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Overcoming Imposter Syndrome 

Introduction 

Imposter syndrome doesn’t just show up in the boardroom. It shows up before your first 
seller call. Before your first letter goes out. Before you say out loud, “I’m buying a business.” 

It creeps in quietly, even when you’re doing well—especially when you’re doing well. And it 
can be one of the biggest psychological barriers to closing your first or even your next 
acquisition. If you’ve ever felt like you’re “not the kind of person who buys businesses,” this 
report is for you. 

Imposter syndrome is the silent deal killer. Let’s dismantle it. 

What Is Imposter Syndrome (And Why It Shows Up in M&A)? 

Imposter syndrome is the feeling that you’re not as competent, qualified, or credible as others 
think you are. In M&A, it often shows up as: 

• “I’ve never bought a business before—why would a seller take me seriously?”
• “I don’t have the funding lined up yet—am I just pretending to be a buyer?”
• “What if I get found out on a Zoom call?”

It’s fear, disguised as humility. And if left unchecked, it delays deals, waters down your 
offers, and keeps you stuck in prep mode. 

What Imposter Syndrome Sounds Like in the Mind of a Dealmaker 

Here are some common internal scripts: 

• “I’m not experienced enough to do this.”
• “They’ll ask me something I can’t answer.”
• “They must be talking to better-qualified buyers.”
• “I’ll do one more course before I reach out…”

These thoughts might seem rational, but they are often just your brain’s way of protecting 
you from perceived failure. The challenge is that protection can quickly turn into paralysis. 
Being able to recognise these scripts is the first step to taking control of them. 



Why It’s Especially Common in First-Time Buyers 

Most people entering the world of acquisitions didn’t come from private equity or investment 
banking. They’re smart, resourceful entrepreneurs—but this is new territory. That’s exactly 
when imposter syndrome loves to strike. 

That’s actually an advantage—because you approach deals like a real person, not a corporate 
robot. You understand what matters to sellers on a human level. Still, the unfamiliarity of the 
process can trigger doubts, and that’s perfectly normal. 

But remember: everyone starts with their first deal. Even the most seasoned dealmaker had to 
take that first call. 

Six Strategies for Dealing with Imposter Syndrome 

1. Rehearse the call.

Confidence doesn’t come from credentials—it comes from preparation. Don’t wing
your first seller meeting. Write a rough script. Practise with a friend or mentor.
Record yourself and listen back. It’s not about sounding slick—it’s about being
prepared and sounding calm.

2. Shift the spotlight.

Focus on the seller’s needs, not your insecurities. Instead of obsessing over whether
you sound smart enough, focus on the seller’s story. Ask them why they’re selling,
what matters most to them, and what they want from the transition. This shows
empathy—and makes them trust you more.

3. Speak like a dealmaker.

Use language like:

• “My acquisition criteria is…”
• “We typically structure our deals with…”
• “Let me run that past my funding partners and legal team.”

This projects calm authority—even if you’re new. 

4. Leverage the power of your team.

Refer to your solicitor, accountant, broker, or coach. You don’t need to have all the
answers—just access to people who do. It’s how you shift from “solo buyer” to
“acquirer with a team.”



5. Log your wins.

Record every conversation, every reply, every insight. Keeping a simple deal
journal—whether it’s a spreadsheet or notebook—helps track your progress. Looking
back on that momentum helps fight off the “I’m not doing enough” voice.

6. Borrow confidence until you build it.

Surround yourself with dealmakers who are doing it—it normalises success. The more
you’re in the room with people closing deals, the more you realise: they’re not
superhuman. They’re just showing up and doing the work.

Real-World Mindset Reframes 

Try these shifts when imposter syndrome shows up: 

Instead of: “I don’t belong in this world” →  
Try: “The seller is lucky to have a serious buyer like me at the table.” 

Instead of: “I’m not ready” →  
Try: “No one is ever 100% ready. I’m more ready than I was yesterday.” 

Instead of: “They’ll see I’m new” →  
Try: “They’ll see I’m serious, respectful, and decisive.” 

These reframes don’t ignore fear—they replace it with focus. 

What Imposter Syndrome Costs You 

Every week spent doubting yourself is a week someone else gets the deal. 

Every call you postpone is momentum lost. 

Every offer you don’t make is a potential payday you’ve walked away from. 

The cost of hesitation is invisible in the moment—but massive over time. While you’re 
second-guessing yourself, someone else is sending letters, booking meetings, and making 
offers. And they’re learning faster—because action is the best teacher. 

Final Word 

You don’t need to eliminate imposter syndrome—you just need to act anyway. 

The best dealmakers still feel uncertain sometimes—they just don’t let it stop them. The 
secret is to keep moving forward anyway. Each conversation, each small win, builds real 
confidence. 

Confidence is not a requirement for dealmaking. It’s a result of dealmaking. 




