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Role of Business Broker

Role of a Business Broker

A business broker serves as an intermediary between business owners and potential buyers, ensuring a smooth,
efficient, and successful transaction. Their expertise spans valuation, marketing, negotiation, and transaction
management, enabling owners to maximize the value of their business while reducing the complexity and stress of
the process.

Key Roles of a Business Broker

e Valuation and Pricing Strategy
o Evaluate the business’s financial performance, market conditions, and industry trends.
o Recommend a competitive and realistic asking price to attract qualified buyers while maximizing value.

e Confidential Marketing
o Promote the business discreetly to protect its reputation and operations.
o Utilize a professional network and create compelling marketing materials to attract serious buyers.

e Negotiation Expertise
o Act as a neutral intermediary to facilitate discussions and mitigate emotional decision-making.
o Work to secure favorable terms and maintain momentum in the negotiation process.

e Transaction Management
o Coordinate all logistical elements, including documentation, deadlines, and due diligence.
o Collaborate with accountants, legal advisors, and other professionals to ensure a seamless process.

Benefits to Business Owners

Risk Reduction:

Brokers ensure compliance with legal,
financial, and regulatory

Time Efficiency: Maximized Value:

Allows owners to focus on daily Strategic marketing and expert
operations while the broker handles negotiation help secure the best

the sale process. possible deal. requirements, avoiding costly

mistakes.

What Business Brokers Can Not Do

e No Binding Authority or Custody of Funds: They cannot bind any party to an acquisition transaction or take custody,
control, or possession of funds or securities related to the deal.

¢ No Financing Role: They cannot provide financing for the transaction but may assist buyers in obtaining financing from
unaffiliated third parties.

e Disclosure and Consent for Dual Representation: If representing both buyers and sellers, they must disclose their role in
writing and obtain written consent from both parties.

e Buyer Structure: They can only facilitate acquisition transactions with a group of buyers if the group is formed without the
Broker’s assistance.

e Buyer Control Post-Transaction: After the acquisition, the buyer must actively operate and control the target company, with
control presumed if the buyer holds 25% or more of voting securities.

e Eligibility and Compliance: They must be in good standing and not barred by any legal action to serve as a broker

Conclusion

Business brokers are vital to the success of selling a company, offering invaluable expertise and support. Their ability to manage
the complexities of the sale process allows business owners to achieve their goals with confidence and maximize their company’s
value. If you are looking to sale or just curious about what your current enterprise value might be in a transaction reach out to us
at TCQ Solutions, www.tcgsolutions.net
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