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HOW TO
of the business, in a professional marketing package. In  
addition to building trust and allowing a buyer to make an  
educated decision, showing areas needing improvement  
may attract a buyer who’s talented and skilled in these 
areas, and provide an avenue for potential growth. The right 
buyer will intuitively know when it’s a good fit for them  
after reviewing the package. As confidentiality is impor-
tant, non-disclosures and the right “teaser” must be crafted 
carefully. 

The questions below will help you determine your next 
steps and also help you think through who may be the right 
buyer:

Where is your business in its life cycle?  Is it an early-stage 
business and in a market well positioned for growth? Is it a 
business with steady revenues and profitability?  Is my business 
aging and in need of significant investment? 

Have I done a good job preparing my business to sell?   
Do you have solid financial and operational records? Have you 
created a system that allows your business to operate without 
you working 24/7? 

What are the opportunities to take it to a new level?   
Are there expenses you’ve left unchecked or are there markets 

you would pursue if you had the energy of a new owner?   
Do you have “blind spots” a new owner could shed light on?  
Could your business be combined with a competitor/related 
business and create significant value?

What type of deal makes sense for me? Do I need all my 
money upfront? Am I willing to help finance some of the pur-
chase over a period of time? How long am I willing to stay 
involved with the business? Have I thought through all the tax 
implications of a sale?

Hiring a professional to find that right buyer will protect 
you, however, due diligence is required, as many brokers 
work alone, and focus on personal gain rather than your 
interests. 

Interview, check references, and follow your intuition—
all traits that helped you become successful. A seasoned 
professional will provide an expert business valuation as 
well as sales, marketing and project management through-
out the process. As well, they are there to provide advice  
and help ensure all parties have the right resources and 
partners available when needed to provide for a smoother 
transition.  

find the ‘right’ buyer for your business
by Joe Bodine 

During my 22 years selling companies, I have yet to meet  
an owner who’s comfortable throughout the selling process.  
Let’s face it: most entrepreneurs spend many years pouring 
blood, sweat and tears into building a company.  

Often, a business owner will use life savings, including 
leveraging a home, and even borrowing money from family 
and investors, to make the dream a reality. With so much at 
stake, finding the right buyer is critical in order to transition 
into the next life phase without an endless string of headaches 
and mounting expenses.  

Unfortunately, every business owner hears horror stories of 
abysmal seller financing requirements, and brokers who charge 
large up-front fees and lack the expertise to accurately market 
and represent the business you’ve worked so hard to create. 
With that in mind, where do you start looking for the right 
buyer and how do you know when you’ve found the right one?

Some business owners try to locate buyers without help 
from a professional, and many will attest it’s nearly impossible 
to avoid the many pitfalls accompanying brokering the sale of 

your own 
business.  
Even if it’s 

a close friend or family member purchasing the business, there 
are legal and financial consequences most business owners 
never consider; this usually ends up costing tens or hundreds 
of thousands of dollars and can create tension under the best 
of circumstances.  

While looking for the right buyer, you have to stay focused 
on running your business, and remain upbeat and positive, 
even if you’re having major burnout—the perfect buyer will 
relate to the passion and ambition you have, along with bring-
ing a different skill set, ideas and plenty of new working capital.  

Selling your business is the same process, regardless of who 
is selling or buying. Documenting the company’s financial, 
operational, marketplace and cultural condition, in an accu-
rate and concise manner, is paramount for buyer confidence.   
Always include areas of opportunity, as well as the strengths 

While looking for the right buyer,  
you have to stay focused on running your business, 
and remain upbeat and positive.

Joe Bodine is an entrepreneur and founder 
of ABMI, which has been involved in more  
than 1,000 business sales.


