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Bait, Hook, and Switch

When the deal that's too good to be true revolves around
selling your family contracting business, all of a sudden
the impossible can seem real.

By PAuL ROSENBERG

ou know the story: A family business “A sweet deal”... or at least that’s the way
Yoperates for several decades; then the it sounded. The buy-out was based on future
last active family member in the busi- revenues, with the family receiving a sizable
ness wants out. In what follows, the contrac- percentage for a number of years.
tor was in North Dakota, and the buyer was But not soon after the agreement went into
an estimator across the border in Minnesota. affect, the family started seeing signs that

things were not quite as they seemed. Had
the buyer found a way to get
- out of paying them?
With legal papers
beginning to fly
back and forth,
there was only
one way to
find out what
was happening:
A careful examination
of financials and busi-
ness documents.

ELECTRICAL

Ship
Sinking?
By the time
the investiga-
tion began, the
contracting com-
pany in question was
in trouble.
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