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DAY 8 4
THE FIRST MEETING \

You should only meet the seller when:

What information do you need before

the meeting?
@? You have a serious interest in buying. 8

In an ideal world:

1
1
1
1
1
1
1
1
2@, The business meets your criteria. !
@) . !
() The owners seem rational. !
& You are unsure but want the experience !
N2 P ' 1 Thelast three The last four The last three The last twelve
: years’ full VAT returns; years’ Corporation months’ bank
Time is precious: once you're experienced and confident, o accounts; they startto  Tax returljS; people statements;
only meet people you are seriously interested in buying from. \  including the paintapicture.  areunlikelyto  theyshow cash
,  profitand loss. exaggerate profit.  inand cash out,
1 and personal
: expenses.

Where should you meet? e

What do you wear? B\t IITRL RSl

Limit it to ninety minutes.
Focus on getting the

You could meet:

&) Something

appropriate to outcome you desire.

At their place of work: Somewhere in the At your choice of your market,
you see the set-up/ middle: you've venue: you're in you want to fit in.
location but can’t immediately lost control of Seat people so you can
control the meeting. the first negotiation. everything. see everyone in one
glance.
Something
Don’t use a video call unless it's the only option; nothing conservative, Don't go ahead unless
beats meeting in person. not flamboyant. everyone relevant can
attend.

Make introductions and
reconfirm your authority
Show the owner you: You need an idea of what the business
Are not a time-waster. is worth to you.

Are there to do a deal. . . Get to a starting point figure in the
Key information negotiations.

Are a professional and not naive.
Have other deals on the table. You can’t buy a business you can’t
finance.

If the deal can’t be financed or the seller
won't agree to your financing structure,

bank statements tell the true story. @ Looking at price and

Ask: ‘Is there an urgen.t ne'ed for cash?’ structure options
That could be the motivation.

Find out:
What the business owns: assets,

Understanding the

motivation of the
sellers - again

Does their reason match what they
told you previously?

property.

What it owes.

How much cash there is.

If there are any pressing creditors.

move on.

Abqut trade debtors; is this is a B2B Agreeing on adeal
business? . AR
Get to know exactly why they want in prlnC|pIe

tosell. . . This information helps you see how to
Consider the real reason; is something finance the acquisition. If you can finance the purchase, write up
wrong with the business? the heads of terms.

Their motivation influences price and If you can over-finance, you might be
deal structure; push the boundaries. able to take a deal fee.

If you can’t reach a deal, arrange a
Understand what the e e
Ask about the current seller wants and their Put a deadline on negotiations to create
trading of the business
Sellers always put on a brave face;

ideal outcome LD
Ask: ‘If you could wave a magic wand, what Don't try to be too accommodating;
would your ideal but realistic outcome be?’ the seller will take advantage.
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