The Broker – Buyer – Seller Divide
In the business selling game, there are generally three main players: The Broker, The Buyer and The Seller. Each one tends to misunderstand the other. For instance, buyers do not think that they are getting enough respect from the broker, the broker does not think that the seller understands how hard his job is, and the seller thinks that the broker is making too much money. This carousel of blame and mistrust can circle around so many times that all three of the main players become dizzy. In all actuality, there are very real reasons why each of the players feel the way they do.

The Broker
A basic attitude that a lot of brokers have is that “buyers are liars”. Many of them believe that every seller will find any reason they can to go around the broker so that they do not have to pay any commission for the sale. They think that all sellers, as well, will do everything they can to exaggerate their sales and profit so that their business comes out in a better light. 

It is true that in some cases, dishonest sellers do circumvent the broker. But imagine, if you can, having your business on the market for months or even years. You are sick to death of having it up for sale and ready to scream about it when suddenly a buyer come in with an extremely low offer and a quick deal, with a suggestion to bypass the broker. At this point, it’s no wonder a seller would bypass the broker!
As for brokers, most of them have very little training. A lot of brokers do the job part-time and are not trained, and therefore are not able to answer many of the questions that come from either the buyer or the seller.

The Buyer
Many buyers become disheartened when they contact a broker and have to wait for over a week to get a call back. And then, when they do get a call back, the broker is unable to answer their questions. Many brokers sell dozens of businesses at once and do not have specific knowledge about each business readily handy. This can be very frustrating for the buyer, and could potentially cost the seller their buyer.
The Seller
When a seller lists a business with a brokerage firm, they are letting it loose in a sea of chaos. Many times, brokers are not well-trained and are working as brokers simply to gain a few quick bucks. It can be discouraging for the seller to have to watch their business sit on a market, ignored, for weeks and months at a time. And then, when the business finally does sell, having to watch the broker take a huge cut of the profits could drive anybody bonkers! Many sellers leave the table feeling extremely irritated and ripped off.

Our Take
We believe that by providing the right tools, sellers and buyers can come out feeling as if they accomplished what they set out to do. The industry shows dismal facts: experts predict that 1 in 10 businesses actually sell, and 1 in 20 buyers actually buy! By giving the seller control, and guidance, SellMyBiz.com is committed to providing an easy transition for both the seller and the buyer.
