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Seven Steps in Selling Your Agency 

 

By Bill Schoeffler and Catherine Oak 

 

Most agency owners have put their time, energy and heart in building their business. The 

business is a part of their life. The sale of one’s business is usually a one-time event. It 

therefore makes sense to take the time and get it right the first time.  

 

Just like building a business, there is no exact cookie cutter approach in selling the 

business. However, there are general guidelines to follow.  

 

The following seven steps outline the overall approach one should take in selling their 

business.  

 

Step One - Planning to Sell 

You wake up one day and realize it would be great to spend more time you’re your 

spouse, grandchildren or even playing golf. Perhaps, some client or underwriter gave you 

a hard time and you figure that was the straw that broke the camel’s back. You lost a key 

market and don’t have the energy or time to remarket your accounts.  

 

It may seem funny, but situations like these are usually the trigger point for many owners 

to actually do something about selling their business.  

 

When deciding to sell the business, an owner needs to check inside to see what the real 

expectations are. Selling a business is not like selling stock in GM. The agency is part of 

the owner’s life and it is not a simple commodity to trade.  

 

Snap decisions to sell usually result in long drawn out negotiations or other 

complications. When an owner spends some time planning the sale of the business, many 

common problems are minimized or avoided.   

 

The first step is to work on a plan to sell the business. Theoretically, this plan should be 

started the day one becomes an owner. More practically speaking, planning to sell the 

business should start at about five years out. 

 

Planning should include a review and initial analysis of the areas covered in the next six 

steps in the process.  

 

Step Two - Who To Sell To 


