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Introduction

Selling a business is one of the most important financial and
professional decisions a business owner can make. Whether
you’re looking to retire, pursue a new opportunity, or simply
cash out at the right time, knowing how to navigate the sale
process is crucial. This guide is designed to take you step-by-

step through the process, ensuring you maximize your sale

price, avoid common pitfalls, and close successfully.

I’'m Denise Houghtaling, and | have extensive experience in
business sales, having personally bought and sold six
businesses specializing in waste management, including
dumpsters and recycling, junk removal, and moving. As a
business broker, | have successfully facilitated the sale of
businesses across multiple industries, including property
management, home services, home solutions, construction,
waste management, recycling, cleaning, junk removal, hair
salons, and lawn & landscaping businesses. as well as
facilitated successful transactions across various industries.
My background in buying, selling, and scaling businesses
provides me with a deep understanding of the selling process
and what it takes to maximize value. buyer expectations, and
market trends
With a track record of closing deals at a significantly higher
rate than the industry average, my team and | focus on
strategic sales that position businesses for the best possible
outcome. In fact, 83% of our listing agreements result in
successful sales, compared to the typical business broker
success rate of around 20%. This book will help you

understand the steps necessary to position your business for
a lucrative sale, attract the right buyers, and achieve a
smooth transition.



Why Choose a Business Broker?

Many business owners attempt to sell their business
independently, but statistics show that working with a
business broker can significantly improve the
outcome.

Key Advantages of Using a Business Broker:

Higher Sale Price — Business brokers typically sell
businesses for 20% more than owners who try to sell
on their own.

Confidentiality Protection — Brokers market your
business without alerting employees, customers, or
competitors.

Access to Qualified Buyers — Brokers have a
network of pre-screened buyers, including private
equity firms, strategic buyers, and individual
investors.

Negotiation Expertise — Brokers handle complex
deal structures, ensuring you receive the best terms
possible.

Time-Saving Process — Selling a business requires
extensive paperwork, marketing, and negotiations. A
broker allows you to focus on running your business
while they handle the sale.

Working with a broker can mean the difference
between a smooth, profitable sale and a long, stressful
process.
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Chapter 1: Understanding Your Business’s Value

Key Valuation Methods Explained
There are several common valuation methods used to
determine what your business is worth:

1. Seller’s Discretionary Earnings (SDE): Used for small
to mid-sized businesses, SDE represents the total
financial benefit the owner derives, including salary,
perks, and discretionary expenses that wouldn’t
necessarily continue with a new owner.

2. Owner’s Benefits: Highlights all personal benefits the
owner receives from the business, including personal
vehicle expenses, health insurance, travel, meals, and

discretionary spending that a new owner may not
pass through.

3. Cash Flow: Reflects the net income available after

covering operating expenses and debt payments. This

number is crucial for buyers, especially those needing
financing.
4. EBITDA (Earnings Before Interest, Taxes,
Depreciation, and Amortization): Commonly used for
larger businesses with multiple owners or investors, this
method provides a clearer picture of profitability by
removing non-operational costs.

Note: In the business brokerage world, SDE, Owner’s Benefits, and
Cash Flow are generally considered the same. EBITDA (Earnings
Before Interest, Taxes, Depreciation, and Amortization) is also
similar but differs by removing the officer’s salary addback or
increasing expenses to account for hiring a general manager.



Finding the Money in Financials

One of the most important steps in preparing a
business for sale is recasting financials to present an
accurate picture to buyers. This means reviewing
financial statements and making necessary
adjustments, such as:
e Adding back owner’s salary & perks
e Removing non-essential business expenses
e Adjusting for one-time costs or non-recurring
expenses
e Excluding owner-specific debts and personal use
assets

Additional Valuation Considerations

e Sold Comparables & Active Listings: Reviewing
recent sales and active listings to determine
competitive pricing.

e Company Reputation: Online reviews and brand
reputation can impact buyer interest.

e Growth Potential & Market Demand: Buyers pay
more for businesses with scalability.

e |ease & Real Estate Considerations: Understanding
lease terms or property ownership affects
financing and buyer attractiveness.



Chapter 2: Preparing Your Business for Sale

Step 1: Organizing Financials
Buyers want to see clean, accurate financial records that
prove the business is profitable. Properly documented
financials include:
e Profit & Loss Statements (Last 3-5 Years)
e Balance Sheets
e Tax Returns
e Payroll & Employee Records
e Outstanding Debts or Liabilities

Step 2: Cleaning Up Operations
* Document Standard Operating Procedures (SOPs)
e Reduce reliance on the owner by training employees
e Streamline inefficiencies and improve profit margins
e Ensure all legal and contractual obligations are in order

Step 3: Confidentially Preparing for a Sale
e Use a Business Broker to Protect Confidentiality
e Require Buyers to Sign an NDA Before Receiving
Information
e Advertise Using a Blind Listing to Avoid Public Exposure

Step 4: Identifying & Fixing Business Risks
e Minimize customer concentration risk (one client
dominating revenue)
e Ensure long-term lease stability
e Resolve pending legal or tax issues



Chapter 3: Finding the Right Buyer

Types of Buyers

1.Individual Buyers (Owner-Operators) — First-time
business owners seeking to replace a job.

2.Strategic Buyers (Competitors or Industry
Players) — Companies looking to expand.

3.Private Equity & Investors — Focused on acquiring
established businesses with growth potential.

4.Franchise Buyers — Wanting to expand an existing
brand or enter a franchise system.

5.Employee or Management Buyout (Key
Employees) — A seamless transition for businesses
with a strong team.

Screening Buyers for Serious Intent
e Verify financial capability (Proof of Funds, Pre-
Approval Letters, SBA Loan Feasibility)
e Ensure they understand the industry and have an

operational plan
e Confirm commitment through signed
confidentiality agreements

Marketing Your Business Without Revealing
Its Name
e Use a Blind Listing on Business-for-Sale Websites

e Target Strategic Buyers & Private Equity Groups
e Leverage Broker Networks to Find Qualified Leads



Chapter 4: The Selling Process (Start to
Finish)

Step 1: Setting the Right Price

Review industry comps and financial multiples
Factor in owner adjustments and discretionary earnings

Step 2: Listing & Confidential Marketing
Ensure a structured approach to marketing the business to
qualified buyers
Use a business broker to maintain confidentiality
The business broker will package the business for the best
opportunity to get SBA prequalified.

Step 3: Screening & Negotiating with Buyers

Require Proof of Funds Before Providing Detailed
Information

Present a Strong Growth Narrative to Justify Pricing
Use Earnouts & Seller Financing to Attract More Buyers

Step 4: Due Diligence & Buyer Inspections
Prepare documentation for financial, legal, and operational
review
Resolve red flags before due diligence begins

Step 5: Legal Considerations & Closing the Deal

Draft Letter of Intent (LOI) and Purchase Agreements
Include a Non-Compete Clause to Protect Business Value
Transfer Business Assets & Ensure a Smooth Handover



Step 6: Final Transition & Getting Paid
e Negotiate full payment vs. structured earnouts
e Stay available for transition consulting as part
of the agreement

Chapter 5: Life After Selling Your
Business

Maximizing the Value of Your Sale &

Avoiding Pitfalls
Many sellers rush into decisions after selling their
business, which can lead to financial mistakes.
Instead, take these steps:

Meet with a financial advisor — Plan how to
allocate your money wisely.

Understand tax implications — Capital gains tax
can impact your sale profits.

Avoid impulsive investments — Take time before
making big financial decisions.

Consider reinvesting in another business -
When considering reinvesting in another business,
keep in mind that most small businesses fail within
their first five years. Buying an existing business,
rather than starting one from scratch, increases
the likelihood of success.

Pro Tip: Don’t let your sale proceeds sit idle—
put your money to work!
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Should You Buy Another Business?
Many entrepreneurs realize that owning a

business is better than working for someone else.

Instead of starting from scratch, you can acquire
an existing business with proven cash flow.

Why Buying Another Business Makes Sense:

You already know how to run a business — Use
your experience to grow a new venture.

Cash flow from day one — No need to build
from the ground up.

Leverage your skills & network — Apply what
you’ve learned to scale faster.

Invest in an industry you love — Choose a
business that aligns with your interests &
expertise.

Inspired by Buy Then Build by Walker Deibel:
Instead of starting over, smart entrepreneurs
acquire businesses with growth potential. The

best businesses to buy:
V/ Have strong recurring revenue
V/ Can scale with minimal owner involvement
Vv Have systems & employees already in place
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Exploring Your Next Venture

If you’re not ready to retire, here are some ways to stay
engaged:

Become a mentor or consultant — Help other
business owners achieve success.

Invest in real estate or passive income ventures -
Put your money into low-maintenance income streams.

Buy another business — Take advantage of your

experience and invest in a company with potential.

Take time off to travel or relax — Enjoy the rewards
of your hard work!

What’s Next? A Buyer’s Guide is Coming Soon!
If you’re thinking about buying another business, stay
tuned! A detailed Buyer’s Guide is coming soon,
covering:

How to find the right business to buy

How to structure financing & leverage SBA loans
The best industries for acquisition

How to scale a business you buy

Whether you’re retiring or reinvesting, your journey
as an entrepreneur doesn’t have to end here.

% Selling your business is a major accomplishment—
now it’s time to plan what’s next.

No matter what comes next, your journey as an
entrepreneur is far from over!
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