
Page 33newarkadvertiser.co.uk   May 18, 2017 

MOST business owners will 
consider a sale of their busi-
ness at some time, writes 
Simon Shaw of Duncan & 
Toplis chartered account-
ants and business advisers. 
The question is often when 
and for how much?

There are many reasons why 
a business sale might be con-
sidered — the retirement of the 
business owner, an offer from a 
competitor, or a business owner 
wanting a new challenge. 

Each of these situations 
gives an opportunity for the 
owner to maximise the value of 
their business and reward them 
for the success they have built.

The first question to consider 
is: “Is my business ready for 
sale?” Put yourself in the shoes 
of a potential buyer and ask 
what would be the reasons for 
buying this business? 

A successful business is 
made up of many parts and the 
goal when selling is to ensure 
these individual parts are in 
place to maximise the asking 
price. Many of these are built 
up over many years and so the 
process of getting your busi-
ness ready for sale will often 
take years rather than months.

One crucial part is ensuring 
the information a potential 
buyer might want is always 
readily available so you are 
ready to respond quickly if an 
opportunity arises. 

This will include ensuring 
accounting records are up to 
date, management accounts 
are produced on a regular basis 
and tax affairs are current. 

There will also be lots of 
non-financial information that 
a purchaser would expect to 
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be available such as customer 
lists, suppliers information and 
key contacts.

All businesses have regula-
tions that are crucial to their 
smooth running. Ensuring that 
the records of compliance with 
these regulations are up to date 
is going to be an essential part 
of any business sale.

For many privately-owned 
businesses deciding an asking 
price is very often the most dif-
ficult part of the process.

Although there are indus-
try-accepted standards for valu-
ing businesses, the uniqueness 
of owner-managed businesses 
can sometimes make it difficult 
to apply these. 

Buyers will be looking for a 
proven track record of profit 
supported by a growing turn-
over in a sector, which has the 
opportunity for further growth.

Having a business able to 
adapt to changes is going to be 
more attractive than one which, 
however successful today, is 
not able to change.

Many businesses have built 
their success based on a lim-
ited number of customers or 
reliance on one main custom-
er. For a potential purchaser 
this might create a risk and 

therefore businesses should 
carefully consider their mix of 
customers to reduce this risk.

The success of many busi-
nesses is as a result of the hard 
work and skills of the business 
owner. But what happens when 
that owner leaves? 

Building a business that 
doesn’t just rely on the owner 
is important when maximising 
value. Having the right sys-
tems in place and often, more 
importantly, the right people is 
always going to be important 
to a buyer. 

I would suggest that not only 
are the systems documented 
and kept up to date but the 
skills, experiences and qual-
ities of the key individuals in 
the business are recorded. 

Often a sale will involve the 
owner agreeing to stay on to 
ensure an effective hand-over. 
Business owners will need 
to consider when they want 
to ultimately leave the busi-
ness as is this will impact the 
planned sales date.

Having the right team sup-
porting the business both 
before and during the sales 
process will make the often 
difficult journey smoother and 
maximise the value retained.

This will always include your 
accountant and solicitor but 
could also involve other pro-
fessionals who have an insight 
into your business.

The decision to sell a busi-
ness is a long-term plan and 
rarely is the result of an offer 
too good to refuse but instead is 
based on solid plans to ensure 
the business is ready to sell 
and maximum value can be 
achieved.

For information on how 
Duncan & Toplis supports busi-
nesses, Simon can be contacted 
on 01636 640 321 or duntop.co.uk
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FOR many people with their 
own business, advances in 
technology have made day-to-
day operations run smoothly 
and efficiently, writes Sonia 
Braybrook, head of com-
mercial services at JMP 
Solicitors, Grantham.

Everything is held on com-
puter software these days. But 
just how secure is that system? 

Computer hackers and 
unauthorised users are con-
stantly developing new tactics 
and strategies to access infor-
mation vital to your business.

These can be anyone from 
disgruntled employees to pro-
fessional hackers who can hold 
sensitive information without 
your knowledge or consent, 
threatening to release it unless 
a ransom is paid.

The holder of such sensitive 
information has a duty to pro-
tect that information in all ways 
possible. Failure to do so, may 
result in a claim being brought 
for the breach of confidentiality 
under the Data Protection Act. 

If your data has been hacked, 
your first thought should be to 
contact the police and secure 
your business software from 
any further potential damage.

But what about the damage 
that has already been done to 
your business reputation, loss 
of clients, and potential issues 

with employees’ confidential 
information being taken?

l First and foremost, all 
businesses should be vigilant 
and embed proper practices 
into their processes — preven-
tion is better than cure.

l A government-backed 
scheme, Cyber Essentials, helps 
organisations protect them-
selves. It is worth investing in 
attaining even a basic certifi-
cate. Customers would be hap-
pier to know that their data is 
suitably protected and bigger 
companies may even require 
this in future tenders.

l Ongoing staff training in 
how to keep systems safe is 
vital.

l Ensure insurance provides 
coverage in the event of a cyber 
attack; not just for the initial 
damage caused, but ongoing 
consequences of such a breach.

l Consider investing in out-
side expertise for the control 
and monitoring of computer 
security systems and mainten-
ance of appropriate fire walls. 

Starting civil proceedings 
against those behind the attack 
to claim compensation for the 
disruption and damage caused 
is only a remote possibility. 

For a business owner, it is 
much better to act, than react. 

Sonia Braybrook can be con-
tacted at sbraybrook@jmp-so 
licitors.com 
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