9002 - 207>

S

Blue Diamond Growers:
Leading the world’s almond industry

MORE THAN GREAT TASTE @ '

memiﬂtha:dwlem‘fnﬂ

MORRISON&CO M PANY

Fall 2012 Newsletter

Morrison helps secure $10.4 million
in 2012 Specialty Crop Block Grant
and Specialty Crop Research
Initiative awards, 2013 SCBG

jprogram now open

Grant awards for the Specialty Crop Block
Grant program (SCBG) and Specialty Crop
Research Initiative (SCRI) were announced in
early October. Morrison & Company was re-
sponsible for writing grant proposals totaling
$10.4 million in awards for our clients.

The Specialty Crop Research Initiative aims to
support the specialty crop industry by award-
ing funds to applicants who address research
and extension needs for specialty crops. We
were able to assist the Citrus Research and
Development Foundation (CRDF), a non-profit
direct service organization affiliated with the
University of Florida, in securing $9 million in
funding. This was the largest 2012 SCRI grant
awarded in the nation, a program with a single
digit success rate nationally.

The grant will support the foundation’s efforts
to combat citrus greening disease, Huan-
glongbing (HLB), which is present in Florida,
Texas, and California. Specifically, the $9 mil-
lion multi-year national project will research
the best approaches to block the insect Asian
Citrus Psyllid from spreading the crippling dis-
ease. CRDF will work in close collaboration
with the Citrus Research Board, USDA, and
universities in Florida, California, Texas, and
Arizona.

In addition to the SCRI grant, Morrison &
Company assisted several clients with success-
ful applications for the Specialty Crop Block
Grant program (SCBG), totaling $1.4 million in
awards. The goal of the program is to promote
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and increase opportunities for specialty
crop producers, and applicants can ap-
ply for projects that support research,
marketing, or nutrition projects.

One of our successful SCBG applications
benefitted the California Olive Oil Coun-
cil, a non-profit trade and marketing as-
sociation. The organization was awarded
$386,300 to expand markets for Califor-
nia Extra Virgin Olive Oil through events
for key influencers (e.g., media, blogs,
chefs), attendance at key trade shows,
development of marketing materials for
events and trade shows, electronic and
print advertising, website upgrades, and
social media training for California olive
oil producers.

In total, Morrison & Company proposals
represented 10 percent of all specialty
crop grant funding awarded in the nation
through these two programs.

The SCBG program is now open and ap-
plications are due December 7. The SCRI
grant program has consistently been an-
nounced in the fall as well, though fund-
ing will be subject to the passage of the
Farm Bill. With the application deadlines
nearing, please let us know if you are in-
terested in either of these programs or
wish to learn more about other grant
opportunities. Please contact our office
at (530) 893-4764 or email Brent Morri-
son at bmorrison@morrisonco.net.




Business valuation: A look into Shark Tank

Have you seen the ABC television show Shark Tank? The show grabs its audience with the entrepreneur-
ial spirit of gutsy business owners who pitch their businesses to the “Sharks,” five millionaire/billionaire
tycoons looking for opportunities to put their money to work in companies with good money-making
potential.

There are many aspects of the show that are entertaining: the business ideas, the personalities of the en-
trepreneurs, their rehearsed “pitch,” and most of all, the value they place on their businesses.

The entrepreneurs come to the show to request a certain amount of investment in exchange for a percent-
age of their company and it's always interesting when an entrepreneur offers the Sharks 10 percent of their
company’s ownership for $100,000 and don’t understand that they've assigned their company a value of
$1 million.

Sometimes it's warranted. Some have proven sales histories with more customers just waiting for them
to expand. In other cases, a wannabe business owner has little more than an idea, and they're putting
an extremely high valuation on a notion with no proven value. Those who have done their research and
know how a prospective investor or buyer is likely to see the value of a company garnish a much higher
level of respect. Their homework lets the potential investors know they’re dealing with a serious business.

Most businesses don't plan to pitch their companies on Shark Tank, but there are more reasons to know
the value of a company than attracting celebrity investors. For example, a group of producers had an op-
portunity to purchase the food processing subsidiary that had been processing and marketing their com-
modity for years. Attracted by the potential for additional value-added returns and wishing to avoid the
possibility of unknown parties acquiring this critical business, the producers asked Morrison & Company
to determine its value.

After extensive analysis in which we used a number of methodologies, we found that the business was
worth less than half of the $40 million asking price. At $40 million, the payback period likely would have
exceeded 20 years, with a negative net present value. Armed with this knowledge our client avoided a
potentially disastrous investment. The last we heard, the owner still wants $40 million — and still has no
takers.

When a well-known Japanese company sought potential US investments in a particular industry, Morrison
& Company was engaged to identify candidates and determine preliminary value ranges. We identified
the companies with the highest potential and estimated their values, allowing our client to develop an
appropriate and informed purchase strategy.

After the owner of a professional service firm approached a key broker about purchasing his business,
Morrison & Company was engaged by the potential buyer to determine the value range. Finding compa-
rable assessments and running various likely financial scenarios, we were able to help our client make an
informed decision on the value, risks, and rewards of the potential purchase.

Other reasons to obtain a professional business valuation include settlements between business partners,
division of property in divorce cases, consideration of a merger or acquisition (from either side), taxable
events like estate and gift planning, and yes, attracting financing or investors.

A professional business valuation helps determine value, identifies risks and rewards, and provides the
due diligence and independent assurance needed for a successful “eyes open” transaction. Along with
our staff of financial professionals, Morrison & Company can provide experienced attorneys, engineers,
market researchers, and other professionals needed to assure a thorough assessment. If you're going to
swim with the “Sharks,” it's good to get the help you need to ensure you don’t end up financially sleeping
with the fishes!
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