
How to successfully sell your business

Nick Rudd

Private Client Director

nick.rudd@hfmcwealth.com

07780 700851

Andrew Watkin FCA

Director
awatkin@assyntcf.co.uk

07860 898452

mailto:nick.rudd@hfmcwealth.com
mailto:awatkin@assyntcf.co.uk


WEALTH PLANNING | TRUST SERVICES | ASSET MANAGEMENT  |  MORTGAGES  |  EMPLOYEE BENEFITS |  TAX SERVICES

How to successfully sell your business



WEALTH PLANNING | TRUST SERVICES | ASSET MANAGEMENT  |  MORTGAGES  |  EMPLOYEE BENEFITS |  TAX SERVICES

Agenda

• How to establish the amount you need to be financially independent

• What part the value of your business plays in that figure

• How to optimise your eventual sale price

• Understand the pitfalls and how to avoid them

• Q&A
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Introduction to HFM

• HFMC Wealth is an Independent Financial Planning Practice

• Chartered firm

• Award winning

• https://www.hfmcwealth.com/

• Chartered Financial Planner specialising in advising business owners

• 25 years experience 

• https://www.linkedin.com/in/nick-rudd/

https://www.hfmcwealth.com/


WEALTH PLANNING | TRUST SERVICES | ASSET MANAGEMENT  |  MORTGAGES  |  EMPLOYEE BENEFITS |  TAX SERVICES

• Answer: It’s the amount you need to live the lifestyle you want

• Step 1 = Map out what you need

• Step 2 = Map out what you have got (or might get!)

• Step 3 = How aligned are they?

• Step 4 = What planning is needed?

What’s your number?



WEALTH PLANNING | TRUST SERVICES | ASSET MANAGEMENT  |  MORTGAGES  |  EMPLOYEE BENEFITS |  TAX SERVICES

• Are goals/aspirations realistic/Are you on track?

• Objective assessment

• You know your number

• Map out multiple scenarios and compare side by side

• Roadmap to follow – planning needs flow from this

• Keep under review

Benefits of Moneymap
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Risk Warnings, Disclaimers & Regulatory Statements

Disclaimers
We undertake to comply with our obligations under the Financial Services and Markets Act 2000 and the disclaimers set out in this section do not 
exclude or restrict liability for any duty to clients under this Act or any other applicable regulatory authority.

Nothing in this document should be deemed to constitute the provision of financial, investment or other professional advice in any way.  The 
material in this document is for information purposes only and any services or funds described may not be available or suitable for you. Not all 
strategies are appropriate at all times

We have taken all reasonable care to ensure that the information contained within this document is accurate, up to date, and complies with 
prevailing UK legislation. However, no liability can be accepted for any errors or omissions, of for any loss resulting from its use.  Any data and 
material provided ahead of any investment decision are for information purposes only.

We reserve the right to amend, alter or withdraw any of the information contained within this document at any time and without notice.  No liability 
is accepted for any such changes.

Risk Warnings

Investment Risk: Past performance is not a guide for future performance.  The value of an investment and the income from it may go down as well 
as up, a dis-investor may not get back the amount originally invested.
Taxation: Statements concerning taxation are based on our understanding of the taxation law in force at the time of publication.  The levels and 
bases of taxation may change.  You should obtain professional advice on taxation where appropriate before proceeding with any investment.
Regulated Mortgages:  HFMC Wealth LLP is authorised and regulated  by the Financial Conduct Authority (FCA) to administer, advise on, arrange 
(bring about) and enter into a regulated mortgage contract.  Your home may be repossessed if you do not keep up repayments on your mortgage.

This document is issued by HFMC Wealth, trading as HFMC Wealth Ltd, HFMC Wealth Management Ltd, HFMC Wealth Partners LLP, and Aspinalls
Family Office LLP who together with connected companies under the HFMC Wealth Group provide the services described.

HFMC Wealth Ltd, HFMC Wealth Partners LLP, HFMC Wealth Management Ltd and Aspinalls Family Office LLP are authorised and regulated by the
Financial Conduct Authority. Registered office is at Russell House, 140 High Street, Edgware, Middlesex, A8 7LW. Registered number 01911493,
OC309139, 02355062 and OC350440 respectively.

Investment performance updated 9 August 2021
Risk Warnings & Disclaimers Updated: August 2019
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• Within your portfolios there are:
– Those customers you are satisfied with and happy to continue and to support;

– Those who are higher risk and being monitored; and

– Those you have concerns about future breach of covenants as you do not receive 
reliable, timely information.

• So, these customers are an unknown quantity and potential future risk.

• In this climate where there are tangible signs of growth, I believe you need 
to be informed and be prepared.

• So, how can I help you?
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Why plan for the next phase of 
your life?

In a recent poll of advisers they were asked the following 
question:

In your experience do owners plan for the next phase of their 
lives?

Select one of the following:

Too early?

Too late?

Just about right?
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What is the outcome of being too 
late?

Leave money on the table.

Unforced errors, such as 
Shares held for too short a period of time

Lifestyle business

Lured into a deal by a sole buyer who seduces you into a price 
merely to chop it down later when you become worn-out by the 

whole thing.
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Approach

Once you know your number we can then 
determine the road to go down.

There are essentially two choices:

Either build value into the business; or

harvest the value that is there.
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Financial freedom and risk

Is having 50-60% of your wealth, say, in a 
company when we have seen over the last 
twenty years something catastrophic could 

happen:

9/11;2008 crash; C-19, Brexit and…
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How I build Trust.

Privileged position.

It’s fundamental to me you receive the best deal. 

Specific fees for each part of the marketing and business sale process.

Being honest.
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Three part approach

Are you ready to move onto the next phase of 
your life?

Emotional bit

What’s your freedom point?

Financial bit

Do we build value into your company or harvest 
the value that is there?

End game
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Which route will you take?

There are really three routes:

Pass to family members?

Sell for a capital sum?

Wind up the business?
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Attracting an offer

Owners’ readiness to move to the next stage of 
their lives

and 

The Owners Trap
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Readiness to move on

Business valuation is not an exact science. What is not 
overlooked by buyers is the owner’s intentions , the 
reasons for exit and the steps taken to prepare the 

business for a sale.

In my experience these play a significant part in 
attracting an offer.

The prime problem is the owner’s trap.
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Owners’ Trap – e.g. sales.
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Owner does the 
selling

Offers too 
many products 
or services to 

too many 
customers

Owner is the 
only one 

capable of 
delivery

Owner 
interfaces with 
the customers 

or clients



What else makes a business 
sellable?

Growth

Projected turnover

Do you have a business plan

When do customers pay

Percentage of turnover of largest customer

How often do customers need to buy from you

How long have employees been with you
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Taxation

Generally the sale of shares is a capital gain and 
taxed under the Capital Gains tax rules.

Currently there is a relief Business Asset 
Disposal Relief (BAD).

The gain up to £1million after costs and the 
annual exemption is taxed at 10%.

That’s the simple bit.

This may change in the next budget.
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Case Study Coach Operator –
where it all went wrong

It took me three attempts to persuade my client not to 
proceed.

Some of the issues were:

IR 35 and employment status

Change of control 

Access to the site

Management structure
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Outcomes 

To sum up, I hope I have addressed these issues:

You now have an appreciation of the risks of doing nothing and 
leaving it too late to move onto the next stage of your life;

Understand some of the pitfalls;

The key aspects to increase the chances of receiving an offer so 
as to optimise your eventual sale price;

The best time to sell; and

The impact of tax on your gross sale proceeds to give you the 
funds you want for the next chapter of your life...

23



Contact details

If you have found this webinar of interest, then please do contact me. The details are below.

I would be happy to chat with you over a Zoom call or a coffee to understand more about you, 
your business and what you want to achieve. 

Website: www.assyntcf.co.uk

Email: awatkin@assyntcf.co.uk

Mobile: 07860 898452
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Are there any Questions?
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