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Meeting with Rodger Howie of Bayleys Business Brokers 
 
“If you want to get top dollar for your business when it comes time to sell up” says Rodger Howie of Bayleys Business 

Brokers “you need to start planning for your sale at least two years out and taking 3-5 years is not unusual”. 

“Really? Why is that?” I ask him. 

“Because buyers have a glut of choices these days and they will only buy the best businesses,” he says. “That means 

the best presented businesses will sell before others who are less well prepared. You will need a clear documented 

history of strong annual profits so buyers can calculate payback periods. You also have to have the right systems in 

place so the new owners can see how the business ‘runs itself’ – and that they won’t need to be working 70 to 80 hours 

a week when they take over. All that can take at least two years to sort out before you are ready to sell” Rodger advises. 

“Why is there a glut of sellers?” I ask. 

“Our population is aging,” he tells me “and the baby-boomers are fast approaching retirement. They need to sell soon 

to cash up their nest egg and there are simply not enough younger people looking to buy a business these days. More 

sellers than buyers mean an excess of options on the market - and it is only going to get worse. So now is the time to 

start thinking about and planning your exit before there are simply too many businesses for sale,” Rodger advises. 

“How exactly do you help the business seller?” I ask him 

“To sell for a good price you have to be the brightest and most attractive item in the shop window or you could linger on 

the shelf for years,” Rodger says. “My job is to get my clients the very best price I can which is often more than they 

hope for. How do I do that? Firstly, I offer them advice on how to present their business both financially and physically. 

Secondly, I go to work on my database of interested and motivated buyers. I am essentially a business matchmaker. I 

know who is looking for what and if I can draw the attention of multiple buyers then hopefully I can make a bidding war 

happen. My aim is to always get a price far greater than my client expects and which more than covers my fee. So, 

effectively, I pay for myself, which makes my clients very happy indeed!” 

“Have you ever sold your own business?” 

“Yes I have and I learned a lot from that time” Rodger says. “Without the right help or guidance things can go off the 

rails very quickly if you are not careful. Good advice from a person with experience in these matters is invaluable. Selling 

your business is a very emotional experience and those emotions should be less about anxiety and stress and more 

about happiness and pride for all you have achieved in your life”. 

You can tell Rodger Howie is a motivated human being. He has a genuine desire to help business owners get what they 

deserve for a lifetime of effort. To get your free advice sheet from Rodger simply email him at the address below, or give 

him a call. And if you are thinking about your exit strategy, it sounds like there is no time like the present to get started. 

I’m pretty sure you don’t want your business to be one of those left on the shelf when the buyers come calling! 

rodger.howie@bayleys.co.nz 

M: 027 431 1973 

www.bayleys.co.nz 
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