how to sell a small business by owner

How to Sell Your Small Business: A Step-by-Step
Guide for Owners

Introduction:

Selling a small business you've poured your heart and soul into can be both
exciting and daunting. This comprehensive guide provides a step-by-step
process for successfully selling your small business, maximizing your return,
and ensuring a smooth transition for both you and your buyer. We'll cover
everything from preparing your business for sale to navigating negotiations
and finalizing the deal. Learn how to unlock the value of your hard work and
secure a profitable exit strategy.
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ITI. Negotiating the Sale:

A. Preparing a Business Sales Agreement
B. Understanding Due Diligence

C. Handling Offers and Counteroffers

IV. Completing the Sale:

A. Finalizing the Paperwork
B. Transferring Ownership
C. Post-Sale Considerations

I. Preparing Your Business for Sale:

Assessing Business Valuation:

Accurately valuing your business is crucial for setting a realistic asking
price and attracting serious buyers. Consider factors like revenue,



profitability, assets, and market conditions. Employ professional valuation
services for a comprehensive assessment.

Improving Financial Performance:

Before listing your business, strengthen its financial health. This involves
improving profitability margins, reducing debt, and optimizing cash flow. A
healthy financial picture significantly increases its attractiveness to
potential buyers.

Streamlining Operations:

A well-organized and efficient business is easier to sell. Streamline your
operations by identifying and eliminating inefficiencies, improving internal
processes, and documenting key procedures.

Compiling Necessary Documentation:

Gather all essential financial records, legal documents, contracts, tax
returns, and operational manuals. Having this documentation readily available
speeds up the due diligence process and assures buyers of transparency.

IT. Finding the Right Buyer:

Identifying Potential Buyers:

Determine your target buyer profile. Are you looking for another small
business owner, a larger corporation, or a private investor? Consider factors
such as industry expertise and financial capacity.

Choosing a Sales Strategy:

Decide whether to use a business broker, sell privately, or utilize a
combination of both. Brokers offer expertise and access to a wider network of
buyers, but they charge a commission. Private sales offer more control but
require more effort in finding and vetting buyers.

Marketing Your Business:

Create a compelling marketing package showcasing your business's strengths
and potential. Use targeted advertising, online platforms, and networking to
reach potential buyers. Highlight key financial metrics and growth
opportunities.



ITI. Negotiating the Sale:

Preparing a Business Sales Agreement:

A well-drafted sales agreement protects your interests and outlines the terms
of the sale. Include clear details about the purchase price, payment terms,
assets included, and any liabilities assumed by the buyer. Consult with legal
counsel to ensure the agreement is legally sound.

Understanding Due Diligence:

Be prepared for the buyer to conduct due diligence, thoroughly examining your
business's financials, operations, and legal compliance. Be transparent and
responsive during this process to maintain buyer confidence.

Handling Offers and Counteroffers:

Negotiations are a natural part of the sales process. Be prepared to
negotiate the purchase price, payment terms, and other aspects of the
agreement. Have realistic expectations and be willing to compromise to reach
a mutually acceptable agreement.

IV. Completing the Sale:

Finalizing the Paperwork:

Once an agreement is reached, finalize all necessary paperwork, including the
sales agreement, transfer of ownership documents, and any other relevant
legal documents. Ensure all details are accurate and legally compliant.

Transferring Ownership:

Coordinate the transfer of ownership, including transferring assets,
licenses, permits, and intellectual property. Work closely with your legal
and financial advisors to ensure a smooth transition.

Post-Sale Considerations:

After the sale, fulfill any post-sale obligations outlined in the agreement.
Consider providing a transition period to help the new owner understand the
business operations. Keep copies of all relevant documents and maintain good
records.

Conclusion:



Selling a small business is a significant undertaking, requiring careful
planning, preparation, and negotiation. By following this step-by-step guide,
focusing on improving your business's value, and carefully choosing your
buyer and sales strategy, you can significantly increase your chances of a
successful and profitable sale. Remember to seek professional advice from
legal, financial, and business valuation experts throughout the process.

Frequently Asked Questions (FAQs):

How long does it take to sell a small business? The timeframe varies greatly
depending on factors like business size, industry, and market conditions. It
can range from several months to over a year.

How much will my business sell for? The selling price depends on various
factors including revenue, profitability, assets, market conditions, and the
buyer's valuation. A professional valuation is recommended.

Do I need a business broker? While not mandatory, a business broker can
significantly streamline the sales process by handling marketing, buyer
identification, and negotiations.

What if the buyer backs out after due diligence? It's essential to have a
solid sales agreement with contingencies addressing potential issues that
arise during due diligence.

What taxes will I owe after selling my business? Consult with a tax
professional to understand the tax implications of selling your business.
Capital gains taxes are often applicable.
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how to sell a small business by owner: Outfoxing the Small Business Owner Gene Marks,
2004-09 Outfoxing the Small Business Owner provides effective strategies for working with that sly
fox. Marks shows how to get the small business owner to: - Take notice of a new product - Commit to
a long-term partnership - Communicate his true business needs - Pay bills on time

how to sell a small business by owner: 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 small business by owner: 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 small business by owner: 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 o0 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 small business by owner: 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 small business by owner: Duct Tape Marketing John Jantsch, 2011 As a
renowned marketing guru and small business coach, John Jantsch has become a leading advisor on
how to build and grow a thriving business. In his trusted book for small businesses, he challenges
readers to craft a marketing strategy that is as reliable as the go-to household item we all know,
love, and turn to in a pinch: duct tape. Duct Tape Marketing shows readers how to develop and
execute a marketing plan that yields more revenue and ensures the longevity of small businesses.
Taking a strategic, systemic approach to marketing rather than being constantly won over to a
marketing idea of the week helps small business leaders establish a solid--sticky--foundation of trust
with their customers that only grows stronger with the application of more and more metaphorical
tape. You'll learn how to turn your marketing efforts into a lead generation machine and move far



beyond your week-to-week strategizing to create long-term plans for your business's continual
growth. Plus, the revised and updated edition of this industry-leading book includes all new tools,
rules, and tactics that respond to the ways social media and digital developments have shifted and
evolved the marketing landscape. Let's face it: as a small business owner, you are really in the
business of marketing. This practical, actionable guide includes fresh ideas that stick where you put
them--and stand the test of time.

how to sell a small business by owner: How to Build a Business and Sell It for Millions
Jack Garson, 2010-03-16 In How to Build a Business and Sell It for Millions, MBA meets Main Street,
with a combination of inspiration and invaluable practical advice. Finally, the positive economic
news every businessperson is waiting to hear. Jack Garson says the long economic downturn will
give way to a major buying spree by cash-rich companies—and they could be in the market to
purchase your small or medium-sized business. It's the ultimate payday for everyone who wants to
live the American dream, whether they're starting a business or already own one. Millions of dollars
are on the table. But will you and your business be ready? How to Build a Business and Sell it for
Millions is a must-read for every business owner and would-be entrepreneur. In entertaining and
elaborate detail, Garson outlines the vital moves your company needs to make to become an
attractive acquisition by other firms: - Do you have a competitive edge that sets you apart from your
competition? - Are both you and your company sustainable and able to outlast the bad times to
become a success? - Can you stop being a Derek, the boss who suffers from Founder's Dilemma,
micromanaging everything big and small? How to Build a Business and Sell it for Millions uses real
life examples to explain how the goal of selling your company needs to be linked to every business
decision you make: hiring, compensation, contracts, financial reporting and dozens of other areas
often overlooked by busy entrepreneurs. While many business owners struggle to get to the next
day, Garson has the inside scoop on achieving the opportunity of a lifetime— selling your company
for vast riches.

how to sell a small business by owner: Selling Local Advertising Claude Whitacre,
2013-01-16 For Advertising Sales Reps Selling To Local Small Businesses Only. Stop Believing The
Lies And Myths That Keep You From Being The Top Advertising Rep In Your City. Stop Listening To
Gurus That Never Sold Anything In Their Life. Do you sell advertising to local small business
owners? Selling Local Advertising is written specifically for advertising sales reps and their
managers. Whether you sell direct mail, newspaper, radio, TV, or other media, the rules are the
same. Why? Because you are talking to the same customers: Small business owners that don't want
to give you money. Know How Your Small Business Advertising Prospect Thinks. Written by someone
who sells advertising, but who has bought hundreds of thousands of dollars in local advertising, and
has interviewed hundreds of small business owners...your customers. Does any of this sound
familiar? Your prospects go into hiding when you call or visit. You keep hearing that your ads aren't
in the budget. Business owners keep putting you off until business picks up You keep hearing the
same excuses as to why Now isn't a good time. Clients keep complaining about price...price...price...
You keep hearing that advertising doesn't work anymore. That All Stops Now. Would you like to
know what your prospects are thinking when you are talking to them? Written from the advertising
buyer's point of view, Selling Local Advertising gives you everything you need to know to go from
being a pest to a Welcome business advisor Stop Trying To Sell Advertising To Closed Minded
Prospects. Concentrate On The Easy Effortless Sales. You Will Never Run Out Of Eager Prospects If
You Know Where To Look. Put These Proven Real World Ideas To Work For You, And ... Your
advertising clients will be looking forward to your visits. Your clients will be bragging to their
business friends about what great results you got for them. The best referrals in the world, just
waiting for your call. The complete system revealed. You can sell advertising to groups of advertising
prospects, hanging on your every word. Every step is revealed in complete detail. The complete
system that the author is using right now. Everything you read in this book is working, right now, for
hundreds of advertising sales reps to multiply their sales. Why is this book not 300 pages? We took
out everything that doesn't work. If you have been looking for the real deal. You want real methods



that are tested, proven, and will work in any areas of the country. You have just discovered The
Mother Load. My suggestion? Read fast, take notes, and hit the ground running.... From The
Author... I'm just like you. I sell for a living. Have you ever heard that selling is a numbers game?
Sure, so have I. But you care about getting this sale... today. I wrote this book for you. The vast
majority of books on selling are written by people who have never sold anything except books. I sell
advertising to small business owners, just like you do. I've also bought lots of advertising for a retail
store I own. I'll tell you the inside secrets of how to sell advertising by knowing how advertising
buyers think. How do you answer objections that you are getting every day, right now? It's all here.
Go to the picture of the book and click Click To Look Inside. I'll see you on the inside. Claude.

how to sell a small business by owner: 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 small business by owner: Cashing Out of Your Business Jane Johnson, Kathleen
Richardson-mauro, 2013-06-10 Whether you are a few months of several years away from
transitioning the ownership of our business to others, start planning now with Cashing Out of Your
Business. You will learn how to position your company in the best possible light, find the right buyer,
and negotiate the best possible deal. Jane Johnson and Kathleen Richardson-Mauro's financial and
planning expertise will guide you in Cashing Out Your Business.

how to sell a small business by owner: 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 small business by owner: 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 small business by owner: Small Business For Dummies® Eric Tyson, Jim



Schell, 2011-03-03 Want to start the small business of your dreams? Want to breathe new life into
the one you already have? Small Business For Dummies, 3rd Edition provides authoritative guidance
on every aspect of starting and growing your business, from financing and budgeting to marketing,
management and beyond. This completely practical, no-nonsense guide gives you expert advice on
everything from generating ideas and locating start-up money to hiring the right people, balancing
the books, and planning for growth. You'll get plenty of help in ramping up your management skills,
developing a marketing strategy, keeping your customers loyal, and much more. You'll also find out
to use the latest technology to improve your business’s performance at every level. Discover how to:
Make sure that small-business ownership is for you Find your niche and time your start-up Turn your
ideas into plans Determine your start-up costs Obtain financing with the best possible terms Decide
whether or not to incorporate Make sense of financial statements Navigate legal and tax issues Buy
an existing business Set up a home-based business Publicize your business and market your wares
Keep your customers coming back for more Track cash flow, costs and profits Keep your business in
business and growing You have the energy, drive, passion, and smarts to make your small business a
huge success. Small Business For Dummies, 3rd Edition, provides the rest.

how to sell a small business by owner: The Automatic Customer John Warrillow, 2015-02-05
The lifeblood of your business is repeat customers. But customers can be fickle, markets shift, and
competitors are ruthless. So how do you ensure a steady flow of repeat business? The secret—no
matter what industry you're in—is finding and keeping automatic customers. These days virtually
anything you need can be purchased through a subscription, with more convenience than ever
before. Far beyond Spotify, Netflix, and New York Times subscriptions, you can sign up for weekly
or monthly supplies of everything from groceries (AmazonFresh) to cosmetics (Birchbox) to razor
blades (Dollar Shave Club). According to John Warrillow, this emerging subscription economy offers
huge opportunities to companies that know how to turn customers into subscribers. Automatic
customers are the key to increasing cash flow, igniting growth, and boosting the value of your
company. Consider Whatsapp, the internet-based messaging service that was purchased by
Facebook for $19 billion. While other services bombarded users with invasive ads in order to fund a
free messaging platform, Whatsapp offered a refreshingly private tool on a subscription platform,
charging just $1 per year. Their business model enabled the kind of service that customers wanted
and ensured automatic customers for years to come. As Warrillow shows, subscriptions aren’t
limited to technology or media businesses. Companies in nearly any industry, from start-ups to the
Fortune 500, from home contractors to florists, can build subscriptions into their business. Warrillow
provides the essential blueprint for winning automatic customers with one of the nine subscription
business models, including: * The Membership Website Model: Companies like The Wood Whisperer
Guild, ContractorSelling, and DanceStudioOwner offer access to highly specialized, high quality
information, recognizing that people will pay for good content. This model can work for any business
with a tightly defined niche market and insider information. * The Simplifier Model: Companies like
Mosquito Squad (pest control) and Hassle Free Homes (home maintenance) take a recurring task off
your to-do list. Any business serving busy consumers can adopt this model not only to create a
recurring revenue stream, but also to take advantage of the opportunity to cross-sell or bundle their
services. * The Surprise Box Model: Companies like BarkBox (dog treats) and Standard Cocoa (craft
chocolate) send their subscribers curated packages of goodies each month. If you can handle the
logistics of shipping, giving customers joy in something new can translate to sales on your larger
e-commerce site. This book also shows you how to master the psychology of selling subscriptions
and how to reduce churn and provides a road map for the essential statistics you need to measure
the health of your subscription business. Whether you want to transform your entire business into a
recurring revenue engine or just pick up an extra 5 percent of sales growth, The Automatic
Customer will be your secret weapon.

how to sell a small business by owner: Buying and Selling a Business Garrett Sutton,
2013-02-28 Buying and Selling a Business reveals key strategies used to sell and acquire business
investments. Garrett Sutton, Esq. is a best selling author of numerous law for the layman books, and



he guides the reader clearly through all of the obstacles to be faced before completing a winning
transaction. “Buying and Selling a Business” uses real life stories to illustrate how to prepare your
business for sale, analyze acquisition candidates and assemble the right team of experts. The book
also clearly identifies how to understand the tax issues of a business sale, how to use confidentiality
agreements to your benefit and how to negotiate your way to a positive result. Robert Kiyosaki, the
best selling author of Rich Dad/Poor Dad has this to say about Buying and Selling a Business,
“Garrett Sutton’s information is priceless for anyone who wants to increase his or her knowledge of
the often secret world of the rich, what the rich invest in, and some of the reasons why the rich get
richer.” Buying and Selling a Business is a timely business book for our times.

how to sell a small business by owner: The Messy Marketplace Brent Beshore, 2024-08 The
marketplace for small and midsize businesses is messy. Having peeked behind the curtain at over
10,000 companies, this book aims to demystify the buyers, the process, and the inevitably emotional
journey that is selling a company. If you're reading this, you're likely an entrepreneur, a family
member or close friend of a business owner, or an advisor to an owner. Great businesses outlast
individual careers, including those of owners and founders. At some point, in some way, each
business must be transitioned - years pass, people age, markets change, opportunities appear - as do
challenges. Selling, whether it be a stake or the whole company, often carries an unfortunate
amount of stress, anxiety, and frustration. Most of the time, selling is a once-in-a-lifetime
occurrence, and the traditional paths are unnecessarily opaque. Do something enough and you get
good at it. Just as you have built your expertise, my colleagues and I have had the privilege to peek
behind the curtain at over 15,000 companies - reviewing financial statements, meeting with
leadership, and seeking to understand what makes each company tick. Talking with hundreds of
business owners, we noticed that many of the same questions, concerns, and thoughts repeat. And
that makes sense. Just as all businesses share many commonalities, sellers of those businesses will
have mostly similar experiences, with differences in personality, motivation, and situation driving
the nuance. This book attempts to demystify deal-making from a seller's point of view. As much as
the finance industry likes to pretend to be buttoned up, investors and bankers are largely
disorganized, and the process is unnecessarily shrouded in mystery. It's a messy marketplace, with
every type, temperament, and motive imaginable. The goal of this book is to help sellers, the families
of sellers, sellers' advisors, and company leadership to understand the market for smaller
companies, allowing them to make better decisions and create better outcomes. Our hope is that you
walk away from this book better prepared to understand the path forward, the vantage points of
everyone involved, and the process of a transition through a transaction with an outside investor.
This is the second edition of The Messy Marketplace. When initially drafted in 2017, we had a little
over 10 years under our belt. In the subsequent years, we've seen the marketplace and valuations
continue to evolve, endured a pandemic, and made more than a dozen new investments. While most
of the original text is intact, the updates underscore what's new or increasingly important when
trying to successfully do a deal.

how to sell a small business by owner: Persuasive Advertising for Entrepreneurs and Small
Business Owners Jay P. Granat, 1994 Here is the perfect book for entrepreneurs and small business
owners who want to know how to create effective advertising on an affordable budget. Persuasive
Advertising for Entrepreneurs and Small Business Owners shows you how to plan and execute
money-making advertisements and commercials--on a workable budget. Jay Granat, an experienced
marketing professional and ad man, provides readers with a practical understanding of advertising
principles, media selection, copywriting, consumer behavior, and persuasive advertising methods in
promotional efforts. These principles have important implications, and Jay Granat shows you how to
utilize them and stay within your means. Successful cases from across the media--television, print,
direct mail, radio, transit, and public relations, representing construction, law, medicine, publishing,
retail businesses, restaurants, and others--highlight various prosperous approaches to persuasive
advertising. Written specifically for entrepreneurs and small business owners, Granat's book is the
first to explain how to use persuasive tactics and strategies. Ideal for established small business




owners and those starting such a venture, this manual makes affordable advertising an easier step
on the path to success. In addition to analyzing many aspects of advertising, this manual outlines
appropriate networking and public relations strategies for entrepreneurs and small business owners.
Granat teaches you how to construct money-making advertising and to recognize when your sales
messages are effective and when the messages need to become more persuasive. To help illustrate
the power of effective sales messages, he includes examples of his own advertising successes and
failures. You will be better equipped to foresee when your own advertising campaigns are more
likely to succeed or more likely to fail and how to reverse a failing campaign. Descriptions of the
advantages and disadvantages of each advertising medium assist with the question of how to
construct effective and persuasive selling messages for specific media. Whether you are looking for
advice on how to plan a marketing/advertising campaign, ways to familiarize yourself with each
medium available and select a medium to carry your messages, or how to use mind-set advertising,
you will find it in Persuasive Advertising for Entrepreneurs and Small Business Owners. This
abundance of useful information is ideal for copywriters, brand managers, entrepreneurial institutes,
business professors, communications professionals, readers of Inc., Success, and Entrepreneur,
advertising and marketing students, and of course, entrepreneurs and small business owners.

how to sell a small business by owner: The Art of Selling the Family Business Jonathan
Pellegrin, 2017-07-13 Jonathan Pellegrin knows what it's like to grow a family company into a
successful and thriving business. He also understands the point where it is in everyone's best
interests to sell. In The Art of Selling the Family Business, he discusses the decisions and goals of
successfully selling a family business and easing the transition for both your family and your
employees. In his guide, Pellegrin covers the standard family business models, the concept of family
wealth, the qualities of a successful sale, the questions you need to ask about your family business,
the challenges of selling the business, the best way to lead a discussion about selling, the road map
for selling, the preparations to get the company ready for the sale, and the next steps after making
this difficult decision. Pellegrin explores everything from the perspectives of the business, the
family, and the owner. He personally understands the attachment you have to your family's
company, but he warns you not to let sentimentality get in the way of a good business decision.
There are many different ways you can build your legacy and provide for your family. Selling your
business could lead to amazing opportunities.

how to sell a small business by owner: How to Make Big Money in Your Own Small
Business Jeffrey J. Fox, 2004-05-19 Ever dream of starting your own business? According to USA
Today, more than 47 million people want to own their own businesses and over 20 million actually
do. In How to Make Big Money in Your Own Small Business, bestselling business author Jeffrey Fox
offers sound rules to succeeding in small business, whether you're running a bookstore, consulting
business, or restaurant. In short chapters that range from administration and cash flow to marketing
and hiring, Fox reminds entrepreneurs what's important and what's not, what makes a business
succeed, and what causes it to fail.

how to sell a small business by owner: 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 small business by owner: Small Business Survival Book Barbara Weltman,



Jerry Silberman, 2006-05-19 Owning a small business can be a fulfilling and financially rewarding
experience, but to be successful, you must know what to do before starting a business; what to do
while the business is up and running; and, most importantly, what to do when the business runs into
trouble. With a combined fifty years of small business experience between them, authors Barbara
Weltman and Jerry Silberman know what it takes to make it in this competitive environment, and in
Small Business Survival Book, they show you how. In a clear and concise voice, Weltman and
Silberman reveal twelve surefire ways to help your small business survive and thrive in today's
market. With this book as your guide, you'll discover how to: * Delegate effectively * Monitor cash
flow * Extend credit and stay on top of collections * Build and maintain credit and restructure your
debt * Meet your tax obligations * Grow your business with successful marketing strategies * Use
legal protections * Plan for catastrophe and disaster recovery Whether you're considering starting a
new business or looking to improve your current venture, Small Business Survival Book has what
you need to succeed.

how to sell a small business by owner: Selling a New Zealand Business with "no Regrets"
Bruce McGechan, 2021 Selling a business isn't a transaction. It is the start of the next stage of you
and your spouse's life. It is the wealth that will help you achieve a successful retirement. And yet 4
out of 5 businesses do not sell. Of those that do sell, 75% of business owners profoundly regret their
exit 12 months later. The business sale process is broken. Not just in New Zealand but around the
world. In the US, a new process has been developed called exit planning. This process maximises the
business value, and financially and personally prepares the business owner and family for
retirement. This book applies this Exit Planning Institute process to NZ business. It has two parts: 1)
Exit Planning that prepares the business for sale; and 2) The business sale process. It also explains
Valuation and the other Exit Options including Management Buyout, Family Transfer, Private Equity
and Recapitalisation. It is the book every business owner should read before they exit their
business.--Publisher description.

how to sell a small business by owner: 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 small business by owner: Never Too Old to Get Rich Kerry E. Hannon,
2019-06-25 Start a successful business mid-life When you think of someone launching a start-up, the
image of a twenty-something techie probably springs to mind. However, Gen Xers and Baby Boomers
are just as likely to start businesses and reinvent themselves later in life. Never Too Old to Get Rich
is an exciting roadmap for anyone age 50+ looking to be their own boss and launch their dream
business. This book provides up-to-date resources and guidance for launching a business when
you're 50+. There are snappy profiles of more than a dozen successful older entrepreneurs,
describing their inspirational journeys launching businesses and nonprofits, followed by Q&A
conversations, and pull-out boxes containing action steps. The author walks you through her
three-part fitness program: guidelines for becoming financially fit, physically fit, and spiritually fit,
before delving more deeply into how would-be entrepreneurs over 50 can succeed. * Describes how
you can find capital to start your own business ¢ Offers encouraging stories of real people who have
become their own bosses and succeeded as entrepreneurs ¢ Written by PBS Next Avenue’s
entrepreneur expert, Kerry Hannon ¢ Teaches you how to start your own business Never Too Old to




Get Rich is the ideal book for older readers looking to pursue new business ventures later in life.

how to sell a small business by owner: The Complete Guide to Selling a Business Fred S.
Steingold, 2017-08-30 Out there somewhere is a buyer looking to buy a business like yours. So if
you're ready to sell, make sure you protect your interests and maximize your profit with this
all-in-one guide.

how to sell a small business by owner: 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 small business by owner: The Gentle Marketing Revolution Sarah Santacroce,
2021-01-27 Marketing has become a dirty word, a source of mistrust and a nightmare for many
entrepreneurs.But what if marketing didn't have to be pushy, soul stealing, and focused on hustle
and hype? What if there was a way you could connect with clients authentically and in alignment
with your values and still make money? What if purpose and profit could coexist in the business
world? Enter the Gentle MARKETING REVOLUTION.Structured around three phases of
transformation that revolutionize the traditional Ps of marketing, along with thought-provoking
questions to guide the way, Santacroce lays out the necessary steps to replace the old way of
marketing with a way that is aligned with your values, your story, and your own unique
approach-with profound results. You are in business to share your gifts with the world. The Gentle
Marketing Revolution is the compass you need on your journey!

how to sell a small business by owner: Selling Your Business David Alan King, 2019-12-12 As
a business owner, the last thing you want is to wake up the morning after you sell your company and
wonder if you left money on the table. David King addresses the issues business owner should know
when planning and selling their business to maximize the sale value. A must read for every business
owner from main street to the middle market!

how to sell a small business by owner: How to Sell Anything to Anyone Anytime Dave Kahle,
2010-12-20 Hundreds of thousands of small business owners are tossing and turning at night, trying
to figure out how to attract more customers. They need to know how to sell, both individually and
through their organizations. How to Sell Anything to Anyone Anytime was written primarily for
them. How to Sell Anything to Anyone Anytime distills the fundamental sales process into simple,
easy-to-understand and easy-to-implement principles, processes and practices, and applies them to a
wide variety of sales situations. It is packed with real-world examples and applications to a wide



variety of situations - from the corner coffee shop, to the freelance professional, to the sophisticated
B2B seller. It features: Easy-to-understand practices and processes that can be applied to every
business and professional practice. Guidelines and step-by-step how-to's to turn ideas into practice.
Powerful insights on selling that will enable everyone—from the aspiring entrepreneur to the
experienced sales pro—to be more successful. Power nuggets—ways to add even more power to the
practice and become even better.

how to sell a small business by owner: The Business Owner's Guide to Financial Freedom
Mark J. Kohler, 2017-11-14 TAKE CONTROL OF YOUR FINANCIAL FUTURETailored for small
business owners and entrepreneur like yourself who are looking for long-term financial planning and
wealth management, The Business Owner's Guide to Financial Freedom reveals the secrets behind
successfully investing in your business while bypassing Wall Street-influenced financial planners.
Attorney and CPA Mark J. Kohler and expert financial planner Randall A. Luebke deliver a guide
catered to your entrepreneurial journey as they teach you how to create assets that provide income
so work is no longer a requirement, identify money and tax-saving strategies, and address business
succession plans to help you transition into the investment phase of business ownership. Learn how
to: Pinpoint the dollar value of your business with a step-by-step formula Eliminate and avoid bad
debt while leveraging your good debt Uncover investment strategies Wall Street won't tell you
Achieve long-term goals with the 4x4 Financial Independence Plan Find an advisor willing to look
out for your best interests Super-charge your 401(k) and leverage your insurance to get rich Create
the best exit strategy for you, your business, and your family Avoid the most common mistakes in
real estate investment Protect your hard-earned assets from security threats ready to strike You
can't predict the future, but you can plan for it. So if you're ready to stop treating your business like
your only asset and want to start making it your most valuable legacy, this book is for you!

how to sell a small business by owner: Self-employment Tax , 1988

how to sell a small business by owner: Business Exit Planning Les Nemethy, 2011-02-08 The
most viable exit strategies for owners of mid-sized companies For many business owners, cashing
out of a business is a lifelong dream. For some, exiting a business can be a nightmare. Business Exit
Planning: Options, Value Enhancement, and Transaction Management for Business Owners provides
a comprehensive view of what every business owner needs to know to plan and execute a business
exit. The book Includes 30 relevant mini-case studies on business exit planning and transaction
management, as well as a glossary of frequently used technical terms Details options for those
owners who no longer want to be active in the business, as well as for those who want to remain
invested Covers a wide range of topics related to business exit planning and transaction
management, including IPO, MBO, refinancing, ESOPs, building an exit team, business plan and
valuation, due diligence, and estate planning Regardless of whether a business owner seeks an
immediate exit or a staged exit over time, Business Exit Planning provides a comprehensive strategy
and road map to define exit-related objectives.

how to sell a small business by owner: The Complete Guide to Buying a Business Fred S.
Steingold, 2015-07-01 Takes readers from thinking, “Hmm, should I buy a business?” right through
the process of choosing, investigating, and entering into a legal contract to do so.

how to sell a small business by owner: On Purpose Michael Creamer, 2016-03-01 On
Purpose, Selling Your Company With Intention And Purpose! was written as a guide for the small
business owner to understand the steps involved in the process of selling a company for maximum
value. Most business owners will only sell a company once or twice in a lifetime making them
inexperienced at best. Hiring a business broker is one of the last steps you'll take in selling your
company. I wrote this book so you can better understand the steps you need to take to begin the
process of selling a company and maximize the value for all parties. I pull back the curtain and shed
light on important aspects of selling that most buyers don't understand until it's too late. I arm you
with the insight and experience needed to prepare yourself and your company for sale and
successfully work through the sales process. After reading this book, you will be able to plan
confidently and follow through with a successful sale of your company.



how to sell a small business by owner: Small Business Big Money Akin Alabi, 2017-09-30
Give Me Just 3 Hours And I Will Show You How To Start, Grow And Turn Your Small Business Into
Your Personal ATM That Will Give You Money On A Daily Basis! Are you planning to start a
business? Do you have a small business but you are not making enough money to cover your bills
and live the kind of life you want? If you answered YES to any of those questions, this is the most
important book you will ever read. Here's why; In this book, I shared the exact business and
marketing techniques I used in starting my business from scratch and turning it into an empire that
it has become today. You will discover valuable lessons like... 1. How to decide on the kind of
business you should do 2. Why it can be a bad idea to sell what people NEED to buy 3. 7
commandments you must follow before you spend any money on advertising 4. How to get others to
promote your business for you for FREE 5 How to price your products and services for maximum
profitability 6. 10 factors you should consider before you quit your job to start a business 7.The full
story of how I started NairaBET.com And lots more. Read this book, apply the lessons in it and watch
your business transform into a cash minting venture. See you at the bank.

how to sell a small business by owner: Buy-Sell Agreements for Closely Held and Family
Business Owners Z. Christopher Mercer, 2010-08 Buy-sell agreements are among the most common
yet least understood business agreements and many are destined to fail to operate like the owners
expect. Many, in fact, are ticking time bombs, just waiting for a trigger event to explode. If you are a
business owner or are an adviser to business owners, this book is designed for you, providing a road
map for business owners to develop or improve their buy-sell agreement.

how to sell a small business by owner: Sell Your Business for More Than It's Worth
Michell Seiler-Tucker, 2013-04 Sell your business for more than its worth addresses the vital issues
that add value to your business as well as increase the sales price potential of your business. This
book will define industries that are desirable to buyers and it will open your eyes to discover if your
industry is thriving or dying and what you can do about it. This must-read will provide valuable tips
on creating congruent profit centers and diversifying your product/client mix. Most important this
book is a blueprint for anyone that wants to increase market share, become more profitable and for
those that want to, sell their business for top dollar! This extraordinary book will demonstrate how
to increase profits, plan your exit strategy and sell your business for maximum value in the quickest
time possible in an easy to understand step-by-step approach.

how to sell a small business by owner: How to Sell Your Business-- and Get what You
Want! Colin Gabriel, 1998 Selling a business is a once-in-a-lifetime task. Most owners are not
prepared for it -- they lack experience, and emotions hinder their judgments. Buyers can take
advantage of a neophyte who in his lifetime may sell one or two companies, says Michael Mintz,
former owner of a medical instrument company. He is one of 57 former owners (who sold their
businesses for $2 million to $100+ million) who pass on tips based on their experiences.How to Sell
Your Business -- And Get What You Want tells dozens of instructive stories -- about preparation,
brokers, lawyers, leveraged buyouts, pricing, negotiations, and enduring the buyer's investigation.
There are so many aspects, nuances... you are just not prepared for it unless you have done it before,
says Jack Parlog, former owner of a graphic products company. -- This book identifies pitfalls and
suggests step-by-step strategies to protect the seller -- Suggests how to react when the buyer lowers
the price -- Details how to gather business intelligence online

how to sell a small business by owner: Slow Selling Guy Arnold, Brendan Donnelly,
2019-08-29 In today's revolutionary market the classic sales model is both out of date and
dangerous. Often it seems like you don't just have to run tokeep up, you have to continually sprint,
market and discount. That's exhausting, but - there is another way. The best and most successful
Organisations don't follow this chaotic strategy: they slow down and design world class solutions
that optimize sales for the long term. This is the approach we call 'Slow Selling'.
www.slow-selling.org Effective selling has never been easy, but now it's harder than ever. This more
stringent world calls for much simpler and more customer focused sales tools and processes, and
‘Slow Selling' delivers exactly that. Hyrum Smith, Co-Founder and former CEO of Franklin Covey



Working relentlessly to deliver the very finest service has led to a consistent and continual growth in
sales. It is this exact approach that is advocated and explained in the 'Slow Selling' process. I
thoroughly recommend this book!" Jay Wright, CEO Virgin Wines Sellers need to act in a slower,
more considered and sophisticated way: they need to add value to the buyer at every step. This is
exactly the message and tools delivered by 'Slow Selling'. Grant Leboff, Bestselling author of 'Sticky
Marketing' Slow Selling is a breath of fresh air. Today's traditional sales approaches are broken,
outdated and obsolete. Guy and Brendan offer a breakthrough approach that if implemented will
revolutionize how selling should be done in the 21st century. I highly recommend this book. David
M. R. Covey, CEO of SMCOV & co-author of Trap Tales

how to sell a small business by owner: How to Sell Your Privately Owned Company Eric R.
Voth, 2010-01-23 Building a business can be a lifelong adventure. Selling it -- or merging it with
another company -- should be the culmination of the saga. A perfect ending gives you the financial
security and liquidity that will carry you for the rest of your life. This practical A-to-Z guide reveals
how and when to sell or merge your company -- for the most money. Inside you'll discover
cutting-edge strategies and tactics that reveal what to consider when making the decision to sell,
how to get the right help, how to put a price tag on your company, how to prepare a plan for selling
your business, how to find the right buyer, how to make the right deal, how to successfully close the
sale -- and the door -- and much, much more.
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