SWOT Analysis for Your Business

In the journey of selling a business, one crucial step often overlooked is conducting a SWOT
analysis before starting the search for potential buyers. This strategic assessment, focusing on
your business’s Strengths, Weaknesses, Opportunities, and Threats, can be the tools that guides
your entire sales process. A well-executed SWOT analysis can not only enhance your business's
appeal to buyers, but also empower you with insights you need to make informed decisions at
every step of the sale.

Strengths: List the strengths of your business. These could include factors like experienced team
members, unique selling propositions, proprietary technology, strong brand reputation, growing
revenue, proven sales process, recurring revenue, etc.

Weaknesses: Now list the weaknesses that may need attention or improvement. These could be
things like a limited marketing budget, lack of certain skills or expertise, outdated technology,
etc. Here’s a tip: look at your business as a potential buyer would.
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Opportunities: Highlight potential opportunities including emerging markets, new customer
segments, industry trends that align with the business's strengths, etc.

Threats: Finally, list the potential threats that your business may face. These could be factors
like increasing competition, changing regulations, economic downturns, etc. Again, think like a
buyer.

It’s best to be prepared if a potential buyer asks the question rather than be surprised and
stumble for words. Once you know the possible threats, give some thoughts to how you would
overcome them.
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