Tips For Preparing Your Business For Sale
Selling your business can be a very emotional time. It is easy, at this time, to lose your objectivity. You have worked hard to build your business to the point it is at and it is reasonable that you want to make sure you get a good purchase price for it. To make things easier, we have created a checklist of things that you should get together, as well as some tips for preparing your business to be sold.

Get Together

If you are selling your business, it is a good idea to get all of this information together and neatly organized. Not every potential client will ask for all of the information, but it is a good idea to have it available just in case.

· Three years’ profit and loss statements

· Federal Income tax returns for the business

· A list of fixtures and equipment that goes along with the business

· Payroll records for employees

· Copies of any equipment leases

· A copy of the franchise agreement, if you have one

· The estimated amount of the inventory you have on hand, if applicable

· The names of any outside advisors or vendors

· A list of items that are included in the sale

· A list of items that are not included in the sale

· Any operation and computer manuals you have handy

Having this information easily available will make any potential buyers know that you are serious, and will stop you from having to scramble if the buyers ask for specific information.

Tips For Selling

Make sure you are ready to sell. Too many business transactions fall through because the seller changes their mind before the ink is put onto the paper. Also make sure that, if you have decided to sell, you have reasonable expectations for the sale. Understand that you may not get exactly what you want for your business.

Make sure to give all financial records and data to any potential buyers, but don’t tell them things they don’t need to know. Example:  If you need to sell your business to avoid bankruptcy, do not volunteer the information to a potential buyer. They can use this against you and you may end up selling your business way below what you thought you would.  I am not telling you to deceive anyone, but sometimes some information is to much information!
Learn to be flexible. If you have been your own boss for a long time, you may be used to getting things done your way. A potential buyer will probably want things done their way too. The phrase “sleep on it” became popular for a reason: it is sometimes good to take a little time before you make a decision or respond to a perspective buyer.

Keep your business operating as usual. If you start obsessing over the potential sale, your business may end up in trouble. A buyer is more likely to purchase when they see a healthy business, rather than a sick one. You need to realize that business deals take time. Learn to be patient, but at the same time, don’t let the buyer procrastinate. It should take roughly 1-14 days for due diligence, 30 days to obtain third party financing, and 60-90 days for closing to occur for a routine business.

Don’t try to double dip. Make sure you declare all income and expenses so that the buyer does not have cause to mistrust you. If you don’t declare income don’t expect the buyer to pay you for it. Buyer’s aren’t stupid, and they would much rather see a thriving business than a one on the decline. Let the buyer know that you will do everything you can to assist them with the transaction. Treat them as you would a potential customer, as they are buying something from you.

Above all else, if you take nothing more away from these tips, make sure you have a good set of books. This is one of the most important things you can do to get your business sold in a timely manner. Buyers like to see that things are organized and orderly, and they do not like any hidden surprises. It is never too late to start this practice because it takes time to sell your business. The more they trust you, the more likely they are to “close a deal” with you.

