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A key challenge when selling your business is to get the
people selling your business, and the potential buyers of it,
to truly understand your business. Quick-fire emails or short
zoom calls in a busy schedule won’t give you time to do
justice to what you have built. 

We start each process by getting a full product demo on the
business. This helps us to understand the value proposition,
and just as importantly, identify potential buyers based on
the assets and capabilities that are demonstrated in the
demo. 

If the end goal is to sell your business, the person selling it,
the advisor, should understand it as well as you do. When it
comes to management meetings with potential buyers,
providing a demo rather than talking through slides will bring
your product to life, create excitement and alignment and
lead to faster follow-up questions. 

Start with a product demo

Once you have made the decision to sell your
business, the sale process involves preparing
data rooms, reaching out to potential buyers,
negotiating terms and completing due
diligence. But a process is much more than its
constituent steps. There are key principles,
decisions and emotional factors that, if
managed well, will result in a better outcome
for you, and a sale process that feels easier. 
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A data room comprises of commercial, legal, governance,
financial and technology documents, amongst others, that
are used to secure letters of intent from prospective buyers
and ultimately secure the sale of your business by
presenting your business in its best light during any due
diligence process. 

Being prepared means you are in control of the narrative
and can position optimally the aspects of the business you
want to emphasise. The inability to provide information in a
timely fashion can take momentum out of a deal. 

A transaction process is as much an emotional process as it
is a technical process. If, for example, a buyer requires
monthly management accounts going back 3 years and
these are not readily available, weeks could go by with little
progress made. Seizing the initiative and providing
information in a timely fashion can lead to a faster deal and
one in which you are in control rather than the buyer. 

We offer our clients access to our Endeavour Platform for
this reason. Here you’re able to upload documentation to
your data room gradually over time whilst tracking your key
metrics and activity within your ‘buyer universe’. This all
means that when the moment comes to review - everything
is already in place. 

Be proactive and get your
data room set up ASAP
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There are a series of negotiations that occur when selling a
business. The first negotiation will be on the details of the
letter of intent / heads of terms. The most critical detail is of
course the value of the business. 

The first offer from a buyer will very rarely their best offer.
Getting sucked into incremental shits in value where both
parties move towards a middle ground may sound sensible
but it rarely results in the best outcome for you. 

A company valuation should be based on principles.
Thorough research should be undertaken to understand
what comparable transactions have taken place. A deep
understanding of the synergies between a buyer and your
business should also be a major consideration. An analysis of
the business’ assets and capabilities and the ability to
leverage these to capitalise on market dynamics should also
underpin any valuation and deal structure negotiation. 

We are not looking to justify a position. We are looking to
justify a value based on tried and tested principles.

Focus on principles, 
not positions



Hire a good lawyer
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A good lawyer is worth every penny and more. Once a letter of
intent is agreed by you and your buyer, there is still a significant
amount of work to do to complete the deal. A large proportion of
the work centres on legal diligence and agreeing the sale and
purchase agreement (SPA). The SPA is the legal document on
which the transaction is completed. It details the agreed flow of
funds from the buyer to the seller, the completion mechanism and
a raft of warranties and associated disclosures. 

The lawyer’s job is to help you disclose against as many
warranties as possible and limit your liability in the event claims
are made against the business post transaction. 

Selling your business should be a source of relief and joy not
anxiety that you have not protected yourself in the
documentation. The best lawyers are not only great technicians
but also process drivers. Along with your advisor, their goal is to
identify the critical path for the transaction and ensure rapid turn-
around of critical documents.
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As mentioned earlier, a sale process can be an emotional
experience. There will be highs and lows, which occur at
times in the process that might surprise you. The initial joy of
having many interested parties can quickly be replaced with
the realisation you now need to do a huge amount of work
answering diligence questions. 

When your energy is at its lowest we encourage you to
communicate this, including any concerns you might have,
to your advisor. It is important to trust the transaction
process and manage your energy throughout. 

Trust the process and
check your energy



www.beanpartners.com

enquiries@beanpartners.com

+44 20 7931 9500

Selling your business does not have to be hard. In fact, it
can be easy if you are aware of the pitfalls and things you
really need to focus on, and you are proactive in your
preparation. We seek to follow the principles in this
essential guide and many more to optimise outcomes for
our clients.

To find out more about how to sell your business with
ease, schedule a free 30-minute call with the Bean
Partners Team via our website.
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