how to sell a business quickly

How to Sell a Business Quickly: A Guide for
Entrepreneurs

Introduction:

Selling a business quickly requires a strategic approach,
combining proactive preparation with effective marketing.
This comprehensive guide will equip you with the knowledge
and steps necessary to expedite the sale process, maximizing
your return on investment while minimizing the time spent on
the market. Whether you're facing unforeseen circumstances
or simply seeking a swift exit strategy, this guide provides
actionable insights for a successful and rapid business sale.
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I. Pre-Sale Preparation:



A. Strengthening your business's financial health and
compiling meticulous documentation is paramount. This
includes updated financial statements, tax returns, and
operational records demonstrating consistent profitability and
growth. Potential buyers will scrutinize these figures, so
accuracy and transparency are critical.

B. Accurately valuing your business is crucial for attracting
serious buyers and setting realistic price expectations.
Consider engaging a professional business valuation specialist
to conduct a comprehensive assessment, taking into account
factors like assets, profitability, market conditions, and
industry trends.

C. Identifying potential buyers proactively increases your
chances of a quick sale. Research companies in your industry
that might be interested in acquiring your business - look for
those seeking expansion, market share, or access to your
specific expertise or technology.

D. Seek legal and tax counsel early in the process. This
ensures compliance with all regulations, protects your
interests during negotiations, and minimizes potential tax
liabilities associated with the transaction. A competent legal
team can guide you through the complexities of the sale.

II. Marketing & Sales Strategy:

A. Engaging a professional business broker can significantly
expedite the sale process. They possess the expertise and
network to reach qualified buyers, handle negotiations, and



manage the complex details of the transaction. Their fees are
usually a percentage of the final sale price.

B. Targeted online marketing significantly expands your reach
to potential buyers. Utilize platforms like business-for-sale
listings, industry-specific websites, and social media to
promote your business. A well-crafted online presence is
crucial.

C. Leverage your professional network and referrals to
accelerate the sale. Inform key stakeholders, such as clients,
suppliers, and industry contacts, about your intent to sell.
Their endorsements and connections could lead to lucrative
opportunities.

D. Create a compelling business presentation that showcases
the key strengths and growth potential of your enterprise.
Highlight your unique selling points, competitive advantages,
and future prospects to entice potential buyers. Use visual
aids and data-driven insights.

ITI. Negotiation & Closing:

A. Understanding the motivations of potential buyers is crucial
during negotiations. Are they interested in acquiring your
entire business, specific assets, or your intellectual property?
Identifying their priorities allows you to tailor your approach
and address their concerns effectively.

B. Learn to handle objections effectively. Anticipate potential



concerns regarding pricing, financials, or operational aspects.
Prepare well-reasoned responses that address buyer concerns
with transparency and data.

C. The due diligence process allows the buyer to thoroughly
investigate your business's financial and operational aspects.
Cooperate fully during this phase, providing all necessary
information promptly to avoid delays.

D. The legal and financial closing involves finalizing the sale
agreement, transferring ownership, and handling the financial
aspects of the transaction. Ensure you have all the necessary
documentation and professional guidance to complete this
process smoothly and efficiently.

Conclusion:

Selling a business quickly demands meticulous planning, strategic marketing, and effective
negotiation. By meticulously preparing your business, employing a targeted sales approach, and
navigating the closing process efficiently, you can significantly increase your chances of a swift and
successful sale. Remember that professional guidance from business brokers, legal counsel, and
financial advisors is invaluable throughout this process.

Frequently Asked Questions (FAQs):

Q: How long does it typically take to sell a business?

A: The timeframe varies significantly depending on factors such as business size, industry, market
conditions, and preparation. While some sales can be completed within months, others may take a
year or longer. Proactive preparation can drastically shorten this period.

Q: What are the typical costs associated with selling a business?
A: Costs can include broker fees (typically a percentage of the sale price), legal fees, accounting
fees, and marketing expenses. These costs should be factored into your overall budget.

Q: How can I maximize the value of my business before selling?
A: Improve profitability, streamline operations, reduce debt, and invest in any needed upgrades. A

financially healthy, efficiently run business will command a higher price.

Q: Should I disclose all aspects of my business during the due diligence process?



A: Transparency is key. While you don't need to divulge every detail, withholding critical information
can damage trust and jeopardize the sale. Consult with your legal counsel to determine appropriate
disclosures.
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how to sell a business quickly: How to Sell Anything to Anybody Joe Girard, 2006-02-07
Joe Girard was an example of a young man with perseverance and determination. Joe began his
working career as a shoeshine boy. He moved on to be a newsboy for the Detroit Free Press at nine
years old, then a dishwasher, a delivery boy, stove assembler, and home building contractor. He was
thrown out of high school, fired from more than forty jobs, and lasted only ninety-seven days in the
U.S. Army. Some said that Joe was doomed for failure. He proved them wrong. When Joe started his
job as a salesman with a Chevrolet agency in Eastpointe, Michigan, he finally found his niche. Before
leaving Chevrolet, Joe sold enough cars to put him in the Guinness Book of World Records as 'the
world's greatest salesman' for twelve consecutive years. Here, he shares his winning techniques in
this step-by-step book, including how to: o Read a customer like a book and keep that customer for
life o Convince people reluctant to buy by selling them the right way o Develop priceless information
from a two-minute phone call 0 Make word-of-mouth your most successful tool Informative,
entertaining, and inspiring, HOW TO SELL ANYTHING TO ANYBODY is a timeless classic and an
indispensable tool for anyone new to the sales market.

how to sell a business quickly: Selling Your Business For Dummies Barbara Findlay Schenck,
John Davies, 2008-11-24 A hands-on tool for conducting the successful, profitable sale of a business
As business owners gray, trends have shown that they start thinking of cashing out. Selling Your
Business For Dummies gives readers expert tips on every aspect of selling a business, from
establishing a realistic value to putting their business on the market to closing the deal. It helps
them create sound exit plans, find and qualify, find and qualify a buyer, conduct a sale negotiation,
and successfully transition the business to a new owner. The accompanying CD is packed with useful
questionnaires, worksheets, and forms for prospective sellers, as well as a blueprint for customizing
and assembling information into business sale presentation materials sale presentation materials
--including snapshots of revenue and profit history, financial condition, market conditions, brand
value, competitive arena, growth potential, confidentiality agreements, and other information that
supports the sale price. Note: CD-ROM/DVD and other supplementary materials are not included as
part of eBook file. Please refer to the book's Introduction section for instructions on how to
download the companion files from the publisher's website.

how to sell a business quickly: How to Sell Your Business: The #1 Guide to Maximising Your
Company Value and Achieving a Quick Business Sale Joanna Miller, 2019-03-07 Interested in
retiring, cashing-out, or starting a new adventure? Eager to exit your business so you can to enjoy
more time with loved ones, spend some of your hard-earned cash or do all the things you've always
want to do but never had the time? How To Sell Your Business: The #1 Guide to maximising your
company value and achieving a quick business sale will help you: - Gain techniques and tips on how
to best maximise your profit personally- Ensure that the sale process goes as quickly and smoothly
as possible- Increase the likelihood that you sell the first time through the sale process- Demystify
the business sale process so you can be one step ahead of the buyer rather than behind- Be prepared
to handle the emotional journey- Understand your current valuation and how to best increase it-
Avoid being 'price chipped' (the buyer reducing the offer price) and avoid costly mistakes- Escape an



earn-out (having to stay on as an employee and hit targets after the sale)About the Author - Joanna
MillerWhen Joanna and her business partner sold their £4m turnover company they went around the
sales cycle a total of five times, had ten potential buyers at different times, had four indicative price
offers which the highest price was five times more than the lowest price. They even had a deal killed
one week before completion day! On the sixth attempt the business sold for millions. Attempting to
sell a UK business six times taught Joanna a variety of invaluable, but very expensive, lessons. By the
final sale, Joanna learned every technique imaginable on how to maximise profits and sell quickly.
Avoid frustration, save money and enjoy a smoother business sale journey by discovering the
wisdom, techniques and tips offered in this book.

how to sell a business quickly: Launch Michael A. Stelzner, 2011-05-23 If you've been let
down by the undelivered promises of marketing, this book is for you. Launch reveals a new way to
grow your business that involves focusing on the needs of others, giving gifts, working with
outsiders, and restraining your marketing messages. These principles are precisely the opposite of
traditional marketing. Yet they work. And they are the future. If you follow the formula outlined in
this book, you can attract countless customers and prospects, resulting in amazing business growth.
This book will show you how to: Create highly sharable content that meets people's needs Identify
and work with outside experts, many of whom will gladly promote your content Attract and retain
raving fans that will help your business grow Creatively market and sell to people who will gladly
purchase your products and services Launch isn't like other marketing books. Rather than making
keen observations about others who’ve achieved success, the ideas and principles in this book were
developed, refined, and practiced by the author to great success. Pick up a copy for yourself and one
for a friend.

how to sell a business quickly: Strategies for Successfully Buying Or Selling a Business
Russell L. Brown, 1997 This text covers every aspect of buying and selling a business. It describes an
easy five-step method to valuing any business, lays out the buyer's and seller's responsibilities,
advises on the best time to sell a business, and gives the pros and cons of using business brokers.
The text describes the all-important 3-step negotiation process, and essential franchise
considerations.

how to sell a business quickly: SPIN® -Selling Neil Rackham, 2020-04-28 True or false? In
selling high-value products or services: 'closing' increases your chance of success; it is essential to
describe the benefits of your product or service to the customer; objection handling is an important
skill; open questions are more effective than closed questions. All false, says this provocative book.
Neil Rackham and his team studied more than 35,000 sales calls made by 10,000 sales people in 23
countries over 12 years. Their findings revealed that many of the methods developed for selling
low-value goods just don‘t work for major sales. Rackham went on to introduce his SPIN-Selling
method. SPIN describes the whole selling process: Situation questions Problem questions
Implication questions Need-payoff questions SPIN-Selling provides you with a set of simple and
practical techniques which have been tried in many of today‘s leading companies with dramatic
improvements to their sales performance.

how to sell a business quickly: The BizBuySell Guide to Selling Your Small Business
Barbara Findlay Schenck, 2012-08-21 Produced by BizBuySell, the Internet's largest marketplace for
businesses for sale, and written in conjunction with Small Business Strategist, Barbara Findlay
Schenck, author of best-selling business books including Selling Your Business For Dummies, this
guide provides a comprehensive overview of the small business sales process including actionable
advice and step-by-step instructions to help maximize selling success.

how to sell a business quickly: Motivation Brian Tracy, 2013 Most of your employees have
all the ingredients for greatness inside them already. They simply need you to motivate them. Learn
how today!

how to sell a business quickly: How to Sell a Business Joanna Miller, 2013-05-19 Interested in
retiring, cashing-out, or starting a new adventure? Eager to exit your business so you can to enjoy
more time with loved ones, spend some of your hard-earned cash or do all the things you've always



want to do but never had the time? How To Sell A Business: The #1 Guide to maximising your
company value and achieving a quick business sale will help you: - Gain techniques and tips on how
to best maximise your profit personally - Ensure that the sale process goes as quickly and smoothly
as possible - Increase the likelihood that you sell the first time through the sale process - Demystify
the business sale process so you can be one step ahead of the buyer rather than behind - Be
prepared to handle the emotional journey - Understand your current valuation and how to best
increase it - Avoid being 'price chipped' (the buyer reducing the offer price) and avoid costly
mistakes - Escape an earn-out (having to stay on as an employee and hit targets after the sale)

how to sell a business quickly: The Art of Selling Your Business John Warrillow, 2021-01-12
Freedom. It's the ability to do whatever you want, whenever you want. It's the ultimate reward of
selling your business. But selling a company can be confusing, and one wrong step can easily cost
you dearly. The Art of Selling Your Business: Winning Strategies & Secret Hacks for Exiting on Top
is the last in a trilogy of books by author John Warrillow on building value. The first, Built to Sell,
encouraged small business owners to begin thinking about their business as more than just a job.
The Automatic Customer tagged recurring revenue as the core element in a valuable company and
provided a blueprint for transforming almost any business into one with an ongoing annuity stream.
Warrillow completes the set with The Art of Selling Your Business. This essential guide to
monetizing a business is based on interviews the author conducted on his podcast, Built to Sell
Radio, with hundreds of successfully cashed-out founders. What's the secret for harvesting the value
you've created when it's time to sell? The Art of Selling Your Business answers important questions
facing any founder, including— ¢ What's your business worth? « When's the best time to sell? « How
do you create a bidding war? ¢ How can you position your company to maximize its attractiveness? ¢
Who will pay the most for your business? * What's the secret for punching above your weight in a
negotiation to sell your company? The Art of Selling Your Business provides a sleeves-rolled-up
action plan for selling your business at a premium by an author with consummate credibility.

how to sell a business quickly: HBR Guide to Buying a Small Business Richard S. Ruback,
Royce Yudkoff, 2017-01-17 An all-in-one guide to helping you buy and own your own business. Are
you looking for an alternative to a career path at a big firm? Does founding your own start-up seem
too risky? There is a radical third path open to you: You can buy a small business and run it as CEO.
Purchasing a small company offers significant financial rewards—as well as personal and
professional fulfillment. Leading a firm means you can be your own boss, put your executive skills to
work, fashion a company environment that meets your own needs, and profit directly from your
success. But finding the right business to buy and closing the deal isn't always easy. In the HBR
Guide to Buying a Small Business, Harvard Business School professors Richard Ruback and Royce
Yudkoff help you: Determine if this path is right for you Raise capital for your acquisition Find and
evaluate the right prospects Avoid the pitfalls that could derail your search Understand why a dull
business might be the best investment Negotiate a potential deal with the seller Avoid deals that fall
through at the last minute Arm yourself with the advice you need to succeed on the job, with the
most trusted brand in business. Packed with how-to essentials from leading experts, the HBR Guides
provide smart answers to your most pressing work challenges.

how to sell a business quickly: The Psychology of Selling Brian Tracy, 2006-06-20 Double
and triple your sales--in any market. The purpose of this book is to give you a series of ideas,
methods, strategies, and techniques that you can use immediately to make more sales, faster and
easier than ever before. It's a promise of prosperity that sales guru Brian Tracy has seen fulfilled
again and again. More sales people have become millionaires as a result of listening to and applying
his ideas than from any other sales training process ever developed.

how to sell a business quickly: Secrets of Question-Based Selling Thomas Freese,
2013-11-05 After I sent my team to the Question Based Selling program, not only was the feedback
from the training outstanding, but we experienced an immediate positive impact in results.—Jim
Cusick, vice president of sales, SAP America, Inc. Following the program, even our most experienced
salespeople raved, saying QBS was the best sales training they have ever experienced!—Alan D.



Rohrer, director of sales, Hewlett Packard For nearly fifteen years, The Secrets of Question Based
Selling has been helping great salespeople live you deliver big results. It's commonsense approach
has become a classic, must-have tool that demonstrates how asking the right questions at the right
time accurately identifies your customer's needs. But consumer behavior and sales techniques
change as rapidly as technology—and there are countless contradictory sales training programs
promising results. Knowing where you should turn to for success can be confusing. Now fully revised
and updated, The Secrets of Question Based Selling provides a step-by-step, easy-to-follow program
that focuses specifically on sales effectiveness—identifying the strategies and techniques that will
increase your probability of success. How you sell has become more important than the product.
With this hands-on guide, you will learn to: Penetrate more accounts Overcome customer skepticism
Establish more credibility sooner Generate more return calls Motivate different types of buyers
Develop more internal champions Close more sales...faster And much, much more

how to sell a business quickly: How to Sell on Ebay for Beginners Money Maker
Publishing, 2020-12-10 LEARN HOW TO SELL ON EBAY EVEN IF YOU START FROM ZEROThis
step-by-step guide will teach you the top secrets you need to know to make a successful Ebay
business online. Do you want to know how Ebay works? Do you want to know how to create an Ebay
online shop? Do you want to know how to sell your products? If you answered YES to any of the
questions, then this is the right book for you. Hello! Welcome to this MONEY MAKER PUBLISHING
guide! I am confident that with the knowledge you'll learn here, and a little bit of hard work and
self-motivation, you'll be making an income from home sooner than you might think. This beginner's
guide contains all the information that you will need about selling on Ebay, and it has been provided
in a comprehensive manner for ease of understanding. The instructions provided in this book are
detailed and have been given in logical order. THE PERFECT CHOICE FOR YOU! If you're bored of
your nine-to-five job and looking for simple ways to make a great living from home, this book is
specially designed for you, as well as for others who are looking for an online platform to earn and
grow an income fast, and/or who want to take ownership of the future and turn a sustainable profit.
We have put together a comprehensive guide for selling things on Ebay. In this book, we will give
you amazing information in terms of growing your very own Ebay business. If you are aware of drop
shipping and you want to start to sell online, then chances are you might have heard of Ebay.
EXCLUSIVE GIFT INCLUDED! What to sell on eBay is probably the holy grail for Ebay sellers, this is
the starting point for most journeys on Ebay and we want to thank you for your purchase with the
free guide Highly Profitable Items to Sell on Ebay. Every seller wants to find high-profit, hot-selling
products, but the real key to success is finding products that keep selling over and over again.
Constantly finding new products to sell takes time. Finding profitable items is what makes you
money. This book will show you: How to Set up your EBAY Business Top Market Research Tips What
items are best to resell on Ebay How to Build Your Reputation Ebay's Advertising How to Set up
Ebay Shipping Tips for Continued Selling Success How to Make six Figures on Ebay Automation
tools How to Make Your Items Stand Out Secrets and Tips to be Successful Marketing Strategies
Tools and Equipment To run Your Business International shipping 5 Factors to Consider Before You
Ship an Item Bonus Content: 27 Highly Profitable Items to Sell on Ebay This journey towards
financial freedom may not be possible overnight, but with the right push, it can help you supplement
your income and potentially leave your job and enjoy financial security on your own terms. You are
taking the first step in your research, and I commend you for it. So what are you waiting for? Scroll
up and click the orange BUY NOW button on the top right corner and download Now! Copyright: (c)
2020 by MONEY MAKER PUBLISHING, All rights reserved.

how to sell a business quickly: The Definitive Guide to Selling on Amazon Tracey Wallace,
2017-01-04 As a former journalist, the plethora of click-bait headlines across the web is nauseating.
I've had to draw the line plenty of times in my writing career, refusing to call something definitive,
comprehensive or all-inclusive if it wasn't that. This book requires no such moral delineation. This
book's headline, Definitive Guide, is the only possible way to describe what you will find in the
subsequent chapters. It is by far the most complete and actionable information out there discussing




how exactly to sell on Amazon. Here are some things you'll find throughout the book: - How
expanding to Amazon helped a Water Polo company successfully sell swimwear to Alaska - 7 skills
you must have to win on Amazon, as told to you by the former business head of Selling on Amazon -
How you could lose on Amazon by winning -- and other tips and tricks to avoid a double-sided sword-
Real examples of how to successfully sell on Amazon, when to use which strategies and growth
hacking tips that edge on the side of controversial - Pitfalls that trip up even the best Amazon sellers
out there -- and how to avoid each and every one of them - How to win the Buy Box, as told by
Feedvisor, the unencumbered champion of Buy Box wins, where 82% of Amazon's sales happen -
Why mobile matters most -- 70% of Amazon customers made purchases on Amazon's mobile site --
and how to optimize for it - Pricing and repricing strategies for both resellers and private label
sellers alike -- plus tips to make you more, faster - How to get a 320% increase in sales in less than
10 minutes (hint: Amazon has SEO, too) - What The Mountain has to do with an Amazon customer
review legend -- and how you can jump start your own with a simple email - A step-by-step guide to
determining, once and for all, your actual Amazon revenue -- calculations and exactly what to
measure are all included - Growth hacking tips and tricks that could earn you $5,000 for every hour
you spend focused on Amazon You will find everything you need to start selling and winning on
Amazon here. I can also assure you it will be a vital resource you continue to reference as you grow
Amazon as a revenue channel. Even for those sellers already highly profitable on Amazon, there are
nuggets of insight to even further increase sales and operationalize your Amazon business. What are
you waiting for? Dive in. Take action. Grow your business.

how to sell a business quickly: To Sell Is Human Daniel H. Pink, 2012-12-31 Look out for
Daniel Pink’s new book, When: The Scientific Secrets of Perfect Timing #1 New York Times Business
Bestseller #1 Wall Street Journal Business Bestseller #1 Washington Post bestseller From the
bestselling author of Drive and A Whole New Mind, and teacher of the popular MasterClass on Sales
and Persuasion, comes a surprising--and surprisingly useful--new book that explores the power of
selling in our lives. According to the U.S. Bureau of Labor Statistics, one in nine Americans works in
sales. Every day more than fifteen million people earn their keep by persuading someone else to
make a purchase. But dig deeper and a startling truth emerges: Yes, one in nine Americans works in
sales. But so do the other eight. Whether we’re employees pitching colleagues on a new idea,
entrepreneurs enticing funders to invest, or parents and teachers cajoling children to study, we
spend our days trying to move others. Like it or not, we're all in sales now. To Sell Is Human offers a
fresh look at the art and science of selling. As he did in Drive and A Whole New Mind, Daniel H. Pink
draws on a rich trove of social science for his counterintuitive insights. He reveals the new ABCs of
moving others (it's no longer Always Be Closing), explains why extraverts don't make the best
salespeople, and shows how giving people an off-ramp for their actions can matter more than
actually changing their minds. Along the way, Pink describes the six successors to the elevator pitch,
the three rules for understanding another's perspective, the five frames that can make your message
clearer and more persuasive, and much more. The result is a perceptive and practical book--one that
will change how you see the world and transform what you do at work, at school, and at home.

how to sell a business quickly: Why Startups Fail Tom Eisenmann, 2021-03-30 If you want
your startup to succeed, you need to understand why startups fail. “Whether you're a first-time
founder or looking to bring innovation into a corporate environment, Why Startups Fail is essential
reading.”—Eric Ries, founder and CEO, LTSE, and New York Times bestselling author of The Lean
Startup and The Startup Way Why do startups fail? That question caught Harvard Business School
professor Tom Eisenmann by surprise when he realized he couldn’t answer it. So he launched a
multiyear research project to find out. In Why Startups Fail, Eisenmann reveals his findings: six
distinct patterns that account for the vast majority of startup failures. * Bad Bedfellows. Startup
success is thought to rest largely on the founder’s talents and instincts. But the wrong team,
investors, or partners can sink a venture just as quickly. ¢ False Starts. In following the oft-cited
advice to “fail fast” and to “launch before you're ready,” founders risk wasting time and capital on
the wrong solutions. * False Promises. Success with early adopters can be misleading and give



founders unwarranted confidence to expand. * Speed Traps. Despite the pressure to “get big fast,”
hypergrowth can spell disaster for even the most promising ventures. ¢ Help Wanted. Rapidly
scaling startups need lots of capital and talent, but they can make mistakes that leave them suddenly
in short supply of both. * Cascading Miracles. Silicon Valley exhorts entrepreneurs to dream big. But
the bigger the vision, the more things that can go wrong. Drawing on fascinating stories of ventures
that failed to fulfill their early promise—from a home-furnishings retailer to a concierge dog-walking
service, from a dating app to the inventor of a sophisticated social robot, from a fashion brand to a
startup deploying a vast network of charging stations for electric vehicles—Eisenmann offers
frameworks for detecting when a venture is vulnerable to these patterns, along with a wealth of
strategies and tactics for avoiding them. A must-read for founders at any stage of their
entrepreneurial journey, Why Startups Fail is not merely a guide to preventing failure but also a
roadmap charting the path to startup success.

how to sell a business quickly: How to Buy a Business without Being Had Jack (John V. M.)
Gibson, 2017-02-06 Gain access to practical tips and case studies that will help you evaluate how to
buy a business and maximize your success as an entrepreneur. Before you start wading through the
process of buying a business, it is imperative that you learn how to tell the good ones from the bad
ones. John (Jack) Gibson, who has been helping buyers and sellers for more than thirty years,
explains why some buyers and some businesses make a good fit. Learn how to value, negotiate and
then buy a business and come out a winner. All you need to know to buy with confidence is clearly
spelled out. “Before leaping into the arena, read Jack Gibson’s book. He has poured into it many
years of relevant experience as both business owner and broker.” - Michael Haviland, MPA, Ed.D,
Denver “I founded and sold two businesses over my career. I wish this book had been available to
better prepare me to guide the buyers through the tough questions they needed to ask.” - Donald
Mathews, Ph.D, Professor of Marketing

how to sell a business quickly: How to Write Copy That Sells Ray Edwards, 2016-02-16
Communicate with potential customers—and persuade them to buy: “The best copywriting teacher I
know.” —Michael Hyatt, New York Times-bestselling author of Your Best Year Ever This book is for
everyone who needs to write copy that sells—including copywriters, freelancers, and entrepreneurs.
Writing copy that sells without seeming “salesy” can be tough, but is an essential skill. How to Write
Copy That Sells offers tips for crafting powerful, effective headlines and bullet points, reveals the
secrets of product launch copy, and supplies specific copywriting techniques for: email marketing
websites social media direct mail traditional media ads, and more “Ray invites you into his inner
sanctum where he opens his real-life copywriting toolkit . . . Get this book!” —Judith Sherven, PhD,
and Jim Sniechowski, PhD, bestselling authors of The Heart of Marketing

how to sell a business quickly: Reinforcements Heidi Grant, 2018-06-12 Humans have a
natural instinct to help others. Imagine walking up to a stranger on the subway and asking them for
their seat. What about asking a random person on the street if you could borrow their phone? If the
idea makes you squeamish, you're not alone--social psychologists have found that doing these very
things makes most of us almost unbearably uncomfortable. But here's the funny thing: even though
we hate to ask for help, most people are wired to be helpful. And that's a good thing, because every
day in the modern, uber-collaborative workplace, we all need to know when and how to call in the
cavalry. However, asking people for help isn't intuitive; in fact, a lot of our instincts are wrong. As a
result, we do a poor job of calling in the reinforcements we need, leaving confused or even offended
colleagues in our wake. This pragmatic book explains how to get it right. With humor, insight, and
engaging storytelling, Heidi Grant, PhD, describes how to elicit helpful behavior from your friends,
family, and colleagues--in a way that leaves them feeling genuinely happy to lend a hand. Whether
you're a first-time manager or a seasoned leader, getting people to pitch in is what leadership is.
Fortunately, people have a natural instinct to help other human beings; you just need to know how
to channel this urge into what it is you specifically need them to do. It's not manipulation. It's just
management.

how to sell a business quickly: How To Sell An Internet Business Mike Young, Mike Young



Esq, 2019-01-31 Learn how to sell your Internet business while protecting yourself in the process.
This book covers what you need to know to get the deal done on terms favorable to you. Q&A with
Mike Young: -Q: Why did you write a short guide about selling Internet companies? -MY: As an
Internet lawyer, I get asked questions by clients like How do you sell your Internet business? or
What's the best way to sell your Internet business? I decided to write this book to help
entrepreneurs learn that selling an Internet business is relatively easy if you follow the steps
contained in this guide. -Q: Will this book help you sell your Internet business quickly? -MY: There
are too many variables to guarantee a quick sale. For example, the asking price, market demand,
and the economy are factors. However, the strategies and tactics you learn in this book will speed up
the process while also reducing risks involving legal issues, taxes, and possible nonpayment by the
buyer. The goal is to get you what you want from the deal with minimal risk. -Q: Is this guide a
selling your Internet business checklist -MY: The book is actually more of a road map that takes you
by the hand and walks you through the sales process. However, there is a Quick Start Checklist in
the book so that you know how to get the ball rolling once you decide to sell your online business.
There's also a Resources section to help you too.

how to sell a business quickly: The Million-Dollar, One-Person Business, Revised Elaine
Pofeldt, 2018-01-02 The self-employment revolution is here. Learn the latest pioneering tactics from
real people who are bringing in $1 million a year on their own terms. Join the record number of
people who have ended their dependence on traditional employment and embraced
entrepreneurship as the ultimate way to control their futures. Determine when, where, and how
much you work, and by what values. With up-to-date advice and more real-life success stories, this
revised edition of The Million-Dollar, One-Person Business shows the latest strategies you can apply
from everyday people who--on their own--are bringing in $1 million a year to live exactly how they
want.

how to sell a business quickly: The Quick Guide to Selling Your Business Huzeifa Anjary,
2012-07-04 Have a business to sell? This book will be all you require to get the information you need
from start to finish on how to sell your business. The book will show you how to Maximise your
selling price, how to follow up enquiries and provide valuable tools such as the best places to
advertise. Being described as The most insightful book on selling a business to date, you will not be
disappointed. The book is brief and gets to points quickly and draws on personal experience to give
you the best picture on how to sell your business quickly, effectively and at the best price.

how to sell a business quickly: Customer Relationship Management V. Kumar, Werner
Reinartz, 2018-05-15 This book presents an extensive discussion of the strategic and tactical aspects
of customer relationship management as we know it today. It helps readers obtain a comprehensive
grasp of CRM strategy, concepts and tools and provides all the necessary steps in managing
profitable customer relationships. Throughout, the book stresses a clear understanding of economic
customer value as the guiding concept for marketing decisions. Exhaustive case studies, mini cases
and real-world illustrations under the title “CRM at Work” all ensure that the material is both highly
accessible and applicable, and help to address key managerial issues, stimulate thinking, and
encourage problem solving. The book is a comprehensive and up-to-date learning companion for
advanced undergraduate students, master's degree students, and executives who want a detailed
and conceptually sound insight into the field of CRM. The new edition provides an updated
perspective on the latest research results and incorporates the impact of the digital transformation
on the CRM domain.

how to sell a business quickly: SNAP Selling Jill Konrath, 2010-05-27 Selling is tougher than
ever before. Potential customers are under extreme pressure to do more with less money, less time,
and fewer resources, and they're wary of anyone who tries to get them to buy or change anything.
Under such extreme conditions, yesterday's sales strategies no longer work. No matter how great
your offering, you face the daunting task of making yourself appear credible, relevant, and valuable.
Now, internationally recognized sales strategist Jill Konrath shows how to overcome these obstacles
to get more appointments, speed up decisions, and win sales with these short-fused, frazzled



customers. Drawing on her years of selling experience, as well as the stories of other successful
sellers, she offers four SNAP Rules: -Keep it Simple: When you make things easy and clear for your
customers, they'll change from the status quo. -Be iNvaluable: You have to stand out by being the
person your customers can't live without. -Always Align: To be relevant, make sure you're in synch
with your customers' objectives, issues, and needs. -Raise Priorities: To maintain momentum, keep
the most important decisions at the forefront of their mind. SNAP Selling is an easy-to-read,
easy-to-use guide for any seller in today's increasingly frenzied environment.

how to sell a business quickly: The Yoga of Max's Discontent Karan Bajaj, 2016-05-03 “A
beautifully rendered epic journey . . .. The novel works on many levels and excels at them all.”
—New York Journal of Books In this captivating and surprising novel of spiritual discovery—a No. 1
bestseller in India—a young American travels to India and finds himself tested physically,
emotionally, and spiritually. Max Pzoras is the poster child for the American Dream. The child of
Greek immigrants who grew up in a dangerous New York housing project, he triumphed over his
upbringing and became a successful Wall Street analyst. Yet on the frigid December night he’s
involved in a violent street scuffle, Max begins to confront questions about suffering and mortality
that have dogged him since his mother’s death. His search takes him to the farthest reaches of India,
where he encounters a mysterious night market, almost freezes to death on a hike up the Himalayas,
and finds himself in an ashram in a drought-stricken village in South India. As Max seeks answers to
questions that have bedeviled him—can yogis walk on water and live for 200 years without aging?
Can a flesh-and-blood man ever achieve nirvana?—he struggles to overcome his skepticism and the
pull of family tugging him home. In an ultimate bid for answers, he embarks on a dangerous solitary
meditation in a freezing Himalayan cave, where his physical and spiritual endurance is put to its
most extreme test. By turns a gripping adventure story and a journey of tremendous inner
transformation, The Yoga of Max's Discontent is a contemporary take on man's classic quest for
transcendence.

how to sell a business quickly: Introduction to Business Lawrence J. Gitman, Carl
McDaniel, Amit Shah, Monique Reece, Linda Koffel, Bethann Talsma, James C. Hyatt, 2024-09-16
Introduction to Business covers the scope and sequence of most introductory business courses. The
book provides detailed explanations in the context of core themes such as customer satisfaction,
ethics, entrepreneurship, global business, and managing change. Introduction to Business includes
hundreds of current business examples from a range of industries and geographic locations, which
feature a variety of individuals. The outcome is a balanced approach to the theory and application of
business concepts, with attention to the knowledge and skills necessary for student success in this
course and beyond. This is an adaptation of Introduction to Business by OpenStax. You can access
the textbook as pdf for free at openstax.org. Minor editorial changes were made to ensure a better
ebook reading experience. Textbook content produced by OpenStax is licensed under a Creative
Commons Attribution 4.0 International License.

how to sell a business quickly: How to Master the Art of Selling Tom Hopkins, 1988-10 After
failing in sales for six months, Tom Hopkins turned his own career around and earned more than a
million dollars in three years. Now he tells readers his secrets of success.

how to sell a business quickly: Built to Sell John Warrillow, 2012-12-24 Run your company.
Don'’t let it run you. Most business owners started their company because they wanted more
freedom—to work on their own schedules, make the kind of money they deserve, and eventually
retire on the fruits of their labor. Unfortunately, according to John Warrillow, most owners find that
stepping out of the picture is extremely difficult because their business relies too heavily on their
personal involvement. Without them, their company—no matter how big or profitable—is essentially
worthless. But the good news is that entrepreneurs can take specific steps—no matter what stage a
business is in—to create a valuable, sellable company. Warrillow shows exactly what it takes to
create a solid business that can thrive long into the future.

how to sell a business quickly: Starting an Online Business For Dummies® Greg Holden,
2010-06-15 The nuts-and-bolts for building your own online business and making it succeed Is there




a fortune in your future? Start your own online business and see what happens. Whether you're
adding an online component to your current bricks-and-mortar or hoping to strike it rich with your
own online startup, the sixth edition of this popular and practical guide can help. Find out how to
identify a market need, handle promotion, choose Web hosting services, set up strong security, pop
up prominently in search engine rankings, and more. The book explores the hottest business
phenomenon today—social media marketing—with full coverage of Twitter, Facebook, blogs, and
other technologies that are now firmly part of the online business landscape. Dives into all aspects of
starting and establishing an online business, including the very latest big trends Highlights business
issues that are of particular concern to online businesses Reveals how to identify a market need,
handle promotion, choose Web hosting services, set up strong security, pop up prominently in
search engine rankings, and more Covers the hottest social media marketing opportunities,
including Twitter, Facebook, YouTube, and blogs Shows you specific types and examples of
successful online businesses Provides the latest on B2B Web site suppliers, such as AliBaba.com
Build a better online business from the ground up, starting with Starting an Online Business For
Dummies, 6th Edition!

how to sell a business quickly: UNSCRIPTED M] DeMarco, 2017-05-23 What if Life Wasn't
About 50 Years of Wage-Slavery, Paying Bills and then Dying? Tired of sleepwalking through a
mediocre life bribed by mindless video-gaming, redemptive weekends, and a scant paycheck from a
soul-suffocating job? Welcome to the SCRIPTED club— where membership is neither perceived or
consented. The fact is, ever since you've been old enough to sit obediently in a classroom, you have
been culturally engineered for servitude, unwittingly enslaved into a Machiavellian system where
illusionary rules go unchallenged, sanctified traditions go unquestioned, and lifelong dreams go
unfulfilled. As a result, your life is hijacked and marginalised into debt, despair, and dependence.
Life's death sentence becomes the daily curse of the trivial and mundane. Fun fades. Dreams die.
Don't let life's consolation prize become a car and a weekend. Recapture what is yours and make a
revolutionary repossession of life-and-liberty through the pursuit of entrepreneurship. A paradigm
shift isn't needed—the damn paradigm needs to be thrown-out altogether. The truth is, if you blindly
follow conventional wisdom pushed by conventional people living conventional lives, can you expect
to be anything but conventional? Rewrite life’s script: ditch the job, give Wall Street the bird, and
escape the insanity of trading your life away for a paycheck and an elderly promise called
retirement. UNSCRIPT today and start leading life— instead of life leading you.

how to sell a business quickly: The Mom Test Rob Fitzpatrick, 2013-10-09 The Mom Test is
a quick, practical guide that will save you time, money, and heartbreak. They say you shouldn't ask
your mom whether your business is a good idea, because she loves you and will lie to you. This is
technically true, but it misses the point. You shouldn't ask anyone if your business is a good idea. It's
a bad question and everyone will lie to you at least a little . As a matter of fact, it's not their
responsibility to tell you the truth. It's your responsibility to find it and it's worth doing right .
Talking to customers is one of the foundational skills of both Customer Development and Lean
Startup. We all know we're supposed to do it, but nobody seems willing to admit that it's easy to
screw up and hard to do right. This book is going to show you how customer conversations go wrong
and how you can do better.

how to sell a business quickly: How Successful People Think John C. Maxwell, 2009-06-01
Gather successful people from all walks of life -- what would they have in common? The way they
think! Now you can think as they do and revolutionize your work and life! A Wall Street Journal
bestseller, How Successful People Think is the perfect, compact read for today's fast-paced world.
America's leadership expert John C. Maxwell will teach you how to be more creative and when to
question popular thinking. You'll learn how to capture the big picture while focusing your thinking.
You'll find out how to tap into your creative potential, develop shared ideas, and derive lessons from
the past to better understand the future. With these eleven keys to more effective thinking, you'll
clearly see the path to personal success. The 11 keys to successful thinking include: Big-Picture
Thinking - seeing the world beyond your own needs and how that leads to great ideas Focused



Thinking - removing mental clutter and distractions to realize your full potential Creative Thinking -
thinking in unique ways and making breakthroughs Shared Thinking - working with others to
compound results Reflective Thinking - looking at the past to gain a better understanding of the
future.

how to sell a business quickly: How to Get a Meeting with Anyone Stu Heinecke,
2016-02-16 [The author] found that getting meetings with previously unreachable people was easier
than ever. Now he shares his tactics and tips in this essential guide for anyone who needs to make
contact. In [this book], Heinecke explains how you can use your own creative Contact Campaigns to
get those critical conversations. He divulges methods he's developed after years of experience and
from studying the secrets of others who've had similar breakthrough results-- results that other
marketers considered impossible, with response rates as high as 100 percent. Through real-life
success stories, Heinecke lays out 20 categories of Contact Campaigns that anyone can research and
execute. Tactics range from running a contact letter as a full-page ad in The Wall Street Journal to
unorthodox uses of the phone, social media, email, and snail mail to using personalized cartoons to
make connections. He also packs in plenty of tips on how to determine your targets, develop pitches,
and gain allies in your contact's circle of influence.--Amazon.com.

how to sell a business quickly: Nine Things Successful People Do Differently Heidi Grant
Halvorson, 2017-10-17 It's not just who you are—it's what you do. Are you at the top of your
game—or still trying to get there? Take your cues from the short, powerful 9 Things Successful
People Do Differently, where the strategies and goals of the world’s most successful people are on
display—backed by research that shows exactly what has the biggest impact on performance. Here’s
a hint: accomplished people reach their goals because of what they do, not just who they are.
Readers have called this “a gem of a book.” Get ready to accomplish your goals at last.

how to sell a business quickly: Ask a Manager Alison Green, 2018-05-01 From the creator of
the popular website Ask a Manager and New York’s work-advice columnist comes a witty, practical
guide to 200 difficult professional conversations—featuring all-new advice! There’s a reason Alison
Green has been called “the Dear Abby of the work world.” Ten years as a workplace-advice
columnist have taught her that people avoid awkward conversations in the office because they
simply don’t know what to say. Thankfully, Green does—and in this incredibly helpful book, she
tackles the tough discussions you may need to have during your career. You'll learn what to say
when ¢ coworkers push their work on you—then take credit for it * you accidentally trash-talk
someone in an email then hit “reply all” ¢ you're being micromanaged—or not being managed at all
* you catch a colleague in a lie * your boss seems unhappy with your work ¢ your cubemate’s loud
speakerphone is making you homicidal ¢ you got drunk at the holiday party Praise for Ask a
Manager “A must-read for anyone who works . . . [Alison Green’s] advice boils down to the idea that
you should be professional (even when others are not) and that communicating in a straightforward
manner with candor and kindness will get you far, no matter where you work.”—Booklist (starred
review) “The author’s friendly, warm, no-nonsense writing is a pleasure to read, and her advice can
be widely applied to relationships in all areas of readers’ lives. Ideal for anyone new to the job
market or new to management, or anyone hoping to improve their work experience.”—Library
Journal (starred review) “I am a huge fan of Alison Green’s Ask a Manager column. This book is even
better. It teaches us how to deal with many of the most vexing big and little problems in our
workplaces—and to do so with grace, confidence, and a sense of humor.”—Robert Sutton, Stanford
professor and author of The No Asshole Rule and The Asshole Survival Guide “Ask a Manager is the
ultimate playbook for navigating the traditional workforce in a diplomatic but firm way.”—Erin
Lowry, author of Broke Millennial: Stop Scraping By and Get Your Financial Life Together

how to sell a business quickly: Insight Selling Mike Schultz, John E. Doerr, 2014-04-30 What
do winners of major sales do differently than the sellers who almost won, but ultimately came in
second place? Mike Schultz and John Doerr, bestselling authors and world-renowned sales experts,
set out to find the answer. They studied more than 700 business-to-business purchases made by
buyers who represented a total of $3.1 billion in annual purchasing power. When they compared the



winners to the second-place finishers, they found surprising results. Not only do sales winners sell
differently, they sell radically differently, than the second-place finishers. In recent years, buyers
have increasingly seen products and services as replaceable. You might think this would mean that
the sale goes to the lowest bidder. Not true! A new breed of seller—the insight seller—is winning the
sale with strong prices and margins even in the face of increasing competition and commoditization.
In Insight Selling, Schultz and Doerr share the surprising results of their research on what sales
winners do differently, and outline exactly what you need to do to transform yourself and your team
into insight sellers. They introduce a simple three-level model based on what buyers say tip the
scales in favor of the winners: Level 1 Connect. Winners connect the dots between customer needs
and company solutions, while also connecting with buyers as people. Level 2 Convince. Winners
convince buyers that they can achieve maximum return, that the risks are acceptable, and that the
seller is the best choice among all options. Level 3 Collaborate. Winners collaborate with buyers by
bringing new ideas to the table, delivering new ideas and insights, and working with buyers as a
team. They also found that much of the popular and current advice given to sellers can damage sales
results. Insight Selling is both a strategic and tactical guide that will separate the good advice from
the bad, and teach you how to put the three levels of selling to work to inspire buyers, influence
their agendas, and maximize value. If you want to find yourself and your team in the winner's circle
more often, this book is a must-read.

how to sell a business quickly: Zero to Sold Arvid Kahl, 2020-07-03

how to sell a business quickly: The Lean Startup Eric Ries, 2011-09-13 Most startups fail. But
many of those failures are preventable. The Lean Startup is a new approach being adopted across
the globe, changing the way companies are built and new products are launched. Eric Ries defines a
startup as an organization dedicated to creating something new under conditions of extreme
uncertainty. This is just as true for one person in a garage or a group of seasoned professionals in a
Fortune 500 boardroom. What they have in common is a mission to penetrate that fog of uncertainty
to discover a successful path to a sustainable business. The Lean Startup approach fosters
companies that are both more capital efficient and that leverage human creativity more effectively.
Inspired by lessons from lean manufacturing, it relies on “validated learning,” rapid scientific
experimentation, as well as a number of counter-intuitive practices that shorten product
development cycles, measure actual progress without resorting to vanity metrics, and learn what
customers really want. It enables a company to shift directions with agility, altering plans inch by
inch, minute by minute. Rather than wasting time creating elaborate business plans, The Lean
Startup offers entrepreneurs—in companies of all sizes—a way to test their vision continuously, to
adapt and adjust before it’s too late. Ries provides a scientific approach to creating and managing
successful startups in a age when companies need to innovate more than ever.

how to sell a business quickly: Business Made Simple Donald Miller, 2021-01-19 Is this blue
book more valuable than a business degree? Most people enter their professional careers not
understanding how to grow a business. At times, this makes them feel lost, or worse, like a fraud
pretending to know what they’re doing. It’s hard to be successful without a clear understanding of
how business works. These 60 daily readings are crucial for any professional or business owner who
wants to take their career to the next level. New York Times and Wall Street Journal bestselling
author, Donald Miller knows that business is more than just a good idea made profitable - it's a
system of unspoken rules, rarely taught by MBA schools. If you are attempting to profitably grow
your business or career, you need elite business knowledge—knowledge that creates tangible value.
Even if you had the time, access, or money to attend a Top 20 business school, you would still be
missing the practical knowledge that propels the best and brightest forward. However, there is
another way to achieve this insider skill development, which can both drastically improve your
career earnings and the satisfaction of achieving your goals. Donald Miller learned how to rise to the
top using the principles he shares in this book. He wrote Business Made Simple to teach others what
it takes to grow your career and create a company that is healthy and profitable. These short, daily
entries and accompanying videos will add enormous value to your business and the organization you



work for. In this sixty-day guide, readers will be introduced to the nine areas where truly successful
leaders and their businesses excel: Character: What kind of person succeeds in business?
Leadership: How do you unite a team around a mission? Personal Productivity: How can you get
more done in less time? Messaging: Why aren’t customers paying more attention? Marketing: How
do I build a sales funnel? Business Strategy: How does a business really work? Execution: How can
we get things done? Sales: How do I close more sales? Management: What does a good manager do?
Business Made Simple is the must-have guide for anyone who feels lost or overwhelmed by the
modern business climate, even if they attended business school. Learn what the most successful
business leaders have known for years through the simple but effective secrets shared in these
pages. Take things further: If you want to be worth more as a business professional, read each daily
entry and follow along with the free videos that will be sent to you after you buy the book.
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