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4 Ideas For Boomer Aged Business Owners  

We have many conversations today with Boomer Aged Business Owners 

(BABO) and or their trusted advisers. Here are some of the key ideas they 

thank us for sharing. 

 

1. The first thought is that 80% of transitioning your company is about 

what is going on inside your own head. What you are thinking about, 

what's keeping you up at night, and the realization that you don't 

know what you don't know. 

2. Secondly, the world of buying and selling companies is no longer 

black & white and solely transaction oriented, but many shades of 

gray. Old rules don't apply. You are a new unique generation of 

Owners. For many reasons your world and the challenges you face 

are not the same as the ones your parents dealt with when they 

were your age.  

3. Thirdly, most BABOs don't know where to go for good, experienced, 

business transition specific, guidance and services. You don't know 

how much you need for retirement, no one does. If you think that's 

the only advice you need. Surprise! 

4. If the first three are not enough, there's money out there. Buyers are 

looking for good companies to purchase. They're calling us, asking 
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specifically for help finding, well prepared, quality businesses to 

purchase. And that is a hard item to find. 

So what does all this mean? You need to act now, not tomorrow. Statistics 

are overwhelmingly against the 90% of you who have not prepared and will 

inevitably struggle to transition your company. It's not too late, you can still 

do well. 

 

DIY Vs DIFY - Do It For You/With You 

Why are some of you so hell bent on selling your company yourself? 

Typically, with the help of your lawyer and accountant. But not 

professionals with business selling experience. Classic DIY vs DIFY. 

Eventually you will learn after getting your A** kicked a few times. Yes, you 

really do need experienced help. Experience in selling businesses! 

 

Have you ever needed something done and it seemed like doing it yourself 

was quicker, easier and cheaper? Purging decades of collected stuff in the 

basement before selling your house. Took a little longer than you thought it 

would, but you got there. Doing your own taxes. How many possible 

deductions did you miss out on because you didn't know about the tax law 

changes? And the classic selling your home by yourself. There's a reason 

why real estate agents laugh when they see a FSBO (For Sale By Owner) 

sign on your lawn, and don't bother looking at your place.  
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Dealing with Sellers, inexperienced at selling a business, is typically time 

consuming and frustrating for Buyers. Usually it doesn't end well for either 

party. 

 

The choice of DIY or find someone more qualified and or willing to DIFY is a 

daily occurrence. Some tasks seem ok to do on your own or while utilizing 

internal resources. i.e. nephew who knows everything about building 

websites, existing supplier who said they could make a new widget for you, 

employee who should be able to do it.   

 

You're thinking, if it takes a little longer, comes out not quite 100% you can 

live with the results. After all you saved some money. Right?  

 

Usually it takes way longer, costs much more in $ or frustration and never 

quite works the way you thought it would. As business Owners, we all have 

those experiences under our belt. 

 

So why would you risk your single biggest asset to the same poor odds of 

success? Why would you try to sell your company without the benefit of an 

experienced team of professionals? 
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You may think you have the talent in place (lawyer, accountant, 

management), however you need to consider this. Unless they have real 

world experience buying and selling companies you may be asking them to 

do something they're not qualified to do. Are you really willing to take that 

chance with the single biggest sale you're likely ever to make? Yes I know, a 

little repetitious. But necessary! 

 

And one more thing. You can't run a business and sell it at the same time. 

You need help, the experienced kind. 

 

Are You Really Ready To Sell? 

We attended a conference recently, focussed on business transition. The 

room was filled with Owners, experienced M&A folks, Business Brokers, 

Trusted Advisers and assorted other suppliers who provide many of the 

important skills required for a successful sale or transition. 

 

The key takeaway was simply this. Most Owners, no matter how successful 

you are at making widgets, are woefully unqualified and under-prepared. 

You're just plain not ready to take on the serious, time sucking commitment 

of selling your business today.  
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There is so much to do and the facts are, most of you don't have the 

experience internally. Don't know what you don't know and will not be able 

to run the company successfully while getting ready or actually going 

through the process.  

 

And it is a process. A long, detail - oriented road to travel. Unfortunately, 

you may not ever arrive at your destination. Many Sellers have been left at 

the altar by the Buyer. Or oddly, you get nervous and become the runaway 

bride. Leaving the deal to die. 

 

Here's What Can Get In The Way 

1. The dream of many entrepreneurs and often times their spouse is to 

save the business for the kids. A few important questions first, before 

contemplating selling to your kids. 

 

Answer All These Questions 

a. Do they want to take over? Have you actually sat down with 

your children and asked? 

b. Are they old enough right now to have the conversation? 
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c. Are they involved in the business today, either full or part 

time? Or even interested? 

d. Are they qualified to run the business today? Working in the 

business is very different from working on the business. Are 

they even qualified to do the job they have now in the 

company? 

e. Could they be qualified over time and with the right support? 

Can you afford to wait? 

f. Can they afford to buy the business? The fastest way to kill a 

business is to give it to someone. You've heard the joke. How 

do you make a $1,000,000 business? Give your kid a 

$3,000,000 company. Sad but true. 

g. What about the children who elect not to be involved? What 

do they get?  

h. There are so many more questions you will need to ask them 

and yourself. 

2. Someone still has to run the business day to day. Unfortunately you 

have not planned for this.  If you have a larger company you may 

have staff to run the show for you. Typically if you have a smaller 

company, with under $3 million in annual sales the staff relies upon 
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you for many of the day to day decisions and the business can stutter 

when you're not available.  

3. You're overwhelmed by the process and don't have a qualified, 

experienced transition team in place. You think you have trusted 

advisers to help with the process but sooner than later you will 

discover they can't help you if they have little experience buying and 

selling businesses. I need to reinforce this! 

4. Your partner has a different agenda and doesn't want to sell. Or at 

least not right now. Not for the price you think is reasonable. This is 

when you realize you and your partner have not had the heart to 

heart conversation you've been meaning to have and just how 

important it is. Get on it now! 

5. In order to take advantage of the capital gains and other assorted 

exemptions, you need to have planned well in advance. In fact, there 

is so much wealth management planning you need to do, you should 

have started a few years ago. This financial planning and tax advice is 

about moving the proceeds from the sale of your business to your 

personal side. Only advisers with the proper experience can do this. 

We've all heard about the Owner who sold his company for $4 

million and then wrote a cheque to the government for $2 million 

because he got the wrong tax advice. It happens all the time. 
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6. Your partnership agreement is out of date or nonexistent. Try getting 

an agreement where all partners are happy, after you've been 

working together for years. You will suddenly realize how different 

your respective views are on the business and life in general. 

7. You've been taking money out of the business in various ways and 

that has to be normalized. In other words you have been using the 

business as your personal piggy bank and now you have to show your 

financials to prospective Buyers. They will be looking into every line 

of your reporting and will want to see the real story. No, you can't 

fool them! 

8. Sales have been stagnant for too many years. Usually because you 

chose to stop growing. You were thinking, more sales means more 

work, more trouble and why bother when you're taking more than 

enough cash out of the business to pay for your lifestyle as it is. It 

may be catch up time! 

9. There is no viable candidate internally to transition to. If there was, 

they would have raised their hand by now. Or maybe you just haven't 

been listening and someone terrific for the job is right in front of you. 

They may require some training, mentoring and management 

support but they do exist.  

 

The list goes on and on. Makes you question whether selling even makes 
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sense. Well here is one more sobering thought. Likely 80% of your wealth is 

wrapped up in the business. Kind of like having all your eggs in one basket. 

It's your move, what are you going to do? 

 

10 Common Triggers For Selling A Business 

As Rosanne Rosannadanna from SNL used to say. 'It's always something.'  

 

1. You experience a negative event i.e. spouse, parent, partner or 

you get sick or dies. 

2. Partner has finally come to you and said they want out. You 

weren't expecting this and now is not a good time for it to 

happen. 

3. It's time for you to sell, but your partner does not want to. We all 

have different agendas. 

4. The industry you operate in is changing and you are not prepared 

to change with it. Competition is on your tail and not letting up. 

5. Your kids won't be taking over the business any time soon. Don't 

want the business, are unqualified to run it or can't afford to buy 

it. 
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6. You want to improve your life enjoyment i.e. time with family, 

spouse, travel. 

7. You need the money from selling to finance your retirement, 

divorce, college for the kids or a medical situation. Or all of the 

above. 

8. You're tired and not enjoying yourself any more. 

9. Your spouse has finished working and wants to spend quality time 

with you. 

10. You don't want to miss out on watching your grandchildren grow 

up. As some of you did with your own kids. 

 

When You Don't Know What You Don't Know? 

When we're unsure of ourselves, many of us go to extremes. We freeze up 

or boldly move forward unprepared. Only to make unnecessary mistakes. 

Anxiety builds and begins to affect other parts of our lives. Missed 

opportunities usually turn into regret. And regret can eat away at you like 

nothing else. 

 

This is the case with transitioning. I'd like to suggest that you determine 

what you don't know about selling or transitioning your company and go 
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out and get the answers. Sounds simple, but you are likely asking yourself, 

where do I start? And that's where it breaks down. It's one of the many 

reasons you're stuck. 

 

Reading this book is a good start. Obviously, the internet has answers. 

Maybe not the best resource but look for varying opinions and then make 

your own decisions. You will talk to some friends who have gone through 

the transition or maybe they are in the thick of it now. 

 

But for real advice, what or who do you look for? Doesn't matter if it's 

finance, legal, strategy, operations, sales, marketing or people. There are 

experts in every field. Some are better than others and in a best world 

scenario you assemble a team made up of advisers who are very competent 

and comfortable for you to work with. They get you and whatever the 

specific task is becomes all pleasure and not pain. Ok maybe some 

discomfort, but that's life. 

 

In our world, a consuming question colleagues keep asking is. Why are so 

many BABOs of established businesses stuck when it comes to selling their 

company?  
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I think one of the big reasons is because you don't know what you don't 

know. About the process. Your personal future, post sale. How much your 

company is worth and what a realistic price is. Who should be on your 

team. How much you should pay for help. What will happen to your 

employees. And the list goes on and on. 

 

In fact, for many, this is the single largest sale you will ever make. 

Unfortunately the majority of you are ill prepared for this single key 

transaction. 

 

And you don't know where to start. Confidentiality is important, skill sets 

are key and a combination of personal and business advice will be required. 

 

Frankly I'm less concerned with where you go for help and much more 

interested in making sure you get going. As an incentive please understand, 

there are far more Buyers than Sellers currently. It's a Seller's market. But 

you have to be buy worthy.  

 

Ask Yourself These Questions 

 

1. Are you still trying to 'recover' the business value that you lost 

during the recession? 
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2. Do you really believe no one else can possibly run the business?  

3. Would you rather keep all your eggs in one basket? 

4. Are you concerned you don't know what to do with the money 

after selling? So you'd rather keep it invested in a known asset, 

your business. 

 

Time To Start-Down 

Over the last couple of years you've kicked some tires, read a few articles or 

books, spoke to a few friends and maybe some professionals with 

experience in selling businesses. Then you put it all on hold because selling 

your business was never a serious consideration. After all you were still 

young. 

 

If you read the business press today, it is shocking the number of Boomer 

Aged Business Owners with no real plan to sell their business. In Canada it's 

estimated there are 550,000 Boomer Aged Business Owners. 

 

1. Over 75% of you plan to sell within the next 10 years. That's a lot of 

competition. 
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2. Less than 10% of you have a team, formal exit or succession plan in 

place. 

3. Over 82% expect the sale of your business to fund your retirement. 

That's a lot of pressure. 

As I said earlier, over the years I've worked directly with hundreds of 

owners of small and medium-sized businesses, like yourself. And spoken 

with many more. It is disturbing to realize the number of entrepreneurs 

who don't have a real exit strategy in place. There is no thought - out plan 

to sell or transition your business.  

 

In addition, there are a huge amount of business Owners willing to let your 

businesses go for well under what you could sell for. Mainly because you 

don't want to do the work to prepare the company for sale.  

 

Or you've chosen to ride it out for a few more years, taking as much cash 

out of the business as you can and then plan to just close the doors with 

little or no thought for the negative impact on employees, vendors and 

customers. Let's not forget our economy which is not even close to being 

ready to absorb the impact of hundreds of thousands of Owners shutting 

down over a concentrated period of time.  
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The other option being considered by Owners is to 'die with your boots on'. 

These are the Owners planning to work until you drop. A plan based on 

loving what you do, working is an economic necessity or you simply don't 

know what else to do with your time. Or whatever story you want to tell 

yourself. 

 

In many cases, initially, you're taking business selling advice from your 

current lawyers and accountants. Which is great if the trusted advisers have 

experience buying and selling companies. Not so good if they don't.  

 

You are letting your baby go for 2, 3 or 4 x EBITDA* based on a volume of 

sales well below what it could be. Increased sales, a reshuffling of people, 

improved marketing, better operations and financial controls could all help 

to increase EBITDA* and therefore garner a sale price 6+ X. Especially when 

your annual sales break the magic $10,000,000 level. You could sell for far 

more than you have ever imagined was possible. It just requires some 

preparation. 

 

*Commonly abbreviated as EBITDA, an accounting measure to calculate a 

company's net Earnings, Before Interest expenses, Taxes, Depreciation and 

Amortization are subtracted. Used as a proxy for a company's current 

operating profitability.  
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You could wait a few years and receive much more for your business. 

Anything done to increase the value of the business will help to make the 

company more desirable to a Buyer and valuable to you the Owner.  

 

For years you considered improvements to your marketing, operations, 

finance and sales departments. Thought about enhancing technology, or 

even replacing staff. But you never followed thru.  

 

Every SMB I've ever visited always included the obligatory tour. The Owner 

inevitably introduced his staff as: This is Jeff our Marketing Manager but 

he's not really a marketing person more a sales guy. Meet Susie our 

Controller, but she's really only qualified as a bookkeeper. Jan who doesn't 

get along with anyone but I keep her anyway. And my children who 

couldn't get a job elsewhere so they work here, etc.  

 

Always one step below what they should be. No not the whole staff or you 

wouldn't have a thriving business. Just a few key players who help to keep 

you back or cause some frustration. Well now you may want to reconsider. 

The new Owner will be assessing your people and your judgement in 

people. They will be spotted and quickly. It will be held against you. 
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There are good ideas not acted on because they were an unnecessary 

expense or it was so much work you just didn't bother.  

 

If you have an established business, consider returning to why you got into 

the business in the first place. Get in touch with what you were passionate 

about and determine how to get back to doing the things that you can’t 

wait to do each day.  

 

There is no shortage of experienced folks to perform the functions you are 

not comfortable with or even qualified to do. Stop doing the stuff you hate 

and spend more time working on the business not in the business. 

  

What To Look For In A Sales Consultant 

It is important that you feel  you can relate to your consultant. There is 

going to be lots of interaction and involvement for the next 8-12 months.  

A good Sales consultant will think like a Buyer. It may sound counter-

intuitive, but you want the consultant to be critical and honest of your 

statements, budgets, documents and all submissions. So that when these 

are finally delivered to a prospective Buyer they have been through the 

“sniff test” and are likely to meet the needs of the Buyer.  
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A good consultant will likely have been in your shoes in the past and sold 

their own business. Meaning they are able to understand the process, the 

emotions you are feeling and can provide support as the process unfolds.  

The next few months while exciting, are also potentially going to be quite 

stressful. You will need to keep running your business properly, while 

keeping everything confidential and at the same time delivering on the 

buyers needs and finally closing the deal.  

At WarrenBDC we are here to help you, to take your side in the transaction 

and help you to achieve the outcome that you desire. We are patient, 

understanding and capable. Please visit www.warrenbdc.com 

 

 

 


