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01   Who we are

We buy and advise small businesses. We're owner-operators ourselves. We buy to own and grow for the long term, not to cut expenses and flip.

02   Why we wrote this

Most advice about selling a business comes from people who get paid when you sell. Brokers, advisors, listing sites. Some of it is good. All of it is written from their side of the table.

This is written from the buyer's chair. We're telling you what we look for, what makes us pay more, what makes us walk away, and how deals actually get done. If you know what a buyer is thinking, you'll make better decisions whether you sell next year or in ten.

03   What's in the series

1. Before You Decide — what you want, and what you'll actually keep
1. Getting Your Numbers Straight — what a buyer and a bank will believe
1. What Your Business Is Worth — how a buyer really comes up with a number
1. Building a Business That Runs Without You — the biggest thing you control
1. Who Buys Businesses Like Yours — and the five questions to ask every one of them
1. How Deals Get Put Together — what you keep, and when you get it
1. From Handshake to Closing — what happens, in what order, and how long it takes
1. After the Sale — the handoff

Read them in order or jump to the one you need. Each stands on its own.

04   Two companies we'll use as examples

Harbor Plumbing. Fifteen people. The owner still runs jobs, does the bids, and answers the phone at night. Makes about $600,000 a year before his own pay.

Coastline Pest. Forty people and a general manager. Most of the revenue is from service contracts that renew every year. The owner is in the office three days a week. Makes about $1.2 million a year.

05   Words you'll hear

Bankers, brokers, and buyers use these. We'll use them too, so here's what they mean.

1. EBITDA — the profit a buyer counts. Earnings before interest, taxes, depreciation, and amortization. What the business makes before the costs that depend on who owns it.
1. SDE — seller's discretionary earnings. EBITDA plus your own pay and perks. Used for smaller businesses where the owner is also the manager.
1. Add-backs — owner expenses that won't cost the new owner. Your truck, your family on payroll, a one-time repair.
1. Multiple — how many times profit a buyer pays. "Three times" means three years of profit.
1. Working capital — the cash, receivables, and inventory that stay in the business so it can run on day one.
1. Due diligence — the buyer's homework. Checking that everything you've said is true.
1. Letter of intent (LOI) — the offer letter. Not final, but it sets the price and terms.

	LET'S TALK

If you're thinking about selling, this year or in five, call us or send an email. We'll walk through your business with you and tell you what we see. No cost, no obligation, and everything stays confidential.

(203) 517-4631   ·   info@soundworthservices.com   ·   soundworthservices.com



soundworthservices.com  ·  (203) 517-4631	Guide 0  ·  Page 1 of 2
