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Is this buyer the best one for your business? 

Each buyer and business are unique. If there is a poor fit between them then the likelihood of a 

transaction closing will be very small.  

In an ideal world the buyer will understand your industry, have direct operational expertise in 

your area, have access to funding, have a strategic plan to grow the operation and will be happy 

to give you reassurances that your staff will be well looked after. This of course also assumes 

that they offer you acceptable price and terms, 

Although this sounds reasonable the reality is that these are only a few of the many variables that 

can come into play when deciding if your business is a good fit for that buyer. These may 

include: - 

• What type of buyer are they and what is their motivation? 

• How does this type of buyer fit with the type of deal you are looking for your company? 

• Will this buyer need your team to remain on board post sale? Is this important to you? 

• Is your Income level right for this type of buyer?  

• Will they still consider your company if it is marginally profitable or loss-making, even if 

there are extenuating circumstances why the last 12 months were that way? 

• Are they looking for a company to run, a financial investment or a “platform” or “add-

on” acquisition? 

• Do you have any customer concentration issues that may be a problem for them? 

• Are they looking for a business that have barriers to entry that safeguards your business? 

• How does your company fit with their strategic plan? 

• Are they looking for a business that has scalability? Does yours fit? 

• Are they looking for a business with synergies? Does your fit? 

• Would you be part of a roll up? 

• Would you simply be part of a merger driven by efficiencies? 

• Do they have capital to expand your business and realize the strategic goals you have 

been focused on achieving? 

• Do you plan to stay after the close? Is this something they are keen on. 

• Are you reliant on “talented operators” that are free to vote with their feet if they don’t 

like the buyer and how things will change for them when the transaction closes? 

These are only a few of the problem areas that may arise whilst meeting with prospective buyers.   

One way to avoid this is to take a hard objective look at your business to honestly assess its 

current strengths, weaknesses, expansion opportunities and challenges. Doing this will help you 

determine what an ideal buyer needs to bring to the party. Is it access to markets, capital, 

synergies, management expertise, economies of scale, international expertise, a customer 

diversity that can help any concentration issues you may have etc.?   

Producing a list of desirable “good fit” buyer attributes will help you assess who you should 

consider talking to and who you should avoid.  
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You need to avoid getting involved in expensive, time wasting discussions with buyers who are 

not a good fit. This might seem obvious, but the mergers & acquisition arena is full of sellers 

who have not even consider this. Many are flattered by any approach they receive, have an 

unrealistic view of what their company is justifiably worth, and are also content to simply talk to 

the first buyer that approaches them. Talk to a specialist who can help you through the process 

and distinguish between the buyer types that make the most sense. 

You have spent years of blood sweat, toil and tears building your business and legacy. Is taking 

risks and cutting corners when you sell it the smart thing to do?  

Call (310) 546 1016 or email Rmacdonald@agstrategicadvisor.com  to find out more and see 

how we can help you. 
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