Types Of Buyers
When you are selling your business, you need to be aware that there are five different types of buyers. Each one is after something different, and each one will probably treat you a bit differently.

· The Strategic Buyer – The strategic buyer is one who is already owns a business. The reason they would be buying your business is because it is similar enough to theirs and may have synergies with their current business that they can expand and enhance the services that they offer by offering customers additional services. Example: A janitorial services company that wants to buy a landscaping company.
· The Competitive Buyer – The competitive buyer can reduce costs in the market place and will sometimes increase the market share. You business may be attractive to a competitor who can gain market share, lower competition and increase profit by buying your business. 
· Downsizing Buyers – Many people have lost their jobs through downsizing and or outsourcing and are looking to try test the entrepreneurial talents.  Many of these individuals have the training and background to run a business but are not necessarily familiar with your industry
· The Immigrant Buyer – There is an influx of buyers from other countries that have come to “land of opportunity” to better their lives.  Many of these individuals are very savvy business people but may not necessarily have command of English to otherwise have worked in a higher paying corporate position in this country. 
· Vendors/Supplier/Customers – It is possible that a current customer, vendor or supplier will want to purchase your business.  They may be familiar with your business and understands its strengths and weaknesses.
Knowing which kind of buyer you are looking at will help you when it comes to selling your business. The more knowledge you have, the better able you will be to get a one-on-one relationship, which will lead to seamless sale.

