
Reaching a meeting of the mindsReaching a meeting of the minds



Clarify your goals for the sale. Clarify your goals for the sale. 
Review books, records, organization, Review books, records, organization, 
and eye appeal. Fix whatever will and eye appeal. Fix whatever will 
raise a buyer s concern.raise a buyer s concern.
Be prepared to prove the value of Be prepared to prove the value of 
your business in a convincing way. your business in a convincing way. 
Have a suitable transition plan. Have a suitable transition plan. 
Be realistic about the timeframe Be realistic about the timeframe 
needed to find the right buyer.needed to find the right buyer.



PreparePrepare a compelling presentationa compelling presentation

Price itPr ice it for the market placefor the market place

Posit ion itPosit ion it in the market in the market 

Prom ote itProm ote it confident ia llyconfident ia lly



Current market activity sets current price.Current market activity sets current price.
Expect market price from good buyers.Expect market price from good buyers.
Required down payment limits prospects.Required down payment limits prospects.
Risk must be fair & equal to both parties.   Risk must be fair & equal to both parties.   
Buyer s operate from fear of the unknown. Buyer s operate from fear of the unknown. 
Burden of proof is always on the Seller.Burden of proof is always on the Seller.
Up front disclosures avoid surprises later. Up front disclosures avoid surprises later. 
Negotiation is normal. It s not personal!Negotiation is normal. It s not personal!



Agreement: Overcoming Perceived Risk.  Agreement: Overcoming Perceived Risk.  
Some Examples  Some Examples  

Yes, you ve got a great business, but buyers Yes, you ve got a great business, but buyers 
won t automatically see the value.   For example, won t automatically see the value.   For example, 
P & L s with poor bottom lines for tax reasons will P & L s with poor bottom lines for tax reasons will 
require careful explanation.require careful explanation.
An independent valuation can reduce perceived An independent valuation can reduce perceived 
risk and verify the value of your business. Very risk and verify the value of your business. Very 
helpful to buyers!helpful to buyers!
If a Seller refuses to carry some of the purchase If a Seller refuses to carry some of the purchase 
price, the Buyer often perceives that something price, the Buyer often perceives that something 
may be wrong with business.may be wrong with business.
Could a new owner easily run your business Could a new owner easily run your business 
down?  If so, buyers will sense high risk unless down?  If so, buyers will sense high risk unless 
Seller offers an adequate transition plan.Seller offers an adequate transition plan.



Representations, even minor, that prove to be both wrong Representations, even minor, that prove to be both wrong 
and unfavorable to buyer.and unfavorable to buyer.
No logical reason for selling this good business.No logical reason for selling this good business.
Clues that Seller may not really be getting out of the Clues that Seller may not really be getting out of the 
business and might become a competitor.business and might become a competitor.
Clues that Seller is not enthusiastic about and proud of Clues that Seller is not enthusiastic about and proud of 
business.business.
Feeling that business is may be too complex for buyer to Feeling that business is may be too complex for buyer to 
really learn and control.really learn and control.
Claims of income that s can t be documented.Claims of income that s can t be documented.
Seller leaving town soon after the sale.Seller leaving town soon after the sale.
Seller can t clearly show the $ s needed for working capital. Seller can t clearly show the $ s needed for working capital. 



Qualified but under capitalized buyers.Qualified but under capitalized buyers.
Buyers with adequate capital but no Buyers with adequate capital but no 
relevant business experience.relevant business experience.
Fearful, overly cautious, analytical buyers. Fearful, overly cautious, analytical buyers. 
Buyers asking for guarantees of future Buyers asking for guarantees of future 
financial performance.financial performance.
Buyers asking for Seller to guarantee Buyers asking for Seller to guarantee 
future actions of other parties such as future actions of other parties such as 
vendors or employees.vendors or employees.




