
deciding to sell
Many people wait until their business is on the decline before they decide to sell. 

The best time is when you are at the top of your game!



In every business lifecycle, there comes a time when the owner should sell; 
Sometimes it’s a result of a strategic plan, other times it’s due to limitations. 

The demands of running a business often cause owners to neglect the signs that it is 
time to move on, only being forced to take action when the business is struggling.  

To get a business sold in the fastest possible time, business owners need to 
be proactive rather than reactive. 

The Brokerage Connection offers tips on how to identify that it might be time to consid-
er selling a business, and when the best time to sell may be.

If business owners can relate to any of the 
nouns above, it may be time to start the 
consideration of selling. 

Many people wait until their business is on 
the decline to sell, however, the best time is 
when you are at the top of your game!

Do these sound familiar? 

 √ lack of enthusiasm

 √ feeling stressed 

 √ geting bored

 √ have a sense of inadequacy



KNOW THE WARNING SIGNS

Lack of enthusiasm 
A true indicator is when the owner simply doesn’t enjoy running their business. 

Stress 
Running a business is always going to cause stress for the owner. However, if the 
pressure constantly builds, and there is a feeling of no escape impacting way of 
life, there is a problem.

Feeling bored 
Entrepreneurs devote everything into their businesses. After some time, may want 
to do something different and not be fully committed to the business’ success.

The business outgrows the owner’s skill set 
A business founder or owner may become less of an asset as the business grows.
 
The market is moving against the business 
A megatrend for the industry may be on the horizon, it could make the business 
irrelevant or marginal. 



HOW TO DETERMINE THE BEST TIME TO SELL

When profits are high 
Buyers are interested is the businesses most recent performance; they are looking 
for a business that is growing. Selling when a business is stagnant, struggling or 
seeing a decline is not going to be appealing to them. 

When the market is booming  
If the market is frothy and there is hype surrounding the industry, ther could be a 
lucrative opportunity to sell.

When the business is established 
Buyers will take note of a business that is out of the introduction stage, and has 
seen constant year-on-year growth.

At the completion of an EOFY Tax Return 
Buyers want to know recent sales results. They will be interested to see the books 
finalised at June 30, knowing they can come in and continue running the business 
and make profits grow. Dealing with issues from the past year, such as old stock 
and debts, is not appealing.

The start of the calendar year
The Brokerage Connection has recognised an increase in enquiries and website 
traffic during January/February, likely because entrepreneurs make new years reso-
lutions to reach their personal goals. They are on the hunt for a business to buy! 



 Talk to your local broker today!

If you are starting to consider making the decision to sell, the next thing to 
do is have a FREE 15 minute conversation over the phone, with your local 
broker to discuss topics such as;

• Your current situaton 
• The process involved with selling
• The help you should acquire
• Ways you could possibly increase buyers perceived value
• What you will need to prepare. 

No obligation. No Cost. Just ideas. 

Give us a call today 1300 466 455 
or set request a time for a call back 

by clicking here.

https://www.thebrokerageaus.com.au/tips-for-business-owners


About The Brokerage Connection 

The Brokerage Connection, is a new and dynamic broking franchise. A one-stop-
shop, offering business  broking and mortgage/finance broking services. Our team 
understand the time, energy, stress and love that goes into running a business; as 
we are business and franchise owners ourselves! 

Our brokers guide sellers & buyers through all areas of the selling process. 

This includes;
Preparing for sale
Marketing 
Managing enquiries and identifying buyers
Preparing for due diligence
Bank finance (in some states)
Settlement
The transfer of ownership/responsibility
Plus, many more other items needed for a successful closing.

The Brokerage Connection assist with Mortgage/Finance Broking; such as assisting 
with home loans, business loans, short term cash flow funding, and asset finance.

We can also help with finance requirements, such as securing personal and/or 
business loans, and reviewing your existing loans. Get free advice on how to get 
the most out of these loans.

1300 466 455 
enquiries@thebrokerageconnection.com.au

www.thebrokerageconnection.com.au 

Contact your local broker today! 


