
How To Sell Your Business
fhere are two equally important
I stages in the successful sale of a

business. The first stage is preparing

the business for sale and the second
is finding a buyer and getting the best
possible price.

Preparing your business for sale.

This stage is critical and should begin
well in advance of the time you actu-

ally put the business up for sale. Dur-
ing this period, your goal should be to
establish a solid history of profitability
since the first thing any buyer looks at
will be profits. Ahhough it's up to the
buyer to judge potential profitabil-
ity, it's yourjob to clearly demonstrate
past and present profitability.

To establish an impressive track record,

you may have to abandon some com-
mon business practices. For example,
you may be ableto improveyour profit
picture by putting less emphasison tax
savings strategies.

A business buyer will also look at key
employees-those who are respon-

sible for the success of your business.

Make a strong effort to retain these
employees, even if it means offering
them extra incentives to stay with
the business, at least up to the time
it's sold.

A ta x, b usi n ess, a n d fi n an ci o I pl o n n i n g n ew sl etter f0 r 0 u r cl i ents o n d fr i e n ds

setting a price and finding a huyer.
There are several factors that will de-
termine what your business is really

worth, One factor that's sometimes
overlooked is whether a business out-
performs others in the same industry
You can get information about typical
industry performance from trade as-

sociations and business publications. lf
your business outpedorms othert it's

worth more.

A complete, well prepared financial
statement will speak for itself, but the
intangible assets of your business are

also worth money and you should dis-

cuss them and explain their value to a
potential buyer. Goodwill is responsi-
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Pay dividends on
accumulated earnings

Set up a 401(k), Keogh,

or other retirement
plan by year-end

Hire family members

Tax shelter:

Vacation homes

What to Lookfor in a

Leasing Agreement

T-BillTiming to
Save Taxes

Reduce Your lncomeTax
with an Installment Sale

Six Steps To A Worry-
Free Retirement

How to Cut Overhead

Without Hurting Morale
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What to Lookfor in a T-Bill Timing to Save

Leasing Agreement
It makes oood financial sense for
Isome comoanies to lease. rather

than purchase, major pieces ofequip-
ment. lf you're considering such a

move, you should look at the leasing

agreement as closely as you look at

the equipment. Remember, leasing

companies write leases to protect

themselvet not their customers. lt's
up to you to check the agreement
carefully and to negotiate changes

that you think are important to your

interest. Here are a few important ele-
ments to look for.

Good references from
other customers.
As with any supplier, you should know
with whom you're dealing. A leasing

company sells more than use of the
producu it should also provide service

and oroduct satisfaction to its custom-

ers,The leasing companythat deserves

your business should have a good
track record in this department. Askfor
a list of refurences and checkthem out.

The real cost ofthe lease.
A good agreement will clearly state

the amount and schedule ofeach pay-

ment, as well as the total amount you

will pay over the term of the lease,

There may be additional costs in-
volved, such as a chargefor installation

or possible licensefees.You should also

know who is resoonsible for insurance

coverage and whether it is included in
your lease payments.

Taxes

I l.S. Government Treasury bills are a

lruniquely attractive investment. In

addition to being the safest investment
you can make, T-bills offer tax-timing
features that can save tax dollars.

T-bills with maturity dates
of one year or less let you
defer interest income.
T-bill interest isnt taxed untiltheT-bill
matures. So, if, for example, you buy
a 360 -dayT-bill in May of 2011 that
matures in May 2012, your tax on the
interest income wont be due until
April 15, 2013.

T-bills let you lower the
tax on interest.
lf you withdraw money from a CD be-

fore it matureS you'll pay a penalty.

This is not true of T-bills which can be

sold before they mature to reduce the
tax on interest.

Here! one examole of how T-bill tim-
ing can work. Assume you buy a one-
year 5200,000T-bill in May of2011. You

pay 5194000. By May 2012, 56,000 in
interest willaccrue. But in Decemberof
this year, you realDe you'll be in the 15

percent tax bracket for 2011 and in the
28 oercent tax bracket for 2012. There-
fore, you sell the T-bill in December of
this year, collectthe interest income for
this year; and pay 13 percent less tax
than you would if you held the T-bill to
maturity.
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