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Many of you will believe that the sale of your business is going to provide you with some retirement income.

Only a small number of businesses that the owners expect to sell are actually able to be sold.

Selling a business is  not a quick exercise and needs careful planning.  We would advise someone spends 3 – 5 years getting their business ready for sale but not many owners actually do this.

During this period of time they may take under their wing a current employee or a new employee to mentor as part of the sale process.  Time spent passing over ideas and business methods can be invaluable.

Proven historical data and information on customers, sales history, stock levels, creditors and financial performance can make a huge difference to your sale.

Timing your sale to meet the market is essential.  The business should be doing well or have strong demand.

Being proactive rather than reactive means putting a long term plan in place that includes an exit strategy

Consider all options.  Sale to staff, part sale initially, leaving capital in, continuing to assist in business.  What about your competitors or others in vertical or horizontal businesses who may want to purchase your client base.

Ensure you employ good marketing people in the sale process.  Look at their history and have they been involved in similar types of business sales.  Ask around for referrals.

Being realistic about the value of your business.  Know what it is worth but remember it is only worth what a willing buyer will pay.

What are your plans after the sale.  Knowing this can assist you through the sale process.

Tax implications – talk to your advisors both legal and accounting, ensure you structure the sale in a most effective manner.

Realise it takes time to sell a business. There is the time taken to find the right buyer and then there is the due diligence process which can take months.  Depending on the business you are in, buyers may be few and far between.

Last but not least keep it simple.  This may sound difficult but if you get the right advice and start planning early it should not be hard and should be a good reward for your years of hard 
work.
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