
 

 



From what we have learned in our 25 year history of selling and buying companies, following is a list of 
common questions that you need to be prepared to answer for potential buyers. This list is far from 
exhaustive, since the “DNA” of every business is unique, but it’s a good place to start and hopefully a 
useful tool to help you get a sense of the type of information you will need to prepare for a sale. 
OPERATIONS: 

1. What are the products and services that you 
sell? 

2. Describe the processes and 
procedures/systems that you use to manage 
your business? 

3. How scalable is your business model? 
4. What percentage of your revenue is 

recurring? 
5. What software and/or specialty Information 

Technology capabilities do you possess? 

CUSTOMERS: 

6. How important are your products/services to 
your customers? Could they be easily 
replaced? 

7. Do you have long term contracts?  Are they 
current and signed? 

8. What are the business terms of your 
contracts?  Can you provide samples? 

9. What percentage of your overall revenue do 
your largest customers represent? 

SUPPLIERS: 

10. Are you dependent on a small number of 
suppliers?  

11. How easily could suppliers be replaced if 
required? 

12. What is the likelihood your supply chain could 
be disrupted for an extended period of time? 

MANAGEMENT AND EMPLOYEES: 

13. Can the business operate without the day to 
day participation of the owners? 

14. What percentage of sales is undertaken by 
the owner(s) personally? 

15. Do employees have any specialized 
experience, skills, professional designations, 
etc. that will be of interest to potential 
acquirers? 

16. Are your employees unionized? 

OWNERSHIP: 

17. What are the various ownership interests 
(shareholders, share classes, etc.)? 

18. Are the owners generally in agreement on 
strategic decisions?  

19. Do you have a shareholder agreement? 

INDUSTRY: 

20. What are the recent trends in your industry? 
21. Is your industry growing or in decline? At 

what rate? 
22. Are there barriers to entry in your industry? 
23. What market share do you hold for the 

products and/or services that you sell? 
24. Who are your major competitors? 
25. Are there any substitutes for your 

products/services? 

GROWTH OPPORTUNITIES: 

26. Are there any new products or markets that 
can be pursued? 

27. What new customers could be available? 
28. Are there acquisition opportunities in your 

industry? 

FINANCIAL REVIEW AND VALUE 
APPROXIMATION: 

29. What expense normalizations need to be 
added back to the income statement?  

30. What are revenue & growth margin trends of 
the past 3 years? 

31. Is your business seasonal or cyclical? 
32. Do you have redundant assets? 
33. How much long term debt or leases do you 

have? 
34. Does the company generate foreseeable 

and predictable earnings/earnings growth? 



SELLING A BUSINESS IS COMPLEX 

Business owners are often surprised at the complexity of selling their business. An experienced advisor will 
guide you through the selling process and help maximize the value of your business.  

Besides the general questions above our advisors at AIM Group Canada have a detailed list of questions for 
businesses in various industries that we use to help prepare a business for the marketplace.  

NEED HELP? 

Are you considering or preparing to sell your business? Give us a call for a free consultation. We are 
here to answer your questions.  

You can reach us by calling (416) 364-8464 or emailing us at mail@aimgc.ca 

AIM Group Canada Ltd.   (416) 364-8464  |   mail@aimgc.ca  |   www.aimgc.ca  

 Suite 2010, P.O. 301 The Toronto-Dominion Centre 77 King Street West Toronto, Ontario Canada, M5K 1K2 

ABOUT AIM GROUP CANADA 

Established in 1990, AIM Group Canada is a mergers and 
acquisitions advisory firm based in Toronto. AIM Group 
Canada specializes in selling and buying Canadian companies 
with experience serving: business services, information and 
communications technology (ICT), contracting, logistics, 
retailers, and financial services companies. AIM Group 
Canada has a global network of prospective buyers looking to 
invest within Canada. We pride ourselves in conducting 
confidential and ethical transactions.  
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