BUYING A BUSINESS WITH GMO
A GUIDE TO MAKING IT EASY

THE GMO STORY
GMO, Perth’s largest business broking house was
founded in 1984 when Graham O’Hehir and Jim
Goodwin realised Perth would benefit from a specialist
Business Broking House to present businesses for sale
in a professional and comprehensive manner.
They assembled a team covering all the popular small
and medium sized business categories to offer a specialist
broker in each area of industry expertise.
Graham had a banking background, Jim - retail and
hospitality and most importantly, they had strong
accounting and economics experience.
Success was immediate, resulting in the firm moving to
more substantial West Perth premises in 1991 to become
the largest Business Brokerage and Business Valuing
service in WA.
GMO has transacted thousands of small and medium sized
enterprises in a wide variety of industries, ranging in value
from micro businesses of $100,000 to larger businesses up
to $15 million dollars.

OUR GMO OFFER
One of the great advantages in purchasing a
business through GMO is that our team of brokers
are ‘business experienced’ – having either owned or
operated businesses ourselves.
Our team can profile your needs and purchase criteria
and cross match to prospective opportunities, which we
then present to you for consideration.
OUR SERVICES INCLUDE:
D
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Assisting Buyers in searching for the “right”
business
Answering Buyer questions and arranging site
visits
Assisting Buyers in constructing an offer and
negotiating a fair price
Assisting Buyers during due diligence and up to
settlement
Offering efficiency and growth consulting
Introducing Buyers to professionals such as
accountants, lawyers, stock-takers, finance brokers
and conveyancers

WELCOME
Your decision to buy a business is one
of the most exciting and important
decisions you will ever make.
Be assured we understand this and we
will do our utmost to ensure you’re given
a clear, open presentation of any business
that you should be interested in.
The business you buy has to be one you
will enjoy running. It must match your
interests, skills, income expectations,
lifestyle and budget.
In order to help you find the business
that’s the best fit:
DD We have the largest selection of
businesses on offer in Western
Australia
DD We will provide you with the most
comprehensive detail on each
business we present to you
DD We have a highly skilled team of
brokers to help make the process
easier for you.
Please note that GMO does not list every
business it receives requests to market.

In that way we uphold our standards
of presenting businesses that have
genuine potential to become successful
acquisitions for our Buyers.
Our objective is to have you profit from
our vast experience and to make the
process as easy as possible for you.
Over the past 30 years we’ve sold
thousands of businesses worth more
than one billion dollars in Western
Australia – so we can safely say our
system of helping Buyers to evaluate all
the criteria of a business works well.

SPECIAL REPORT
Finally, as an indication of the level of
expertise in our team, GMO produces
an annual ‘State of the Market’ report on
business sales in Western Australia.
This Guide is considered to be the ‘bible
of the industry,’ and is made available
to Accountants, Banks, Business
organisations, a variety of Real Estate
Agents and Chambers of Commerce.

THANK YOU FOR TALKING TO GMO.
Please make the most of our expertise.
We look forward to helping you acquire
a successful business which will enable
you to build wealth and give you an
exciting and rewarding future.
Graham O’Hehir
Managing Director

Visit our website to learn more
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www.buyabusiness.com.au

CONFIDENTIALITY AGREEMENT
There’s one important aspect we
ask of you – As a prospective Buyer,
please be professional, discrete and
respect the confidentiality of the
Business you are investigating.

WHY SIGN A CONFIDENTIALITY
AGREEMENT?
Be aware that selling a business is a vulnerable time for
a business owner because staff, suppliers and clients can
become somewhat unsettled on learning that a business
is for sale. It has the potential to cause inconvenience to
the business.

Professionalism in buying is respecting this, hence we ask
for your co-operation in treating a business owner’s right to
having information treated confidentially.
Confidentiality may mean being unable to meet or talk to
the business’s staff, suppliers or clients until the offer is close
to being “unconditional”.

5 EASY STEPS TO BUYING A BUSINESS
STEP ONE		
STEP TWO		
STEP THREE
STEP FOUR		
STEP FIVE		

THE SEARCH
UNDERSTANDING THE VALUE OF THE BUSINESS
THE OFFER
DUE DILIGENCE
THE TAKEOVER

In many ways buying a business is like solving a jigsaw
puzzle. There are many pieces of information to be
gathered for a complete assessment of the business.

If you select a business to be of definite interest, the GMO
broker will arrange for you to meet the owners and make a
physical inspection of the business and its premises.

To ensure you fully understand what you’re purchasing,
we’ll take great care to give you a complete picture of the
businesses of interest to you. We have long realised it is
not in anyone’s interest to offer a business that is not well
disclosed with good documentation.

This meeting should also explore questions you might have
about the business model, the business operations, the
profit calculations and the strengths, weaknesses, threats
and opportunities that are presented to it.

With an excellent reputation to protect, you will find
us making a point of providing you the best possible
documentation – and should any queries arise, we’ll do our
utmost to provide you with complete answers.

Your GMO broker will follow up with supplementary answers
from the owner and the business’s accountant.
The GMO team is here to assist you in putting all the jigsaw
pieces together.

A GUIDE TO MAKING IT EASY
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STEP ONE
THE SEARCH
Your GMO broker will give you an Information profile on one or several businesses which match your criteria.
The profile has a thorough coverage of how the business operates and a financial analysis to help you and your accountant make
an informed decision.
The profile includes information on:
DD The overall description of the
business

DD Goodwill

DD Marketing

DD Price

DD Business history

DD Suppliers

DD Staffing

DD Government licenses held

DD Contracts held by the business

DD The premises lease

DD Profitability
DD The historical financial data

DD Customers/clients

C POINTS TO CONSIDER

THE TOTAL COST OF A BUSINESS ACQUISITION
When buying a business it is important to be accurate in
estimating the total investment and your ability to meet
what is required as the total investment can be more than
just the purchase price!
For instance you may need to allow for the following:
DD Purchase Price
DD Stamp Duty
DD Stock at valuation (wholesale value) if applicable
DD Fees – such as for Accountant’s Due Diligence advice,
legal fees etc
DD Possible assignment charges (lease application fee,
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assignment fee, rental bond, franchise application fee,
training fee)
DD Loan establishment fees
DD Pre- paid advertising reimbursement to Seller
DD Work in progress – adjusting payment to outgoing owner
DD Working capital needed before cash flow becomes
positive
If you’re seeking a loan to purchase your business, we strongly
recommend using an experienced Finance Broker to assist as
he/ she will know which banks and bank managers suit certain
industries. The Finance Broker will assist in making your loan
application look as professional as possible.

STEP TWO
UNDERSTANDING THE VALUE OF THE BUSINESS
There are four key aspects to a business that you
pay for:
1.

The tangible assets such as plant & equipment.
The plant includes shop fittings, office equipment,
computers, machinery and sometimes includes
vehicles.

2.

The stock or saleable inventory of the
business.
This stock has been paid for by the Seller and he/
she is reimbursed by you (the Buyer) at settlement
for that cost. You then own the stock and can
upsell it to the customers for a profit margin.

3.

4.

Intangible assets
This may include intellectual property such as
patents, trademarks, operating systems, designs/
drawings/logos, recipes and formulae.
Goodwill
Goodwill is the expectation that the customers
will continue to patronise the business, regardless
of who owns it. Goodwill is a consequence of
profits and the level of goodwill is determined in
part by the consistency and level of those profits.

The total purchase price of the business is made up of
those four components. Effectively, the plant equipment,
stock, intellectual property and the use of those assets
by the owner of a business result in customers liking and
patronising the business. This patronage results in the
business being profitable.

HOW A BUSINESS IS VALUED
The profit of a business is “valued by the marketplace” on a yield
on the purchase price or a multiple of profits. The most common
way this is expressed is as a Return on Funds Invested. That is: the
profit divided by the total price and multiplied by one hundred
per cent. The formula looks like this:
Return on Investment % =
OR Purchase Price =

Profit ($PA)
Purchase price

x 100

Profit
ROI %

THE STABILITY OF PROFITS
The stability of profits is an indication of the likelihood
of earnings continuing after you have assumed ownership.
Essentially, a business is worth what the market will pay for it, but
as basic guideline, value usually relates to expected returns as well
as the level of security. The price is usually based on a multiple of
earnings. For instance, a business regarded as “very safe” may fetch
a high multiple of earnings while “less safe” businesses may sell for a
lower multiple of earnings.
The role of our brokers is to explain this in full to you – so do feel
welcome to ask questions as you must have a full understanding
of what you’re paying for and a good appreciation of the business’s
value. When you can see yourself in the business and have a good
understanding of its value in the marketplace, you’re ready to make a
conditional offer. Of course you will not yet have every building block
of information about the business yet, so we will help you prepare a
Conditional Offer which is “subject to” certain pre-conditions being
satisfied by thorough Due Diligence before you are totally committed
to the purchase.
A GUIDE TO MAKING IT EASY
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STEP THREE
THE OFFER
Before making your offer, you need to decide what type of entity best suits the
operation of your business.
You may offer as an individual, a partnership, a company (corporation), or corporation
or individual acting on behalf of a trust (such as a family trust).
Your accountant can advise you on which format best suits your family and tax
planning situation.
Your offer will be to buy the business: For a certain price – On a certain date –
Subject to:

C POINTS TO CONSIDER
You need to be aware that though
a business can be your route to
securing an excellent income and
future, sometimes there are tradeoffs and personal challenges to your
family’s lifestyle to be prepared for.
For example:
DD Some businesses involve long
trading hours

D

Finance being approved by your bank

D

Due Diligence and being satisfied with the claimed profitability

DD Will you have the personal skills for
customer relationships?

D

In doing Due Diligence being satisfied with terms and conditions of the

DD Are you able to manage staff?

premises lease (and also the franchise terms – if the business is a franchise)

DD Have you considered your personal
strengths and weaknesses – for
instance is your strength in
administration, in sales, or in the
logistical operation of the business
– and how will you handle the
weaknesses you might have?

D

All government licenses held by the business being transferrable to you at
settlement.

D

Satisfaction with staffing arrangements and staff transition to your stewardship

D

Written assurance from the outgoing owner regarding a competitive restraint
period

D

Any other pre-conditions you wish to include such as environmental issues,
supplier contracts assignments, product warranties etc.

The GMO broker will present your offer t o t he S eller a nd t here m ay b e e ither a n
acceptance or a counter offer.
GMO will mediate on any issues to achieve consensus and acceptance.
Once agreement is reached between Buyer and Seller, the business is then officially
“under offer”.
Your deposit is paid into the GMO Trust Account, your Due Diligence will then
commence and GMO will help you tick off “all t he b oxes” a s you p rogress towards
settlement.
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If you’re not familiar with running a
business, we recommend discussing
your plans with an accountant or an
experienced banker as they can help
you to equip yourself well.
Remember that whilst a business is your
route to securing an excellent income
and building a better future for your
family, sometimes there are trade-offs
to be prepared for.

STEP FOUR
DUE DILIGENCE
At the end of the Due Diligence process, you should have a
clear picture of where the business is today, where you can
take it in the future and why the owner is selling.
The Due Diligence process involves examining the Financial
Data, Income Statements, as well as the recent years Tax Returns
to determine:
DD Whether the claimed Profit can be verified
DD The Accounts Payments and Receivables history
DD The business structure: Legal agreements such as licences,
permits, insurance policies, and documents related to
intellectual property, franchise agreements, contracts
with suppliers and clients
DD Employees: Awards, wages and salary information,
superannuation payment records. Whether there are any
staff issues
DD Operations: Discussions with the seller on suppliers and
customers are desirable
DD It’s worth analysing the business’s diversification of
suppliers and clients
DD Consider the equipment and its capabilities of handling
future growth
DD Post Due Diligence confirmation of premises lease
documentation and resultant meeting with the landlord
and managing agent
We can recommend experienced accountants and solicitors to
help you with Due Diligence, if you do not have arrangements
in hand yourself.

In addition to accountants and solicitors we can help you to
obtain professional advice from other professionals such as:
D

Stock-takers

D

Conveyancers

D

Finance Brokers or Bankers

Even if you’re an experienced Business Buyer it is still a good
idea to have an additional opinion to help you reach an
informed, well-balanced decision and to ensure a smooth
Settlement.
Through having been in the business sales industry for a long
time, we have met and worked with many of Perth’s best
advisors.
Let us know if you need a recommendation for professional
assistance. We can make suggestions to you on the appropriate
route to take.

What if due diligence
fails to meet expectations?
If the Due Diligence is not to your satisfaction, or your finance
is refused, then your deposit is refunded and GMO will present
you with other businesses to consider.
Far more likely: Due Diligence, finance and lease issues will all
be satisfied and you are now positioned to become the proud
owner of the business!

A GUIDE TO MAKING IT EASY
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STEP FIVE
THE TAKEOVER
GMO recommends the appointment of a Conveyancer/
Settlement Agent.
They will
DD organise the money movements and liaise with your
Banker and Finance Broker to arrange a settlement time
with the Seller’s Conveyancer.
DD liaise with the Landlord/Managing Agent on your new
lease documents and also handle transfer of licenses
associated with the business.
DD organise business names transfers and help you with
housekeeping issues such as phone and electricity.
As the new owner, you will need to decide if you wish to employ
all, or some of the staff and give the Seller time to advise staff
members of their employment going forward and introduce
you to the staff prior to Settlement Day.
On Settlement Day, you and the outgoing owner should :
DD Arrange for the stock to be counted
DD Check off all the plant and equipment of the business
DD Transfer control of keys, alarms, domain names, websites,
security codes and computer systems
DD Cash floats, parking access and staff employment transition
will need your attention too!
DD Arrange transfer of purchase funds
DD Arrange transition of Facebook and other social media

DD You and the outgoing owner will also need to agree when
and how the suppliers and key clients of the business are
informed of the change of ownership
DD Have the correct stock and cash float in place for a
successful first trading day
DD Be satisfied that all licence transfers have been approved
DD Understand the role of the Seller in the training/assistance
period following Settlement Day
Settlement funds usually transfer on a Friday and stocktake and
keys handover usually occurs over a weekend.
You are now in business!

“Congratulations Wilna on a job well done.
Though it was only a small business sale it was
complicated by the involvement of a franchise
arrangement. Wilna worked thoroughly through
the issues to keep the process going forward.
Wilna was fantastic to deal with, she was very
understanding on my individual requirements
and made every effort to accommodate me
through the due diligence process”
– Debbie Sworder, Dial an Angel

8

BUYING A BUSINESS WITH GMO

“Throughout the entire transaction, Jim Goodwin completely
took ownership of the whole process on our behalf prompting
many formal and informal meetings, and quickly and
professionally dealing with our concerns and issues as they
arose. Jims wealth of knowledge and contact base meant
the entire process moved smoothly and efficiently and he
would constantly keep us updated on the overall progress
as it evolved. Jim took control over every process right up
to settlement on our behalf advising us thoroughly on each
process before he engaged it, leaving us feeling very confident
and secure with his dealings. Even after Settlement, we still
receive regular contact from Jim enquiring upon how the new
business is running and he is still willing to part with his good
advice which is greatly appreciated”
– Robert Pilkington, Milkd North Perth

CONTRACT FORMS
THE REIWA “AGREEMENT TO
PURCHASE A BUSINESS”
A Contract of Sale for a business acquisition is a serious
document requiring expertise of professionals to ensure
your wishes are precisely transcribed into the agreement.

we will relay your wishes by preparing an Offer to Purchase
document. This outlines any conditions of purchase you may
wish to make.

Working in co-operation with your accountants and solicitors,
we can utilise the 12 page Real Estate Institute of WA Business
Sales Agreement documentation.

Your conditions will be put to paper meticulously in a form
established by REIWA’s solicitors to be mutually beneficial – for
protecting the interests of both Buyer and Seller.

GMO’s brokers are experienced in using these forms. As
a matter of interest our expertise was called upon for the
development of this specialised agreement, so you can be
sure the documentation for your purchase will be produced
properly and professionally with your objectives in mind.

Your offer will b e prepared and presented to reflect yo ur
conditions and instructions. Once you are satisfied with how
your offer is presented, it will then be relayed to the Seller.
Having put thousands of business agreements to bed, the
development of satisfactory Contracts of Sale is a feature of
GMO’s service that we take great pride in.

One of the prime reasons for purchasing a business through
GMO is that we act as an intermediary with whom you can
discuss the pros and cons of a business in relation to your needs.
Our role is to then provide the expertise that facilitates
negotiations and brings a finalisation of the purchase.
Once your decision is made to acquire a particular business,

Our track record in document preparation is exemplary.
AN IMPORTANT DISCLOSURE:
While GMO is happy to assist you in purchasing a business,
it should be remembered that we act for – and our
remuneration is paid by The Seller.

A GUIDE TO MAKING IT EASY
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IMPORTANT FACTORS
CRITERIA THAT INFLUENCE GOODWILL AND PRICE
GMO believes it is important for you to ensure the business of interest matches your lifestyle criteria as well as “measuring
up” in respect to the ‘business performance’ you require.
Please consider some following points of measurement:
1.

Length and history of business

14. Premises Lease rent, length and conditions

2.

Net profit stability and gross profit trend-lines

15. Barriers to entry

3.

Reasons for variations in sale levels

16. Strength of exclusivity (unique buying proposition)

4.

Stability and quality of staff

17. Technology opportunities for the business

5.

Performance of business compared to peer group

18. Supplier diversity

6.

Diversity of customer base

19. Preferred supplier status

7.

Diversity of products and services

20. Supplier contacts held

8.

Data base size and quality

21. Government panels and tender qualifications held

9.

Systems and manuals of the business

22. Government approved licenses held

10. Strategic location of the business

23. Brand equity

11. Licences or franchises held by the business

24. Social media exposure and rankings

12. Quality and efficiency of “Stock Turn” patterns

25. Foreign exchange risk

13. Cash flow requirements

26. Intellectual property

An intelligent Buyer will consider all these points and more. They can then compare more than one business and find the “ONE”
which not only suits their lifestyle criteria, but also passes this point test with flying colours!
Your GMO Broker can provide you with an assessment matrix to complete on all the business you consider- so remember, you can
profit from our experience!
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GENERAL ADVICE ON BUSINESS ACQUISITIONS
GST: When buying a business, GST is not applicable to the
purchase price as long as the business is a going concern.
DEBTORS: Sometimes it is tidier and advantageous to buy the
debtors. This can help tie the debtors to the business giving the
buyer a definite client base.
EQUIPMENT: Business sales usually include equipment sold
in ‘as is’ condition. It is reasonable to audit equipment before
settlement to ensure all is in place and working. This prevents
ongoing issues after the transaction has been completed.
STOCK: The usual practice is to pay ‘landed invoice cost’
(wholesale price). You do not pay GST on stock as it has been
paid by the Seller when bought. You do not have to pay for
damaged or out-of-date stock.
FUTURE ADVERTISING: Discussion with the Seller is needed in
regards to advertising contracts with time to run. Furthermore,
the Seller may have reduced or cancelled advertising to save
money. You need to ascertain what advertising / marketing has
been done to generate revenue so you can at least maintain it.
WORK IN PROGRESS: The business may have orders in hand
and unfinished work in progress at Settlement. A condition can
be included that deals with this in the Business Contract. You
need to discuss with us how you feel it should be dealt with. On
the one hand it might be an extra expense, but on the other it
could give early revenue after you’ve taken over.
WHAT IS NET PROFIT? In small and medium businesses, the
net profit refers to the working proprietor’s profit. It assumes
you as the owner will work in the business every day and the
profit made is before tax, before loan repayments and assumes
you will not also be paying yourself a weekly wage as your
income is taken from the profits.
Accountants often describe the small business owners profit
as the PEBITA (proprietors earnings before interest , tax,
depreciation and amortisation).
SECURITY OF TENURE: The value of a business is often linked
to its right to occupy premises and in many cases (retail
businesses) the location is critical. Generally, the longer the
lease, the more valuable the business. Businesses with shorter
leases or leases with demolition and relocation clauses require
more scrutiny.
WORKING CAPITAL: In your first month of trading you may need
funds to run the business while waiting for cash flow to kick in,
especially if your new business extends credit to customers. This
applies particularly to manufacturing, wholesale and service
businesses. You need to allow for working capital requirements.
Remember, working capital is the money tied up in the business
that in effect generates the profits!

GOOD ADVICE
STAFF: When you take over the business you will enjoy the
benefits and skills of the staff you inherit, but first be clear
between yourself and the Seller who is responsible for the
staff’s past, present and future workplace entitlements. Holiday
pay, personal leave and long service leave need clarification.
GMO can show you how the REIWA business contract addresses
them and your solicitor should also be consulted.
CLIENTS AND SUPPLIERS: You need to understand where
clients/customers come from and what terms and credit the
business provides to them. It is also valuable to understand
client demographics, purchasing patterns and preferences.
Likewise it is critical to understand where the business sources
its products from and the terms its suppliers give.
INGOING FEES: The total cost of buying a business is not
just the purchase price. GMO can explain to you about
budgeting for State Government stamp duty on your purchase,
loan application fees, lease assignment fees, accountancy
due diligence, legal due diligence, licensing transfers and
applications and your share of the stocktaking fee.
UNENCUMBERED PLANT AND EQUIPMENT: Usually when a
business is purchased, the Buyer requires the Seller to remove
any hire purchase or lease arrangements with suppliers or
financiers. The Federal Government has recently established a
Property Securities Register (PPSR) where third parties lodge
their interest against business assets. The Buyer’s conveyancer
should check the PPSR to ensure any third party claims are
removed prior to the business settlement. The Seller must pro
-actively comply in having any encumbrances removed.

A GUIDE TO MAKING IT EASY
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BUSINESS SALE TERMINOLOGY
ADD BACKS: Add backs are expenses charged to a business
which would not be incurred by an incoming owner. For
example, the existing owner may have personal expenses
being funded by the business or may have overdrafts or loans
which would not apply to the new ownership. Therefore these
expenses are “added back” to reflect the profit the business
would make without those expenses. In this way the profit is
‘normalised” for potential buyers to examine and consider.
BAS (BUSINESS ACTIVITY STATEMENT): Is the quarterly
return of sales and GST reported by business owners to the ATO
(Australian Taxation Office)
CASH FLOW: Cash which is generated by a business enterprise.
“Positive cash flow” suggests the business does not need
extra working capital because the business is able to collect
its inwards cash from its customers in a lesser time than it is
required to pay its suppliers.
CPI: Stands for the “cost price index” which reflects the annual
rate of inflation in Australia.
EBITDA: Is the Earnings of the business before interest, tax,
depreciation and amortisation of goodwill. This profit is
reflective of management costs being included in the profit of
the business. EBITDA and EBIT are common profit description
methods for larger privately owned businesses and also for
corporate businesses.
ENCUMBRANCES: Are the obligations to third parties which
the business has involving items of plant and equipment or in
contractual commitments. Buyers need to be informed by the
seller as to the exact nature of encumbrances, so they can make
informed decisions about the business.
FAIR MARKET VALUE: Is the price at which a business would
change hands between a hypothetical willing and able buyer
and seller , acting at arm’s length in an open and unrestricted
market, when neither is under compulsion to buy or sell and
when both have full knowledge of the relevant facts.
GOING CONCERN VALUE: The value of a business enterprise
which is expected to continue into the future.
GOODWILL: Is the expectation that a business’s clients will
continue to patronise the business after the ownership has
changed.

PSAV (PLUS STOCK AT VALUATION) Is a purchase term which
infers the buyer will pay the seller for the saleable stock of the
business on settlement, when that stock has been counted and
valued by an independent stock-taker.

IAS (INSTALMENT ACTIVITY STATEMENT) Is a monthly report
of sales activity reported to the ATO.

RESTRAINT OF TRADE: A written promise by a seller not to
compete against the business they have sold for a certain
period of time and within a certain geographic area.

INTELLECTUAL PROPERTY: Is the documented technical
knowledge, systems, dies and patents, trademarks, formulae
and recipes of the business which make it unique.

ROI (RETURN ON FUNDS INVESTED): Is a business term which
suggests a yield on the total investment. The formula is “Profit
divided by total purchase price and expressed as percentage”.

PEBITDA: Is the proprietor’s earnings before interest, tax,
depreciation and amortisation. This profit is used commonly for
small and medium businesses and is indicative of the profit a
business makes BEFORE the owner pays himself a management
wage.

WIWO (WALK IN WALK OUT): Is a purchase term which suggests
an all up purchase price where the goodwill, plant and stock are
bundled into one price. The stock in these circumstances would
not be counted by an independent stock taker and it is implied
that the outgoing seller will leave adequate and normal levels
of stock for the incoming buyer.

12

BUYING A BUSINESS WITH GMO

SELF-ASSESSMENT

MEETING DETAIL
Broker:
Date:

TO ENSURE WE FULLY APPRECIATE YOUR REQUIREMENTS,
PLEASE TAKE THE TIME TO COMPLETE THE BUYERS SUMMARY

Time:

PLEASE BRING THIS SUMMARY WITH YOU WHEN YOU MEET WITH YOUR GMO BROKER

1. Please provide us with your current contact details (All details will be treated as highly confidential and no information
will be passed on to any third party without your permission.
Name:
Phone:

Email:

2. What is your preferred mean of contact?
Phone

Email		

Text		

Mail

3. How would you best describe your interest in a business purchase?
Hands on buyer - owner operator business			

Investor looking for fully managed business only

Investor looking for fully managed or semi-managed business

Any of the options

Other (Please specify):
4. Will any other family members be involved in the running of the business?
No			

Yes

If yes, please provide details of who and how they will be involved:

5. What is your business history?
Purchasing my first business		

I have bought and/or sold businesses in the past

I currently own a business/businesses and looking to expand my portfolio
6. Where would you like to base your business? (Select any and all that apply)
Perth CBD				

Regional WA - Anywhere			

Anywhere in WA

Perth - North of the River			

Regional WA - North of Perth			

Anywhere in Australia

Perth - South of the River			

Regional WA - South of Perth			

Other

Specify Area / Other:
7. What purchase price range are you comfortable with?
Under $250,000			

$500,000 - $1,000,000			

$2,500,000 - $5,000,000

$250,000 - $500,000			

$1,000,000 - $2,500,000			

+$5,000,000

A GUIDE TO MAKING IT EASY
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8. What kind of business are you looking to purchase? (Please select any and all you would consider)
Franchise				

Hospitality - Restaurant (Licensed)

Retail - Lotto only

Accommodation - Hotel, Motel, B&B		

Hospitality - Restaurant (Not Licensed)

Retail - Newsagent/Lotto/Post Office

Child Care Centre			

Import/Export				

Retail - Online

Engineering Business			

IT Business				

Retail - Specialised

Home Based Business - Work from home

Manufacturing

Service based business

Hospitality - Cafe (Licensed)

Printing Related Service

Training Organisation

Hospitality - Cafe (Not Licensed)

Retail - Fashion (clothing, accessories, etc)		

Transport/Delivery Run

Hospitality - Coffee Shop

Retail - Food (Supermarket, Deli, etc)

Wholesale/Distribution

Other (Please specify):
9. What trading types would you NOT like to be involved in. Select all that apply
6 Days trading				

Shift work				

7 Days trading				

Early start

10. What is the minimum profit you would expect from this business?
11. Have you secured pre-approved finance to purchase a business?
Yes		

No

If no, would you like us to arrange an independent finance broker to contact you?
12. Would you like to register for our monthly email of business for sale in Perth & WA?
Yes		

No

13. Would you be interested in a information seminar?
Yes		

No

14. Please provide details of your experience or any other relevant information.
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Late night trading

THE BUYING
PROCESS WITH GMO
You enquire about a business
& sign confidentiality forms
You receive GMO’s Business
Profile Report

You meet the
outgoing owner

GMO arranges a business
inspection for you

Discuss a proposed offer
with GMO broker

GMO helps Buyer & Seller to
arrive at a mutually acceptable
Offer & Acceptance

GMO works through the
REIWA contract with you

Negotiations –
counter offers result
in agreement

Business is Under offer!

Stocktake is done, lease assigned,
finance completed

Handover is completed

You discuss your tax/ company
structure with your Accountant

Further interest

Conditions relating to finance,
lease, staff, licences, due
diligence discussed

Submit written offer to Seller via GMO
Broker with refundable deposit &
subject to certain conditions

GMO co-ordinates process with Landlord/Managing Agent,
Licencing Authority, Accountants, Lawyers, Conveyancers, Franchisor

GMO Broker helps you to tick
off the boxes to clear the path to
ownership

Settlement takes place via
Settlement Agent

Due Diligence & subsequent
satisfaction of your conditions
(unconditional)

You are now the owner
of the business!

Ingoing Seller
familiarisation, training
takes place
A GUIDE TO MAKING IT EASY
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WHEN YOU’RE BUYING
A BUSINESS YOU NEED
DD CHOICE
A great selection of businesses to
choose from
DD REAL DATA
Comprehensive information on
each business
DD NETWORKS
Professional expertise to help you
DD CONTRACTS
Expertise to ensure good
documentation

1310 Hay Street, West Perth WA 6005
PO Box 282 West Perth WA 6872
Tel: (08) 9481 4422

Email: info@buyabusiness.com.au

www.buyabusiness.com.au

DISCLAIMER:This brochure is a generic guide only. Buyers of Individual
Businesses must seek specific legal , accounting, tax and licensing
advice. GMO endeavours to assist buyers but please note we act solely
as the Seller’s agent and do not represent the Buyer.

