
10 Reasons Businesses Don’t Sell on
Dealstream Pro (and How to Fix It)

1. Too Many Unqualified Buyers

The Problem: Most inquiries come from tire-kickers with no funding, experience, or real

intent.

How to Fix It: Use targeted outreach and database mining to connect only with buyers who

meet financial and industry criteria.



2. Poor Listing Quality

The Problem: Many listings lack clear financials, descriptions, or compelling narratives.

How to Fix It: Create a polished Confidential Information Memorandum (CIM) that highlights

value drivers, growth opportunities, and strengths.

3. Unrealistic Pricing

The Problem: Sellers overprice businesses without proper valuation methods. Buyers quickly

move on.

How to Fix It: Use industry multiples, comps, and professional valuations to establish a fair,

data-driven price.

4. Confidentiality Issues

The Problem: Public listings risk exposing sensitive details to employees, competitors, and

customers.

How to Fix It: Use private deal flow channels and NDAs to protect confidentiality until serious

interest is confirmed.

5. Weak Buyer Screening

The Problem: Platforms like Dealstream Pro don’t filter for financing, experience, or

commitment.

How to Fix It: Pre-qualify buyers with proof of funds, lender pre-approvals, and a clear

acquisition strategy.

6. Limited Marketing Reach

The Problem: Relying solely on a single listing site limits exposure.

How to Fix It: Leverage LinkedIn, direct outreach, and proprietary databases to multiply

reach and connect with niche buyers.



7. Lack of Professional Guidance

The Problem: Sellers go it alone without expert negotiation or deal structuring.

How to Fix It: Work with brokers or M&A; advisors who understand deal terms, earnouts, and

creative financing solutions.

8. Incomplete Financial Records

The Problem: Missing or messy books scare off serious buyers and lenders.

How to Fix It: Prepare clean financial statements, tax returns, and add-back schedules well

before listing.

9. Poor Buyer Experience

The Problem: Listings don’t tell a compelling story — just raw numbers. Buyers can’t picture

the future.

How to Fix It: Present a growth roadmap and highlight strategic opportunities that inspire

confidence in ROI.

10. Relying on Old-School Methods

The Problem: Dealstream Pro and BizBuySell use a mass-market model that’s outdated.

How to Fix It: Use modern techniques — AI, data analytics, and targeted outreach — to

achieve an 80%+ success rate instead of 20%.

Conclusion: The Smarter Way to Sell Your Business

Selling a business is too important to leave to chance. Relying on outdated platforms like

Dealstream Pro often leads to wasted time, lost opportunities, and low closing rates. By

addressing the ten issues outlined in this guide — and adopting modern, data-driven methods

— you can dramatically increase your chances of selling successfully.

At BizProfitPro, we specialize in confidential deal sourcing, targeted buyer outreach, and

proprietary methods that deliver results four times better than the industry average.



Ready to Sell Smarter?

■ Schedule Your Free Consultation with BizProfitPro

https://calendly.com/bizprofitpro/intro-call

