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Steps to selling your business 

Selling your business does not need to be complicated if you follow some simple steps.  To help make 

this process understandable, here are things you need to know about how to sell a business. 

1. Appraisal and Valuation 

Firstly a business is appraised with includes:- 

1. Business analysis  - History of the business, owners, team members, industry trends, business 

models, opportunities, what can be done better, growth potential etc.;  

2. Financial analysis – Profit and Loss, Balance sheet, Assets register such as Furniture & Fittings, 

Plant and equipment, Stock on hand, loans/leases in place etc.; 

3. Operation documents – supplier information, customers, strategy, systems, procedure and process 

documents, rosters and marketing materials; 

4. Legal details – staff and customer contracts, any franchise agreements, leases, health and safety. 

From this process, a valuation of the business is determined. There are several ways to value a business; 

however, generally, a valuation method will be centred on the business’s profits over the past 2-3 years and 

if that profitability will remain in the future. Whatever the method, the valuation needs to be realistic. Seldom 

will a business sell above a reasonable price. See separate sheet regarding valuing a business. 

 

2. Information Memorandum (IM) document 

A comprehensive Information Memorandum or Business profile needs to be compiled. This needs to include 

all the information about the business listed above, including past financial records over the last three years.  

This is a significant step. The more details included, the fewer questions and queries you will receive along 

the way. Plus, any potential buyer will realise that you have a professional, efficient business available. Allbiz 

the Deal Room provides an excellent platform to prepare and present your IM document. 

3. Marketing and promotion of the opportunity 

Then the deal needs to be promoted, marketed and advertised as far and wide to the highest possible number 

of potential buyers.  

The more marketing strategies, the better. Allbiz Business Site promotion includes 1. Existing 20,000 strong 

database of interested parties; 2. Social media marketing including Facebook, LinkedIn, Instagram, YouTube 

and 3. Business advertising platforms (up to 8 sites) to ensure exposure and reach is maximised. Plus those 

who are in the industry, competition and related parties from interstate and overseas. 

 

The goal is far-reaching and effective marketing strategies so that the transaction receives the maximum 

coverage and reaches the highest number of interested parties. 
 

4. Managing inquires 

Initial inquiries will be provided access to the Information Memorandum in the confidential and secure ‘deal 

room’. These then need to be followed up and provided further information as requested.  

Discussions and an inspection on-site may be required. Switched on buyers will carry out their due diligence, 

looking at all aspects of the business.  
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This can be a lengthy process and, in addition to analysing financials, may include site visits, investigating 

your online presence and reviews, observing the business in action and meeting the team. They will try to 

learn everything they can about your business.  

The more prepared you are, the easier it will be for buyers to do their due diligence and the greater chance 

you will make a sale. 

On average, in Australia, it takes 6-9 months to sell a business, and the more you rush the process, the more 

likely you are to get a lower sale price. So take your time and don’t expect it to happen overnight. 

5. Considering offers and negotiation 

Once you have offers, the offers need to be considered. Negotiation usually takes place over the price, sale 

conditions and other terms.  

It is common for the sale to be conditional on finance approval, being endorsed by any landlord and 

acceptance by any franchise/license system. Plus, a ‘Form 2’ financial document may be required. 

6. Contract of sale 

Once a buyer has been found, you will need to have a contract drawn up. This will include the sale price and 

deposit amount, conditions, settlement period, handover details/training, trading restrictions and non-

competing clauses, relevant assets/liabilities, arrangements for existing staff and other applicable details. 

The interested party will then need to have the contract checked by their financial and legal advisers. 

Following this agreement, the contract is then signed and a settlement date finalised. 

7. Settlement and handover 

The vendor and intending purchaser must ensure all the conditions listed in the agreement are put into place. 

On the settlement date, the buyer will pay the purchase price, and the seller needs to transfer the business to 

the new owner. Handover needs to be in a planned and orderly manner. 

Conclusion 

It can take time and effort to sell a business. However, now you know all the steps, you can confidently 

begin preparing your business for sale. The Allbiz platform can help with several of these steps. 

To sell your business for the highest possible price, you need an excellent ‘Exit Plan’ and invest in 

preparing the business for sale. 

Remember, it will not happen overnight, so expect this and be prepared accordingly. The more time 

you allocate to preparing the business for sale, the less time is required in the sales process.  

Getting the right advice and assistance along the process is vitally important. 

Mark Carn – Director, Allbiz the Deal Room  

Phone - 0439 807 768 Email – mark.carn@allbizsales.com  


