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Think of selling your business as along, tough journey into the backcountry.
You will encounter plenty of obstacles, but if you pack right, you’ll be fine.

Consider the following questions before you start your trek:

@ 1. What are your pull factors?

2. What information do you need to collect before putting your business on
the market?
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Structuring a successful sale of your business is about maximizing your

leverage, and nothing allows you to negotiate with more confidence than

multiple bidders vying for your company. Consider the following questions to

drum up interest from potential acquirers:
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3. What questions could you pose to an acquirer to get them talking?

4.Thinking of your industry, what types of companies seem to be most
attractive to acquirers now?

5.What do you see as the pros and cons of selling to the following buyer types:
i) Individual investor
ii) Private equity group

iii) Strategic acquirer

6.What’s the best way for you to answer the question: Why do you want to
sell?

7.What impact do you anticipate selling your company to have on your
employees?

8.What will you do to protect your employees when you sell your company?

9.What’s your plan for communicating the new that your company is being
acquired, to your employees?
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Selling your business can feel like a David-versus-Goliath battle. You may
find yourself negotiating with a mercenary acquirer who makes a living
from buying companies for less than they are worth. Consider the following

questions for how to punch above your weight class in a negotiation:

10.What should you look for in an external advisor? For example intermediary
or M&A lawyer.

11.What are the pros and cons of negotiating the sale of your business without
an intermediary?

12.What are the deal terms that are most important to you?

13.What goal(s) are you comfortable tying your earn-out to?

14.What are the pros and cons of the various deal structures described in the
book?

15.What is your best alternative to a negotiated agreement (i.e. BATNA)?

16.What sorts of P&L adjustments can you justify to increase your profitability
in the eyes of an acquirer?

17.In what ways has your appetite for risk evolved as the value of your business
has increased?
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Consider the following general questions:

What is one selling tip that you think will be the most helpful for your
company?

Of the entrepreneurs featured in the book, who did you relate the most to?

What question would you like to ask the author?

What were the subjects from the book that you would have liked to hear more
on?

What advice did you disagree with in the book?
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Gurious to learn more about the trilogy of books designed to help
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