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As a business owner, the chances are one 
day you will consider selling your business 
to which you have put a lot of time, effort 
and equity into growing. If you’re looking 
to sell your business for whatever reason 
(retirement, finances, building another 
business, etc.), you will want to get the best 
sale price that you can for that business. 

Factors to consider are – timing, are you ready to sell and let go, why, 
what a potential buyer of your business wants, your business’s value, 
your financial future and what you’re going to do next. 

Numerous factors will come into play that will 
affect the projected value of your business and 
how quickly it will sell on the market.  
Regardless of when you are selling, you should look into establishing 
and building additional inherent value into the business to further 
maximise your potential sale price. Assess your business internally 
and externally and look for opportunities to create value that buyers 
will appreciate and recognise the extrinsic worth of what you are 
offering. However, the sooner you can put into play the better for your 
future sale. 

Areas to consider that will add value to your business are a strong 
cash flow, a good history and reputation, is a business with a niche 

specialisation that has room to grow, where the business is located, 

if it is situated in a growth industry with a competitive advantage 

over others in the same industry and having good staff, products and 

services.  

Characteristics that may lower the perceived value of your business 

on the market include the weak financial position of the business, 

a small customer base and poor industry outlook, key relationships 

held with the owner, poor recordkeeping and selling dated products or 

services.  

Other factors that could affect the overall sales price of your business 

include if the business can be easily relocated if needed (i.e. is it a 

business that must be conducted in a certain place, such as a central 

office, or can it be moved to suit the buyer’s needs?)  

In summary, when it’s time to sell your  
business is up to you. Ideally, you should be 
liaising with your accountant at least 2-3 years 
before any intended sale to ensure you get the 
best outcome for your success.  m
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Disclaimer: This article contains general information only. Regrettably, no responsibility can be accepted 

for errors, omissions or possible misleading statements or for any action taken as a result of any 

material in this guide. It is not designed to be a substitute for professional advice, as such a brief guide 

cannot hope to cover all circumstances and conditions applying to the law as it relates to these items.
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