
Think Your Small Business Isn't Valuable Enough to Sell? Think Again!

For many small business owners, the thought of selling their business might seem far-fetched,

especially if the business doesn't generate high revenue. However, even businesses with modest

earnings can have value for the right buyer. This e-book is here to guide you through the concept of

micro sales, helping you recognize the hidden worth in your small business and how to turn it into

profit.

1. Understanding the Concept of a Micro Sale

A micro sale refers to the sale of very small businesses, side projects, or part-time operations that

typically sell for less than $10,000. These types of sales are common in both local and online

markets and offer a way for small business owners to make a return on their investment. Contrary to

popular belief, you don't need high revenue figures to have a sellable business; assets, customer

lists, and brand goodwill can contribute to its value.

2. Why Micro Sales are Ideal for Small Business Owners

Micro sales offer a practical exit option for business owners who may not wish to continue or grow

their business. Selling, even at a smaller scale, can provide a financial return and allows another

owner to carry on the work. For some, this could mean passing on a side project or local service,

while for others it's an opportunity to capitalize on what they've built.

3. What Types of Businesses Qualify for Micro Sales

Businesses that commonly sell in the micro sale range include local services, e-commerce sites,

small content websites, and digital product shops. Often, these businesses offer assets such as



client lists, branding materials, established online storefronts, and basic equipment or inventory.

They may also have a modest customer following, which can be attractive to buyers looking for a

turnkey operation.

4. How to Determine Your Business's Micro Sale Value

To determine the value of a micro business, consider simple metrics like monthly revenue, customer

base, and physical assets. A common valuation approach is to use a multiple of monthly

earnings--for instance, 12-24x monthly revenue. Additionally, tangible assets, customer loyalty, and

brand reputation can add to the sale value, even if the business operates on a small scale.

5. Where to Sell a Micro Business

There are several platforms for micro sales, including Flippa, MicroAcquire, and local

business-for-sale listings. These platforms provide a space where micro businesses can connect

with potential buyers looking for manageable, affordable acquisitions. Local classifieds and small

business groups can also be useful for reaching interested buyers in your area.

6. Preparing Your Small Business for Sale

Before listing your business, take time to organize financial records, document operations, and

prepare any branding or digital assets. These steps will make the business more attractive to

buyers, increasing its perceived value. Creating a simple transition plan or providing training for the

new owner can also be a valuable selling point.

7. What to Expect During the Sale Process

The sale process for a micro business is often quick and involves minimal paperwork compared to

larger businesses. Typically, you'll create a listing, communicate with potential buyers, negotiate a



price, and finalize the sale. Most micro sales don't require complex legal or financial procedures,

making this an ideal option for small business owners looking for a straightforward transaction.


