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What is a Business Broker? Your Guide to Selling or Buying a Business

Introduction:

Understanding the Role of a Business Broker in
Business Transactions

Are you considering selling your business or looking to acquire one? Navigating the
complexities of business sales and acquisitions can be daunting. This is where a business
broker steps in. Business brokers are intermediaries who facilitate the buying and selling of
businesses. They act as expert negotiators, providing invaluable support and guidance
throughout the entire process, ensuring a smooth and successful transaction for both
buyers and sellers. This comprehensive guide will explore the multifaceted role of a
business broker, helping you understand their functions and how they can benefit you.

Article Outline:

I. What is a Business Broker? (Definition and core functions)
II. The Services Offered by a Business Broker:
a. Business Valuation
b. Marketing and Advertising of the Business
c. Identifying Potential Buyers/Sellers
d. Negotiation and Due Diligence Support
e. Transaction Closing Assistance
III. Types of Business Brokers: (Industry specialization, size of businesses handled)
IV. How to Choose a Business Broker: (Experience, qualifications, fees)
V. The Benefits of Using a Business Broker: (Reduced stress, increased efficiency, higher
sale price potential)
VI. The Costs Associated with Using a Business Broker: (Commission structure, other fees)

Explanatory Sentences:

I. What is a Business Broker?

Definition of a Business Broker: An Intermediary in
Business Sales

A business broker acts as a neutral third party, specializing in the sale and purchase of
businesses. They possess extensive knowledge of the market and possess strong
negotiating skills, facilitating a fair deal for all parties involved.



Core Functions of a Business Broker: Connecting Buyers
and Sellers

Their core function involves connecting motivated sellers with qualified buyers. This
includes identifying potential buyers who align with the business's profile, promoting the
business effectively to the market, and managing the negotiations throughout the sales
process.

II. The Services Offered by a Business Broker:

Business Valuation: Determining the Fair Market Value
of a Business

One of the first critical steps is determining the accurate market value of the business.
Business brokers conduct thorough valuations using various methodologies to ensure a
realistic and justifiable price for buyers and sellers.

Marketing and Advertising: Reaching the Right Buyers

Brokers employ targeted marketing strategies to reach the most suitable buyers for a given
business. This may include online listings, networking within their industry contacts, and
direct outreach to potential acquirers.

Identifying Potential Buyers/Sellers: A Wide Network of
Contacts

Business brokers often have established networks within the business community, allowing
them to access a wider pool of potential buyers and sellers than individuals could achieve
independently.

Negotiation and Due Diligence Support: Guiding
Through Complex Processes

Negotiations in business transactions are intricate. Brokers skillfully navigate these
discussions, ensuring that both parties' interests are considered and a mutually beneficial
agreement is reached. They also provide support and guidance during the due diligence
phase, verifying financial information and legal aspects of the business.



Transaction Closing Assistance: Overseeing the Legal
and Financial aspects

Brokers typically assist in overseeing all the necessary paperwork and legal processes, right
up to the final closing of the transaction. This includes coordinating with lawyers,
accountants, and other professionals involved.

III. Types of Business Brokers:

Specialized Business Brokers: Focusing on Specific
Industries

Some brokers specialize in specific industries like restaurants, healthcare, or technology,
providing deeper expertise within a niche market.

Brokerage Firms Handling Businesses of Various Sizes:
catering to diverse needs

Other brokers may handle a wider range of businesses, from small to large enterprises,
catering to a broader spectrum of clients.

IV. How to Choose a Business Broker:

Selecting a Reputable Broker: Importance of Experience
and Qualifications

Choosing the right broker is crucial. Thoroughly investigate their experience, track record,
and qualifications. Look for brokers with proven success and positive client testimonials.

Understanding Brokerage Fees: Transparency and
Structure of Charges

Understand the fee structure upfront. Most brokers charge a commission based on the final
sale price of the business. Clarity on this is vital to avoid misunderstandings.

V. The Benefits of Using a Business Broker:



Reduced Stress and Time Commitment: Focusing on
Core Business Activities

Using a broker frees up your time and reduces stress significantly. They handle the
complexities of the sales process, leaving you to focus on managing your day-to-day
operations.

Increased Efficiency and Professionalism: Streamlined
Process

Brokers ensure a more efficient and professional sale process, significantly increasing the
chances of a successful transaction.

Higher Sale Price Potential: Access to Wider Buyer Pool
and Negotiation Expertise

Brokers' industry expertise and access to a larger pool of potential buyers often lead to
higher sale prices for businesses compared to attempting a sale independently.

VI. The Costs Associated with Using a Business Broker:

Commission Structure: Percentage of Sale Price

The primary cost is typically a commission based on a percentage of the final sale price.
This percentage can vary depending on the broker and the complexity of the transaction.

Other Fees: Due Diligence, Legal, and Marketing
Expenses

Additional fees may include expenses related to due diligence, marketing materials, and
legal support required during the transaction.

Conclusion:

Utilizing a business broker can significantly simplify the complexities of buying or selling a
business. Their expertise, market knowledge, and negotiation skills offer invaluable
support, ultimately leading to a more efficient, successful, and potentially more profitable
transaction. Whether you are a buyer or a seller, consider the benefits of engaging a



professional business broker to navigate this important financial decision.

Frequently Asked Questions (FAQs):

Q: How much does a business broker cost?
A: The cost varies, typically a percentage (often 7-10%) of the final sale price. It's crucial to
clarify this upfront with potential brokers.

Q: How long does the process of selling a business through a broker take?
A: The timeframe varies depending on numerous factors, including the type of business,
market conditions, and the buyer's due diligence process. It can range from several months
to a year or more.

Q: Do I need a business broker to sell my business?
A: While not legally required, engaging a business broker is highly recommended. Their
expertise significantly improves the chances of a successful and profitable sale.

Q: How do I find a reputable business broker?
A: Research thoroughly. Check online reviews, seek referrals, and interview several brokers
before making a decision. Ensure they have experience in your business sector.
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  what is a business broker: The Complete Guide to Business Brokerage Thomas L. West,
2007-01-01
  what is a business broker: The Six-Figure Business Broker William M Thomas, 2018-11
With a sales closing ratio of 83 percent, compared to a 22 percent industry average, attorney and
business broker William Bill Thomas shares the proven sales model he developed and teaches to the
brokers in his own company.
  what is a business broker: A Guide to a Successful Business Brokerage Practice Bob Ross,
2015-01-29 This How to Book shares my knowledge of the Business Brokerage industry. My hope
and desire is everyone who reads this gains numerous beneficial skills. Hopefully, my thirty plus
years, of experience, will provide information which will help you make more money, fewer mistakes,
and cause the brokerage industry to become better. Bob C. Ross I have attempted to give you a
detailed amount of information about the business brokerage industry without a lot of fluff. Unlike
other authors of books on business brokerage, you may call or e-mail me with any questions you
have about the contents stated in this book or on a business you are attempting to list, pricing a
listing, reviewing an Offer to Purchase, or anything you feel you need some help on or if you simply
desire a second opinion. Take advantage of my thirty years of experience in brokerage and
valuations. I wrote this How to Book because I want to share my knowledge of this industry with
people thinking of entering the industry or with current brokers who want a good reference manual.
It is my hope and desire that everyone who reads this gains knowledge. Hopefully, this information
will help you make more money, fewer mistakes, and make the brokerage industry better. I wish it



were possible to meet with each of you personally.
  what is a business broker: 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!
  what is a business broker: The Freight Broker Book Forrest Rhodes, 2021-06-01 Are you
interested in working from home by starting a profitable freight brokerage business? Do you want a
done-for-you guide from start to finish that brings you closer to your dream of becoming a successful
freight broker? If this is you, then read on… In today’s world, the freight brokerage industry is
growing continuously and it is very rewarding to become a freight broker if you build upon the right
foundation. For instance, a freight broker can profit anywhere between 10% and 35% per any
shipment they handle. Starting out at first could fetch you around $100 to $500 per shipment. Upon
building professional networks and having some solid experience to go with it, you could earn as
much as $5,175 for every shipment. Multiplying this value with the number of shipments handled
per day can be astonishing! However, the reason most new freight brokers fail to succeed is because
they lack proper knowledge and understanding of the business and what they hope to achieve.
Before commencing a new freight brokerage business, you have to take into account several factors,
one of which is getting educated. This is likely the most critical factor to consider when starting your
brokerage business. The key to success is knowledge and to be successful, you must be
well-informed about the freight moving industry. Asides from knowledge, you must be ready to build
your network of shippers and carriers, as well as being ready to take on any financial obligations of
the business, and several others The reason why I have written this book, The Freight Broker Book,
is to demystify the complexities you will face as a new freight broker and to educate you on the ins
and out of how to run a successful freight brokerage business from start to finish. Below is a snippet
of what you will learn; · How to get the right training and experience to aid your journey to become a
freight broker. · Choosing the right legal framework for your business. · How to develop a solid
business plan that attracts investors and for easy access to loans. · Finding carriers and shippers for
your business. · The essential paperwork and documentation to maintain and key points to note
while at it such as carrier-broker agreement, bill of lading, load confirmation, rate agreement, etc. ·
Fulfilling the legal requirements to function as a freight broker such as your operating authority,
processing agents, surety bond or trust fund, etc. · How to narrow down your target market
audience for the best possible results in your business. · How to operate your business smoothly and
get it going as well as handling problems you will encounter. And a whole lot more! This book,
written in an easy-to-understand style with little to no technical jargon is a must-have for every
freight broker, especially if you are justing starting out. So, what more are you waiting for? To get
started in running a profitable freight brokerage business from the comfort of your home, simply get
a copy of this book RIGHT NOW
  what is a business broker: Successfully Buy Your Franchise Andrew Rogerson, 2011-01-11 If
you are considering business ownership there are three options available to you. Start your own
business from scratch, buy an existing business or buy the rights to a franchise in your local market.
This 144 page guide is for those who are considering buying a franchise. The processes can be very
confusing and demanding trying to work out the many variables such as which franchise to buy,
what franchises are available, what is the initial cost, how much are the royalties and any other
ongoing costs and which legal entity to use. It also looks at getting a loan, what the Franchisor
provides, your role, how much and what sort of support you get. This guide covers all these
questions and many more. If you are serious about buying a franchise this guide will walk you
through the steps and provide the answers for you from the initial steps to opening the doors of your
business while answering all your questions so you do things from a position of strength. For more
information visit: http://www.businesstransactionbooks.com
  what is a business broker: 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.
  what is a business broker: Broker to Broker Robert Freedman, 2005-11-07 Praise for
Realtor? Magazine's BROKER to BROKER By providing best practice management tips with
thought-provokingideas, Broker to Broker offers invaluable guidance on virtuallyevery aspect of our
dynamic industry. The book's easy-to-readformat, with in-depth supporting material available online,
is aninnovative approach to helping the country's brokers and managersfind effective solutions to
today's challenges. --Ron Peltier, President and CEO, HomeServices of America, Inc.,Minneapolis,
Minnesota This compilation of the latest Realtor? Magazine articles on realestate brokerage
management could be of help to brokers andmanagers looking for practical ideas to boost their
operations. Thebook quotes extensively from veteran brokers and managers who aretrying new ways
to build sales and tackle problems. Within thebook's range of articles could be helpful ideas for you.
--J. Lennox Scott, Chairman and CEO, John L. Scott Real Estate,Seattle, Washington The editors did
their homework. The pace of change in our businessis a constant challenge. Even if you don't want
to lead the chargein industry change, brokers would do well to study the innovativeconcepts (such
as the employee-agent model) illustrated here. Thesection on operations is particularly useful for
brokers of amulti-office/multi-region operation. --Steve Brown, ABR?, CRB, Vice President and
General Manager,Crye-Leike, Realtors?, Memphis, Tennessee The editors of Realtor? Magazine do a
fantastic job of keepingRealtors? on top of all real estate concerns. No issue is moretimely or
essential to building good business than brokeragepractices. --Blanche Evans, Publisher, Agent
News, and Editor, Realty Times,Dallas, Texas
  what is a business broker: 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.
  what is a business broker: 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.
  what is a business broker: 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.
  what is a business broker: Buying a Business to Secure Your Financial Freedom Edward T.
Pendarvis, 2005-01-07 The low-risk secret to a high-pro fit business--a perfect primer for first-time
entrepreneurs More and more people are leaving their jobs and investing in small
businesses--today's leading job growth opportunity. But isn't it risky? Not with Ed Pendarvis, whose
business brokerage firm was rated #1 by Entrepreneur magazine. Once investors learn how to find
and evaluate the right kind of business, the risks can be reduced--and profits dramatically increased.
The secret lies in valuing and purchasing an already existing small business or franchise, one with a
proven track record and potential for continued success. With this simple motivational guide, even a
first-time entrepreneur can learn how to: Locate a business Negotiate a price Complete a sale
Protect an investment Finance the future Achieve true financial freedom
  what is a business broker: 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.
  what is a business broker: Exit Strategy: The Art of Selling a Business: The Vertical Horizontal
Selling Method Sheldon Manheim, 2009 This unprecedented book offers the secrets of Sheldon
Manheim's success in, and insight into, the art of buying and selling a business. He explains why all
businesses must develop an Exit Strategy at inception and revise it regularly, as dictated by its
maturation and changes in the economy. With an Exit Strategy in place, business owners are ready
to effectuate the techniques as outlined, allowing them to exit rapidly and profitably. Any present or
potential business owner will find Exit Strategy to be an invaluable resource. It provides all the
information one needs to either sell a business for the most money in the shortest period of time, or
to buy the right business at the best price. In addition, business brokers throughout the country will
benefit from Mr. Manheim's innovative approaches to Recasting, the Vertical Horizontal method of
finding a buyer, and the Art of Selling a Business.
  what is a business broker: Investment Banking For Dummies Matthew Krantz, Robert R.
Johnson, 2014-02-10 Enrich your career with a review of investment banking basics One of the most
lucrative fields in business, investment banking frequently perplexes even banking professionals
working within its complex laws. Investment Banking For Dummies remedies common
misconceptions with a straightforward assessment of banking fundamentals. Written by experts in
stock market proceedings, this book runs parallel to an introductory course in investment banking. It
clearly outlines strategies for risk management, key investment banking operations, the latest
information on competition and government regulations, and relationships between leveraged
buyout funds, hedge funds, and corporate and institutional clients. With this reference, you can ace
investment banking courses and grasp the radical changes that have revamped the stock market
since the financial crisis. Thoroughly addresses the dramatic financial changes that have occurred in
recent years Outlines expectations to prepare you for the future Teaches the practical aspects of



finance and investment banking, how to value a company, and how to construct a financial model No
serious business student or banking professional should be without the basic knowledge of issuing
bonds, stocks, and other financial products outlined in this excellent resource.
  what is a business broker: Ninja Selling Larry Kendall, 2017-01-03 2018 Axiom Business
Book Award Winner, Gold Medal Stop Selling! Start Solving! In Ninja Selling, author Larry Kendall
transforms the way readers think about selling. He points out the problems with traditional selling
methods and instead offers a science-based selling system that gives predictable results regardless
of personality type. Ninja Selling teaches readers how to shift their approach from chasing clients to
attracting clients. Readers will learn how to stop selling and start solving by asking the right
questions and listening to their clients. ​Ninja Selling is an invaluable step-by-step guide that shows
readers how to be more effective in their sales careers and increase their income-per-hour, so that
they can lead full lives. Ninja Selling is both a sales platform and a path to personal mastery and life
purpose. Followers of the Ninja Selling system say it not only improved their business and their
client relationships; it also improved the quality of their lives.
  what is a business broker: Invest Local David C. Barnett, 2014-03-17 Invest Local is a peek
into the experience of local deal-making expert David Barnett. His experience and education in
business brokerage, small business financing and private finance deals gives him an insight into
what's wrong with the common financial planning advice available today and how you can make
higher investment returns while reducing risk and helping your local community. This is not a book
about social enterprises or charity. This is a book which guides you on how to find and obtain
superior returns in the community where you live, without paying fees to the financial industry.
Barnett offers step-by-step guidance on how to earn returns ranging from 9% to infinity by doing car
leases, secured loans, inventory financing, buying accounts receivables, financing mini and mobile
homes, operating leases on machinery and more. High yield investing does not have to mean
high-risk investing.
  what is a business broker: 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.
  what is a business broker: 2020 Business Reference Guide Tom West, 2020-01-16
  what is a business broker: Abundant Broker Mike Falk, 2020-06-20
  what is a business broker: Valuation McKinsey & Company Inc., Tim Koller, Marc Goedhart,
David Wessels, 2020-05-21 McKinsey & Company's bestselling guide to teaching corporate valuation
- the fully updated seventh edition Valuation: Measuring and Managing the Value of Companies,
University Edition is filled with the expert guidance from McKinsey & Company that students and
professors have come to rely on for over nearly three decades. Now in its seventh edition, this
acclaimed volume continues to help financial professionals and students around the world gain a
deep understanding of valuation and help their companies create, manage, and maximize economic
value for their shareholders. This latest edition has been carefully revised and updated throughout,
and includes new insights on topics such as digital, ESG (environmental, social and governance), and
long-term investing, as well as fresh case studies. For thirty years, Valuation has remained true to its
basic principles and continues to offer a step-by-step approach to teaching valuation fundamentals,
including: Analyzing historical performance Forecasting performance Estimating the cost of capital
Interpreting the results of a valuation in context Linking a company's valuation multiples to core
performance drivers The University Edition contains end-of-chapter review questions to help
students master key concepts from the book. Wiley also offers an Online Instructor's Manual with a
full suite of learning resources to complement valuation classroom instruction.
  what is a business broker: Secrets of Buying the Right Business (for You) Right Ed Pendarvis,
2009-12-09 Ever considered the American Dream of owning your own business? Let Ed Pendarvis,



Sunbelt's founder, show you the secrets of finding, valuing, negotiating, financing and buying the
right business.
  what is a business broker: Mergers and Acquisitions For Dummies Bill R. Snow, 2011-05-09
The easy way to make smart business transactions Are you a business owner, investor, venture
capitalist, or member of a private equity firm looking to grow your business by getting involved in a
merger with, or acquisition of, another company? Are you looking for a plain-English guide to how
mergers and acquisitions can affect your investments? Look no further. Mergers & Acquisitions For
Dummies explains the entire process step by step?from the different types of transactions and
structures to raising funds and partnering. Plus, you'll get expert advice on identifying targets,
business valuation, doing due diligence, closing the purchase agreement, and integrating new
employees and new ways of doing business. Step-by-step techniques and real-world advice for
making successful mergers and acquisitions Covers international laws and regulations How to take
advantage of high-value deals Going beyond the case studies of other books, Mergers & Acquisitions
For Dummies is your one-stop reference for making business growth a success.
  what is a business broker: Freight Broker Business Startup Allen McCarthy, 2017-02-03
Freight Broker Business Startup How to Start, Run & Grow a Successful Freight Brokerage Business
You may already know this, but in case you didn't, here are some facts about why freight brokerage
business is growing and why it is so lucrative to get in to. Since 2012, Freight brokerage industry
has been seeing a steady 6-12% growth every year The ongoing economic recovery is bringing an
increase in demand for trucking services The massive growth of companies like Amazon, eBay, and
others are contributing directly to freight brokerage business According to ATA (American Trucking
Association) by 2022 overall revenue in the trucking industry will increase by 66%! ATA also
predicts that the by 2022 the cargo weight they carry will grow by 24% Increase use of LTL (Less
Than Truckload) which can only be accessed by a licensed freight broker If these facts sold you on
the idea to at least find out more, then read on and let's talk about what's in this book. In This Book
You Will Learn: What is a Freight Broker Difference between Freight Broker & Freight Forwarder
10 Reasons why You Should become a Freight Broker How the Industry Works Trucking Industry
Players A day in life of a Freight Broker 8 Essential Traits of a Freight Broker How to actually
Become a Freight Broker How Much can You Make How Freight Broker Business Makes Money How
to start a Freight brokerage business step by step How to write a Business Plan (A full plan is
included) What are all the required Forms, permits and licenses What are the legal requirements
What are the bond and insurance requirements Estimated Startup Cost Marketing and Resources 5
Practical Ways to Find New Clients 5 Effective Networking Tools and Tricks 6 ways to engage
clients Online 7 Things Clients look at in a freight Broker 11 Must Follow Tips to running a
profitable business Links to all Forms and applications Welcome to the wonderful world of Freight
Brokerage Business, get started right from your home, and then grow that business slowly.
Remember waiting one more day means you are falling behind at least 10 more new competitors
that joined yesterday.
  what is a business broker: How to Sell Your Mid-Size Business Ney Grant, Graeme Plant,
Don Krier, 2012-07-01 How to Sell Your Mid-Sized Business is written specifically for businesses
between $1 million and $50 million in sales - businesses which specifically benefit from marketing to
strategic and private equity buyers. It covers marketing techniques as well as how to structure a
competitive bidding process in order to maximize the selling price.The book covers all areas of
selling, including preparation, timing, marketing, negotiation, due diligence and closing. It also
describes the differences and services you can expect from business brokers, M&A advisors and
investment bankers, and what types of fees and commissions they charge. Ney Grant, shares real-life
experiences and stories of deal-making that help illustrate points in the book. Ney started his career
by starting, growing and selling his own company, then worked with private equity groups buying
companies, then as an M&A advisor selling companies ranging from $500K to $55 million in value.
Ney is currently a senior DealMaker with Woodbridge International, a middle market M&A firm.
  what is a business broker: Franchise Warnings David C. Barnett, 2015-03-03 I spent several



years as a business broker and sold many franchises. I've given advice to franchisors, helped
existing franchisees sell their business and helped people buy new franchise locations. There is a
myth in the world that buying a franchise is the easy way to business success. This is far from the
truth. In this book I share what I've learned over the years. There are stories of real people and real
experiences. The book is called Franchise Warnings because it is filled with information that you
need to know before you invest your money into a franchise business.
  what is a business broker: Start Your Own Freight Brokerage Business Jacquelyn Lynn,
Entrepreneur Press, 2014-10-20 Looking to start a business and turn a profit in a very short time?
Then becoming a freight broker is likely for you! The experts at Entrepreneur lay out a step-by-step
approach to starting a freight brokerage business, showing aspiring entrepreneurs how to establish
a business, define services, find reliable carriers, set rates, and more. Requiring no special training
or knowledge of the shipping industry, this guide provides real life examples, sound business advice,
and priceless tips on creating a successful company in this billion-dollar industry.
  what is a business broker: Exit Rich Michelle Seiler Tucker, Sharon Lechter, 2021-06-22 Too
many entrepreneurs push off planning for the sale of their business until the last moment. But for a
business to sell for what it’s really worth—or even more—owners need to prepare for the sale from
the very start. In Exit Rich, author and mergers and acquisitions authority Michelle Seiler Tucker
joins forces with Sharon Lechter, finance expert and author of Rich Dad Poor Dad, to create a
must-have guide for all business owners—whether they’re gearing up to sell a business now or just
getting started building out their company into something to sell for a profit in the future. Seiler
Tucker’s twofold approach to selling your business for maximum profit combines two of the most
powerful elements of her mergers and acquisitions toolkit: the “ST GPS Exit Model” to help business
owners set goals for the sale before their business hit the market, and the “6 P Method” to help
them objectively evaluate their business’s worth, before their potential buyers do. Combined, these
tools provide invaluable insight into the process of preparing a business for sale, finding the right
buyers, and staging the sale itself. Throughout the book, Sharon Lechter’s wisdom peppers each
chapter in the “Mentoring Corner” section, providing forward-thinking entrepreneurs with the
perspective that they need to take control of their business’s future and exit rich. This book is a rich
resource for any business owner looking to: • Objectively evaluate their business before a sale •
Improve their chances of finding the right buyer • Sell their business for maximum profit
  what is a business broker: Quotations from Chairman Mao Tse-Tung Mao Tse-Tung, Mao
Zedong, 2013-04-16 Quotations from Chairman Mao Tse-Tung' is a volume of selected statements
taken from the speeches and writings by Mao Mao Tse-Tung, published from 1964 to 1976. It was
often printed in small editions that could be easily carried and that were bound in bright red covers,
which led to its western moniker of the 'Little Red Book'. It is one of the most printed books in
history, and will be of considerable value to those with an interest in Mao Tse-Tung and in the
history of the Communist Party of China. The chapters of this book include: 'The Communist Party',
'Classes and Class Struggle', 'Socialism and Communism', 'The Correct Handling of Contradictions
Among The People', 'War and Peace', 'Imperialism and All Reactionaries ad Paper Tigers', 'Dare to
Struggle and Dare to Win', et cetera. We are republishing this antiquarian volume now complete
with a new prefatory biography of Mao Tse-Tung.
  what is a business broker: 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.
  what is a business broker: From Broke To Broker: How to Turn Your Pain, Pitfalls, and
Poverty Mindset to Profit, Power, and Prosperity! Denise Williams, 2020-06 Denise Williams is one of
the youngest African Americans in the United States to serve as Founder/CEO of a real estate
brokerage firm. In this book, she peels back the curtain and shares some of the most sought-after
success secrets in the business, allowing an inside look at what it took for her to journey from
small-town poverty to scaling repeatable profits in one of the nation's most competitive markets. As
the Owner and Qualifying Broker of Williams and Co. International Realty, Denise recalls her early
life as the middle child in a household of eight. Her family struggled to make ends meet, but at 11
years old Denise decided that she would one day control her own financial destiny, despite whatever
odds she may face in the uncharted territory ahead. This once small-town star went on to attain a BA
in Finance from Valdosta State University. She then took it a step further and obtained a Dual MBA
in International Business and Supply Chain/Logistics Management, while mothering a young son and
closing real estate deals between classes. Denise sold millions of dollars of estate as an agent, but
for her, sales alone were not enough. She acquired her broker's license and went on to manage a
start-up real estate firm, which under her leadership grew to 75+ agents in its first year. Denise has
personally trained 125+ agents and has coordinated agent services at one of the largest real estate
firms in the world. Now, as the head instructor at CEOwner Academy, she has mapped out a proven
blueprint to show newly licensed Brokers and experienced Agents who desire to start their own
teams how to dominate their market(s) and build Breakout Brokerages. Her system can be used
throughout the country, and she is quickly becoming the go-to expert for training and development
in the real estate industry. For more information on Denise, please visit www.DeniseTheBroker.com
  what is a business broker: Buy Then Build Walker Deibel, 2022-09 Entrepreneurs have a
problem: startups. Almost all startups either fail or never truly reach a sustainable size. Despite the
popularity of entrepreneurship, we haven't engineered a better way to start...until now. What if you
could skip the startup phase and generate profitable revenue on day one? In BUY THEN BUILD,
acquisition entrepreneur Walker Deibel shows you how to begin with a sustainable, profitable
company and grow from there. You'll learn how to: Buy an existing company rather than starting
from scratch Use ownership as a path to financial independence Spend a fraction of the time raising
capital Find great brokers, generate your own deal flow, and see new listings early Uncover the best
opportunities and biggest risks of any company Navigate the acquisition process Become a
successful acquisition entrepreneur And more BUY THEN BUILD is your guide to outsmart the
startup game, live the entrepreneurial lifestyle, and reap the financial rewards of ownership now.
  what is a business broker: Connecting the Dots John Chambers, Diane Brady, 2018-09-25
Silicon Valley visionary John Chambers shares the lessons that transformed a dyslexic kid from West
Virginia into one of the world's best business leaders and turned a simple router company into a
global tech titan. When Chambers joined Cisco in 1991, it was a company with 400 employees, a
single product, and about $70 million in revenue. When he stepped down as CEO in 2015, he left a
$47 billion tech giant that was the backbone of the internet and a leader in areas from cybersecurity
to data center convergence. Along the way, he had acquired 180 companies and turned more than
10,000 employees into millionaires. Widely recognized as an innovator, an industry leader, and one
of the world's best CEOs, Chambers has outlasted and outmaneuvered practically every rival that
ever tried to take Cisco on--Nortel, Lucent, Alcatel, IBM, Dell, and Hewlett-Packard, to name a few.
Now Chambers is sharing his unique strategies for winning in a digital world. From his early lessons
and struggles with dyslexia in West Virginia to his bold bets and battles with some of the biggest
names in tech, Chambers gives readers a playbook on how to act before the market shifts, tap
customers for strategy, partner for growth, build teams, and disrupt themselves. He also adapted



those lessons to transform government, helping global leaders like French President Emmanuel
Macron and Indian Prime Minister Narendra Modi to create new models for growth. As CEO of JC2
Ventures, he's now investing in a new generation of game-changing startups by helping founders
become great leaders and scale their companies. Connecting the Dots is destined to become a
business classic, providing hard-won insights and critical tools to thrive during the accelerating
disruption of the digital age.
  what is a business broker: The Execution Factor: The One Skill that Drives Success Kim
Perell, 2018-09-07 Learn the best-kept secret of the world’s most successful entrepreneurs:
EXECUTION!Kim Perell made headlines for her amazing transformative story of a startup
entrepreneur to an internationally renowned CEO and prominent angel investor. From her modest
beginnings at her kitchen table, she went from broke to multi-millionaire in just a few short years.
Today, she has investments in over 70 startups many of which have been sold to some of the largest
Fortune 500 companies. Now, in The Execution Factor, she offers indispensable wisdom as she
shares her personal journey and proven program for achieving success. The Execution Factor offers
a straightforward approach to success—deliberately designed in a way that anyone can master.
Perell flips the notion on its head that success is all about having a great idea, an advanced degree
or a high IQ. Because people around the world have achieved their dreams without any of those
things. Perell believes the ability to execute is the difference between success and failure. The
Execution Factor is for anyone looking to transform themselves from a “dreamer” to a “doer” and
will make you feel like you have a success coach by your side. Perell teaches her unique 5 traits of
execution: vision, passion, action, resilience, and relationships. By the time you’ve completed the
book you will have a have a blueprint to achieve your dreams in business and in life. Don’t settle for
ordinary when you can have extraordinary. Master execution and change your life.
  what is a business broker: Exit and Answers John Ovrom, 2010-12-10 EXIT & ANSWERS:
Make Better Decisions When You Sell or Exit Your Business offers insight and inspiration from
someone who's been there. Author John Ovrom provides first hand expertise and experience about
selling a business from both a seller and buyer's perspective, along with other essential topics: *
Understand seller and buyer expectations * Maximize value before the sale* Know when to walk
away from a deal * Understand the fine print* Maximize after tax dollars * Consider What Comes
After The Exit
  what is a business broker: Self~Mastery Journal John Lee Dumas, 2016-07-31
  what is a business broker: An Introduction to the Business Brokerage World Paul D.
Sklar, 1993-10-01 If you are looking for a new profession, one that the rewards are based upon the
amount of effort you expend & not another's whims, OR if you are sales oriented, if you want to be
an entrepreneur, if you want to work with & for business people, Or if you are already involved in
selling Real Estate, wishing to increase your sales & thereby make more profits for yourself & your
associates - THIS BOOK IS FOR YOU! Almost every other day another super corporation is
DOWNSIZING, another word for laying off hundreds & even thousands of people. If you are in that
group, or fear that you might be, becoming a business broker may change your life for the better.
This book is your Primer for Business Brokerage, a step-by- step guide, from the listing to the closing
of the sale. The text includes a unique compilation of 45 business forms, aiding the PRO as well as
the NOVICE. The author has been a real estate broker since 1963. To order, send check or money
order for $33.50 to NORTHEAST BUSINESS ACQ., P.O. Box 37, Lady Lake, FL 32158-0037.
  what is a business broker: Buying and Selling a Business Robert F. Klueger, 2004-11-11 A
twenty-first-century update to the modern business classic . . . For more than fifteen years, this
handy guide has provided entrepreneurs and small business owners with a simple, step-by-step plan
for buying or selling a business-without their own special team of lawyers and accountants. Written
by leading business attorney Robert Klueger, this up-to-date guide now includes everything you need
to know about recent tax law changes, as well as an entirely new chapter on limited liability
companies. It answers all your critical questions, covering everything from the valuation of a
business through the negotiation stages to closing the deal. Packed with the kind of real-world



guidance you can only get from a professional, Buying & Selling a Business, Second Edition shows
you how to: * Choose a business that's right for you * Evaluate the business, determine why the
seller is selling, analyze the seller's operations, and analyze balance sheets, income statements, and
cash flow * Negotiate effectively-including negotiating for price, timing, stock and asset agreements,
noncompetitive agreements, and more * Buy a franchise-key considerations that make a franchise
different * Ensure a hassle-free closing with no surprises
  what is a business broker: Small Business For Dummies Eric Tyson, Jim Schell, 2024-04-09
Easy-to-follow advice on launching, managing, and growing your business, and making it pay off
Small Business For Dummies is the essential guide you need to owning and operating a small
business. You’re ready to add your name to the roster of business owners, and this book is here to
give you the advice you’ll need at all stages of the game. Start off with insight on preparing to
launch a small business, including picking the right business to pursue and getting all the paperwork
in order. If you want to purchase an existing business, this book also has you covered. Plus, you’ll
learn how to wear all the hats a small business owner must wear, including being your own HR
manager, accountant, and marketer—and to make it all work. Create a business plan and learn how
to fund your business idea Tackle the basics of small business bookkeeping so you can budget for
success Explore the idea of purchasing a business, and hire excellent employees Avoid the most
common mistakes that first-time business owners make This jargon-free book meets small business
owners wherever they are on the road to business success. Small Business For Dummies is great for
those just toying with the idea of opening a business, and for those who already call themselves
“boss” but need a few extra pointers on making things run smoothly.
  what is a business broker: Valuing Your Business Frederick D. Lipman, 2005-05-31
Knowing the true market value of your business -- even before the business is officially for sale -- is
essential. But to understand the complex issues behind business valuation, you need the trusted
guidance of someone who knows how this process works. In Valuing Your Business, Frederick
Lipman -- a corporate attorney and former Wharton lecturer with more than forty years' experience
in M&As, sales of companies, and IPOs -- reveals the proven strategies for managing valuation
before selling a business. This straightforward guide leads you through the entire process from
beginning to end, addressing topics such as: How to enhance the value of a business Hidden costs
and pitfalls to watch for and avoid Where to find expert attorneys and accountants Techniques for
negotiating a deal that will maximize the sale price while avoiding unnecessary taxes Strategies for
marketing a business to buyers without alarming staff, suppliers, competitors, and the media And
much more. If you're selling or contemplating selling a business, Valuing Your Business, is the only
book you'll need.
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