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• BizBuySell.com – the Internet's largest and most 
active business-for-sale marketplace.  

 47,000 businesses listed for sale
 1.6 million monthly visits
 Database of over 75,000 sold business comps
 Leading franchise directory

• Bob formerly served as Director of Product for 
several Internet businesses including BizBuySell 
and AllBusiness.com, a leading online resource for 
starting, growing, and managing small businesses. 

• Bob is a former small business owner of an 
independent travel tour company. 
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1. Buying a Business

2. Valuing a Business

3. Selling a Business
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• Actual results rather than proforma

• Immediate, predictable  cash flow

• Trained employees

• Established suppliers and credit

• Establish customers and referral business

• Existing licenses and permits

• A business plan for growth and seller training

• Easier to secure financing (plus option of seller 
financing)

• Work-life balance
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• Brand recognition

• Proven product or service

• Ongoing support means you are in business for yourself, but 
not by yourself

• High success rates

• Operating system in place – all the mistakes have been made 
already!

• Opportunity to add additional units within the franchise 
system

• Training by the franchisor

• Availability of seller financing
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• Strong and 
improving small 
business financials

• Historically low sales 
prices as a multiple 
of cash flow

• Improved financing 
conditions

• Increased choice as 
boomers exit 
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• August 2015 survey of 700+ buyers

• 95% plan to buy within 1-2 years (same as 2014)

• 71% of buyers think they can buy for an acceptable price today 
(down from 78% in 2014, 80% in 2013)

• More buyers believe they could have received better value a year 
ago (31%) versus buying today (14%)

• China effect?  28% of buyers believe they can get better value by 
waiting a year versus 18% who believe they get better value today
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Source: Q3 2015 BizBuySell Buyer Confidence Survey, 630 respondents 

(Select all that apply)
How do you plan to pay for the business?
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(Select all that apply)
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Source: Q2 2014 BizBuySell Buyer Demographic Survey, 1674 respondents

What are the primary reasons you are looking to purchase a business? 
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• Service Businesses
• Health/Medical/Dental
• Auto Repair
• Dry-Cleaning/Laundry

• Retail Businesses
• Restaurants
• Convenience Stores
• Bars/Taverns

• Manufacturing

• Internet/Online
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1. Search online and find a few of businesses of interest

2. Educate yourself on buying a business
– Local SBDC office

– BizBuySell Guide to Buying a Business (free download)

– Business Buyers University

3. Go see some businesses and the listing brokers
– You have to go on some ‘dates’ before getting married

– Brokers have other businesses which may be better fit
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Search 47,000 Businesses for Sale Free

BizAlerts, Saved Searches, Saved Listings Free

Franchise Directory (300+ opportunities) Free

Valuation Reports Free

Guide to Buying a Business Free

Articles and Resources on Buying and Financing Free

SBDC Resource Center Free
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• Access free e-book guides to buying 
and selling a business

• Access free valuation reports and 
how-to videos with redemption 
instructions

• Links to many free resources for 
clients and counselors

• Continual updates and additions until 
the next ASBDC conference

www.bizbuysell.com/asbdc
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RETAILING BUSINESSES  
Apparel and Accessory Stores
Automotive Dealers
Bars/Tavern
Blding Mat.
Hardware, Garden
Convenience Stores
Florists
Gasoline Service Stations
General Merchandise Stores
Home Furniture & Furnishings
Liquor Stores
Marine Dealers & Equipment
Miscellaneous Retail
Other Eating & Drinking Places 
Other Food Stores 
Pet Shops & Supplies
Restaurants
Supermarkets
Vending Machines

SERVICE BUSINESSES
Agents & Brokers  
Amusement & Recreation  
Auto Repair, Parts & Services  

Beauty Salons, Barber Shops  
Computer & Software Services 
Dry-cleaning/Laundry Services  
Educational Services  
Engineering & Accounting Svcs 
Finance, Banking, Loans, etc.  
Freight, Moving/Delivery  
Health, Medical & Dental  
Hotels & Other Lodging Places  
Landscaping & Yard Services  
Legal Services 
Marine Repair, Parts & Services 
Membership Organizations  
Miscellaneous Repair Services
Miscellaneous Services  
Motion Pictures  
Museums, Art Galleries, Zoos 
Other Business Services  
Other Personal Services  
Other Travel & Transportation  
Passenger Transportation  
Pet Care & Grooming  
Social Services  
Storage & Warehousing  
Travel Agencies  

INTERNET BUSINESSES  
Business Services (B2B)  
Consumer Services (B2C)  
Domain Name/Basic Site
General Internet  
ISP/ASP Services  
Software  - Web Design/Tech Services  

MANUFACTURING BUSINESSES 
Apparel & finished fabrics 
Chemicals & Allied Products  
Electronic & Electrical Equip.  
Fabricated Metal Products 
Food and Kindred Products  
Furniture and Fixtures  
Industrial & Comm. Machinery  
Leather and Leather Products  
Lumber and Wood Products  
Measuring & Analyzing Instr. 
Miscellaneous  
Paper & Allied Products 
Petroleum Refining 
Primary Metal Industries  
Printing, Publishing  
Rubber and Plastic Products 
Stone, Clay, Glass, Concrete 
Textile Mill Products 
Tobacco Products  
Transportation Equipment  

WHOLESALE/DIST. BUSINESSES  
Durable Goods  
Nondurable Goods  

CONSTRUCTION BUSINESSES 
Building  
Heavy  
Special Trades  

BUSINESS REAL ESTATE  
For Lease  
For Sale 
Agriculture 
Communications 
Electric
Gas
Water
Sanitary Svcs 
Mining 
Non-classifiable Establishments

Search by dozens of categories, specialized keywords, and financials

Here’s how >>
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To search all businesses, go to the BizBuySell homepage

“Buy a Business” will take you to Advanced Search >>
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Select your basic or advanced criteria

You can choose to save these parameters >>
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Receive a notification each time new businesses that match your search criteria are added to 
the market. BizAlerts are also a great way to help you monitor local markets for clients.

#1- Choose frequency and to  
save the search

Click out of it to continue to the Search Results, or continue >>
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#2- Name Your Search
Tip: Personalize with client’s 
name for easy reference

#3- Sign-In & Save
(If you haven’t already) to 
save the search

Next, you’ll be taken to the Search Results >> 22



Refine Your Results
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Refine results by:

• Location
• Category
• Keywords
• Price
• Gross Income
• Cash Flow
• Seller Financing
• Recent Listings
• & More!
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Click on a listing >>



Contact the Seller by completing the form
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Fill out the brief form for more information >>
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• Free to Counselors!
– Stop by our booth or email 

ask@bizbuysell.com
• Features

– 12-part video series on how to 
buy a business

– Personalized business 
recommendations

– “Price Reduced” and “Hot” listing 
indicators

– Listing Statistics

– Add private notes to favorite 
listings

– Premium Member designation for 
faster seller response

• Only $10/mo for clients



1. Buying a Business

2. Valuing a Business

3. Selling a Business
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• Comparables
– BizBuySell (~75,000)

– Pratt’s Stats (~23,000)

– BizComps (~11,000)

• Multiples
– Of Revenue (Sales)

– Of Cash Flow (EBITDA+SDE)

– Sources:  BBP Business 
Reference Guide (Rules of 
Thumb), BizBuySell Insights 
Reports

• Appraisals/Formal Valuations
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BizBuySell Insights Reports

Broker reported transactions by 
category, metro-area

http://www.bizbuysell.com/ne
ws/media_insight.html
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Assess the value of any business with
our inventory of 75,000 sold businesses and 
47,000 businesses for sale.

Value any business, anywhere, in minutes

Gain powerful insight into your chosen 
business category by analyzing sold businesses 
similar to the one you’re interested in valuing.

Learn what a fair “Asking Price” should 
be for the business you’re interested in buying 
or selling based on recently sold businesses.

FREE Valuation Reports for SBDC 
Counselors!
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Enter your Center specific promo code and complete purchase >>

Checkout Page
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Click “View Valuation Report” >>

Confirmation Page
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Example record of a sold business
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1. Buying a Business

2. Valuing a Business

3. Selling a Business

40



We have something for them too…
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• Connect clients with 
specialized brokers

• Find local professionals 
in your area
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Broker Profile
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• Understand the seller’s Perspective with our FREE 
Guide!

• Help buyers prepare for their next great 
opportunity by better understanding the seller’s 
point of view 

• Get maximum value when you do find the right 
business
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• Founder and Chairman Emeritus of Sunbelt 
Business Brokers Network, the largest Small 
Business Brokerage Franchise in the world

• Over 30 years of experience in educating Buyers, 
Sellers, Brokers, and Franchisees 

• Author of 2 Books; "Buying a Business to Secure 
Your Financial Freedom" and "The Secrets of 
Buying The Right Business (for you) Right"

• Founder of Business Buyers University

• Serves on the Board of Directors of the 
International Business Brokers Association 
(IBBA) and is a licensed instructor

46



Ed Pendarvis, CBI, 

Founder of Sunbelt and BBU
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• Job security has lessened

• Options:

• Get another job

• Start up a business

• Buy an existing business or franchise
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1. Job for Life

2. Opportunity to Make More 

- how much can a buyer expect?

3. Build Value in Something to Sell 

- you can’t sell a job 
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Big Business
(football rules)

• Financials 

• Often have publicly traded stock

• Audited statements

• 2 sets of books

• Management

• $30 million/100 employees

• SBA (“medium-sized business”)

Small Business

(baseball rules) 

• $1 million/20 employees

• Confidentiality

• Financing  

(on house- yes; on business -no) 

1) security; 2) debt payment

• Relationships

• Negotiating

• Valuation

• L.L.L.

Very Small Business

50



• Focus on the business, not the financials

• Focus on the top line, not the bottom line 

(earning should be 10-20% on sales)

• Focus on 70% after the sale, not 30% before the sale 

(business plan for growth)
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• Confidentiality

• Location

• Track Record/Product or Service/Longevity/                                
Reputation

• Management

• Why selling?

• What about these numbers?

• Tax Considerations 
• (minimize taxes/maximize owner's lifestyle)

• Security for Seller 
• (business assets, personal guarantee – not your house)

• Security for Buyer (Right of Offset) 
• Continuing a successful business

• How to Value a Business 
• (Rules of Thumb – multiple of real earnings) 52



90% of all buyers 

• are first time buyers, never been in business before

• will finance the purchase of their business

• don’t know what business they want or best serves their needs

• are terrified and/or uneducated in the business buying process

• (or more) will not buy the business that was advertised or the 
one that they call in on

• have from $50,000 to $150,000 in “Hip National Bank”

• are very comfortable putting 10% down on everything

90% of all sales will be financed by the seller
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1. Buy a business you like

2. Be flexible

3. Don’t expect “traditional” financial information 
from the owner of a privately owned business

4. Consider chemistry

5. Owner financing is often the best way to go

6. Don’t pay all cash – you will need your reserves

7. Make an offer sooner rather than later

8. Don’t let emotions drag you down

9. Investigate the business 

10. Make a quick close 54



A complete, comprehensive and valuable practical, educational resource to assist buyers, 
sellers and business brokers in reaching their goal line. BBU provides a “step-by-step” 
process to locate, value, negotiate, finance, complete due diligence on, and buy a business 
based on the overall value to the buyer and seller; both now and in the future; explains the 
distinctions between “main street” and “Wall Street” businesses; helps you get the deal 
done!

3 Options:

• Course 101: Use books and video as your guide maps

• Course 301: Advanced information that takes you "step-by-step" through the complete 
buying process

• Call to hire Ed as your personal business buyers coach

Cell (843) 819-7842 or Office (843) 789-4112 

www.businessbuyersuniversity.com 
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• Tips on how to value a business as a buyer
– Livable income for the buyer,

– Debt Service of the purchase of the business,

– Perceived Value of the Future Earnings.

• Tips for setting an "Asking Price" as the seller
– "As Much as I Can Get!!!", says seller

– BizBuySell Comps; BBP's  "Business Reference Guide", "Rules of Thumb"

– Price, Terms and Conditions

• Negotiated Value = Market Value  (2.3 times Owners Benefit)
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• Selecting a team of professionals (SBDC, Brokers, Attorneys, Accountants, etc)

• Increasing business value long before the sale (Financials, "Paint the Front Door”)

• Overview of the "Confidential" business sales process ("Courtship & Marriage")

• Marketing your business; a "Step-by-Step" process to find the right (Qualified?) buyer

• Negotiations, Purchase & Sales Agreement, Due Diligence

• Financing (Bank, SBA, 3rd Party, Seller, Combination) and Tax Implications

• CLOSING the DEAL should produce a WIN-WIN-WIN-WIN!!!

• ASBDC + IBBA Business Brokers =  "THE AMERICAN DREAM" of owning your own business

• Everybody WINS..., I like that!!!
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Email us at 
ask@BizBuySell.com



• How to rate the session:
– In the mobile app, select the workshop you attended
– Select Rate session 
– Enter your ratings and comments

– Submit your rating
– Once you submit the rating, Press the        button on the main 

dashboard
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