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Retiring and Selling Your Piano Service Business

Welcome!
Our webinar will begin shortly.

*stay updated on future webinars www.facebook.com/gazelleapp
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Today’s Webinar is presented by:

George Buss & Timothy Barnes



Most pilano technicians wait
too long to think about
selling their business
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all-in-one business management software
for piano technicians

Your guide to selling your piano service business

George Buss & Timothy Barnes



It is really easy to successfully
retire and sell a business if
you do the right things
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Getting traction is easy if you:

1. Pick a date
2. Organize your data
3. Plan a party

4—reapuyer




Buyers will never come if you are
not intentional and don't
do good planning.
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“I want to sell you
my business when |
decide to retire”




Section 1;

What are you selling?
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What are you selling

List of clients vs. Business
Hard Assets

Soft Assets
Human Resources




Section 2:

Understanding
Buyers




You will never get the same offer
from multiple people
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Understanding Buyers

Freelancers — clean break & soft assets
Business Owners — looking to expanad
Relocation — launch time
Employee Purchase— Intimate knowledge




People have different
motivations
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Buyer Motivations

Hungry
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Buyer Motivations

Hungry
Focused
Discouraged
Dreamy eyed
Obituary hunters



Hope is not a currency
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Qualifying Buyers

Financial Backing
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Qualifying Buyers

Financial Backing
Transition Timeline
Integrity & Work Ethic
Plugging the Skill Gap



Finding Buyers

Gazelle
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Finding Buyers

Gazelle
Green Technicians




Finding Buyers

Gazelle
Green Technicians
Transplants & Life Transitions

4



Finding Buyers

Gazelle
Green Technicians

Transitions and Transplants
Mid-Life Career Change



Finding Buyers

Gazelle
Green Technicians
Transitions and Transplants
Mid-Life Career Change

Apprenticeships



Section 3:

How do | value my business?

4



Valuing an intangible asset
IS the easiest and hardest part
of this entire process.
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How do | value my business?

Understand what’s valuable
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How do | value my business?

Understand what's valuable
Buyers value things differently
Easy to replace = Easy to Value

Everything is Negotiable
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How do | value my business?

Buyers Return on Investment
Profitability (3x)
Hard Assets (0.25-1x)
Soft Assets (777x)

Ongoing Concern (??7?x)
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Section 4:

Increasing the value of
my business




A list of people you have worked
for is not a business
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Increasing the value

Data is money
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Increasing the value

Data is money
Get Organized
Repair Holes in the Roof
List all soft assets
Hire an Accountant today!
Stop listening to your CPA



Section b:

Letting Go




The moment you decide to
sell Is the moment you need
to start letting go

< gazelle



Letting Go

If your seller isn’t
“letting go” Walk Away!




Letting Go

Slowly vs. NOW




Slowly Letting Go
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Slowly Letting Go

Merging two businesses

Winding down employment
Addressing a Skill Gap
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Letting Go - NOW!

Plan two vacations
Don't look back
Retain your Happy List




Application:

Anticipate the Transition
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Application:

Prepare your customers
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Application:

Give yourself time




Application:

Build Something
Worth Selling




Don't let your future become the
casualty of poor planning.
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Upcoming Webinars

Pricing Piano Services - Recording Available
Launching a Piano Service Business
Simplifying Your Service Model

Running a Profitable Piano Service Business
Tripling Your Revenue

Hiring Your First Office Assistant

Hiring Your First Technician

(and more)

https://growwithgazelle.com/school

save your time
WOW your customers
play more music
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