
 

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

 
Selling a business is rarely as simple as posting a listing and waiting for buyers to appear. Many 

owners assume that platforms like Dealstream Pro will automatically connect them with serious 

acquirers, yet the reality is very different. Listings often sit for months — sometimes years — 

without meaningful progress. 

 

The truth is that most failed sales are not caused by a lack of buyer interest. They result from 

structural issues in how businesses are presented, marketed, and negotiated. Understanding 

these challenges is the first step toward achieving a successful exit. 

 

Below are the ten most common reasons businesses fail to sell — and what experienced advisors 

do differently to overcome them. 

 

 

 



What Is Dealstream Pro? 
 

Dealstream Pro is an online marketplace designed to connect business sellers, buyers, investors, 

and intermediaries looking for acquisition opportunities. Sellers can create listings to showcase 

their businesses, while buyers browse opportunities across different industries, locations, and 

price ranges. The platform aims to simplify introductions between parties interested in buying or 

selling businesses. 

 

While Dealstream Pro provides visibility, it primarily functions as a listing platform rather than a 

full-service sales solution. This means sellers are still responsible for pricing strategy, buyer 

screening, negotiations, and marketing beyond the platform. Understanding how Dealstream Pro 

works helps sellers set realistic expectations and recognize that successful business sales usually 

require more than simply posting a listing online. 

 

 

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

Selling a business online may seem straightforward, but many listings fail to attract serious 

buyers or reach closing. Platforms like Dealstream Pro can provide visibility, yet success 

depends on how a business is prepared, priced, and presented to the market.  

 

Below are the ten most common reasons businesses struggle to sell — along with practical 

solutions to fix each issue and improve your chances of completing a successful transaction. 

1. Too Many Unqualified Buyers 

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

intent.  

 

How to Fix It: Focus on connecting with buyers who meet clear financial and industry criteria. 

Targeted outreach and database research help identify buyers who already have acquisition 

goals and access to capital. 

Pre-qualifying buyers early saves time and allows sellers to focus only on real opportunities. 

 

2. Poor Listing Quality 

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

 
How to Fix It: Create a professional Confidential Information Memorandum (CIM) that clearly 

explains: 

• What the business does 

• How it makes money 

• Key strengths and competitive advantages 



• Growth opportunities for a new owner 

A strong presentation builds confidence and encourages serious buyers to take the next step. 

 

3. Unrealistic Pricing 

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

move on. 

How to Fix It: Use data-driven valuation methods such as industry multiples, comparable 

sales, and professional valuations. Pricing realistically attracts more interest and creates 

stronger negotiations. 

A well-priced business generates momentum, which often leads to better final outcomes. 

 

4. Confidentiality Issues 

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

customers. 

How to Fix It: Use NDAs and controlled information sharing. Serious buyers should receive 

detailed information only after demonstrating genuine interest and financial capability. 

Protecting confidentiality keeps the business stable while the sale process moves forward. 

 

5. Weak Buyer Screening 

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

commitment. 

How to Fix It: Screen buyers early by requesting: 

• Proof of funds 

• Financing pre-approval 

• Background and acquisition goals 

Working only with qualified buyers increases the likelihood of reaching closing. 

 

6. Limited Marketing Reach 

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

 
How to Fix It: Expand marketing beyond one platform. Use LinkedIn outreach, direct industry 

contacts, and targeted buyer databases to reach a wider audience. 

 

Proactive marketing increases visibility among buyers actively looking for acquisition 

opportunities. 

 



7. Lack of Professional Guidance 

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

 
How to Fix It: Selling a business involves negotiations, deal structure, financing terms, and legal 

considerations. Without experience, sellers may struggle to manage complex discussions or lose 

leverage during negotiations. 

 

Even strong deals can fall apart without proper guidance. 

 

 

8. Incomplete Financial Records 

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

 
How to Fix It: repare clean financial statements before listing the business. This includes: 

• Profit and loss statements 

• Tax returns 

• Balance sheets 

• Add-back explanations 

 

Clear records build trust and help buyers evaluate the opportunity confidently. 

 

9. Relying on Old-School Methods 

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

 
How to Fix It: Modern selling strategies use data, analytics, and targeted outreach to match 

businesses with the right buyers. Combining technology with proactive marketing significantly 

improves results compared to relying only on listings. 

 

10. 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: Show buyers what comes next. Highlight opportunities such as: 

• Market expansion 

• New products or services 

• Operational improvements 

• Marketing growth potential 

A clear growth story helps buyers see long-term value.



What Buyers Actually Look for on Deal Platforms 
 
Buyers on platforms like Dealstream Pro often review many listings quickly, so clear and simple 

information matters most. They look for straightforward financials, realistic pricing, and a clear 

explanation of how the business operates. Listings that make buyers work too hard to understand 

the opportunity are often skipped, even if the business itself is strong. 

 

Buyers also want to see stability and future potential. They look for businesses that can transition 

smoothly to a new owner and offer opportunities for growth. When a listing clearly shows how the 

business runs and where it can improve, buyers are more likely to move from interest to serious 

conversations. 

 

How Buyer Competition Works on Dealstream Pro 

Buyers using Dealstream Pro rarely look at just one opportunity. Most are actively comparing 

several businesses within the same industry, price range, or location at the same time. This 

means your listing is competing directly with other businesses for attention, inquiries, and offers. 

Buyers naturally focus on opportunities that are easiest to understand and appear to offer the 

strongest balance between risk and potential return. 

 

Because of this competition, small differences can have a big impact. Listings with clear financials, 

realistic pricing, and well-organized information often move ahead quickly, while others are 

overlooked. Sellers who understand that buyers are constantly comparing options can position 

their business more effectively by highlighting strengths, reducing uncertainty, and making it 

simple for buyers to evaluate the opportunity. 

 

 

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


 


