(Qo: CARDIFF ADVISORY

ORIGINALLY PUBLISHED IN 2016, UPDATED FOR 2025

The Value of an Investment
Banker 1n a Sales Process:
The 2025 Imperative

DAVID H. CREAN
Innovation Made Investable

david.crean@cardiffadvisory.com
(858)461-9490
www.cardiffadvisory.com

@ Investment Banking
@- Venture Capital
@ CEO Mentoring



mailto:david.crean%40cardiffadvisory.com?subject=The%20Value%20of%20an%20Investment%20Banker
http://www.davidhcrean.com
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The 2025 Imperative

David H. Crean

Managing Partner
Cardiff Advisory LLC

As an entrepreneur and business owner, choosing a
qualified, experienced investment banker with trans-
action experience relevant to your industry to repre-
sent your company in a sale might be one of the most
important decisions to ensure a successful outcome.

While investment banking fees can range significantly
(often depending on deal size), engaging an investment
bank is an investment, not just an expense. In today’s
complex, technology-driven environment, the banker’s
expertise is more critical than ever, frequently increas-
ing the sale price enough to offset the fees and net
additional proceeds to the seller.

The M&A market in 2025 is poised for a rebound, but it
remains defined by strategic complexity, technological
acceleration, and elevated risk. The days of purely
opportunistic dealmaking have been replaced by a focus
on strategic growth, often tied to acquiring new capa-
bilities.

In this updated post, we cover three key areas where
the value of an Investment Banker and M&A Advisor is
now essential, far outweighing the burden of trying to
execute a transaction alone.

1. Navigating a Hyper-Complex
Regulatory and Geopolitical Landscape
Nearly ten years ago, an investment banker’s role in-
cluded anticipating challenges and buyer questions.
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Today, that role has expanded to managing global risk
factors that can derail a deal:

Heightened Regulatory Scrutiny: Antitrust, national
security, and foreign direct investment regulations are
under increased focus globally. An experienced IB is
adept at navigating these complex legal landscapes to
minimize delays and prevent deals from collapsing.

Geopolitical and Supply-Chain Risk: Geopolitical
volatility, tariff uncertainty, and the imperative for sup-
ply-chain resilience have introduced new diligence
areas. Dealmakers are taking a nuanced view of ge-
ography, often favoring stable markets or seeking to
re-shore production. An IB helps position the company
to demonstrate resilience and manage these risks in
the eyes of the buyer.

ESG Integration: Environmental, Social, and Gov-
ernance (ESG) factors have become a critical com-
ponent of value and risk assessment. M&A advisors
guide sellers on reviewing their performance in areas
like carbon footprint and labor practices, ensuring they
are prepared for a rigorous ESG due diligence process.

2. Harnessing Advanced Technology

for Deal Velocity and Value

The M&A process itself is undergoing a digital transfor-
mation, which an independent seller cannot replicate
without a dedicated team.

Al-Enhanced Due Diligence: The use of Generative
Al, advanced data analytics, and automation is now
standard for sophisticated dealmakers. An IB leverag-
es these tools to mine vast amounts of data—reviewing
contracts, financial records, and identifying patterns—
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faster and more accurately than human teams alone.
This accelerates the diligence timeline and provides a
superior view of risk.

Technology Due Diligence (ITDD): A thorough tech-
nology due diligence (ITDD) is no longer a secondary
concern; it is a prerequisite for value validation and risk
reduction. The IB is essential in coordinating the ITDD
process to vet the target company’s infrastructure,
cybersecurity posture, software licensing, and techni-
cal debt. They ensure the technology can scale and
integrate with the acquirer’s platform, identifying and
mitigating cybersecurity gaps that could otherwise kil
a deal.

Strategic Al Positioning: As acquirers increasingly
look to gain access to innovation, especially in Gener-
ative Al, an IB helps a seller strategically position their
Al capabilities, data assets, and proprietary platforms
to command a premium valuation.

3. Maximizing Proceeds with Creative
Deal Structures

The sales process is incredibly time-consuming and
disruptive, typically consuming at least six months of
dedicated effort, which is why an IB manages the pro-
cess to let the owner focus on the business. In 2025, a
key part of that management involves bridging valua-
tion gaps in an uncertain market.

Bridging Valuation Gaps: Market volatility can lead
to a disconnect between the seller’s valuation and the
buyer’s view. Investment bankers are masters of cre-
ative deal structures designed to mitigate these risks.

Innovative Structures: An experienced M&A advisor
can introduce elements like earnout provisions, collars,
and equity rollovers to ensure the seller can realize fu-
ture value while giving the buyer confidence in the near
term.

Managing Financial Sponsor Activity: The M&A mar-
ket is seeing significant activity from financial sponsors
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(Private Equity), often seeking to monetize aging port-
folio companies due to pressure from their investors.
IBs are crucial for managing these sell-side processes,
ensuring the client is prepared for the rigorous financial
and operational scrutiny required to generate a distri-
bution.

Final Thoughts

Contemplating a business sale is a momentous deci-
sion for owners and entrepreneurs. Doing it yourself is
not only daunting while trying to manage the business’s
plan, but it is now increasingly risky in a market defined
by technological and regulatory complexity.

Carefully researching and choosing an experienced
investment banker and M&A advisor who can anticipate
these 21st-century challenges and proactively address
issues—from sophisticated ITDD to regulatory compli-
ance and creative deal structuring—will help put you in
the best position as you begin meeting with and nego-
tiating with potential buyers.
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