
Business Brokers 

From last week’s article a number of our readers asked if it was prudent to make use of a business 

broker when buying or selling a business? Well on the surface it might seem like the obvious and 

most sensible route to take but if you dig deeper you could find other alternatives.  

Similar to any other broker profession i.e. real estate brokers or stock market brokers; business 

brokers play the role of middle-men. They are essentially the link between the sellers and buyers of 

businesses through providing a platform where the two meet to exchange product and money. A 

competent business broker would keep a healthy list of businesses to satisfy at a moment’s notice; 

any potential buyer. In essence, a broker’s job is to find entrepreneurs who desire to sell their 

business and thereafter find a willing buyer.  

The usual services business brokers offer are a standard valuation to determine a market related 

value of your business. They will advertise on your behalf and consequently vet any interested buyer 

on his financial muscle before going any further. All this does not cost you a single upfront fee but a 

10% commission of the selling price on the success of the sale of the business. 

From a buyer’s perspective it begs the question whether a broker would be the best option when 

searching for a business to buy? Because if the broker makes his money from the successful sale of a 

business; his loyalty lays with the seller. Is there not a conflict of interest? Will not the broker 

attempt to sell you any business as long as he makes the sale? Remember as we mentioned before; 

the broker doesn’t perform a through due diligence on the business. But then again, is it not up to 

you the buyer to conduct every necessary investigation of the business before making a purchase? 

There are other options though to using a broker. For a seller you could always directly contact 

potential buyers. Private equity firms are always looking for profitable businesses they can scoop up 

to build into mega multinationals and not to forget corporate entities themselves who use 

acquisitions as a strategy to expand and gain market share. 

As for a buyer; go onto Google, search for a specific industry, conduct a bit of research on a few 

companies that tickle your fancy and then get on the phone and offer them a price to buy them out. 

Why? Because the argument is why would someone sell their profitable business unless there is 

something very wrong with it? One gentleman once said “only buy a business that is not for sale and 

convince the owners to sale” 
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