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usiness owners often feel frustrated when selling their companies. Some of the

frustration comes from not understanding the different types of personalities that we

encounter in the Brokerage business. There are six distinct types of buyers for small
retail and service establishments.

1: The Dynamic Buyer is a person with money and experience who knows what they want.

These are determined, goal oriented individuals who aggressively seek out their desired
acquisition.

2: The Apprehensive Buyerisa LISNB 2y 6AGK Y2y Se | ydmphtsyS NA Sy
know what they want. These are individuals seeking a new career and, by investing some time
and effort, we will gladly help them find it.

3: The New York Contractor is someone who prides themselves with their experience and savvy
business acumen but is also one who is often abrasive and lacks people skills. They will

continually complain about all the real and imaginary faults of the business. They always make

lowball offers. Some of the most tactless ones hint that if their first offer A & Y Q0 | @O S LJG S F

second offer will be even lower.

4: The Clown is smoother than the New York Contractor and they tell you exactly what they

want and how much money they have to invest, but, when its time to make an offer, A 1 Q& I f &1
well below the Sellers minimum requirements. If the Seller lowers their price, the Clown lowers

their offer. Nothing productive is ever accomplised with a Clown.

5: The Faker often introduces themself as Mister or Mrs. so and so. Sometimes they volunteer

some dubious credentials and then they want to know if they can put a few thousand dollars
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and give them a quick goodbye.

6: The Novice is a person with no moneyandno SELISNA Sy 0SS K2 R2Say Qi
The Novice is often young, nervous and pretends to have access to money. They usually have to
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once and they should be commended for trying, so, we give them a short talk about the money

and experience that is required to purchase a business and we hope they return someday when

they have reached those goals.
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