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Thank you for having me. Inc.  you for joining everyone. I just  want to start by  saying that I am very excited to  be talking about selling a business  in part or closing a business and  discussing opportunities that you  should be thinking about. As you all know selling a business  can be one of the hardest decisions  in October nor can make. It is not  surprising that many don't want to contemplate selling.  And even if you don't plan to sell  any time soon it is very important  as party or process to think about  what your  eventual exit might look like. If  you're looking to sell a business  you have also picked a good time. Consumer confidence right now is  very high. Successful businesses  are getting top dollar  in the midst of an upward cycle. They are all made also  making it possible to  obtain businesses at a lower capital  cost.  The numbers for 2018 a culmination  of a three-year record run. A total  of 10,500-ish  businesses reporting sold for the  year. That is a 4% increase from  2017 when there were 9900 businesses  that were sold and a significant  search from 2016 was 7800  businesses sold. For arch for numerous were looking  to buy a business and those that  want to sell these last three years  have been exceptional.  Even though the price for small  businesses has increased so has  the revenue that they are generating. The businesses  that changed hands were also the  most financially healthy. There's  a 6 1/2% devaluation increase over the median businesses sold  from 500,000 in 2017 to almost  550,020 18. These statistics  may not help you think about it  then you are thinking about this  being a good time to consider selling  your business. One of the things that we did want  to talk about  is that the process of selling a  business can seem very overwhelming. In the way we  feel about selling your business  will likely be tied to the motivation  in doing so. For instance you have  led this business to great success and decided you are ready  to go out on top. Or you're moving  onto another adventure preparing  a business for sale can be very exciting. If you are  retiring you can also be excited.  May be a bit bittersweet. And the other reason unexpected life  circumstances. Or maybe a lower  than expected profit can make you  want to sell. This can be stressful but but regardless of  the modification you want to be  set up successfully.  It can be a time-consuming process  with a lot of moving parts and details  that you cannot afford to overlook. I want to go through  some of the tips they may make the  process less stressful and rewarding. And frankly more profitable in  the long-term.  First, you need to think about whether  not your mentally ready. Very few  arch manures are very prepared psychologically  to sell their business. Reasons may vary but frankly a  lot of them really enjoy their own  business. They might think that  they're not going to get enough  money and it's worth so much to  me a lot of people use the idea  that it is their baby. But whatever  the reason it is very important  to think about the  possibility of selling. You need  make sure your succession planning  is in place and even if you're not  prepared you are ready to move on.  Planning can also answer your concerns  about generating good value for  the sale and keeping the business alive after.'s even those that  say it's everything I am, if you have not planned and  something happens you do want to  make sure that that baby does  continue to grow and thrive in your  absence. You might also think about  whether not the company is plateauing.  Have I given it all I've got? It  could be a sign that you are losing  your drive to take the company to  the next level or you may want to  take on an investment so decisions  about that such as delegating responsibility  and investing in further capital  pushing your team further are all things to consider. Then you  need to think about whether not  your company is ready. Are you in  good shape to attract buyers? I  means you have solid balance sheets all those  things that we're talking about  in this discussion. They also want  to know that they can run the company  without you. They have a great team  and be able to execute the process  consistently without your help. One of the things to keep  in mind is knowing that it does  take time to sell a business. In  most indicators it takes about 6  to 9 months to sell the business. For planning purposes you should  think about a year out. This is  a topic that we will cover. These are not things that you're  going to necessarily have to have  in place overnight but they are  also things that you do want to  think about going forward strategically.  And if you are instantly ready to  sell your business today you need  to make sure that your head is in  the right place knowing that likely a lot of these  are not yet in place. Or they may  be personally and it will take some  time to get there. And that is fine.  So that is by we are talking to  each of these items on the list. From talking about whether not  your business is in good standing to talking about the intellectual  property in good well.  Is the business ready for a good  price? And communicating with your  team as well as the buyer to make  sure that all of it is in  order here. In word  of  merger and acquisitions there's  hundreds that we have success really  looked at. Interestingly the vast majority  involve micro and middle level buyouts. Management buyouts and  recapitalization and that may involve enterprise value under  1 million to several hundred million.  There are a variety capital leaves raising alternatives.  If that is the structure possibilities it will accommodate the varying  objectives. To  the owner, often with the help of  the experience advisor or advisors  it seeks the structure that best  meets the objective. We are first talking about liquidation  of equity. Owners who  agree to sell the company may be  tired of running the business as  we discussed earlier. If they want  to liquidate 100% of their equity acquiring investors will  offer or potentially offer a lower  acquisition price. By would that  be the case? Because the owner is  selling the entirety of the business  and has no real skill in the game. 
     The buyer is assuming all of the  potential out to opportunities and  the greater difficulties anticipated  in running the business after  the transaction especially if the  owner is not available to help with  the entire process.  Another reason we have is recapitalization. This is when an owner will likely retain a minority share in the  interest. A  10 to 40%.  In this case existing owner has  an incentive. They are going to  make potential money  when they sell a portion of the  business. They get added investment  but retains some value in order  to optimize their money. But  also it gives them the freedom to  enjoy more flexibility. Once the  owner is completely out of the picture  the combined unity will have  a go forward plan in place to continue  to grow the business. In addition  the existing majority owner will  be able to see the value of their  own equity increase when the performance  benchmarks are reached. If  you have a large company come and  invest money in your business the business grows you are then  able to reap the benefits. And hopefully  some of the flexibility as well.  You do also want to convert it into  cash. A lot of owners wish that  they had more cash. It may all be tied up into the  business. The owners have considerable  net worth essentially and a lot  of the value is in the business  that is liquid. So unlocking through  a third-party investor and taking  ownership interest in the business  enables the seller to diversify  the rest of their portfolio and  free up cash as well as similar  to the recapitalization issue it  gives them flexibility at times  if the new buyer  has interest and takes on the responsibility or leadership of the business. Very common exit scenario which  many of you may think about, is  aging out of the business. It doesn't  necessarily have to be an elderly  business owner but it does happen  to be the case at many times that  someone has run their business and  they are retiring or looking to  retire and have made enough money  that they are ready to move on now.  They may not have a succession plan  in place. Some situations  may necessitate the need to find  a buyer quickly. Those are scenarios  where a business owner is looking  to just move on. And retire. And  finally there are strategic  reasons to sell. Maybe wants to  gain market share. A larger parent  company may have complementary assets for example. Or  you maybe want to expand. I talked  about having additional funds for  equipment or advertising geographic  reach. Maybe there is an increasing  footprint of your target here. The raising capital for accusation  maybe another reason. They  may say that they have the capital  and they want to put  the accumulation in place. They're  looking to acquire smaller competitors  and consolidate the injured the  industry. These are reasons why  someone might want to sell. And  then conversely why someone would  be interested in purchasing. You may also be about management  opportunities with leadership coming  from the new buyer or diversifying the relatively focused customer  base  as you can relate to many small  companies having small percentages  of the revenue and few are relatively  small customers here if you get  a larger buyer in place they could  have diversified customer bases  that really help you grow your base  and the company as well. And of  course leadership succession. There is a good impetus  to sell. It is fantastic to sell the business  here. We are looking at the U.S.  economy and it might  be something that you might want  to consider for any of these with  liquidation. Or strategic reasons  and conversions taking some of the  risk off the table. When you talk  about whether not your  business is ready to sell, these  are the key factors when we are  talking about this. We are talking very high level  how do you incorporate to the business? Is in good standing? Does it  have proper state IDs and business  licenses? As you are hearing me talk about  these things some of you may be  thinking check, check, check. And  some may be thinking got to get  this going. So frankly we are looking at why these  really matter when you are operating  a business you want to make sure  all of your corporate documents  are in order. When you are selling  a business is critical not only  at the corporate status but that  you've also maintained all the accompanying corporate marks. I recently sold  my company to bigger company and  one of the biggest things was the  due diligence. And not the word that strikes fear and  small business owners because they  don't have the documents in place  and even me a lawyer who does this  for living sometimes you think that  I don't have everything all buttoned  up. So one of the things you want  to think about is how you incorporated. I just  want to quickly talk through reason  why incorporation is so important. It can be summarized  I think in the three else. You incorporate  life for life, and liability. The best way to  in understand is to imagine that  separate artificial person with  limited  rights and privileges. Incorporating  a business essentially creates a  second and separate person. Making  it separate from the owner. As a  separate entity the corporation  exists independent of the sheriff's  owners and employees. Regardless of what happens with  the shareholders and in this case because of the changes that you're  going through it is critical that  the corporation itself does continue  to exist in perpetuity until the directors or shareholders  decide to actually dissolve the  entity. So in a sole proprietorship  or general partnership the owners  are liable and  what affects the owner affects the  entire business. Any personal debt  allows creditors to pursue the  business whether or not it has  any relationship to the business  at all. Also personal bankruptcy  of an owner or partner which directly  impact the business is  a huge thing to think about when  you're looking to sell your business.  Because buyers do not once the risk. They want to make sure that  you are incorporated and you are  set up and your structure is in  place. The second L, liquidity which  I talked about is as much as we  speak about them remaining forever committed  to success the business there are  times we are discussing today when  the owners want to leave. Regardless of the reasons we have  spoken about, incorporation relied  the transferability from interest  of one person to another. Generally in a partnership they  cannot transfer interest in a business  to another without the express consent  of the partner. The other partners. If one partner decides  to leave the partnership without  the will of the others, the partnership  automatically dissolved. Incorporating  removes that possibility. And it  enables them to freely transfer without consent of shareholders. Small business may see  restrictions here as a good thing  and they may want to  see it as a good thing on how to  transfer the shares. But incorporation allows for flexibility. It is a  good idea and almost a requirement when you are selling a business  to ensure that your business is  incorporated. Another reason why  you personally need to incorporate  but why you do this is  to mandate for liability. The greatest  benefit is  limitation against the shareholders. As long as you are following corporate rule you maintain a distance between yourself and  the business. Any debt or liability against a specific shareholder  remains separate from the corporation. And  likewise the inverse is true as  well. Something that goes wrong  with the individual shareholders  does not attach the corporation. 
     The shareholders liability in any  corporate but is limited to what  the shareholder invested here. There  is an annotation here this is there  is fraud it can be  pierced but the truth is that it  sets of the sale allows the corporation  to make business decisions without  the risk of endangering personal  assets of the shareholders. Everyone knows that risk is a necessary  element to successful business. But this does minimize the risk  and is a completely valuable direction  to go in. There are a lot of other  reasons why this is a good idea  to incorporate. And frankly why  and acquiring company would want  you to be incorporated outside of what we  discussed. Into the taxes involved is one of the  many detriments. But truthfully  if you are set up that often comes into play here we are taxed at the corporate level  and then again at the individual  level. Many businesses incorporate meaning that they've  made attacks election to  go through to their individual returns 
     so that they are not the individual  shareholders and members that are  not taxed twice. In a really common  way for businesses to elect to be  taxed especially if they are looking  to be acquired. The acquiring company can also make changes  to the corporate structure the business. We will talk a bit later about  acquiring assets versus shares of  the business. However, in either case, it is  critically important that they are  set up as a corporation or an LLC. When you're in business you  are most likely making this election  for tax purposes. Many times there are a lot of  nuances with that that we have known  not enough time to go to today. But they're certainly enough considerations  for those looking to sell their  business. One of the other things  that I find to be really interesting  about incorporating is the sole  proprietor tends to be able to file income tax returns. Sort is audited at a  much higher rate than the corporate  filings. There's a one and 32 chance of  being audited. Is a one  and 124. It's a really  significantly good chance of being  audited and something that should  be considered. Someone now is asking  about a singular  single-member LLC and you can have  that in the impact of the cell is  that you want to make sure that  they are informed  in the LLC and the fact that it  is single-member we mean that you're  the only one who has the final rights to sell  the company and that is fine. It  is a common structure  to open an LLC. And certainly one  by most accounts considered by companies  to be perfect structure. Finally one of the things to think  about is the credibility when forming  an LLC. Distinguishing yourself  from  the competition. May be perceived  as fly-by-night or not  formally structured. Acquirers want a business that  has its ducks in a row. In addition  to giving the perspective  to your partners and customers that  you are a formal corporate structure and a real business acquirers find that to be very  important as well.  It is something that you want to  make sure that you've maintained  across improper fashion so that  it does recognize you have low risk. The three items that we  talked about with proper state IDs  and business licenses. One of  the things you think about is that  if you have incorporated finer buyers  are looking whether not you have the corporations incorporated. It is that my corporation.com.  So one of the things that is relevant  here in regards to the BBA and this is what a lot of them  send checks to make payments under.  So having your proper licenses as  well as for example if you're running a restaurant  or bar you had to have your liquor  license and a consultant agency  you have to consultancies license  depending on the industry. These  are all things that you want to  think about. They know what kind of licenses  you need to have in place so they  make sure that the business licenses  are set up. You look at state IDs and licenses  with payroll. I  set up  with the state tax IDs. Those are  things that may be you thought maybe you had most  of them but frankly I don't even  know where the paperwork is making  sure you have that is very important. And and  thinking about renewing your licenses  and permits. A lot of the times  we think about having them in place  but we don't actually have the renewal  files but we did the  one we didn't file the annual reports  for the corporation or the LLC.  That can be critical because many  times the business falls into what  is considered bad standings or out  of good standings of the Secretary  of State's or if your DBA is not here on the proper cadence related  to your specific state or local  agencies it can be falling out of  good standing and that can be a  significant impact of your business. So first bothers her personal business  whether not you are selling and  making sure you're maintaining the  appropriate documents. Making sure you're not having extra  penalties unnecessarily for filings  that you have not maintained on  regular basis. But also, we need to show  your own certificates or zoning  permits your DBA or your tax numbers  or your IRS CIN. These are things  that you should all make sure that  you maintain. It is important for  you to create a folder on your compile on your computer  now those documents you have into  that folder. Frankly during  due diligence what any acquirer is looking this  is the first thing that they're  going to ask for. If it takes you  two months to produce these documents  it can be fatal. Not just because it is here  but it appears as if you are not  ready and not prepared. And  you don't have the proper documents  in place. And it will have you worried about  your ongoing area. It we talk intellectual properties  and I use this  word and you may wonder what I'm  talking about, but really it's a  soft access with one of the most valuable assets  of the business can have. Intellectual  property as part of this ongoing  viability. What inquires  coming through is all the intellectual  properties here.  They're looking at your business  being protected. You have a trademark? Have you filed for the copyright  location? The naming identify here is just the potential  value. It can be rather complicated but it's critically  important that you use these two  different tips here with common  law rights which exist because you  did use the trademark and then there  are actual protective rights and statutory  rights that exist when you file  for registration at your state or  federal agency. It's very important, you  would file that at the Secretary  of State level. You of the Corporation  under that name but you may not  have a national brand filed under  that name. So it's critically important  that you think about both state  guidelines for limiting name use and conflicting name use the trademarks  as well as the U.S. patent and  trademark office which is a federal  agency that oversees your trademark. So when  you have federally registered trademarks that you  have here, they put significant  assets with a value. With domain names, it may  be copyrights. So do you have contents that you  write. Do you have manuals and warranty  documentation and websites and all  those assets here they should make  sure that you have copyrights.  They are granted from common-law  meaning because you have used it  you do have this right. And you  should also file at the U.S. copyright office  for documentation.  Some of the other things you might  think about, are very significant intellectual  property assets. Trade secrets are actually documentations  that in the essence once you file the  trade secrets become public. And  it can be extinguished from a patent  which is filed at the U.S. patent  and trademark office very much like  a trademark. The trade secrets are  about the way that you run your  business and how you handle your  customers and who your customers  really are. And how they retain  customers. All of those are business  trade secrets that he wants to make  sure when you are being acquired  your closing and communicating but  also documenting. These are how  we run our business. These are the secret sauce. This is what  makes the business unique. And I  think it is quite a fine line that exposes what  makes unique. Especially when you are considering  other options. You want to  share what makes your business so  valuable and unique. But conversely, you also wants to keep those things  pulled to your vest.  Until you are confident this is  a business transaction that will  be going through. Certainly finding  that fine line and exposing this with the federal trademark. I've quiet the  patent in a particular product or  methodology. I own  all the copyrights to my contact.  But you also want to make sure  that your access relative to trade  secrets are maintained in a secure  fashion. They're done with confidence  the Audi agreements with the  party but also with those they may  know about your trade secrets. As well as with your employee.  So it's very important to know  that these pieces of your puzzle are what make unique. And  what are critically important to  the ongoing viability of your business.  And frankly many cases  why the inquirer would find your  business to be so valuable. In summary,  you really want to look at 
     selling the business. Is in good  standing. Have incorporated? I five  minus 30 documents? Have I got my  DBAs and business licenses? Do I  have the state IDs they need? Are  my trademarks in order? Are my patents registered? Are  the trade secrets maintained in  a confidential manner. Thinking  about all of these things and being  prepared if you're putting yourself  on the market or responding to  an inquiry from an inquirer these  are things that  you do need to have in-depth and  in one place. It is critically important  that you don't look like a mess  when you asked for these pieces  of the puzzle. It's going to be  very early on and in the due diligence  process. That these people are going  to be asked and more than just factually on whether not you have  the sufficient documentation. It's  more demonstrably showing. I'm ready  to show this business I've run it  like a strong company and I am entitled 
     and have earned a strong evaluation  on this business. So when you're  talking about  being ready to go further  you have shown that you are a viable  business and there is an  interest to purchase your business.  You are now considering a letter  of intent. A lot of the times people 
     say it is interchangeable with the  final documentation to sell the  business or the final agreements  under the merger and acquisitions  level. However, a letter  of intent is really the introductory to the  document that we defined the key  terms of the deal. So when I say it's not the final agreement, it's  actually critical part of the overall  agreement. Once the business understands that you are in  good standings and you are successful  business that is looking to  sell and have agreed on general  purchase prices these are the items  that you put into the letter intent.  Is also known as a term sheet and  it is a short 2 to 3 minutes between  the buyer and the seller that really spells out the important  terms and conditions of the cell.  Includes a virtual price, how and when the purchase price we  paid. The assets that will be sold  to the buyer and those of the seller  will keep. And the terms of the  sellers noncompete agreements and other key components. I use the term LOI but it is technically not  binding on the parties. It is definitely well worth your  time and efforts to  hammer out as many of those business  issues involving in the LOI before  the lawyers do get a five -- involved  in the legal contracts that would  document the cell. Truly a well drafted LOI helps  them get the sale documents right  on the first or hopefully second  draft. It doesn't go around in circles  for months on end. If  most of the important terms and  conditions already dealt with in  the LOI, then they are not subject  to further negotiations.  Without the LOI you will end up  negotiating the business deal and  the legal language at the same time. That requires multiple drafts,  the time of money and legal fees and a bunch of frustration  for the legal owners. If you get the agreements early on  then truly you will be ready to  go off enrolling and I find that  as the time and deal to make that  happen. Once everyone has the assigned  LOI the business is  officially in a motive sale. All of the exchange of  documents will begin and you have  all of your ducks in a row. And that is an exciting time. I  think that is very important to  have strong legal representation  during the LOI stage and making  sure that you're ready to go. Speaking  of ready, is the timing right and are you ready? One  of those things that comes throughout  is business evaluations. One of  the first things that you should  do is get a realistic idea of what  your business is worth from an objective  and outside source. Notch the acquirer.  If you are relying on them to value your business based on  their perspective that you  are not going to have an independent  perspective on what it is actually  worth. I give them an offer for 10 million  and just in their minds they thought  it was worth 10 and I see the reverse.  Where an offer could come in very  well and they settle for something  lower then could have been obtained. A professional evaluation gives  you the basis for gauging the  offers and which ones are viable  and what you can  expect to get from the sale. Also  whether or not it is in market condition  the financial situation as well. From a professional it will usually  distress the strengths and weaknesses of your business in a independent fashion. Which is  fantastic. You can get evaluations from a number of sources from  local accounting firms to business  brokers and investment banking firms. Be aware and make sure that if  you are paying for the service these  people are not necessarily on invested you want to make sure  what this offer is here. Are you  hiring them to value business and ultimately  be involved in the sale? Or are you just looking for them  to give you a good assessment of  what your business is worth? You have to consider there  are many factors. How do  all of these factors come through and how do you view the business  from all angles as if you were the  buyer. Are you looking at profit,  client relationship or the personal investment of your  time that would be required to make  the transaction accessible? And  then set your asking price accordingly. Make sure the company performing  your valuation has access to those  current national data regarding  privately held transactions in your  industry. It's very important that  the firm you hire understands your  industry and what it is that you  do. The number 2 point here, is  to ensure your books are in order.  We did talk about this earlier in relation to the documentation to  your business. But it is very important that you  have at least three years worth  of financial information. The more  formal your statements are, the  accountant review prepared by professional the better  impress your make an easier for  due diligence for the buyer. Also need to be sure as  we discussed early on when I talked  about incorporating your business  that you are separating your personal  expenses from those of the business. It does not look  good when you have intermingled  or co-mingled funds. It is important  for you to think about  certain things as a business owner  which are able to be written off.  You convey that to the acquirer. But it is really not  a great idea to have financials that are super confusing  and intermingled with your own assets  paying your house on the business  in these other things that can be  both confusing and set a  bad precedence in terms of  who you are and how you run a business  to the potential acquirer. So that  is why many stop running personal accounts through their business.  Make sure you give a clear picture  of the net profits and assets of  your business. The other item, is to understand  the profit margins on your business. We currently  hope they claim a variety of expenses.  Make sure you have supporting documents  for them if your business is paying  for personal audio lease you make sure that you change it  so that it's added back in to the  cash flow to show a greater margin.  Make sure you spend a realistic flow on your actual margin. What it means in terms of how much  property and profit you are generating. And whether or not it is  relevant to the discussion. So understand  the cash flow and what the turnover  is as well as how you drive revenue and spend money and  what your margins look like. It  is very important to understand  the true possibilities of your business and to convey that successfully  to the acquirer. Especially if the  margins are strong in your business is healthy and  in a great place. You also want  to make sure that you have a financial  advisor. There are  some questions that come in around  that. It is critically important  that your tax advisor is involved  when you are selling a business.  Not to tell stories from the past  necessarily but to establish that  you are a business they did file  proper returns and has a financial  expert in your framework. And who can understand the personal  and corporate tax situations. Not only historically but how you  should structure the deal going  forward. This will help you be prepared and know the business  as well as the reason for selling  and anticipated detailed questions.  My next point is this is important to make  a good first impression. I said  this in many different ways in this  talk but I do think it is very important  that you do have your ducks in a  row. You consider the management  management accession you know your  business well you know your employees  and who can run the district without  you. So it's very important to  be able to tell your story make  a great impression. Also having  an advisory team in place is there which  is relative to having a financial  advisor and an attorney help you  with your letter of intent to make  sure that you have the right team  members mentioning the devaluation to show who is helping your. And  consulting along the way is critical.  Either a lawyer or an accountant  or probably both. Also  I think the last point I've made  here is to not lose focus on your  business. Not all deals go through,  and many buyers will hold you  to your numbers right at the point-of-sale.  So do not lose focus or take your  eye off the ball. Because this can  be just a piece of the puzzle they  can be fatal. Is something happens toward the end of the close of  the sale and goes wrong. As we talked a minute ago here  about fully understanding business assets, depending on whether  or not it's a stock sale or an asset  sale these are questions that came  in a moment ago about stock asset  sales. And the tax can vary  on those. Again this is why it is  really a smart idea to have a financial  advisor to look at your particular  business before deciding how to  structure sale  whether not it's a stock or an asset  sale combination. It is important  to understand the consequences of  those choices. It is the most common that a seller once a  stock sale. Because the seller once  to sell the business. They do not  want to maintain the liability or the  stock ownership of the business.  They are ready to transfer. The  buyer, if you can imagine is wanting  the inverse. They want to take the  assets of the business and basically move forward.  And that is critically  a piece of the puzzle here when  it comes to business sales. That  they want to make sure that  they are not getting the liability and the taxes  but just the assets of the business. So that is something that you do  want to understand knowing your  business here. When  it comes to the sole proprietorship  as I mentioned early on is very important that you do incorporate.  But it is difficult for small proprietorship  to maintain assets in the business. Because  personal and business assets are  tricky in this discussion here.  So the stock is the incorporated  business does make matters simpler  because you share that instead  of assets. There often included in the price  of sale and the stock sale. Is a  seller you can rest assured that  you are clear in regard to the business  in order to sell stock you have  the incorporated business. This  goes back to  very early on in the discussion  with pieces of the puzzle that are  now coming together this is why  you want to have the incorporated  pieces. You're looking to sell the  stock as you  incorporated business eliminating  ongoing risk of liability. Think  about the asset sale again as opposed  to the stock sale  you can choose what you're selling  and when you're selling assets. In a matter of why the owner would  want to buy assets overstock. 's never going  to draft the sales agreement. My  talk about the LOI that the letter  intent at the initial document.  Originally a 2 to 3 page document  that discusses the key points.  Now you move into the sales division.  There's a great LOI in which you  are going to be in the position  to move forward with the sales agreement  in a clean way. First and foremost  a matter what the catalysts are  selling it is crucial to have the  right professionals involved. Once you have drafted the negotiated  terms you secure the team to finalize  this  transaction I you draft the equipment  in your ready to go. I say that almost like it is simple. The sales  agreement can be quite complicated which is why having the right resources  is critical.  Is important not to leave any ambiguities  that can cause trouble. Sometimes  you will find this to be painful. 
     The lawyers can be nutty. And I'm  a lawyer and I see that. The truth  is, you really are thinking about how  you do once all of the details of  your business and lawyers work on  the indemnity provisions. Every possible scenario  that could happen. They limit what you've made  here, and they try to limit the  interim description and time. The buyers and lawyers to say no.  We want more indemnity and we want  more protection. There drafting  the sales equipment  which is a critical piece in why  you want to think about having all  of the right pieces in place  when you're talking about the final agreement. 
     Next up is the management post sale. You want to know whether not you  stay on in some capacity. Many want  you to stay on because they want to make sure that there is ongoing  viability of the business. In many retail services they have  a personal and business relationship  with the owner. You want to be sure  you discuss how long  they are staying and frankly have  clarity in your own mind  about how long you are going to  stay. Established expectations and  next steps. And your compensation. Number two what expertise do they  need or require for the ongoing  business? It is quite important  that we talk about what types of  things that the new owner will need  in order to maintain their business. 
     And then it do you want a new business  owner or management employees to  stay? Before you sell your business  make sure the key employees are  also willing to stick around since  they are often the ones that see  the customers day today and operate  the tricky machinery or know where  the bodies are buried. They know  how to run this business. So it's critically important that  you think about not just whether  not you want to stay but whether  your key employees are saying and  what their roles are. Finally, I think it is really critical  for you to think about the viability  of your business ongoing and how  you're going to maintain it. And  where you're going from there. So how you want to communicate that  to the buyers is important. And  have an open discussion about that  in the process. That  is all my details here. On all of the issues  relative to selling your business  and the considerations for selling  or closing. If you have any questions  I am all ears. 
     

Okay. We will go ahead and move  into the Q&A portion of this webinar  than.  We will do our very best to address  as many questions as possible in  the time remaining. If we do not  have an opportunity to address your  question, during this webinar session  would you recommend that you connect  with your score mentor. To be able to assist you further. Particular with this process  as we will also be providing everyone with the slides and it does contain Deborah's content or other contact information  that is being displayed on the slide.  You will have that to reference  and reach out for further assistance. 
     Okay. With that let's jump into  these questions that have been coming  in so do please continue to submit  your questions. Deborah, the first question comes  to us asking about what your thoughts  are about keeping a portion of the  percentage or would you suggest to sell completely?  

I think that that has a lot to  do with the ongoing viability of  the business and how invested you are in the growth  of the business. We did talk early  on about selling a portion of the  business. A lot had to do with  exit strategy. Not necessarily to retiring completely  move on. Maybe there's a scenario  where you are selling a portion  of your business and you have people  who are interested in investing.  Maybe you have buyers who have management  expertise. All of the items that  we discussed here are possible  competencies that the  business would have that your company  maybe does not there will help your  business grow. Those  are fantastic reasons to stay partially  invested in the ownership of the  business. Meaning that you  believe that with the suppliers  company you can actually continue  to grow the business and he wants  to be part of it. That is a super  exciting way to take money off the  table with some equity or cash taken  out of your business but continue  to stay involved. It's also a great  way to be acquired because they  know that you have skin in the  game. That you are interested. There are buyouts that happen over  time. Maybe two or three years where  they have the investment ownership  taking 15% business to start and  then gradually buys you out. To your point, if you're interested in taking everything off the table  but you are walking away and interest  in moving off to another venture  then that maybe a different sign  and not interested in continuing. Time taking everything off the  table. It may depend on your read of the acquiring desires. 
     They may maintain some ownership  interest versus the new company  wanting to move in a different direction  or not be as involved would make sense. For my personal  standpoint I  am still very involved in my company. 
     I've taken sort of a hybrid scenario.  Where I have to say the company  but I've also chosen to because  I think it gives me the opportunity  to see my company grow and thrive. It makes sense here for the particular  situation both in life and in the  business opportunity. But if you  think what the business is going  to grow exponentially in there a lot of  years here, I want to see what the  leadership team can bring to the  table it is a brilliant idea to  retain some ownership. 
     

The next question comes in from  Ryan. Wants to know if you can talk  about the main benefits of using 
     a advisor business broker for small  business sale.  

Okay. I have mixed emotions about  that. I pulled  the company that I own in two different  ways to publicly traded companies  and bought them back. I probably do have an interesting bias here. I think they are fantastic. It's a very good example  to have advisors. Someone on your  accounting team has been involved in the sale and purchase of the  business is. Someone who is  able to help you value your business  and things like that. But I  also think you're to be careful  not to bring on an  expert who for your small business has the massive deals. It doesn't  translate well. They don't prioritize your deal.  They overthink things like limitation and viability. You know as a business  owner what the risks are. You  can convey those to the acquirer. And then they are negotiating with multibillion-dollar deals  with the risks are more significant I'm not trying to say 10 million  or 20 million is not a big deal, but for them to translate  that into a smaller business it  can be rough. And it cannot us to  be rough for the owners well. Asking why were discussing these  details? It's just not relative  to my small business. But for them  they are thinking about every detail. And those can be  difficult conversations that puts effort and he energy on things that don't need  to be involved. I think you can  find some that assist small businesses.  From a cost standpoint and detail  standpoint here do not involve a law firm that does massive  multi-million-dollar deals. It's  not enough that. 
     

The next question comes from  Joe asking Deborah what your opinion  is on an LLC sale with  an earn out over time?  

For any earn out over time is  a good idea. As mentioned on the  questions here that if you are still  invested in your business. If you're committed  to the growth of your business they  are looking for strategic opportunities  from an acquirer or looking to say involved in have your leadership  team come through with a buyout  over time is a great idea. It gives you incentive to continue  to grow the business. As a business  owner and aunts were Nora, I found  that everything is on you. Having an inquirer with experts  that know the perspective marketing  and sales and  products it can be a fantastic opportunity to learn and grow. And the buyout  over time gives you the opportunity  to stay involved what's also have an acquirer who was an interest  in your business and will help you  be better. And I think those are  both big wins. 
     

Market would like to know if  you can advise on what point he should tell your  employees that you're considering  selling the company?  

That is a great question. And  I wish I had a definitive answer. Because I found  that they start hearing gossip and seeing  people come in and recognizing that  things are changing or all the sudden why are we getting these documents?  Why do we care about these things? Why are people coming in and looking  at the office of operations? And  that can raise concern among the  employees. But the inverse is  also true. If you disclose  that the company is for sale they  panic and look for another job and these are key in place  may be very valuable and suddenly  there looking for the job. So it  is a fine line. I  told my employees  to not share the details with others. But I  did tell leadership and then I really  worked hard and communication opportunities.  I did not an ounce of the company  was for sale. I presented it as  an opportunity when an acquirer was already presenting  himself multiple offers we did not  put an offer out we were not  for sale. So became apparent  that there was interest and I kind  of stuck with the vein that these  are partnership potentials. I never  wanted to live. But I didn't want  to over worry them either. So it  is important to find that balance. To let your leadership team know  because they need to trust you. But maybe give a decent sized team  don't disclose it to everyone and  then deal with the mass exodus. It's hard enough to tell them ambiguity so  here can be super confusing. And  then they would move on before you  have time to execute the deal. And  as you can guess a lot of the time it takes months  and months and sometimes it never  even gets executed. C don't want  to worry them unnecessarily either. I would say tell your leadership  team and only  think it's super close and it's  very sure that it's going to happen. 
     

Okay. We've had many questions  come in. From participants here  and they are still coming in regarding  how to find the right lawyer and  what type of lawyer with the sale of business. Can  you talk more about this?  

So merger and acquisitions attorney  salons you want to look at. You  will often find attorneys to the  team that helps with evaluation  if you go forward with evaluation.  The devaluation companies or individuals  are likely to have relationships with attorneys. But I they  don't stop there. It's a good  idea to interview  three or four. It can be exhausting  to understand but it's important  to understand where their interest  why? Are the good executing 20 million-dollar deals? Or do  they only do $20 billion deals?  How many deals have they done? What  to the deals look like? Have they  helped the businesses get higher evaluations than otherwise? Do  they guarantee it?  Yet to think about I think it's important that you talk to other arch printers. Were you good  and did you like them. Honestly I know it sounds ridiculous  but Google a couple of evaluation  attorneys in your area. And just  give them a call. They are interested in helping  you sell your business because they  will make money off of it. To talk  to them about what you are looking  to do and get their expertise and  insight. The other piece of the  puzzle that I would also say is  that when they do come and meet  with you and show you the deals  that they have done and pitch how  great they can be for you call some  of the clients that they have represented. Just to get a  sense. Those who sold business are  often willing to share with the experience was like. And you can  get a lot of insight from business  owners. This works for me and this  didn't. The firm was too big  didn't pay attention or they were  too small and micro manage every  detail it was painful. And also  consider the source of course. The  business owner what kind of position  where they and how did it work out  for them? I do believe I guess my  summary would be to consider a few  different options. And also  really be clear on what the  cost is. A lot of the times  they say your business is worth  30 million. If I get you anything  more than that then I'm going to  take X percentage. So a minimum  500,000 over 40 million  I take a certain percentage? Having easy things you do want to consider.  I do this better myself? Or will  it pay for the deal and not take an ownership interest or financial  interest in the sale. Or should  I have financial interest and  maybe get a better evaluation for  me. So again there is no one answer. But certainly  it is something to consider as you  go through this process. Great question.  

Okay. We have time for just a  couple more questions left. The next question comes to  us from Karen  asking if it is required to have  audited financial statements.  

No. Many acquiring  companies understand that  when they're acquiring a small or  midsize business their financials  may not be audited.  They will ask for it and they want  them to be audited because easier.  But  it's not all the time and it's definitely  not a requirement. In fact  I said right up front that our financials  are not audited. They are  specific there are tax returns and they can ask for all of that. But  having them audited was not a legal  requirement. The acquiring company  may say we are not going to work  with you and it may not be a fit or you can work to get your financials  audited together which are other  options as well. 
     

Okay. Deborah that is all the  questions that we have time for.  From today's live webinar. So  ladies and gentlemen if we do not  have a chance to address your question  we do recommend that you connect  with your score mentor after today's  session who can address your  questions further and further assist  you to apply these important  suggestions were shared today.  As a reminder there is a link to  the recording of this webinar and  the presentation slide deck that  will be sent to everyone. And a  postevent email. The slide deck  contains  Deborah's contact information. So  if you would like to connect with  Deborah for further assistance you  may reference that to sell. I would like to give a very big  thank you to Deborah Sweeney  for presenting with us as well today.  Thank you so much Deborah. 
     

Think you. You guys have great  questions as always. I do appreciate  that.  

Thank you again everyone. We  hope that you have a great rest  of your day. And you take care.  
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Thank you for having me. Inc.  you for joining everyone. I just  want to 


start by  saying that I am very excited to  be talking about selling a 


business  in part or closing a business and  discu


ssing opportunities 


that you  should be thinking about. As you all know selling a business  


can be one of the hardest decisions  in October nor can make. It is not  


surprising that many don't want to contemplate selling.  And even if you 


don't plan to sell


  


any time soon it is very important  as party or 


process to think about  what your  eventual exit might look like. If  


you're looking to sell a business  you have also picked a good time. 


Consumer confidence right now is  very high. Successful businesses 


 


are 


getting top dollar  in the midst of an upward cycle. They are all made 


also  making it possible to  obtain businesses at a lower capital  cost.  


The numbers for 2018 a culmination  of a three


-


year record run. A total  


of 10,500


-


ish  businesses reporti


ng sold for the  year. That is a 4% 


increase from  2017 when there were 9900 businesses  that were sold and a 


significant  search from 2016 was 7800  businesses sold. For arch for 


numerous were looking  to buy a business and those that  want to sell 


these 


last three years  have been exceptional.  Even though the price for 


small  businesses has increased so has  the revenue that they are 


generating. The businesses  that changed hands were also the  most 


financially healthy. There's  a 6 1/2% devaluation incr


ease over the 


median businesses sold  from 500,000 in 2017 to almost  550,020 18. These 


statistics  may not help you think about it  then you are thinking about 


this  being a good time to consider selling  your business. One of the 


things that we did want 


 


to talk about  is that the process of selling a  


business can seem very overwhelming. In the way we  feel about selling 


your business  will likely be tied to the motivation  in doing so. For 


instance you have  led this business to great success and decide


d you are 


ready  to go out on top. Or you're moving  onto another adventure 


preparing  a business for sale can be very exciting. If you are  retiring 


you can also be excited.  May be a bit bittersweet. And the other reason 


unexpected life  circumstances. O


r maybe a lower  than expected profit 


can make you  want to sell. This can be stressful but but regardless of  


the modification you want to be  set up successfully.  It can be a time


-


consuming process  with a lot of moving parts and details  that you 


canno


t afford to overlook. I want to go through  some of the tips they 


may make the  process less stressful and rewarding. And frankly more 


profitable in  the long


-


term.  First, you need to think about whether  


not your mentally ready. Very few  arch manures ar


e very prepared 


psychologically  to sell their business. Reasons may vary but frankly a  


lot of them really enjoy their own  business. They might think that  


they're not going to get enough  money and it's worth so much to  me a 


lot of people use the idea 


 


that it is their baby. But whatever  the 


reason it is very important  to think about the  possibility of selling. 


You need  make sure your succession planning  is in place and even if 


you're not  prepared you are ready to move on.  Planning can also answe


r 


your concerns  about generating good value for  the sale and keeping the 


business alive after.'s even those that  say it's everything I am, if you 


have not planned and  something happens you do want to  make sure that 


that baby does  continue to grow and


 


thrive in your  absence. You might 
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