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MAIN IDEA

One key problem which many business founders and entrepreneurs strike is they create a business which cannot function without
their hands-on involvement. In doing this, they create a rather obvious problem – when it comes time to sell their business and go do
something else, their business is not worth much without their ongoing input. They become trapped in an unsellable business
because the company is totally reliant on its owner’s input.

To avoid this problem, business builders need to create a business which can thrive and grow without them. Once your business can
run without you, it then takes on a life of its own and can grow to the point at which it becomes a valuable asset you can sell. Getting to
that stage is usually an eight step process as shown below.

“There are approximately twenty-three million businesses in the United States, and yet only a few hundred thousand are able to be

sold each year. That means for every small business owner who creates a business that someone will buy, there are about a hundred

businesses that do not sell. This eight-step process provides a framework and action plan for ensuring that you are among that

desired 1 percent.”

– John Warrillow
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Identify a product or service you sell which has the
potential to scale without your hands-on involvement

Create a positive cash flow cycle around that
scalable product or service offering

Stop selling everything else but your scalable product –
even if the other offers look appealing on paper

Hire a sales team of at least two people and get them
competing against each other for number one status

At this point, you need to confide in your
management team your plans to sell

Get through the due diligence process and convert
non-binding offers into a firm deal you can accept

Find a broker – someone with experience in
your industry or contacts to the right people

Launch a long-term incentive plan for your managers
so they earn more as they grow the business



.ComSummaries
The Ultimate Business Library

8-page

30 mins

dollars

300+ page

key ideas

We condense business books into

summaries.


By reading summaries, you’ll get the in

, so you can spend more time turning your 

ideas into .

Learn from the mistakes and success of the smartest people in business;


Get fresh ideas, strategies & motivation that could be worth millions to you;


Follow emerging trends, so you can catch the wave before your competitors do;

Catch up on the classics you always wanted to read.

>

>

>

>

$2 per weekFor just , you will...

Our catalog includes summaries on a range of topics for 

aspiring entrepreneurs, managers, and consultants.

1,000 Top Business Book Summaries

Knowledge is Power  — Invest in Your Future

AND MORE

SALES

MANAGEMENT

LEADERSHIP MOTIVATION STRATEGY

PRESENTATIONSBUSINESS PLANS


