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Owner Financed Business Sale: A Guide to Unlocking Flexible Opportunities

owner financed business sale is an increasingly popular method for both
buyers and sellers to navigate the complex process of transferring business
ownership. Unlike traditional sales that rely heavily on bank financing or
external loans, owner financing offers a flexible alternative where the
seller essentially acts as the lender, allowing the buyer to make payments
over time. This arrangement can open doors for buyers who might struggle to
secure traditional financing and provide sellers with a steady income stream
and faster sale process.

In this article, we’ll explore what an owner financed business sale entails,
its benefits and potential risks, as well as tips for structuring these deals
to ensure they work well for both parties involved. Whether you’re a business
owner looking to sell or a prospective buyer, understanding the nuances of
owner financing can be a game-changer.

What Is an Owner Financed Business Sale?

An owner financed business sale is a transaction where the seller provides
financing to the buyer to purchase the business. Instead of the buyer
obtaining a loan from a bank or other financial institution, the seller
agrees to receive payments over time, typically with interest, according to
agreed-upon terms.

This type of sale often involves a promissory note, detailing the payment
schedule, interest rate, and consequences of default. The buyer gains
immediate control and ownership of the business, while the seller retains a
security interest until the loan is paid off.

How Does Owner Financing Work?

In an owner financed business sale, the buyer usually makes a down payment
upfront, which can vary from 10% to 30% or more of the purchase price. The
remaining balance is paid in installments over a specified period, often
ranging from a few years up to a decade.

The seller and buyer negotiate the terms, including:

- Interest rate (which is often higher than traditional bank loans to
compensate for the seller’s risk)
- Repayment schedule (monthly, quarterly, or annually)
- Duration of the loan



- Security interests or collateral (often the business assets or stock)

This arrangement allows buyers who may have difficulty qualifying for bank
loans—due to credit issues or insufficient collateral—to acquire businesses
they otherwise couldn’t. Meanwhile, sellers benefit by potentially receiving
a higher sale price and steady income.

Benefits of Owner Financed Business Sales

Both buyers and sellers stand to gain from an owner financed business sale,
but the advantages differ depending on perspective.

Advantages for Sellers

Faster Sale Process: By offering financing, sellers can attract a wider
pool of buyers and close deals more quickly.

Potential for Higher Sale Price: Since financing is built into the deal,
sellers may command a premium compared to all-cash offers.

Steady Income Stream: Instead of receiving a lump sum, sellers get
monthly or periodic payments, which can provide ongoing cash flow.

Tax Benefits: Spreading out payments over time can defer capital gains
taxes, potentially lowering the overall tax burden.

Security Interest: Sellers retain a lien on the business assets until
full payment, offering protection in case of buyer default.

Advantages for Buyers

Easier Access to Capital: Buyers may bypass strict lending requirements
and secure financing directly from the seller.

Flexible Terms: Buyers and sellers can negotiate payment schedules that
align with the business’s cash flow and growth projections.

Faster Acquisition: Without the delays of bank approvals, buyers can
take control more rapidly.

Building Equity Over Time: Buyers gradually build ownership while



managing payments, reducing initial financial strain.

Risks and Challenges in Owner Financed Business
Sales

While owner financing can be mutually beneficial, it also carries inherent
risks that both parties should carefully consider.

Risks for Sellers

Buyer Default: The biggest risk is the buyer failing to make payments,
potentially forcing the seller to repossess the business, which can be
costly and complicated.

Delayed Full Payment: Sellers don’t receive the entire sale amount
upfront, which might impact their financial plans.

Business Performance Dependency: If the business underperforms post-
sale, the buyer might struggle to meet payment obligations.

Risks for Buyers

Higher Interest Rates: Sellers may charge premium rates, increasing the
overall cost of the business.

Limited Legal Protection: Without proper documentation, buyers may face
difficulties if disputes arise.

Down Payment Requirement: Buyers still need upfront capital, which can
be a barrier for some.

Mitigating Risks

Proper planning and legal safeguards are essential. Sellers should conduct
thorough due diligence on buyers, including credit checks and business plans.
Both parties should work with experienced attorneys to draft clear,



enforceable contracts detailing all obligations, remedies, and contingencies.

Structuring an Owner Financed Business Sale

Creating a well-structured owner financed business sale agreement requires
attention to several key elements. Here are important tips for negotiating
and formalizing such deals:

1. Determine a Fair Purchase Price

The purchase price should reflect the business's market value, but sellers
can be flexible to account for financing terms. Often, sellers may accept a
slightly higher price to compensate for the risk of carrying the loan.

2. Outline Payment Terms Clearly

Specify the down payment amount, interest rate, payment frequency, and loan
duration. Consider including a balloon payment clause if a large lump sum is
expected at the end of the term.

3. Include Security and Collateral Details

To protect their interests, sellers usually retain a lien on the business’s
assets or stock certificates until the loan is fully repaid. Clearly state
what collateral is involved and the process if default occurs.

4. Define Default and Remedies

Lay out what constitutes default (missed payments, bankruptcy, etc.) and the
steps the seller can take, such as repossession or legal action.

5. Address Transition Support

Sometimes sellers agree to assist buyers during a transition period,
providing training or consulting. This can help ensure business continuity
and improve success chances.



When Is Owner Financing the Right Choice?

Deciding whether to pursue an owner financed business sale depends on several
factors.

For Sellers

- If you want to sell quickly without waiting for bank financing approvals.
- If you’re willing to accept payments over time rather than a lump sum.
- If you want to attract buyers who might not qualify for traditional loans.
- If you desire ongoing income through installment payments.

For Buyers

- If traditional financing options are limited due to credit constraints or
lack of collateral.
- If you prefer flexible payment terms tailored to your business’s cash flow.
- If you want to move quickly into business ownership without lengthy bank
processes.

Owner Financing in Today’s Business Market

With tightening lending standards and increased competition, owner financed
business sales have become a valuable strategy for many small to medium-sized
business transactions. They foster creative deal-making and can bridge the
gap between sellers’ expectations and buyers’ financial realities.

Moreover, owner financing encourages entrepreneurs who might otherwise be
sidelined from business ownership. It’s a practical solution that, when
executed thoughtfully, benefits both parties and helps maintain the vitality
of the business community.

Whether you’re considering selling your business or purchasing one, exploring
owner financing as an option might just unlock the opportunity you’ve been
waiting for. Just remember to approach these transactions with thorough
preparation, clear communication, and professional guidance to ensure a
smooth and successful sale process.

Frequently Asked Questions



What is an owner financed business sale?
An owner financed business sale is a transaction where the seller of the
business provides the buyer with financing for the purchase, allowing the
buyer to pay over time instead of securing a traditional loan from a bank.

What are the benefits of owner financing for the
seller?
Owner financing can attract more buyers, provide steady income through
interest payments, potentially result in a higher selling price, and allow
for faster sale closure without relying on bank approvals.

What risks do sellers face in an owner financed
business sale?
Sellers risk the buyer defaulting on payments, which could lead to legal
complications and loss of income. They also retain ownership risks until the
loan is fully paid off.

How can buyers benefit from owner financed business
sales?
Buyers may find it easier to acquire a business without qualifying for
traditional loans, benefit from flexible payment terms, and potentially
negotiate better purchase conditions.

What typical terms are included in an owner financed
business sale agreement?
Terms usually include the loan amount, interest rate, payment schedule, loan
duration, collateral details, default consequences, and any down payment
requirements.

Are there any tax implications in owner financed
business sales?
Yes, sellers may be able to spread out capital gains tax over the term of the
loan, while buyers may deduct interest payments. It's important to consult a
tax professional for specific advice.

How is the interest rate determined in an owner
financed business sale?
Interest rates are typically negotiated between buyer and seller and often
reflect current market rates, the risk involved, and the seller's willingness
to finance the purchase.



What steps should buyers take before entering an
owner financed business sale?
Buyers should conduct thorough due diligence on the business, consult legal
and financial advisors to understand the terms, verify the seller's
credibility, and ensure the payment terms are manageable.

Additional Resources
Owner Financed Business Sale: A Strategic Approach to Buying and Selling
Enterprises

Owner financed business sale is an increasingly popular method in the realm
of business transactions, offering a unique alternative to traditional bank
financing or cash purchases. This financing option allows the seller to act
as the lender, providing the buyer with the necessary funds to acquire the
business, often with more flexible terms and conditions. As market dynamics
shift and access to conventional financing becomes more challenging for some
buyers, owner financing emerges as a pragmatic solution that benefits both
parties involved. This article delves into the mechanics, advantages,
drawbacks, and strategic considerations surrounding owner financed business
sales, providing a comprehensive understanding for entrepreneurs, brokers,
and investors alike.

Understanding Owner Financed Business Sale

At its core, an owner financed business sale is a transaction where the
seller extends credit to the buyer to cover all or part of the purchase
price. Instead of the buyer securing a loan from a bank or third-party
lender, the seller agrees to accept payments over time, often structured as
monthly installments with interest. This arrangement is typically formalized
through a promissory note and may include collateral or security interests to
protect the seller’s investment.

This method is especially prevalent in small to medium-sized business sales
where traditional financing may be difficult to obtain due to limited buyer
credit history, niche markets, or unique business risks. Furthermore, owner
financing can expedite the sale process, bypassing lengthy bank approvals and
opening the door to a broader pool of potential buyers.

Key Elements of Owner Financing Agreements

Several critical components define an owner financed business sale agreement:



Down Payment: Buyers usually provide a down payment upfront, which can
range from 10% to 30% of the purchase price, demonstrating commitment
and reducing seller risk.

Interest Rate: The interest rate is negotiated between buyer and seller
and often reflects market rates, but may be higher than bank loans to
compensate the seller for risk.

Payment Schedule: Terms are outlined clearly, specifying monthly payment
amounts, due dates, and the loan term length, which typically varies
from 3 to 10 years.

Security and Collateral: Sellers usually secure the loan with business
assets or personal guarantees to safeguard their financial interest.

Default Provisions: Agreements detail remedies in case the buyer
defaults, including repossession rights or foreclosure on collateral.

Advantages of Owner Financed Business Sales

Owner financing can offer several strategic benefits, particularly in an
environment where traditional financing options may be limited or
undesirable.

Increased Buyer Pool and Faster Sales

By offering financing directly, sellers can attract buyers who might
otherwise be unable to secure bank loans. This expanded buyer pool can lead
to quicker business sales, reducing holding costs and uncertainty for
sellers. For buyers, owner financing can be more accessible and flexible,
particularly for startups or those with less-than-perfect credit.

Potential for Higher Sale Price

Sellers who provide financing may command a premium on the sale price, as the
convenience and accessibility of owner financing are valuable to buyers. The
ability to negotiate terms can also allow sellers to secure a better overall
deal compared to a cash sale.

Streamlined and Flexible Terms



Owner financed deals can be tailored to meet the specific needs of both
parties. Unlike rigid bank loan criteria, sellers can negotiate interest
rates, payment schedules, and other terms to accommodate cash flow realities
or risk tolerance.

Tax Benefits and Income Stream

Spreading payments over several years can provide tax advantages for sellers
by deferring capital gains taxes. Additionally, receiving payments with
interest creates a steady income stream, which can be beneficial for sellers
transitioning out of the business.

Risks and Challenges in Owner Financing

Despite its advantages, owner financing is not without potential pitfalls
that require careful consideration and due diligence.

Credit Risk and Default

The primary risk for sellers is buyer default. Since the seller is
effectively offering a loan, failure to repay can result in financial loss
and the need to repossess the business, which can be complex and costly.

Due Diligence and Legal Complexities

Crafting a sound financing agreement demands thorough legal oversight to
ensure enforceability and clarity. Sellers must perform rigorous due
diligence on the buyer’s financial capacity and business plans to mitigate
risks.

Liquidity Constraints

Receiving payments over time may not meet a seller’s immediate cash needs,
which could be a disadvantage compared to lump-sum cash sales. Sellers must
weigh their financial situation and plans accordingly.

Business Performance Dependence

In many cases, the buyer’s ability to make payments hinges on the ongoing



performance of the business. If the business underperforms or market
conditions deteriorate, the risk of default increases.

Who Benefits Most from Owner Financed Business
Sales?

Owner financing is particularly beneficial in certain scenarios:

Sellers seeking faster sales: Those looking to exit quickly without the
delays inherent in traditional financing processes.

Buyers with limited access to bank loans: Entrepreneurs or investors who
have sound business plans but lack credit history or collateral.

Businesses in niche markets: Where conventional lenders may be reluctant
to finance due to perceived risks or lack of comparable data.

Sellers interested in long-term income: Those who prefer to receive
payments over time to manage tax liabilities or create steady cash flow.

Comparing Owner Financing to Traditional Bank Loans

While owner financing offers flexibility, it differs fundamentally from bank
loans:

Approval Process: Banks require extensive documentation, credit checks,1.
and collateral appraisals, which can be time-consuming.

Interest Rates: Bank loans often have lower interest rates but stricter2.
qualification criteria, whereas owner financing may carry higher rates
reflecting seller risk.

Repayment Terms: Banks enforce rigid repayment schedules, while owner3.
financing allows negotiation tailored to buyer and seller needs.

Security: Banks typically require tangible collateral; sellers can be4.
more flexible but must protect their interests carefully.



Best Practices for Structuring an Owner
Financed Business Sale

To optimize outcomes, both sellers and buyers should adhere to best
practices:

Engage Legal Counsel: Draft comprehensive agreements that clearly
outline terms, responsibilities, and remedies.

Conduct Thorough Due Diligence: Sellers must vet buyers’ financial
stability, while buyers should evaluate the business’s actual
performance and potential.

Negotiate Realistic Terms: Both parties should agree on reasonable down
payments, interest rates, and payment schedules that reflect market
conditions and risk.

Use Collateral Wisely: Secure the loan with business assets or personal
guarantees to mitigate default risks.

Plan for Default Scenarios: Include clear default provisions and
strategies for dispute resolution.

Owner financed business sales represent a dynamic and flexible approach in
the evolving landscape of business transactions. By aligning the interests of
buyers and sellers through tailored financing arrangements, this method can
unlock opportunities that traditional financing methods may not accommodate.
However, success depends on careful structuring, transparent communication,
and prudent risk management to ensure that both parties benefit from the
arrangement.
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business opportunity sources, contact lists, and reference materials. The disk contains all the forms
from the book.
  owner financed business sale: So You Want to Buy a Small Business Joe Vagnone,
2011-03-11 Small business ownership is, in my opinion, the very foundation of the American
experience. Liberty and freedom are both the results and causes of capitalism. Without them both
working congruently, it would be impossible for our nation and her citizens to survive through the
choppy waters of ever-changing economic times. I hope this book will help you on your path towards
small business owership and life choices.
  owner financed business sale: The Business Sale--an Owner's Most Perilous Expedition
Mark Jordan, Mark Gould, Jeffrey Presogna, David Perkins, 2001 For most owners, the business sale,
merger, or acquisition process is a mountain of uncertainty. The Business Sale . . . An Owner's Most
Perilous Expedition provides practical steps to navigate an owner through the uncharted journey of
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Profit René V. Richards, Constance H. Marse, 2013 How to Buy and/or Sell a Small Business for
Maximum Profit 2nd Edition is geared toward the budding entrepreneur who wants to buy or sell a
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business financial condition using discounted cash flow, excess earnings, asset value, and income
capitalization, brokers, leveraged buyouts, letters of intent, legal and tax concerns, and contracts.
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do you determine what your business or the business you hope to purchase is worth? How to Buy
and/or Sell a Small Business for Maximum Profit 2nd Edition will help you answer these fundamental
questions. The book provides a road map of suggestions, insights, and techniques for both buyers
and sellers. It covers the entire selling process step-by- step from making the decision of when to sell
or buy, through determining how to market the company, to understanding the various legal and
financial documents involved in a sale, and on to closing the deal and handling the transition
afterwards. In addition, it contains the personal stories of numerous small business owners, their
motivations, their challenges, and their rewards. The companion CD-ROM is included with the print
version of this book; however is not available for download with the electronic version. It may be
obtained separately by contacting Atlantic Publishing Group at sales@atlantic-pub.com Atlantic
Publishing is a small, independent publishing company based in Ocala, Florida. Founded over twenty
years ago in the company presidentâe(tm)s garage, Atlantic Publishing has grown to become a
renowned resource for non-fiction books. Today, over 450 titles are in print covering subjects such
as small business, healthy living, management, finance, careers, and real estate. Atlantic Publishing
prides itself on producing award winning, high-quality manuals that give readers up-to-date,
pertinent information, real-world examples, and case studies with expert advice. Every book has
resources, contact information, and web sites of the products or companies discussed.
  owner financed business sale: Selling Your Business For Dummies Barbara Findlay
Schenck, John Davies, 2008-11-03 A hands-on tool for conducting the successful, profitable sale of a
business As business owners gray, trends have shown that they start thinking of cashing out. Selling
Your Business For Dummies gives readers expert tips on every aspect of selling a business, from
establishing a realistic value to putting their business on the market to closing the deal. It helps
them create sound exit plans, find and qualify, find and qualify a buyer, conduct a sale negotiation,
and successfully transition the business to a new owner. The accompanying CD is packed with useful
questionnaires, worksheets, and forms for prospective sellers, as well as a blueprint for customizing
and assembling information into business sale presentation materials sale presentation materials
--including snapshots of revenue and profit history, financial condition, market conditions, brand
value, competitive arena, growth potential, confidentiality agreements, and other information that
supports the sale price. Note: CD-ROM/DVD and other supplementary materials are not included as
part of eBook file. Please refer to the book's Introduction section for instructions on how to



download the companion files from the publisher's website.
  owner financed business sale: Cash in on Cash Flow Laurence J. Pino, 2005-07-13 This
nuts-and-bolts guide tells how even those with no capital investment can reap the profits of an
entrepreneurial enterprise that has exploded into a $3.8 trillion industry.
  owner financed business sale: Fund Your Business The Staff of Entrepreneur Media,
2024-06-25 Secure Funding to Start, Run, and Grow Your Business! Starting a business is a journey.
From the moment you come up with an idea for the next great product or service to the ribbon
cutting and grand opening, you will travel a long, sometimes winding, road toward success. And like
any other trip you take in life, this one costs money. While many startups begin with cash already in
the bank (lucky them!), most aspiring entrepreneurs have to somehow come up with the cash to
build their dreams, whether they choose to borrow, bootstrap, crowdfund, or go with venture
capital. Discover: Bootstrapping tips and strategies to help you self-fund your business like a boss
Traditional lending options and costly traps to watch out for The basics of borrowing from friends
and family, the right way How corporate incubators and accelerators can give your business a
jump-start The in and outs of launching a successful crowdfunding campaign Get the inside scoop on
how to get the money you need and discover dozens of sources of capital.
  owner financed business sale: BizBuySell's Guide to Selling Your Business - 10th Anniversary
Edition Barbara Findlay Schenck, 2023-06-01 - Includes Downloadable Forms and Worksheets - A
roadmap to planning your exit and the steps of how to sell your business when ready. Learn the
entire process how to sell your business, from understanding valuation methods to attracting buyers
and negotiating a successful sale. Plus, get an exclusive digital toolkit of selling a business forms and
business valuation worksheets that will help you stay organized and keep on track. Expanding upon
its earlier edition of The Guide to Selling Your Small Business, this new edition presents the process
of how to sell your business in two parts. Part I focuses on assessing a business in its current
condition then developing a plan to build value and prepare your business for sale to meet your
financial goals. Part II focuses on the process of selling your business, including assembling your
transition team, marketing your business for sale and attracting buyers, negotiating strategies,
conducting due diligence, and the closing process. Want great results and peace of mind? Get this
easy-to-read book. - Anita Campbell, CEO, Small Business Trends What you will learn: - Business
valuation, planning your exit, and preparing your business for sale - What attracts buyers and
pre-sale value builders - Selecting a team of experts to help you sell your business - Creating a
winning marketing strategy that generates buyer interest - Qualifying buyers, buyer due diligence,
and protecting confidentiality - Avoiding costly mistakes and tax considerations - Legal and financial
considerations for selling your business - Negotiating final terms and closing the deal BizBuySell's
Guide to Selling Your Business will teach you how planning is critical to receiving the full value for
what you've worked so hard to build, while passivity can be costly. Whether you intend to sell
immediately or in the near or more-distant future, now is the time to build a roadmap to a sale that
allows you to exit on your own terms.
  owner financed business sale: From Founder to Future John Abrams, 2025-06-03
Award-winning guide to transitioning leadership and creating lasting business impact. Winner of the
NYC Big Book Award in Business-Entrepreneurship & Small Business and silver winner of the
Nonfiction Book Awards, this acclaimed handbook shows you how to transition leadership,
implement shared ownership, and preserve your organization's core values—setting the stage for
your business to thrive for generations to come. This visionary but practical guide offers
mission-driven business owners a roadmap for ensuring their company's lasting impact, building
leadership internally, and fostering participatory management. Through inspiring real-world stories
of B Corps, worker co-ops, ESOPs, and employee ownership trusts, this book demonstrates how to
create resilient organizations that benefit workers and communities. Drawing on his 50-year journey
with South Mountain Company and extensive research, Abrams outlines five critical transitions for
mission-driven businesses to become what he calls a CommonWealth company: From founder to
next-generation leadership From sole ownership to widely shared From hierarchical control to



democratic management From unprotected mission to preserved purpose From business-as-usual to
B Corp force for good From Founder to Future is an essential guide for mission-driven leaders
seeking to reshape their businesses for inclusivity, longevity, and positive impact. Whether you're a
retiring owner planning your exit, a young entrepreneur building for the future, or an employee
working in a purpose-driven business, this book offers a blueprint for creating enduring,
values-driven enterprises in the emerging regenerative economy. As 3,000,000 US small business
founders over 55 prepare to retire, $10 trillion in assets will change hands over the next two
decades. This timely guide shows how to preserve your company's mission and legacy while
empowering the next generation.
  owner financed business sale: Repeal of the Installment Method of Accounting for Accrual
Basis Taxpayers United States. Congress. House. Committee on Ways and Means. Subcommittee on
Oversight, 2000
  owner financed business sale: Retaining and Transitioning Businesses in Communities
Norman Walzer, Christopher D. Merrett, 2025-06-27 This edited collection presents successful
business succession planning in smaller rural communities where profit margins are low, markets
are shrinking, and there are few potential buyers. Finding innovative ways to successfully transition
these businesses to new owners is at the heart of community and economic development efforts if
many of these communities are to thrive in the future. Chapters outline options for successfully
transitioning businesses that have worked in Canada, England, and the U.S. The book explores a
variety of alternative approaches to transitioning small businesses to new owners using a different
ownership model. A common theme running through these approaches is that employees and/or
members of the community are engaged in working with or possibly owning the business in some
cases. The book's discussions are not prescriptive, recommending specific models or strategies.
Instead, they provide valuable insights into viable alternatives and suggest additional resource
materials. This book is essential for academics, policymakers, and practitioners working on
community and economic development issues, especially in areas with aging populations.
  owner financed business sale: How To Turn $2,000 into $100,000 a Year Michelle Davis,
  owner financed business sale: Small Business Joseph Daniel Ryan, Gail P. Hiduke, 2006 This
book is a guide to small business enterprise, helping the student to identify opportunities, needs and
target customers ... The goal of the text is to assist the reader in preparing a business plan that will
set the course for their future small business endeavors.
  owner financed business sale: Finance Your Business The Staff of Entrepreneur Media,
2016-11-21 FUND YOUR DREAM BUSINESS Every business needs money. Whether you’re just
starting out or are ready to expand, hunting for cash isn’t easy and you’ll need a game plan to be
successful. The experts of Entrepreneur can help improve your odds of success by exploring the
available options to guiding you from small business loans and angel investors to crowdfunding and
venture capital.
  owner financed business sale: Starting an Online Business All-in-One For Dummies Shannon
Belew, Joel Elad, 2011-12-06 A guidebook for electronic entrepreneurs covers business plans,
financing, server hardware, site design, Internet marketing, and customer service.
  owner financed business sale: Mr. Lean Buys and Transforms a Manufacturing Company Greg
Lane, 2009-12-17 This is the true story of how, armed with only Lean improvement methodologies, a
specially trained Toyota Lean expert purchased a business he knew nothing about, applied Lean
techniques, and succeeded in doubling sales and increasing profitability, before he finally sold the
thriving business. With humility and humor, the author recounts his succes
  owner financed business sale: Your Federal Income Tax for Individuals United States.
Internal Revenue Service, 2011
  owner financed business sale: Inside-out Legal Andrew Mitton, 2012-02-01 Vellum LLC is a
new kind of law firm dedicated to designing legal tools and providing legal services that help
Alaska's small business owners fulfill their professional calling in life. Inside-out Legal Services is
the way it accomplishes this goal.



  owner financed business sale: Middle Market Strategies Richard M. Trottier, 2009-05-18
Break down the walls that stand in the way of business growth with the effective middle market
strategies found in Middle Market Strategies The middle market represents about 1% of all U.S.
businesses but produces about 40% of the gross domestic product. Winning the middle market is
critical to business owners, and vital to the U.S. economy. Providing a comprehensive framework for
understanding the market for private mid-sized businesses, Middle Market Strategies helps owners
avoid unnecessary risks and enjoy some well-deserved returns by sharing the lessons learned from
hundreds of featured business owners. Using ninety real-world case studies, Middle Market
Strategies helps inform better business decisions by providing answers to the most pressing
questions, including: How do the markets work? How can they be used to improve business value?
Which strategies work best? What are the rules and how do you work with them? How are middle
market businesses different from larger and smaller businesses? What separates successful
businesses from others? Author Richard Trottier's reader-friendly anecdotes depict owners caught in
the daily struggle to survive and the choices they made to break down the walls that stood in the
way of their growth. Their stories, and the market rules that grew out of them, help to provide CEOs
and presidents of mid-market companies, business appraisers, and capital providers with a solid
understanding of the market to help them make better business decisions.
  owner financed business sale: Land Rich, Cash Poor Christian Ramsey, 2007-11 For many
real estate investors, especially those in currently in 'retirement', cash flow becomes king.
Frequently the main challenge for a real estate investor lies in how to spend the accumulated
wealth. After all, you can only mortgage out so much capital before you have a negative cash flow.
The effect is called being Land Rich and Cash Poor. Ultimately, every investor has to sell or gift
property at some point in time. Christian M. Ramsey, a planning specialist for property and business
owners, explains many important strategies to be aware of for a real estate investor that is seeking
to increase cash flow (for whatever reason) by the sale of a property or a business. With case
studies, comparison charts and a working knowledge of basic rules and restrictions, this book will
serve to explain all of an investor's choices when seeking to sell a highly appreciated property or
business. Christian M. Ramsey has been a licensed securities representative since 1996 and has
been an independent financial advisor since 1998. Currently Mr. Ramsey runs a financial planning
and investment advisory business in Northern California that specializes in planning and executing
the strategies discussed in this book. He is also a CA Department of Real Estate Continuing
Education Provider for his class on Exit Strategies, which is taught in Northern California. Land
Rich, Cash Poor is the symptom associated with owning property. Every property owner is limited by
how much equity that is accessible without forcing a negative cash flow or incurring a tax liability
from a sale. Christian Ramsey explains some extremely complex subject matter in an easy to
understand format. Core concepts are explored with story-book explanations and side-by side
comparison are offered to help an average real estate investor or professional greatly expand their
knowledge on how to sell or gift property. The key concerns a property owner always faces with an
investment are control, cash flow and liquidity. By giving some tips from a financial and estate
planner's point of view, a reader can hone in on which of the major concerns are most important
when weighed against a tax advantage, as that will ultimately drive the Exit Strategy employed. The
end result is that there are dozens of ways to avoid or defer Capital Gains tax, and many of these
techniques also address Estate tax, which can be far, far worse. With Land Rich, Cash Poor your
eyes will open to a world that has fascinated me for several years. The best ways to own and control
an 'Asset' and simple rules that generally allow for the sale of an appreciated property to result in
double or more the cash flow previously experienced. For more information on advanced financial
and estate planning techniques for property or business owners visit www.planwelllivewell. com or
www.realestatestrategy.net.
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