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Timing is Everything: When is the Right Moment to 
Sell Your Business? 
Achieving the maximum return on your life's work requires a perfect convergence of 
planning, preparation, and timing. While you can control your financial and strategic 
preparations, you must also navigate three overarching factors that determine the 
ideal exit window, personal timing, business timing, and market timing. 

1. Personal Timing: The "Drive" Factor 

This consideration is entirely about you and your internal motivation. 

• Assess Your Energy: Ask yourself if you still possess the drive and vitality 
required to take the business to its next level. 

• Evaluate Your Interest: Determine if new business challenges still fire you 
up, or if you would prefer to spend your time enjoying the fruits of your labor 
elsewhere. 

• Act Before Decline: If you find your commitment is wavering for any reason, 
it is likely time to consider an exit before that lack of enthusiasm leads to a 
decline in the business. 

2. Business Timing: The Life Cycle 

Every business moves through cycles of growth, plateaus, and decline. 

• Identify Your Position: Review your revenue and profit trends to see if they 
are still growing, or if they have levelled off or dropped. 

• Analyse Market Potential: Consider if your industry is full of fresh 
opportunities or if it has become saturated and hyper-competitive. 

• Sell on the Upswing: The best time to sell is while growth and profits are still 
steeply curved upwards. Buyers will not pay a premium for a business with flat 
or declining performance. 

3. Market Timing: The External Environment 

Monitoring the broader economy and financial markets is essential for determining if 
the climate is in an upswing or downswing. 

• Target the Upswing: While it can be difficult to gauge perfectly, it is always 
best to sell during a market upswing. 

• The "Buyer's Market" Warning: Be aware of the anticipated mass exodus of 
Baby Boom business owners. As this generation exits in record numbers, the 
market may become saturated, meaning only the best-prepared businesses 
will hold their value. 
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The Ideal Exit Scenario 

In summary, you should aim to exit your business while it is still growing, before your 
personal enthusiasm fades, and during the early stages of an economic upswing. 

While hitting this window perfectly is challenging, being aware of these factors and 
maintaining a state of readiness ensures you can take full advantage of optimal 
timing when it arrives. 


