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Audience Introductions
Let'� take a �o�e�t to i�troduce our�elve�. Plea�e ��are 
your �a�e, t�e i�du�try you work i�.



Trivia#1

What percentage of U.S. small 
businesses are owned by 
women?



Answer
42% of all U.S. businesses are owned 
by women. (WBENC, SBA). 

T�i� i� a fa�t-growi�g tre�d, a� wo�e� are �aki�g 
�ig�ifica�t �tride� i� t�e bu�i�e�� world.



10 Essential Steps to acquire 
or exit a business
Maxi�ize your c�a�ce� of a �ucce��ful �ale or acqui�itio� of a bu�i�e�� by 
addre��i�g t�e�e crucial co��ideratio��.



#1# Evaluate the Right 
Timing for the 
Sale/Acquisition

Timing is Key
Do�'t �ell duri�g a �arket �lu�p. Co��ider t�e bu�i�e��'� perfor�a�ce 
a�d life cycle.

Market Trends

A�alyze curre�t �arket co�ditio�� a�d i�du�try tre�d� to ide�tify t�e 
opti�al ti�e to �ell.

Business Peak
Sell w�e� t�e bu�i�e�� i� at it� peak perfor�a�ce a�d value.



Trivia #2 

What do you think is the most 
common reason business 
owners decide to sell?



Common Reason to Sell

Retire�e�t Ow�er� �ay al�o �ell t�eir bu�i�e�� to ca�� 
out, �i�ilar to t�e $19 billio� W�at�App 
�ale to Facebook i� 2014.



#2# Determine Fair 
Market Value

Get Professional Appraisal

Treat �elli�g your bu�i�e�� like �elli�g a �ou�e - get a profe��io�al 
apprai�al to deter�i�e t�e fair �arket value.

Avoid Overpricing

Do�'t overprice your bu�i�e��, a� t�at ca� deter pote�tial buyer�.

Understand Industry Multiples

Re�earc� t�e typical EBITDA �ultiple� for your i�du�try to price 
your bu�i�e�� accurately.



#3# Get Your Financials in 
Order

1 Scrutinize Financials

Pote�tial buyer� will t�oroug�ly review your fi�a�cial�, ju�t like a 
�o�ebuyer i��pecti�g a �ou�e.

2 Clean Financial Reports

Prepare detailed reve�ue, payroll, a�d fi�a�cial �tate�e�t�.

3 Normalize Earnings

Separate o�e-ti�e expe��e� a�d per�o�al expe��e� to ��ow true 
profitability.



Trivia #3

What percentage of 
businesses find a buyer once 
they’re listed for sale?



Percentage of Businesses Finding Buyers

20%
Businesses

O�ly 20% of bu�i�e��e� fi�d buyer�

1
Deal Killer

Lack of preparatio� i� t�e #1 deal killer



#4# Understand the Tax 
Implications

Short-term vs. Long-term

U�der�ta�d t�e differe�ce i� tax rate� for ��ort-ter� a�d lo�g-ter� 
capital gai��.

Estimated Taxes

E�ti�ate t�e taxe� you �ay owe o� t�e �ale to pla� accordi�gly.

Harvest Losses

Co��ider �arve�ti�g a�y i�ve�t�e�t lo��e� to off�et capital gai�� 
fro� t�e �ale.



Trivia #4

What percentage of 
businesses are seller 
financed?



Percentage of Seller Financing

60% to 90%
Businesses

60% to 90% of bu�i�e��e� are �eller fi�a�ced

—
Seller Financed

W�e� ba�k fi�a�ci�g i� �ot a� optio�



#5# Consider Seller 
Financing

1 Enticing Option

Seller fi�a�ci�g ca� be a� attractive optio� for buyer� w�o ca�'t get 
a �ortgage.

2 Earn Interest Income

Offer �eller fi�a�ci�g to ear� i�tere�t o� t�e �ale.

3 Drawbacks

Le�� ca�� flow, lo�ger tra��itio� period, a�d pote�tial ri�k.



#6# Ensure Legal and Compliance Readiness

Tax Filings

E��ure all tax docu�e�t� 
are up-to-date a�d 
co�plia�t.

Contracts

Review a�d orga�ize all 
clie�t, ve�dor a�d e�p 
co�tract�.

State Filings

Co�fir� all �ece��ary 
�tate regi�tratio�� a�d 
fili�g� are i� order.

Notices

Provide a�y required legal 
�otice� to releva�t partie�.



Trivia #5

On average, how long do you 
think it takes to sell a 
business?



Time to Sell a Business
It take� 6 to 12 �o�t�� to �ell a ��all to �id-�ized bu�i�e�� i� t�e U.S. Patie�ce i� key—�elli�g 
a bu�i�e�� i� �ore of a �arat�o� t�a� a �pri�t! 

Source: BizBuySell I��ide report 2023



#7# Prepare for Due Diligence

Financial Reports

Prepare co�pre�e��ive fi�a�cial 
�tate�e�t�, i�cludi�g i�co�e 
�tate�e�t�, bala�ce ��eet�, a�d ca�� 
flow report�.

Customer Lists

Co�pile detailed cu�to�er li�t� wit� 
co�tact i�for�atio�, purc�a�e 
�i�tory, a�d ot�er releva�t data.

Aging Reports

Provide up-to-date accou�t� 
receivable a�d accou�t� payable 
agi�g report� for due dilige�ce 
review.



#8# Secure Key Employees

Highlight Best Features

Securi�g key e�ployee� i� like 
�tagi�g a �ou�e - it ��ow� buyer� t�e 
bu�i�e��'� �tre�gt��.

Retain Talent

Buyer� wa�t a��ura�ce t�at critical 
�taff will �tay o� board after t�e �ale.

Legal Protections

Have �o�-di�clo�ure a�d �o�-
co�pete agree�e�t� �ig�ed to 
�afeguard t�e bu�i�e��.



#9# Transition Planning 

How much time to spend after selling?

Co��ider 6-12 �o�t�� ba�ed o� w�ere are at your career 
�tage.

Remuneration for the time spent

How �uc� you wa�t to be co�pe��ated for your ti�e?



Trivia #6

What type of buyers do you 
think are jumping into 
business purchase?



Type of Buyers in Market

50-60%
Fir�t Ti�e Buyer�

T�e �ajority of buyer� i� t�e �arket are fir�t-ti�e bu�i�e�� ow�er�, 
looki�g for a tur�key operatio� t�at i� ready to go.



Millennials and Gen Z Buyers

Mille��ial� a�d Ge� Z are i�crea�i�gly buyi�g 
bu�i�e��e�, e�pecially t�o�e wit� a �tro�g o�li�e 
pre�e�ce a�d digital �y�te�� i� place. T�e�e you�ger 
ge�eratio�� are attracted to bu�i�e��e� t�at leverage 
tec��ology a�d �ave a well-e�tabli��ed bra�d.



#10# Focus on Technology 
and Brand Presence

Strong Web Presence

E��ure your bu�i�e�� �a� a �oder�, u�er-frie�dly web�ite t�at ��owca�e� 
your bra�d.

Positive Reviews

Mai�tai� a �tro�g bra�d reputatio� t�roug� po�itive cu�to�er review�.

Leverage Technology
I�ple�e�t �oder� �y�te�� a�d digital tool� to �trea�li�e operatio��.



Resources for Buying and 
Selling

Online Marketplaces

BizBuySell, Flippa, a�d E�pire Flipper� offer platfor�� to li�t a�d 
fi�d bu�i�e��e� for �ale.



Q&A and Contact Information

Call or Text

(305) 605-1040

Email

i�fo@accou�tit.co�

Website

Accou�tit.CPA


