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The right broker is crucial

to a successful sale

elling a pest control
company is one of the
most important financial
decisions you’ll ever
make. Unlike selling a
home or vehicle, selling a business
is a complex process that requires
careful planning, confidentiality,
negotiation and execution.
The sale process often includes
business valuations, preparing
a confidential information
memorandum (CIM), identifying
and engaging qualified buyers,
negotiating price and terms,
facilitating due diligence and
guiding the transaction to closing.
It can take months to complete and
involves numerous moving parts.
You only have one opportunity to
take your company to market, so
choosing the right broker is critical.

Important influence

A good broker does much more
than simply find a buyer. Their

job is to position your company

in the best possible light and
maximize its value. This includes
highlighting key strengths such as
recurring revenue, strong earnings
before interest, taxes, depreciation

FACT: Buyers will thoroughly
examine your financial statements,
operations, contracts, licensing
and customer data. This is often
where deals encounter challenges
and pitfalls. A skilled broker helps
prepare documentation in advance,
anticipates potential issues and
keeps the transaction moving
toward a successful closing.

and amortization (EBITDA), low
customer churn, route density,
long-tenured employees, tenured
customers and an experienced
leadership team. These factors can
significantly influence both buyer
interest and valuation.
Confidentiality is another
crucial aspect of the sale process.
If employees, customers or
competitors learn prematurely that
your business is for sale, it can
create unnecessary uncertainty and
disruption in your business. An
experienced broker acts as a buffer
between seller and buyer, carefully
screening prospective acquirers and
requiring signed non-disclosure
agreements (NDAs) before sharing
confidential information. Protecting
confidentiality helps preserve
employee morale, customer
confidence and the overall value of
the business throughout the process.

Valuable experience
One of the biggest mistakes
business owners make is
misinterpreting the underlying
value of their company. Some
inflate what buyers are willing to
pay, while others underestimate
the value they’ve built. A broker
who specializes in the pest control
industry understands current
market conditions, knows which
buyers are actively acquiring
companies and can identify which
parties have the financial capital
and know-how required to close
a transaction.

Just as significantly, an
experienced broker knows how
to create competitive tension

68 | Pest Management Professional July 2026

M&A TRENDS

By Stuart Aust and Daniel Aust | PMP Contributors

e geaEsReNs

,(

among multiple qualified buyers.
When buyers compete for a
strong acquisition opportunity,
sellers often benefit from higher
valuations, better terms and
greater negotiating leverage.

This competitive process can add
substantial value to a transaction
and often results in outcomes that
would be difficult for an owner to
achieve on their own.

Selling a company without
professional representation can
be costly. Most business owners
sell only one company in their
lifetime, while experienced brokers
participate in transactions every
day. Without access to qualified
buyers and market research, it’s
difficult to know whether you're
receiving the best offer or leaving
substantial money on the table.

Before hiring a broker, check
references. Speak with previous
clients and look for someone who
has a proven track record in the
pest control industry, not simply
a general business broker.

Selling your business isn’t
just about finding a buyer. It’s
about achieving the best possible
outcome while minimizing risk.

A great broker will protect
confidentiality, attract qualified
buyers, negotiate on your behalf,
manage due diligence and guide
the process from start to finish.
Don’t be penny-wise and pound-
foolish with what may be the
largest financial transaction of
your life. The right broker can
make all the difference. PMP

Stuart Aust and Daniel Aust can be reached at stuart@
theaustgroup.com and daniel@theaustgroup.com.

MyPMP.net

PHOTO: LEMON_TM / ISTOCK / GETTY IMAGES PLUS / GETTY IMAGES




THE AUST GROUP

Mergers & Acquisitions

Thinking of selling your business?
Find out why owners choose us.
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