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The Unseen Pitfalls of Selling Your Business 

 
Baby Boomers Poised to Sell an Historic Amount of American 
Businesses 

"We are made wise not by the recollection of our past, but by the responsibility for our 
future."  George Bernard Shaw 
 



For the past six years, 10,000 baby boomers reach retirement age daily. 10,000 men and 
women every morning reach that age where their future becomes their present. Baby 
boomers number 75,000,000, one quarter of the entire U.S. population, and in just 12 
more years, the entirety of the boomers will be 65 or older. By 2030, the workforce will 
look much different than it does today. 
 
The baby boomer generation was prolific and industrious. Coast to coast, the generation 
created businesses in every industry. Of the 28 million small businesses in the United 
States, boomers own an estimated 12 million. They have created and will be responsible 
for over $10 trillion of assets changing hands when the final boomers reach 65. Finally, 
those long hours and personal sacrifices will have paid off as baby boomers begin to sell 
their life’s passion. It is an exciting time to be the head of a flourishing company; the big 
payoff is on the horizon. 
 
Unfortunately, this may not be the case for many baby boomer business owner;. the 
mergers and acquisitions process is riddled with pitfalls. Most businesses do not succeed 
in the secondary market, and a great number of those that do sell will be undervalued. 
One example of this is would be the typical sale of a small business to a known 
competitor. In the open market, multiple potential buyers create competition in the 
marketplace, driving prices up. In contrast, a single buyer (who also knows it is the sole 
bidder) makes things terribly one-sided, and any true negotiation is, for all intents and 
purposes, not possible. 
 
Baby boomers have created a great number of enterprises with annual revenues in the 
millions of dollars. To the lay person, it would seem that those revenues would forecast 
future earnings, and that a price tag would be easy to extrapolate. But this is simply not 
the case as a great number of potential buyers are not familiar with the industry they are 
planning to buy. Some of the most interested parties in these sales are acquisition firms or 
other buyers looking to diversify their holdings. Those possible buyers are most likely 
looking at an unfamiliar product. It becomes easy to see how a company that doesn't 
understand its market comparables is then left out in the cold. Under-populated business 
data is worrisome to a risk-averse buyer who might otherwise be a perfect match. Even 
incomplete books and contracts can transform a "sure-thing" into a risky proposition. 
These are all troubling considerations for baby boomers looking for a glorious ride into 
the sunset. 
 



Competition for the acquisition firm's dollar does not originate solely from the business 
owner's contemporaries. A profitable product should very easily command a pool of 
potential buyers, and we are presently in a seller’s market. Economic indicators show a 
robust economy is expected for the near future, and many saleable businesses have taken 
notice. Those businesses that were ready to sell prior to and around the economic 
downturn of 2008 are among those looking into re-entering the market. The economic 
conditions that are so favorable to a baby boomer selling now also favor those who held 
on through the recession. As more boomers look to retire, more businesses will appear on 
the market. Selling before saturation is imperative, and is further complicated with those 
holdouts from the previous decade. In order to be successful, preparation, as well as 
time-to-market, are key. 
 
The surge of boomers bringing their businesses to market is beginning, and will continue 
for over a decade. Preparing a business for sale requires a shift in focus. Unfortunately, 
building a successful business does not translate well into successfully selling a business. 
They simply aren’t the same. Selling requires a unique know-how in order to be 
completed successfully. However, there is a growing segment of advisors for exactly this 
sector. Any boomer considering the merger and acquisition route would benefit from 
these experts. Industry leader Max E. Toy with Paladin Associates, Inc. has himself 
created a national team to deal with these exact problems. From evaluation to negotiation, 
Mr. Toy guides his client throughout the acquisition process from start to finish. 
 
By 2030, one of every five Americans will be a senior citizen. The reduction of the 
workforce will result in a slower economic growth, lower prices and greater competition. 
The key time for a baby boomer to bring his or her business to the market is now, and the 
help of a market expert is invaluable. The knowledge they bring increases the speed, ease 
and price of the sale. An event this important requires a business owner to have their best 
foot forward, so they can reap the benefits for the remainder of their years. 


