
 

Solutions for a 
New Economy 
At Barker Business we like to 

think outside of the square 

whenever possible, that’s why 

we are constantly learning, 

changing the way we do things 

and adjusting accordingly. We 

now have a competent staff of 

10 who are constantly 

mentored and assisted in using 

the best methods possible to 

sell your business or help 

buyers find what suits them 

best. We have aligned 

ourselves with banking 

partners to educate the market 

on what you can and cannot do 

presently and keep up with the 

latest developments.  

Barker Business – Thinking 

outside the square! 

 

MULTIPLE OF SELLING  

Barker Business continues to 

use the most practical method 

of valuing a business by using 

the EBPIDT multiples as 

compiled by BizSTATS (an 

external NZ based data 

company). EBPIDT stands for 

Earnings   Before Proprietors 

Income, Interest, Depreciation 

and Tax has been taken from 

the Profit and Loss accounts. 

We are finding the multiple isn’t 

changing, just business profits.  
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Words from the Chief  
Things have been really busy lately, 

we are receiving a heap of genuine 

enquiries which are turning into 

concrete offers. There is now very 

solid demand for businesses of all 

types and in all segments. The under 

$500k price bracket is keenly sought 

after for all the newly unemployed 

looking to buy themselves a healthy 

new income & job security. The $500k 

plus bracket also has an extremely 

healthy demand as good businesses 

are hard to come by at the moment. 

We have people ‘chomping at the bit’ 

to buy businesses up to $100 Million. 

For the baby boomers looking to sell in 

the next few years, now may be as 

good a time as any! 

Looking at the ‘ANZ/National Business 

Expansion, Acquisition, Sale and 

Succession Strategies Survey’ it 

shows the average business owner 

age being 56 years, with one in 5 

being 65+. 76% of all business owners 

would consider selling now, with 51% 

saying within the next 10 years, 47% 

within 3-5 years. This is certainly 

encouraging but a lot of people are 

‘boxing clever’ thinking it is better to 

wait. In reality it is better to deal with a 

competent broker prepared to deal 

with you on a longer term basis. I can 

‘hand on heart’ say we have a lot more 

buyers than sellers at the moment with 
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All signs from the banks and 

other lending institutions have 

hinted towards it being a bad 

time to sell your business. 

From the market point of view 

this couldn’t be further from the 

truth. We have a large number 

of buyers for good businesses 

and we are struggling to find 

the right acquisition for them. 

As mentioned previously, the 

selling multiple has not 

changed, usually just the profit 

numbers, which makes the 

sale price lower, but if your 

business is performing OK, 

slightly below what is 

considered normal or even 

better than this time last year, 

then we most certainly can sell 

your business.  

Good time to sell?  

“ We have a large number 

of buyers for good 

businesses and we are 

struggling to find the right 

acquisition for them.”  

One of the many success 

stories of late is the sale of a 

business which in the current 

climate was on average above 

50% up month to month (09 

vs. 08). The Bizstats multiple 

(see left) over the last 5 years 

showed the best being 3.18x 

and the worst 1.70x (removing 

the top and bottom extremes) 

with an average multiple of 

2.69x. 

The business returned an 

EPBIDT* figure of around 

$290,000. We achieved 3.01x, 

with a very satisfied buyer and 

seller. I have no doubt at all 

that this business will continue 

to prosper and go onto to 

bigger and better things.    

*EBPIDT - Earnings Before 

Proprietors Income, Interest, 

Depreciation and Tax  

Success Story  our database now swelling to near 

750 active buyers. We are very 

excited about the second half of 

2009.  
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Buying a Business, 
what’s changed 
regarding lending? 
Banks and lending in general 

has changed considerably 

over the last 12 months, No 

longer is it safe to assume 

you will get a loan. What the 

banks really want to see is 

that people have thought 

things through and are well 

prepared for the business. 

Thinking outside the square 

and having a solid business 

plan and cash-flow forecasts 

are almost a must now for 

purchasing and this should 

be done in conjunction with 

your accountant. Equity in 

property is also now no 

certainty to be lent against 

and in most cases Equity of 

say $1m, is worth probably 

around $600,000 in the 

banks view. Bottom line is, 

businesses are still very 

obtainable but the want has 

to be there, you need to 

approach more than one 

bank as they are all 

completely different at the 

moment. Barker Business 

has very pro-active contacts 

within the banking world, so if 

you need advice on who to 

talk to, contact your broker at 

Barker Business. We are 

more than happy to help.  

 

“Are banks all different 

and have differing 

ideas on lending in the 

current climate?  

ABSOLUTELY! 

Shop around, its no 

different to anything 

else”  
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At Barker Business we have 

teamed up with an independent 

Accountancy Firm; Hayes Knight, 

who can provide the business with 

a full independent assessment 

BEFORE going to market.  

“why would a vendor  

do this you ask?” 

A vendor has built up the business 

through blood, sweat and tears and 

is proud of the achievement, What 

this does essentially is proactively 

provides a form of Due Diligence 

on the business before going to 

market. Sure it may not come out 

as rosy as you’d like, but the reality 

is ‘what buyer wants a business 

that is performing to its maximum 

capabilities?’ Everyone wants to 

‘add value’ and we all have 

different ideas. As a special deal 

$2,500 worth of work is done for 

$1000. You can’t argue with that. 

This includes not just number 

crunching but looking at risks 

around legal issues, customer & 

supplier relationships, Contracts, 

Funding Lines, Assets, 

Competitors and debt levels 

including a full on site consultation 

with the business owner in getting 

to know and understand the 

business.  Buyers now before they 

even approach banks need to 

develop a solid business 

plan/model including cash-flow 

forecasting to be able to 

understand the business, plan for 

the businesses future and to be 

able to obtain finance on the 

business. This is solid advice to not 

only help you with the future but to 

also keep you ‘one step ahead’.  

Contact: Matthew Bellingham @  

Hayes Knight for more details: 

09 414 5444 

matthew.bellingham@hayesknight.co.nz 

 

The financial health check  

Barker Business Brokerage Ltd 
Unit A2/ 17 Corinthian Drive, Albany, 

Auckland, New Zealand 
Phone 0061 9 448 1285  

In an effort to make things as easy 

as possible for our customers we 

have improved the website so that 

each individual business now has 

a ‘Submit Confidentiality’ button so 

people can do this online. We felt 

our customers were sick of having 

to phone up regarding a business, 

then we e-mailed or faxed the CA 

(Confidentiality Agreement) to 

them and when they received it, e-

mailed or faxed this back in due 

course. This on average was 

taking 2 days as a process, it is 

now instantaneous. We have also 

included a new tab called the 

‘Process of buying a business’ to 

outline the methods used by 

Barker Business. As a general rule 

and to safeguard our vendor’s 

business confidentiality, we like to 

talk to the prospective purchaser 

first, then have an internal meeting 

at Barker Business to qualify 

buyers, not only for the ‘best fit’, 

but for their financial situation, 

ensuring they have a good chance 

of ‘going to the next level’ with the 

business. We are finding it 

benefits both the buyers and the 

sellers.  

Websit e Updates  
We have found the best and most 

effective way to market your 

business is through the web which 

is extremely cost effective. 

Newspaper based advertising is 

an expensive ‘one off’ cost that 

doesn’t seem to work for most 

businesses. Barker Business 

encourages the use of multiple 

websites all directing traffic to our 

own site encouraging potential 

buyers to fill in an online CA 

(Confidentiality Agreement) form 

and to take the enquiry to the next 

step. On average this form of 

advertising costs around $200 

until sold, an extremely cost 

effective way of advertising.  

“As a special deal 

Barker Business 

returns all marketing 

costs to you when the 

business is sold” 

Marketing your business 


