Opticians Focus: Top 5 things to consider when buying a business
1. Structuring of the Deal 
Is it to be an Asset Purchase or Share Purchase? And what are the tax implications? How will the deal be financed? 
If Asset Sale – is stock to be included in the purchase price or determined post sale? 
Do Heads of Terms need to be agreed or a Confidentiality Agreement entered into before you will go any further? 
2. Enquiries: do your home work!

Ensure you carry out (or instruct a solicitor to carry out) detailed pre-contract enquiries, often referred to as Due Diligence. This is the fact-finding stage of the deal; it allows you as the potential buyer to investigate the assets and liabilities of the business and to determine whether the purchase price is a fair reflection of the value of the business. 

3. Establish the ‘Deal Breakers’

These could be any number of things and will have to be looked in the context of the individual deal. You need to think about why you want to buy the particular business. 

Are you buying a business for its customer base or key employees? Is the purchase price the main factor? Or is it simply the potential? 

Once these have been established you will be in a better position to negotiate the deal and ensure that any necessary protections are incorporated in to the transaction documentation. 

4. Process and Documents 

Follow the correct processes to ensure that the deal is valid and legally binding. 

It is likely that you will need to instruct a solicitor to act on your behalf; make sure that you research wisely and choose someone with the necessary expertise to manage the deal on your behalf. Here at MLP we have a dedicated team of solicitors experienced in the buying and selling of opticians businesses, we have the knowledge and the skills to negotiate the best deal for you. 

5. Moving forward with your Business 
Poor integration planning is often cited as one of the most common reasons why acquired businesses fail. Therefore, detailed integration planning is a must! 
Do you need to consider how this practice will run along side any of your existing practices? How will your time be split? Do you need an employed manager? 
Make your self aware of the situations in which you could have recourse from the Seller if things do go wrong.  
NASOP has a team of Business Service Experts who can assist you at each stage of the transaction. We will work hard to understand your needs, the motives behind the proposed purchase and will work with you to achieve your successful outcome. 
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