


 

You Canôt Buy It If You Canôt Find It 
 

Get facts, tips, strategies, warnings and explanations  

for everything on Checklist #1  here: https://tinyurl.com/y8cuf8qu  

Checklist #1  (271 Topics)  
 

How to Prepare  Yourself and Find the Right Business to Buy  

The Big Picture 

Know What You Are Up Against 

Deal Killers and Deal Killing for Business Buyers 

Preparing to Buy a Business 

Searching for Winners 

Attributes of Dealmakers 

(Checklist #2, 412 topics, in this document: How to Buy the Right Business the Right Way.) 

Ted Leverette, The Original Business Buyer Advocate ®, founder of Ȱ0ÁÒÔÎÅÒͼ /Î-Call 

Network, LLC shares this checklist with  buyers searching for small and midsize businesses.  

Use it for reminders of important things not to forget. Keep in mind the big picture. Drill 

down for detail. Google unfamiliar terms. 

You can get an elaboration for everything on this checklist using this link: 
https://tinyurl.com/y8cuf8qu .  

¶ Facts, tips, strategies, warnings and explanations. 

This checklist may also be useful to stimulate your questions or comments if you privately 

communicate with Ted Leverette and/or participate in our Zoom group Q&A conferences.  

Want to be sure you know enough?  

Cut to the chase here: Searcher and Search Evaluation. 

Learn more . . .  

Ted Leverette enables buyers of small and midsize businesses to achieve more-profitable 

done deals sooner with less aggravation at lower cost. How? Read his how-to books. And 

then let him help you deploy our proven best practices for dealmaking. 

Subscribe to free e-newsletter.  

Searchers Seeking Investors or Businesses for Sale [LinkedIn group]  

How to Prepare Yourself and Find the Right Business to Buy 

How to Buy the Right Business the Right Wayɂ$ÏÓȟ $ÏÎȭÔÓ Ǫ 0ÒÏÆÉÔ 3ÔÒÁÔÅÇÉÅÓ 

How to Get ALL the Money You Want For Your Business Without Stealing It  

https://tinyurl.com/y8cuf8qu
https://partneroncall.com/about-us/ted-leverette/
https://tinyurl.com/y8cuf8qu
https://partneroncall.com/searcher-and-search-evaluation/
mailto:TedJLeverette@partneroncall.com?subject=Subscribing%20to%20free%20e-newsletter%20&body=My%20full%20name%20and%20my%20city%20and%20state/province%20is:
https://www.linkedin.com/groups/12242407/
https://partneroncall.com/you-cant-buy-it-if-you-cant-find-it/
https://partneroncall.com/how-to-buy-the-right-business-the-right-way/
https://partneroncall.com/creative-financing/
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7ÈÁÔȭÓ 0ÏÓÓÉÂÌÅȩ 

Can you hear it? ,ÉÓÔÅÎ Ȣ Ȣ Ȣ )ÔȭÓ ÈÁÐÐÅÎÉÎÇ ÁÌÌ ÁÒÏÕÎÄ ÙÏÕȦ )ÔȭÓ ÔÈÅ ÓÉÇÈÓ ÏÆ ÓÏÒÒÏ×ȟ ÔÈÅ 

worried thoughts of people, millions of them, who are seeing their earning power, and 

perhaps their net worth, declining because of the Great Recession, inflation, taxation, loss of 

job, fear of losing their job, or their dead-end job. Going from upper to middle class or from 

middle class to lower middle class, or worse. 

What does your future look like? It depends on the decisions you make today. 

Right now, right this moment, you migÈÔ ÓÁÙ ÔÏ ÙÏÕÒÓÅÌÆȟ Ȱ) ÈÁÖÅ ÈÁÄ ÉÔ ×ÉÔÈ ×ÈÁÔ )ȭÖÅ 

ÂÅÅÎ ÄÏÉÎÇȢ )Ô ÈÁÓÎȭÔ ÇÏÔÔÅÎ ÍÅ ×ÈÁÔ ) ×ÁÎÔȟ ×ÈÅÒÅ ) ×ÁÎÔ ÔÏ ÂÅȢ !Ó ÏÆ ÔÈÉÓ ÍÏÍÅÎÔȟ ÔÈÉÓ 

very moment, I have decided to do something about it. I am done waiting. I will put to use 

what I learn from Ted LeveÒÅÔÔÅȟ ÉÍÍÅÄÉÁÔÅÌÙȦ ) ÈÁÖÅÎȭÔ ÇÉÖÅÎ ÕÐȦ ) ×ÁÎÔ ÍÏÒÅȦȱ 

Okay, did you make that decision? If so, this checklist is for you. You have made the 

decision that empowers you to become what you want to be. And, like all decisions, you can 

change your mind. You can decide to go back to where you were before you made that 

ÄÅÃÉÓÉÏÎȢ 9ÏÕ ËÎÏ× ×ÈÁÔȭÓ ×ÁÉÔÉÎÇ ÆÏÒ ÙÏÕ ÔÈÅÒÅȢ 

https://tinyurl.com/y8cuf8qu
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The Big Picture  
Prepare Yourself 

Search for Opportunities 

 

Know What You Are Up Against  
Are you a disgruntled business buyer? 

Mistakes made during the process of buying a 
business. 

"Å ÓÕÓÐÉÃÉÏÕÓ ÏÆ Ȱ3ÅÌÌÅÒȭÓ $ÉÓÃÒÅÔÉÏÎÁÒÙ %ÁÒÎÉÎÇÓȢȱ 

Alarming article by Business Brokerage Press. 

The playing field, players, coaches, owners & 
competitors. 

Beware of these pitches from sellers and brokers. 

What about dealmaking during uncertain times? 

Marketplace realities. 

You are up against two kinds of competitors. 

Suspicious or contentious sellers. 

Why ÂÒÏËÅÒÓ ÁÎÄ ÓÅÌÌÅÒÓ ÄÏÎȭÔ ÆÏÌÌÏ× ÕÐ ×ÉÔÈ 
buyers. 

What sellers want to knowɂwhat they expect from 
you. 

The unaware and the uninformed. 

What lurks behind the Balance Sheet? 

How business sellers manipulate buyers. 

When business seller financing is a sham. 

But what about buying a franchise? 

What about franchise resales? 

Things sellers do before you arrive on scene. 

The playing field is tilted against buyers. 

Phases and obstacles through which you must 
navigate. 

 

 

 

 

 

 

How business buyers are blindsided by the seÌÌÅÒȭÓ 
employees. 

)ÎÔÅÒÖÉÅ×ÉÎÇ ÔÈÅ ÓÅÌÌÅÒȭÓ ÅÍÐÌÏÙÅÅÓȢ 

Think about the perspective of sellers. 

Apocalypse Underway for Retail Businesses 

)ÔȭÓ ÎÏÔ Á ÐÒÅÔÔÙ ÐÉÃÔÕÒÅ ÆÏÒ ÍÁÎÙ ÓÅÌÌÅÒÓȢ 

Who is selling whom? 

Buyer competition is keyɂfor sellers. 

When competition is good . . . and not good . . . for 
you. 

)ÎÓÉÄÅ ÔÈÅ ÂÕÙÅÒÓȭ ÍÉÎÄÓȢ 

Good deal or a dumb deal? 

$ÏÎȭÔ ÃÏÎÆÌÁÔÅ ÇÏÏÄ×ÉÌÌ ×ÉÔÈ ÇÏÏÄ ÌÕÃËȢ 

Valuation nonsense from brokers and sellers. 

Business brokers, other business transfer 
intermediaries. 

My view of business brokers. 

Business Buyer Advocates benefit business brokers. 

Who is trying to sell to you? 

Pricing businesses for sale. 

Preparing the seller and the company for sale. 

Merchandising businesses for sale. 

Analysis of purchase offers. 

Dealmaking. 

You must pleasantly upset sellers. 

https://tinyurl.com/y8cuf8qu
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Deal Killers and Deal Killing for 
Business Buyers 
Sandbagging during dealmaking and post-closing. 

Countering sandbagging. 

24 things that can destroy worthwhile transactions. 

 

Preparing to Buy a Business  
You ARE buying a business if you are an employee. 

Begin on the right foot. 

Fueling buyer competition can burn you. 

Procrastination costs you! 

"ÕÙÅÒ ÅÎÔÈÕÓÉÁÓÍ ÉÓÎȭÔ ÁÌ×ÁÙÓ ÅÎÏÕÇÈȢ 

Buyer fever can kill you. 

Art of the deal. 

Collaboration, confrontation, assertion, aggression? 

Ask yourself these questions about financial 
security. 

Understand this about seller financing. 

Is it smart to pay cash for a business? 

Calculate your lost opportunity costs. 

$ÏÎȭÔ ÐÒÏÃÅÅÄ ×ÉÔÈÏÕÔ ÇÏÁÌÓȢ 

9ÏÕÒ ÅØÐÅÒÉÅÎÃÅ ÄÏÅÓÎȭÔ ÈÁÖÅ ÔÏ ÌÉÍÉÔ ×ÈÁt you can 
do. 

$ÏÎȭÔ ×ÁÉÔ ÆÏÒ -ÉÓÓ 0ÅÒÆÅÃÔȢ 

Assess marketplace reality. 

Begin with realistic acquisition criteria. 

What size of company fits you? 

Your criteria relate to what you want to do in 
business. 

$Ï ÉÔ ÌÉËÅ ÔÈÅ ȰÃÒÅÁÔÏÒȱ ÏÆ ÔÈÅ -ÏÎÏÐÏÌÙ ÇÁÍÅ ÄÉÄȢ 

If you already own a company, how about a 
merger? 

Grow by mergers and acquisitions. 

Timing and target selection are key. 

Scout the other side . . . for the rest of the story. 

#ÏÍÐÌÅØÉÔÙ ÓÈÏÕÌÄÎȭÔ ÄÅÔÅÒ ÙÏÕ ÆÒÏÍ ÂÕÙÉÎÇȢ 

So, you have a financial angel, do you? 

4ÈÉÎËÉÎÇ ÁÂÏÕÔ ÂÅÉÎÇ Á ȰÄÏ-it -ÙÏÕÒÓÅÌÆÅÒȱȩ 

Assemble your acquisition team before searching. 

Keep specialty advisors in their cage. 

A man who is his own lawyer has a fool for a client. 

Business brokers are not kidding. 

$ÏÎȭÔ ÌÅÔ ÁÎÙÏÎÅ ÇÉÖÅ ÙÏÕ ÒÏÓÅ ÃÏÌÏÒÅÄ glasses. 

$ÏÎȭÔ ÇÅÔ ÄÕÐÅÄ ÂÙ Á ÒÅÄ ÒÉÂÂÏÎ ÄÅÁÌȢ 

Consider all the steps before proceeding. 

$ÏÎȭÔ ÂÕÙ Á ÊÏÂȢ 

Hoping for a performance miracle is just thatɂ
hoping. 

$ÏÎȭÔ ÌÅÔ ÌÏÓÉÎÇ ÙÏÕÒ ÊÏÂ ÃÁÕÓÅ ÙÏÕ ÔÏ ÌÏÓÅ ÙÏÕÒ 
money. 

Window-shopping for companies has its place. 

Ȱ)ȭÌÌ ËÎÏ× ÉÔ ×ÈÅÎ ) ÓÅÅ ÉÔȱ ×ÁÓÔÅÓ ÔÉÍÅȠ ÄÏÅÓÎȭÔ 
work. 

Know your actual costs of buying. 

How to present your financial statement. 

$ÏÎȭÔ ÂÅ ÕÎÎÅÃÅÓÓÁÒÉÌÙ ÁÆÒÁÉÄȢ 

Few people can save their way to financial security. 

Getting out of the retirement rut. 

Your pension may not be secure or enough. 

$ÏÎȭÔ ÂÕÙ Á ÌÏÓÅÒȢ 

Beware of fraudulent conveyance. 

Company liquidations are more common than sales. 

$ÏÎȭÔ ÂÅ Á ÂÏÔÔÏÍ ÆÅÅÄÅÒȢ 

$ÏÎȭÔ ÂÅ ÎÁāÖÅ ÏÒ ÁÐÐÅÁÒ ÔÏ ÂÅ ÎÁāÖÅȢ 

https://tinyurl.com/y8cuf8qu
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$ÏÎȭÔ ÓÈÏ× ÁÎÄ ÔÅÌÌ ÔÏÏ ÍÕÃÈ ÔÏÏ ÓÏÏÎȢ 

Being a lone wolf is good for wolves, not for you. 

$ÏÎȭÔ ÂÕÙ ÏÎ ÔÈÅ 'ÒÅÁÔÅÒ &ÏÏÌ 4ÈÅÏÒÙȢ 

$ÏÎȭÔ ÂÕÙ ÉÆ ÙÏÕȭÒÅ ÎÏÔ ÑÕÁÌÉÆÉÅÄ ÔÏ ÂÕÙ ÁÎÄ ÍÁÎÁÇÅȢ 

Sufficient competitive advantage? 

Buy a business showing sustainable advantages. 

$ÏÎȭÔ ÂÕÙ ÏÎ Á ÂÕÂÂÌÅȢ 

$ÏÎȭÔ ÐÕÔ ÔÈÅ Ãart before the horse. 

$ÏÎȭÔ ÂÕÙ ÕÎÖÅÒÉÆÉÁÂÌÅ ȰÐÏÔÅÎÔÉÁÌȢȱ 

$ÏÎȭÔ ÂÅ ÄÕÐÅÄ ÂÙ ×ÉÎÄÏ×-dressing. 

$ÏÎȭÔ ÂÅ ÒÁÒÉÎÇ ÔÏ ÇÏ ×ÉÔÈ ȰÂÕÓÉÎÅÓÓ ÏÐÐÏÒÔÕÎÉÔÉÅÓȢȱ 

Ȱ)ÎÖÅÓÔÉÎÇȱ ÉÎ ÐÙÒÁÍÉÄ ÓÃÈÅÍÅÓ ÉÓ ÆÏÏÌÉÓÈȢ 

$ÏÎȭÔ ÂÅ Á ÆÏÌÌÏ×ÅÒȢ 

$ÏÎȭÔ ÐÒÅÍÁÔÕÒÅÌÙ ÑÕÉÔ ÙÏÕÒ ÊÏÂȢ 

$ÏÎȭÔ ÔÈÉÎË ÙÏÕ ×ÏÎȭÔ ÓÁÃÒÉÆÉÃÅȢ 

Pay attention to your family. 

$ÏÎȭÔ ÄÏ ÔÈÉÓȟ ÂÕÔ ×ÉÓÈ ÆÏÒ ÉÔȢ 

When doing nothing can be good for you. 

$ÏÎȭÔ ÍÁËÅ ÍÁÊÏÒ ÐÕÒÃÈÁÓÅÓ ×ÈÉÌÅ ÌÏÏËÉÎÇ ÆÏÒ Á 
business. 

$ÏÎȭÔ ×ÁÓÔÅ ÔÉÍÅ ÏÎ ÓÌÏ×ÐÏËÅÓȢ 

$ÏÎȭÔ ÐÕÔ ÁÌÌ ÙÏÕÒ ÅÇÇÓ ÉÎ ÏÎÅ ÂÁÓËÅÔȢ 

What about non-financial seller omissions? 

$ÏÎȭÔ ÒÅÌÙ ÕÐÏÎ Á ÈÁÎÄÓÈÁËÅȢ 

Have a realistic expectation of income. 

The worst of times can be the best of times. 

What you can do goes beyond what you know. 

Assess your risk tolerance. 

Computing your business-buying risk. 

Flying blind can kill you. 

Know why and when to count yourself out. 

How big (and valuable) is your to-do list? 

Masterminds belong on your team. 

$ÏÎȭÔ ÃÈÅÁÐÅÎ ÙÏÕÒ ÅÔÈÉÃÓȢ 

Business Buyer Advocates can save a great deal of 
grief. 

Who else benefits from Business Buyer Advocates? 

Yes-butɂwhat? 

 

Searching for Winners  
Feasibility of finding a profitable business. 

Kryptonite for business buyers weakens 
opportunity.  

Where to find motivated sellers. 

Call, write, advertise or network to find sellers? 

Telephoning? 

Writing? 

Advertising? 

Networking? 

2ÅÌÕÃÔÁÎÃÅ ÉÓ ÔÈÅ ÔÏÐ ÒÅÁÓÏÎ ÂÕÙÅÒÓ ÃÁÎȭÔ ÆÉÎÄ 
winners. 

Ask sellers this, first. 

Building a list of companies matching your criteria. 

Giving up is for losers. 

Go shopping with a full toolbox of knowledge. 

BrokÅÒÓ ɉÁÎÄ ÓÅÌÌÅÒÓɊ ÁÓË ÁÂÏÕÔ ÔÈÅ ÂÕÙÅÒȭÓ ÃÁÓÈȢ 

Don't create conflicts-of-interest for business 
brokers. 

)ÓÎȭÔ ÆÉÎÄÉÎÇ Á ÔÅÒÒÉÆÉÃ ÄÅÁÌ Á ÌÏÎÇ ÓÈÏÔȩ 

+ÎÏ× ÔÈÉÓ ÁÂÏÕÔ ȰÏÆÆ ÍÁÒËÅÔȱ ÐÏÃËÅÔ ÌÉÓÔÉÎÇÓȢ 

6ÁÒÉÏÕÓ ÐÅÏÐÌÅ ÄÏÎȭÔ ×ÁÎÔ ÙÏÕ ÔÏ ÂÕÙ Á ÂÕÓÉÎÅÓÓȢ 

When middlemen get squeezed. 

)ÔȭÓ ÎÏÔ ÏÎÌÙ ÁÂÏÕÔ ÔÈÅ ÃÏÍÐÁÎÙȠ ÉÔȭÓ ÁÂÏÕÔ ÙÏÕȟ ÔÏÏȢ 

A better deal might not be around the corner. 

https://tinyurl.com/y8cuf8qu
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Getting ahead of yourself is a good way to trip. 

Proceed with a realistic, tentative acquisition 
timeline. 

Control the time clock and the sequence of events. 

Remember when your influence is most powerful. 

Qualify the seller; determine worthiness 
/opportunity.  

Is it for sale or is the seller testing its marketability? 

Does the owner have a compelling reason to sell? 

/×ÎÅÒȭÓ ÃÁÔÁÓÔÒÏÐÈÅ ÓÉÇÎÁÌÓ ÙÏur buying 
opportunity.  

#ÏÍÐÁÎÙȭÓ ÃÁÔÁÓÔÒÏÐÈÅ ÃÁÎ ÂÅ ÙÏÕÒ ÂÕÙÉÎÇ 
opportunity.  

First two questions to ask sellers. 

The asking price should not scare you away. 

Fish with a net, not a line. 

$ÏÎȭÔ ÕÎÎÅÃÅÓÓÁÒÉÌÙ ÎÁÒÒÏ× ÙÏÕÒ ÓÅÁÒÃÈȢ 

$ÏÎȭÔ ÌÉÍÉÔ ÙÏÕÒ ÓÅÁÒÃÈ ÔÏ readily available sellers. 

$ÏÎȭÔ ÂÅ ×ÅÄÄÅÄ ÔÏ Á ÐÁÒÔÉÃÕÌÁÒ ÔÙÐÅ ÏÆ ÂÕÓÉÎÅÓÓȢ 

Include the possibility of a partial ownership stake. 

Consider winner businesses in lousy industries. 

Lemmings join the crowd at their own peril. 

"ÉÄÄÉÎÇ ÄÕÒÉÎÇ ÔÈÅ ÓÅÌÌÅÒȭÓ ÁÕÃÔÉon can cost you. 

$ÏÎȭÔ ÌÅÔ ÂÉÇ ÄÏÇ ÃÏÍÐÅÔÉÎÇ ÂÕÙÅÒÓ ÂÅÁÔ ÙÏÕȢ 

$ÏÎȭÔ ÓÈÏÐȾÂÕÙ ÖÉÁ )ÎÔÅÒÎÅÔȠ ×ÉÎÄÏ×-shopping is 
okay. 

Shop beyond business brokersɂway beyond. 

Advertising puffery can snooker you. 

Beware of online commentary and social 
messaging. 

$ÏÎȭÔ ÂÅ ÄÅÃeptive with sellers. 

$ÏÎȭÔ ÄÏ ÓÏÍÅÔÈÉÎÇ ÓÔÕÐÉÄ ÉÎ Á ÓÅÌÌÅÒȭÓ ÍÁÒËÅÔȢ 

$ÏÎȭÔ ÂÅ ÔÏÏ ÑÕÉÃË ÔÏ ÒÅÊÅÃÔ ÓÅÌÌÅÒÓȢ 

!ÒÅ ÙÏÕÒ ÖÁÌÕÅÓ ÃÏÎÓÉÓÔÅÎÔ ×ÉÔÈ ÔÈÅ ÉÎÄÕÓÔÒÙȭÓ 
values? 

Biting off more than you can chew can choke you. 

$ÏÎȭÔ ÂÅ ÏÖÅÒÃÏÍÅ ÂÙ ÔÅÃÈÎÏÌÏÇÙȢ 

Investigate governmental influences. 

Evaluate and seek info from trade associations. 

$ÏÎȭÔ ÂÅ ÌÁÚÙȢ 

Paying attention pays. 

-ÁÎÁÇÅ ÄÉÓÐÕÔÅÓȠ ÄÏÎȭÔ ÕÎÎÅÃÅÓÓÁÒÉÌÙ ÆÅÁÒ ÔÈÅÍȢ 

$ÏÎȭÔ ÂÅ ÉÎÓÕÌÔÉÎÇȢ 

$ÏÎȭÔ ÄÅÎÉÇÒÁÔÅ ÂÕÓÉÎÅÓÓ ÂÒÏËÅÒÓȢ 

How brokers flame bad buyers. 

Too many buyers ignore these red flags. 

The most important, and last, question buyers fail 
to ask. 

  

Attributes of Dealmakers  
100% focus and commitment to closing the deal. 

Able to perceive opportunity where others do not. 

Access the hidden market. 

Accurate screening. 

Acquisition criteria. 

Alignment. 

Analytical. 

Avoid toxic people. 

Aware. 

Buy for the right reasons. 

Brave. 

Capable acquisition advisory team. 

Clarity about intent. 

Communication effectiveness. 

Committed to achieve a done deal. 

https://tinyurl.com/y8cuf8qu
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Compatibility insight. 

Confident about fit. 

Consistency. 

Courageous. 

Creativeness. 

Credentials. 

Decisive. 

Desire. 

Determination. 

Doer. 

Financially capable. 

Future-focus. 

Grit. 

Guts! 

Honesty. 

Human relations abilities. 

Hunting savvy. 

Imperviousness to unhealthy buyer fever. 

Industry competence. 

Industry proficiency. 

Integrity.  

Intend to buy the right business the right way. 

Intuition.  

Investment in how-to info. 

Keep in motion pending deals. 

Know or are shown how to recognize a good 
business. 

Know the product and industry. 

Know about dealmaking. 

Know their rights. 

Learn how to buy a business. 

Listen to the horse's mouth. 

Mindset. 

Motivation. 

Negotiator. 

Not a know-it -all. 

Not dangerously impulsive. 

Numbers and timing. 

Pay the price. 

Plan and act. 

Prepared. 

Relationships. 

Resilience. 

Resourceful. 

Respect. 

Self-confident. 

Self-sufficient. 

Supportive family and friends. 

Tenacity. 

Thorough. 

Trust. 

Why? 

Willing and able to assume the demands. 

Willing to give up to get. 

Willing to learn. 

Willing to proceed despite fear and Doubting 
Thomases. 

 

Checklist #2 is next.  

How to Buy the Right Business the Right Way.

https://tinyurl.com/y8cuf8qu
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Checklist #2  (412 Topics)  
 

How to Buy the Right Business the Right Way  

 

Due Diligence & Evaluating Companies 

Pricing / Valuing the Company 

Financing Your Acquisition and the Company 

Negotiating and Dealmaking 

Closing the Sale / Purchase 

7ÈÅÎ 9ÏÕȭÒÅ ÉÎ #ÈÁÒÇÅ 

 

Ted Leverette, The Original Business Buyer Advocate ®, founder of Ȱ0ÁÒÔÎÅÒͼ /Î-Call 

Network, LLC shares this checklist with  buyers searching for small and midsize businesses.  

Use it for reminders of important things not to forget. Keep in mind the big picture. Drill 

down for detail. 

You can get an elaboration for everything on this checklist using this link: 
https://tinyurl.com/y9lqa2j4 .  

¶ Facts, tips, strategies, warnings and explanations. 

This checklist may also be useful to stimulate your questions or comments if you privately 

communicate with Ted Leverette and/or participate in our Zoom group Q&A conferences.  

 

Google unfamiliar terms. Or read the books from which these checklists are derived: 

How to Prepare Yourself and Find the Right Business to Buy 

How to Buy the Right Business the Right Wayɂ$ÏÓȟ $ÏÎȭÔÓ Ǫ 0ÒÏÆÉÔ 3ÔÒÁÔÅÇÉÅÓ 

How to Get ALL the Money You Want For Your Business Without Stealing It  

 

Want to be sure you know enough?  

Cut to the chase here: Searcher and Search Evaluation.   

https://tinyurl.com/y9lqa2j4
https://partneroncall.com/about-us/ted-leverette/
https://tinyurl.com/y9lqa2j4
https://partneroncall.com/you-cant-buy-it-if-you-cant-find-it/
https://partneroncall.com/how-to-buy-the-right-business-the-right-way/
https://partneroncall.com/creative-financing/
https://partneroncall.com/searcher-and-search-evaluation/
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Six blind men encountered an elephant for the first time. 

4ÈÅ ÆÉÒÓÔ ÂÌÉÎÄ ÍÁÎ ÔÏÕÃÈÅÄ ÔÈÅ ÓÉÄÅ ÏÆ ÔÈÅ ÅÌÅÐÈÁÎÔȢ Ȱ4ÈÉÓ ÉÓ Á ×ÁÌÌȦȱ 

4ÈÅ ÓÅÃÏÎÄ ÂÌÉÎÄ ÍÁÎ ÔÏÕÃÈÅÄ ÔÈÅ ÔÒÕÎË ÏÆ ÔÈÅ ÅÌÅÐÈÁÎÔȢ Ȱ4ÈÉÓ ÉÓ Á ÓÎÁËÅȦȱ 

The ÔÈÉÒÄ ÔÏÕÃÈÅÄ ÔÈÅ ÔÕÓËȢ Ȱ4ÈÉÓ ÉÓ Á ÓÐÅÁÒȦȱ 

4ÈÅ ÆÏÕÒÔÈ ÔÏÕÃÈÅÄ ÔÈÅ ÌÅÇȢ Ȱ4ÈÉÓ ÉÓ Á ÔÒÅÅȦȱ 

4ÈÅ ÆÉÆÔÈ ÔÏÕÃÈÅÄ ÔÈÅ ÅÁÒȢ Ȱ4ÈÉÓ ÉÓ Á ÆÁÎȦȱ 

4ÈÅ ÓÉØÔÈ ÔÏÕÃÈÅÄ ÔÈÅ ÔÁÉÌȢ Ȱ4ÈÉÓ ÉÓ Á ÒÏÐÅȦȱ 

An argument ensued, 

each blind man thinking his own perception 

of the elephant was correct. 

A passerby, hearing the argument, exclaimed: 

Ȱ!ÌÌ ÏÆ ÙÏÕ ÁÒÅ ÒÉÇÈÔȦ !ÌÌ ÏÆ ÙÏÕ ÁÒÅ ×ÒÏÎÇȦȱ 

 

This ancient parable teaches the folly of making conclusions about any complex thing 

without comprehending its entirety. When people, even experts, analyze one facet without 

considering all of its aspects and interrelationships, they can reach wrong, incomplete or 

misleading conclusions. Every link in the chain is vital to success. 
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Due Diligence & Evaluating 
Companies 
$ÅÆÉÎÉÔÉÏÎ ÁÎÄ ÕÓÅ ÏÆ ȰÄÕÅ ÄÉÌÉÇÅÎÃÅȢȱ 

Skimping on due diligence will cost you. 

Begin with realistic, informed expectations / goals. 

$ÏÎȭÔ ÓÔÁÒÔ ×ÉÔÈ ÔÈÅ ÔÏÕÃÈÙ ÉÓÓÕÅÓȢ 

Use checklists and data-gathering/analysis forms. 

$ÏÎȭÔ ÂÅ ÂÌÉÎÄ ÔÏ ÉÎÄÕÓÔÒÙ ÓÔÁÎÄÁÒÄÓȢ 

$ÏÎȭÔ ÍÉÎÉÍÉÚÅ ÉÎÄÕÓÔÒÙ ɉÉÍɊÍÁÔÕÒÉÔÙȢ 

$ÏÎȭÔ ÂÅ ÂÌÉÎÄ Ôo neighboring businesses. 

$ÏÎȭÔ ÂÅ ÌÉÍÉÔÅÄ ÔÏ ÆÉÎÁÎÃÉÁÌ ÁÎÁÌÙÓÉÓȢ 

3ÃÒÕÔÉÎÉÚÅ #Ȣ%Ȣ,Ȣ"Ȣ3Ȣ Ά 

$ÏÎȭÔ ×ÁÓÔÅ ÔÉÍÅ ÏÎ Á ÄÕÍÂ ÄÅÁÌȢ 

$ÏÎȭÔ ÆÁÌÌ ÆÏÒ ÔÈÅ ÆÁÌÌÁÃÙ ÏÆ ÐÁÓÓÉÖÅ Ï×ÎÅÒÓÈÉÐȢ 

4ÈÅ Ȱ×ÏÒÔÈȱ ÍÙÔÈ ÃÁÎ ÆÏÏÌ ÙÏÕȢ 

Understand the power of the principal. 

$ÏÎȭÔ ÔÒÕÓÔ ÔÈÅ ÃÌÁÉÍ ÏÆ ȰÎÏ ÓÅÌÌÉÎÇ ÒÅÑÕÉÒÅÄȢȱ 

#ÁÓÈ ÆÌÏ× ÄÏÅÓÎȭÔ ÔÒÕÍÐ ÐÒÏÆÉÔȢ 

Every rough diamond is not a potential gem. 

$ÉÓÔÒÅÓÓÅÄ ÂÕÓÉÎÅÓÓÅÓ ÎÅÅÄÎȭÔ ÔÕÒÎ ÙÏÕ Á×ÁÙȢ 

Avoid being scammed. 

$ÏÎȭÔ ÓËÉÐ ÔÈÅ ÂÁÃËÇÒÏÕÎÄ ÃÈÅÃËȠ ÄÏ ÉÔ ÅÁÒÌÙȢ 

"Å Á ×ÅÌÃÏÍÅ ÇÕÅÓÔ ÉÎ ÔÈÅ ÓÅÌÌÅÒȭÓ company. 

$ÏÎȭÔ ÈÉÒÅ ÊÅÒËÓ ÏÒ ÄÅÁÌ ËÉÌÌÅÒÓȢ 

9ÏÕȟ ×ÈÅÎ ÂÅÇÉÎÎÉÎÇȟ ÄÏÎȭÔ ÈÁÖÅ ÔÏ ËÎÏ× 
everything. 

$ÏÎȭÔ ÕÎÄÅÒÖÁÌÕÅ ÔÈÅ Πς ÅÍÐÌÏÙÅÅȢ 

$ÏÎȭÔ ÏÖÅÒÅÓÔÉÍÁÔÅ ÐÒÏÄÕÃÔÉÏÎ ÃÁÐÁÃÉÔÙȢ 

Buy a company that has been profitable at least 3 
years. 

$ÏÎȭÔ ÒÅÌÙ ÏÎ ÒÅÐÒÅÓÅÎÔÁÔÉÏÎÓ ÂÙ ÔÈÅ ÓÅÌÌÅÒÓȭ 
advisors. 

Step back to see the big picture. 

$ÏÎȭÔ ÂÅ ÂÕÌÌÉÅÄ ÄÕÒÉÎÇ ÄÕÅ ÄÉÌÉÇÅÎÃÅȢ 

$ÏÎȭÔ ÂÅ ÆÏÏÌÅÄ ÂÙ ÃÏÏËÅÄ ÂÏÏËÓȢ 

$ÏÎȭÔ ÁÓÓÕÍÅ ÔÈÅ ÃÏÍÐÁÎÙ Ï×ÎÓ ÔÈÅ ÁÓÓÅÔÓ ÙÏÕ ÓÅÅȢ 

$ÏÎȭÔ ÕÎËÎÏ×ÉÎÇÌÙ ÂÅ ÈÁÎÄÃÕÆÆÅÄȢ 

$ÏÎȭÔ ÁÓÓÕÍÅ ÉÎÆÏ ×ÏÎȭÔ ÂÅ ȰÓÔÏÌÅÎȱ ÂÙ ÃÏÍÐÅÔÉÔÏÒÓȢ 

Look for infringement of intellectual property. 

Asking naive questions invites misdirection. 

The business does not have to be number one. 

$ÏÎȭÔ ÌÅÔ ÙÏÕÒ ÐÅÒÃÅÐÔÉÏÎ ÂÌÉÎÄ ÙÏÕȢ 

Gather data before worrying about price or 
financing. 

$ÏÎȭÔ ÁÃÃÅÐÔ ÇÅÎÅÒÉÃ ÃÏÎÔÒÁÃÔÓ ÆÒÏÍ ÁÎÙÏÎÅȢ 

$ÏÎȭÔ ÅØÐÅÃÔ ÓÙÎÅÒÇÉÅÓ ÔÏ ÏÃÃÕÒȢ 

$ÏÎȭÔ ÂÕÙ Á ÄÅÃÌÉÎÉÎÇ ÃÏÍÐÁÎÙȢ 

Be careful if sales to one customer exceed 10%. 

$ÏÎȭÔ ÄÅÐÅÎÄ ÕÐÏÎ ÏÎÅ ÐÒÏÄÕÃÔ ÔÏ ÓÕÓÔÁÉÎ ÔÈÅ 
company. 

Timing is everything when buying into a fad. 

DÏÎȭÔ ÂÕÙ ÉÆ ÃÕÓÔÏÍÅÒÓ ÁÒÅ ÃÈÁÎÇÉÎÇ ÂÕÙÉÎÇ ÈÁÂÉÔÓȢ 

See a complete picture of customers. 

$ÏÎȭÔ ÂÅ ÁÆÒÁÉÄ ÔÏ ÁÓË ÃÕÓÔÏÍÅÒÓȡ 7ÈÙȩ 7ÈÙ ÎÏÔȩ 

Conduct your own market test, before buying. 

4ÅÓÔ ÙÏÕÒ ÃÏÍÐÅÔÉÔÏÒÓȭ ÍÁÒËÅÔ ÄÅÍÁÎÄȟ ÔÏÏȢ 

$ÏÎȭÔ ÉÇÎÏÒÅ ÔÈÅ ÒÅÐÕÔÁÔÉÏÎÓ ÏÆ Ëey stakeholders. 

$ÏÎȭÔ ÎÅÇÌÅÃÔ ÔÏ ÅÖÁÌÕÁÔÅ ÖÉÁÂÉÌÉÔÙ ÏÆ ËÅÙ ÃÕÓÔÏÍÅÒÓȢ 

$ÏÎȭÔ ÃÏÎÆÕÓÅ ÇÒÏ×ÔÈ ×ÉÔÈ ÐÒÏÆÉÔÁÂÉÌÉÔÙȢ 

$ÏÎȭÔ ÆÁÌÌ ÐÒÅÙ ÔÏ ȰÈÅ-ÓÁÉÄȟȱ ȰÓÈÅ-ÓÁÉÄȢȱ 

$ÏÎȭÔ ÁÓÓÕÍÅ ÙÏÕ ÃÁÎ ÈÏÌÄ ÅÍÐÌÏÙÅÅÓ ÁÃÃÏÕÎÔÁÂÌÅȢ 

$ÏÎȭÔ ÌÅÔ ÐÒÏÄÕÃÔ ÔÒÕÍÐ ÐÒÏÆÉÔȢ 

$ÏÎȭÔ ÌÉËÅ surprises? 

Good news is not the entire story. 
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$ÏÎȭÔ ÂÅ ÈÏÂÂÌÅÄ ÂÙ ÁÎ ÉÎÁÄÅÑÕÁÔÅ ÆÉÎÁÎÃÉÁÌ ÓÙÓÔÅÍȢ 

$ÏÎȭÔ ÅØÐÅÃÔ ÏÒ ÁÓÓÕÍÅ ÙÏÕ ×ÉÌÌ ÓÅÅ ÁÃÃÕÒÁÔÅ 
records. 

Important financial ratios to compute and compare. 

$ÏÎȭÔ ÂÅ ÔÏÏ ÆÏÃÕÓÅÄ ÏÎ ÔÈÅ ÆÉÎÁÎÃÉÁÌÓȢ 

Verify required compliances. 

$ÏÎȭÔ ÂÌÉÔÈÅÌÙ ÁÃÃÅÐÔ ÁÄÄ-backs. 

$ÏÎȭÔ ÏÖÅÒÌÏÏË ÕÎÆÕÎÄÅÄ ÏÒ ÃÏÎÔÉÎÇÅÎÔ ÌÉÁÂÉÌÉÔÉÅÓȢ 

$ÏÎȭÔ ÁÃÃÅÐÔ ÆÉÎÁÎÃÉÁÌ ÓÔÁÔÅÍÅÎÔÓ ÁÓ-is. 

$ÏÎȭÔ ÏÖÅÒÌÙ ÒÅÌÙ ÏÎ ÔÈÅ ÎÕÍÂÅÒÓȢ 

Inadequate insurance increases your risk. 

Use the best kind of budgeting. 

Compute the break-even points. 

Prepare realistic cash flow forecasts. 

5ÓÅ ÔÈÅ ȰÊÕÓÔÉÆÉÃÁÔÉÏÎ ÆÏÒ ÐÕÒÃÈÁÓÅȱ ÔÅÓÔȢ 

$ÏÎȭÔ ÌÅÔ ÓÏÍÅÏÎÅ ÅÌÓÅ ÄÏ ÙÏÕÒ ÃÁÓÈ ÆÏÒÅÃÁÓÔȢ 

"Å ÓÕÓÐÉÃÉÏÕÓ ÏÆ Ȱ3ÅÌÌÅÒȭÓ $ÉÓÃÒÅÔÉÏÎÁÒÙ %ÁÒÎÉÎÇÓȢȱ 

$ÏÎȭÔ ÌÅÔ ÓÅÌÌÅÒÓ ÒÅÃÌÁÓÓÉÆÙ ÐÅÒËÓ ÁÓ ÐÒÏÆÉÔȢ 

$ÏÎȭÔ ÂÅÌÉÅÖÅ ȰÄÉÓÃÒÅÔÉÏÎÁÒÙȱ ÃÁÓÈ ÆÌÏ× ÃÁÎ ÐÁÙ 
debt. 

$ÏÎȭÔ ÁÓÓÕÍÅ ÔÈÅ ÐÅÎÓÉÏÎ ÐÌÁÎ ÉÓ ÐÒÏÐÅÒÌÙ ÆÕÎÄÅÄȢ 

$ÏÎȭÔ ÍÁËÅ Á ÍÏÕÎÔÁÉÎ ÏÕÔ ÏÆ Á ÍÏÌÅÈÉÌÌȢ 

Franchises are not safer. 

2ÅÑÕÉÒÅ ÐÒÏÏÆ ÏÆ ÆÒÁÎÃÈÉÓÅÓȭ ȰÃÏÍÐÅÔÉÔÉÖÅ 
ÁÄÖÁÎÔÁÇÅȢȱ 

Compare franchises to non-franchises. 

Want a boss? Buy a franchise. 

$ÏÎȭÔ ÍÁËÅ ÔÈÉÓ ÄÁÎÇÅÒÏÕÓ ÍÉÓÔÁËÅ ×ÉÔÈ ÆÒÁÎÃÈÉÓÅÓȢ 

Look for competition posed by franchises. 

Calculate the relative slices of the competitive pie. 

$ÏÎȭÔ ÐÒÅÓÕÍÅ ÙÏÕ ÃÁÎ ÇÅÔ Á ÂÉÇÇÅÒ ÓÌÉÃÅ ÏÆ ÐÉÅȢ 

Franchising is not easy street. 

How to steer clear of franchise financial disasters 

$ÏÎȭÔ ÍÉÎÉÍÉÚÅ ÔÈÅ ÃÏÍÐÅÔÉÔÉÏÎȢ 

$ÏÎȭÔ ÏÖÅÒÌÏÏË ÃÏÎÓÏÌÉÄÁÔÉÏÎ ÉÎ ÃÕÓÔÏÍÅÒÓȭ 
industries. 

$ÏÎȭÔ ÉÇÎÏÒÅ ÉÍÐÌÉÃÁÔÉÏÎÓ ÏÆ ÃÈÁÎÇÉÎÇ ÔÒÅÎÄÓȢ 

Compute the power of economies of scale. 

$ÏÎȭÔ ÂÕÙ ÂÉÇ ÉÆ ÉÔ ÉÓ more profitable to buy small. 

$ÏÎȭÔ ÂÅ ÂÌÉÎÄÓÉÄÅÄ ÂÙ ÔÈÅ ÃÏÍÐÅÔÉÔÉÏÎȢ 

$ÏÎȭÔ ÕÎÄÅÒÅÓÔÉÍÁÔÅ ÐÏÔÅÎÔÉÁÌ ÁÓÓÁÕÌÔ ÂÙ 
competitors. 

$ÏÎȭÔ ÂÅ ÂÌÉÎÄÓÉÄÅÄ ÂÙ ÅÍÐÌÏÙÅÅÓȢ 

$ÏÎȭÔ ÄÉÓÒÅÇÁÒÄ ÅÍÐÌÏÙÍÅÎÔ ÒÅÇÕÌÁÔÉÏÎÓȢ 

Avoid industries saturated with competitors. 

Identify recent cost increases. 

Identify revenue subject to adjustment. 

2ÅÖÅÎÕÅ ÆÒÁÕÄ ÃÁÎ ÃÏÓÔ ÙÏÕ ÉÆ ÙÏÕ ÄÏÎȭÔ ÄÅÔÅÃÔ ÉÔȢ 

$ÏÎȭÔ ÁÃÃÅÐÔ ÔÈÅ ÂÏÏËÓ ÁÓ-is. 

$ÏÎȭÔ ÕÎÑÕÅÓÔÉÏÎÁÂÌÙ ÁÃÃÅÐÔ ÁÃÃÏÕÎÔÉÎÇ 
irregularities. 

$ÏÎȭÔ ÆÏÒÇÅÔ ÔÏ ÁÎÔÉÃÉÐÁÔÅ ÒÅÓÁÌÅ ÖÁÌÕÅȢ 

$ÏÎȭÔ ÓÃÁÒÅ ÙÏÕÒÓÅÌf silly. 

Identify improvement opportunities, early. 

$ÏÎȭÔ ÌÅÔ ÙÏÕÒ ÄÒÅÁÍ ÂÅÃÏÍÅ ÙÏÕÒ ÎÉÇÈÔÍÁÒÅȢ 

$ÏÎȭÔ ÔÈÉÎË ÔÈÅ ÌÅÇÁÌ ÓÙÓÔÅÍ ×ÉÌÌ ÂÁÉÌ ÙÏÕ ÏÕÔȢ 

$ÏÎȭÔ ÂÅ ÓÈÏÒÔÓÉÇÈÔÅÄȢ 

Are there phantom employees? 

Are there phantom vendors? 

$ÏÎȭÔ ÕÎÄÅÒÅÓÔÉÍÁÔÅ ÔÈÅ ÔÉÍÅ ÉÔ takes to buy a 
winner. 

Watch for these warning signs. 

Carefully review employee management. 

$ÏÎȭÔ ÒÅÁÄÉÌÙ ÁÃÃÅÐÔ ÁÌÌÉÁÎÃÅÓ ×ÉÔÈ ÃÏÍÐÅÔÉÔÏÒÓȢ 

Advertising and sales analysis are essential, early. 
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$ÏÎȭÔ ÕÎÄÅÒÅÓÔÉÍÁÔÅ ÏÒ ÏÖÅÒÅÓÔÉÍÁÔÅ ÔÈÅ ÄÏ×ÎÓÉÄÅȢ 

$ÏÎȭÔ ÃÏÎÆÕÓe marketability with value. 

Focus on what is and then what could be. 

Skeletons in the closet? 

Look for off balance sheet and unrecorded 
liabilities. 

$ÏÎȭÔ ÍÉÓÓ ÃÏÓÔÓ ÐÁÉÄ ÂÙ ÁÎÏÔÈÅÒ ÂÕÓÉÎÅÓÓȢ 

$ÏÎȭÔ ÇÅÔ ÓÏÁËÅÄȢ 

Work with a safety net. 

$ÏÎȭÔ ×ÉÎÇ ÉÔȢ 

$ÏÎȭÔ Ïmit the final walkthrough. 

See financial reports and tax returns. Consistency? 

$ÉÓÃÏÖÅÒ ÔÈÅ ÓÅÌÌÅÒȭÓ ÐÒÏÍÉÓÅÓ ÔÏ ÅÍÐÌÏÙÅÅÓȢ 

$ÏÎȭÔ ÐÒÅÓÕÍÅ ÅÍÐÌÏÙÅÅ ÌÏÙÁÌÔÙȢ 

3ÅÅ ÔÈÅ ÃÏÍÐÁÎÙȭÓ ÅÖÁÌÕÁÔÉÏÎÓ ÏÆ ËÅÙ ÅÍÐÌÏÙÅÅÓȢ 

$ÏÎȭÔ ÆÉÎÉÓÈ ÄÕÅ ÄÉÌÉÇÅÎÃÅ ×ÉÔÈÏÕÔ ÓÅÅÉÎÇ ÒÅÓÕÍÅÓȢ 

DÏÎȭÔ ÂÅ ÂÌÉÎÄ ÔÏ ÅÍÐÌÏÙÅÅÓ ÊÕÍÐÉÎÇ ÓÈÉÐȢ 

$ÏÎȭÔ ÍÁËÅ ÉÔ ÅÁÓÙ ÆÏÒ ËÅÙ ÅÍÐÌÏÙÅÅÓ ÔÏ ÌÅÁÖÅȢ 

Question recent changes to job descriptions. 

$ÏÎȭÔ ÉÇÎÏÒÅ ÃÈÁÎÇÉÎÇ ÐÅÒËÓȢ 

2ÅÄ ÆÌÁÇÓ ÄÏÎȭÔ ÈÁÖÅ ÔÏ ËÉÌÌ ÔÈÅ ÄÅÁÌȢ 

Know when to cut and run. 

$ÏÎȭÔ ×ÁÉÔ ÔÏ ÌÅÁÒÎ ÔÈÅ ÂÕÓÉÎess until after you buy 
it. 

Remember your goals. 

$ÏÎȭÔ ÂÕÙ ÔÈÅ ÃÏÍÐÁÎÙ ÉÆ ÔÈÅ ÓÅÌÌÅÒ ÃÁÎȭÔ ÅØÐÌÁÉÎ ÉÔȢ 

$ÏÎȭÔ ÂÕÙ ÔÈÅ ÃÏÍÐÁÎÙ ÉÆ ÙÏÕ ÃÁÎȭÔ ÅØÐÌÁÉÎ ÉÔȢ 

$ÏÎȭÔ ÏÖÅÒÌÏÏË ÈÏ× ÙÏÕ ×ÉÌÌ ÃÒÅÁÔÅ ÌÉÑÕÉÄÉÔÙȢ 

$ÏÎȭÔ ÂÕÙ ÉÔ ÕÎÌÅÓÓ ÙÏÕ ËÎÏ× ÔÈÅÒÅ ÁÒÅ ÏÔÈÅÒ 
buyers. 

How, exactly, will you better- manage the company? 

Ask the catch-all question. 

$ÏÎȭÔ ÆÏÒÇÅÔ ÔÈÅ ÍÏÓÔ ÉÍÐÏÒÔÁÎÔ ÑÕÅÓÔÉÏÎÓȢ 

Require the seller to promptly notify you of 
changes. 

 

Pricing / Valuing the Company  
$ÏÎȭÔ ÉÇÎÏÒÅ ÔÈÉÓ ÔÒÕÉÓÍȢ 

$ÏÎȭÔ ÏÖÅÒÐÁÙȢ 

On the other hand: Overpaying may be right for 
you. 

$ÏÎȭÔ ÂÅ ÅÍÂÁÒÒÁÓÓÅÄ ÂÙ ÖÁÌÕÁÔÉÏÎ ÄÙÓÆÕÎÃÔÉÏÎȢ 

Do you know enough about business valuation? 

$ÏÎȭÔ ÃÏÎÆÕÓÅ ÖÁÌÕÅ ×ÉÔÈ ÐÒÉÃÅȢ 

The asking price rarely has anything to do with 
value. 

$ÏÎȭÔ ÂÅ ÓÃÁÒÅÄ Á×ÁÙ ÉÆ ÔÈÅ ÁÓËÉÎg price seems too 
high. 

$ÏÎȭÔ ÒÅÌÙ ÏÎ ÖÁÌÕÁÔÉÏÎ ÒÕÌÅÓ-of-thumb. 

$ÏÎȭÔ ÏÍÉÔ ÆÁÃÔÏÒÓ ÁÆÆÅÃÔÉÎÇ ÖÁÌÕÅȢ 

Using one or too few valuation formulas is risky. 

$ÏÎȭÔ ÍÉÓÕÎÄÅÒÓÔÁÎÄ ÐÒÉÃÉÎÇ ÍÕÌÔÉÐÌÅÓȢ 

$ÏÎȭÔ ÍÉÎÇÌÅ ÂÕÓÉÎÅÓÓ ÁÎÄ ÒÅÁÌ ÅÓÔÁÔÅ ÖÁÌÕÁÔÉÏÎȢ 

$ÏÎȭÔ ÐÅÒÍÉÔ ÔÈÅÓÅ valuation errors. 

$ÏÎȭÔ ÒÅÌÙ ÏÎ Á ÓÅÌÌÅÒȭÓ ÖÁÌÕÁÔÉÏÎȢ 

$ÏÎȭÔ ÒÅÌÙ ÏÎ Á ÂÒÏËÅÒȭÓ ÖÁÌÕÁÔÉÏÎȢ 

$ÏÎȭÔ ÂÅ ÍÉÓÌÅÄ ÂÙ ȰÁÄÖÉÓÏÒÓȢȱ 

Business buying is not like home buying. 

$ÏÎȭÔ ÒÅÌÙ ÏÎ ÈÅÁÒÓÁÙȢ 

$ÏÎȭÔ ÁÓÓÕÍÅ ÓÉÍÉÌÁÒ ÂÕÓÉÎÅÓÓÅÓ ÁÒÅ ÁÌÉËÅȢ 

$ÏÎȭÔ ÔÈÉÎË ÓÅÌÌÅÒÓ understand valuation. 

The price is more important to the seller. 

Do not pay for profit you create. 

$ÏÎȭÔ ÐÁÙ ÆÏÒ ÓËÉÍȢ 
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Detect inventory frauds. 

Properly value inventory. 

Focus on more than tangible assets. 

!Î ÁÐÐÒÁÉÓÁÌ ÉÓ ÁÂÏÕÔ ÍÏÒÅ ÔÈÁÎ ȰÖÁÌÕÅȢȱ 

Identify and value intellectual property. 

$ÏÎȭÔ ÆÁÌÌ ÆÏÒ ÂÌÕÅ ÓËÙ ÓÃÈÅÍÅÓȢ 

'ÁÚÅ ÁÔ ÂÌÕÅ ÓËÙȠ ÄÏÎȭÔ ÂÕÙ ÉÔȢ 

$ÏÎȭÔ ÁÓÓÕÍÅ ÔÈÁÔ ÔÈÅ ÂÕÓÉÎÅÓÓ ÈÁÓ ÇÏÏÄ×ÉÌÌȢ 

$ÏÎȭÔ ÌÅÔ ÇÏÏÄ×ÉÌÌ ÍÁÓË ÉÌÌ ×ÉÌÌȢ 

$ÏÎȭÔ ÃÏÎÆÌÁÔÅ ÇÏÏÄ×ÉÌÌ ×ÉÔÈ ÇÏÏÄ ÌÕÃËȢ 

$ÏÎȭÔ ÔÈÉÎË ȰÐÒÏÆÉÔȱ ÍÅÁÎÓ ÐÒÏÆÉÔȢ 

$ÏÎȭÔ ÕÓÅ ÂÏÏË ÖÁÌÕÅ ÏÒ ÔÈÅ ÓÅÌÌÅÒȭÓ ÅÓÔÉÍÁÔÅ ÏÆ 
FMV. 

$ÏÎȭÔ ÍÉÓÁÄÊÕÓÔ ÆÉÎÁÎÃÉÁÌ ÓÔÁÔÅÍÅÎÔÓȢ 

Make relevant adjustments to the financial 
statements. 

There can be big opportunity for pricing changes. 

Exploit insolvency opportunity. 

$ÏÎȭÔ ÆÏÒÅÃÁÓÔ ÒÅÖÅÎÕÅ ÔÏ ÓÔÁÙ the same. 

$ÏÎȭÔ ÅØÐÅÃÔ ÁÌÌ ÔÈÅ ÅÍÐÌÏÙÅÅÓ ÔÏ ÂÅ ÔÈÅÒÅ ÆÏÒ ÌÏÎÇȢ 

$ÏÎȭÔ ÆÏÒÅÃÁÓÔ ÅØÐÅÎÓÅÓ ÔÏ ÒÅÍÁÉÎ ÆÌÁÔȢ 

Probe for sweetheart deals. 

 

Financing Your Acquisition and 
the Company 
Con artists prey on businesses seeking money. 

$ÏÎȭÔ ÂÕÙ ÉÆ ÔÈÅ ÃÏÍÐÁÎÙ ÃÁÎȭÔ pay for itself. 

$ÏÎȭÔ ÆÏÒÅÖÅÒ ÇÕÁÒÁÎÔÅÅ ÔÈÅ ÅÎÔÉÒÅ ÁÍÏÕÎÔ ÏÆ ÙÏÕÒ 
note. 

Have a good reason to buy the real estate. 

-ÉÌË ÔÈÅ ÃÏÍÐÁÎÙȭÓ ÃÁÓÈ ÆÌÏ×Ȣ 

$ÏÎȭÔ ÍÉÓÕÎÄÅÒÓÔÁÎÄ ÃÁÓÈ ÆÌÏ×Ȣ 

Profit is not enough to justify the purchase. 

&ÉÖÅ #ȭÓ ÏÆ ÒÁÉÓÉÎÇ ÃÁÐÉÔÁÌȢ 

Asset-based loans. 

Factoring. 

Customer provides equity. 

Collateral probably means more than you think it 
does. 

$ÏÎȭÔ ÕÎÄÅÒÅÓÔÉÍÁÔÅ ÔÈÅ ÄÅÁÌ ËÉÌÌÉÎÇ ÐÏ×ÅÒ ÏÆ 
financing. 

100% seller financing is unlikely and probably 
unwise. 

$ÏÎȭÔ ÁÓÓÕÍÅ ÓÅÌÌÅÒ ÆÉÎÁÎÃÉÎÇ ÉÓ Á ÇÏÏd thing. 

$ÏÎȭÔ ÇÅÔ ÔÏÏ ÅØÃÉÔÅÄ ÁÂÏÕÔ ÁÎ 3"! ÌÏÁÎȢ 

Do your homework for SBA-guaranteed financing. 

Use creative financing. 

$ÏÎȭÔ ÁÃÃÅÐÔ ÔÈÅ ÂÁÎËȭÓ ÐÒÏÐÏÓÁÌ ×ÉÔÈÏÕÔ ÓÈÏÐÐÉÎÇȢ 

$ÏÎȭÔ ÆÅÅÌ ÇÕÉÌÔÙ ÆÏÒ ÂÅÉÎÇ ÄÉÓÁÐÐÏÉÎÔÅÄ ÉÎ ÂÁÎËÓȢ 

Verify that financing will occur. 

Default triggers can shoot down you and your 
company. 

$ÏÎȭÔ ÂÅ ÓÑÕÅÅÚÅÄ ÂÙ Á ÌÉÎÅ ÏÆ ÃÒÅÄÉÔȢ 

There are blacklists. 

$ÏÎȭÔ ÓÅÌÌ ÙÏÕÒ ÁÓÓÅÔÓȢ 

$ÏÎȭÔ ÉÇÎÏÒÅ ÔÈÅ ÅÆÆÅÃÔ ÏÆ ÐÒÉÎÃÉÐÁÌ ÐÁÙÍÅÎÔÓȢ 

$ÏÎȭÔ ÂÏÒÒÏ× ÔÏÏ ÍÕÃÈȢ 

$ÏÎȭÔ ÇÅÔ ÃÁÕÇÈÔ ÓÈÏÒÔȢ 

Find and validate potential for growth. 

$ÏÎȭÔ ÔÒÙ ÆÏÒ ÅØÃÅÓÓÉÖÅ ÇÒÏ×ÔÈȢ 

5ÓÅ ÉÔ ÂÕÔ ÄÏÎȭÔ ÔÅÌÌ ÓÅÌÌÅÒÓ ÁÂÏÕÔ ÔÈÅ υπϷ ÒÕÌÅȢ 

$ÏÎȭÔ ÇÉÖÅ ÙÏÕÒ ÕÎÃÏÎÄÉÔÉÏÎÁÌ ÐÅÒÓÏÎÁÌ ÇÕÁÒÁÎÔÅÅȢ 

Monthly debt service payments may not be 
advisable. 

$ÏÎȭÔ ÕÓÅ ÐÅÒÓÏÎÁÌ ÆÕÎÄÓ ÔÏ ÐÁÙ ÁÃÑÕÉÓÉÔÉon debt. 
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$ÏÎȭÔ ÍÁËÅ ÕÎÌÉËÅÌÙ ÆÏÒÅÃÁÓÔÓȢ 

Proceed using these analyses and forecasts. 

$ÏÎȭÔ ÂÅ ÆÉÎÁÎÃÉÁÌÌÙ ÓÈÏÒÔÓÉÇÈÔÅÄȢ 

 

Negotiating and Dealmaking  
$ÏÎȭÔ ÂÕÙ ÔÈÅ ×ÒÏÎÇ ÂÕÓÉÎÅÓÓ ÏÒ ÂÕÙ ÔÈÅ ×ÒÏÎÇ 
way. 

When being second can put you in first place. 

Answering questions with questions. 

$ÏÎȭÔ ÔÅÌÌ ȰÔÈÅ ÏÔÈÅÒ ÓÉÄÅȱ ÈÏ× ÙÏÕȭÌÌ ÉÍÐÒÏÖÅ ÔÈÅ 
biz. 

Selling mistakes delighting buyers. 

4ÈÅ ÓÅÌÌÅÒ ×ÉÌÌ ÂÅ ÙÏÕÒ ȰÐÁÒÔÎÅÒȱ ÆÏÒ Á ×ÈÉÌÅȢ 

Negotiating the training and transition agreement. 

$ÏÎȭÔ ÔÅÌÌ ÂÒÏËÅÒÓ ×ÈÁÔ ÓÈÏÕÌÄÎȭÔ ÂÅ ËÎÏ×Î to 
sellers. 

Ask for reasonably more than you expect. 

AskɂÄÏÎȭÔ ÂÅ ÓÈÙȢ 

$ÏÎȭÔ ÒÅÌÙ ÏÎ ÁÎÙÏÎÅ ×ÏÒËÉÎÇ ÂÏÔÈ ÓÉÄÅÓ ÏÆ ÔÈÅ 
street. 

Use the optimum legal entity to buy and to operate. 

$ÏÎȭÔ ÂÅ Á ÇÒÅÁÔÅÒ ÆÏÏÌȢ 

$ÏÎȭÔ ÄÏ Á ÄÕÍÂ ÄÅÁÌȢ 

$ÏÎȭÔ ÂÅ ÁÆÒÁÉÄ ÔÏ ÔÅÌÌ ÉÔ ÌÉËe it isɂbut do it carefully. 

$ÏÎȭÔ ÂÅ ÔÒÕÍÐÅÄ ÂÙ ÂÌÕÆÆÉÎÇȢ 

$ÏÎȭÔ ÓÔÁÒÔ ×ÉÔÈ Á ÌÏ×ÂÁÌÌ ÏÆÆÅÒȢ 

$ÏÎȭÔ ÕÎÎÅÃÅÓÓÁÒÉÌÙ ÏÒ ÔÏÏ ÅÁÒÌÙ ÐÌÁÙ ÈÁÒÄÂÁÌÌȢ 

$ÏÎȭÔ ÆÁÉÌ ÔÏ ÎÅÇÏÔÉÁÔÅ ÂÕÔ ÄÏÎȭÔ ÎÅÇÏÔÉÁÔÅ ÔÏ ÆÁÉÌÕÒÅȢ 

$ÏÎȭÔ ÎÅÇÏÔÉÁÔÅ ×ÉÔÈ ÂÌÉÎÄÅÒÓ ÏÎȢ 

$ÏÎȭÔ ÌÅÔ ÁÎÙÏÎÅ decide for you. 

$ÏÎȭÔ ÆÏÕÌ ÔÈÅ ÁÌÌÏÃÁÔÉÏÎ ÏÆ ÔÈÅ ÐÕÒÃÈÁÓÅ ÐÒÉÃÅȢ 

Understand the effect of down payment on price. 

$ÏÎȭÔ ÕÓÅ ÁÌÌ ÙÏÕÒ ÍÏÎÅÙ ÆÏÒ ÔÈÅ ÄÏ×Î ÐÁÙÍÅÎÔȢ 

$ÏÎȭÔ ÏÕÔÂÉÄ ÉÇÎÏÒÁÎÔ ÂÕÙÅÒÓȢ 

$ÏÎȭÔ ÌÅÔ ÄÉÓÒÕÐÔÉÖÅ ÉÎÎÏÖÁÔÉÏÎÓ ÓÕÒÐÒÉÓÅ ÙÏÕȢ 

$ÏÎȭÔ ÏÖÅÒÌÏÏË ÄÅÍÏgraphic changes in the 
workforce. 

$ÏÎȭÔ ÆÅÅÌ ÓÅÃÕÒÅ ×ÉÔÈÏÕÔ ÅÍÐÌÏÙÍÅÎÔ ÃÏÎÔÒÁÃÔÓȢ 

Carefully negotiate contractual default provisions. 

$ÏÎȭÔ ÍÉÓÃÁÌÃÕÌÁÔÅ ÙÏÕÒ ÂÕÓÉÎÅÓÓ ÂÕÙÉÎÇ ÒÉÓËȢ 

Culture incompatibilities can stymie you. 

$ÏÎȭÔ ÁÓÓÕÍÅ ÔÈÅ ÅÍÐÌÏÙÅÅ ÍÉØ ÍÕÓÔ continue. 

$ÏÎȭÔ ÃÒÅÁÔÅ Á ÎÅÇÏÔÉÁÔÉÎÇ ÆÒÅÅ-fall. 

Find the bridge to seller agreement. 

$ÏÎȭÔ ÐÅÒÍÉÔ ÔÈÅ ÄÅÁÌ ÔÏ ÂÅ ÏÖÅÒ ×ÈÅÎ ÉÔ ÓÈÏÕÌÄÎȭÔ 
be. 

$ÏÎȭÔ ÏÖÅÒÃÏÍÐÌÉÃÁÔÅ ÔÈÅ ÄÅÁÌȢ 

$ÏÎȭÔ ÅÒÒ ×ÉÔÈ ÁÄÖÉÓÏÒÓȢ 

$ÏÎȭÔ ×ÁÓÔÅ ÍÏÎÅÙ ÏÎ ÁÄÖÉÓÏÒÓȢ 

$ÏÎȭÔ ÃÕÔ ÏÕÔ ÂÒÏËÅÒÓȢ 

$ÏÎȭÔ sign a purchase offer before legal counsel sees 
it. 

$ÏÎȭÔ ÏÖÅÒÌÏÏË ÃÏÎÔÉÎÇÅÎÃÉÅÓ ÆÏÒ ÔÈÅ ÂÕÙȾÓÅÌÌ 
contract. 

$ÏÎȭÔ ÂÅ ÔÈÅ ÂÅÁÒÅÒ ÏÆ ÂÁÄ ÎÅ×ÓȢ 

$ÏÎȭÔ ÓÕÒÐÒÉÓÅ ÓÅÌÌÅÒÓ ÁÎÄ ÂÒÏËÅÒÓȢ 

$ÏÎȭÔ ×ÁÉÖÅ ÒÅÃÏÕÒÓÅ ÁÇÁÉÎÓÔ ÂÒÏËÅÒÓ ÏÒ ÓÅÌÌÅÒÓȢ 

Myths about the ÂÒÏËÅÒȭÓ ÃÏÍÍÉÓÓÉÏÎȢ 

$ÏÎȭÔ ÎÅÇÏÔÉÁÔÅ ÏÎ ÔÈÅ ÆÌÙȢ 

$ÏÎȭÔ ÂÅ Á ÓÍÁÒÔÙ-pants. 

$ÏÎȭÔ ÓÅÔÔÌÅ ÆÏÒ ÔÈÅ ÓÅÌÌÅÒȭÓ ÒÅÁÓÏÎ ÆÏÒ ÓÁÌÅȢ 

$ÅÆÉÎÅ ÔÈÅ ȰÐÒÉÃÅȢȱ 

$ÏÎȭÔ ÆÁÌÌ ÆÏÒ ÈÉÇÈÅÒ ÁÕÔÈÏÒÉÔÙȢ 

5ÓÅ ÔÈÅ ÐÌÏÙ ÏÆ ȰÈÉÇÈÅÒ ÁÕÔÈÏÒÉÔÙȢȱ 

$ÏÎȭÔ ÄÉÓÒÅÇÁÒÄ ÔÈÉÓ ÎÅÇÏÔÉÁÔÉÎÇ ÔÉÐȢ 
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$ÏÎȭÔ ÂÅ too eager or standoffish. 

$ÏÎȭÔ ÌÅÔ ÅÍÏÔÉÏÎ ÔÒÉÕÍÐÈ ÌÏÇÉÃȢ 

$ÏÎȭÔ ÂÕÙ Á ÂÕÓÉÎÅÓÓ ÁÓ-is. 

Spot the opportunities for negotiation. 

You might have to giveɂto get seller warranties. 

$ÏÎȭÔ ÌÅÁÖÅ ÄÅÐÏÓÉÔÓ ÕÎÓÐÏËÅÎ ÆÏÒȢ 

$ÏÎȭÔ ÏÖÅÒÌÏÏË ÁÎÙ ËÉÎÄ ÏÆ ÔÁØ ÃÏÌÌÅÃÔÏÒȢ 

Budget for yourself a realistic management salary. 

9ÏÕ ÄÏÎȭÔ ÈÁÖÅ ÔÏ ÔÁËÅ Á ÃÕÔ ÉÎ ÐÁÙ ÉÆ ÙÏÕ ÂÕÙ ÒÉÇÈÔȢ 

$ÏÎȭÔ ÉÇÎÏÒÅ 2/)Ȣ 

$ÏÎȭÔ ÂÅ ÏÖÅÒÌÙ ×Ï×ÅÄ ÂÙ ÐÏÓÉÔÉÖÅ ÃÁÓÈ ÆÌÏ×Ȣ 

$ÏÎȭÔ ÆÏÒÇÅÔ ÐÏÓÔ-acquisition after-tax cash flow. 

Insulting the seller is unwise. 

Speed bÕÍÐÓ ÄÏÎȭÔ ÈÁÖÅ ÔÏ ÂÌÏÃË ÏÐÐÏÒÔÕÎÉÔÙȢ 

$ÏÎȭÔ ÍÉÓÁÄÊÕÓÔ ÉÎÖÅÎÔÏÒÙ ÁÔ ÃÌÏÓÉÎÇȢ 

$ÏÎȭÔ ÌÉÅȢ 

$ÏÎȭÔ ÂÅ Á ÓÍÁÒÔ ÁÌÅÃËȢ 

!ÓË ÑÕÅÓÔÉÏÎÓȠ ÄÏÎȭÔ ÌÅÃÔÕÒÅȢ 

$ÏÎȭÔ ÁÃÃÅÐÔ ÔÈÅ Ï×ÎÅÒ ÁÔ ÆÁÃÅ ÖÁÌÕÅȢ 

$ÏÎȭÔ ÂÕÙ ÔÏÏ ÆÁÓÔȢ 

$ÏÎȭÔ ÄÉÓÃÌÏÓÅ ÁÌÌ ÙÏÕÒ ÁÓÓÅÔÓ ÔÏ ÓÅÌÌÅÒÓ ÏÒ brokers. 

$ÏÎȭÔ ËÉÓÓ ÁÎÄ ÔÅÌÌȢ 

$ÏÎȭÔ ÂÅÌÉÅÖÅ ÐÒÏÍÉÓÅÓȢ 

$ÏÎȭÔ ÐÒÅÍÁÔÕÒÅÌÙ ÄÉÓÃÕÓÓ ÐÒÉÃÅ ÁÎÄ ÔÅÒÍÓȢ 

$ÏÎȭÔ ÁÃÃÅÐÔ ÔÈÅ ÁÓËÉÎÇ ÐÒÉÃÅȢ 

$ÏÎȭÔ ÂÅ ÆÉÒÓÔ ÔÏ ÐÒÏÐÏÓÅ ÄÅÁÌ ÓÔÒÕÃÔÕÒÅȢ 

Consider starting with a letter of intent (LOI). 

Starting with a purchase contract may not be wise. 

$ÏÎȭÔ ÁÃÃÅÐÔ ÐÉÔÆÁÌÌÓ ÉÎ ÔÈÅ ÐÕÒÃÈÁÓÅ ÃÏÎÔÒÁÃÔȢ 

Remember to protect your confidentiality. 

$ÏÎȭÔ ÂÕÙ ÏÎ Á ÇÅÎÔÌÅÍÅÎȭÓ ÁÇÒÅÅÍÅÎÔȢ 

$ÏÎȭÔ ÓÅÔÔÌÅ ÆÏÒ ÌÅÓÓ ÔÈÁÎ ÄÅÆÉÎÉÔÉÖÅȢ 

$ÏÎȭÔ ÇÉÖÅ ÔÈÅ ÓÅÌÌÅÒ ÆÒÅÅ ÈÁÎÄ ÔÏ ÍÁÎÁÇÅ ÔÈÅ 
company. 

$ÏÎȭÔ ÉÍÁÇÉÎÅ ×ÈÁÔ Ôhe seller thinks. 

9ÏÕ ÄÏÎȭÔ ÈÁÖÅ ÔÏ ÌÏÓÅ Á ÄÅÁÌ ÂÅÃÁÕÓÅ ÏÆ ÐÒÉÃÅȢ 

9ÏÕ ÄÏÎȭÔ ÈÁÖÅ ÔÏȟ ÕÐÆÒÏÎÔȟ ÂÕÙ ÔÈÅ ÅÎÔÉÒÅ ÃÏÍÐÁÎÙȢ 

$ÏÎȭÔ ÎÅÇÌÅÃÔ ÔÁØ ÉÍÐÌÉÃÁÔÉÏÎÓȢ 

$ÏÎȭÔ ÂÌÉÎÄÌÙ ÁÓÓÕÍÅ ÃÏÎÔÒÁÃÔÓȢ 

#ÈÅÃË ÌÁÎÄÌÏÒÄȭÓ ÒÅÐÕÔÁÔÉÏÎ ÅÁÒÌÙ ÄÕÒÉÎÇ ÙÏÕÒ 
review. 

$ÏÎȭÔ ×ÁÓÔÅ ÔÉÍÅ ÂÅÃause of uncooperative 
landlords. 

$ÏÎȭÔ ×ÁÉÔ ÔÏÏ ÌÏÎÇ ÔÏ ÃÏÍÍÉÔ ÔÏ ÔÈÅ ÌÁÎÄÌÏÒÄȢ 

$ÏÎȭÔ ÁÃÃÅÐÔ Á ÓÈÏÒÔ ÆÕÓÅ ÌÅÁÓÅȢ 

Inspect the premises that come with the company. 

$ÏÎȭÔ ÄÅÆÅÒ ÔÏÏ ÌÏÎÇ ÃÏÍÍÉÔÔÉÎÇ ÔÏ ÔÈÅ ÌÅÎÄÅÒɉÓɊȢ 

$ÏÎȭÔ ÍÅÒÅÌÙ ÅÙÅÂÁÌÌ ÔÈÅ ÁÓÓÅÔÓȢ 

$ÏÎȭÔ ÅØÐÅÃt assets to work. 

Verify that the seller has good title to assets. 

$ÏÎȭÔ ÂÕÙ ×ÉÔÈÏÕÔ ÐÒÏÔÅÃÔÉÏÎ ÉÆ ÔÈÅÒÅ ÉÓ Á ÓÏÌÅ 
supplier. 

$ÏÎȭÔ ÔÁËÅ ÔÏÏ ÌÏÎÇ ÔÏ ÒÅÃÏÕÐ ÙÏÕÒ ÄÏ×Î ÐÁÙÍÅÎÔȢ 

$ÏÎȭÔ ÄÅÐÌÅÔÅ ÙÏÕÒ ÃÁÓÈ ÒÅÓÅÒÖÅȢ 

$ÏÎȭÔ ÌÅÔ ÏÔÈÅÒÓ ÅØÔÏÒÔ ÙÏÕȢ 

$ÏÎȭÔ ÒÅÆÒÁÉÎ from using your escape clause. 

You might not be able to back out. 

$ÏÎȭÔ ÇÉÖÅ ÔÈÅ ÓÅÌÌÅÒ ÙÏÕÒ ÂÌÁÎË ÃÈÅÃËȢ 

Nail down all the intangibles. 

9ÏÕÒ ÄÅÓÐÅÒÁÔÉÏÎ ÄÏÅÓÎȭÔ ÈÁÖÅ ÔÏ ÒÕÌÅ ÙÏÕȢ 

)ÎÃÌÕÄÅ ȰÒÉÇÈÔ ÏÆ ÏÆÆÓÅÔȱ ÉÎ ÙÏÕÒ ÐÕÒÃÈÁÓÅ 
agreement. 

$ÏÎȭÔ ÏÖÅÒÌÏÏË Á ÈÏÌÄÂack of funds contract 
provision. 
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The comma that cratered a deal and risked $2 
million. 

Protect your ass-ets. 

$ÏÎȭÔ ÓÔÅÁÌ Á ÓÅÌÌÅÒȭÓ ÂÕÓÉÎÅÓÓȢ 

See your doomsday plan before executing the 
contract. 

Protect yourself against the seller who skips town. 

Ask but ÄÏÎȭÔ ÅØÐÅÃÔ Á ÔÅÓÔ ÄÒÉÖÅȢ 

Being stymied is not necessarily a stalemate. 

$ÏÎȭÔ ÒÅÖÅÁÌ ÙÏÕÒ ÄÅÁÄÌÉÎÅ ÏÒ ÍÏÔÉÖÁÔÉÏÎ ÔÏ ÂÕÙȢ 

$ÏÎȭÔ ÇÏ ÔÏÏ ÆÁÓÔ ÁÔ ÔÈÅ ÅÎÄ ÏÆ ÎÅÇÏÔÉÁÔÉÏÎÓȢ 

Delays can kill the deal; keep the ball in motion. 

What is your opportunity cost? 

$ÏÎȭÔ be foolish. 

Using a Business Buyer Advocate ®. 

$ÏÎȭÔ ÆÁÉÌ ÔÏ ÄÅÔÅÃÔ Á ×ÁÖÅÒÉÎÇ ÓÅÌÌÅÒȢ 

$ÏÎȭÔ ÁÃÃÅÐÔ Á ÂÕÍȭÓ ÒÕÓÈȢ 

$ÏÎȭÔ ÂÌÁÍÅ ÔÈÅ ÓÅÌÌÅÒȢ 

$ÏÎȭÔ ÇÉÖÅ ÔÈÅ ÓÅÌÌÅÒ ÒÅÁÓÏÎ ÔÏ ÂÁÃË ÏÕÔ ÏÆ ÙÏÕÒ ÄÅÁÌȢ 

 

Closing the Sale / Purchase 
Understand escrow and closing. 

$ÏÎȭÔ ÃÌÏÓÅ ÔÈÅ ÐÕÒÃÈÁÓÅ ÔÏÏ ÓÏÏÎȢ 

$ÏÎȭÔ ÁÓË ÆÏÒ ÅÁÒÌÙ ÐÏÓÓÅÓÓÉÏÎȢ 

You choose the escrow agent / closing attorney. 

$ÏÎȭÔ ÕÎÄÅÒ- or overvalue potential; keep it to 
yourself. 

$ÏÎȭÔ ÇÏ ÉÔ ÁÌÏÎÅȢ 

7ÈÏ ×ÉÌÌ ÂÕÙ ÙÏÕÒ ÃÏÍÐÁÎÙ ×ÈÅÎ ÉÔȭÓ ÔÉÍÅ ÔÏ ÓÅÌÌȩ 

Ȱ"ÕÙÅÒ 2ÅÍÏÒÓÅȱ ÉÓ ÎÏÒÍÁÌȢ 

Remember who is most influential and when. 

$ÏÎȭÔ ÔÈÉÎË Á ÓÉÇÎÅÄ ÃÏÎÔÒÁÃÔ ÁÓÓÕÒÅÓ Á ÄÏÎÅ ÄÅÁÌȢ 

$ÏÎȭÔ ÆÏÒÇÅÔ ÔÏ ÁÓË ÔÈÅ ÍÏÓÔ ÉÍÐÏÒÔÁÎÔ ÑÕÅÓÔÉÏÎȢ 

 

7ÈÅÎ 9ÏÕȭÒÅ ÉÎ #ÈÁÒÇÅ 
Do you know what occurs during the transition? 

$ÏÎȭÔ ÐÕÔ ÕÐ ×ÉÔÈ ÔÈÅ ÓÅÌÌÅÒȭÓ ÉÎÁÄÅÑÕÁÔÅ ÁÓÓÉÓÔÁÎÃÅȢ 

What about your strategic plan? 

Six essential elements to a strategic plan. 

Keep your eyes and ears on the competition. 

$ÏÎȭÔ ÌÉËÅ ÔÈÅ ÍÅÓÓ ÙÏÕȭÒÅ ÉÎȩ 

$ÏÎȭÔ ÐÁÎÉÃȠ ×ÏÒÒÙȟ ÍÁÙÂÅȢ 

Benefit from the 80/20 Rule. 

$ÏÎȭÔ ÁÃÔ ÂÅÆÏÒÅ thinking and then collaborating. 

Changing anything too soon is risky. 

$ÏÎȭÔ ȰÆÉØȱ ×ÈÁÔ ×ÏÒËÓȢ 

$ÏÎȭÔ ÍÁËÅ ÔÏÏ ÍÁÎÙ ÓÉÍÕÌÔÁÎÅÏÕÓ ÃÈÁÎÇÅÓȢ 

$ÏÎȭÔ ÂÅ ÎÅÅÄÌÅÓÓÌÙ ÒÉÓË-averse. 

$ÏÎȭÔ ÄÅÌÁÙ ÓÔÒÉËÉÎÇ ÂÁÃË ÁÔ ÔÈÅ ÓÅÌÌÅÒȢ 

$ÏÎȭÔ ÊÕÍÐ ÆÒÏÍ ÔÈÅ ÆÒÙÉÎÇ ÐÁÎ ÉÎÔÏ ÔÈÅ fire. 

Look for alternatives for getting out of a deal. 

$ÏÎȭÔ ÄÉÔÈÅÒ ÍÁËÉÎÇ ÉÍÐÏÒÔÁÎÔ ÄÅÃÉÓÉÏÎÓȢ 

$ÏÎȭÔ ÃÏÎÆÕÓÅ ÓÐÅÎÄÉÎÇ ×ÉÔÈ ÉÎÖÅÓÔÉÎÇȢ 

Screen accounts payable. 

Strengthen computer protection. 

Create and improve websites. 

$ÏÎȭÔ ÂÅ Á ÏÎÅ-man/woman show. 

Try to work yourself out of the job. 

$ÏÎȭÔ ÕÎÄÅÒ-utilize employees during transition. 

$ÏÎȭÔ ÂÅ ÔÏÏ ÄÅÐÅÎÄÅÎÔȢ 

$ÏÎȭÔ ÍÉÎÉÍÉÚÅ ÔÈÅ ÉÍÐÏÒÔÁÎÃÅ ÏÆ ÆÁÃÅȢ 

$ÏÎȭÔ ÌÅÔ ÅÌÅÃÔÒÏÎÉÃÓ ÕÎÄÅÒÍÉÎÅ ÙÏÕÒ ÃÏÍÐÁÎÙȢ 

$ÏÎȭÔ ÆÏÒÇÅÔ ×ÈÏ ÉÓ ÂÏÓÓȢ 
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Romance the best; dump the rest. 

$ÏÎȭÔ take it out on your employees. 

Hire employees who need the job. 

Making yourself crazy can make others crazy, too. 

Form strategic alliances to strengthen advantages. 

$ÏÎȭÔ ×ÁÉÔ ÔÏ ×ÁÒÎ ÃÕÓÔÏÍÅÒÓȢ 

Keep your eye on the landlord and property 
manager.

$ÏÎȭÔ ÌÅÔ the seller drop the ball. 

$ÏÎȭÔ ÂÅ ÔÏÏ ÑÕÉÃË ÔÏ ÊÕÍÐ ÓÈÉÐȢ 

Are you between the devil and the deep blue sea? 

$ÏÎȭÔ ×ÁÉÔ ÔÏ ÓÈÕÔ ÄÏ×ÎȢ 

Keep dreaming. 

$ÏÎȭÔ ×ÏÒÒÙȟ ÂÅ ÈÁÐÐÙȦ 

You did it! Congratulations. 

 

 

Get started right. (Or correct your course.)  
One of the most crucial things in searching for or evaluating a company to buy is to get started right. You only 

have one chance to make a favorable first impression. And negotiate the best deal. )Æ ÙÏÕ ÄÏÎȭÔ ÈÁve all the 

components in place before you meet the owner of a good business, you could blow your chance to buy it.  

)Ô ÃÏÍÅÓ ÄÏ×Î ÔÏ ÔÈÉÓȡ ) ÄÏÎȭÔ ËÎÏ× ÙÏÕÒ ÄÒÅÁÍÓȟ ÂÕÔ ÍÏÓÔ ÐÅÏÐÌÅ ÓÁÙ ÔÈÅÙ ÎÅÅÄ ÍÏÒÅ ÍÏÎÅÙ ÏÒ ÍÏÒÅ ÃÏÎÔÒÏÌ 

over their worklife. Some people need big money, to put their kids through college or to fund their retirement. 

Others want to be rich(er). Some people simply want to have more spending money, and are willing to work 

hard to get it. 

¶ 7ÈÁÔȭÓ ÉÔ ×ÏÒÔÈ ÔÏ ÙÏÕ ÔÏ ËÎÏ× ÈÏ× ÔÏ ÆÉÎÄ ÔÈÅ ÒÉÇÈÔ ÂÕÓÉness and to know what to do when you find it? 

¶ 7ÈÁÔȭÓ ÉÔ ×ÏÒÔÈ ÔÏ ÙÏÕ ÔÏ ÍÁËÅ ÔÈÅ ÁÍÏÕÎÔ ÏÆ ÍÏÎÅÙ ÙÏÕ ×ÁÎÔȟ ÁÎÄ ÔÏ ÃÏÎÔÒÏÌ ÙÏÕÒ ×ÏÒËÌÉÆÅȩ 

¶ 7ÈÁÔȭÓ ÉÔ ×ÏÒÔÈ ÔÏ ÙÏÕ ÔÏ ÆÉÎÁÌÌÙ ÂÅÃÏÍÅ ×ÈÁÔ ÙÏÕȭÖÅ ÄÒÅÁÍÅÄȩ 

¶ 7ÈÁÔȭÓ ÉÔ ×ÏÒÔÈ ÔÏ ÙÏÕ ÔÏ ÂÅ ÁÂÌÅ ÔÏ ÄÏ ÉÔ ÎÏ×ȟ ÂÙ ÔÁËÉÎÇ steps that others have perfected over the years? 

This ÃÈÅÃËÌÉÓÔ ɉÁÎÄ 4ÅÄ ,ÅÖÅÒÅÔÔÅȭÓ books) can be one of the tools that help you achieve the success you seek. 

"ÕÔ ÄÏÎȭÔ ÌÅÔ ÄÏ-it -yourself thinking slow you down or increase your risk. Why risk everything by trying to cut a 

few corners or by isolating yourself from the street-smart experience of a business acquisition advisory team 

whose sole purpose is to protect you and to maximize your profit?  

ρππȟπππ ÐÅÏÐÌÅ ÈÁÖÅ ÂÅÎÅÆÉÔÅÄ ÆÒÏÍ 4ÅÄ ,ÅÖÅÒÅÔÔÅȭÓ ÂÏÏËÓȢ 
They have been sold from his website or distributed to the customers and clients of over 100 professional, 

business and governmental organizations in the USA, Canada and the United Kingdom. 

The only thing you have to lose is info that can help you make more money and avoid problems.  

https://tinyurl.com/y9lqa2j4
https://partneroncall.com/


 

 
 


