
“Selling your business for its maximum value” 
The refreshingly different approach to selling a translation business 



People usually sell for 5 reasons 

•  Lifestyle change 
•  Entrepreneurs vs managers 

•  Time 

•  Co. growth 

The refreshingly different approach to selling your company 

Motives for selling 
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People usually sell for 5 reasons 

•  Lifestyle change 
•  Entrepreneurs vs managers 

•  Time 

•  Co. growth 
•  Bank & invest 

The refreshingly different approach to selling your company 

Motives for selling 



4 keys to getting the best price 
The refreshingly different approach to selling your company 
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4 keys to getting the best price 
  1. Avoid passivity at all costs 

The refreshingly different approach to selling your company 

•  Lack of experience usually results in passivity 
•  The best buyers are rarely looking to purchase 



4 keys to getting the best price 
  1. Avoid passivity at all costs 

The refreshingly different approach to selling your company 

•  internaEonal 
•  selling complementary products/services 
•  has the same customer base as you 
•  very successful 
•  very profitable 
•  an acquisiEon may not be on the agenda 



4 keys to getting the best price 
  2. Remember – moEves not mulEples 

The refreshingly different approach to selling your company 

1.  Asset/Book Value 
2.  LiquidaEon Value 
3.  Replacement Value 
4.  Current Market Value 
5.  MulEple of Earnings 
6.  Trading MulEples 
7.  Discounted Cash Flow 
8.  VC/Private Equity Modeling 
9.  OpEon Theory ValuaEon 

MulEple of Earnings 



The refreshingly different approach to selling your company 

Ave Op Profit 
Salary 
Pension 
Car / Travel 
Exc Losses 
Directors Whims 

Less New GM 
Less Exc Profits 

Total 
After Corp Tax 

PE Ratio 

Value 

350,000 
95,000 
30,000 
25,000 
15,000 
10,000 

- 65,000 
- 20,000 

440,000 
335,000 

7 

2,432,000 



4 keys to getting the best price 
  2. Remember – moEves not mulEples 

The refreshingly different approach to selling your company 

•  There are many moEves to purchase 



4 keys to getting the best price 
  2. Remember – moEves not mulEples 

The refreshingly different approach to selling your company 

1.  your client base 
2.  potenEal growth 
3.  globalizaEon / regionalizaEon 
4.  the ability to generate cash 
5.  developed products / services 
6.  patents & IPR 
7.  operaEonal or financial synergies  
8.  a skilled workforce 
9.  Dependable income streams 
10.  profitability / return on investment 



4 keys to getting the best price 
2. Consistently see 2.5 X  

The refreshingly different approach to selling your company 

Name                          Low Offer  Sale Price 

Energy Efficiency        £1.0M    £4.0M 

Waste Management      £3.0M    £19.1M   

TranslaEon Company      £0.25M    £1.05M 

Travel Management      £2.97M    £7.0M 

Events Management       £0.95M    £3.55M 

Media Company        £1.2M    £3.7M 

IT Development IntegraEon    £5.0M    £14.1M 



8 keys to getting the best price 
3. Choice is king 

The refreshingly different approach to selling your company 

Choice impacts 

•  The speed of the deal 
•  The terms of the deal 

•  The price 



4 keys to getting the best price 
4. Sell the future 

The refreshingly different approach to selling your company 

•  Nobody buys a company’s history 

•  5/8 acquisiEon musts 

•  Always produce a ‘step change’ business plan 



8 keys to getting the best 
price 

PROFIT 



Session 1 - Observations 
PROFIT 



8 keys to getting the best 
price 

PROFIT 



4 keys to getting the best price 
4. Sell the future 

The refreshingly different approach to selling your company 

•   This is totally unreasonable 
•   Choice is the key 
•   5/8 AcquisiEon musts 

•   Inevitably neglected 
•   Enables first offer rejecEon 



8 keys to getting the best price 
8. Sell the future 

The refreshingly different approach to selling your company 



Five step BCMS sales process 
The refreshingly different approach to selling your company 

1.  Project Brief 
2.  Research 
3.  Prospect generaEon 
4.  Prospect meeEngs & bidding  

5.  Due diligence and legals 



The refreshingly different approach to selling your company 

120 - 250 

15 - 25 Dry Run 
      6‐8 
1st Prospect 
Mee>ngs 

4‐6 
Bidding 
Process 

Five step sales process 
Project Brief 

Research 
Future Business Plans 

Project Team 

Offers 



BCMS Corporate 
The refreshingly different approach to selling your company 

•  Selling your business need not be difficult 
•  Avoid passivity at all costs 
•  The best buyers are rarely buying 
•  Look for many moEvaEons for purchase 
•  Choice is not a luxury 
•  Sell the future  
•  Advisor with resource 
•  Good success 



The refreshingly different approach to selling your company 
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S Coutts International Bank 
Family Business of the Year – National Winner 

After 12 months intense scrutiny 
by the world’s most prestigious 
bank BCMS were named as outright 
winners of this coveted award 

The award was given on the basis of: 

•  The company’s unique business model 
•  The company’s financial strength and competence 
•  The company’s excellent corporate governance 
•  The company’s strong commitment to philanthropy 



“Selling your business for its maximum value” 

Contact BCMS on 01635 299616 or email malcolm.murray@bcmscorporate.com 
     Next presentation 


