Top 10 Reasons Businesses Don’t Sell

1. Unrealistic Price Expectations

e Owners often overvalue their business based on emotional attachment rather than
market reality.

e Buyers see numbers, not sentiment. Asking too high reduces interest and can stall the
sale.

e Example: Owner expects $1M for a shop making $150k SDE; market may realistically
value it at $450k—$500k.

2. Improper Business Valuation

e Using the wrong valuation method or ignoring key financials leads to confusion.
e Sellers may rely on revenue multiples without considering profitability, debt, or assets.

e Tip: Use multiple approaches (SDE, EBITDA, asset-based) to find a reasonable range.

3. Transfer of Value Issues

e |f a business depends heavily on the owner’s relationships or skills, buyers may doubt
future performance.

e Example: Customers only buy because of the owner personally; removing the owner
drops revenue.

4. Customer Concentration Risk

e Too much revenue from one or two clients scares buyers.



e Businesses need a diverse, stable customer base for higher sale likelihood.

e Tip: Gradually expand clientele before selling.

5. Owner is Too Involved

e Buyers want an operationally independent business.
e |f the owner handles everything, it's harder to justify the asking price.

e Tip: Delegate key roles and document processes to reduce dependency.

6. Weak or Inconsistent Financial Records

e Messy bookkeeping, missing tax returns, or inconsistent reporting is a major red flag.

e Buyers and banks require clean financials to assess value and risk.

7. Outdated or Poor Systems & Processes

e Businesses lacking standard operating procedures, technology, or training manuals
appear risky.

e Buyers value businesses that can run smoothly without constant owner input.

8. Market or Industry Decline

e If the industry is shrinking, highly competitive, or heavily regulated, buyers may hesitate.

e Tip: Highlight niches, recurring revenue streams, or growth potential to counteract
concerns.



9. Legal or Compliance Issues

e Pending lawsuits, unresolved debts, or licensing issues scare buyers.

e Resolving these before listing increases credibility and value.

10. Poor Timing

e Trying to sell during slow seasons, economic downturns, or personal transitions can
limit buyer interest.

e Tip: Prepare for sale in advance and wait for favorable conditions to maximize results.

Bonus Tips for Sellers

e Prepare financials and operations 12—24 months before sale.
e Diversify revenue and reduce owner dependency.
e [Engage professionals: brokers, accountants, and lawyers.

e Set realistic expectations based on market multiples and industry standards.
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