
	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	 	

	

	

	

	

	

	

 

 

YOU GET ONE SHOT 
TO SELL YOUR BUSINESS 
THE RIGHT WAY! 
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WHITE PAPER 

INTRO 
Your business is a large asset; built on tangible and 
intangible value.  When the time comes to decide on 
how you will execute your exit strategy, buckle up for 
the emotional roller coaster ride you are about to 
embark on.  Selling your company is a BIG decision; 
and if you want to maximize the value of your 
business, then you need to invest the time and energy 
to sell it the right way.   
 
The most successful entrepreneurs stress the 
importance of planning your exit.  To assist you in the 
beginning stages of the process, this white paper 
covers 4 important topics all business owners must 
think about when contemplating the sale of their 
business:   

1. Who are the Advisors I must have in my 
corner? 

2. What strategies should I consider when 
developing my exit plan? 

3. How will the plan be executed? 
4. What are the anticipated results I am seeking 

when completing the exit? 

 

ADVISORS IN YOUR CORNER 
For most business owners, selling their business is a 
one-time event in their life.  Therefore, it’s smart to 
get the right advisors in your corner that have mergers 
& acquisitions experience.  Your team should consist 
of the following: 

• M&A ADVISOR:  The M&A Advisor will act 
as the quarterback through the exit strategy 
process.  They typically are the point of 
contact with all other advisors in your corner 
and walk you through the entire process.  A 
good M&A Advisor will be well educated in 
business valuation and help you understand 
the value of your company.  They will have a 
detailed marketing plan that will bring the 
business to targeted buyers in a confidential 
manner.  They will pre-qualify buyers and 
advise you strategically through the 
negotiation, due diligence, and sale process. 

• ATTORNEY:  There are 2 types of attorneys; 
“deal doers” and “deal killers”.  Attorneys are 
your insurance policy and play a very critical 
role in the exit strategy process.  Your attorney 
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should have substantial experience in Mergers 
& Acquisitions.  Much like how you go to a 
cardiologist for diagnosing and treating 
conditions of the heart (because that is their 
specialty), you need to work with an attorney 
who specializes in business transactions.  
Your attorney should assist with the definitive 
agreements that are signed at closing and 
discuss the risk allocation between you and the 
buyer.  Overall, it is the attorney’s job to make 
sure you are protected after the sale is 
completed. 

• ACCOUNTANT: ALL buyers are going to 
want to review your historic financial 
statements.  Make sure your accountant is on 
board and ready to deliver requested financial 
documentation.  While your M&A Advisor 
will make the decisions on what is appropriate 
to share and what is not appropriate to share 
with potential buyers, your Advisory team 
needs to have access to the accountant to get 
the latest up-to-date financial statements 
throughout the process. 
The accountant will also play a very critical 
role in the negotiation process with assisting 
on your purchase price options and the tax 
consequences of the structure of the 
transaction. 

• WEALTH MANAGER:  Some business 
owners have their business as one of the 
largest assets within their retirement portfolio.  
Once this asset is transitioned into a liquid 
asset, make sure you have an educated 
financial planner who has a detailed plan for 
investing the cash received at closing.  Review 
your current financial planner and make sure 
you have someone in your corner who has 
experience with managing assets for 
entrepreneurs after the sale of their business.  

• STAFF:  While you have a sense of loyalty to 
your staff, you cannot inform them of your 
desire to execute your exit strategy.    

Employees will get nervous about their job 
security and could begin to look for another 
position with another company.  What’s 
fascinating about this is the majority of buyers 
are concerned about the employees leaving.  
Most buyers will want to keep your entire 
staff; buyers do not want to “rock the boat” 
and typically need a minimum of 6 months 
prior to making any major decisions about the 
company. 
While you do not want to inform any 
employees about your plan to exit, you may 
need to rely on a few key employees.  Some 
buyers will make it a requirement to interview 
key management prior to closing. (NOTE: 
Every business is different, rely on your M&A 
Advisor for the right plan that makes the most 
sense for your business).  Further, you will 
need an administrator to assist with compiling 
all the necessary information the M&A 
Advisor will need for the preparation of due 
diligence with the buyers. 

 
STRATEGY 
A key reason to have such experienced advisors in 
your corner is to help develop the appropriate strategy 
that suits your overall goals and objectives accordingly.  
Selling your business is a complex process.  There is 
no “cookie-cutter” strategy that fits every company.  
Therefore, you need a customized strategy that will 
address the major factors within your specific exit 
plan.  To assist in the development of your strategy, 
here are some key questions you can begin to ask 
yourself: 
Why do you want to sell?  Be specific.  Make a list. 
What will you do/What do you want to do after the 
sale of your business?   
What do you think your business is worth? 
How did you arrive to that conclusion of value? 
Is your opinion of value accurate? 
What is your personal time horizon to sell? 
Do you know how long it takes to sell a business? 
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Is your business sellable? 
Who would buy your business? 
Who do you want to buy your business? 

- Private Equity 

- Competition 
- Synergistic Company 
- Former Business Owner 
- Small investment group 
- Individual Entrepreneur 
- Family Member 
- Current Employee 
- Other 

Will the value of your business meet your personal 
retirement goals?   
NOTE:  There is a difference of the value of your 
business vs. what you need for retirement.  Do not 
justify your asking price based off of what you need to 
retire.  The two do NOT correlate with one another. 
Is there anything that needs to be done to improve the 
business and prepare it for a maximized sale? 
Do you want to stay on board after the sale of the 
business?   
NOTE:  Transition Agreements are very common and 
can be for a few weeks to a period of several years.   
 
 
 
 
These are not all the initial questions that need to be 
asked, but they demonstrate a good start to the 
process.  Again, you want to rely on those in your 
corner to continue to play off these questions and 
formulate a customized exit strategy plan that meets 
your specific goals and objectives. 
Overall, be open and honest with your exit strategy 
team.  Discuss what your “best case” scenario would 
entail and see if it is realistic with today’s current 
market conditions.   

 

Even if you are not ready to sell your business yet, it’s 
important to plan ahead and always be ready to 
implement the plan when the time is right.  You never 
know what can come up during the time of business 
ownership (i.e. economic downturn, health 
considerations, family issues, change of personal goals, 
etc) Further, you never know when an ideal suitor may 
come knocking on your door; timing is everything in 
exit strategy planning.  You want to be ready at all 
times to consider any offers that may present 
themselves. 
 
EXECUTION 
Once the main objective of the exit strategy is defined, 
and the responsibilities of the exit plan are allocated, 
and the target audience is identified, and the expected 
timeline is determined, and all other aspects of the exit 
strategy planning are completed; it’s then time to 
execute the plan.   
Executing the overall process of an exit strategy is the 
“Secret Sauce” of the M&A profession.  The beauty is 
that no 2 businesses are alike.  Neither are any 2 exit 
strategy plans alike.  Much like the customized 
strategy, your advisors need a customized execution 
plan to deliver the expected results on your goals and 
objectives. 
Part of the execution is making sure your business is 
ready to hit the market.  Professionals encourage 
business owners to review Due Diligence Lists and 
make sure you have ALL the necessary information at 
your team’s fingertips in electronic format.  The 
following is a list of some of the due diligence items 
you will want to have available: 

- Last 5 years of Corporate Tax Returns 
- Last 5 years of Profit and Loss Statements 
- Last 5 years of Balance Sheets 
- Last 5 years of Cash Flow Statements 
- Trailing 12 month Profit and Loss Statement 
- Current Balance Sheet 
- List of Furniture, Fixtures, and Equipment 

(Depreciation Schedule) 
- Inventory Schedule 
- AP/AR Aging Reports 

 

“There is NO “cookie-cutter”  
Exit Strategy that fits every company. 

Your Plan Must Be Customized!” 
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- Corporate Documents (By-Laws, Articles of 
Organization, etc) 

- Real Estate Records (Appraisal, Tax Bill, lease, 
etc) 

- Insurance Policies 
- Vendor and Customer Contracts 

The due diligence items above are just a start.  The 
amount of due diligence review varies from buyer to 
buyer, but all due diligence is quit extensive.  The exit 
strategy process goes much smoother when the due 
diligence package is prepared beforehand as part of 
the overall execution.  In other words, get your ducks 
in a row prior to bringing the business to the open 
market. 
 
 
 
 
 
 
 
 
Another aspect of the execution is generating 
awareness of your business being for sale.  Most, if not 
all, business owners do not want a “FOR SALE sign 
in the window” so you need to generate awareness of 
the business being for sale without letting anyone 
know it is for sale.  Yes, this is possible!  Again, rely on 
your Advisors to execute the awareness step.  Just 
remember these three letters…NDA, once awareness 
is generated.  They stand for Non-Disclosure 
Agreement.  Nothing, and I mean NOTHING, is 
shared about your business until a NDA is signed. 
 
One key component in your execution is to have a 
realistic asking price for the business.  Business 
valuation is complex and involves a combination of art 
and science, but there are ways to leverage value.  One 
way to optimize the value of your company is to seek 
out a strategic buyer.  These types of buyers tend to 
pay more than the financial buyer (PEG or individual 
who has to rely on bank financing).  Another way to 
increase value is to highlight “Blue Sky”.  Most buyers 
will not pay for potential, but if you are able to identify 

 

some growth opportunities the business has not yet 
been able to capitalize on, buyers will find these to be 
attractive.  Assisting buyers in the overall vision of 
where the business could go under their leadership is 
the responsibility of your advisory team. 
 
Along with the due diligence, marketing, and valuation 
of the company, you need to have experienced 
negotiators in your corner to structure the deal 
accordingly and make sure you get to the closing table.  
Depending on who the buyer is, the purchase 
agreement needs to be structured a certain way if the 
buyer is a Private Equity Firm vs. an individual who 
will be relying on bank financing.  This is where 
experience really comes into play and can get you to 
the closing table or derail any efforts up to this point.  
It’s critical to have experienced deal-makers in your 
corner during the execution of the exit strategy. 
 
You should also discuss if you are going to sell your 
business as an Asset Sale or a Stock Sale.  In an Asset 
Sale, the seller retains possession of the legal entity of 
which the business operates within and the buyer 
purchases individual assets of the company.  Such 
assets include equipment, fixtures, leaseholds, licenses, 
contracts, customer lists, goodwill, trade secrets, trade 
names, phone numbers, inventory, etc.  Assets 
generally do not include cash and the seller typically 
retains the long-term debt obligations or needs to pay 
them off at the time of closing.  In a Stock Sale, the 
buyer purchases the selling shareholder’s stock 
directly, thereby obtaining ownership in the seller’s 
legal entity.  The buyer acquires both the actual assets 
of the company along with most/all the liabilities of 
the company in a stock sale.  Those assets and 
liabilities that are not desired by the buyer are 
distributed or paid off prior to the sale.  Unlike an 
asset sale, stock sales do not require numerous 
separate conveyances of each individual asset because 
the title of each asset lies within the corporation. 
 
There are pros and cons for selling your business as an 
Asset Sale and as a Stock Sale, so rely on your advisors 
as to which type of sale will suit you best. 
 

NOTE: 
The process of sharing information with a buyer 

needs to be handled appropriately.   
Rely on your advisors as to when the best time is 

to share information with potential buyers. 
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THE RESULT 
While there are a variety of reasons why a business 
owner decides to sell their business, there are 2 
assets they typically seek to exchange their 
business for:  
  
TIME & MONEY 
 
Let’s face it.  Tomorrow is  
not guaranteed for anyone,  
which makes Time our  
most valuable asset.  In  
the process of analyzing one’s exit strategy, timing 
is everything.  From deciding what time is right to 
bring the business to the open market, knowing 
how long the exit strategy process will take, and 
how long will you be “sticking around” the 
business post closing.  These are the TIME related 
issues that need to be part of the overall plan.   
 
From a financial perspective, there are several 
things that need to be taken into consideration.  
To begin, you want to establish what price point 
you are seeking and how that price is going to be 
paid to you.  It is NOT common to ask for 
$10,000,000 and get $10,000,000 in cash at closing.  
Some deals include you as the seller to assist with 
financing.  Other deals require an earn-out to be 
included with the deal.  There are several other 
M&A terms that deal with the payment structure 
that need to be taken into consideration… again, 
rely on your advisors in your corner.  But, lets 
discuss 2 popular financing questions in most 
M&A deals.  
 
Should I finance the transaction? 
This is not an easy question to answer, but the 
best advice is to do your homework on the buyer.  
Understand who the buyer is.  What is their 
background and experience?  What is their 
creditworthiness and their ability to make timely 
payments?  What collateral can they put up as 
securitization for the seller financing you are  
 

providing?  And most importantly, how much seller 
financing are they asking for?  If a buyer is requesting 
10%, 15%, or 20%, this is common and should be 
considered.  However, if a buyer is asking you to 
finance the entire deal, proceed with extreme caution!   
 
Should I agree to an Earn-Out? 
An earn-out is an agreement where the seller accepts 
some post closing payments based on the company’s 
meeting of certain milestones.  This is highly 
sophisticated deal structure and should not be 
completed by anyone without experience.  There are 
pros and cons to earn-outs so discuss accordingly with 
your advisors. 
 
Overall, you should begin your exit strategy planning 
with the end in mind.  Define the results you are 
hoping to achieve.  Begin by knowing what you are 
looking for from a time perspective, what the value of 
your business is, and what you are hoping to receive at 
the time of closing and beyond.   
 
CONCLUSION 
Selling your business is a BIG decision and you get 
one shot to do it right.  Making sure you have the right 
advisors in your corner and together, you plan 
accordingly, you can set yourself up for success.  The 
information within this whitepaper is a step in the 
right direction for the overall framework to begin 
planning your exit strategy.  But the process of selling 
your business is incredibly complex, and no 2 exit 
strategies are the same.  Just remember you are always 
in control of the process and if you surround yourself 
with an exceptional team, all your goals and objectives 
will be accomplished. 
 
For additional information on how to best position 
your business for an exit, please contact: 

JOE BRAIER 
M&A ADVISOR | CVA 

(414) 429-3615 
joe@vrbizlakes.com 
www.joebraier.com 

 
 
 
 



 

 

 

 

 

 

 

 

 

 

 

 

 

 

	

 

 

             

 

 

 

 

 

 

 

 

 

 

 

 

 

 

JOE BRAIER, M&A ADVISOR | CVA 
Joe is a seasoned M&A Professional and is 
certified through the NACVA for business 
valuations.  Over the past decade, Joe has 
participated, managed, and been the director 
of the deal for over 100+ business 
transactions.   
 
MERGERS & ACQUISITIONS 
Joe takes great pride in representing business 
owners looking to sell their business 
operation.  Joe’s ability to highlight the future 
potential of the businesses he represents, 
identify synergistic investors, and develop 
creative deal structures leverages the value of 
his clients operation.  It is this element –  
the art of the deal – where Joe excels above his 
competition. 
 
Joe specializes in the following industries for 
representing sell-side M&A deals: 

• Manufacturing 
• Distribution 
• Medical 
• Technology 

 
BUSINESS VALUATION, CVA 
Joe is certified by the NACVA (National 
Association of Certified Valuators and 
Analysts) for conducting business valuations. 
 
Joe specializes in the following types of 
business valuation reports: 

• Bank Financing Requirements 
• Shareholder Disputes 
• Divorce Mitigation 
• Estate Planning 
• Buy/Sell Agreements 
• And More! 
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