
WHEN SELLING YOUR BUSINESS

YOU MUST AVOID

NOT UNDERSTANDING WHAT
YOUR BUSINESS IS WORTH

It is not worth what you need to retire, it is worth 
what the market dictates it is worth irrespective of 
the opinion of your friends, family, accountant or 
solicitor. Setting the right price at the outset is 
crucial as getting it wrong will prevent buyers 

from showing interest.

PITCHING TO A SINGLE BUYER 

You’d be surprised how often this occurs. Beware of 
friends or competitors expressing interest in your business 
and declaring that they can move quickly and will pay you 
a fair price. These scenarios often linger with no comple-
tion in sight as there is no pressure because there is no 
competition. Exposure to the market is vital even though 
it may be more time consuming.

NEGLECTING THE BUSINESS
DURING THE SALE PROCESS

Selling is arduous, complex and time consuming. 
Lots of facts and figures that may be in your head 
or buried within your company’s archives will need 
to be retrieved and put into writing for buyers, and 
that’s before the legal and due diligence process 
has started in earnest. Business owners are often 
overwhelmed by all of this and take their eyes o� 
the ball letting sales, product quality or customer 
relations drift. That in turn can lead to “surprises” 
for the buyer when they have one final look at the 

latest management figures pre-completion.

GETTING THE INFORMATION
MEMORANDUM RIGHT

The IM is how your business is presented to the outside 
world like an estate agent would market a house. Getting 
as many accurate facts and figures as possible, along with 
an operational summary and opportunities for growth is 
vital, along with pictures and details of the operation that 
let a prospective buyer understand your business and feel 
comfortable with proceeding to make an o�er.

NOT BEING PREPARED FOR SALE

You wouldn’t market a family home that has peel-
ing paint and rubbish strewn across an overgrown 
lawn so, you should ensure that your business is 
presentable to prospective buyers. Simple things 
like a tidy and orderly warehouse sta�ed by busy, 
capable and knowledgeable employees will im-
press a buyer. Robust financials are also important 
so that means the profit and loss account together 
with the balance sheet should make a buyer feel 
that they are dealing with a quality business. It can 
take time to get your business in order so it is 

better to be prepared well in advance of selling.

FAILING TO UNDERSTAND
THE BUYER’S PERSPECTIVE

The buyer will have an enquiring mind and if you make 
claims about the potential they can unlock post purchase 
they will want to know why you haven’t turned the key 
yourself. If there is scope for cost-cutting they will ask 
why you didn’t get the scissors out yourself. A recent jump 
in gross margin often puts buyers on alert that something 
fishy may be going on. They are not necessarily trying to 
run down your business by asking questions they simply 
want to understand what they are getting into.
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