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AVOID COSTLY MISTAKES
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The market for buying and selling businesses is full of opportunity but also risk. Interest 
rates have eased slightly, optimism is returning, and private credit is expanding. Yet lenders 
remain cautious, diligence is deeper, and valuation gaps persist. For buyers, the challenge is 
not just finding a company to acquire. It is understanding why the owner wants out and 
whether the timing signals trouble.

Owners rarely share the full story behind their decision to sell. Some reasons are positive, 
such as retirement or a desire to cash out after years of growth. Others are warning signs. 
Competitive pressure, rising costs, regulatory uncertainty, or technology disruption often 
push owners toward the exit. If margins are shrinking or the industry is losing momentum, 
sellers may hope to pass those problems along before they show up in the numbers.

The first step for buyers is to look beyond the pitch. Ask for a detailed cost analysis, supplier 
mix, and pricing history. Test whether the business can adapt. Can it pass through costs, 
diversify suppliers, or innovate to maintain share? If the answers are vague, the seller may 
be running from a structural problem rather than executing a strategic exit.

WHY OWNERS DECIDE TO SELL

Many owners wait until they are burned out or the business is in decline. By then, negotiating 
power is gone. Flat or falling revenue over two to three years is a red flag, especially if there 
is no credible plan for recovery. Buyers should dig into customer concentration, contract 
terms, and churn trends to see if weakness is temporary or permanent.

Financial readiness is another tell. Messy books, inconsistent monthly statements, and 
aggressive adjustments signal trouble. Lenders demand clean, verifiable numbers. If the 
seller cannot produce them, assume the window for a strong exit has closed and price 
accordingly.

THE RISK OF WAITING TOO LONG

If the owner is the head of sales, operations, and customer relationships, what exactly is the 
buyer buying? Lenders and buyers are focused on leadership depth and documented 
processes. Without a second layer of management and clear operational playbooks, deals 
stall or require heavy contingencies. Buyers should insist on proof that the business can run 
without the founder and discount heavily if that proof does not exist.

OWNER DEPENDENCY: THE SILENT DEAL KILLER

Every business has flaws. Buyers expect that. What kills deals are surprises such as 
undisclosed lawsuits, lost customers, or regulatory issues that surface late in diligence. In 
today’s market, where diligence lists are longer and timelines tighter, surprises erode trust 
and often collapse deals after significant time and money have been spent. The solution is 
to demand full disclosure early and package risks with a clear narrative: what happened, 
what was done, and why it is stable now.

SURPRISES DESTROY TRUST
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One of the most common late-stage disputes involves working capital. Sellers often assume 
they can take all cash and receivables. In reality, buyers expect a normal level of working 
capital to remain in the business. If this is not defined early, expect frustration and potential 
deal failure at the eleventh hour.

WORKING CAPITAL: THE CLOSING TABLE TRAP

Most painful exits are not caused by one big mistake. They are the result of years of small 
decisions made without a future sale in mind. The best acquisitions happen when buyers 
understand the real reasons behind a sale and act quickly when late-stage signals appear. 
With the guidance of a skilled VR business intermediary, both parties can navigate valuation 
gaps, lender scrutiny, and diligence hurdles with confidence and clarity.

BOTTOM LINE:

To win in this market, buyers need discipline and foresight. A trusted VR business 
intermediary brings experience and expertise that resolves most of these issues before they 
derail a deal. Knowing how to prepare a business for sale, clean up financials, and position 
the company to attract qualified buyers, VR intermediares understand and manage 
valuations realistically, and create a structured process that reduces surprises and 
accelerates closing.

For buyers, VR ensures transparency and organizes diligence so that risks are identified 
early and framed properly. For sellers, VR helps avoid common mistakes such as unrealistic 
pricing, poor documentation, and waiting too long to plan an exit. In short, leaving the 
process to an experienced Intermediary protects value for both sides and turns a stressful 
transaction into a strategic success.

THE BUYER’S PLAYBOOK FOR 2026


