
Exit Readiness:

Why think about exit strategy early 

and how to be exit-ready?



Planning your exit 2-3 years ahead: Why founders should start now?

For many founders and early-stage investors, an exit can feel like a distant 

milestone - something to think about “later,” once product-market fit is locked 

in and revenue is scaling. But the truth is that the most successful exits, whether 

through trade sale, private equity investment, or IPO, are rarely the result of 

last-minute preparation. They are engineered months and years in advance.

The companies that achieve premium valuations don’t just grow fast. They 

grow with planned strategies, with governance, financial discipline, and 

strategic positioning that make them attractive to acquirers and public 

markets long before the exit window opens.

This is why the smartest founders treat exit planning as a medium/long-term 

strategic track, not a last-minute scramble.



Why think about exit strategy so early?

1. Valuation is built over 

time, not negotiated at 

the end

Buyers and investors pay for 
clarity, predictability, and 
scalability. These qualities come 
from years of disciplined 
preparation, such as having 
audit-ready financials and 
reporting processes; clear IP 
and contractual arrangements; 
and effective governance 
structures, etc, cannot be 
retrofitted in a few months.

2. Early investors expect 

optionality

Angel and VC investors backing 
high-growth companies want to 
see:

• A credible roadmap to liquidity

• A governance environment that 
supports institutional capital

• A cap table that won’t collapse 
under due-diligence pressure

Early planning protects their upside, 
and yours.

3. The exit landscape is shifting

Entrepreneur exits today are more complex than they 
were a decade ago.

Trade sales increasingly require strategic alignment and 
integration readiness.

Private equity demands robust financial controls, strong 
cash discipline, and a credible path to EBITDA expansion.

IPO markets reward companies with mature 
governance, transparent reporting, and a compelling 
equity story.

Founders who prepare early can choose the path that 
maximises value rather than the one they are forced 
into.

Whether it is Trade Sale, Private Equity, or IPO, each route has distinct trade-offs. The single biggest determinant of outcome 
is how early and effectively you prepare, not just for growth but for the legal, financial, and governance expectations of 
buyers, investors or public markets. Advisers who specialise in exit readiness can help you map the right path, prioritise fixes 
that move the valuation needle, and avoid structural mistakes that are costly to reverse.



                Trade Sale                  Private Equity                 IPO
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• Strong IP

• Strategic fit 

• Clear integration pathways

• Bolt-on candidate

• Predictable Revenue/CF

• ‘In-fashion’ sector

• Scalability (by M&A)

• EBITDA improvability 

• Scalable (large TAM, SAM)

• Strong growth trajectory

• Robust reporting and governance

• Strong board and management
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• Speed and Certainty

• Synergy (operational, margin 

improvement)

• Exit fully (but earn-out)

• Bring resource & expertise

• Realise liquidity whilst retaining upside

• Accelerate governance, commercial 

discipline

• Potentially highest multiples

• Access to continuous growth capital

• Currency for M&A

• Employee incentives

• Profile raising
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• Integration risk

• Loss of control & identity

• Price depends on strategic fit

• Intense financial scrutiny (forecasting, 

cost control)

• S/T margin improvement plans

• Usually partial realisation

• Highest readiness bar and cost

• Market timing and volatility

• Regulatory, investor, media scrutiny
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• Strategic positioning

• Formalise contracts

• Customer concentration

• Financial discipline 

• Maturing governance, reporting

• Credible plan for scaling EBITDA

• Compelling equity story

• Audit readiness

• Governance, risk management

• Board composition

Typical Exit Options



Seek external support – they will help you to:

build financial and governance foundation that withstands due diligence

benchmark your performance against sector peers

assess most suitable and realistic exit route that can achieve highest possible 
valuation

shape your strategic positioning and equity story (early and long before 

seeking investors)

avoid costly structural mistakes (tax, IPO, contracts)

establish operational setup that scales with you – accounting system, 

reporting, compliance frameworks
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Contact

Request an initial free consultation: 

Marty Lau

Founder, Managing Director

M-Bridge Advisory

+44 (0)7899 070 609

Marty.lau@m-bridge-advisory.com

124 City Road, London, EC1V 2NX

 

https://www.m-bridge-advisory.com
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