business intelligence services 
for various consumer facing industries.  

THE CHALLENGE 

The company’s founders and investors recognized a need for 
additional equity capital to fuel the growth of the Company.  
Because there were complexities to calculating normalized 
earnings, such as multiple acquisitions during the historical 
period, the investment bank recommended a sell side quality of 
earnings process to support management in identifying, quantify 
and documenting all normalizing adjustments. This preemptive 
quality of earnings process would prepare management for a 
quick path to closing.

CLIENT: A provider of data management 
and business intelligence services for 
various consumer facing industries 

STRENGTH: The investment bank 
involved recommended a sell side 
quality of earnings process to support 
management, which would prepare 
management for a quick path to closing

CHALLENGE: The company’s founders 
and investors recognized a need for 
additional equity to fuel the growth of the 
Company

OPPORTUNITY: Worked to trend historical 
expenses, map workforce modifications, 
and understand the cause and impact of 
certain customer losses

OUTCOME: Outlined a full scope sell 
side due diligence engagement with 
specific attention on normalizing the 
financial impact of operational changes to 
business. The seller was able to maximize 
the company’s value and maintain the 
deal tempo by professionalizing the 
presentation of EBITDA adjustment 
calculations and supporting 
documentation
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THE APPROACH AND SOLUTION

Withum’s team worked with management and the investment bank to outline a full 
scope sell side due diligence engagement with specific attention on normalizing the 
financial impact of operational changes to the business. We worked with Company’s 
management to trend historical expenses, map workforce modifications, and understand the cause 
and impact of certain customer losses. Our work helped quantify and support approximately $1M of 
normalization adjustments for the trailing twelve month period. Armed with the data and analysis created, 
management was able to successfully navigate the buy side due diligence process and quickly close a deal 
valued at $22M.  

THE RESULTS, ROI

The seller was able to maximize the company’s value and maintain the deal tempo by professionalizing the 
presentation of EBITDA adjustment calculations and supporting documentation through the use of Withum’s 
transaction advisory team.   
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