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If you are thinking of selling your business, it is never too early to start planning.  

In fact, you should always be preparing your business for sale, even when it is not on the market. 
Ensuring that your business is in robust health prior to inviting potential buyers to consider purchasing 
it can improve pricing and reduce the time to complete a transaction.  

Sorting out any shortcomings as you go along is not only good business practice but will also have you 
prepared for the unexpected, as you never know when the opportunity for a sale may arise.  
You will only be able to sell your business if there is someone willing to buy it. The better shape that the 
business is in, the more you are likely to receive for it.  

It is important to prepare your business for sale, firstly to achieve a sale and secondly to maximize the 
sale price.  

Why is preparing your business for sale important?  
Prepare your business for sale by identifying areas for improvement and outlining any changes or 
opportunities that will help to facilitate an optimum sale price at the right time.  

Begin with the end in mind  
Your values and ambitions will help guide you in determining your objectives, which may include 
considerations such as:  

• Maximizing the total value received for your business; 
• Obtaining support (financial or other) for strategic growth initiatives; 
• Achieving financial security and reducing investment risk; 
• Securing long-term employment; 
• Pursuing a new venture or a hobby; 
• Retiring early (or late); 
• Preserving the well-being of existing employees, customers and suppliers. 

The Business Profile  

The first step in preparing a business for sale is to develop a professional business profile and a listing 
which will outline the full scope of the business both past, present and future.  

A buyer will feel much more confident if they can see that forward planning has taken place.  

This business profile will involve the careful analysis and review of various business processes and 
elements ultimately enabling the prospective buyer to have a clearly defined picture of the business’s 
current and future operations.  
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The business profile should include:  

• A detailed overview of the business; 
• Detailed descriptions of: 

o The administration and operations of the business; 
o The facilities and business premises (if included in the sale); 

• A detailed growth strategy 
• An accurate financial scenario to forecast company resources and build a workable business 

strategy over the next three (3) years. 

Financial Projections and Reporting  

It is vital to complete the normalization of the financial information to provide a reasonable and critical 

assessment of the value of your business based on:  

• Your specific knowledge of the business 

• Manual results and analysis of intangible assets 
• Current market conditions 
• Future growth potential 

The accuracy and realistic projections of your financials are critical to the sale of your business.  

Note: Prospective buyers will analyze your financial statements ensuring they are investing in a business 

where they will realize a healthy return on investment.  

EBITDA (the real “bottom line”)  
EBITDA simply means earnings before interest, taxes, depreciation and amortization and is used in 
the business brokerage and mergers and acquisitions worlds as a “magic number” to apply multiples 
to. EBITDA is virtually the same as the total owner’s discretionary cash flow without the owner’s salary.  

The true purpose of adjusting or recasting income statements is to determine either EBITDA or owner’s 
discretionary cash flow.  

With these numbers you can apply a valuation multiple to determine what the business is worth and 
whether or not any particular business can service the debt required by a buyer and pay them the salary 
they want to live on.  It is recommended that you seek the assistance of a qualified accountant or 
Chartered Business Valuator when performing valuation calculations.  

 


