
 
 

John Warrilow’s The Art of Selling Your Business 
 
John Warrilow is the founder of The Value 
Builder System and accomplished author.  While 
not a business broker himself, Warrilow has 
gathered considerable knowledge and expertise on 
the industry.  His previous book Built to Sell was 
listed as one of the best business books of 
2011.  In this article, we will explore some of the 
key points in Warrilow’s latest book, which is 
entitled The Art of Selling Your Business: 
Winning Strategies and Secret Hacks for Exiting 
on Top.  This book was released on January 12th, 
2021 and is proving to be invaluable for business 
owners.  
 
Selling When the Time is Right 
One key focal point of the book is that business owners should skip trying to find the perfect 
“magical time” to sell their business.  Additionally, Warrilow notes, “I make the strong 
recommendation in the book that the best time to sell your company is not during some 
mysterious macroeconomic environment.  It is when someone is willing to buy it and you get an 
offer.  And that is because at that point, you’re in the position of strength.” 
 
The DIY Approach  
This book reinforces the fact that business owners truly need to work with an intermediary if 
they are to achieve optimal results.  Warrilow even includes his six reasons for why every 
business owner should hire a business broker or M&A advisor. 
 
Many business owners think that they can simply handle selling their business on their own.  But 
the simple fact is that business owners usually have no experience in selling a business.  Add this 
to the fact that selling their business is likely to be the most important financial decision the 
business owner ever makes, and it quickly becomes clear that business owners are doing 
themselves a considerable disservice when they opt to handle everything on their own.   
 
A Business Broker vs. a Lawyer 
As Warrilow points out, oftentimes business owners think that rather than working with a 
business broker or M&A advisor, they can turn to a trusted lawyer who has served them in the 
past.  But this thinking is flawed when it comes to successfully selling a business.  As Warrilow 
states, “a lawyer, almost by default, is going to be very conservative as everything exposes a 
lawyer to risk.  And that is why using a traditional attorney is almost always a mistake.”  



 

If you are planning to sell your business now or in the future, a book like Warrilow’s The Art of 
Selling Your Business: Winning Strategies and Secret Hacks for Exiting on Top can serve as a 
uniquely valuable tool in your toolbox. 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
CK Business Consultants, Inc. has been dealing exclusively in the sale and acquisition of petroleum and propane 
related mid-market companies since 1976.  We are qualified, experienced, and highly professional intermediaries 
working with both buyers and sellers in the successful transfer of business ownership. We handle all phases of the 
project including initial analysis, valuations, developing a confidential information memorandum, locating qualified 
buyers, negotiations, and execution of the transaction.  For more information, please call or email Gary Papay @ 
570-584-6488, gpapay@ckbc.net or visit our website @ www.ckbc.net. 
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