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Think Nobody Wants to 

Buy Your Business? Think 

Again! 
The landscape of potential buyers is changing. More and more big 

time investors are looking to buy into small and medium-sized 

businesses. How can you take advantage of these opportunities? 

If you’re like many business owners looking to position their company for transition, you may not 

think outside buyers are looking for a business like yours. If you’ve chosen to focus your transition 

planning solely around management buy-outs because you sense a lack of interest among 

potential third-party buyers, you’ll be pleased to learn you may have other options. 

“Although [a management buy-out] is a valid consideration, it is not the only possible avenue,” 

says Colin Szemenyei of EKSIT Strategies, an independent third party who delivers Federated 

Insurance’s SuccessionWise® product. Management buy-out should not be viewed as the best 

or only option until your business has been fully evaluated, particularly given the ever-changing 

landscape that characterizes the world of capital investments. According to Szemenyei, “the 

change in the economic climate has created an interesting dynamic as it relates to business 

transition. Buyers are looking in new places for opportunities, and sellers need to be aware of 

how this may impact them.”   

Basically, the current market may present more options than would have previously been the 

case. More options mean a better chance of a more lucrative deal for you. If you’re looking to 

transition your business, this is good news.  

Why You Should Consider Capital Investors 

“Many small and mid-size business owners consider internal succession and management buy-

outs as the most appropriate form of transition,” says Szemenyei, “enabling them to make a 

smooth exit from the business. This is often an appropriate starting place for the process, but for 

many business owners, this may simply not be an option – or perhaps simply not the best option.” 

And at the heart of this idea is a misconception that “the only type of buyer interested in taking 

over the business is one already familiar with the ins and outs of the business itself.” 



While it makes sense that someone familiar with your business or industry may be an interested 

buyer, the landscape has changed, and according to EKSIT Strategies’ observations, “currently, 

there are many capital investors who have the business savvy and financial backing to consider 

the acquisition of a small or mid-sized business.” The terms “Capital investor“ and “small and mid-

size business” are no longer mutually exclusive.  

It’s fair to say small to mid-size business owners have traditionally regarded capital investors and 

venture capital firms with caution. These investors look for suitable businesses within which to 

invest who will generate a return worthy of their initial investment. But within that framework, 

Szemenyei is seeing a shift: “While venture capital firms have historically focused on finding high-

risk, high-return businesses in which to invest, lately many capital investors are recognizing value 

in acquisition targets outside of these traditional targets, preferring (in some cases) stability and 

predictability as it relates to cash flow and profitability.”  

With the economic crisis of 2008 still resonating in the minds (and on the financial records) of 

businesses in North America, venture capital firms are taking a more poignant and targeted 

approach to their chosen investments. David Homik, a venture capitalist at August Capital, said 

in the Wall Street Journal that many venture capital firms "realize that in order to be successful 

and deliver returns, they need to be focused on smaller groups of people and smaller sets of 

companies." As a result, companies like yours who, in the past, may not have thought of 

themselves as the ideal target for capital investors, may now find that they are a suitable 

candidate for consideration.  

How You Can Take Advantage 

As a business owner contemplating transition, it is important that you understand the ever-

changing environment that surrounds buying and selling. As suggested by a recent Business 

Victoria article, knowing your potential buyers enables you to properly position your business in a 

way that appeals to the prospective purchaser, thus enabling you to market your business to the 

appropriate target consumers.  

The question then becomes, once you’ve identified what your target buyer looks like, how can 

you begin to locate actual prospective buyers who fit the mold? There is no simple answer to this 

question; however, keep in mind that proper transition planning—as is available through 

Federated Insurance’s SuccessionWise® service—can connect you to a network of capital 

players who invest in businesses like yours.  

Additionally, Szemenyei notes “as a successful business owner, you may have potential capital 

investor partners within your extended network of contacts.” He advises sellers to leverage the 

resources at their disposal to broaden their reach and potentially access a capital partner for 

the business, saying “it is key that sellers do not limit their potential pool of buyers based on a 

suspicion that may no longer apply.”  

The reality is that the market and environment surrounding business transition is ever-changing, 

and the good news for business owners is that you have new ways to to realize growth and 

maximize your value. The challenge now is to learn to keep up, or get the help you need so that 

you can capitalize on this and the next new possibilities that will pop up along the way.  

 

© Federated Insurance Company of Canada. All rights reserved. 

This document is provided by Federated Insurance Company of Canada (“Federated”) for informational 

purposes only to augment your own internal safety, compliance and risk management practices, and is 



not intended as a substitute for assessment or other professional advice by a qualified person or entity. 

Federated makes no representations or warranties regarding the accuracy or completeness of the 

information contained in this document. Federated shall not be responsible in any manner for any loss, or 

any direct, indirect, consequential, special, punitive or other damages, arising out of your, or any other 

person’s, use or reliance on the information contained in this document. 

Philip Wiebe is the Marketing & Communications Specialist at Federated Insurance, having worked at the 

company since 2007. His work has appeared in numerous trade magazines and publications and he also 

manages the company’s social media communications, including the @FedInsCanada Twitter profile. 

® Registered trademark of Federated Insurance Company of Canada 


