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Checklist: Planning the sale of your business 
By Mike Robson 

 
 

When developing your 

business for sale, consider the 

following criteria from an 

acquirer's perspective. In 
general, the higher you score 

the higher your sale value is 

likely to be. 
 

Your market 

Do you have a clear marketing 

proposition in all of the markets you 

serve? 
 

Do your products and services have 

real advantages over those of your 

competitors? 
 

Are you the market leader or a 

significant presence in the markets 

you serve (attractive to strategic 

investors)? 
 

Is the market expanding - can you 

access adjacent markets that are 

expanding? 
 

How easy is it for the acquirer to 

replicate your service in other sectors 

or geographies? 
 

Are your products or services 

attractively branded - do you and they 

have a good image? 
 

Have you business streams that are 

peripheral to your core business (a 

potential nuisance for an acquirer)? 
 

Is client loyalty dependent on the 

current owners of the business? 
 

Are there any economic, political or 

legislative threats to your business? 

 

Your management 

When you have left, will you leave 

behind a robust and complete 

management team with: 

 The correct mix of knowledge, 

skills and experience to operate 

the company day-to-day? 

 The motivation to take the 

company forward? 

 A track record of working well 

together? 

 The ability to operate without 

help from you? 

 The ability to work with an 

acquirer? 
 

Your results and risks 

Are the following on an upward 

trajectory? 

 Turnover 

 Maintainable earnings (profit after 

tax excluding exceptional items) 

 Cashflow 

 

What is the quality of the revenue 

stream? 

• Transaction based or ongoing 

• High or low levels of repeat 

business 
 

Is there a strong balance sheet? 
 

Is there a reliance on a small number 

of customers (any customers over 

10% of revenue)? 
 

Is there a heavy reliance on one 

supplier - includes the bank as a 

supplier nowadays? 
 

Is there a potential liability to past 

customers? 
 

Your Company 

Has compliance with industry and 

statutory requirements been strong? 
 

Is there any major or unquantifiable 

litigation pending? 
 

Are there minority shareholders and 

are their interests in line with the 

major shareholders? 

 
 
 

Are your staff sufficiently smart, 

motivated and trained? 
 

Is staff turnover low? 
 

Are premises adequate for future 

needs? 
 

You 

Do you have good reasons for selling? 
 

Is there a danger of you 

competing directly or indirectly? 
 

Will you cover the 

necessary warranties? 
 

How will potential acquirers score 

you and how can you improve 

that score? 
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your business.  In 2013 the 

aggregated turnover of our 5 

most engaged clients increased by 
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Important Notice 
© Copyright 2015, Bizezia Limited, All 

Rights Reserved 

  

This article appeared in Better Business 

Focus, published by Bizezia Limited ("the 

publisher"). It is protected by copyright law 

and reproduction in whole or in part 

without the publisher’s written permission 

is strictly prohibited. The publisher may be 

contacted at info@bizezia.com (+44 

(0)1444 884220). 

 

The article is published without 

responsibility by the publisher or any 

contributing author for any loss howsoever 

occurring as a consequence of any action 

which you take, or action which you 

choose not to take, as a result of this article 

or any view expressed herein.  

 

Whilst it is believed that the information 

contained in this publication is correct at 

the time of publication, it is not a substitute 

for obtaining specific professional advice 

and no representation or warranty, 

expressed or implied, is made as to its 

accuracy or completeness. Any hyperlinks 

in the article were correct at the time this 

article was published but may have changed 

since then. Likewise, later technology may 

supersede any which are specified in the 

article. 

  

The information is relevant primarily within 

the United Kingdom but may have 

application in other locations. 

 

These disclaimers and exclusions are 

governed by and construed in accordance 

with English Law. 
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