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Dean Landers 
 
Landers Appliance, Baltimore MD 
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Buying and selling our own businesses 

 

Consulting with clients in helping them prepare 
their businesses to sell and actually selling their 
businesses 

 

Talking to USA members  
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Raise and Answer Questions!  

 

Provide Information! 

 

Help you develop an action plan for your own 
business! 
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Properly prepare to sell/retire 
 
Develop a realistic picture of your companies value!  
 
Sell for the highest price! 
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Q:  What do you imagine is the fair market value 
of your business today (without doing anything to 
prepare it for sale)? 

 

A:  Only you know! 
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Personalized Questionnaire: 

 

Tool Head normally customizes a list of 
questions for clients based on our initial 
conversations.  
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Your Companies Financial Health!  

Current Profit and Loss Statement 

Balance Sheet 

Cash Flow 

 

What Makes Your Phone Ring?  

 

Your Cost of Doing Business (CODB)? 
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²ŜΩǊŜ ƎƻƛƴƎ ǘƻ ƭƻƻƪ ŀǘ ǇǊŜǇŀǊƛƴƎ ȅƻǳǊ ōǳǎƛƴŜǎǎ 
for sale from two important vantage points: 

 

Urgent Issues!!!!!! 

 

Long Term Issues!  
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Write out your marketing plan for the past 3 years. 
[ƛǎǘ ǿƘŀǘ ȅƻǳΩǾŜ ǎǇŜƴǘ ƳƻƴŜȅ ƻƴ ǘƻ ƎŜƴŜǊŀǘŜ ƴŜǿ 
business.  
 
Determine or track the percentage of repeat/referral 
calls compared to the total number of calls you run.  
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Iƻǿ Řƻ ȅƻǳ Ǉŀȅ ȅƻǳǊ ǘŜŎƘΩǎ κ ²Ƙŀǘ ƛǎ ƛƴŎƭǳŘŜŘ 
in their benefit package?  

 

Determine ratio of non-income producing 
employee VS income producing employee. 
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Identify your geographic radius & 
total population of your service 
operation by zip code. 

 

Review your business management 
software. Are you tracking all the 
data a prospective buyer wants? 
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²Ƙŀǘ ƛǎ ȅƻǳǊ ŀǾŜǊŀƎŜ ǎŜǊǾƛŎŜ ǘƛŎƪŜǘ ϷΩǎ ŦƻǊ 
all completed COD calls?  
 

Assess your business location.  

   If leasing can you sublet?  

   If you own building would you sell it as 
part of the business?  

   ²ƘŀǘΩǎ ƛǘ ǿƻǊǘƘΚ    
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Service Fleet Assessment   
 

Make sure you are current in paying your 
bills. 
 

Can you financially justify your percentage 
of warranty and third party service sales? 
 

Renegotiate Your warranty rates 
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Review your current inventory 

DŜǘ ǊƛŘ ƻŦ ![[ ƻƭŘ ǎǘƻŎƪ ǘƘŀǘ ƘŀǎƴΩǘ ōŜŜƴ 
used for three years or more. 

 

Your carrying inventory must be realistic. 

 

Adjust according to average turns  
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bƻǿ [ŜǘΩǎ ǘǊŀƴǎƛǘƛƻƴ ŀƴŘ ƭƻƻƪ ŀǘ ƭƻƴƎ 
term issues  
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Write out your marketing plan, regardless of 
length.   Include a detailed budget.  

 

Conduct Cost Of Doing Business (CODB) 
analysis. Compile and compare all previous 
CODB.   

 

Review your charging methods. Are you 
charging professional rates? Flat Rate or Hourly?  
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Determine # of completed calls run per month. 
 

Determine what percentage of your calls are 
COD vs warranty? 
 

Inventory vacuum. 

    ! ƴŜǿ ōǳȅŜǊ ǇǊƻōŀōƭȅ ǿƻƴΩǘ ǿŀƴǘ ƛǘΗ 



   Download Presentations at www.unitedservicers.com 

Profit & Loss statements and balance sheets for 
the last five years formatted and reviewed by a 
CPA familiar with structuring service business 
financials.   

 

Financials should show growth in sales and 
profitability over the past few years (or you 
better have legitimate and believable reasons 
ǿƘȅ ǘƘŜȅ ŘƻƴΩǘΦύ 

 

 



   Download Presentations at www.unitedservicers.com 

A buyer will usually ask for five years of Federal 
and State tax returns. Have them ready. 

 

Using readily available business-valuation 
formulas, calculate the value of your business 
using each formula.  Also, try and identify a list 
of potential buyers. 
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t[!b !I9!5Φ  5ƻƴΩǘ ǘƘƛƴƪ ȅƻǳ Ŏŀƴ ƳŀȄƛƳƛȊŜ ȅƻǳǊ ǎŜƭƭƛƴƎ ǾŀƭǳŜ ƛƴ ǎƛȄ 
months.  The more realistic figure is five years. 
MAKE YOUR BUSINESS ATTRACTIVE to a buyer/investor, be invisible to 
its daily operation.  Will it work without you for day-to-day 
operations? What things do you do that can be delegated to staff?  
HIRE EXPERTS as your attorney and tax advisor when the buying 
process comes down to financial and tax details.   
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If you are incorporated, have an attorney 
review your corporate Minute Book and be 
sure all is in order. 

 

Realize that a buyer (unless he is a 
technician) would likely not buy your 
business and run it as you did.  The real 
value in your business is  your database, 
phone number and YOUR customers. 
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5ƻƴΩǘ ǊŜŘǳŎŜ ȅƻǳǊ ƳŀǊƪŜǘƛƴƎ ōǳŘƎŜǘ ǇǊƛƻǊ 
to selling.   

ÅKnow what makes your phone ring. 
 

Potential buyers are looking for growth. 

ÅCan you show steady growth in sales and 
profits for several years?   

ÅIf not, write out a sensible, realistic 
explanation with detailed reasons as to 
why.   
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1. Get your financial documents in order! 
 

2. Take an accurate inventory and get rid of 
dead stock! 
 

3. Review profitability picture! Make 
adjustments as needed!  
 

4. 5ƻƴΩǘ ǊŜŘǳŎŜ ȅƻǳǊ ƳŀǊƪŜǘƛƴƎ ōǳŘƎŜǘΗ 
 

5. Make a list of potential buyers! 
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You will only get people to pay what THEY think 
the business is worth, not what you think it is 
worth!  

 

Your business is only worth what someone will 
pay you for it! 
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38% Percentage of blue sky (Total gross less 
salesable assetts = blue sky  

 

3.5 times cash flow on top of blue sky 

 

Come up with other valuation processes 

 

 

 

 

 


