
Develop the positioning. 
Your banking team will work to determine the best way to 
position your business to buyers and compile analysis to 
use as part of the diligence process.

Spend some time with the buy side.  
You and your banking team should meet with a few potential buyers 
to inform them of your intentions. Using feedback from the buyer 
pool, you can battle-test your company’s message and refine your 
pitch before you officially put your business up for sale.

Evaluate similar deals. 
Each bank should have multiple completed deals that are comparable 
to yours. Ask them to describe how those deals went and what the 
outcomes were.

Ask for references.
Ask for the names of the business owners involved in the similar deals. 
Reach out and get their perspective on the bank’s performance.

Deepen relationships.
Get to know the entire investment banking team, 
not just the lead bankers, who would be pitching your 
business and executing your deal. Ask yourself how 
confident you are in their ability to skillfully sell your 
business and ensure a competitive process among 
potential buyers.
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A look inside each stage of preparing your business for sale

When selling a business, timing is critical. And while there is no ideal  
timeline or foolproof process, there are some important steps every seller 
should take. To help ensure your business is primed and ready to sell,  
we’ve assembled a calendar of best practices based on insights from  
seasoned bankers who’ve supported countless successful sales.

months

months

Get your  
financials in order. 
Collect the underlying data 
and build a full financial 
picture of your business.

Forecast your  
business’s future.
Give potential buyers a 3- to 5-year 
look ahead, not just a budget.

Get a third-party 
audit. 
Hire an independent firm 
to conduct a 2- to 3-year 
financial audit.

Create a  
marketing deck.
Pull together a 5- to 10-page 
overview to jumpstart your 
thinking on how you’ll pitch your 
business to potential buyers.

months
18-24

months
12-18

Industry knowledge and expertise

Transaction experience

Knowledge of the buyer universe

Communication style and  
responsiveness

Client-first mentality

What to look for in a banker:

If the time is right, reach out.

   Research and Readiness Once you’ve decided to explore a sale, step 
one is making sure you have a clear view of your business as well as an understanding of the 
underlying market. This is the time to start meeting with industry participants – investors, 
bankers, etc. – to learn about the multiples for the industry and come to a realistic view of 
what constitutes a good sale price for your business.

   Meet the Bankers With a firm handle on where your business stands –  
and what it could be worth – now it’s time to start looking for the right partner to help you 
make the sale. When evaluating investment banks, remember that a good social dynamic  
and cultural fit are key. Take your time getting to know each other, because the better they 
know you and your business the more effective they’ll be when it comes 
time to market your business to buyers.

   Engage a Banking Team After you’ve narrowed the field of poten-
tial investment banks, it’s time to engage the investment banking firm that aligns best 
with your strategic objectives.

   Prime Position Now that you have your investment banking team in place, 
there are just a few final elements for you and your bankers to refine before your business 
is market-ready.

PRIMED TO SELL

Talk to your advisor about these and 
other important considerations when 
preparing to sell your business.

FOR
SALE

SOLD


