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What sellers really want, why deals actually die, and how reading the person
across the table closes better deals than any spreadsheet.
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The Deal Is Emotional Before It's Financial

What you're really negotiating

The Five Seller Archetypes

Retiree, burnout, opportunist, distressed, dreamer

What Sellers Fear

The four anxieties under every objection

Building Trust Fast
The first-meeting playbook

Price vs. Everything Else
Trading on what they value most

Deal-Death Psychology

Cold feet, grief, and the eleventh hour

The Broker in the Middle
Managing the three-body problem

The Psychology Checklist

Reads and moves for every stage
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CHAPTER 1

The Deal Is Emotional Before It's Financial

A main street seller is not selling an asset. They are selling twenty years of 6 a.m. mornings, their identity in the
community, their employees' futures, and the answer to 'so what do you do?' The spreadsheet is the visible
negotiation; the invisible one is grief, pride, fear, and legacy. Buyers who negotiate only the spreadsheet lose
deals to buyers who negotiate both.

2 #1 Free

negotiations happen in every deal: the reason accepted offers die: seller cold what empathy costs; what it earns is
numbers and the feelings feet, not price measured in points off the price

This is not manipulation — it is accuracy. The seller's psychology is real data about how the deal will move, what
they will trade, and where it might die. Reading it well produces deals that close, transitions that work, and prices
that reflect leverage instead of anxiety.

People don't sell businesses. People sell chapters of their lives, and they need to
know the next reader will treat the book well.

— Veteran business broker
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CHAPTER 2

The Five Seller Archetypes

The Retiree

Done, and knows it. Wants certainty, a respectful buyer, and the employees looked after. Trades price for
smoothness. Move: emphasize closing certainty and continuity.

The Burnout

Exhausted but conflicted — the business is their identity. Wants OUT but sabotages via indecision. Move:
reduce friction to near-zero; make every step easy and scheduled.

The Opportunist

Doesn't need to sell; testing the market at a dream price. Move: bid your number, stay warm, and wait —
opportunists become motivated sellers on a 12-month delay.

The Distressed

Health, divorce, partner dispute, or debt is forcing the sale. Speed IS the price. Move: close fast, paper tightly
— distress hides diligence surprises.

The Dreamer's Exit

Built it to sell it; fluent in multiples and BATNAs. Move: negotiate like a pro across the table, because there is
one.

PRO TIP

Diagnose in the first call

'Why now?' and 'what's next for you?' sort archetypes in ten minutes. Listen for timeline words (soon,
eventually, exploring), identity words (my guys, my customers), and number words (asks about your

financing vs. asks about your intentions). Take notes — the archetype scripts the whole negotiation.
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CHAPTER 3

What Sellers Fear

The four core anxieties How each fear surfaces in the deal
* The business fails after sale — and it's publicly 'their' * Overpriced ask (pricing in the grief)
failure

¢ Sudden demands about employee protections
* Employees get fired by the new owner they chose

* Re-trading after accepting (checking they didn't lose)
* They got taken — sold too cheap and everyone knows

. ) ; = Stalling: slow documents, missed calls, cold feet
* Life after: who are they without the business?

Almost every irrational seller behavior maps to one of these four. The seller who ghosts you for a week after a
productive meeting is not playing games — they told their spouse and cried. The one who suddenly cares about
the receptionist's job security is negotiating fear #2, not economics. Answer the fear and the behavior resolves;
argue the behavior and it hardens.

REAL NUMBERS

Fear priced in dollars

Sellers routinely accept 5-10% less from a buyer they trust with their legacy than from a stranger with a
bigger check. On a $1.2M deal that is $60-120K of price built by listening, showing up in person, and
meaning it when you say the employees stay.
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CHAPTER 4

Building Trust Fast

Trust is built in specific, learnable moves — most of them in the first two meetings:

Show up in person; dress like a buyer of THIS business, not a banker

Ask about the founding story before any numbers — and actually listen

«

Use their people's names back to them (‘how long has Maria run the office?")

«

Say your intentions plainly: what changes, what doesn't, in year one

Be pre-qualified and say so — financial credibility is emotional comfort

©

Never badmouth the business to justify price (repricing comes later, with evidence)

© K

Follow up same-day, in writing, with exactly what you promised

WATCH OUT

Trust is not softness

You will still recast SDE, disallow addbacks, and reprice on findings. Trust changes HOW those
conversations land, not WHETHER you have them. The formula: hard on the numbers, warm to the
person. Sellers accept brutal math from buyers who respect the life's work behind it — and reject fair
math from buyers who don't.
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CHAPTER 5

Price vs. Everything Else

Sellers say price and mean different things. The negotiation opens up when you figure out what the price stands
for — and pay it in a cheaper currency:

What they say What it often means Cheaper currency

'l need $1.5M' That's my retirement math Structure retirement: price + consulting + note interest

'The number is firm' | promised my spouse a number Hit the headline; win on terms, working capital, escrow

'My employees stay" Fear #2 (their legacy) Retention bonuses, written commitments — costs little

'I'm not desperate’ | am, but pride Give a face-saving path: 'the market moved, not you'

'Another buyer offered more' Anxiety they're underselling 'Take it — and here's why mine closes': certainty sells
PRO TIP

The headline concession

The seller tells friends one number: the price. They do not mention the 24-month standby note, the
90-day free training, the working capital peg, or the forgivable tranche. If their identity needs the
headline, give the headline — and quietly assemble your economics from everything else on the sheet.
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CHAPTER 6

Deal-Death Psychology

The most dangerous phase in main street M&A is not negotiation — it's the quiet weeks between signed LOI and
close, when the seller's grief catches up with them. Cold feet kills more accepted deals than any diligence finding.
Manage it deliberately:

Keep momentum visible
Weekly written updates: what's done, what's next, dates. Stalled deals invite second thoughts; moving deals
feel inevitable.

Give the seller a future

Sellers with a named next chapter (the boat, the grandkids, the consulting gig) close. Ask about it, reinforce
it, make the close the doorway to it.

Pre-frame the wobble
'Most sellers hit a moment of doubt around week four — totally normal.' Naming it in advance defuses it
when it arrives.

Watch the spouse
The unseen co-decision-maker in most sales. If you have never met them by mid-diligence, ask to. Deals die
in kitchens, not conference rooms.

Eleventh-hour asks

A late small demand is usually a control ritual, not economics. Concede something symbolic gracefully — or
trade it — and close.

RED FLAG

When cold feet is information

Distinguish grief-wobble from signal. If hesitation coincides with a customer loss, a key employee
resigning, or sudden document delays — that's not psychology, that's diligence. Wobble gets empathy;
signal gets investigation.
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CHAPTER 7

The Broker in the Middle

Most deals include a third psychology: the broker's. They are paid on close, by the seller, on commission — which
makes them simultaneously your obstacle and your best asset. A broker who believes in you sells YOUR offer in
the private conversations you never hear.

Be the easy buyer: responsive, organized, pre-qualified — brokers steer deals to buyers who close

Give the broker your evidence in usable form; they will repeat your repricing logic to the seller

Never make the broker choose between you and their client publicly

Understand fee anxiety: at the eleventh hour, the broker wants ANY close — leverage for final gaps

Ask the broker what the seller cares about beyond price; they usually just tell you

REAL NUMBERS

The broker's real math

On a 10% commission, the difference between your $1.05M offer and the $1.2M ask is $15K to the
broker — but a dead deal is $105K of nothing plus months more work. Past a credible offer, the
broker's incentive flips almost entirely to CLOSE, not price. Negotiate knowing that.
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CHAPTER 8

The Psychology Checklist

Seller archetype diagnosed (‘why now?' / ‘what's next?")

© K

Motivation ranked: money vs. speed vs. legacy vs. employees

«

The four fears listened for; the loudest one named privately

Founding story asked about before financials — every time

© K

Intentions for employees stated plainly and honestly

«

Trust-building moves executed (in person, same-day follow-ups)

Price decoded: what does the number stand for?

©

Headline-vs-economics trade mapped before final negotiation

© K

Weekly momentum updates flowing during diligence

©

Seller's next chapter asked about and reinforced

Spouse/co-decider met before late diligence

© K

Wobble pre-framed; grief handled with patience, signal with investigation

Broker converted to advocate with evidence and ease

©
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Ready to Analyze
a Real Deal?

Put this guide to work. Upload any CIM or financial statement and get
an institutional-grade valuation, risk analysis, and deal
recommendation in under five minutes — free.
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[1 Market Opportunity Analyzer
[1 Forecast Analyzer + Excel Model

[J Buyer Readiness Assessment

This guide is educational content, not financial, legal, or investment advice.
© 2026 BusinessValuationCalculator.com



