
One of the key roles of your advisor and the sale process they run is to minimise the risk that your objectives

are not achieved, i.e. we want to maximise the likelihood that your business is sold on acceptable terms (see

also our separate guide “Maximising the value of your business”).

The following graphic sets out the most common reasons that a process fails (in grey boxes), and how the risk

of these events occurring can be mitigated by the sale process (in burgundy boxes). You will note that many

of the top causes of failure occur in the last stages of the process, yet the mitigating steps occur earlier on

(problem and solution are shown connected by dashed burgundy lines).

Maximising the chance of a successful sale

“…we were advised over a period of months by the team

from corporate financiers, Corbett Keeling; many thanks

to them for getting what we believe was the best result

from the best buyer for our business.”

Andrew Reynolds

Co-Founder and Director,AMI

Buyers not foundor

no access to the rightpeople

Access to the M&A decision makers at all

potential buyer groups is critical (Financial

buyers, Trade buyers and Overseas

buyers).

When choosing a buyer, it is a big

advantage if there is, or might be,

an ongoing relationship with the

vendor’sadvisor.

Downturn intrading

It is critical there is a dedicated project manager driving the sale process, leaving revenue 

generators  free to focus on hitting forecasts.

During the documentation phase

any issues should be carefully

included as part of the pack to be

disclosed.

During negotiations it is essential

that all potential issues are

discussed and referenced in

indicative offers.

How many potential buyers are

approached, and how, must be

carefully considered.

Preferred buyer misbehaves

It is essential when preparing a  

business plan for sale to:

▪ ensure forecasts are attainable,

▪ factor in the impact of the  

process,and

▪ put in place mitigating /  

incentivising measures.

A strategic review should be

performed at the start of the

process to help identify problems

up front.

Discovery ofproblems  

at a latestage
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Corbett Keeling, is an independent corporate finance boutique with a

20+ year track record advising owners through the process of selling

businesses, raising funding for management teams and providing

specialist corporate finance advice.

We draw on the broad and deep sector expertise of our team, detailed

knowledge of financial buyers/investors and access to overseas

purchasers in order to provide the best possible service to our clients,

who are typically looking to buy, sell or grow owner managed private

companies.

We believe our clients value our independence because, unlike many

of our competitors, it helps us provide the best, impartial, un-

conflicted advice, delivered with integrity, at all times.

“We were delighted with the advice and assistance we

obtained from the Corbett Keeling team throughout the

process.”

Jonathan Shorts

Former Owner, Gee Lawson
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