
SELLING  YOUR  BUSINESS

 Not planning ahead  
 for the business sale 
Not planning in advance causes many business 
owners to miss their window of opportunity. It 
can take a long time to sell a small business and 
this isn’t always determined by the price.  
Planning is key to any business sale. Collating  
updated records, detailed business history &  
sales portfolio properly at the start is key. 

 Not finding the right person  
 to drive the sale of your business
It’s not just the person with the big sales tag.   
Find a person you can deal with. A person who  
has business experience, who listens and works 
with you, after all it is your business and they 
need to learn from you.  A business person not 
just a sales person.

9 MISTAKES
made when

SELLING
your business
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        Thinking you don’t have  
        to prepare properly early
Most people think that the work starts when we have a 
buyer enquiry.  It is better to do the preparation early, 
gather the information, prepare the memorandum and 
present it professionally.  Remember this is the first op-
portunity to show the prospective buyer how professional 
your business is and how they will value from buying it.  

        Not identifying what is  
        unique to your business 
Many people feel that their business is the same as oth-
ers on the market.  However, each business has its own 
“X” factor or Unique Selling Point.  Sometimes this factor 
is obvious, other times it may be hard to find.  A good 
advisor should draw this out and market your business 
by building upon its “X” factor.  Remember when you list 
your business for sale you compete with thousands of 
other similar businesses so unless you just want to be 
marketed by price alone it’s important to find the unique 
element.

        Losing sight of the business  
        whilst trying to sell it 
Some businesses sell in days, others months and in some 
cases it can take over a year for a business to sell.  This 
depends upon many factors not just the price.  Not all 
business owners employ an advisor and some business 
owners have the ability to drive a business and sell it at 
the same time.  However, generally business owners are 
too involved in their business to objectively run it one 
minute and sell it the next.  This often results in one of 3 
main problems.

The owner doesn’t have the time to prep the sale 
& drive the negotiation therefore loses out on a 
potential sale.

The owner becomes frustrated and sell for a price 
lower than what they could have realised 

The owner spends so much time trying to sell the 
business that profits suffer.  

Working with the right advisor alleviates these problems. 

        Not prepping for the buyer meeting 
A good advisor will work with you to prep for buyer 
meetings.  It’s not a case of rehearsing lines it about 
being professional, honest & confident that what you 
have shown is correct.  This sounds easy but it requires 
some work.

        Pricing the business incorrectly 
Setting an unjustifiable price generally leads to  wasted 
time & no sale. Expecting a premium price for a business 
that generates little profit is simply not wise.  Setting a 
price too low doesn’t necessarily result in a quicker sale 
it just results in a lower sale price.  Whilst there is a lot of 
science involved in valuing a business at the end of the 
day it is down to what the market will allow.  However, 
by providing some science to the sales price the right 
price can be found & justified. 

        Failing to justify the price 
A correct business evaluation is not enough?  This expla-
nation of value has to be made to the potential buyer 
and to their advisors, financiers & associates, many of 
whom the business seller will not meet.   Therefore it is 
imperative that the valuation science is right, and that 
the valuation is justified.  The valuation should be doc-
umented in a way that will pass muster with the poten-
tial buyers, advisors, financiers & associates.  Thus the 
information must be produced & presented in a way that 
meets the requirements of a vast group of people.  

        Selling with incorrect terms
Not every business is sold with the full payment made on 
the date that is selected.  Sales that have extended due 
diligence periods, retained payments or guarantees are 
not uncommon.  Sometimes a better offer which may be 
seen as too good to refuse may in fact have more con-
straints and issues which render it of less value or possi-
bly of no value at all.  Business sales can fail at any stage 
of the process and in fact it is not uncommon for the due 
diligence phase to result in the failure of the sale.  There-
fore selection of the best offer and in some cases the 
best buyer may be the most important factor to consider. 
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