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Confidentiality 
The protection of your personal data, business value/wealth, and stakeholder interests (family, employees and 
customers), is top priority and will be safeguarded throughout our engagement.  To be effective, I must have 
access to my clients most confidential, sensitive, and secretive information and I take on this responsibility with 
the highest degree of care and concern. 

Integrity 
I promise to be professional, respectful, honest, and trustworthy during our engagement partnership.  I will  
listen intently to your needs, develop a plan to deliver on your goals, and genuinely care about you, your 
family, and your business.  Actions speak louder than words and I will strive to develop a “relational” 
partnership that extends deeper and more meaningful than a typical “transactional” client focus. 

Communication and Accessibility 
Effective communication is the hallmark value of any successful partnership and you have my unwavering 
commitment to timely, effective, and professional communication practices.  The pace and success of a deal 
is highly dependent on responsiveness, timely problem solving, and management of expectations.  I will 
respond to all buyer inquiries the day of the request, or if traveling, at latest by noon of the following day.  I will 
be available to you within hours of your call, email, or text – most likely on the same day. You will never spend 
your valuable time trying to contact me or following up on a request. 
 
“Client-First” Mindset 
I will always provide you with my best counsel, even if the message content is hard to deliver, or financially 
disadvantageous for me.  I will provide you with the highest level of professional service by leveraging my 
many years of deal experience and extensive industry network.  I will keep you informed along the way 
without subjecting you to the “noise” of the transaction.  

Co-Brokering 
I will work with other professional business brokers (called “co-brokering”) in order to expose your business 
to the widest spectrum of available buyers or find you opportunities that extend beyond my personal network.  
Co-brokering many times involves sharing commission between listing and selling brokers…I will always place 
my client’s interest over my commission. 

Resiliency
I can almost promise there will be bumps in the course of the deal.  I will do extensive work up-front to 
mitigate these or eliminate them from happening altogether.  But when they occur, we will work through the 
obstacles and I will demonstrate emotional resiliency to get the deal back on track – swiftly and professionally.  
I will always look out for your best interests and do my best to filter worry, stress, and delay away from you and 
our deal. 
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Deal Team 
I will access and assemble (if required/directed) the best professionals in the business in order to become your 
full service, end-to-end advocate.  Putting together a great deal often requires the expertise of specialists – 
CPA’s, Tax Advisors, Real Estate Appraisers, Parts and Equipment Assessors, Legal Professionals, etc.  To use 
a football analogy…when we need to kick a field goal, we will bring in an expert place kicker. When we need a 
key block to get in the end zone, we will bring in an all-pro tackle.  The best team wins and I will assemble the 
best team to meet and exceed your goals. 

Sense of Humor 
I believe it is important to enjoy the journey on the way to our destination.  As such, there are times to be 
serious and focused and times to laugh and enjoy the moment.  You will discover I have a sense of humor but 
when duty calls, I will be completely focused on the task at hand.

Value & Trusted Advisor 
I have learned that if I take care of your needs, I will be rewarded for my efforts.  I will add value as your 
trusted advisor.  This may come in the form of a higher sales price, a faster sale, reduced worry and stress, not 
overspending on an acquisition if you are a buyer, setting up a more effective business handover, conducting 
a smoother due diligence process, or saving your valuable time.  Capable, trusted counsel should always 
be viewed as an investment; not an expense.  My goal will be to prove that premise to you throughout our 
partnership. 
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