
 
            Field-proven results in business sales and acquisitions 

 

How to Circumvent Three Legal Mistakes Sellers Make 
After decades of hard work, selling your business can 
be an exciting and rewarding time. Yet, many 
business owners overlook the importance of focusing 
on the legal matters associated with sales. In this 
article, we’ll explore three of the most significant 
mistakes sellers make.  
 
1. Use an NDA 
The first critical mistake that business owners should 
be guarding against is skipping the use of a non-
disclosure agreement. Simply stated, a business owner 
should always make sure that a non-disclosure 
agreement is in place before disclosing to any buyers that a business is on the market. 
NDA’s stand as an invaluable way to restrict who does and does not know your business is for 
sale. After all, the last thing any business owner looking to sell his or her business wants is for 
competitors or employees to learn confidential information.  
 
2. Hire an Attorney 
The second critical mistake that many business owners make is they skip working with an 
attorney. There is no way around the fact that if you are selling a business, or for that matter 
anything of significant value, you need to work with a lawyer experienced in the area of sales. 
  
Business owners become accustomed to doing a great many things themselves and learning on 
the job. There is no doubt that this is a personality trait that has served them well over the years. 
However, when it comes time to sell your business, there is zero room for “on the job training” 
or relying on your own instincts. One of the best ways that you as a business owner can protect 
your future is to work with a lawyer when selling your business. In fact, a Business Broker or 
M&A Advisor can be a vital resource for helping you to find a proven lawyer with a background 
in the buying and selling of businesses.  
 
3. Get a Letter of Intent 
A third significant mistake that business owners frequently make when selling their business is 
that they fail to get a letter of intent. Much like an NDA, a letter of intent is a key legal document 
in the process of selling a business. All too often business owners will skip requesting a letter of 
intent out of fear of slowing down the process and potentially disrupting a deal.  
 
The letter of intent is designed to both clearly spell out expectations, while simultaneously 
protecting your interests as a business owner. When a buyer signs a letter of intent, it indicates 
that he or she is taking the process seriously. This will protect you from wasting your time.  
 



 

The process of buying or selling a business is complex in many different ways. Whether it is 
dealing with human psychology, organizing your books, thinking about what information 
prospective buyers are likely to want to see, or addressing a wide array of legal issues, it is a 
complex and time-consuming process. Working closely with a Business Broker or M&A 
Advisor is one of the fastest ways that you can increase your chances of a successful sale. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
About TOGA, The Oil & Gas Advisor: 

The Oil & Gas Advisor’s team of M&A Brokers and advisors specialize in selling businesses related to the oil, gas, 
and energy industry.  Clients include manufacturers, distributors, services, construction and logistics firms.  TOGA is 
USA’s expert in selling propane companies. Since 1987, they have been investment banking merger and acquisitions 
advisors, providing certified business broker and intermediary services.  TOGA’s experts are award winning industry 
leaders with offices in Texas, Oklahoma and Pennsylvania.    

www.OilGasAdvisor.com 

 
Offices serving the oil and gas business across North America  

                                                DFW, TX              Tulsa, OK 
                                            Don Hankins                        John Johnson 
                            DHankins@OilGasAdvisor.com              JJohnson@OilGasAdvisor.com 

               (817) 615-8393                        (918) 232-5723 
 
 

                                               Tyler, TX       Williamsport, PA  
                                          Keith Chapman                        Gary Papay 

             KChapman@OilGasAdvisor.com         GPapay@OilGasAdvisor.com  
  (903) 245-9233                        (570) 584-6488 
 

Copyright: Business Brokerage Press, Inc. 
 Kzenon/BigStock.com 

http://www.oilgasadvisor.com/
mailto:DHankins@OilGasAdvisor.com
mailto:JJohnson@OilGasAdvisor.com
mailto:KChapman@OilGasAdvisor.com
mailto:GPapay@OilGasAdvisor.com
http://deal-studio.com/ensure-confidentiality-sale/
http://www.bigstockphoto.com/image-83033555/stock-photo-business-handshake-agreement-partnership-deal-team-office-concept

	How to Circumvent Three Legal Mistakes Sellers Make

