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Business Overview 

 Specialist advisory business focused on the media industry 

 Aspects include strategy, restructuring, business appraisal, acquisitions, disposals, and early funding 

THUMBNAIL PROFILE 

• Expertise across media platforms 

• >25 clients won over last 5 years 

• New mandates at a current rate of over 5 every year  

• Negotiating partners include NatMags, Informa, Pearson, UBM, 

DMGT, Bertelsmann, Reed, FT, FRP Advisory Insolvency 

Practitioners, and a range of PE and other funds 

• Focus on independent SMEs with operating profit under 

£1,000k 

• Services include strategic and financial analysis, planning, 

marketing, negotiation, and management of due diligence and 

legal processes to completion 

• Unrivalled SME-contextualised media database in the UK 

• Access to key potential buyers in France and Germany 
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Management and History 

 Prism founded in May1999 by MD Robert Palmer, after running a successful consumer publishing business 

for 15 years, gaining a Sloan Fellowship from London Business School, and acting as strategy consultant to 

Bertelsmann and Reed Elsevier consumer publishing divisions. 

 David Westgarth joined January 2010 from Emap plc, where he was the B2B Board member responsible for 

Business Development, active in 36 completed transactions to an aggregate value of £580m. 

 Media specialist Advisory Board members are Colin Morrison (publishing), John Sanderson (corporate 

finance/strategy), Richard Flaye (B2B), Simon Marquis (advertising/agencies), Chris Satchwill (finance), 

Andrew Swift (recruitment), and David Garratt (retail) 

 Recent  Projects: 
•Sale of a consumer action-sports title 

•Sale of the 103-year-old weekly B2B title “Fishing News” to Kelsey Publishing 

•Advising a UK plc on the sale of one of its publishing divisions 

•Advising and working with a UK B2B company on a potential takeover 

•Advising a UK marketing services company on strategy and ultimate sale  

•Business Adviser to international B2B events/information business, C-Squared. Sold the assets to former Apax 

partner, Stephen Grabina 

•Sale of consumer books and magazine publisher British Wildlife, to Osprey Publishing 

•Sale of Signature Publishing’s consumer title “the Christmas Magazine” to Kelsey Publishing 

•Sale of B2B events/magazine business, Body Media Ltd, to Replay Medical 

•Coordinating the production of an annual B2B magazine for the offshore financial industry 

•Advising a B2B motor events and magazine group on strategy and ultimate sale 

•Advising a UK events company on the sale of a large consumer show 
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Client Profile 

 Prism’s core market is independent media owners typically with operating profit under £1,000k 

 Clients range from consumer magazine publishers to B2B online data services, exhibition and 

conference organizers in specialist verticals, authors and book publishers, horizontal contract 

publishers, media sales, and technology support services 

 Prism delivers value to 

clients by combining 

expertise in depth with 

no/low overheads 

 Establishment 

costs are cut and 

the benefit accrues 

to the client 
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Our Aims 

Making possible  your change of direction 

 aximization of client value 

 ctive prospecting 

 apid process and regular communication 

 onstructive negotiation 

 onest risk assessment 
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Many satisfied and enthusiastic clients 

 “From initial sales documentation, acquirer-
identification and ‘first contact’ right through to 
signing the deal, we felt in very safe hands with 
Prism. Attention to detail was excellent. Prism 
did the job beautifully, and I would thoroughly 
recommend you to others.” Chris Histed, Public 

Technology 

 

 “We completed in 4 weeks, on schedule and 
target price. Prism handled everything from 
communication to price, due diligence, and 
negotiation of the  sale agreement - ideal.” 
Andrew Todd, Britain at War 

 

 “The best, most useful Information Memorandum 
I have read for a long time.” Kathrina Fitzgerald, 

Daily Mail & General Trust 

 

 “They know what they’re doing … “  Ian Findlay, 

Ariadne Capital 
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How Prism can help you 

 Prepare for investment, acquisition, or 

disposal 

 Valuation 

 Implement strategic action plan 

 Transaction management to completion 



Sale Flow Chart 

Agree Marketing 

Plan 

Prism Market Research 

Sales Analysis: 

customer retention, pricing, 

rate of new business acquisition, 

key client dependence 

Calculation of underlying profit, 

p&l forecasts, and valuation 

Sale & Purchase Agreement 

negotiation 

to Completion 

Prospect ID 

Prospect Liaison 

Instruction 

Information request 

Data - financial, 
commercial, product, 

people 

Information memorandum 

Short List: prospect meetings 

Offers – price negotiation - HoT  

Manage Due Diligence 

Process 

Drafting 
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Summary of Key Strengths 

 Prism is a growing advisory business, cognizant of current challenges. Key strengths are: 

 Connections 

 Widely experienced across many aspects of the media sector 

 Highly qualified and experienced management team 

 Clear sighted appraisal of your business – for you 

 Honest risk appraisal 

 Prism can display your business in its best colours 

 Unrivalled prospect identification and liaison for SMEs under £1,000k operating profit 

 Fast track transaction 

 Fee structure reflects no/low overheads 

Making possible  your change of direction 
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Contact 

 

Robert Palmer 

   

Tel:  020 7431 8619  &  07989 104186 

 

E-mail:  robert@prismconsult.co.uk  

 

35 Downshire Hill, London NW3 1NU 

 

 
  

The information in this Presentation, which does not purport to be comprehensive, has not been independently verified. Although provided in good faith, no representation or warranty, explicit or implied, is or will 

be given by Prism Consult Limited (“the Company”), its shareholders or its advisers or their directors, partners, employees, or advisers or any other person as to the accuracy or completeness of this document, 

including without limitation, in connection with the achievability or reasonableness of any budgets, forecasts, illustrative projections, management targets, prospects, returns or projections, and, so far as permitted 

by law and except in the case of fraud by the party concerned, no responsibility or liability is accepted for the accuracy or sufficiency thereof, or for any errors, omissions or misstatements, negligent or otherwise, 

relating thereto. In particular, but without limitation, (subject as aforesaid) none of the Company, its shareholders and its advisers or any of their directors, partners, employees or advisers, nor any other person, 

shall be liable for any direct, indirect, or consequential loss or damage suffered by any person as a result of relying on any statement in or omission from this document and any such liability is expressly 

disclaimed. 

 

In furnishing this document the Company, its shareholders and its advisers, so far as permitted by law and except in the case of fraud by the party concerned, undertake no obligation to provide any additional 

information or to update this document or to correct any inaccuracies which may become apparent. 

  

This presentation is being distributed on the basis that each person in the United Kingdom to whom it is issued is reasonably believed to be such a person as is described in Article 19 (Investment professionals) or 

Article 49 (High net worth companies, unincorporated associations etc.) of the Financial Services and Markets Act 2000 (Financial Promotion) Order 2001 (as amended), or is a person to whom this document may 

otherwise lawfully be distributed. Persons who do not fall within such descriptions may not act upon the information contained in it. 

mailto:robert@prismconsult.co.uk


 

 

Making possible  your change of direction 


