
We see it far too many times: entrepreneurs who spend
their lives building extremely successful companies,
only to leave significant sums of money on the table
when they decide to move on and sell their businesses. 

Why? Typically, it’s because the entrepreneurs take on
too much of the sales process themselves and don’t
enlist the professionals who can help them maximize
the amount of wealth they walk away with. 

Don’t make that mistake. If you’re planning to sell your
company—soon or at some point down the road—you
can benefit greatly by assembling a “deal dream team”
of experts who can potentially deliver the best outcome
possible.

Here’s what that deal team should look like—and how
to build and manage it to achieve maximum impact on
the sale of your business.

Key Takeaways:

Selling Your Business? Don’t
Make This Big Mistake!
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Entrepreneurs often
go it alone when
selling their
businesses—or rely
on professionals who
don’t have what it
takes to do a
successful deal.

A deal team that
includes an attorney,
an accountant, a
wealth manager*
and others can help
promote the best
possible outcome for
you.

Team members’
expertise is vital, of
course—but so are
their focus, their
concern for you and
their integrity.

*We define wealth managers as financial advisors who offer one or more of the following services along with
investment management: tax mitigation, business planning, wealth transfer, asset protection and charitable giving.
Wealth managers typically deliver these services in conjunction with one or more specialists in a given area.



A lack of talent

It’s easy to understand why entrepreneurs might be wary of hiring a team when they
go to sell their companies. After all, their success has often been driven by themselves
—their actions, their decisions and their relationships. Bringing in “outsiders” for a
sale can feel uncomfortable and unnecessary. 

But think of it this way: You’ve worked for years, probably decades, to build
tremendous value in your firm. Now, you’ve got one shot to monetize that value. A
moment like that is no time to revisit your “chief cook and bottlewasher” days. 

And yet, the vast majority of corporate mergers and acquisitions attorneys we
surveyed told us that many entrepreneurs fail to build a deal team that will maximize
their success (see Exhibit 4). Consequently, many business owners are likely missing
out—getting less for their companies than they probably could—because of a less-
than-exceptional deal team.

Who should be on the team?
Getting your deal team right will meaningfully
increase the probability of getting the deal done.
Conversely, a poorly functioning deal team can
lead to a lower price for your company or even
no sale at all. 

The following types of professionals should be
among the people you consider for your deal
team:

You and key personnel from your company
(such as your chief financial officer)
An investment banker (also often referred to
as an M&A advisor)
A corporate attorney
An accountant 
A valuation expert (who may or may not be
your accountant)
A corporate tax specialist (who may or may
not be your corporate attorney or
accountant)



Important: A wealth manager and a tax professional should also be considered as
extended members of the team (see Exhibit 5). It can be a big jump going from a
largely illiquid financial situation (with all assets tied up in a business) to suddenly
having a sizable amount of liquid assets, post-sale. These professionals can be
instrumental in helping former business owners manage their newly realized wealth
—taking advantage of financial opportunities, addressing financial challenges,
mitigating taxes and so on. 

Taking a more comprehensive approach to selling your company by involving a
wealth manager can potentially mean you and your family end up personally
wealthier than you would otherwise.

Seeking out new and
specialized expertise

Even entrepreneurs who do assemble
teams and delegate duties during the
sale process often make a decision
that can prove very costly to them:
using a team of people they have long
worked with, rather than finding new
professionals with the requisite
experience and expertise in selling
businesses. 

Loyalty is an admirable trait, of course. But that doesn’t automatically mean your
current accountant who is excellent at tax compliance is well-suited for the tasks
involved in selling your business. Likewise, your longtime attorney may be highly
competent in many areas. But is he or she an expert in mergers and acquisitions? 

The upshot: If the professionals you choose to be part of your deal team lack the
necessary experience and skills, you are the one who will likely feel the negative
impact the most. You probably won’t make as much on the sale of your company as
you could have, and your post-sale wealth may not be positioned optimally.



Key considerations in selecting your deal team

Proven integrity. You want to work with people who are known for
being scrupulously honest, especially because they will be dealing
with matters that are likely outside your personal sphere of expertise.
By having your deal team composed of outstandingly truthful and
forthright professionals, you minimize your risk of being cheated or
shortchanged. 

A sense of purpose and deep concern for their clients. To get the best
results, the professionals on your deal team must be intensely focused
on the sale of your company. In the case of your wealth manager, he or
she must be focused on maximizing your personal wealth before and
after the sale.

Extensive technical expertise. One of the most effective ways to
evaluate a professional is assessing the extent to which he or she is a
recognized expert—a thought leader in the area of selling businesses.
Find out if other professionals, including competitors, consider the
professional to be a top-notch expert. And ask any candidate for case
examples or related work that demonstrates expertise. 

Experience. Members of your deal team must be experienced in
working with and selling the companies of successful business owners
like you. Ideally, they’ll have experience in your industry and with
businesses of your size and type. 

There are four key traits to look for in any deal team member you’re considering
working with: 

Action steps
If you’re a business owner who is approaching the sale of your business and you
already have highly capable talent lined up to help you, congratulations! You may
very well be set up for success.

Contact your financial professional to discuss any issues or concerns you might have
around selling your company or preparing to sell it down the road. 
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Securities offered through LPL, memeber FINRA/SIPC. Investment advice offered
through Oswego Wealth Management, Inc., a Registered Investment Advisor. Oswego

Wealth Management, Inc. is a separate entity from LPL. 


