How to Know If Your Business Is Ready
to Sell, Transition, or Scale

A practical guide for small to medium-sized business owners

Introduction

Selling your business can be one of the most rewarding—and complex—decisions you'll
make as an entrepreneur. Whether you'’re thinking about retirement, moving on to a new
venture, or simply cashing in on years of hard work, knowing when your business is truly
ready is essential for maximizing value and ensuring a smooth transition.
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. Financial Transparency

Are your books and financial records clean, accurate, and up to date?

e Have you normalized your EBITDA to reflect the true profitability of the business?

Can a buyer clearly understand revenue streams, costs, and cash flow?

2. Operational Maturity

e Are your processes and systems documented and repeatable without your daily
involvement?

e Isyour business reliant on you as the owner, or can it operate independently?

e Do you have clear standard operating procedures (SOPs) in place?

3. Market Position & Customer Base

e Do you have a diverse and stable customer base, with no single customer accounting for
a large percentage of revenue?

e Isyour business well-positioned within your industry or niche?

e Are your customer relationships strong and contractually protected where possible?

4. Leadership & Team Stability

e Do you have a capable leadership team or management structure in place?
o Are key employees likely to stay after the sale?

e Are employment agreements and compensation structures clear and fair?
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. Legal & Compliance Readiness
Are all licenses, permits, and contracts up to date?
[s your business free of legal disputes or regulatory risks?
Are intellectual property and trademarks protected?
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. Strategic Fit for Buyers

e Canyou clearly articulate the growth opportunity for a buyer?

¢ Do you understand what type of buyer would be the best fit (strategic, financial,
individual)?

e Do you have a Confidential Information Memorandum (CIM) or pitch deck ready?

7. Your Personal Readiness

e Are you emotionally ready to let go of the business?

e Do you have a personal financial plan for life after the sale?

e Areyou clear on whether you’d like to remain involved post-sale (consulting, earnout,
etc.)?

Final Thoughts

If you answered 'yes' to most of these questions, your business may be well-positioned for a
sale. If not, it’s an ideal time to begin preparing. The earlier you start, the more options and
value you'll create.

Fraction Forward specializes in helping small to medium-sized businesses assess, improve,
and prepare for successful exits. We offer strategic assessments, operational improvements,
and post-sale transition support to ensure you're ready to sell, step away, or scale.



