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Building Business Wealth

“After almost 30 years of building the business, | reached a point
where | wanted to start planning for a future outside of
Selectabase. | had lots of ideas and aspirations but didn’t know
how to turn them into a practical exit plan. That is when | reached
out to Henchards” Steven Sellwood, Founder of Selectabase

Background

Steven founded Selectabase in December 1995, initially as a
partnership before incorporating the business in 2004. What
began as a specialist provider of survey leads to financial advisers
steadily evolved into a full-service direct marketing company.

Over the years, Selectabase developed a strong reputation for
delivering high-quality consumer and business data lists, data
cleansing, and postal mailing services. Key innovations included
the launch of subscription-based services for start-up business
data, the Prospect Download list builder tool for B2B and B2C
data, and a full print-and-post fulfilment service. Today,
Selectabase supports a wide range of small to medium-sized
businesses with a comprehensive suite of marketing products.

In 2021, Steven relocated abroad and began thinking more
seriously about his future and the long-term future of the
company. With nearly three decades of experience poured into the
business, the idea of stepping back was a big decision — and he
knew he’d need expert guidance.

Although not in a rush, Steven was keen to understand the
different exit options available to him, including employee
ownership, trade sale, succession, and a management buy-out.
lan Parker from Henchards had connected with him on LinkedIn
backin 2022. In early 2024, Steven decided it was the right time to
begin the journey and reached out to set up an initial meeting.

How it worked

Steven and lan began by exploring the full range of exit optionsina
series of in-depth face-to-face meetings. lan asked searching
questions about the business: its structure, strengths, financial
performance, growth opportunities, Steven’s role, the team
around him, and even the impact on family life. The aim was not
just to identify a good financial deal, but to ensure the right overall
outcome for the business and everyone involved.
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Through these conversations, the idea of a Management Buy-Out
(MBO) began to stand out. James Flashman, the company’s long-
standing General Manager, had worked at Selectabase for 18
years and had previously expressed an interest in eventually taking
over the reins. With his loyalty, deep understanding of the
business, and alignment with its values, he was the natural
candidate for a succession-led exit.

While working on the exit structure, lan also helped Steven focus
on strengthening areas of the business to support a smooth
transition. This included clarifying team roles, identifying potential
risks, and highlighting where the company’s market position could
be further leveraged.

Support from lan wasn’t limited to formal meetings. Throughout
the process - often 2-3 times a month - lan was on hand via phone,
Teams, or in person, offering guidance, listening to concerns, and
keeping the end goal firmly in sight. His practical and level-headed
approach helped Steven work through any doubts, as well as
supporting James as the buyer.

The result

On 25th March 2025, the deal was completed. James Flashman
became Managing Director and sole owner of Selectabase
through a full management buy-out. A consultancy agreement
was signed to ensure a smooth handover, with Steven stepping
down as a director but remaining available to James for advice and
support.

The result achieved all the key goals: operational continuity, a
trusted successor, and the ability for Steven to step back from day-
to-day involvement and explore other opportunities in life. While
the financial outcome will play out over time, the structure reflects
the value of the business and the belief in its future success under
new leadership.

Although the transition has only just begun, Steven is opening new
doors and looking ahead with optimism.

“After starting Selectabase from scratch and nurturing it over the
years, | wanted the business to continue its legacy - not just be
absorbed into something else.
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“James was the perfect person to take it forward, and I’'m really
proud of how we’ve worked through the process. lan Parker was
instrumental throughout - a sounding board, a strategist, and
someone who helped both sides stay focused on the goal.

“He brought clarity, gave great advice, and was there whenever |

needed him. Without that support | think I’d still be stuck at the
beginning, unsure how to move forward.” Steven Sellwood
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