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We all like to work with companies that make it easy and
enjoyable to do business with. Whether we are buying an
iced coffee or a car, we like to have a quick, easy, hasslefree experience. As business owners, we try to keep our
customers happy, and we like to buy from suppliers who
are professional, consistent, and easy to work with. We
often only think of our best suppliers when they are
generous with the baseball and football tickets. If there is a
problem, they take care of it quickly. In the M&A world,
there are companies that make it easy (or at least easier)
and those that make it difficult. By making the process
easier, sellers should see better valuations and terms, and
have a smoother deal process.
Preparation
The best way to ensure a smooth process is to be prepared.
Work with your internal and external team to get the
company ready for a sale. Financials should be in order
(audited or reviewed by a CPA), and the company’s
reporting system should be ready to answer questions
quickly and accurately. Legal documents should be in order,
and all major contracts reviewed. A pre-sale due diligence
check should be performed to determine what steps should
be taken before going to market. Major issues, such as
customer concentration and key person risk, take years to
resolve, so it is best to start early.
Realistic Expectations
Owners should have a solid understanding of how the process works, and realistic expectations for
valuation, terms, and conditions. If the owner needs more than the projected value to retire, it is
better to work on improving the business’s value rather than going to market with unrealistic
expectations. Also, be prepared to answer a lot of questions, and possibly for some ups and downs
during the process. Talk with your financial advisor about market multiples and terms.
Goals
It is important for the owner to understand their goals for the sale of the business, as well as for
post-retirement. If the owner wishes to donate to charity or set up trusts for relatives, it is
important to set up those early. A clearly set plan for retirement not only helps the owner know if
the sale proceeds will be sufficient, but will also help prepare for taxes. A post-retirement plan,
such as travel or volunteer work, will help the owner look forward to completing the process.
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Advisors
A good team will help the owner prepare for the sale, as well as guide the company through the
process. It is good to involve key management, as they can help with preparation. Also, most
buyers will want to meet top management, so having them on board early will help. Key advisors
include an M&A attorney, a CPA, an investment banker/business broker, a tax advisor, wealth
manager, and an estate attorney.
Keeping a Steady Keel
Just like in business, during a sale process there will be ups and downs. It is especially difficult the
first time through. The advisors have been through plenty of deals, but most owners only go
through it once. Try to keep emotions out of it; it’s just business.
Business Stability
One of the biggest deal killers is a sales or profits slump in the middle of a process. Buyers will
likely lower the price, or at least move more of the value to deferred compensation. Keep your eye
on the business during the sale process, and if there is any bad news, be sure to communicate it
with the buyer as soon as possible. Keep up with CapEx, maintenance, and other regular expenses,
as buyers get suspicious about window dressing prior to a sale.
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Know the Buyer
It is important to do buyer due diligence, not only on their experience and financial ability, but on
their culture and personality. Some buyers like to negotiate endlessly, and others make one offer
and that’s it. Some buyers have a tolerance for negotiating, and/or flexibility depending on the
sellers’ needs. Work with your advisors to determine your tolerance level and style, and let the
advisors help you determine the right strategy to take with the buyer. Often, one side can overnegotiate over terms that are not that important and kill a deal, or settle for an initial offer and
leave money on the table.
Get on the Same Page
Once an owner has determined to go to market, it is important to get on the same page with all
shareholders and stakeholders. Stakeholders can include partners, spouses, children, employees,
key advisors, and others. Discuss goals and responsibilities early, as any late surprises can delay or
derail a deal. You might think that everyone is on board with the expected value, terms, process,
and timing, but you never know until you check.
Focus on the Goal
Although the process may take longer than expected, and there may be several twists and turns, it
is important for the owner to keep focused on the goal of closing. A well-prepared business should
have a smooth sale process, but there are only so many things that are under the owner’s control.
For example, some owners get caught up in speculating on the buyer’s true intentions, or in
keeping score. By focusing on the goal and not on the noise and obstacles, the owner can help
guide the process through to closing.
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Many business owners have business plans, sales goals, employee development, and other goals,
but enter the sales process woefully unprepared. In the M&A business, an educated client is
absolutely the best client, therefore, careful preparation is a key factor. While in no way would we
recommend that an owner roll over and accept all buyers’ requests, we do think that making a
business ‘easy’ to acquire will help increase valuation, will lead to better terms and conditions, and
will help ensure a smooth sale process.
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