
Why Good Businesses Don't Always Sell
Immediately

Many business owners assume that if their business is profitable and well-run,
a sale should happen quickly. While quality businesses generally attract
stronger buyer interest, a successful sale depends on more than just business
performance.

Every buyer approaches an acquisition with different goals, experience and
circumstances. A business that appears to be the perfect fit for one buyer may
not align with another buyer's skills, available capital or long-term plans.

Finance can also play a role. Even highly motivated buyers may require lending
approval, investor support or the sale of existing assets before they are in a
position to proceed. These steps can take time and are often outside the
control of both the seller and broker.

Industry experience is another consideration. Many buyers prefer
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opportunities they already understand. This can narrow the initial buyer pool,
particularly for specialist businesses, even when those businesses are
performing strongly.

Due diligence naturally slows the process as well. Once a buyer identifies a
suitable opportunity, their focus shifts from exploring potential to verifying
information. Financial records, contracts, staffing structures and operational
processes all come under closer examination. Thorough buyers tend to make
better long-term owners, but the process requires patience and preparation.

Importantly, time on the market is not always a reflection of business quality.
We have seen excellent businesses take longer than expected to find the right
buyer, while others generate multiple enquiries almost immediately. The
difference is often about finding the right match rather than simply finding any
buyer.

Ultimately, selling a business is not unlike selling a home. Success is achieved
when the right buyer sees value in the opportunity and is both willing and able
to proceed.

For business owners, understanding this process helps set realistic
expectations. Strong businesses continue to attract buyers, but successful
sales are often the result of preparation, presentation and patience working
together to achieve the right outcome.

Introducing our new Expert Broker

Farrukh Mirza
Business Broker

022 429 7463
From his first day working in retail as a young teenager,
Farrukh has worked in multiple roles and industries
and countries over his career, which includes retail,
manufacturing, import-export, distribution, media,...

https://www.kauribusiness.co.nz/consultant/36/farrukh-mirza


Strong Demand for Quality Beauty and
Wellness Businesses

More Businesses and Properties for Sale

Amazing opportunity to
purchase this prestigious salon

AUCKLAND HAIR SALON

Motel business and property in
Rotorua’s Golden Mile

17-room backpackers in prime
Rotorua CBD location

Triple Income Stream in prime
Putaruru location 

BACKPACKER  ACCOMMODATION COMMERCIAL PROPERTYESTABLISHED FHGC MOTEL

Established Massage business with proven
profitability, loyal customer base and minimal

owner input.  Asking:  $525,000 

Established spa in a high foot-traffic area with
multi-skilled, stable team offering a one-stop

beauty experience.  Asking:  $495,000

NAIL AND BEAUTY SPA

Beauty and wellness remains a popular sector for business buyers, particularly when a
business comes with a loyal client base, a great team and a proven track record.

If one of these opportunities sounds like the right fit for you, click on the links below to
find out more. 

THERAPEUTIC MASSAGE

Northwest Auckland, $383K+
EBITDA & Recurring Revenue

INFRASTRUCTURE SERVICES

Healthy Fast Food Franchise in
Auckland $350,000 Plus Stock

FAST FOOD FRANCHISE

https://www.kauribusiness.co.nz/business-for-sale/272/beauty-health
https://www.kauribusiness.co.nz/business-for-sale/282/accommodation-tourism
https://www.kauribusiness.co.nz/business-for-sale/274/accommodation-tourism
https://www.kauribusiness.co.nz/business-for-sale/262/hotel-leisure
https://www.kauribusiness.co.nz/business-for-sale/280/beauty-health
https://www.kauribusiness.co.nz/business-for-sale/278/beauty-health
https://www.kauribusiness.co.nz/business-for-sale/258/industrial-manufacturing
https://www.kauribusiness.co.nz/business-for-sale/259/franchise


Christine Chen
Business Broker

022 317 1359
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Michelle Boag
Business Broker

021 940 884
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Let’s get social

Share this newsletter with your network and follow

us on social media for more updates.

Contact Us

P:  0800 452 874

E:  info@kauribusiness.co.nz

Level 9, 68 Shortland Street, Auckland 1010

New Zealand

Kauri Business Sales Team

Jane Gu
Business Broker

022 028 0891
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Steve Alesech
Broker | Buyers Agent

021 949 009
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Khushdeep Sharma
Director

022 373 8555
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Hanré Becker
Business Broker

027 807 7243 
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https://www.kauribusiness.co.nz/consultant/31/christine-chen
https://www.kauribusiness.co.nz/consultant/28/michelle-boag
https://www.kauribusiness.co.nz/consultant/28/michelle-boag
https://www.facebook.com/kauribusinessnz/
https://www.instagram.com/kauribusiness/
http://linkedin.com/company/kauribusiness/
https://www.kauribusiness.co.nz/consultant/20/jane-gu
https://www.kauribusiness.co.nz/consultant/17/steve-alesech
https://www.kauribusiness.co.nz/consultant/9/khushdeep-sharma
https://www.kauribusiness.co.nz/consultant/33/hanr-becker
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