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10 Questions to ask before selling your company 
 
So you have decided to sell your business. These ten questions will make sure you are getting your strategy right 
so that you maximise your returns. You have put a lot of time and energy into building your business so giving 
some careful thought to what you want and how you do it will greatly improve your return. Some three quarters 
of companies offered for sale are not completed. Score yourself in the table at the end. 
 

1.  Are you sure you want to sell your business? 
It is a complicated, time consuming and stressful process to sell your company. Make sure that you have explored 
all your options as there may be more than you think, much will depend on what you want to achieve. Do not be 
rushed into taking action before you have thought through all the options. 
 

2.  Do you have more than 2 years to sell? 
The process of selling your company is usually a slow one. Six months can be quick, a year is common and it may 
take longer if you are in the wrong place in your industry cycle. The more time that you have the better prepared 
you can be and the easier it will be to sell. It is also likely to get you a better price. The more time you can give 
yourself and your advisers the better. 
 

3.  Have you had your business valued? 
Having a valuation is helpful in setting expectations. It is an art rather than a science as there are many ways of 
valuing a business. The main ways to value your company are by assets, property or machinery for example, or by 
profit. It is usually a combination of both these historic figures. The buyer is looking to the future and the better 
that looks the more they will pay. It will depend on many things; where you are in your growth cycle, how well 
organised you are, your distribution or products for instance. Generally, the more potential buyers you have the 
more likely you are to get a better price. The good news is that the longer you have then the more you can build 
your company to add value to the final buyer and yourself.  
 

4.  Do you know what you want to sell? 
This is a more complicated question than you might think. Look at your assets and how the business generates 
income. You may be able to separate them, such as property, which will give you more options. The company 
may own assets that you want to keep so you will need to take them out. There is also a technical question about 
whether you sell the shares or separate out the assets to sell leaving you to pay debtors. Your accountant or tax 
advisor will help you with this. Make sure you check areas like intellectual property, information technology and 
research.  
 

5. Can your employees run the business without you?  
Your business will be worth more if it can. If it can't then you need to either stay on or to find an individual or a 
team who can manage it. If the business can't survive without you, consider winding it up and selling the assets 
separately.  
 

6.  Do you have a potential list of buyers? 
The advantage of having a list is two-fold. First, you can develop your business to be of more value to certain 
types of buyers. Secondly, you are more likely to generate competition from two or three potential purchasers. If 
there is no interested party then it can only wound up and the assets sold paying the debts as they become due.  
 

7.  Have you taken tax advice?  
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Tax is often the largest amount to come off your sales proceeds. Please speak to your tax adviser as soon as you 
begin to think about selling and you are reading this so do it now! The longer you have the more that you are able 
to do to lessen its effect. 
 

8.  Is your paperwork in order?  
The better prepared you are the easier the transaction will be. The buyer will be more confident, the due 
diligence process will be quicker and your stress will be less. Expect to provide at least 3 or more years of 
statutory accounts (profit & loss, balance sheet). Be prepared to show your management accounts and any cash 
flow forecasts. In addition, you need to prove that you own what you are selling so have all the documentation 
available. Don't forget areas like intellectual property which adds great value. Potential buyers will want to know 
everything so have non-disclosure agreements ready. You will also need a business summary/information sheet 
for marketing purposes. They will want to know about your contracts with your employees as well as your 
suppliers. There will be a lot more required as you get closer to the final contract. 
 

9.  Do you have the team to make it happen? 
Selling a business needs new and often complex financial, legal and broking skills. It is a steep learning curve and 
takes up a lot of management time so make sure you have good professional support. It will also reduce stress 
leading up to the final negotiations. 
 

10.  Have you got a detailed plan? 
Selling your business is complicated and takes a lot of time. Split the process into three distinct areas. The first is 
preparing the company for sale. The next is finding a buyer and the third is doing the transaction. The plan will 
organise your thinking, save you time and get you with your team focused on the outcome. It will allow you to 
concentrate on increasing the value of the company most. 
 

Qu. 
No. 

Question Score 
(1-10) 

Comment 

1 Are you sure you want to sell your business?   

2 Do you have more than 2 years to sell?   

3 Have you had your business valued?   

4 Do you know what you want to sell?   

5 Can your employees run the business without you?   

6 Do you have a potential list of buyers?   

7 Have you taken tax advice?   

8 Is your paperwork in order?   

9 Do you have the team to make it happen?   

10 Have you got a plan?   

 
Total 

  
/100 

 

Less than 50 and you have a lot of fundamental work to do before going to market. The higher your score the 
more you can focus on growing value. Talk to me about my Exit Coaching programme which will support you 
through the preparation and growth process. Return this to organise a meeting. 


