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LBO ModelLBO Model
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LBO Debt LBO Debt PaydownPaydown and Equity Buildupand Equity Buildup

0.0

2.0

4.0

6.0

8.0

10.0

12.0

14.0

16.0

18.0

Closing 2006 2007 2008 2009 2010 2011 2012

Debt Amortization (US$ millions)

Senior Debt Sub Debt Book equity



6��������	
��

�
���
�
�����

HighlightsHighlights
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Highlights: Debt AmortizationHighlights: Debt Amortization
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Highlights: Operating and Financing AssumptionsHighlights: Operating and Financing Assumptions
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Highlights: ExitHighlights: Exit
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Case Study: Jordan CementCase Study: Jordan Cement

� The owner of Jordan Cement 
wants to sell his family's company 
for $19 million. He is prepared to 
offer a vendor note at 10% p.a. 
for up to $2 million of the 
financing. 

� A preliminary agreement for the 
sale has been reached between 
the Biriqadar family and the 
sponsors of the acquisition, 
Orascom and a European 
development bank. Together with 
management, the sponsors can 
contribute equity capital of $5.5 
million, and banks can provide a 
further $12 million.

� Your challenge is to structure the 
remainder of the financing.
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