
 
            Field-proven results in business sales and acquisitions 

 

Put Your Strengths First When Selling Your Business 
You understand the finer points and potential of 
your business better than anyone; however, that 
doesn’t mean that prospective buyers will 
instantly see your business’s various strengths. 
When you are looking to sell your business, you 
have two very important jobs. The first is to get 
your business ready to be sold. A second essential 
job is to showcase your business’s greatest 
strengths. At the end of the day, you must be the 
one to articulate why your business is worth 
buying. This effort, of course, will be supported 
by your Business Broker or M&A Advisor.  
 
Understand Who Will Buy Your Business  
 
Most people have never sold a business before and don’t fully understand what is involved in 
positioning one’s business for sale. The bottom line is that not every business is a good fit for 
every buyer. Finding the right buyer for your business will greatly expedite the process. This is 
yet another reason why it is critically important to work with experienced professionals. Business 
Brokers and M&A Advisors not only know what buyers are looking for, but also what sellers 
need to do to get their business ready to sell. 
 
How to Navigate Roadblocks  
 
Selling a business, especially if you attempt to do so without professional help, is a very time-
consuming and often draining process. Successfully running a business requires attention to 
detail and focus. Unfortunately, these can both suffer when owners attempt to put on yet another 
hat and handle the sale of their business.  
 
While you are attempting to sell your business, it is critically important that you maintain normal 
operations. The last thing you want is to weaken the finances of your business while you are 
waiting to find a buyer. Remember that it takes months, a year, or even longer to find a buyer for 
the typical business. Don’t let your business suffer damage in the interim.  
 
Think Like a Buyer 
Preparing your business to be sold isn’t as simple as making a few cosmetic changes and calling 
it a day. Instead, you’ll want to think like a buyer.  
 
What would you want to see if you were buying a business? You would want to know a great 
deal about that business and how it operates, who its key employees are, how likely those key 
employees are to stay, who the main customers and suppliers are, and the strength of the business 



 

location and competitors. Of course, you would also want a very detailed picture of the 
business’s financial situation.  
 
In short, you would want to clearly understand what the business does and what it’s really worth, 
how financially healthy it has been in the past, what the business’ prospects are moving forward 
and, in general, how much effort the business will take to operate. These are exactly the kind of 
key facts that any serious buyer will want to know. It’s only to be expected that a buyer would 
expect to learn this information before making a decision.  
 
Working with a Business Broker or M&A Advisor is one of the easiest ways to streamline the 
sales process. Thanks to years of experience, they already understand the pitfalls that you may 
experience as well as what is needed to position your business so that you can find the right 
buyer quickly and receive the best price possible.  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
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 
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