TThe Secrets of the Sale

Reaching a meecting of the minds




Before Meeting with Buyers

& Clarify your goals for the sale.

eview POookKS, records, organization,
and eye appeal Eix whatever will

ralse a buUyer's. Concern.

¢ Be prepared to) prove the value of
OUIF BUSINESS! N & CORVIRCING Way/-

9 IHaver a sultanpier transitien; plan.
¢ Be realistic about the timeframe

AEeded e ind the gt BUN/ER




Finding the Buyer for Your Business

Prepare a compelling: presentation

¢ Price It for the market place

¢ Position 1t in the market

PIrOImreit e It Comiid e tiially




‘hings You Need to Know about Deals

¢ Current market activity sets current price.
Required dewn payment limits prospects.

.
- ¢ RISk must be fair & egual to heth parties.
¢ Buyer's operate from fear off the unknown.
- ¢ BUrden of proeslIs always on the: Seller:
¢ Up! lront: disclesures aveld surpRSes; Iater:
o Negotiatienisrnermeall lt'sinotpersenall




Agreement: Overcoming Perceived Risk.
Some Examples

& Yes, you've got a great business, but buyers
wofnitiauto,matlcally see the value. For example,

poor Bottom lines for tax reasoens will
requwe careful explanation.

An Independent valuation can reduce perceived
fisk-and very - the value of yyour business, \Very
nelpihul te buyers!

Ifi & Seller refuses te) carry seme of the purchase
price, the Buyer often pPErceivVeS that sometning
AWEERGWIERTIDUSIPESS.

Could 2 REW, GWHEN eaS|Iy FURNYEUIE DUSINESS
dewnZ i se, buyers WillSSEnsenighiSKEURIESS
SeJLefLoﬁeJ:s*anfadequate transiven plan:




Common Red Flags for Buyers

Representations, even minor, that prove toe be both wreng
and unfaverable te buyer

Noi legical reason for selling this good business.

Clues that Seller may not really be getting out of the
pPUSINESS and might become a competitor.

Clues that Seller Isrnot entatsiastic anout and proud: o
PUSINESS.

Eeeling that husiness IS may. be tee complex for buyer to
really leara aned controel:

Claims eff Income that'si can't be dechimenited:
Seller leaving tewn seen’ aliter the: sale:
= Seller cantt: clearly shew therS'stnecded o werking capital:




Common Red Flags for Sellers

¢ Qualified but under capitalized buyers.

- ¢ Buyers withradeguate capital b
relevant business experience.

- ¢ Fearful; overly - cautious, analytical huyers

& Buyers asking for guarantees; of future
finanecial PEriGrMAanCce:

¢ BUyers asking fier Seller te guarantee
filtUrer actionN'S Off GLER PaKEeS SUEhI as
EREGKES OF ElIPIGYEES.







