
Sacramento Business Brokers 
There are tons of reasons why a business deal falls apart and Sacramento 

business brokers know why. It could be that you have changed your mind 

about selling, or you may have had experienced employee conflicts. It could 

be that an unfortunate circumstance prevented the buyer from pursuing 

the deal. It can be attributed to business cycles, the economic crunch, and 

several other factors that are beyond anyone’s control. 

Sacramento business brokers agree that selling a business is a taxing and 

frenzied transaction, but can be alleviated by acknowledging the fact that a 

deal is not done until you see the money in the bank. Many serial 

entrepreneurs and business brokers know that a lot of business deals fall 

apart because owners fail to prepare the businesses well enough to attract 

buyers. If you are selling your business for the first time, learn about the 

common reasons why a business sale fails, so that you can prepare to fix 

issues before you put your business up for sale. 

If you are selling your business, you will receive condition offers to buy or 

letters of intent from prospective buyers. As price and terms are discussed, 

a degree of exhilaration builds up going through a negotiated deal. It is at 

this time that the provisional period starts. The buyer then starts his due 

diligence and prepares to fortify his purchase financing. The deal may start 

to weaken at this point when the buyer realizes that he is unable to fortify 

bank financing for purchasing and subsequently pulls out out. 

Sacramento business brokers have always known that financing for a small 

business deal is difficult to secure. Banks do not accept business goodwill 

as collateral and the poor buyer is left to scrounge and find credit and 

money somewhere else. If the vendor is not willing to partake in deal 

financing or the purchaser has no substantial private financial resources, 

the deal can swiftly come to an end. Most buyers think that a 10% equity as 

a down payment can buy a business. The inhospitable reality is that they 

are not qualified to buy the business unless they have an equity posted in 

the 50% range. 

The seller may not have been totally truthful from the very beginning. Any 

major business issue must be declared and revealed to the buyer. Nothing 



is perfect. Any business up for sale will always have its flaws. It is the 

sensible obligation of the buyer to be transparent as far as these issues are 

concerned. Savvy and intelligent buyers are very much aware that no 

business is absolutely perfect. Therefore, the problem begins when issues 

are kept hidden only to be uncovered at the time of due diligence. Good 

faith and trust comes crumbling down. This is where the help from 

Sacramento business brokers comes in most handy. 

Some deals fall apart because vital information, particularly financial 

information, is withheld by contracting parties. Due diligence is a process 

undertaken for the purpose of verifying information that has been declared 

already and must not to explain away issues or not to back-peddle on half-

truths that could have been revealed earlier. It is advisable to consult an 

experienced Sacramento business broker or chartered accountant to 

help you through the process of selling a business sale. 
	
  


