
What you need to know 
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Searching for a business to call your own?  The Internet 
is the first place most people start.   Once the decision to 
buy a business is made, it is easy to spend hours 
searching online for businesses for sale.  There are 
multiple websites listing resale businesses and franchise 
resales on the market.   

The differences between a franchise vs. a non-franchise 
business are obvious.  Right?  On the surface, yes.   The 
complications come on as you (the Buyer) begin to do 
your due diligence.   

MVision Consulting has been in the brokering business 
for over 15 years.  Our findings will save you time and 
money. 
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When you consider buying an existing business, 
you want to see the financial track record.  Is the 
business doing well?  What are the debts owed?  
How much can you expect to make as you work 
to make it the best it can be?  

Non-franchise resales – those mom and pop 
businesses - are the most difficult businesses for 
which to find and analyze financial data.   It is 
nearly impossible to get accurate financial data 
from sellers.  Why?  It is common for sellers to 
have hidden their income/profits from the 
government to avoid paying taxes.  Tax returns 
(if in fact the sellers have tax returns) do not 
accurately reflect what the business is worth, as 
income is often hidden, and expenses are often 
magnified.  Owners often have a perception of a 
valuation for their businesses that they hope 

Finding Financial Data on Resales 

Are you Aware? 

• It is very rare to get accurate financial data 
for non-franchise businesses that are worth 
less than 1 million dollars or are not 
securitized with stock.

• Profitable businesses for sale are rarely 
found online. They are typically sold to 
friends, family, vendors and/or 
competitors.

• 85% of buyers will  explore other business
options if they know there are other 
opportunities that are a fit for them.

Unpacking Franchise and Non-Franchise 

Resale Listings 

someone will accept, or value it based on what 
it was worth when they were at the top of 
their game. By the time they are ready to sell, 
the business has gone down in value. 

Are you willing to stake 
your investment on the 
seller’s word and 
nothing more?  



In evaluating what a business is worth, you must know how 
the business is valued.  A Seller of a non-franchise business 
rarely pays a business appraiser for a fair valuation of their 
business.  Doing so would require a close analysis of financial 
data that is often missing.  It is common for valuations of a 
mom-and-pop business to be based on a purchase price the 
Sellers would like to get rather than a real value of the 
business. 

Franchise resales are much more likely to have accurate 
financial data or at least accurate yearly revenues.  Why?  
Franchises are held to strict accountability standards and 
royalty payments are based on revenue numbers that 
Franchisors have access to through Point of Sales Systems.  In 
conversations with Franchisors, Buyers can also get an idea of 
what a particular business should be worth.   Franchisors 
know what expenses are normal for a business and what gross 
and net margins should be.     

In conclusion, when viewing online listings of businesses for 
sale, proceed with caution.  The use of an objective third party 
familiar with the scope of businesses for sale that are both 
online and offline gives business seekers the opportunity to 
consider other, often unexplored opportunities.  Your dream is 
worth exploring all options.

Evaluating the Worth of the Business 
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