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Main Street Brokerage 

SERVICES
The decision to buy or sell a business is a major one, but it needs not be a complicated one if you retain the 
services of a qualified business brokerage firm. Our goal is to help you exceed your goals as you sell or buy a 
business.

For prospective sellers 

You have invested time, money and energy into building a successful business that you have now decided to 
sell. Our expertise is to work with you to get the best value for years of hard work, in a confidential and 
results-oriented manner. More specifically, we will help you with the following: 

Determining the Fair Market Value of the business:  the sale price of a business is a function of 
several factors: past sales history, upside potential, location, industry trends, timing, etc. Using well-
defined rules and parameters, we assist in determining the fair market value of the business to price it for 
a quick sale.

Preparing the business to sell: We will work with the seller to develop the information, data, financial 
history and facts that prospective buyers need to evaluate in order to make a buying decision. 

Packaging and marketing the business:  A business must be properly packaged and presented to 
prospective buyers. On the basis of the information the seller provides us, we develop a marketing plan, 
presentation materials and a list of prospective buyers from those already registered with our office. To 
get the best value for the business, we market it to a larger pool of buyers, locally, nationally and 
internationally.

Screening and qualifying prospective buyers:  We obtain from each buyer a non-disclosure agreement 
to ensure confidentiality. We develop buyer profiles, which include financial resources, objectives and 
area of interest. This ensures that the business will be shown only to serious qualified buyers. 

Showing and negotiations: We arrange the showing of the business at times that are convenient for 
the seller and that do not interfere with normal daily operations. The seller continues to focus his time 
and energy on running his company and leaves it to us to find the right buyer.

For prospective buyers 

Whether you want to become your own boss, ensure a lifetime of employment or diversify your investment 
portfolio, we can find the right business. For each business available for sale, that meets your criteria, we will 
present to you all the information you need to make an informed purchase decision. 

Buyers needs assessment and validation: We meet with the buyer to discuss and validate their needs 
and requirements in order to match them against businesses in our inventory.

Specific domestic and international searches: We then conduct a specific domestic and international 
search to locate businesses that correspond to your requirements. 

Industry trends: As a registered Sunbelt buyer, you get automatic updates on our inventory including 
tips and trends in the main street business world. 



The Sell and Buy Process – Step by Step
SELLER

1. Business Valuation  
We gather information about your 

business and conduct an analysis to 

determine its fair market value. The 

analysis will help you decide to go to 

market or to wait to build value for a 

later exit plan.  

2. Confidential Marketing 

We develop a strategic business 

plan and improve the packaging of 

your business to prospective 

buyers to maximize the value of 

your business. We also conduct a 

targeted qualified buyer search. 

3. Professional Negotiations 

Offers are submitted to us for 

review and forwarded to you. 

We guide you through each step 

of the complex negotiation 

process to optimize the sale 

value of your business. 

BUYER

1. Resource and Objectives 

Assessment 

We work with you to better 

define your objectives and your 

resources and to discuss the 

buying process. You sign a non-

disclosure agreement to ensure 

the confidentiality of the 

information shared with you.

2. Meeting Appropriate 

Sellers

We present to you pertinent 

data and facts about the 

businesses that meet your 

criteria. We also arrange and 

coordinate site visits and 

sellers meetings for the 

selected businesses. 

3. Professional Negotiations 

We receive and present 

your offer to the seller and 

guide you step by step 

through the complex 

negotiation

process.

1. Valuation & 
Confidential Business 

Approach

2.Confidential
Marketing

3. Professional Negotiations 

Letter of engagement 

1. Assessment of 
Resources & Definition 

of Objectives 

2. Meetings with 
Sellers 

Non-disclosure agreement BUYER

Research, selection & 
presentation of relevant

opportunities SSeelllleerr ccoonnssiiddeerrss tthhee ooffffeerr

AAnnaallyyzziinngg bbuuyyeerr ooffffeerrss

www.sunbeltorange.com



Sunbelt Business Brokers of Orange Coast 500 West Cummings Park , Suite 4000, Woburn, MA 01801   781-932-7355

FFAACCTTSS AABBOOUUTT SSUUNNBBEELLTT

FFiirrsstt bbeeggaann bbuussiinneessss bbrrookkeerriinngg iinn 11998811

TToottaall ttrraannssaaccttiioonnss iinn 22000707 eexxcceeeeddeedd $$11 bbiilllliioonn

OOvveerr 44000000 ttrraannssaaccttiioonnss

225500++ UUSS ooffffiicceess

1414 IInntteerrnnaattiioonnaall ooffffiicceess

11440000++ bbuussiinneessss bbrrookkeerrss

Sunbelt Divisions/Groups (Orange Coast Territory)

BBuussiinneessss SSaalleess && AAccqquuiissiittiioonnss

MMeerrggeerrss && AAccqquuiissiittiioonnss

FFrraanncchhiissee SSaalleess

FFrraanncchhiissee RReessaalleess

wwwwww..ssuunnbbeellttnneettwwoorrkk..ccoomm
wwwwww..ssuunnbbeellttmmeerrggeerrss..ccoomm

www.sunbeltorange.com
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VALUING THE BUSINESS
Sunbelt Business Valuation 
Third party valuation

1

PREPARING TO SELL
Asset list 
Lease Summary 
Federal Tax Returns
Profit and Loss Statements
Upside Potential Summary 
List of Sizzle Points 
List of Defects in Business 
Pre-qualify for SBA Loan, if appropriate

 2 

MARKETING THE BUSINESS
Prepare Marketing Plan 
Ad Composition 
Direct Mail Campaign, If Appropriate 
Newspaper Advertising 
Internet Advertising: 
Search Sunbelt Buyer Database

4

QUALIFYING THE BUYER PROSPECTS
Non-Disclosure Agreement 
Buyer Interview & Profile

5

SHOWING & NEGOTIATING
Preliminary Discussion 
Show Business 
Prepare Seller for Buyer Meeting 
Assist in Deal Negotiations 

6

PREPARING THE PURCHASE AGREEMENT
Due Diligence List 
Coordinate with Advisors for Preparation 
of Purchase Agreements 

7

CONDUCTING DUE DILIGENCE
Checklist Development and Contingency 
Sign-Off
Compilation of Due Diligence Materials
Due Diligence Assistance 

8

ASSISTING IN FINANCING
SBA Loan, If Applicable 
Seller’s Promissory Note, If 
Applicable 
Other Third-Party Sources, If 
Appropriate
401(K)/Retirement plan loans 

   9

CLOSING THE TRANSACTION
Obtaining Lease Assignment, If 
Applicable 
Developing Orderly Turnover Plan 
Closing Coordination 

10

STANDARD REPRESENTATION SERVICES 

PACKAGING THE BUSINESS
One-page Summary 
Internet Listing Summary (Generic) 
Bound Marketing Presentation if 
appropriate

3
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Complete Packaging of the Business. 

Newspaper Advertising. 

Contact Buyer Prospects Database. 

Direct Mail Campaign  

Trade Publication Classified Advertisement( If necessary) 

List on the Leading Internet Sites (As Appropriate): 

• Sunbeltnetwork.com
• Bizbuysell.com
• Mergernetwork.com
• Bizquest.com
• Mergerplace.com
• Sellerworks.com
• USBX.com
• IBBA.com
• USAbizforsale.com
• Businessesforsale.com
• Businessbroker.net

TYPICAL
MARKETING PLAN 

Bizben.com•
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Why conduct a Business Valuation? 

 
 
 

• Establish a listing price that maximizes value to the business owner 

• Present the true economic value of the company 

• Assemble and package all the information necessary to support the established value of the business 

• Prevent “lost deals” caused by delays in researching the information required by the prospective buyer 

• Portray the business in the best light and a more professional manner 

• Provide the back-up documentation required for the seller or buyer to obtain financing 

• Allow the buyer to substantiate the value to his legal, accounting and professional advisors 

• Enable professional advisors to do a better job of structuring the transaction 

• Identify issues that need to be addressed in order to better position the business for future sale 

• Facilitate the tax and estate planning by the business owner 

• Sell the business faster – The International Business Broker Association has indicated that Businesses 

sell 35% faster when an investment is made in a business valuation. 
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Request for Additional Information 
We will do everything possible to sell your business quickly, expeditiously and at the price and terms listed. We 
will submit all offers to you for your consideration. We will also contact you frequently to advise you on the 
reaction of the marketplace and what can be done to make the business more saleable.  

In order to complete our file on your business and to prepare our presentation information and marketing 
program, we will need the following items that have been checked.  

____ Profit and Loss Statements/Balance Sheet for the years: 200__, 200__, and 200__. 

____ Federal Income Tax Returns For the years 200__, 200__, 200__. 
(either Schedule C with addenda, Corporate or Partnership)  

____ Copy of the Lease and related documents, such as any assignments of the lease  

____ A current list of the Furniture, Fixtures & Equipment  

____ Documentation on the following loans against the business  

____ Copies of Equipment Leases if any 

____ A current, or most recent, schedule of inventory 

____ Other: ______________________________ 

____ Other: ______________________________ 

____ Other: ______________________________ 

____ Name and telephone number of your outside professionals 

Attorney: ___________________________________Phone_______________________ 

Address: ________________________________________________________________ 

E-Mail: _____________________________________Fax:________________________ 

Accountant: ________________________________Phone:_______________________ 

Address: ________________________________________________________________ 

E-Mail: _____________________________________Fax: ________________________ 

Other: _____________________________________Phone:_______________________ 

Address: ________________________________________________________________ 

E-Mail: _____________________________________Fax: ________________________ 

                               

Any information you furnish us is confidential and will be disclosed only to those buyers we feel qualified to purchase your business. 
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Selling Your Business? 

Follow These Ten Commandments To Avoid Wrecking the Deal. 
  

1. PPllaaccee  aa  rreeaassoonnaabbllee  pprriiccee  oonn  yyoouurr  bbuussiinneessss..  SSiinnccee  aann  iinnffllaatteedd  ffiigguurree  eeiitthheerr  ttuurrnnss  ooffff  oorr  sslloowwss  ddoowwnn  
ppootteennttiiaall  bbuuyyeerrss,,  rreellyy  oonn  yyoouurr  bbuussiinneessss  bbrrookkeerr  ttoo  hheellpp  yyoouu  aarrrriivvee  aatt  tthhee  bbeesstt  ""wwiinn--wwiinn""  pprriiccee.. 

  
22..  CCaarrrryy  oonn  ""bbuussiinneessss  aass  uussuuaall..""  DDoonn''tt  bbeeccoommee  ssoo  oobbsseesssseedd  wwiitthh  tthhee  ttrraannssaaccttiioonn  tthhaatt  yyoouurr  aatttteennttiioonn  wwaavveerrss  

ffrroomm  ddaayy--ttoo--ddaayy  ddeemmaannddss,,  aaffffeeccttiinngg  ssaalleess,,  ccoossttss,,  aanndd  pprrooffiittss..  SSiinnccee  tthhee  sseelllliinngg  pprroocceessss  ccoouulldd  ttaakkee  aass  lloonngg  
aass  aa  yyeeaarr,,  tthhee  bbuuyyeerr  nneeeeddss  ttoo  kkeeeepp  sseeeeiinngg  aa  hheeaalltthhyy  bbuussiinneessss..  

  
33..  EEnnggaaggee  eexxppeerrttss  ttoo  iinnssuurree  ccoonnffiiddeennttiiaalliittyy..    AA  bbrreeaacchh  ooff  ccoonnffiiddeennttiiaalliittyy  ssuurrrroouunnddiinngg  tthhee  ssaallee  ooff  aa  bbuussiinneessss  

ccaann  cchhaannggee  tthhee  ccoouurrssee  ooff  tthhee  ttrraannssaaccttiioonn..  EExxppeerrtt  iinntteerrmmeeddiiaarriieess  ccaann  cchhaannnneell  tthhee  pprroocceessss  aanndd  tthhee  ppaarrttiieess  
iinnvvoollvveedd  ttoo  kkeeeepp  tthhee  ssaallee  wwiitthhiinn  ssaaffeellyy  ssiilleenntt  bboouunnddss..      

  
44..  PPrreeppaarree  ffoorr  tthhee  ssaallee  wweellll  iinn  aaddvvaannccee..  BBee  ssuurree  yyoouurr  rreeccoorrddss  aarree  ccoommpplleettee  ffoorr  aatt  lleeaasstt  sseevveerraall  yyeeaarrss  bbaacckk  

aanndd  ddoo  aallll  ppeerrttiinneenntt  lleeggaall  oorr  aaccccoouunnttiinngg  ""hhoouusseecclleeaanniinngg""----aass  wweellll  aass  aa  lliitteerraall  sspprruucciinngg--uupp  ooff  tthhee  ppllaanntt  oorr  
ssttoorree..    

  
5. AAnnttiicciippaattiinngg  iinnffoorrmmaattiioonn  tthhee  bbuuyyeerr  mmaayy  rreeqquueesstt..  IInn  oorrddeerr  ttoo  oobbttaaiinn  ffiinnaanncciinngg,,  tthhee  bbuuyyeerr  wwiillll  nneeeedd  

aapppprraaiissaallss  oonn  aallll  aasssseettss  aass  wweellll  aass  iinnffoorrmmaattiioonn  ttoo  ssaattiissffyy  eennvviirroonnmmeennttaall  rreegguullaattiioonnss  ((wwhheenn  rreeaall  eessttaattee  iiss  
ccoonncceerrnneedd))..  

  
66..  AAcchhiieevvee  lleevveerraaggee  tthhrroouugghh  bbuuyyeerr  ccoommppeettiittiioonn..  TThhiiss  ccaann  bbee  ttrriicckkyy;;  yyoouu  aarree  wwiissee  ttoo  lleett  yyoouurr  bbuussiinneessss  

bbrrookkeerr,,  aass  aa  tthhiirrdd  ppaarrttyy,,  ccrreeaattee  aa  ccoommppeettiittiivvee  ssiittuuaattiioonn  wwiitthh  bbuuyyeerrss  ttoo  ppoossiittiioonn  yyoouu  bbeetttteerr  iinn  tthhee  ddeeaall..  
  

77..  BBee  fflleexxiibbllee..  DDoonn''tt  bbee  tthhee  kkiinndd  ooff  sseelllleerr  wwhhoo  wwaannttss  aallll--ccaasshh  aatt  tthhee  cclloossiinngg,,  oorr  wwhhoo  wwoonn''tt  aacccceepptt  aannyy  
ccoonnttiinnggeenntt  ppaayymmeennttss  oorr  aann  aasssseett  ttrraannssaaccttiioonn..  DDeeppeenndd  oonn  tthhee  aaddvviiccee  ooff  yyoouurr  iinntteerrmmeeddiiaarriieess----tthheeiirr  
kknnoowwlleeddggee  ooff  ffiinnaanncciinngg  aanndd  ttaaxx  iimmpplliiccaattiioonnss----  ttoo  kkeeeepp  tthhee  ddeeaall  sswweeeett  iinnsstteeaadd  ooff  ssoouurr..  

  
88..  NNeeggoottiiaattee;;  ddoonn''tt  ""ddoommiinnaattee..""    YYoouu''rree  uusseedd  ttoo  bbeeiinngg  yyoouurr  oowwnn  bboossss,,  bbuutt  bbee  pprreeppaarreedd  ttoo  lleeaarrnn  tthhaatt  tthhee  bbuuyyeerr  

mmaayy  bbee  uusseedd  ttoo  hhaavviinngg  hhiiss  wwaayy,,  ttoooo..  WWiitthh  yyoouurr  bbuussiinneessss  bbrrookkeerr''ss  hheellpp,,  ddeecciiddee  aahheeaadd  ooff  ttiimmee  wwhheenn  ""ttoo  
hhoolldd""  aanndd  wwhheenn  ""ttoo  ffoolldd..""  

  
99..  KKeeeepp  ttiimmee  ffrroomm  ddrraaggggiinngg  ddoowwnn  tthhee  ddeeaall..  TToo  kkeeeepp  tthhee  mmoommeennttuumm  uupp,,  wwoorrkk  wwiitthh  yyoouurr  iinntteerrmmeeddiiaarryy  ttoo  bbee  

ssuurree  tthhaatt  ppootteennttiiaall  bbuuyyeerrss  ssttaayy  oonn  aa  ttiimmee  sscchheedduullee  aanndd  tthhaatt  ooffffeerrss  mmoovvee  iinn  aa  ttiimmeellyy  ffaasshhiioonn..  
  

1100..  BBee  wwiilllliinngg  ttoo  ssttaayy  iinnvvoollvveedd..  EEvveenn  iiff  yyoouu  aarree  ffeeeelliinngg  bbuurrnntt--oouutt,,  rreeaalliizzee  tthhaatt  tthhee  bbuuyyeerr  mmaayy  wwaanntt  yyoouu  ttoo  
ssttaayy  wwiitthhiinn  aarrmm''ss  rreeaacchh  ffoorr  aa  wwhhiillee..  CCoonnssuulltt  wwiitthh  iinntteerrmmeeddiiaarriieess  ttoo  ddeetteerrmmiinnee  hhooww  yyoouu  ccaann  bbeesstt  eeffffeecctt  aa  
ssmmooootthh  ttrraannssiittiioonn..  
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Selling Your Business Yourself? NOT a Good Idea 
  
TThhee  iinnddeeppeennddeenntt  bbuussiinneessss  oowwnneerr  wwhhoo  ddeecciiddeess  ttoo  sseellll  iiss  aatt  tthhee  tthhrreesshhoolldd  ooff  aa  mmaajjoorr  pprroocceessss  iinnvvoollvviinngg  tthhee  
eemmoottiioonnss  aass  wweellll  aass  tthhee  mmaarrkkeettppllaaccee..  IInn  mmaannyy  ccaasseess,,  tthhee  bbuussiinneessss  ffoorr  ssaallee  rreepprreesseennttss  tthhee  sseelllleerr''ss  lliiffee  wwoorrkk..  BBeeiinngg  
tthhee  iinnddeeppeennddeenntt  ttyyppee  ttoo  bbeeggiinn  wwiitthh----aass  wweellll  aass  ssoommeeoonnee  wwhhoo  kknnoowwss  aabboouutt  ddeeaallss  aanndd  ssaalleess----tthhee  tteemmppttiinngg  nnoottiioonn  
ssoommeettiimmeess  aarriisseess::  WWhhyy  ddoonn''tt  II  hhaannddllee  tthhee  ssaallee  ooff  mmyy  bbuussiinneessss  mmyysseellff??    TThhoossee  sseelllleerrss  wwiitthh  ssiimmiillaarr  tteemmppttaattiioonnss  
sshhoouulldd  ffiirrsstt  ttaakkee  aa  llooookk  aatt  tthhee  sstteeppss  nneecceessssaarryy  ffoorr  tthhee  ssuucccceessssffuull  bbuussiinneessss  ssaallee----aanndd  aatt  tthhee  aaddvvaannttaaggeess  ooff  ttaakkiinngg  
tthhoossee  sstteeppss  iinn  ttaannddeemm  wwiitthh  tthhee  bbeesstt  ppoossssiibbllee  pprrooffeessssiioonnaall  gguuiiddee..  
  
PPrreeppaarriinngg  tthhee  bbuussiinneessss  ffoorr  ssaallee..    WWhhaatt  llooookkss  ggoooodd  oorr  jjuusstt  ffiinnee  ttoo  tthhee  sseelllleerr  ccoouulldd  mmaakkee  qquuiittee  tthhee  ooppppoossiittee  
iimmpprreessssiioonn  oonn  pprroossppeeccttiivvee  bbuuyyeerrss..  TThhee  wweeaatthheerreedd  ssiiggnn  oouutt  ffrroonntt  tthhaatt  tthhee  sseelllleerr  tthhiinnkkss  iiss  ""rruussttiicc""  mmiigghhtt  ssttrriikkee  aa  
bbuuyyeerr  aass  iinn  nneeeedd  ooff  aa  ffrreesshh  ccooaatt  ooff  ppaaiinntt..  OOnn  tthhee  ootthheerr  hhaanndd,,  iimmpprroovveemmeennttss  ppllaannnneedd  bbyy  tthhee  sseelllleerr  mmaayy  bbee  eeiitthheerr  
uunnnneecceessssaarryy  oorr  wwrroonnggllyy  ccoonncceeiivveedd..  IInn  eeiitthheerr  ccaassee,,  sseelllleerrss  wwoouulldd  bbee  wwiissee  ttoo  rreellyy  oonn  tthhee  aaddvviiccee  ooff  aa  bbuussiinneessss  
bbrrookkeerr----aa  pprrooffeessssiioonnaall  wwiitthh  eexxppeerriieennccee  iinn  ddeeaalliinngg  rreegguullaarrllyy  wwiitthh  bbuuyyeerrss  aanndd  wwiitthh  tthhee  oobbjjeeccttiivviittyy  rreeqquuiirreedd  ttoo  sseett  
tthhee  bbuussiinneessss  sscceennee  ttoo  iittss  bbeesstt  aaddvvaannttaaggee..    OOff  ccoouurrssee,,  pprreeppaarriinngg  aa  bbuussiinneessss  ffoorr  ssaallee  ggooeess  bbeeyyoonndd  oouuttwwaarrdd  
aappppeeaarraanncceess..  UUllttiimmaatteellyy,,  aa  bbuussiinneessss  wwiillll  sseellll  aaccccoorrddiinngg  ttoo  tthhee  nnuummbbeerrss..  AA  bbuussiinneessss  iinntteerrmmeeddiiaarryy  ccaann  bbee  
iinnvvaalluuaabbllee  iinn  hheellppiinngg  tthhee  sseelllleerr  pprroovviiddee  ffiinnaanncciiaall  rreeccoorrddss  tthhaatt  aarree  cclleeaarr  aanndd  uupp--ttoo--ddaattee..  
  
PPrriicciinngg  aanndd  eevvaalluuaattiioonn..    AAllll  sseelllleerrss  nnaattuurraallllyy  wwaanntt  ttoo  ggeett  tthhee  bbeesstt  ppoossssiibbllee  pprriiccee  ffoorr  tthheeiirr  bbuussiinneessss..  HHoowweevveerr,,  
tthheeyy  aallssoo  nneeeedd  ttoo  bbee  rreeaalliissttiicc  aabboouutt  tthhee  ttrruuee  vvaalluuee  ooff  tthhee  ccoommppaannyy  ffoorr  ssaallee  aanndd  ttoo  uunnddeerrssttaanndd  tthhaatt  pprriiccee  iiss,,  iinn  ffaacctt,,  
ddiiccttaatteedd  bbyy  tthhee  mmaarrkkeettppllaaccee..  TToo  ddeetteerrmmiinnee  tthhee  bbeesstt  pprriiccee,,  aa  pprrooffeessssiioonnaall  bbuussiinneessss  bbrrookkeerr  wwiillll  uussee  iinndduussttrryy--tteesstteedd  
vvaalluuaattiioonn  tteecchhnniiqquueess,,  iinncclluuddiinngg  rraattiiooss  bbaasseedd  oonn  ssaalleess  ooff  ssiimmiillaarr  bbuussiinneesssseess,,  aass  wweellll  aass  tthhee  hhiissttoorriiccaall  ddaattaa  ooff  tthhee  
ttyyppee  ooff  bbuussiinneessss  ffoorr  ssaallee..      
  
MMaarrkkeettiinngg  aanndd  aaddvveerrttiissiinngg..    TThhee  pprrooffeessssiioonnaall  bbuussiinneessss  bbrrookkeerr  iiss  kkeeyy  ttoo  tthhee  mmaarrkkeettiinngg  ooff  aa  bbuussiinneessss..  HHee  oorr  sshhee  
wwiillll  pprreeppaarree  aa  mmaarrkkeettiinngg  ssttrraatteeggyy  aanndd  ooffffeerr  aaddvviiccee  aabboouutt  eesssseennttiiaall  mmaarrkkeettiinngg  ttoooollss::  eevveerryytthhiinngg  ffrroomm  aa  bbuussiinneessss  
ddeessccrriippttiioonn  ttoo  nneewwssppaappeerr  aaddvveerrttiissiinngg..  BBuussiinneessss  bbrrookkeerrss,,  tthhrroouugghh  tthheeiirr  ddaattaa  bbaasseess  ooff  bbuuyyeerr  pprroossppeeccttss,,  
pprrooffeessssiioonnaall  aassssoocciiaattiioonnss  aanndd  ootthheerr  nneettwwoorrkkss,,  ccaann  ggeett  tthhee  wwoorrdd  oouutt  aabboouutt  tthhee  bbuussiinneessss  ffaarr  mmoorree  eeffffeeccttiivveellyy  tthhaann  
aannyy  oowwnneerr  ccoouulldd  mmaannaaggee  oonn  aann  iinnddiivviidduuaall  bbaassiiss..  
  
PPrreesseennttiinngg  tthhee  bbuussiinneessss..    TThhee  pprrooffeessssiioonnaall  bbuussiinneessss  bbrrookkeerr  iiss  eexxppeerriieenncceedd  iinn  hhaannddlliinngg  tthhee  ttyyppiiccaall  oobbjjeeccttiioonnss  
aanndd  nneeggaattiivvee  ""rreeaaddiinnggss""  mmaannyy  ttyyppiiccaall  bbuuyyeerrss  wwiillll  rraaiissee..    DDooeess  tthhee  bbuussiinneessss  llaacckk  ppaarrkkiinngg  ssppaaccee??  IIss  iittss  llooccaattiioonn  
lleessss  tthhaann  iiddeeaall??  TThhee  bbuussiinneessss  bbrrookkeerr  hhaass  tthhee  sskkiillllss  ttoo  bbaallaannccee  nneeggaattiivveess  wwiitthh  ppoossiittiivveess,,  oorr  ttoo  ppooiinntt  oouutt  tthhaatt  wwhhaatt  
aappppeeaarrss  ttoo  bbee  aa  ddiissaaddvvaannttaaggee  iiss  nnoott  aallwwaayyss  tthhee  ccaassee..    IInn  aaddddiittiioonn  ttoo  sskkiillll,,  aa  bbuussiinneessss  bbrrookkeerr  aallssoo  ooffffeerrss  tthhee  sseelllleerr  
ccoonnvveenniieennccee..  SSeelllleerrss  oofftteenn  ffaaiill  ttoo  vviissuuaalliizzee  tthhee  nnuummbbeerr  ooff  bbuuyyeerr  ccaallllss  tthheeyy  wwoouulldd  hhaavvee  ttoo  ffiieelldd  iiff  hhaannddlliinngg  tthhee  
ssaallee  oonn  tthheeiirr  oowwnn..  TThhee  bbuussiinneessss  oowwnneerr  wwoorrkkiinngg  wwiitthh  aa  bbrrookkeerr  ccaann  ccoonnttiinnuuee  mmaannaaggiinngg  hhiiss  oorr  hheerr  bbuussiinneessss  aatt  tthhee  
ssaammee  ttiimmee  tthhee  sseelllliinngg  pprroocceessss  iiss  uunnddeerrwwaayy..    
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NNeeggoottiiaattiinngg  tthhee  bbuussiinneessss  ssaallee  ttrraannssaaccttiioonn..    TThhee  bbuussiinneessss  bbrrookkeerr  wwiillll  bbee  tthhee  mmoosstt  vviittaall  aaddvviissoorr  ttoo  sseelllleerrss  dduurriinngg  
aannyy  ssttaaggee  ooff  tthhee  ssaallee  ttrraannssaaccttiioonn..    SStteeeeppeedd  iinn  kknnoowwlleeddggee  aabboouutt  nneeggoottiiaattiinngg  pprriiccee,,  tteerrmmss,,  aanndd  ootthheerr  kkeeyy  aassppeeccttss  ooff  
tthhee  ssaallee,,  tthhee  bbrrookkeerr  wwiillll  gguuiiddee  tthhee  sseelllleerr  eeaacchh  sstteepp  ooff  tthhee  wwaayy..  DDuurriinngg  tthhee  eeaarrllyy  ssttaaggeess,,  wwhhiillee  tthhee  bbuuyyeerr  iiss  ssttiillll  
ccoonnssiiddeerriinngg  mmaakkiinngg  aann  ooffffeerr,,  tthhee  bbrrookkeerr  iiss  tthhee  iiddeeaall  ppeerrssoonn  ttoo  ffoollllooww  uupp  aanndd  kkeeeepp  tthhee  ddeeaall  rruunnnniinngg  ssmmooootthhllyy..    
SSeelllleerrss  wwoorrkkiinngg  aalloonnee  ccoouulldd  lloossee  bbaarrggaaiinniinngg  eeffffeeccttiivveenneessss  bbyy  ddooiinngg  tthhee  ffoollllooww--uupp  tthheemmsseellvveess..  
  
MMaasstteerriinngg  tthhee  ppaappeerrwwoorrkk..    EEvveenn  tthhoouugghh  bbuussiinneessss  oowwnneerrss  hhaannddllee  mmoouunnttaaiinnss  ooff  ppaappeerrwwoorrkk  aass  aa  ppaarrtt  ooff  ddooiinngg  
bbuussiinneessss,,  ffeeww  ooff  tthheemm  hhaavvee  hhaadd  ttrraaiinniinngg  iinn  tthhee  ssppeecciiaalliizzeedd  ccoonnttrraaccttss  aanndd  ffoorrmmss  rreeqquuiirreedd  ffoorr  tthhee  ssaallee  ooff  aa  
bbuussiinneessss..  TThhee  bbuussiinneessss  bbrrookkeerr  iiss  aann  eexxppeerrtt  aatt  ssaalleess  ttrraannssaaccttiioonn  ddeettaaiillss..  TThhiiss  eexxppeerrttiissee  wwiillll  hheellpp  gguuaarrdd  aaggaaiinnsstt  
ddeellaayyss,,  pprroobblleemmss,,  aanndd----tthhaatt  wwoorrsstt  ooff  aallll  ppoossssiibbllee  wwoorrllddss----tthhee  ""wwrreecckkeedd""  ddeeaall..  
  
QQuuaalliiffyyiinngg  bbuuyyeerrss..    TThhee  bbuussiinneessss  bbrrookkeerr  wwiillll  ddeetteerrmmiinnee  tthhee  rriigghhtt  bbuuyyeerr  ffoorr  tthhee  rriigghhtt  bbuussiinneessss,,  ffooccuussiinngg  oonn  tthhoossee  
pprroossppeeccttss  wwhhoo  aarree  ffiinnaanncciiaallllyy  qquuaalliiffiieedd  aanndd  wwhhoo  aarree  ggeennuuiinneellyy  ((oorr  ppootteennttiiaallllyy))  iinntteerreesstteedd  iinn  tthhee  ttyyppee  ooff  bbuussiinneessss  
ffoorr  ssaallee..  FFoorr  llooccaattiinngg  aanndd  qquuaalliiffyyiinngg  pprroossppeeccttiivvee  bbuuyyeerrss,,  aa  bbuussiinneessss  bbrrookkeerr  uusseess  ccoommppuutteerriizzeedd  ddaattaabbaasseess  ttoo  
aacccceessss  ccoommpprreehheennssiivvee  lliissttss  ooff  llooccaall,,  nnaattiioonnaall  aanndd  iinntteerrnnaattiioonnaall  bbuuyyeerrss----aallll  ttoo  iinnccrreeaassee  tthhee  cchhaanncceess  ooff  sseelllliinngg  aa  
bbuussiinneessss  aatt  ppeeaakk  vvaalluuee,,  aanndd  aallmmoosstt  aass  iimmppoorrttaanntt,,  ttoo  aavvooiidd  wwaassttiinngg  tthhee  sseelllleerr''ss  vvaalluuaabbllee  ttiimmee..  
  
MMaaiinnttaaiinniinngg  pprriivvaaccyy  aanndd  ccoonnffiiddeennttiiaalliittyy..    WWhheenn  aa  bbuussiinneessss  bbrrookkeerr  iiss  iinnvvoollvveedd  iinn  tthhee  ssaallee,,  bbrriinnggiinngg  ttoo  tthhee  
bbuussiinneessss  oonnllyy  tthhoossee  pprroossppeeccttiivvee  bbuuyyeerrss  wwhhoo  qquuaalliiffyy,,  iitt  iiss  aallssoo  eeaassiieerr  ttoo  mmaaiinnttaaiinn  ccoonnffiiddeennttiiaalliittyy  dduurriinngg  tthhee  
sseelllliinngg  pprroocceessss..  UUnnttiill  aa  ppuurrcchhaassee--aanndd--ssaallee  aaggrreeeemmeenntt  hhaass  bbeeeenn  ssiiggnneedd,,  mmoosstt  sseelllleerrss  ddoo  nnoott  wwaanntt  tthhee  wwoorrdd  ttoo  
rreeaacchh  tthheeiirr  ccuussttoommeerrss,,  ccoommppeettiittoorrss,,  eemmppllooyyeeeess,,  oorr  eevveenn  tthheeiirr  bbaannkkeerrss..  AA  bbuussiinneessss  bbrrookkeerr  hheellppss  bbyy  uussiinngg  
nnoonnssppeecciiffiicc  ddeessccrriippttiioonnss  ooff  tthhee  bbuussiinneessss,,  bbyy  rreeqquuiirriinngg  ssiiggnnaattuurreess  oonn  ssttrriicctt  ccoonnffiiddeennttiiaalliittyy  aaggrreeeemmeennttss,,  bbyy  
ssccrreeeenniinngg  aallll  pprroossppeeccttss,,  ssoommeettiimmeess  pphhaassiinngg  tthhee  rreelleeaassee  ooff  iinnffoorrmmaattiioonn  ttoo  mmaattcchh  tthhee  ggrroowwiinngg  eevviiddeennccee  ooff  bbuuyyeerr  
ssiinncceerriittyy  aanndd  ttrruussttwwoorrtthhiinneessss..  
  
PPrrooffeessssiioonnaall  bbuussiinneessss  bbrrookkeerrss  pprroovviiddee  aallll  tthheessee  vviittaall  sseerrvviicceess,,  aanndd  mmoorree,,  ffoorr  tthhee  sseelllleerr  ooff  aa  bbuussiinneessss..  TThhiiss  iiss  oonnee  
ttiimmee  wwhheerree  ""ddoo--iitt--yyoouurrsseellff""  jjuusstt  ccaann''tt  mmeeaassuurree  uupp----iinn  tteerrmmss  ooff  mmoonneeyy,,  ttiimmee,,  aanndd  tthhee  ggeenneerraall  ssuucccceessss  ooff  tthhee  ssaallee..  
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OOnnccee  tthhee  ddeecciissiioonn  ttoo  sseellll  hhaass  bbeeeenn  mmaaddee,,  tthhee  bbuussiinneessss  oowwnneerr  sshhoouulldd  bbee  aawwaarree  ooff  tthhee  vvaarriieettyy  ooff  ppoossssiibbllee  bbuussiinneessss  
bbuuyyeerrss..    JJuusstt  aass  ssmmaallll  bbuussiinneessss  iittsseellff  hhaass  bbeeccoommee  mmoorree  ssoopphhiissttiiccaatteedd,,  tthhee  ppeeooppllee  iinntteerreesstteedd  iinn  bbuuyyiinngg  tthheemm  aarree  
bbeeccoommiinngg  mmoorree  ddiivveerrggeenntt  aanndd  ccoommpplleexx..  TThhee  ffoolllloowwiinngg  aarree  ssoommee  ooff  ttooddaayy''ss  mmoosstt  aaccttiivvee  ccaatteeggoorriieess  ooff  bbuussiinneessss  
bbuuyyeerrss::  
  
Family Members 
MMeemmbbeerrss  ooff  tthhee  sseelllleerr''ss  oowwnn  ffaammiillyy  iiss  aa  ttrraaddiittiioonnaall  ccaatteeggoorryy  ooff  bbuussiinneessss  bbuuyyeerr::  ttrriieedd  bbuutt  nnoott  aallwwaayyss  ""ttrruuee..""  TThhee  
nnoottiioonn  ooff  aa  ffaammiillyy  mmeemmbbeerr  ttaakkiinngg  oovveerr  iiss  aammeennaabbllee  ttoo  mmaannyy  ooff  tthhee  ppaarrttiieess  iinnvvoollvveedd  bbeeccaauussee  tthheeyy  eennvviissiioonn  
ccoonnttiinnuuiittyy,,  sseeeeiinngg  tthhaatt  aass  aa  pprriimmee  aaddvvaannttaaggee..  AAnndd  iitt  ccaann  bbee,,  ggiivveenn  tthhaatt  tthhee  ffaammiillyy  mmeemmbbeerr  ttrreeaattss  tthhee  rroollee  aass  
ssoommeetthhiinngg  aakkiinn  ttoo  aa  hhiieerraarrcchhiiccaall  rreessppoonnssiibbiilliittyy..  TThhiiss  ccaann  mmeeaann  yyeeaarrss  ooff  ppllaannnniinngg  aanndd  ddiilliiggeenntt  pprreeppaarraattiioonn,,  
iinnvvoollvviinngg  aallll  oorr  mmaannyy  mmeemmbbeerrss  ooff  tthhee  ffaammiillyy  iinn  ddeecciiddiinngg  wwhhoo  wwiillll  bbee  tthhee  ""hheeiirr  ttoo  tthhee  tthhrroonnee..""  IIff  tthhiiss  hhaass  bbeeeenn  
ddoonnee,,  tthhee  ffaammiillyy  mmeemmbbeerr  mmaayy  bbee  tthhee  bbeesstt  ttyyppee  ooff  bbuuyyeerr..  
    
TToooo  oofftteenn,,  hhoowweevveerr,,  tthhee  ddiiffffiiccuullttyy  wwiitthh  tthhee  ffaammiillyy  bbuuyyeerr  ccaatteeggoorryy  lliieess  iinn  tthhee  ccoonnfflliiccttss  tthhaatt  mmaayy  ddeevveelloopp..  FFoorr  
eexxaammppllee,,  ddooeess  tthhee  ffaammiillyy  mmeemmbbeerr  hhaavvee  ssuuffffiicciieenntt  ccaasshh  ttoo  ppuurrcchhaassee  tthhee  bbuussiinneessss??  CCaann  tthhee  sseelllliinngg  ffaammiillyy  mmeemmbbeerr  
rreeaallllyy  lleeaavvee  tthhee  bbuussiinneessss??  IInn  ttoooo  mmaannyy  ccaasseess,,  tthheessee  aanndd  ootthheerr  ccoonnfflliiccttss  rreessuulltt  iinn  sseerriioouuss  ddiissrruuppttiioonn  ttoo  tthhee  bbuussiinneessss  
oorr  ttoo  tthhee  ssaalleess  ttrraannssaaccttiioonn..  TThhee  rreessuulltt,,  ttoooo  oofftteenn,,  iiss  aann  ""II--ttoolldd--yyoouu--ssoo""  ssiittuuaattiioonn,,  wwhheerree  tthheerree  aarree  ttoooo  mmaannyy  
ooppiinniioonnss,,  bbuutt  nnoo  oonnee  iiss  rreeaallllyy  eevveerr  tthhee  wwiisseerr..  AAnn  oouuttssiiddee  bbuuyyeerr  eelliimmiinnaatteess  tthheessee  oofftteenn--iinnssoolluubbllee  pprroobblleemmss..  
    
TThhee  kkeeyy  ttoo  ddeecciiddiinngg  oonn  aa  ffaammiillyy  mmeemmbbeerr  aass  aa  bbuuyyeerr  iiss  tthhrreeeeffoolldd::    aabbiilliittyy,,  ffaammiillyy  aaggrreeeemmeenntt,,  aanndd  ffiinnaanncciiaall  
wwoorrtthhiinneessss..  
  
Business Competitors 
TThhiiss  iiss  aa  ccaatteeggoorryy  oofftteenn  oovveerrllooookkeedd  aass  aa  ssoouurrccee  ooff  pprroossppeeccttiivvee  ppuurrcchhaasseerrss..  TThhee  oobbvviioouuss  ccoonncceerrnn  iiss  tthhaatt  
ccoommppeettiittoorrss  wwiillll  ttaakkee  aaddvvaannttaaggee  ooff  tthhee  kknnoowwlleeddggee  tthhaatt  tthhee  bbuussiinneessss  iiss  ffoorr  ssaallee  bbyy  aatttteemmppttiinngg  ttoo  lluurree  aawwaayy  
ccuussttoommeerrss  oorr  cclliieennttss..  HHoowweevveerr,,  iiff  tthhee  bbuussiinneessss  iiss  ccoommppaattiibbllee,,  aa  ccoommppeettiittoorr  mmaayy  bbee  wwiilllliinngg  ttoo  ""ppaayy  tthhee  pprriiccee""  ttoo  
aaccqquuiirree  aa  rreeaaddyy--mmaaddee  mmeeaannss  ttoo  eexxppaanndd..  AA  bbuussiinneessss  bbrrookkeerraaggee  pprrooffeessssiioonnaall  ccaann  bbee  ooff  ttrreemmeennddoouuss  aassssiissttaannccee  iinn  
ddeeaalliinngg  wwiitthh  tthhee  ccoommppeettiittoorr..  TThheeyy  wwiillll  uussee  ccoonnffiiddeennttiiaalliittyy  aaggrreeeemmeennttss  aanndd  wwiillll  rreevveeaall  tthhee  nnaammee  ooff  tthhee  bbuussiinneessss  
oonnllyy  aafftteerr  ccoonnttaaccttiinngg  tthhee  sseelllleerr  aanndd  qquuaalliiffyyiinngg  tthhee  ccoommppeettiittoorr..  
  
The Foreign Buyer 
MMaannyy  ffoorreeiiggnneerrss  aarrrriivvee  iinn  tthhee  UUnniitteedd  SSttaatteess  wwiitthh  aammppllee  ffuunnddss  aanndd  aa  ggrreeaatt  ddeessiirree  ttoo  sshhaarree  iinn  tthhee  AAmmeerriiccaann  
DDrreeaamm..  MMaannyy  aallssoo  hhaavvee  ddiiffffiiccuullttyy  oobbttaaiinniinngg  jjoobbss  iinn  tthheeiirr  pprreevviioouuss  pprrooffeessssiioonnss,,  bbeeccaauussee  ooff  llaanngguuaaggee  bbaarrrriieerrss,,  
lliicceennssiinngg,,  aanndd  ssppeecciiffiicc  eexxppeerriieennccee..  AAss  oowwnneerrss  ooff  tthheeiirr  oowwnn  bbuussiinneesssseess,,  aatt  lleeaasstt  ssoommee  ooff  tthheessee  pprroobblleemmss  ccaann  bbee  
sshhoorrtt--cciirrccuuiitteedd..  
    
TThheessee  bbuuyyeerrss  wwoorrkk  hhaarrdd  aanndd  lloonngg  aanndd  uussuuaallllyy  aarree  vveerryy  ssuucccceessssffuull  ssmmaallll  bbuussiinneessss  oowwnneerrss..  HHoowweevveerr,,  tthheeiirr  
bbuussiinneessss  aaccuummeenn  ddooeess  nnoott  nneecceessssaarriillyy  ccooiinncciiddee  wwiitthh  tthhaatt  ooff  tthhee  sseelllleerr  ((aass  wwoouulldd  bbee  tthhee  ccaassee  wwiitthh  aannyy  
iinneexxppeerriieenncceedd  oowwnneerr))..  AAggaaiinn,,  aa  bbuussiinneessss  bbrrookkeerr  pprrooffeessssiioonnaall  kknnoowwss  bbeesstt  hhooww  ttoo  aapppprrooaacchh  tthheessee  ppootteennttiiaall  
pprroobblleemmss..  
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IImmppoorrttaanntt  ttoo  nnoottee  iiss  tthhaatt  mmaannyy  ssmmaallll  bbuussiinneessss  oowwnneerrss  tthhiinnkk  tthhaatt  ffoorreeiiggnn  ccoommppaanniieess  aanndd  iinnddeeppeennddeenntt  bbuuyyeerrss  aarree  
wwiilllliinngg  ttoo  ppaayy  ttoopp  ddoollllaarr  ffoorr  tthhee  bbuussiinneessss..  IInn  ffaacctt,,  ffoorreeiiggnn  ccoommppaanniieess  aarree  uussuuaallllyy  iinntteerreesstteedd  oonnllyy  iinn  bbuussiinneesssseess  oorr  
ccoommppaanniieess  wwiitthh  ssaalleess  iinn  tthhee  mmiilllliioonnss..  
  

Synergistic Buyers 
TThheessee  aarree  bbuuyyeerrss  wwhhoo  ffeeeell  tthhaatt  aa  ppaarrttiiccuullaarr  bbuussiinneessss  wwoouulldd  ccoommpplliimmeenntt  tthheeiirrss  aanndd  tthhaatt  ccoommbbiinniinngg  tthhee  ttwwoo  wwoouulldd  
rreessuulltt  iinn  lloowweerr  ccoossttss,,  nneeww  ccuussttoommeerrss,,  aanndd  ootthheerr  aaddvvaannttaaggeess..  SSyynneerrggiissttiicc  bbuuyyeerrss  aarree  mmoorree  lliikkeellyy  ttoo  ppaayy  mmoorree  tthhaann  
ootthheerr  ttyyppeess  ooff  bbuuyyeerrss,,  bbeeccaauussee  tthheeyy  ccaann  sseeee  tthhee  rreessuullttss  ooff  tthhee  ppuurrcchhaassee..    AAggaaiinn,,  aass  wwiitthh  tthhee  ffoorreeiiggnn  bbuuyyeerr,,  
ssyynneerrggiissttiicc  bbuuyyeerrss  sseellddoomm  llooookk  aatt  tthhee  ssmmaallll  bbuussiinneessss,,  bbuutt  tthheeyy  mmaayy  ffiinndd  mmaannyy  mmiidd--ssiizzeedd  ccoommppaanniieess  tthhaatt  mmeeeett  
tthheeiirr  rreeqquuiirreemmeennttss..  
  

Financial Buyers 
TThhiiss  ccaatteeggoorryy  ooff  bbuuyyeerr  ccoommeess  wwiitthh  ppeerrhhaappss  tthhee  lloonnggeesstt  lliisstt  ooff  ccrriitteerriiaa----aanndd  ddeemmaannddss..  TThheessee  bbuuyyeerrss  wwaanntt  
mmaaxxiimmuumm  lleevveerraaggee,,  bbuutt  tthheeyy  aallssoo  aarree  tthhee  rriigghhtt  ccaatteeggoorryy  ffoorr  tthhee  sseelllleerr  wwhhoo  wwaannttss  ttoo  ccoonnttiinnuuee  ttoo  mmaannaaggee  hhiiss  
ccoommppaannyy  aafftteerr  iitt  iiss  ssoolldd..  MMoosstt  ffiinnaanncciiaall  bbuuyyeerrss  ooffffeerr  aa  lloowweerr  ppuurrcchhaassee  pprriiccee  tthhaann  ootthheerr  ttyyppeess,,  bbuutt  tthheeyy  ddoo  oofftteenn  
mmaakkee  pprroovviissiioonn  ffoorr  wwhhaatt  iiss  iimmppoorrttaanntt  ttoo  tthhee  sseelllleerr  ootthheerr  tthhaann  tthhee  mmoonneeyy----ssuucchh  aass  sseelleeccttiioonn  ooff  kkeeyy  eemmppllooyyeeeess,,  
llooccaattiioonn,,  aanndd  ootthheerr  iissssuueess..  
    
FFoorr  aa  bbuussiinneessss  ttoo  bbee  ooff  iinntteerreesstt  ttoo  aa  ffiinnaanncciiaall  bbuuyyeerr,,  tthhee  pprrooffiittss  mmuusstt  bbee  ssuuffffiicciieenntt  nnoott  oonnllyy  ttoo  ssuuppppoorrtt  eexxiissttiinngg  
mmaannaaggeemmeenntt,,  bbuutt  aallssoo  ttoo  pprroovviiddee  aa  rreettuurrnn  ttoo  tthhee  oowwnneerr..  
  

Individual Buyer 
WWhheenn  iitt  ccoommeess  ttiimmee  ttoo  sseellll,,  mmoosstt  oowwnneerrss  ooff  tthhee  ssmmaallll  ttoo  mmiidd--ssiizzeedd  bbuussiinneessss  ggrraavviittaattee  ttoowwaarrdd  tthhiiss  bbuuyyeerr..  MMaannyy  
ooff  tthheessee  bbuuyyeerrss  aarree  mmaattuurree  ((aaggeedd  4400  ttoo  6600))  aanndd  hhaavvee  bbeeeenn  wweellll  sseeaassoonneedd  iinn  tthhee  ccoorrppoorraattee  mmaarrkkeettppllaaccee..  OOwwnniinngg  aa  
bbuussiinneessss  iiss  aa  ddrreeaamm,,  aanndd  oonnee  mmaannyy  ooff  tthheemm  ccaann  wweellll  aaffffoorrdd..  TThhee  kkeeyy  ttoo  aapppprrooaacchhiinngg  tthhiiss  kkiinndd  ooff  bbuuyyeerr  iiss  ttoo  ffiinndd  
oouutt  wwhhaatt  iitt  iiss  tthheeyy  aarree  rreeaallllyy  llooookkiinngg  ffoorr..    
    
TThhee  bbuuyyeerr  wwhhoo  nneeeeddss  ttoo  rreeppllaaccee  aa  jjoobb  iiss  ccaann  bbee  aann  eexxcceelllleenntt  pprroossppeecctt..  AAlltthhoouugghh  oowwnniinngg  aa  bbuussiinneessss  iiss  mmoorree  tthhaann  
aa  jjoobb,,  aanndd  tthhee  rriisskkss  iinnvvoollvveedd  ccaann  ffrriigghhtteenn  tthhiiss  kkiinndd  ooff  bbuuyyeerr,,  tthheeyy  ddoo  hhaavvee  tthhee  ""hhuunnggeerr""----aanndd  tthhee  nneeeedd..  AA  ffuurrtthheerr  
aaddvvaannttaaggee  iiss  tthhaatt  tthhiiss  ccaatteeggoorryy  ooff  bbuuyyeerr  ccoommeess  wwiitthh  ffeewweerr  ""ssttrriinnggss""  aanndd  ccoommpplliiccaattiioonnss  tthhaann  mmaannyy  ooff  tthhee  ootthheerr  
ttyyppeess..  
  

A Final Note 
SSoorrttiinngg  oouutt  tthhee  ""rriigghhtt""  bbuuyyeerr  iiss  bbeesstt  lleefftt  ttoo  tthhee  pprrooffeessssiioonnaallss  wwhhoo  hhaavvee  tthhee  eexxppeerriieennccee  nneecceessssaarryy  ttoo  ddeecciiddee  wwhhoo  
aarree  tthhee  bbeesstt  pprroossppeeccttss..  
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You can help! 
We look forward to working with you in finding a suitable buyer for your business.  
You, as the seller, are likely to offer a few friendly recommendations that will help in our marketing efforts.  

It might also be helpful if you took a good look at your business from the perspective of a buyer. Try to put 
yourself in the place of a prospective purchaser of the business. What would you do to make it more attractive 
or more saleable?  

Obviously, the financial records of your business are critical to the sale of your business, but how it looks is also 
important. First impressions really count! If a potential buyer doesn't like the appearance of your business, the 
rest of it may never get a chance.  

Certainly if you have any questions, please don't hesitate to call us. It is only by working together that we will 
get the best results. You might want to check the following to see if any of them are applicable:  

 Keep normal operating hours. There may be a tendency to "let down" when you put your business up for 
sale. However, it's important that prospective buyers see your business at its best.  

 Repair signs, replace outside lights, etc. You don't want your business to look as if it has been neglected.  

 Maintain inventory at a constant level. If you let your inventory slide, your business will look neglected. 
If anything, increase it so your business will look busy.  

 Remove items that are not included in the sale or unnecessary items, especially if inoperative.  

 Repair non-operating equipment or remove it, if you are not using it. ."Tidy-up outside premises.  

 Spruce-up the inside of the business.  

Thank you 
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Information You Should Be Aware Of  

As your business broker we will be furnishing you with this list of provisions that we generally follow in our 
business dealings with our sellers. We recommend that you review these provisions carefully. We believe that 
by understanding and utilizing them, many misunderstandings can be avoided. If you have any questions, please 
don't hesitate to contact us.  

1. Selling Price  
The term 'selling price' shall include: (a) the selling price of the assets acquired plus any obligations assumed by 
the purchaser, (b) if the sale becomes one of stock, then the selling price will be all of the assets plus all of the 
liabilities of the corporation plus the value of any covenants not to compete, employment and/or consulting 
agreements plus the value of any allocations for goodwill and/or intangible assets.  

2. Documents  
The seller agrees that the broker will receive copies of all documents pertaining to the sale at the same time as 
the seller, and that the seller will instruct their legal counsel and/or escrow professional to include the broker in 
all distribution of documentation pertaining to this sale.  

3. Stock vs. Asset Sale  
The seller agrees that the (broker) has been retained to sell only the assets of the business. If the (broker) 
procures a buyer and the sale subsequently becomes one of capital stock, the seller agrees that the broker is 
entitled to the total fee stated in the listing agreement, as if the sale was one of assets only.  

4. Withdrawn From Sale Provision  
Seller agrees that if this listing is canceled or the property withdrawn from sale during the listing term by seller, 
the commission shall become immediately due by seller to broker. If seller refuses or is unable to comply with 
the listing terms for any reason, thereby preventing disposition of the property during the listing term upon the 
terms set forth above, the commission shall become immediately due by the seller to the broker.  

5. Accessing Information  
Prior to closing, the seller will provide to the buyer, his advisors and agents, access to all of the businesses' 
books, financial records, contracts and any other pertinent information concerning the businesses' affairs, that 
the buyer reasonably requests. This inspection will be conducted during normal business hours.  

6. Submission or Offers  
Upon the seller's acceptance of an offer to purchase, letter of intent or deposit receipt made by a prospective 
purchaser, the broker need not advise seller of any subsequent offer(s), etc., received by the broker on the 
seller's business until the prospective purchaser forfeits, fails to meet predetermined deadlines or the agreement 
becomes null and void.  

7. Additional Collateral  
In order to facilitate the sale of the Business, seller shall finance a portion of the purchase price. Seller's 
financing shall be documented by the following:  

(1) A Promissory Note signed by the buyer. If the buyer is a corporation, buyer's principal shareholder shall 
personally guaranty the obligation to the seller.  
(2) A Security Agreement granting seller a security interest in the assets of the business (the collateral). (3) 
U.C.C. Financing Statements to be filed as public records of seller's financing.  

Seller acknowledges that the buyer shall not be required to grant to seller an interest in any assets other than the 
assets of the business to secure the seller's financing to the buyer.  
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Important information 
Selling your business is a major decision! You have devoted your time, money and energy to building, running 
and operating your business. It may well represent your life's work. You have decided that now is the right time 
to sell, and you want the very best professional guidance you can get. This is when working in tandem with a 
professional business broker can make the difference between just getting rid of the business and selling it for 
the very best price and terms!  

Following are some of the most common questions asked by sellers. The responses are based on both 
experience and knowledge. If you have any questions that we have not covered please don't hesitate to contact 
us.  
  

What Can Business Brokers Do And What Can't They Do ?  
 
Business brokers are the professionals who will facilitate the successful sale of your business. It is important 
that you understand just what a professional business broker can do - as well as what they can't. As your 
business broker we can help you decide how to price your business and how to structure the sale so it makes 
sense for everyone - you and the buyer. We can find the right buyer for your business, work with you and the 
buyer in negotiating, and coordinating every step of the way until the translation is successfully closed. We will 
also help the buyer in all the details of the business buying process. Most businesses are saleable if priced and 
structured properly. You should understand that only the marketplace can determine what a business will sell 
for. The amount of the down payment you are willing to accept along with the terms of the seller financing can 
greatly influence not only the ultimate selling price, but the success of the sale itself. 

How Long Does It Take To sell My Business?  

It generally takes, on average, between six to twelve months to sell most businesses. Keep in mind that an 
average is just that. Some businesses will take longer to sell, while others will sell in a shorter period of time. 
The sooner we have all the information needed to begin the marketing process, the shorter the time period 
should be. It is also important that the business be priced properly right from the start. Some sellers, operating 
under the premise that they can always come down in price, overprice their business. This theory often 
"backfires," because buyers often will refuse to look at an overpriced business.     
It has been shown that ~he amount of the down payment may be the key ingredient to a quick sale. The lower 
the down payment, generally 40 percent of the asking price or less, the shorter the time to a successful sale. A 
reasonable down payment also tells a potential buyer that the seller has confidence in the business's ability to 
make the payments.  
 
 
Why Is Seller Financing So Important To The Sale Of My Business?  

Surveys have shown that a seller who asks for all cash, receives on average only 70 percent of their asking 
price, while sellers who accept terms receive on average 86 percent of their asking price. That is a difference of 
16 percent! In many cases, businesses that are listed for all cash just don't sell. With reasonable terms, however, 
the chances of selling increase dramatically and the time period from listing to sale greatly decreases. Most 
sellers are unaware of how  
much interest they can receive by financing the sale of their business. In some cases it can greatly increase the 
amount received. And again, it tells the buyer that the seller has enough confidence that the business can indeed, 
pay for itself.  
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What Happens When There Is A Buyer For My Business?  

When a buyer is sufficiently interested in your business, we will help in the preparation of an offer or proposal. 
This offer or proposal may have one or more contingencies. Usually, they concern a detailed review of your 
financial records and may also include a review of your lease arrangements, franchise agreement (if there is 
one) or  
other pertinent details of the business. The buyer's proposal will be presented to you for your consideration. You 
may accept the terms of the offer or you may make a counter-proposal. You should understand, however, that if 
you do not accept the buyer’s proposal, the buyer can withdraw it at any time.  

We will submit all offers to you for your consideration. At first review, you may not be pleased with a particular 
offer; however, it is important to look at it carefully. It may be lacking in some areas, but it might also have 
some pluses to seriously consider. There is an old adage that says "The first offer is generally the best one the 
seller will receive. This does not mean that you should accept the first, or any offer - just that all offers should 
be looked at carefully.  

When you and the buyer are in agreement, we will work with both of you to satisfy and remove the 
contingencies in the offer. It is important that you cooperate fully in this process. You don't want the buyer to 
think that you are hiding anything. The buyer may, at this point, bring in outside advisors to help them review 
the information. When all the conditions have been met, final papers will be drawn and signed. Once the closing 
has been completed, money will be distributed and the new owner will take possession of the business. As your 
business broker professional, we will work with you throughout the entire sales process.  

What Can I Do To Help Sell My Business?  

You can cooperate fully with us and any other professionals that you are using. A buyer will want up-to-date 
financial information. If you use accountants, you can work with them on making current information available. 
If you are using an attorney, make sure they are familiar with the business closing process and the laws of your 
particular state. You might also ask if their schedule will allow them to participate in the closing on very short 
notice. If you and the buyer want to close the sale quickly, usually within a few weeks, unless there is an 
alcohol or other license involved that might delay things, you don't want to wait until the attorney can make the 
time to prepare the documents or attend the closing. Time is of the essence in any business sale transaction. The 
failure to close on schedule permits the buyer to reconsider or make changes in the original proposal.  
And, finally, your team of advisors must all be working towards the common goal of selling your business for 
the best price and terms available in the marketplace, and closing the sale as quickly as possible! Remember 
that, as your professional business broker we are on your side. Only by being as cooperative as possible with us 
can we best handle your business interests.  
 


