LionBusinessBrokers.com

Lion Business Advisors

Business
Sale

0N

t

'C;Dﬂ\.ul#

T ey
¥F a ¥
3

Peacu

Negotia
Playbook




Lion Business Advisors LionBusinessBrokers.com

Introduction

Thank you for downloading our guide to the Business Sale
Negotiation Playbook. This playbook will cover Proven strategies
and best practices to help business owners negotiate the best
possible deal when selling their business.
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Step 1: Set
our Bottom
Ine and Ideal
erms

Understanding your minimum acceptable price and deal terms before
negotiations begin helps prevent costly mistakes.

KEY ACTIONS:

Determine the lowest price you are willing to accept for your
business.

Consider non-financial factors such as employee retention,
transition period, and deal structure.

Work with an accountant to understand tax implications and
net proceeds.

Create a list of deal-breakers and must-have terms.

EDUCATIONAL INSIGHT:

Sellers who enter negotiations without a clear bottom line often
end up conceding too much or accepting unfavorable terms.

Knowing your walk-away point strengthens your position.
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Step 2: Research
and Understand
Buyer Motivations

Different buyers have different motivations for purchasing a business,
and understanding these motivations gives you leverage in
negotiations.

KEY ACTIONS:

« |ldentify whether the buyer is a financial buyer, strategic buyer,
or private equity firm.

o Research the buyer's business history, industry experience,
and financial capabilities.

o Determine whether the buyer is looking for growth,
diversification, or a quick return on investment.

» Highlight aspects of your business that align with the buyer's
goals,

EDUCATIONAL INSIGHT:

If a buyer sees strong strategic value in your business, they may
be willing to pay a premium. Positioning your business to align with
buyer priorities can maximize the sale price.
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Step 3: Leverage
Multiple Offers for
Maximum Value

Having multiple interested buyers can significantly increase your
negotiation power and final selling price.

KEY ACTIONS:

o Market your business widely to attract multiple buyers.

e Encourage competitive bidding by setting deadlines for offers.
» Avoid disclosing your preferred buyer too early in the process.
e Use competing offers as leverage to negotiate better terms.

EDUCATIONAL INSIGHT:

A single buyer situation puts the seller at a disadvantage, as the
buyer has no competitive pressure. The more demand you create
for your business, the better your negotiating position.
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Step 4: Structure
the Deal for a
Win-Win Outcome

A well-structured deal ensures that both the buyer and seller achieve
their goals, leading to a smoother transaction.

KEY ACTIONS:

» Consider different deal structures such as seller financing,
earnouts, or performance-based payments.

» Negotiate payment terms that balance cash upfront with long-
term financial security.

e Include contingencies to protect against unforeseen risks.

» Address key concerns upfront to avoid last-minute deal
breakdowns.

EDUCATIONAL INSIGHT:

Some buyers may prefer an installment-based purchase rather
than a lump sum. Being flexible with deal structures can help
close the sale faster while ensuring financial security.
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Step 5: Control
the Flow of
Information

Managing how and when you disclose business information ensures
that buyers remain engaged while protecting your interests.

KEY ACTIONS:

o Use a Non-Disclosure Agreement (NDA) before sharing
financials.

o Release financial details in stages to maintain control over the
process.

» Avoid discussing weaknesses too early-frame them as
opportunities for improvement.

o Keep sensitive information (such as customer contracts)
confidential until due diligence.

EDUCATIONAL INSIGHT:

Oversharing too early can weaken your position, while being too
secretive can cause buyers to lose interest. A structured
disclosure strategy maintains negotiation leverage.
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Step 6: Stay
Professional and
Emotionally

Detached

Selling a business is an emotional process, but letting emotions drive
negotiations can lead to poor decisions.

KEY ACTIONS:

» Keep communications professional and avoid personal
conflicts with buyers.

o Focus on data-driven discussions rather than emotional
appeals.

o Use a business broker or attorney to act as an intermediary in
difficult discussions.

o Take breaks when negotiations become heated to avoid
impulsive decisions.

EDUCATIONAL INSIGHT:

Emotional sellers often make reactive decisions that hurt their
negotiating position. Keeping a professional, composed demeanor
signals confidence and control.
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Step 7: Prepare
for Common
Buyer Objections

Buyers will often raise concerns to justify a lower offer-anticipating
and addressing these objections strengthens your position.

KEY ACTIONS:

 |dentify common objections buyers may have, such as
declining revenue, market risks, or operational weaknesses.

e Prepare factual responses and solutions to mitigate concerns.

« Highlight future growth opportunities to counter concerns
about risks.

o Keep financial records and business documentation well-
organized to build buyer confidence.

EDUCATIONAL INSIGHT:

Well-prepared sellers can turn buyer objections into opportunities
to demonstrate the business's potential. A strong response
strategy minimizes valuation reductions.
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Step 8: Use
Silence as a
Powerful
Negotiation Tool

Sometimes, saying less can work in your favor during negotiations.

KEY ACTIONS:

o After presenting an offer or counteroffer, wait for the buyer's
response without over-explaining.

e Resist the urge to fill silences in negotiations-buyers may
reveal valuable information.

o Use strategic pauses to pressure the buyer into making
concessions.

« Allow time between counteroffers to encourage better terms.

EDUCATIONAL INSIGHT:

Silence creates discomfort, which often leads to concessions. A
well-timed pause can be a powerful tool in closing a better deal.
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Step 9: Finalizing
and Closing the
Deal

Once a verbal agreement is reached, finalizing the deal correctly
ensures that there are no last-minute surprises.

KEY ACTIONS:

e Ensure all agreed-upon terms are documented in the Letter of
Intent (LOI) before due diligence begins.

o Work with legal and financial advisors to draft a strong
purchase agreement.

» Verify financing arrangements and ensure funds are available
before closing.

e Plan a smooth transition process, including training for the
new owner if necessary.

EDUCATIONAL INSIGHT:

Many deals fall apart in the final stages due to miscommunication
or overlooked details. A well-managed closing process keeps the
deal on track and prevents delays.
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Contact
Information

Phone Number

(800) 55-3542

SCAN HERE

to connect with

Lion Business Advisors

www.LionBusinessBrokers.com




