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Why selling your business yourself may mean leaving dollars on the table? 

There is no reason, in theory, that should stop you from selling your own business. After all, you 

are a talented owner and doing things yourself can have many benefits including: 

1. You get to control all aspects of the process. 

2. You will save the cash on intermediary’s fees. 

3. You get to pick and choose who you talk to. 

4. You control all communication. 

5. You are an excellent negotiator so can get the best deal. 

6. You know your business better than anyone else will ever know it 

This may be especially attractive if you get an out of the blue approach from a competitor in your 

sector who wants to buy your business. What have you got to lose? You like them, they seem 

like good people and there are synergies that would make sense for both companies. After all 

you have your CPA and attorney as allies to watch your back. You are also smart and educated 

and have years of experience running your company so what can go wrong? 

Some owners have a lot of experience of buying and selling companies, some do not. If you are 

in the latter camp, then these are some things you should consider before you make this move: 

1. If a buyer has approached you and you have nothing to compare your offer against then 

you may be getting low balled. 

2. As they approached you and you responded then they know you are interested in 

entertaining a sale. Having a competitor know this without a confidentiality agreement in 

place could cost you and leave you in a bad spot if nothing happens and rumors then start 

circulating to customers, suppliers and employees that the company “is up for sale”. 

3. Are they the “best fit” buyer for the company that will pay you highest price? 

4. You have no go-between or buffer so as negotiations get tough, as they will, this can lead 

to a break down in the relationship which is a bad position to be in if you must patch it up 

and work together after the sale. 

5. How do you know if the buyer has the financial capacity to buy your company? How do 

you vet them? It may surprise you but even in larger deals, such as the failed multi-

billion-dollar Vizio acquisition, it allegedly failed due to the buyer not having access to 

the appropriate level of capital to close the deal. 

6. How do you balance the buyer demands for information on your business whilst still 

focusing on running your company at the same time? 

7. What do you do to ensure confidentiality with external parties as the process develops? 

8. Do you understand how companies are valuated and whether the offer is realistic? 

9. Do you understand the stages in the sales process and what will be involved? 
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10. Does your attorney and CPA have direct deal experience or are they going to learn this as 

they go through the process? 

11. Have you considered the implications of the terms of the sale? 

12. What about the tax implications? 

13. Does it make more sense to be structures as an asset or stock sale? 

14. What about negotiating the working capital component? 

15. Have you a good handle on where your company is currently placed as an acquisition 

target and what issues you should have tackled to avoid issues as you move through the 

sales process? 

16. How do you know if they are serious buyers or simply using the opportunity to learn 

about your business so they can offer your customers, suppliers or employees deals to 

take them away from you by using what they have learned? 

17. Are your professional advisers acting in your best interest in this transaction? 

This is only a brief selection of some of the riskier areas that can come into play if you go it 

alone. Many of these can cost you dearly. Getting an expert involved that understands the 

process and helps, advises and works with you through it might not be the false economy you 

thought it was.  

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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