The Smart Exit: Vasto's Guide to Selling
Your Business Without Losing Equity

Stop burning 6-10% of your life's work on broker commissions. Most small business owners think they
need a broker to sell their business. They're wrong. The smartest exits happen off-market, direct to
buyers who understand your industry and can close fast. This guide reveals how successful business
owners are bypassing traditional brokers and keeping more equity in their pockets.



Who This Guide Is For

Burned-out business Near-retirement
owners entrepreneurs
Running bars, laundromats, Seeking a smooth, certain
car washes, event venues, exit without the broker

or self-storage facilities circus

who want out

Fed-up sellers Absentee owners or
inheritors

Who tried brokers but got

tired of endless showings, Managing businesses they

tire-kickers, and never intended to own

commission demands long-term

Property-rich
business owners

With real estate attached
to their operations (mixed-

use buildings, commercial
properties)

If you're motivated by lifestyle change over maximum price and open to learning about creative deal

structures that benefit both parties, you're in the right place.



What You'll Learn
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Why the traditional broker model is The three types of buyers actively
broken for small business sales seeking off-market deals
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How to value your business like a The "Vasto Framework" for creative deal
professional acquirer structuring
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Where sophisticated buyers actually Common exit mistakes that cost owners

hunt for businesses hundreds of thousands



The Vasto Way. Understand Your Real
Value Drivers

Forget what brokers tell you about "3x revenue" or "industry multiples." Professional acquirers evaluate

businesses on four core metrics:

Cash Flow Consistency Operational Independence

Your trailing 12-month EBITDA matters more Can the business run without you? Systems,
than gross revenue. Buyers pay for predictable processes, and management depth directly
cash generation, not vanity metrics. impact your multiple.

Market Position Asset Quality

Local dominance trumps size. A small car Real estate, equipment condition, and lease
wash with 60% market share in a growing terms significantly impact deal structure
suburb beats a larger operation in a declining options.

area.



Target the Right Buyer Categories
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_D?C@ Strategic Acquirers

Industry consolidators building portfolios. They pay
premiums for bolt-on acquisitions that strengthen
their platform.

E Financial Buyers

Private equity-backed groups and family offices
seeking cash-flowing assets. They understand

creative structures and move quickly.

ﬁ:“o"ﬂ High-Net-Worth Individuals

Successful professionals diversifying from stocks
and bonds into real assets. Often open to seller
financing and earn-out arrangements.

Position for Off-Market Discovery

The best buyers aren't browsing BizBuySell. They're networking in industry associations, working with
acquisition firms, and getting deal flow through referrals. Position yourself where they're already
looking:

e Industry trade publications and conferences
 Commercial real estate networks (especially if you own property)
o Business attorney and CPA referral networks

» Direct outreach to consolidation platforms in your sector



Structure Creative Win-Win Deals

This is where most business owners leave money on the table. The "Vasto Framework" emphasizes
three powerful structures:
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Seller Financing Earn-Out Arrangements  Equity Carve-Outs

You become the bank, Keep upside participation if Retain minority ownership in
earning 6-8% interest while the business exceeds high-growth segments while
enabling buyers who can't projections. Perfect for selling operational control.
secure full bank financing. businesses with growth Ideal for businesses with real
Reduces their cash potential you can't capture estate or expansion
requirement and often personally. opportunities.

increases your total

consideration.

Tools and Templates You Need

Successful off-market exits require professional presentation materials:

Business Summary (CIM) One-page overview highlighting cash flow,
growth drivers, and strategic value. Not the 40-
page broker package that screams "desperate
seller”

Financial Package Clean P&Ls, normalized EBITDA calculations,
and asset schedules. Buyers need to
underwrite quickly.

Deal Structure Options Present multiple scenarios showing cash-at-
closing, seller financing terms, and earn-out
possibilities. Give buyers flexibility to craft
competitive offers.



Success Case Studies

Case Study 1: The Laundromat Case Study 2: The Storage Facility
Owner Exit
Sarah owned three laundromats in growing Mike inherited a 200-unit self-storage facility
Phoenix suburbs. Instead of listing with a but lived across the country. Rather than
broker, she identified a regional consolidator accepting a broker's 3.8x offer, he structured a
through industry publications. By offering 50% deal with a private equity-backed buyer that
seller financing at 7% interest, she achieved a included a 25% earn-out based on future
4.2x EBITDA multiple—20% higher than occupancy. When the facility reached 95%
comparable brokered sales—while occupancy two years later, his total
generating ongoing income. consideration exceeded the broker offer by
$340,000.

Common Exit Pitfalls That Cost You Money
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Broker Dependency One-Size-Fits-All All-Cash Fixation
SHMETEE FAEITE Demanding 100% cash at
Assuming you need a Using industry multiples closing eliminates creative
broker to find qualified instead of understanding buyers who might pay
buyers. The best buyers what drives value for your higher total consideration
often avoid brokered deals specific buyer type. through structured deals.
due to inflated prices and Strategic acquirers pay

competition. different multiples than

financial buyers.
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Poor Timing Preparation Geographic Limitations

Waiting until you're desperate to sell before Only considering local buyers when your
organizing financials and operational industry may have national consolidators
documentation. Buyers smell desperation willing to pay premiums for quality assets.

and discount accordingly.



Your Next Steps

The difference between a good exit and a great exit comes down to preparation, positioning, and deal
structure creativity. While this guide provides the strategic framework, executing a sophisticated
offmarket sale requires detailed templates, financial calculators, and buyer outreach systems.

() Ready to go deeper?

Successful business owners who want the complete playbook—including downloadable
templates, valuation calculators, and proven outreach scripts—can access our Premium Exit
Strategy Guide.

But if you're serious about maximizing your exit value and want expert guidance tailored to your specific
situation, the most valuable step is getting professional input on your unique circumstances.
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Book a confidential consultation with Vasto Acquisition Group

To discuss your exit strategy, business valuation, and optimal deal structure. We've helped dozens
of business owners achieve higher valuations through creative off-market transactions.

Your business represents years of hard work and sacrifice. Make sure your exit reflects its true value.

This guide is provided for educational purposes. Every business sale situation is unique and may require
professional legal, tax, and financial advice.



