Positioning Your Business for Sale 
Smart business owners realize that selling their business is a once in a lifetime opportunity to capitalize on the investment they've made in building a business. They also know that selling a business requires a lot of preparation and hard work. 
In this document, you'll learn how to form an advisory team that will help guide the sale of your business. You'll then discover ways to make your business more attractive before letting potential buyers know it's for sale. Your efforts will improve your business, making it more appealing to potential buyers. In the end, your business may be so attractive that you just might want to keep it for yourself! 
Action 1: Form Your Advisory Team 

Action 2: Make Your Business Attractive 

Action 3: Target the Right Buyers

Action 1: Form Your Advisory Team

Assembling an advisory team to help you sell your business can be a big challenge but one that's worth the investment. The right advisory team can help you maximize the sale of your business and make the experience of selling a business a rewarding one. In this action you'll learn how to select a team of people whose experience and insight will help make the sale of your business a success.

Form Your Advisory Team: Step-by-Step

Your advisory team's role is to help you prepare for and manage the sale of your business, including closing the deal. The key is to locate resources with experience in selling a small business. These steps will guide you in selecting and preparing your team of advisors: 
1. Locate an attorney and an accountant with experience in selling small businesses like yours. You may be lucky enough to already have on your team an attorney and accountant with experience in selling small businesses. If, however, your current attorney and accountant are lacking this experience, it's important that you search for professionals who do. Use your network of professional and personal contacts, industry associations, and even your current attorney/accountant to help you find these key resources. 
2. Identify other advisors. People in your industry who have bought or sold businesses similar to yours can be an extremely valuable resource. If you have professional or business acquaintances with relevant experience and whose opinions you respect, ask them to advise you on the sale of your business. Their backgrounds may provide important insight that neither your accountant or attorney have. 
3. Prepare your advisors. Once you've located your key advisors, tell them about your planned exit strategy. Ask for their advice and assistance in preparing for and carrying out the sale. They may provide you with immediate guidance, or they may wait until you have specific questions or need help on a particular task. Ask them to identify areas they think a buyer would examine or would want information about. This will help you start to prepare your business for sale. 
Form Your Advisory Team: Key Points

Criteria for Selecting Advisors 
The following criteria should be used when selecting people for your selling advisory team. 
· Professional competence. You want people who are good at what they do. The best people have a reputation that precedes them, which usually makes them easier to find. 
· Relevant experience. An academic understanding of the preparation, valuation, and sales negotiation process is not good enough. You need someone with actual experience in selling a business similar to yours. 
· Willingness to work with you. The selling process can be demanding. Tolerance for short deadlines, the ability to respond to your questions rapidly, and a willingness to be available late nights or on weekends is important. If your chosen advisor can't be available when you need him/her, consider selecting someone else. 
Notice that price is not included as one of the main selection criteria. As in other areas, when it comes to professional advisors you generally get what you pay for. Pay for the best team you can get; it will be worth it in the long run. 
Should I Engage a Business Broker?
Many small business sales involve a business broker. A broker can help you sell by: 
· Increasing the visibility of your business to interested buyers 
· Bringing you high quality prospects 
· Helping to smooth the negotiating process, acting as a buffer between you and the buyer 
· Simplifying paperwork, speeding up the sale process 
If you work with a broker, you'll pay a hefty commission, as much as 10% or more of the sales price. This may be worth it if the broker helps you negotiate a price that's considerably higher than you could get on your own. 
If your attorney and/or accountant are experienced in the selling process, a broker might not add much value. If you decide to use a broker, choose one that has experience selling businesses in your industry. Ask around—the better brokers have established a reputation for themselves. 
Many business brokerage firms can be located through the Yellow Pages or via the Internet. 
Form Your Advisory Team: Example

Alice Jackson managed Attentive Detail, six auto detailing shops that were founded by her father. An accountant by education, Alice enjoyed being a part of a family-owned small business. Last year her father experienced a heart attack and decided to transition the business to Alice. He requested that Alice either keep the business and grow it or sell it for the best price she could get. Alice decided to form a selling advisory team. 
1. Locate an attorney and an accountant with experience in selling small businesses like yours. Alice contacted Miles Winter, Attentive's accountant and long-time family friend. A veteran CPA, Miles's small business experiences fit the profile Alice was looking for. Miles suggested that Alice contact Richard Downing, a lawyer in a local law firm where Miles was a board member. Downing was a skilled attorney, experienced in small business matters, well respected and known in the local business community. 
2. Identify other advisors. Alice included her father on her selling advisory team. She felt his understanding of the business and his contacts in the industry would be critical to finding a buyer and negotiating a good deal. She decided not to work with a business broker because she thought she could locate a buyer from her father's network of professional contacts and work with her advisory team through the sale process. 
3. Prepare your advisors. After identifying her team members, Alice briefed each of them on her planned exit strategy. Her advisors suggested several potential buyers and offered to help Alice select and approach a buyer when the time was right. Alice's father was particularly helpful in identifying aspects of Attentive Detailing that needed to be improved before the company could be put up for sale. 
Action 2: Make Your Business Attractive

Imagine that you're interested in buying a small business. What would you look for? You'd probably want a profitable business with growth potential, loyal and satisfied customers, well documented operating practices, and good employees. In other words, you'd look for a business with plenty of upside potential, one that presents you with enough information to assess whether the deal you're making is a good one. 
To make your business attractive to potential buyers, you need to think like a buyer. In this action, we'll help you see what it takes to prepare your business for sale.
Make Your Business Attractive: Step-by-Step

Thinking like a buyer means making your business attractive before the sales process begins. The steps you take will enhance the value or your business in the eyes of a prospective buyer, resulting in a faster and more lucrative sale. Taking these steps will also improve your on-going operation, which is beneficial even if you don't sell. The improvements may be so attractive that you may end up keeping the business yourself. The bottom line for you is that making your business attractive to a future buyer puts money in your pocket in the long run. 
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