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What you should do when a potential buyer asks if your company is for sale 

Most business owners I meet tell me about buyer approaches from prospects interested in buying 

their business. These include letters, email and telephone calls from intermediaries, investment 

bankers, individuals, or even competitors. They can be direct inquiries or indirect with messages 

like “We have/are a qualified buyer that wants to buy your business”. 

Whilst it’s always nice to feel wanted you’ve got to keep in mind that no matter the nature of 

their inquiry the one underlying fact is, they will not understand your business the way you do. 

Any public records they have access to may be incorrect, out of date, inaccurate or simply 

wrong. I recently talked to the owner of a company I am representing who had just received an 

inquiry from a buyer who did not even know what his company did!  

Promises of inflated multiples and high purchase prices will also change substantially based on 

operating specifics of your company, the type of buyer, the deal terms that accompany the price 

and many other factors etc. If it sounds too good to be true it probably is! 

To safeguard your business your first reaction should be “it’s not on the market and I’ve never 

considered it”. Telling them that your company is not for sale is key as you do not want rumors 

circulating that could damage your business. Giving an “open to offers” response, without 

having a confidentiality agreement in place, is a bad idea. 

Making it clear you are not interested will help avoid the following potential problems: 

If it is a competitor: 

• Anything they learn may be used against you especially if there is no confidentiality 

agreement in place. 

• Even though they are in the same business they are making an approach based on limited 

public information that is available. 

• Talking to a single buyer may mean you are missing out on a better option that may result 

if several buyers were involved in the process. 

• If safeguarding your team is a key part of your exit strategy then keep in mind that a 

competitor’s acquisition plan will probably include driving efficiencies, which may 

include merging teams and shedding staff. 

• Competitors may pose as buyers to find out confidential/proprietary information about 

your business 
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If it is an intermediary that approached you on a buyer’s behalf: 

Questions on their Buyer could include: 

• Is this a real buyer or a fishing expedition? 

• Can they provide specific information on the type of buyer-strategic/financial/family 

fund/equity group, competitor etc. (see my other posts for the differences) 

• Why are they interested in your company? 

• What specifically do they know about your company? 

• Did they ask the intermediary to contact your company or are you one of several? 

• How is this buyer funded? 

• How does this buyer structure acquisitions-minority/majority stakes/asset or stock 

purchases/treatment of working capital etc.? 

• What valuation approaches do they use? 

• When did they last acquire a company (with specifics)? 

• What do they own in your sector/what expertise do they have in your business area? 

• Do they have any minimum revenue and EBITDA requirements? 

If the are evasive or their response is we can only give you this information after you meet then 

alarm bells should ring. 

Remember the saying about the Trojan Horse, “Beware Greeks Bearing gifts”. It is important 

that you remain guarded and to do the necessary diligence on any approach you receive. 

It is better to be a master of your own destiny than a victim of someone else’s. Whilst an 

approach is flattering it is better to move through the process under your terms with the right 

safeguards in place.     

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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