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the insider’s guide to buying and

selling businesses

Preparing Your Business for Sale

What Business Owners Need to Consider

O will likely be the biggest financial deal you'll ever
make, so it's vitally important to be sure you are
properly prepared when selling your business.

Taking the proper steps to get your business
ready for sale can significantly improve the likelihood
of a successful sale.

For many business owners, the prospect
of selling the business after years of
pouring every effort into growing the
company can be emotional and difficult.
That's a major reason why it pays to
structure a plan to prepare for the sale.
Remember, it’s crucial to use the same
care and patience that is used to grow
and sustain a business.

What important steps are needed to
prepare your company for sale?

= Determine the company’s actual
worth. There are a lot of formulas for
valuing a business. Buyers may
base a purchase offer at least in
part on the value of the assetsin a
business, the cash flow, gross
revenues, annual growth and other
factors. The sale price generally
depends on profits and, in most cases, the sale
price is some multiple of business profit.
Valuations can be obtained from a number of
sources, including a certified business
intermediary, such as a business broker.

= Be sure your records are up to date. You want all
of your hard work to pay off in the sale, so be
sure you have current, detailed records that
provide an audited assessment of the
company'’s financial position and future
projections.

= Remember your staff is an important asset. The
loss of key employees during a sale can kill the
deal. Key employees may be crucial to the

Thinking of selling a business?

Know anyone in the market for an established
and profitable small to medium sized business?

ongoing success of the company. Assess which
employees are prepared to stay with the company
through the transition.

= Assemble ateam of experts. No matter how

independent you are, the sale of a business isn't

something to handle on your own. A certified
business intermediary, such as a
business broker, will fake some of
the load off your shoulders so you
can spend time running the
business when it’s needed most.
Keep in mind that potential buyers
will be scrutinizing the sales
performance of your company
during the time it's on the market,
so working with a broker to sell your
business will allow you to focus on
the ongoing operation of the
company. Because business
brokers partner with accounting
and legal professionals, you have
access to a team of experts who
work on your behalf to ensure that
all of the crucial aspects of a sale
are dealf with in a professional
manner.

Iways remember that selling a business is a
@ one-time event. Solid preparation with the

help of a qualified business infermediary is the
key to a successful sale. Business brokers specialize in

helping buyers and sellers in all aspects of mergers &
acquisitions and fake pride in what they do.

This complimentary information circular is provided by
Stuart Neal & Associates. Should you have any questions
about our business brokerage services or if you require
additional copies of this circular, please feel free to contact
us using the information provided below.

Stuart Neal, Associate Broker B.A Hons., Dip.IDM
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