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1. He’ll be willing 
to value your 
business based on 
turnover

Turnover is irrelevant. But that won’t stop him

Tip: You may need to prompt him a bit first. He wants
to give you a high number but doesn’t want to make it 
so high it lacks credibility & scares you away.

And he doesn’t know HOW gullible you are and how 
big a number he can give you.

So, help him out! Ask if he can get you 3x turnover. If 
he says no, that’s too much, but maybe 1.5x or 1x or 
0.5x or whatever … bingo, you’ve got someone who’s 
willing to quote value based on turnover. 

You’ve got someone full of aforementioned brown 
stuff.



2. He’ll be willing 
to value your 
business based on 
gross profit.

Tip: 

Same as before. You need to tempt him again. 

If he suggests gross profit himself, or is willing to 
accept your suggestion of valuing based on gross 
profit …bingo.

Many Congrats!

He’ll justify it by saying how the buyer can save costs 
by merging with his existing business, so it’s the gross 
rather than net that’s important to him. 

That, itself, is brown stuff.

OR



3. He found you, 
not the other way 
around.

The best brokers are so busy that they don’t go 
hunting potential clients down and harassing them to 
sign up. 

No hard sale, no hard pitches. 

If you started on this road because you got a cold call 
from a business broker, if there’s a hard pitch at any 
point, if there’s any pressure to sign on the dotted 
line….

Yes, you’ve guessed it! 



4. He gives a 
valuation BEFORE 
having a detailed 
look at figures & 
the P&L account.

How can he come up with a valuation despite not 
having the numbers? 

Does he have a crystal ball? Brass balls? 



5. His sales pitch 
relies too much on
metrics that you 
can’t verify.

...Like how many millions of eager, well funded buyers 
he has on his mailing list.

Or what a fantastic “success rate” they’ve got with 
selling clients’ businesses.



6. He claims he 
can give you an 
accurate valuation 
for your business.

There is no such thing as an accurate valuation!

The smaller the business, the more it is subject to the 
vagaries of the market, the availability of local buyers, 
competition among other businesses for sale ...and a 
whole host of other factors. 

But any professional in the field who claims he can 
accurately value your business ...is not a professional 
in the field. He’s a con artist.



You have spent an hour or two Googling him and 
reading feedback, right? 

Even if you’re not paying an advance fee, it’s worth 
spending HOURS investigating someone before signing
up!

Handling the sale of your business is a BIG deal. You 
could end up losing in a lot of ways. With some of the 
dodgy characters you could even lose your house!  
Seriously! So check them out very, very carefully! 

7. He doesn’t pass 
the Google sniff 
test.



8. He doesn’t talk 
about the major 
flaws in your 
business.

EVERY business has flaws. Yes, even yours!

The NUMEROUS flaws in YOUR business affect its 
sellability and/or price. 

The new owner can take your place and save the 
salary you are now being paid? FLAW!

You’re a great bolt-on business? FLAW!

You’ve got top SEO rankings and get lots of free traffic
from Google? FLAW!

If he’s not willing /able to point out the flaws & explain
how they impact on price, he’s one of life’s flatterers, 
he’ll tell you what you WANT to hear. Dump him.



Follow us on LinkedIn for
advice & tips on selling /

buying businesses. 

Tips that are golden, not
brown.

THE EXIT FIRM

If you own a UK business with £5m+ in turnover,
book a free call with the UK’s only expert on the

people and firms who sell businesses: Clinton Lee

https://www.linkedin.com/company/2543570/
https://www.linkedin.com/in/clintonleeuk/

