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Christopher Pollard, Director of National Beverage Products and Services Company

"I’m very happy to thank the team at Quinn M&A for their professionalism and success in the
sale of our business. Going into the transaction we were worried about the complexity of our
business and our ability to navigate the difficulties in attempting a cross-border transaction.
Michael Quinn’s experience combined with his knowledge of international markets was crucial
for the transaction’s success and particularly obvious when negotiating with the final
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INTRODUCTION
Quite often the question of whether or not to sell your business does not have a clear
answer.
It is a choice that is fraught with both financial and emotional considerations that can
result in some emotive and uncertain decision-making. That’s why it’s important to seek
advice early when you are considering selling your business. An objective party can help
you clarify why you want to sell and evaluate if you and your business are both ready to
go to market.
Alternatively, they can gauge whether you would benefit from waiting a period of time
before going to market, plus they can identify if there are certain measures you can put
in place now, to achieve a better sale price at a later date.
At Quinn M&A we understand that selling your business can be a stressful time. That’s
why we support our clients from the initial decision to sell through to the transaction
itself and beyond.
We provide expert advice on the sale, merger, acquisition and valuation of businesses
and believe in providing comprehensive advice to all clients in a confidential, timely and
cost-effective manner.
We have also created this book “The definitive guide to selling your business” as a
helpful guide for anyone who is considering selling their business.
It guides you through the process of what is involved in each stage of selling a business
and addresses some of the most frequently asked questions we receive.
We hope you find it a helpful resource and an informative starting point in your business
sale journey.
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If you have any questions or would like further information about selling your business,
please feel free to get in touch with the Quinn M&A team on 1300 784 667 (1300
QUINNS) or at info@quinnma.com.au.

Michael
Quinn

Stephen
Groves
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Chapter 1

WHAT IS
SUCCESSION PLANNING?
Planning for the day you leave your business is a valuable investment. Whatever your
reasons for selling your business, it's important to start planning NOW in order to
maximise the value (and sale price) of your business.
A succession (or exit) plan is the framework that identifies who will take over the
business upon your exit. It should also serve as an action plan that outlines the steps
you need to take to achieve your optimal exit from the business.
There are various ways you can choose to exit the business including passing it on to
family members, selling it or merging it with another business. Regardless of the option
you choose, a good succession plan will help your business transition smoothly to the
new owner.

Why should you start planning now?
In order to get the most out of your succession plan, it’s important to start planning as
soon as possible.
There are many benefits to planning your exit strategy now, including:
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You are able to create a succession plan that is achievable, with a
realistic timetable and measurable milestones along the way;
You have time to maximise the value of your business, and therefore
its sale price;
Achieving a maximum sale price helps you create a better financial
foundation for the next stage of your life; and
It provides you with ample time to think about what you’re going to do
in your post-sale life.
With so much reliant on a successful exit from your business, isn’t worth taking the
time now to ensure the best possible outcome in the future?
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Chapter 2

HOW TO PREPARE FOR
SELLING YOUR BUSINESS
You’ve decided that you want to sell your business, or are interested in finding out more
about how to sell. Now is the time to explore what is involved in the planning stage of
selling your business.
This chapter outlines eight primary factors you need to take into consideration when
planning the sale of your business.This chapter concludes with a checklist that allows
you to tick off each factor as you consider them. This will help you ensure that you
have your bases covered when planning the sale of your business.

1. Engage your advisors early
It’s important to discuss your intentions to sell with your accountant, lawyer, financial
planner and M&A specialist so they can assist you throughout the sales process. With
their combined expertise, your advisors will help you achieve the best sale outcome
possible. Listed below are just a few things to discuss with your advisors:
The tax consequences of your sale. How will the sale of your
business affect your tax position both now, at the time of the
transaction and beyond? Effective tax advice should ensure you
maximise your after-tax proceeds from a sale.
How to maximise your sale price, and manage the transactional
process. A good M&A advisor will ensure you receive the best
possible price, and secure optimum transaction terms as part of your
sale.
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Managing legal risks and contractual agreements. A commercially
savvy and experienced lawyer can help you manage your exposure
to risks and assist with drafting all required contracts.
Investing the proceeds of your sale. This will vary based on your
personal goals and stage of life. Having a plan in mind prior to going
to market can help you determine if the likely sale price of your
business is in line with your individual needs

2. Find out how much your business is worth
The sale price of a business is an important number as it can represent capital for a
new venture or a useful boost your retirement savings.
Finding out what your business is worth before heading to the market enables you to
make an educated decision about whether the sale is likely to provide you with the
funds you need for your post-sale life. It also helps to pre-emptively address the
chance that the true value of your business may not be in line with your expectations.
Chapter 3 “what is your business worth” will guide you through the influencing factors
and different methods used when it comes to establishing the value of your
business.

3. Preparation is key
Careful preparation may involve making small adjustments to the operation of your
business. For example, you may consider reducing your stock holdings should your
inventory levels be too high.
Or perhaps, you may work with senior management to ensure they possess all the
requisite skills to run the business without your day-to-day input. Comprehensive
preparation will ensure your business is well prepared for the rigours of external
examination that are part and parcel of a sales process.
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4. Plan the sale process
The sale process you follow should be carefully planned to help ensure a smooth
experience. Consider which potential strategic buyers you should approach, how to
best manage confidentiality, organise your documents and more. In chapter 6 we will
look at how to make the sales process a smooth one in detail, ensuring you
maximise the control that you have at sale time.

5. Understand due diligence
Due diligence is the process whereby a buyer thoroughly analyses a business with
assistance from their advisors prior to proceeding with an acquisition. A thorough due
diligence will consider financial matters, customer composition, staff and
employment issues, material contracts, intellectual property and environmental issues
amongst a myriad of other factors.
Unfortunately many transactions fall over during due diligence, so it’s important to
seek advice prior to taking the business to market to ensure your business will stand
up to the rigour of a buyer’s due diligence process. We look at this in more detail in
chapter 4.

6. Plan for the future of your business
While you may feel ready to exit your business it is imperative to show that it still has
opportunities that lie ahead. Prospective buyers will not be interested in a company
that has no growth prospects, or worse, has already started on a downward spiral.
Ensure you can credibly show at least three years of meaningful post-sale growth.
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7. Plan your post-sale life
The sale of your business can be stressful and time consuming so it’s important to
have a ‘light at the end of the tunnel’ to help you keep focused on your reason for
going through the process.
What do you have planned post-transaction? Is a holiday in order? Some new
commercial ventures? Maybe retirement is your plan?
Having a clear vision as to what your life will look like post-transaction will give you
purpose following the sale of your business, and can greatly assist in putting things
in perspective during the sales process.

8. Last but not least, don’t rush
You have invested blood, sweat and tears into your business over a long period of time.
When the time to sell arrives, don’t let all of that go to waste as a result of a rushed sale
process.
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Chapter 2: CHECKLIST
How to prepare for selling your business checklist

1. Engage your advisors early
2. Find out how much your business is worth
3. Preparation is key
4. Plan the sale process
5. Understand due diligence
6. Plan for the future of your business
7. Plan your post-sale life
8. Last but not least, don't rush
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Chapter 3

WHAT IS YOUR
BUSINESS WORTH?
Valuing a business is part art and part science. There is never a clear answer. However,
there is a common starting point.
From an internal perspective, the starting point is to take an extensive look at your
documents: from financial records, to property leases through to employee contracts,
supplier agreements and more. Externally, you need to note any recent sales of similiar
businesses to see how the market is valuing different business types.
In addition, it’s important to note that just like real estate values, the value of
businesses change frequently over time owing to changes in a range of external
factors. Because of this and the complex nature that is assigning a value to your
business, it’s vital to seek the services of an experienced and market-savvy business
valuer to advise you in this area.
Whilst the process of valuing a business is not black and white, outlined here are some
of the more common valuation methods used, as well as some of influencing factors
when it comes to establishing how much your business is worth.

Valuation Method: Capitalisation of Future
Maintainable Earnings (FME)
Many people understand that most businesses are valued on the basis of a multiple of
net profit. Business valuers normally refer to this method of valuation as ‘Capitalisation
of Future Maintainable Earnings (FME)’. It’s certainly not the only method of valuation,
however it is by far the most accepted in the valuation of small to medium sized
enterprises.
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So the question is; what multiple should you use? Is it 3, 4 or even 5 times net profit?
The reality is, there is no golden rule. Across the Australian market place for small to
medium sized businesses, sales data suggests that the average multiple is about 2.5
times FME. There are vast differences however between different industries and
businesses. We have seen businesses sell for above 10 times FME and for below one
times FME and it's often non-financial characteristics that have a major impact on the
multiple applied.
Non-financial characteristics have a major impact on the risk profile of an enterprise
and therefore its value. We’ll show you how in a moment, but first, listed below for
your reference is a non-extensive list of the non-financial characteristics of a
business:

9

Chapter 3: What is your business worth?

So how do non-financial characteristics impact the
value of a business?
Take for example, two businesses; identical in every way, except Business One has a
large number of customers in diverse industries, and Business Two only has two
customers. Which business is more valuable?
Here the answer is likely Business One, as the reliance of Business Two on only two
customers for revenue makes their business a risker option than Business One who
has multiple income sources via their diverse customer base.
Or, consider two businesses, identical in every way, except Business One has 8 years
remaining on its lease term, and Business Two only has 1 year remaining on its lease,
meaning they may need to vacate their premises in the short-term. Which business is
more valuable?
Again the answer is likely Business One as their location is secure, meaning there is
minimal risk that they will need to relocate and experience the associated disruptions
with such a move.

Valuation Method: Market Sales Data
The sale of comparable businesses will also have an impact on accepted business
values. Market sales data normally reflects market demand for different industries and
business types, and is useful in assessing the value of a business.
For varying reasons, some businesses are seen as desirable and popular in the
marketplace, and others are not. As with all trends, this changes over time. It is for this
reason, that it is important to seek advice from market-savvy business valuers who
understand how the market is currently reacting to different industries and business
types, and what impact this has on values.
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Key influencing factors
Regardless of which method is used to find out the worth of your business, there are
key factors that help to determine the valuation of a business across the board. They
include:

External Factors

Intangibles

State of the economy in general
including interest rate levels and the
level of demand in your market in
particular.
How similiar businesses are being
valued.
How many potential purchasers are
interested in the business.
How many similiar businesses in
your sector are on the market.

People
The management's
record of success.
How dependent the
business is on your
own skills, and the
likely extent of your
future involvement.
Experience and
commitment of key
staff.

Goodwill and intellectual property
such as patents and trademarks.
Strength of customer relationships and how profitable they are.
Your business' growth potential.
Economies of scale a new owner
could leverage.

Assets & Liabilities
Value of assets such
as property,
equipment, debtors
and stock-in-hand.
How full your order
book is.
Level of debt and
other existing
liabilities

11

Finance
Historical, current
and projected profits
and cashflow.
How well you control
costs.
Future requirements
for capital
expenditure.

Chapter 3: What is your business worth?
While some of these factors are outside your control and may affect the timing of your
sale, you can take steps to make your business as valuable as possible with planning
and preparation.

Why seek a professional valuation?
Given the sheer number of factors that come into consideration when establishing how
much a business is worth, the importance of seeking experienced and knowledgeable
advisors who understand how to value one properly cannot be understated.
The right advice when valuing a business can mean the difference between an
insufficient sale price and one that can go a long way in funding the next stage of your
life, whether that be travel, retirement or a new business venture.
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Chapter 4

ALL ABOUT DUE DILIGENCE
Due diligence is the process whereby a buyer thoroughly analyses a business with
assistance from their advisors prior to proceeding with an acquisition.
A thorough due diligence will consider financial matters, customer composition, staff
and employment issues, material contracts, intellectual property and environmental
issues amongst a myriad of other factors.
Unfortunately many transactions fall over during due diligence. To circumvent this risk,
it’s essential to seek advice prior to taking your business to market to ensure it is ready
to withstand the rigour of a buyer’s due diligence.

Why due diligence?
Before proceeding with an acquisition, an acquirer will want to have a clear
understanding of what it is that they are buying, what obligations they are assuming and
what risks exist.
So whilst due diligence can seem like an arduous task, it’s important to remember that
it’s the road to closing, not the hindrance.
The due diligence process itself is generally complex, time consuming and expensive for
all parties involved. For this reason, it is vital to ensure that due diligence is completed at
the right time.
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When is the right time to complete due diligence?
The short answer is: it depends.
Generally, the most efficient approach to completing a transaction for all parties is for
acquirers to undertake an initial review of the opportunity. This is most commonly done
through reviewing an Information Memorandum or Prospectus document.
These documents commonly outline all basic details about the opportunity, including
financial performance, industry insights, employee arrangements, and some detail on the
profile of customers and suppliers.
Based on their assessment of the Information Memorandum or Prospectus, quite often an
interested acquirer may be able to place an initial, non-binding proposal outlining their
opinion of the business’ value (often in the form of a rough range), and their wishes for
key contract terms should a transaction proceed.
From here, you and the acquirer can sit down at the negotiating table and discuss
whether, in principle, the acquirer’s proposal is worthy of working with. If the answer here
is positive, it is normally at this stage that the due diligence process should begin. As part
of this process, you will be required to release additional information in a controlled
fashion to enable the acquirer to refine their offer and facilitate the ongoing negotiation of
contract terms.

When is the wrong time to complete due diligence?
For the purposes of efficiency and confidentiality, it is important that due diligence is not
undertaken until there is a reasonable chance that you and the prospective acquirer will
proceed towards completing the transaction.
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On this basis, it is never recommended that due diligence occurs too early in the course
of a transaction. Too often, the involved parties will delve into significant detail and
undertake a rigorous analysis of business financial statements and other operational
records too early in the process. This is normally expensive, time consuming and
generally does not assist the acquirer in making an informed decision, or you in executing
a transaction.

The most important thing to remember with due diligence is that the faster you respond
and the more transparent you are, the more comfortable the buyer will be which helps to
get the deal closed.
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Chapter 5

ABOUT THE PRICE
When it comes to selling your business, there are two primary ways to determine your
asking price: setting a fixed dollar asking price or seeking ‘expressions of interest’. Here
we will look at each in turn, their strengths and weaknesses and which option may best
suit your circumstances.

Fixed dollar asking price
Essentially, this is where your business is marketed for a real dollar amount, for example,
$4,500,000.
This strategy normally assists with the qualification of interested parties, as there is a
clear indication provided as to what level of investment is required to acquire your
business.
Often however, potential acquirers will view your asking price as being at the upper-end or
higher than what is a reasonable value for your company. Hence, you will almost
inevitably receive offers of a lower value to your asking price. A skilled negotiator may still
have the ability to drive your sale price to the asking price or beyond, however this
process can often prove challenging.

Expressions of interest
The other method of setting your asking price is to seek ‘expressions of interest’. This is
where you do not attach an asking price to your business, and ask the market to respond
to you with offers for your consideration.
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When utilising this strategy, the qualification of prospective acquirers takes more time. It is
possible that a number of unsuitable or under-funded acquirers may show interest, so it is
important that suitable vetting processes are in place to minimise confidentiality risks as
part of your sales process.
This strategy is best suited to businesses where it is difficult, or impossible to reasonably
predict what value acquirers will attach to the opportunity. This often occurs with
businesses that are strongly suited to strategic acquirers (like competitors or suppliers).
When marketing a business on an ‘expressions of interest’ basis, it is vital that the sales
process is planned and executed with precision. Importantly, your sales plan should be
designed to ensure optimum levels of competitive tension (which we will look at in depth
in chapter 7) are generated throughout to encourage all interested parties to put their best
foot forward.
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Chapter 6

HOW TO MAKE SALE TIME A
SMOOTH PROCESS
Selling a business can be a turbulent and stressful period for everyone involved.
However, as the seller it is in your best interests to ensure the sales process runs as
smoothly as possible. Putting a solid system in place enables you to control the
process itself. This in turn increases your ability to maximise the sale outcome in your
favour.
Listed below are eight fundamental tips to follow in order to achieve a smooth sales
process and positive outcome. Also included at the end of this chapter is an easy
reference checklist that lets you tick off each tip as you go to ensure you’ve sufficiently
prepared for the sale of your business.

1. Have quality and in depth records
In depth and extended financial records are crucial. The more in depth these records
are, the greater the opportunity there is for an analyst to maximise the business'
attractiveness, as it will enable your advisor to identify either areas to mend or strengths
to emphasise when selling the business.

2. Have accurate and easily explainable valuations
Valuations should be thorough and easily understood. To achieve this, future revenues
and risks need to be accurately modelled. Revenue and profits need to be broken down
to come solely from your core operations with adjustments to costs and revenues from
any peripheral business activities. Once this is achieved and the risks identified (such as
cyber security, supplier contracts etc) you can garner a clear idea of the business value.
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3. Focus on business as usual
When selling a business it is essential to focus on the daily and even future operations
of the business to ensure it doesn’t lose value over this period (which could be weeks
through to years).

4. Thoroughly prepare existing managers
If existing managers of the business are passionate and highly knowledgeable about
the business and its future this can be very attractive to both strategic and financial
acquirers as it can simplify the transition process and help to maximise both cost and
revenue synergies for them.

5. Maintain confidentiality
Confidentiality is necessary for the entire process. Many issues can arise such as rivals
poaching key staff, or the creation of customer and supplier unrest. In order to minimise
these risks a binding confidentiality deed should always be signed with any prospective
acquirers. We look at confidentiality in more detail in chapter 9.

6. Generate competitive tension
Competitive tension created through numerous potential buyers can boost the demand
and obviously the price offered by interested parties. To read more about why it’s so
important and how to create it, simply read “chapter 7: the importance of competitive
tension.”

7. Be flexible with payment options
Offering flexible payment options instead of only one lump sum payment can be beneficial
to both parties. If planned correctly and innovatively, it can reduce risk and generate a
higher sale price for you.
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8. Select the right business buyer
All things going well during the sale of your business, at some point you will need to select
one potential buyer that you proceed with on an exclusive basis in order to finalise your
sale.
But choosing one from possibly many is not always simple. Whilst price is a major driver
in this decision, it pays to look at two other factors as well when determining which buyer
to proceed with.
Factor A: Certainty to complete
The process of completing due diligence, negotiating contracts and
finalising a transaction can be financially and emotionally draining so
it’s vital to ensure the business buyer that you pick will last the distance.
Consider the buyer’s track record – have they completed a number of
transactions in the past? Also look at the resources and energy that
they have invested to date – how serious do you think they are?
If you have strong doubts about a prospective buyer’s chances of
completing the transaction you may need to reconsider proceeding with
them on an exclusive basis.
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Factor B. Terms of the transaction
Many buyers may offer an impressive price for your business. It pays
however to look beyond the price to the terms demanded with any offer.
Some key terms to consider include whether the buyer intends to carry
out a share or asset purchase, their expectations regarding the future
role of directors and shareholders in the business and any demands for
warranty clauses or guarantees to be integrated into a contract.
If the terms demanded are restrictive or unreasonable then the buyer
may not be for you.

Ultimately there are many ways to help ensure the smooth sale of a business. However at
the core of them all reside clear communication, patience and expert assistance. These
three elements combined should contribute to a beneficial outcome for all involved.
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How to make sale time a smooth process

1. Have quality & in depth records
2. Have accurate and easily explainable valuations
3. Focus on business as usual
4. Thoroughly prepare existing managers
5. Maintain confidentiality
6. Generate competitive tension
7. Be flexible with payment options
8. Select the right business buyer
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Chapter 7

THE IMPORTANCE OF
COMPETITIVE TENSION
In the business world, everyone knows that increased competition alters the status quo
in the marketplace. The same applies to the market place for businesses.
Understanding how to drive and shape competition when selling your business can help
drive up the price and lead to quicker and better transactional terms.
So how do you build a competitive environment when selling your business?
How can you make buyers fight with each other to secure your business?
The process you follow will determine your success or otherwise, so it’s important to
leverage proven methods to ensure maximum competitive tension is developed and
maintained throughout the sale of your business.

The 5-step method to creating competitive tension
Our ample experience in selling businesses has enabled us to develop an efficient 5-step
method that helps you not only create, but maintain competitive tension throughout the
entire selling process.

Step 1: Build a comprehensive & detailed list
of 'target buyers'
A target list is a list of parties that you predict could likely have some interest in acquiring
your business. This target list is used by your advisor in their process of confidentially
approaching and understanding the initial interest of potential acquirers.
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What is a target list?
A target list is a list of companies, parties and individuals that you
predict could likely have some interest in acquiring your business.
Who should you include in your target list?
Your target list should be comprehensive, including as many
potential acquirers as possible (typically, our target lists will contain
between 100 and 200 targets). In general, the larger your target list,
the better your chances of finding a buyer who can successfully
complete an acquisition.
Generally it is worthwhile to consider including parties such as your
direct competitors, customers, suppliers, similar businesses, high
net worth individual investors and private equity groups.
When assessing who to include in your target list, it pays to consider
what parties may gain synergies (like economies of scale or cross
selling opportunities) from acquiring your business.
Where do you source your targets?
There are a number of market-leading database tools that your
advisor should use to help you in compiling a target list of potential
acquirers.
The larger the list the better
As a general rule, the larger your target list, the better your chances
of finding a buyer who can successfully complete an acquisition. It's
important to not rule out those parties who may, at face-value, seem
unlikely to have any interest in acquiring your business. The truth is,
it is impossible to predict this without including them in your process
and discussing the opportunity with them.
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Step 2: Research each of your ‘targets’
Research each of your targets to understand their trading performance, their appetite
for buying businesses similar to yours, and their experience in executing business
transactions, as well as their ability to fund the transaction.

Step 3: Rank your ‘targets’
Based on your research, rank your targets in order of whom you think is most likely to show
interest, and is most likely to have the financial capacity and skills to execute a transaction.

Step 4: Go to market
Typically, your M&A advisor will systematically and relentlessly contact each of your targets
on a confidential basis. Initial discussions should aim to assess each target’s appetite for
completing a transaction, and at a minimum, each target should agree to basic
confidentiality terms before the identity of your business is released.

Step 5: Dictate the process
For those parties who show interest, it is important to be clear on what process will be
followed. A common process may look something like this:

By being clear on the process from the outset, you will place yourself in a firm position of
control. The cumulative effect of setting out the same process with multiple parties at the
same time means you will be in a powerful position to drive competitive tension throughout
the transaction.
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SLOW AND STEADY WINS THE
RACE
When potential clients start discussions with us about selling their business, most times
they have already made the decision to sell, with sooner rather than later as the preferred
timeframe.
Whilst we are often asked “how quickly can you take my business to the market?” or,
“can you start approaching prospective acquirers straight away?” it’s imperative to note
that rushing to the market is filled with danger, and more often than not will actually slow
the process down, and generate inferior outcomes.
Some of the downfalls of rushing to market are as follows:

It places you in a position of weakness
By properly preparing prior to going to the market, you will be in a greater position of
control. This comes from the ability to approach your target list of prospective acquirers in
a planned and methodical manner, and determining how best to release information to
prospective acquirers in a confidential manner, whilst both generating and maintaining
competition.
Conversely, if you’re not prepared, the approach to prospective acquirers becomes jolted
and unplanned, with an inability to release appropriate required information to potential
acquirers in a smooth fashion. This diminishes your chances of developing competitive
tension, and lowers your market credibility.
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It will not speed up the process; it may actually slow
it down
Proper preparation allows you to move towards and into the due diligence stage of the
transaction more quickly. During due diligence, a prospective acquirer will expect to review
and analyse a range of documentation on the business’ performance, and relating to key
risk factors that may impact on your business’ future performance.
And previously mentioned in “chapter 4 all about due diligence" when it comes to due
diligence, the faster you respond and the more transparent you are, the more comfortable
the buyer will be which helps to get the deal closed. But if you rush to market, chances are
that you will be ill prepared for the rigours of a due diligence process, which is the point
many sale negotiations break down.

Insufficient legal and accounting advice
Far too often, business owners rush to sell their business without giving proper
consideration to accounting and legal issues. Acquiring professional accounting and legal
advice (before you take your business to the market) allows you to both maximise your
after-tax proceeds from the sale as well as minimise any legal risks, which could emerge
from the transaction.
In our experience, preparation is key
when it comes to selling your business.
Rushing to market will not only result in a
haphazard sales process which leaves
you in a less than ideal negotiating
position but will also eliminate any
chance of achieving the maximum sale
price and optimal outcome you deserve.

27

Chapter 9

WHY CONFIDENTIALITY
IS A MUST
For most business owners, confidentiality is a must when selling their business for various
reasons. These can include safeguarding your customer and supplier relationships,
protecting your trade secrets and proprietary knowledge from competitors, and lastly,
ensuring your staff are not distracted from their day-to-day roles.
So how do you maintain confidentiality? Here are 4 steps to implement that will ensure
confidentiality from the commencement to the completion of the sale of your business.

Use an M&A advisor
M&A advisors are well versed in managing the confidentiality constraints involved in
completing the sale of a business. In their role as an intermediary, they can ensure the
identity of your business, as well as any confidential information relating to your business
is kept secret from prospective buyers, until such time that the prospective buyers have
agreed to a range of confidentiality terms, and are thoroughly qualified.
From this point onward, your M&A advisor can release any required information to the
prospective buyer in a careful and considered manner, ensuring your best interests are
protected, whilst still generating plenty of genuine buyer interest.

Ensure all prospective acquirers are carefully vetted
Prospective acquirers should always be carefully vetted and qualified before any
information, which could potentially identify your business is revealed.
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As part of this, it is important to research any prospective purchasers thoroughly before
making contact. Your research may reveal details about your prospective purchaser’s
financial position, or their interest in completing acquisitions. This can allow you to make
a measured assessment of their seriousness before discussing your opportunity with
them.
Further, any initial conversations with a prospective buyer should be structured to ensure
that a clear understanding is gained of their intentions, as well as their financial position.
Your M&A advisor has the skills, experience and resources to ensure all prospective
buyers are thoroughly vetted and qualified before discussions proceed to the next level.

Execute a confidentiality deed
Once you are comfortable with a prospective buyer’s intentions, it is important that a
binding confidentiality deed is executed prior to disclosing the identity of your business or
any proprietary business information.
Your confidentiality deed should specify that the prospective buyer cannot disclose any
details revealed to them about your business to anyone, without the express written
permission of you or your M&A advisor.
This is a vital level of protection to ensure confidentiality is maintained throughout the
completion of your divestment.

Release all information in a careful and considered
manner
Following the execution of a confidentiality deed, the identity of your business, and key
information required by a potential acquirer to assess the acquisition proposal should be
released in a careful and considered manner.
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It is important that the specific information released to each prospective acquirer is
weighed up on a case-by-case basis, pending the risks associated with each prospective
purchaser. For example, extra caution may be taken when releasing information to a direct
competitor.

Most importantly
If at any point while negotiating with a prospective buyer it seems that their intentions are
not legitimate, it is important that discussions are ceased and that all information released
to the potential acquirer is returned to your M&A advisor.
The damage to your business and to its sale prospects may be immeasurable if
confidentiality is not maintained, so it pays to ensure these four tips are followed, and care
is taken at all times.
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MANAGING BUYER
EXPECTATIONS
Successfully managing buyer expectations during the sale of your business is an
essential step towards ensuring the success of the sales process, as it can quite often
make or break a deal.
To understand why this is so, it’s important to look at the process from a buyer’s
perspective. For a buyer, the potential acquisition of a business can be a daunting
undertaking, with a high degree of stress brought on by the risks of a substantial financial
investment.
Given their uncertainty and stress, successfully managing their expectations throughout
the sale of your business is vital in fostering a high degree of trust and good faith
throughout negotiations, whilst simultaneously minimising the chance of your deal falling
over at the eleventh hour.
So what are the best ways to successfully manage buyer expectations during the sale of
your business?

1. Clearly define your expectations
Before you take your business to market, it’s important to consider and clarify your
expectations about the structure of the deal with your M&A advisor. This can include
factors such as the future role of directors and shareholders, your openness to deferred
payment terms, your sale price expectations and the anticipated timeframe to complete the
sale. This helps to establish transparency from the get-go, which is an important element in
fostering trust with potential buyers.
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2. Build and maintain trust and rapport
Building rapport and trust early on in your discussions with potential acquirers will greatly
assist you to manage their expectations during the sale of your business. As part of this,
meet prospective buyers early in your negotiations, and ensure communication is open
and transparent at all times.
Be clear with prospective buyers about your expectations for the sale, and how you
envisage the transaction playing out. This will help foster a two-way dialogue and
promote good-faith negotiations throughout the completion of the deal.

3. Honesty is key
Honesty and transparency are key to managing the expectations of buyers during the
sale of your business. If there are major issues or problems with your business it is best
to be open and transparent about these with prospective buyers.
The alternative will more than likely result in the buyer discovering those problems and
issues during the latter stages of a deal, which could threaten to derail the deal and will
invariably lead to an erosion of trust.
Observing these three tips will greatly assist in managing buyer expectations during the
sale of your business, and as a result promote a better outcome for you in the sale of
your business.
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THE MOST IMPORTANT PART
OF THE PROCESS..YOU
By now you’ve read all about what’s involved, what needs to be done and more when it
comes to selling your business. But what about you?
For many business owners, selling the business represents the culmination of years of
personal effort and commitment, rewarded by the freedom that a successful sale can
bring.
And in most cases, selling up will be a major milestone, akin to selling a house, getting
married or having children. Given this, it is almost unavoidable that you will experience a
range of emotions during the sale process. Quite often, confronting one’s emotions can
be one of the greatest challenges at sale time.
Even though managing the emotional roller coast can be difficult, it’s vital to do. Failing
to keep your emotions in check will invariably result in poor, emotive-based decisionmaking, which can severely hamper the sales process and cause an unfavourable
outcome.
So while we have looked at how to plan and prepare your business for sale, now is the
time to look at you. How can you prepare yourself for selling what is a huge part of your
life? How can you stay on an even-keel emotionally when selling something you have
worked so hard to build? How will you deal with letting go of a large part of your identity?
The answers are not easy, but we have outlined several actions you can take to help
make the sales process a positive one for you.
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Speak with your advisors
Your advisors, including your accountant, lawyer and M&A advisor are there to help you.
Trust in their experience and listen to their advice. Your advisors will not have the same
level of emotional attachment to your business as you, so if things get heated it pays to
listen to their advice. These professional advisors can assist you to make informed,
rational decisions throughout what is often a challenging and emotional process.

Get some support
Engaging the services of a counsellor during the sale process will help keep things in
perspective and plan ahead for what will often be a remarkable change to your day-to-day
life.

Plan ahead
Just as you once made business plans, it’s now time to devise a ‘business sale plan.’ This
document should help you envision what life will be like post-sale and act as a support
through the emotionally challenging times of selling your business.
This document should outline your reasons for selling, what you want from the sale
(e.g. proceeds, an ongoing consultancy role), desired timeframes for the completion of
the sale, the best approach to achieve your desired outcomes and more.
At the end of the day the process of selling a business is generally challenging, time
consuming and stressful so it’s important to understand that it won’t be easy at times.
Knowing and accepting this fact before committing to the sale of your business is crucial.

And by taking some or all of these steps, you can be assured that you will minimise some
of the stressful times, maximise the sale price of your business, and avoid too many
sleepless nights throughout the process.
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Bonus tips!
Here’s an extra 4 tips to help keep your emotions in-check when selling your business:
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NOT READY TO SELL YET?
HOW TO KEEP YOUR BUSINESS
SALE READY
Perhaps you’re not ready to sell yet. Well then you can dismiss everything you’ve read so
far. True? No. Not at all.
Whether you choose to start the
selling process today, next week,
month or year, there is no time like the
present to start planning.
To ensure you receive the best sale
price possible when the time arrives,
it’s important that as you continue
to work on the business and focus
on the day-to-day, you should also take the time to view your business through the lens of a
long-term perspective.
Taking a step back on a regular basis to evaluate your business objectively enables you to
ensure it remains on-track and is performing well and achieving revenue, growth and
profitability goals. Conversely, it also enables you to identity problems areas that need
addressing before time exacerbates them.
There are a myriad of ways you can keep your business ready for sale. We have listed some
of the financial and operational elements to address in your business to help it stay saleready:
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How to keep your business sale-ready
An annual review to ensure the business is on-track & achieving
projected growth rates.
A regular review of all operations to identify & rectify potential or
current problem areas.
Ensure accurate & up-to-date documentation and financial
statements at all times.
Ensure your premises are presentable before going into market.
Ensure your lease terms are favourable.
In addition, it’s important to ensure your business is future-ready. Maintaining the status
quo is often not enough to keep up or overcome your competition. Here are several ways to
invest in and innovate your business:

Reinvest capital in areas such as marketing, technology, people,
systems and training etc.
Create market leaders in your business industry via training and
personal development.
Launch additional products or services that complement what you
already offer.
Invest in staff that share your vision. A friendly and productive
staff culture is crucial to any successful business.

As with most things in life, success requires planning and preparation. Starting your exit
plan and strategy today will help you maximise the sale price of your business at exit-time,
creating the solid financial foundation you deserve for the next stage of your life.
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CONCLUSION
If you’re interested in finding out more about selling your business and how we can help
you, please don’t hesitate to contact us on 1300 784 667 (1300 QUINNS).
QUINN M&A is a market-leading mergers & acquisitions (M&A) firm that provides expert
advice on the sale, acquisition, merger and valuation of companies with an enterprise
value of between $1million to $50million.
Part of an integrated financial and legal services firm (The Quinn Group), QUINN M&A
can work independently, or in conjunction with the firm’s accounting, bookkeeping,
business advisory, financial planning, legal and taxation arms to deliver a holistic
solution for you.
We are expert generalists across the space of buying and selling businesses, and are
here to provide you with the support and guidance you need from the commencement
to the conclusion of selling your business.

Why choose Quinn M&A?
As expert M&A Advisors specialising in selling businesses worth between $1 million and
$50 million, we’re often asked how we differ from Business Brokers. In many cases,
Business Brokers and M&A Advisors are seeking the same result for their clients - the
successful sale of a business.
The differing approaches and skill sets of Business Brokers and M&A Advisors to this
task will often impact on the result achieved, so it’s important to consider these factors
when deciding whom to engage to sell your business.

38

What are the differences between M&A Advisors &
Business Brokers?
M&A ADVISORS

BUSINESS BROKERS

Typically sell businesses valued in excess of
$1million

Typically sell businesses valued at less than
$1 million

Background in finance, law or accounting

Background in sales or real estate

Typically sell businesses to competitors,
private equity groups and high net worth
individuals

Typically sell businesses to individuals or
families who plan to work in them full time

Typically sell businesses under full or partial
management

Typically sell owner-operated businesses

Engage in a targeted marketing campaign
with a custom list of likely buyers

Advertise on business for sale websites and
in newspapers
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A bit about our process..

40

Providing the Total Solution
Quinn M&A focus on delivering comprehensive, market leading advisory and deal
execution services for businesses and companies with an enterprise value of between
$1million and $50 million.
Our expert advisors understand that the needs of every client will differ. Accordingly we
always ensure that our advice is moulded to suit your unique needs.
At Quinn M&A our expert dedicated team can provide you with advice in the following
areas:
Business sales, acquisitions and mergers (advice and execution)
Business, company and share valuations
Exit planning advice and strategies
Due diligence advice
Specialist taxation advice
All legal requirements
With seven convenient offices on the east coast of Australia, we're here for you.
Contact us today to find out how we can help.
Phone: 1300 784 667 (1300 QUINNS)
Email: info@quinnma.com.au
Head office mailing address: PO Box 161, SUTHERLAND NSW 1499
DX address: DX 4521 SUTHERLAND
Office Locations
Sydney CBD NSW - Melbourne VIC - Brisbane QLD - Neutral Bay NSW - Penshurst NSW Sutherland NSW - Penrith NSW
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