
Selling your business 

For some entrepreneurs, leaving their business to their children after some 30 long years of hard 

work is the ultimate reward. But for others; selling it off to receive a huge retirement pay cheque is a 

better option. If that is the case then there are a few things you must do in order to prepare your 

business for sale. Far too many entrepreneurs mistakenly think selling their business is as simple as 

contacting a business broker, attaching a 6 figure price tag and thereafter buyers will line up at their 

door step with their hands up like at an auction house. Unfortunately it does not work like that.  

But not to be disheartened; there are a couple of things you can do to prepare your business for 

sale; the operative word being ‘prepare’. I cannot stress it enough but the key to selling your 

business is to have your house in order; in other words make it as easy as possible for a buyer to 

want to buy your business. And how do I do that you might be asking? Well you start by asking 

yourself this question; ‘would I buy my business in the state that it is in right now’.   

You would be surprised that over 90% of entrepreneurs would answer no. Why, because they know 

the mess that is hidden under their supposed profitable business. And if you the owner of your 

business would not use your hard earned 6 figures to buy your own business; how on earth do you 

suppose someone else would?  

Therefore the only way to sale your business at the price you desire is by fixing everything that you 

hate about your business. All those unresolved employee disputes at CCMA and those pending legal 

battles with your suppliers. How about your unrenewed liquor license or CIDB construction grading 

and not to forget those unpaid taxes? What about the lack of policy, systems and structure in your 

business with no sense of management direction or over sight?  

Notwithstanding your business must be profitable; bearing in mind that most buyers will make use 

of debt to purchase a business. Therefore your business must be making a reasonable amount of 

profit for the buyer to be able to cover his monthly debt repayment.  

I had a chat with Brynn Janeke; General Manager of Aldes Business Brokers and this is what he had 

to say. “The most important aspect of selling a business is the financial information. Entrepreneurs 

must ensure their financials are in order and readily available. Buyers will scrutinise the financials to 

determine the financial health of the business and many a times a sale has been compromised 

because the seller’s financials, including tax returns, were not satisfactory” 
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