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TODAYS PANEL



01 Forming Your Team
(Attorney,  Accountant,  Banker,  Broker/Advisor and more)

HOW DO I TAKE MY BUSINESS TO MARKET?

02 Understanding the Process of Selling Your Business

03 Understanding the Types of Buyers for Your Business

04 Realities in Today’s Market and Pitfalls to Avoid



WHY 90% of Listings Never Sell

There is absolutely no rationale to

The Asking Price
The Financial Infomation
Details about the Business
The Terminology







Be their own
boss...buying a job

(Individual Buyer)
Under $2M price

Leverage a business as an
investment

(Investor/Investment
Pool/Family Office)

Growth through
acquistion

(Strategic Buyer/
Private Equity)

UNDERSTANDING BUYERS



Most businesses sell for about 2-4 times cash flow...
Different industries, business structures and types
of buyers will support different valuations

Price is based on cash flow and perceived risks

Buyers like companies with potential, but seldom pay
for future potential they will have to make happen
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