
BUILDING 
PROSPERITY
Organize Your Way Into an Organization

 Vol. 10 No. 4 | August 2022

3 Mistakes to Avoid when Selling Your Business  | How to Organize  |  Seminar Series



BUILDING 
PROSPERITY

Organizing Should Never Be
Agonizing With Everyone On Board

I once worked with a guy who's idea of organizing 
was to place all of his digital files on his desktop. 
No folders or subfolders - just there on the desktop 
in Word, PowerPoint, PDF - you name it. His 
rationale was that it saved him time in trying to 
locate files that were not in view. Then one day, 
after an update kicked in, his desktop got 
rearranged and all those file icons suddenly 
vanished. Hoo boy was he in pain!

The idea of organizing was abhorrent to this guy 
and he ultimately paid the price with a great deal 
of colorful language and a temper tantrum that 
made the pigeons fly from the clock tower down 
the block. It didn't have to go down this way and 
that's why we present a terrific article on this very 
subject on page 7.

We also have a great article that should help 
organize your thought process regarding the sale 
of your business. This one covers just a few 
common mistakes to avoid when you venture down 
that zig zag of a path.  This actually comes up 
earlier in this issue on page 4.

Enjoy the issue. Get outside when you can while 
we still have plenty of summer left on the 
calendar. You'll be glad you did.

Tim Votapka
VP & Director of Marketing
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Have you ever struggled with cash flow issues? There is a proper way to monitor and drive 
cash flow, and if you join us Thursday, Aug. 18 at 1 pm (Eastern) we'll give you a look at
specific tools that have been proven to work among successful businesses like yours. 

 
REGISTER TODAY

LEARN THE SECRETS 
TO MANAGING 

YOUR CASH FLOW

FREE SEMINAR
AUG 18 - 1 PM EASTERN

REGISTER NOW

FINANCE BASICS
CASH FLOW BASICS

HOW TO MANAGE IT ALL



3 Mistakes to Avoid in a Business Sale

written by Jim Kahrs

For many business owners, the sale 
of their organization culminates a 
lifetime of work. While it can be the 
most rewarding sale you’ll ever 
close, it can also be disappointing if 
it doesn’t go as desired. The key to 
achieving a successful sale is 
advance planning and avoiding the 
following mistakes that can have an 
adverse effect on the outcome.

Making the emotional shift too early

Selling your business can be an emotional roller
coaster. It starts with anticipation and a desire to
move on to the next chapter of your life. This
desire to move out of the business can lead to
making the emotional jump too early.

The best leverage you have is the willingness to
walk away if the deal isn’t right. I’ve seen owners
agree to terms they wouldn’t have if they were
more patient. They’d mentally sold the business
already and were simply waiting for the process to
catch up. But there’s quite a lot to work through
and negotiate in the sale of a business, and these
negotiations often continue right up to the close.

I’ve also seen business owners let the business
coast while working through due diligence. They
stop making pro-survival, growth-oriented
decisions and taking definitive action to keep the
business strong.

Continued on page 5
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What to Avoid in a Business Sale
continued from page four

This creates two issues. First, it allows the business 
to slide, potentially giving the buyer leverage. 
Second, it creates the need to play catch up if the 
sale falls through.
To remain in the strongest position possible, you 
must continue to run the business as if you weren’t 
going to sell it.

Telling employees too early

One of the biggest struggles many owners have 
when considering a sale of the business is how to 
handle the staff, especially long-term key 
employees. Most owners feel guilty about 
negotiating the sale and not telling their people. It 
could feel like a betrayal of those who’ve been a 
big part of your life.

However, telling employees early in the process 
creates several problems. The biggest of which is 
making them nervous—human nature kicks in and 
the first thought they have is “I’m going to lose my 
job,” even though this is rarely the case. Nervous 
employees can make rash decisions, such as 
finding another job. Telling employees also opens 
the door to them telling others. Keeping the 
transaction confidential is important; the more 
people who know what’s happening, the greater 
the chances of word getting out.

Lacking specifics in the letter of intent

The letter of intent (LOI) is the high-level 
agreement between the parties. It typically 
outlines information such as purchase price, 
payment terms, employment arrangements and 
more. It also includes technical items such as how 
working capital, indebtedness and other key assets
and liabilities will be handled up to and after the 
close.

It’s important to ensure there are enough specifics 
in the LOI to avoid surprises as you move through 
due diligence. One example of an item that would 
seem to have little impact if not negotiated in 
advance is the purchase price allocation. 
However, this can have a significant impact on 
your taxes. In much of the allocation, the buyer 
and seller are on opposite sides of the tax impact. 
Take fixed asset value, for example. If a buyer 
wants to allocate more for fixed assets than you 
have on your books, it will result in a revenue 
recapture for you that will be taxed as ordinary 
income rather than the lower capital gains rates. 
This one item could cost you thousands of dollars 
in taxes.

Reach Jim at jkahrs@prosperityplus.com
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"Our website looks sharp! 
I went through the entire website. It’d been a while, 

and this time reviewing it refreshed my awareness of a 
lot of positive things about our company. Including the 

high degree of solutions and support we provide. I 
also took notice of how sharp and easily navigable our 
new website is. We certainly appreciate the creative 
marketing support that Prosperity Plus provides us."

 
G.R. - Little Rock, AR

It Can Only Help!

 
631.382.7762

Building Prosperity  | Vol. 10. No. 4  | A Publication Produced by Prosperity Plus
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To Get You Have to Know to How to Organize

written by L.Ron Hubbard

An executive has to know how to GET a product.

All science and technology is built around this 
single point in the key phrase "Name, want and get 
your product." Managers and scientists specialize 
in the HOW TO GET part of it and very often 
neglect the rest. 

There are many executives who do NOT know 
enough about organization to organize things so 
they actually GET their product. 

These, all too often, cover up their ignorance on 
how to organize or their inability to do so by saying 
to one and all, "Don't organize, just produce!" 
When you hear this you can suspect that the 
person saying it actually does not know the 
technology or know-how of organizing or how to 
put an organization together. He may not even 
know enough about organizing to shove aside 
other paper on his desk when he is trying to spread 

Continued on page eight.
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How to Organize

continued from page seven

out and read a large chart - yet that is simple 
organization. 

A bricklayer would look awfully silly trying to lay 
no-bricks. He hasn't got any bricks. Yet there he is 
going through the motions of laying bricks. It takes 
a certain economic and purchasing and transport 
technology to get the bricks delivered - only then 
can you lay bricks. 

A manager looks pretty silly trying to order a brick 
wall built when he doesn't have any bricks or 
bricklayer and provides no means at all of 
obtaining either one. 

An executive may be great at doing the work of 
the junior staff himself. How come? He doesn't 
realize that building a show comes before one 
runs it. And even though economics demand at 
least a small show before one builds a large show, 
a very bad executive who can't really organize 
either, will, instead of making the small show 
bigger, make the small show smaller by trying to 
run a no-show. 

There is a HOW of organization. Like you can't put 
in communication lines unless you put in terminals 
(people) for them to connect with. Like you can't 
get particles flowing in a profitable way unless 
they have something for them to run on.  That's 
simply the way things go in the universe in which 
you are operating. Now of course you could build 
a new universe with different laws but the fact is, 
that would require a knowledge of organization as 
well, wouldn't it?

The technology of how to produce something can 
be pretty vast. One doesn't have to be a total 
expert on it to be able to manage the people 
doing it, but one has to have a pretty good idea of 
how it goes and know enough NOT to stop the 
guys who do know how to make bricks when one
wants bricks. 

If the product is to get somebody to come in to 
see you, then you have to have some means of 
communication and some technology of 
persuasion to make him want to come in to see 
you. Brute force may seem okay to cops, but in 
organization it seldom works. There is more 
technology to it than that. 

If an executive does not know there is technology 
in GETTING the product, then he will never make 
his staff study it or teach anybody to do it. And he 
will wind up with no product. So beware the 
executive who won't give time off for training! He 
doesn't know one has to know the technology of 
getting his product. 

One has to spend some time organizing in many 
different ways - the organization itself, the training 
on staff duties, the technical skill staff members 
would have to have, to get anywhere in GETTING a 
product. 

Sure, if you only organize and never produce you 
never get a product either. But if you only produce 
and never organize, the only brick wall you'll ever 
see is the one you run into. 
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'So beware the executive who won't give time off for training! He doesn't know 

one has to know the technology of getting his product.'

Grateful acknowledgment is made to L. Ron Hubbard Library for permission to reproduce a selection from the copyrighted works of

L. Ron Hubbard. HUBBARD and the L. Ron Hubbard Signature are trademarks and are used pursuant to a license agreement. IA# 080422



SO YOU'VE BUILT A
SUCCESSFUL BUSINESS.
NOW WHAT?

Having the right support makes all 
the difference. 
Prosperity Plus is the most 
respected M&A firm in the industry 
with more than 20 years of 
success in helping dealerships 
achieve their goals. 

Grow your business through 
successful acquisition
Create a succession/exit plan
Get a true market valuation for 
your business

CONTACT US TODAY
6 3 1 . 3 8 2 . 7 7 6 2  |  J K A H R S @ P R O S P E R I T Y P L U S . C O M



Copy/Print/IT
11

Banking Systems
2

Point of Sale
2

Mailing Systems
1

2021 Was Record Year in 
Merger/Acquisitions

16 DEALS CLOSED IN 2021 WITHIN 47 DAYS

It has been a very busy time in the world of 
mergers and acquisitions, and 2021 was the most 
active year for Prosperity Plus as it brokered a 
record number of mergers and acquisitions in the 
business systems industry.

The 2021 Numbers:
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While we formally announce many of the deals we 
are involved with, several go unannounced  out of 
respect for owners who choose to keep their 
transactions quiet. In fact, for each deal we 
publicize, there are two that go undisclosed.

LARGEST DEAL OF THE YEAR
$30�Million�

SMALLEST DEAL OF THE YEAR

$200,000
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Value Drivers
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Incentive Plans
(On Demand)

 
Cash Flow Management

(Register Now)
 

Exit Strategies
(Register Now)

 
Leadership Essentials
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Raising Production
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