
  

 

  

CHOOSING AN EXIT STRATEGY 
FIGURE OUT YOUR EXIT STRATEGY AND 

SELL YOUR BUSINESS PROFITABLY 

“It is always easier to get in than get out.”   
Wayne Hileman 
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Introduction 

Do you have an “exit strategy”?  It doesn’t 

have to be a big formal plan or document.  It 

can be some preferred way to eventually get 

out of your business.   

Instead of hanging around until you can’t wait 

to retire, or your health, or a loved one’s 

health begins to fail, or your grandchildren 

are growing up way too fast without you … it’s 

better to take some initial steps before you’re 

ready to get out. 

You don’t want to put off thinking about an exit strategy until a business issue, or employee problem makes 

you want to set your hair on fire.  Waiting until a crisis point to act, means that you will surely fail to sell for 

the most money possible and get out on your own terms!  

WHY ME? 

I’m an owner … not a lawyer, not a broker, or an accountant.  I’m someone, who with my husband, has built 

and invested in three companies s in 17 years.  Two of the entities, we sold ourselves. The sale of the third 

one was handled by two of our LLC members… regular businessmen.   I have learned valuable information 

about selling companies and want to share this knowledge with those of you who are interested in selling in 

the future … maybe as soon as in the next three years. 

Our first start-up was a small garbage company, Kaper Waste Systems, LLC.    The solid waste market was 

consolidating in our geographic area.   In the garbage industry, consolidation presents a huge opportunity 

for small companies to start up.  Within four months, Kaper Waste   had an impressive revenue stream.   

Because of the industry consolidation, Kaper Waste was not the only start-up emerging in the area.   

Investors from one of the other new companies offered to buy our operation.    An agreement was reached, 

and Kaper Waste was sold to Five Star Waste Services, LLC.   In addition, we invested cash in Five Star to the 

maximum allowable level.  Kaper’s purchase price was recognized as a portion of our investment.  Five 

Star’s acquisition of Kaper Waste provided it with an immediate revenue stream.   

Exit Strategy #1 Executed: Asset Sale to Another Company, with owners staying on in different roles with 

the new company.    Kaper’s support team was our attorney. 

After four years, Five Star Waste’s assets were sold to a national firm, Waste Management, Inc.  This was a 

highly successful sale with a great ROI for all.   The sales team was our own leadership team, and outside 

legal and accounting firms.  A broker was not involved.   
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As an investor, I learned about:  

•  How a planned exit strategy can attract investors 

•  How customer contracts increase the sale value of the company 

•  Hold backs and the financial value of managing them 

•  Non-competition agreement negotiations 

•  Cash flow – current and forecasted 

•  The good and the bad of having family members working in the business 

•  The value of negotiating a sale with more than one party at a time 

Exit Strategy #2 Executed:  Asset Sale to Another Company, with owners walking away completely. 

Our third start-up was Rapid Repair, Inc. which specialized in repairing garbage trucks and transfer 

trailers.  We were proactive, during the sale negotiations of Five Star Waste to ensure that this line of work 

was not in conflict with our non-competition agreements.   Contract clauses had to be crafted to support our 

specific needs.   

Fourteen years later, Rapid Repair was sold to two individuals.  It was a stock sale.   This provided a nice 

cushion for retirement.  Our sales support team consisted of our lawyer, accountant and insurance agent.   

All of them had worked with us for several years.  They were familiar with Rapid Repair and had been 

involved in business sale transactions in the past.   

Exit Strategy #3 Executed: Stock Sale to Two Individuals, with owners walking away completely. 

We did it and you can too!  I’m glad to share what I have learned to help you plan and execute a great exit 

strategy. 

THE BEGINNING …IT ALL STARTS WITH YOU 

You really need to understand yourself and know your reasons for selling.  Why do you want to leave your 

business?  

• Are you tired of managing employees? 

• Do you want, or need, the money? 

• Is finally spending more time with family and friends pulling on you? 

• Does working, but with less responsibility and more time to give back to the community or 

traveling sound good? 
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• Do you want a clean break with a minimal transition period or are you willing to stay on for 

a longer time? 

To maximize the selling price, do not appear to be inflexible or forced into the exit.  A desperate 

appearance gives leverage to a buyer and often results in a lower offer.  Carefully determine the information 

regarding your motivation that you wish to share.  It could vary depending on the exit strategy you choose. 

Do you still need to make a living after selling?  If yes, how will you do this while under the inevitable non-

competition agreement?  Would you like to continue in the business, with fewer day-to-day 

responsibilities, or would you like to do something completely different? Have you consulted with your 

financial advisor to understand if you will be in a solid position to retire after the sale?  

IN CONCLUSION 

You can choose to prepare for more than one strategy.  Evaluate the options you prefer and be ready for 

your moment. 

Once you have an idea of where your initial preferences lie, do the activities and the preparation to drill 

down, to figure out the best value and probability of sale.  

Keep your eyes open with this new found insight so that you can capitalize on any and all opportunities that 

come your way. 

 

 

Kathleen Shannon 

Business Owner, Entrepreneur 
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Valuing Your Company  

There are many methods to value your company.  Discuss different methods with your accountant.  Talk to 

brokers.  Network with other owners who have sold their companies and get an idea of the multiples paid in 

your industry.  Depending on the size and nature of your operation, you could invest in an appraisal and/or 

get a formal valuation.  We never did that. We were confident in our ability to set the price for our 

companies.  

In our case, we looked at the industry we were in and the market conditions.  For two of our companies, we 

knew the market very well, and the companies were sold for multiples of the top line revenue.  Profitability 

was not a factor. This was typical at the time. 

The third company was quite small and operated in a highly specialized niche.  Very, very, few companies 

were in our line of work nationally.  We set the price differently for an asset sale versus a stock sale.  One of 

the biggest factors we looked at was…how much money we were interested in walking away with after 

taxes?  The second biggest factor was... could the deal work?  We estimated a projected breakeven point for a 

buyer.  Could they acquire the company and make a good living, while they paid back their financing?  The 

answer was “Yes!”   

Tip #1: For out third sale, I identified a list of financial add-backs also known as discretionary earnings. 

The total was added to the net profit figure. This gave a truer picture of our company’s profitability.  I had an 

idea of how much the buyers were financing.  With the add backs and other aspects of the deal, I was fairly 

certain the deal would pass scrutiny with the their’ financial institution. It did.  

 If you would like more information about how to value your company, I have a tool that I would be glad 

to share with you.  It is available on my website BuySellGrowABusiness.com and I have provided a link at 

the end of this article.  Simply answer the questions in the Value Builder Checklist and you will receive a 

score.  The score provides a guideline of what an acquirer would pay for your company.  After analyzing 

more than 40,000 companies the average score is 60.  A purchaser will typically pay a multiple of 3.55 times 

pre-tax profit for that score.  Multiples go up as a company’s score goes up.  There is no charge to get your 

score.   

 

 

https://www.buysellgrowabusiness.com/
https://score.valuebuildersystem.com/buy-sell-grow-a-business-llc/kathy-shannon
https://score.valuebuildersystem.com/buy-sell-grow-a-business-llc/kathy-shannon
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Taxes 

I cannot emphasize enough the need to research with your accountant, the specific tax ramifications of each 

Exit Strategy! 

Some fundamentals…. Stock Sale versus Asset Sale   

A Stock Sale provides tax benefits to the seller, not the buyer.   The seller pays the capital gains tax 

rate instead of the ordinary income tax rate.  The capital gains rate is less than the ordinary income 

tax rates.  The new owner of the company stock takes on the existing liabilities.  For many 

purchasers, this is a showstopper.  However, it is doable and can provide benefits to both parties.  

We executed a stock sale.  In our case, the purchaser was able to maintain status as an approved 

vendor with our largest customers.   

This can be a big deal when you have corporate customers that are working to reduce its number of 

suppliers; or to customer contacts who do not want to do the paperwork to get a new company 

registered as an approved supplier.   

The stock sale provided a much smoother transition for the acquirers and the customers.  This kept 

the revenue streaming in.  Our business was a clean operation, and we made warranties in the 

agreement, so both parties were comfortable.   We proved that stock sales of small companies can 

be done!   

An Asset Sale provides tax benefits to the buyer and not the seller.  The tax benefit to the purchaser 

is the ability to depreciate the hard assets.  The seller will pay the ordinary income tax rate on the 

tangible assets.  Company Goodwill is taxed at the capital gains rate.  Both parties must reach 

agreement on the value of the Goodwill.  The value of Goodwill must also stand up to IRS scrutiny.  

The acquirer does not take on any liabilities unless it is specifically negotiated.  Two of our 

companies were asset sales.  They went smoothly and we received very good returns on our 

investments.   

Work with your accountant to figure out what your tax rate will be for each type of sale.   

Stock Sale Tax Rate: A Stock Sale tax rate is easy.  Currently the stock proceeds are taxed at the 

capital gains rate which is lower than the ordinary income rate. 

 Asset Sale Tax Rate:  Tangible assets are valued and the profits taken on them are taxed as ordinary 

income.  The Goodwill portion of assets is taxed as capital gains.    Because two different tax rates 

are involved, and the value of Goodwill versus tangible assets can vary between prospective buyers, 

the overall rate that you will be taxed is harder to figure out in advance.  Our accountant took a look 

at our recent tax filings, the IRS rules, and the potential sale price and gave me rule of thumb 

percentage rate to apply.  Any time we talked price with a prospective acquirer, I applied the rate 
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and I could get an estimate of what our taxes would be and how much money we would walk away 

with.   

When Are The Taxes Due? 

Be sure and cover this with your accountant!  You may be able to delay or reduce taxes, if you provide an 

installment payment plan to the acquirer.   This can result in an increase of your “walk away” money.  

However, it increases your risk while the buyer making payments so be sure the installment plan is worth it. 

I found being armed with the tax ramifications helped us in negotiating the sale of our last company.  We 

could assess how much money we would net.  That was much more important to us than what the actual 

selling price was! 

P.S. Do not forget about State and Local Taxes! 
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Due Diligence Preparation 

Preparing due diligence information in advance of putting your company up for sale is really beneficial!  The 

more you have organized and assembled good information, the faster and more effectively you can respond 

to an acquirer.  Expect a serious buyer to set deadlines for receiving the due diligence information.  Speed 

and accuracy will impress them.  Delays and mistakes send up red flags.  Red flags give leverage to a 

purchaser to lower the offer or even send them away entirely. 

By assembling due diligence information early on in the sales process, it helped me to evaluate the 

attractiveness and weak points of our business.  Figuring this out early in the process provided time to fix 

problems.  It also helped us see the reasons why someone would want to buy our company.  

Acquirers will each have a specific list of information they would like provided.  But there are several things 

that all of them will likely request: 

1. Three years of tax returns 

2. Current year’s plus previous three years of: 

2.1 Profit and Loss Statements 

2.2 Balance sheets 

2.3 Cash Flow Statements 

2.4 Owner’s Cash Flow 

3. Asset List current value.  Include age, model numbers and other pertinent identifiers. Identify the 

purchase price for yourself.  It will help later on with taxes, or during negotiations. 

4. Inventory List with value 

5. Legal documentations i.e.  Titles, deeds, leases, insurance policies, personnel handbook, employment 

contracts, 401k agreement, non-competition agreement, business formation documents, banking 

information etc. Your corporate book with resolutions and minutes.  (Personally, we did not have a 

corporate book, so we found a way to get one quickly, which was very helpful.) 

6. Customer and vendor contracts.  Review the major terms such as termination date, termination charges, 

annual purchasing requirements, purchasing discount levels and transferability. 

7. Customer list and vendor list 

8. Employee list with hire dates, wages and credentials/certifications 

 

If you prepare efficient and accurate due diligence information before going to market, it will save time and 

money during the sales process.   It will give a buyer one less reason to stall. A common tactic used by 

purchasers is to always ask for more up to date info, like the latest quarterly results.  They are in search of a 

leverage point to substantiate a price reduction.  Don’t give them that.  Protect yourself and be as ready as 

possible. 
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Exit Strategy Team 

Selling your company requires a team of experts to navigate the process successfully.  Each one of them 

should have experience with business sale transactions.  This is vital.  This is not a time to fund on-the-job-

training, if you would like the process to go efficiently and render the most profit. 

Accountant 

Your accountant will help set the price, determine your tax liability and provide the financial information 

required during the due diligence process.  They can speak the same language as the buyer’s accountant.  

This can help avoid confusion and keep the process moving. 

Lawyer   

An experienced business transaction lawyer is critical.  Resist the temptation to rely on a friend who is a 

lawyer but has never worked on the sale of a company.  Your lawyer should have experience with several 

transactions.  This is probably one of the biggest and most important deals that you will execute in your life.  

If it is not handled properly, it will cost you dearly.   

Some of the things to expect from a lawyer: 

• To acquire a high level understanding of your business, including its strengths and weaknesses.  

Expect them to understand the overall deal that you want to make. This will help him or her to be a 

strong negotiator on your behalf. 

• A quick turnaround of responses and documents 

• Good communication with you and the buyer’s lawyer 

 

Tip #2:  Have your lawyer draw up a Non-Disclosure Agreement (NDA) to have on hand when you initiate 

discussions with prospects.   

Tip #3: When you are working with a serious buyer, have your attorney draw up the First Draft Agreement, it 

can keep the process moving rather than waiting for the other party to develop and present one to you.   An 

additional benefit will be that you are comfortable and familiar with the terms and conditions incorporated in 

the agreement from the very start.   
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Insurance Agent 

We found our insurance agent was a difference maker.  I have not seen anybody else mention their 

importance.  Here is how they can help: 

During Due Diligence:  the buyer will probably ask for specific insurance information regarding 

Worker’s Compensation Insurance Modification Rates, current and past, and Liability Insurance 

Coverage amounts/requirements. Your agent can make short work of these, so that you can respond 

quickly and accurately. 

The ability to provide cost effective, quality insurance to the new owners.   This is vital for 

purchasers.  If they can’t get it, or if their rates are much higher than yours, it encroaches on future 

profits.  This can be a last-minute deal breaker. (We had that happen with one of our sales. The 

prospective buyer’s rates were much higher than ours and it killed the deal.) 

Insurance companies can be fickle in their willingness to take on new owner contracts, especially in certain 

industries.  A good agent can be invaluable in making sure problems are avoided. 

 Business Broker 

To use a broker or not?  We did not use a broker in any of our sales.  In two of the transactions, a broker 

would have collected a lot of money, and could not have added significant value.  Our team already had large 

scale, national experience in acquiring companies and knew what the acquirers would be looking for.   

I believe brokers have a valuable role to play in some situations.  I spoke with one, who was informative and 

helpful regarding our last sale.  Our business was not a good fit for him and he actually gave us the advice of 

pursuing the sale independently.  I had high dollar, strategic sales experience and my husband and I knew 

the players in our industry, so we found the buyers ourselves.   

In other instances, I think a good broker can help maximize the selling price, increase the number of buying 

prospects, reduce the sales cycle time, save preparation time and free you to continue operating the 

company.  So, using a broker may be a good fit depending on your situation.   
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Strategy: Sell To A Company 

There may be a company in the same or similar industry that needs to meet market growth objectives 

through acquisitions.  This could be ideal for you.  

REASONS WHY YOU MIGHT CHOOSE THIS STRATEGY 

• The opportunity to be paid in full at closing increases. 

• You may have more options after the sale.  For instance, you might be able to walk away without a 

lengthy earn-out or transition period, freeing you to pursue your next chapter in life.  Or, there could be 

room for you in the new company… allowing you to work less and maintain fewer responsibilities.     

• By selling to another business, your customers may have access to additional and/or deeper services.     

• Your employees could have job security and better advancement opportunities. 

CONSIDERATION: WHY WOULD ANOTHER COMPANY WANT TO BUY YOURS? 

I recommend making a list of entities that you think would be good prospects.  Develop a list of reasons why 

it would be to their advantage to acquire your business. 

• Does it give them additional geographic reach? 

• Perhaps it helps them meet growth objectives. 

• Do your products and services complement their offerings? 

• Is your market niche one that they should be entering?   

• Your company gives them a great opportunity to make more money faster than other methods. 

 

After you develop the list of prospects, it would be beneficial to develop relationships with contacts within 

them.  This will prove very beneficial when you decide to take your company to market. 
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Strategy: Merge With Another Company 

Technically a merger occurs when 

two companies combine to form a 

new entity.  However, sometimes 

when one company acquires 

another one, it can be structured as 

a merger following certain IRS 

rules. There is some complexity to 

this, so it is important to speak with 

your accountant early in the 

process. 

REASONS WHY YOU MIGHT 
CHOOSE THIS STRATEGY 

• You could eliminate or 

minimize taxes depending how the deal is structured.   

• This strategy gives you an increased opportunity to stay involved, without having the total 

responsibility.  These types of issues are decided during the negotiations. 

 

CONSIDERATIONS:   

• Think about and summarize your corporate culture and management style.  Keep this on hand when 

merger opportunities arise.    

• Make a list of actual companies, or types of companies, that would benefit from a merger with yours.   

• Determine the role that you would like to ideally have in the merged entity; and for how long. 

• Assess both corporate cultures.  This will help you evaluate if you, your employees and customers will 

thrive in the new environment. 
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Strategy: Sell To An Employee 

Selling to one of your employees can occur several ways.  They can purchase your company in the standard 

modes of an asset sale, or stock sale.  The employee(s) can take over immediately, or over time, depending 

what is negotiated.  It is highly probable that some owner financing will be involved. 

 

REASONS WHY YOU MIGHT CHOOSE THIS STRATEGY 

• Sometimes a business is very specialized and it is not likely that outside parties would be interested in 

it.  

• It could just be the best fit – for example, there is an employee that you have relied on heavily 

throughout the years.  They have taken on the majority of the day to day responsibilities.  It could be the 

easiest path to exit. 

• You feel comfortable with providing owner financing. 

 

CONSIDERATIONS:  

• Evaluate if the employee has the attributes to be successful as the new owner.  Have they already 

exhibited the attributes?   Develop a grooming plan if needed.   

• Consider the acceptable timeframe that you would like to, or need to, be involved in the business after 

the sale. What would your role be and what would their role be?  

• If you decide to provide financing to the employee, research the liability and financial consequences as 

you continue to own only part of the company.   While they buy you out, and you are not actively 

involved in the day to day operations… what is your risk?   Personal Guarantees for payment to 

suppliers need careful attention.  

• What collateral is the employee willing to commit if you provide financing?   Can they make a significant 

down payment?  I am a firm believer that everyone must have skin in the game.  Would you be willing to 

take action if the employee fails to make payments, or if they run the business inappropriately while 

they owe you money?  If they can’t, or won’t make a down payment and offer collateral, then I would 

advise not selling the company to them.  You could structure an incentive plan and give them additional 

responsibility, until you find a great buyer.     
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Strategy: Transfer Ownership To Family Members 

Instead of selling to outside entities or individuals, an owner can decide to keep the business in the family.  

There are many ways that this can be achieved. 

REASONS WHY YOU MIGHT CHOOSE THIS STRATEGY 

• The owner would like to see the business carried on with the same values and traditions.  Perhaps the 

company is an important part of the local community.  Maybe young family members get early job 

experience.  Transferring ownership to family members can help make sure these things continue.   

• This approach could help make sure that customers are served consistently.  

• The owner could phase into full retirement gradually. 

• A legacy can be left to his/her heirs. 

CONSIDERATIONS:  

Discuss your plans with your accountant to establish the means to transfer ownership while minimizing 

taxes. 

 

There are many methods available, with different tax consequences for both parties.  Examples include: 

Gifting partial value of the company over time, leasing the business to the family, or an outright sale.  As your 

operation evolves you may be able to separate it and allocate segments to family members. 

For instance, you could: 

• Set up a rental entity for the business’ real estate    

• Establish a vehicle lease corporation for company cars 

• Make computer and software lease back arrangements via a separate organization 

• Spin off some services or divisions.  For example, a florist that does special events could create a 

special events group owned by a family member.  

 

Effectively transferring ownership to your family usually takes more time than other ways of selling, so early 

planning is especially important. 
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Strategy: Sell To Your Partner 

Many companies have multiple owners.  Commonly these companies are organized as General Partnerships.  

In a General Partnership, profits, liabilities and responsibilities are typically shared equally among the 

partners, unless documented otherwise.  Another type of Partnership is a Limited Partnership.    According 

to the Small Administration, “Limited Partnerships have limited liability as well as limited input in 

management decisions.  These limits depend on the extent of each partner’s investment percentage.”     

REASONS WHY YOU MIGHT CHOOSE THIS STRATEGY 

• Personal considerations such as a divorce, poor personal health, a family member’s health crisis, or a 

desire to retire could drive the need to sell your shares.  

• There is a management dispute between partners. 

• You may have a legal obligation to sell to your partner(s) and no other person. 

CONSIDERATIONS: 

• Review your buy/sell agreement.  Get one in place if one does not exist.  Make sure that it includes 

certain critical conditions.  According to the Business Transition Academy it should include the 

valuation methodology that will be used, the financial terms of the buy-out, who will be in charge and 

the conditions associated with actually transferring ownership of your shares.  

• Review the financials.  Evaluate how practical it will be for your partner to successfully execute an 

acquisition of your shares, when you no longer work for the company. 

• Think about items that might not have been included in the Buy/Sell Agreement and how you will 

propose to handle them for a win-win situation.   Decide if you are going to appeal any of the clauses – 

for instance the length of the mandatory transition period. 
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Strategy: Sell To An Individual  

You may choose to sell to an individual versus other companies, family members, or an employee.  With the 

Millennials growing in numbers and financial capabilities, there could be someone out there who would like 

to own their own business.  We sold one of our companies to two individuals who had never owned a 

company before.  But, they had a dream of starting one someday.  They realized the many benefits of buying 

an existing operation versus starting from scratch. 

REASONS WHY YOU MIGHT CHOOSE THIS STRATEGY 

• It increases the probability of sale, by broadening the buying pool. 

• You may have an opportunity to stay on longer if you would like to, while you help transition the 

operations to the new owner. 

CONSIDERATIONS: 

• If you are providing any owner financing, the buyer’s experience and qualifications are even more 

critical than usual.   If the purchaser needs financing and they have no experience in your industry, or 

running a business, it may be best to walk away from a deal with them. 

• It may be better to take on an individual as a partner instead of a buyer.  This should be under the 

condition that they have cash to buy in.  You could coach and teach them, with a view towards the 

future.  Be sure and have a strong Buy/Sell Agreement which reflects the circumstances. 
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Strategy: Close The Doors And Liquidate 

Liquidating a business involves selling off any assets such as equipment, vehicles, furniture and inventory to 

pay creditors.  The owner keeps whatever is left.  Consulting with your lawyer and accountant during this 

period will help prevent costly mistakes. 

REASONS WHY YOU MIGHT CHOOSE THIS STRATEGY 

• The company may be losing revenue at a rate that it would be impossible to recover. 

• The owner wants to exit and finds it too difficult or overwhelming to work through a sales process. 

• There are exigent circumstances, such as a death or illness.  

• The value of the liquidated assets is greater than a sale price.  Your accountant should be able to 

help figure this out. 

CONSIDERATIONS: 

• Make a list of accounts receivables that you expect to collect and a list of bills that need to be paid. 

• Collect the accounts receivables as quickly as possible.  It will be more difficult to collect them after day-

today operations are halted. 

• Organize an initial list of the company’s hard assets, for instance: real estate, computers, software, office 

furniture, fixtures, tools, vehicles.  Indicate estimated age, model and other pertinent identifiers.  

• Assemble legal paperwork for assets, such as titles and deeds. 

• Gather contracts and summarize termination charges if they apply. 

• Review insurance policies and other pre-paid services so that you can apply for refunds.  

• Organize your customer list.  It may be sellable. 

• Research liquidation companies and auction houses for your industry.  You may want to contract with 

them to sell your stuff. 

• Be sure and consult with your accountant.   They should advise you of any special records that need to 

be kept and for how long.  
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Contact Us 

 

 

I hope that you found this report informative and that it gave you some food thought.  I welcome your 

questions or comments on the concepts I have covered.   

 

 

 

 

 

 

 

 

 

 

 

 

 

Kathy@BuySellGrowABusiness.com 

wwwBuySellGrowABusiness.com 

 

mailto:Kathy@BuySellGrowABusiness.com
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More Resources 

 

DOUBLE YOUR VALUE. DOUBLE YOUR OFFERS. CONTROL YOUR FUTURE. 

 

 
 

 
Take the 13-minute survey and get your Value Builder Score 

 
Complete the questionnaire and instantly get your Value Builder Score. 

 
 

Companies with a score of 80+ typically get offers that are 71% higher than average scoring 
companies. 

 
 

TIPS FOR SELLING A BUSINESS…. Audio Interviews with Business Owners 

If you’d like to know more about various aspects of selling a business, such as: 

✓ Indispensable recommendations that will help you have a great sale - especially if you want to 

sell to a family member, as told by someone who was involved in one. 

✓ Ploughing through gnarly due diligence issues so that a deal can come to closure.   

This information is brought to you through audio interviews which I conduct with other owners who have 

sold their own enterprises. So, you can take advantage of their experience and cash out with peace of mind. 

Sign up for a monthly audio, a transcript and executive summary.   

 

 

https://score.valuebuildersystem.com/buy-sell-grow-a-business-llc/kathy-shannon
https://score.valuebuildersystem.com/buy-sell-grow-a-business-llc/kathy-shannon
https://score.valuebuildersystem.com/buy-sell-grow-a-business-llc/kathy-shannon
https://score.valuebuildersystem.com/buy-sell-grow-a-business-llc/kathy-shannon
https://www.buysellgrowabusiness.com/products/tips/
https://www.buysellgrowabusiness.com/products/tips/
https://score.valuebuildersystem.com/buy-sell-grow-a-business-llc/kathy-shannon

