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When you are thinking of selling your business, considering rivals as potential buyers may be 

hard to stomach, but can be highly rewarding from a selling point of view. According to 

PricewaterhouseCoopers, a fifth of all business sale deals are made between rivals and, when 

it comes time to sell your business, your competitors will be among the first to knock at your 

door. 

 

However, this doesn’t mean that you should enter into acquisition discussions with a rival 

lightly. A cautious approach is advised due to the risks involved in sharing valuable information 

about your business with competitors. If the deal falls once you’ve disclosed things such as 

your margins, pricing strategies and supplier and customer information, the results could be 

catastrophic. 

 

There are, however, ways to protect your business while still holding negotiations over a 

potential acquisition by a rival. In this piece, we will look at a few of the measures you should 

take to ensure your business is protected throughout the sales process. 

 

Don’t reveal too much 

 

There’s no need to reveal all your trade secrets to rivals who are potential buyers. At the initial 

stages of discussions it’s wise to keep the finer details of your business to yourself. By all 

means, provide a cursory view of the ins and out, but wait until the sale process is much 

further along before you begin revealing the inner workings of your company. In many cases, 

cash flow figures and overall financials will be of prime interest at this stage, and revealing 

these will usually not present too much risk. 
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Ensure that interested parties sign a non-disclosure agreement (NDA) at the outset of talks. 

This should include additional clauses vital to protecting your business, such as rules against 

poaching staff, customers and suppliers, as these might not be included in basic NDAs. 

However, even with an NDA in place, it’s almost impossible to stop rivals from utilising what 

they have learnt about your business if they do not go on to buy it. Keep this in mind and drip-

feed information on a need-to-know basis only. Leave it to the very final stages of the deal to 

reveal the most sensitive information - and we’re talking the last few days, if possible. 

 

Utilise virtual data rooms 

 

Nowadays, many business sales make use of Virtual Data Rooms to help sellers share their 

business information with a number of interested parties, while maintaining control over the 

level of disclosure - depending on the business risks involved with each prospect. 

 

Cite the law 

 

UK competition law can give you a great reason to withhold information. The law states that 

rivals should not share competitively sensitive information, such as pricing strategies, 

commercial policy, planned campaigns, terms and conditions and discounting strategies. This 

law exists to protect consumers, but can also aid in protecting your business when you enter 

into discussions with rivals, who could look to use such information to their advantage. 

 

But... don’t let rivalry get in the way of a good deal 

 

It’s not easy selling a business you’ve worked so hard to build, especially to a rival. It’s easy to 

be put off by the risks involved and disaster stories in the media. However, it would be a 

mistake to let an emotional response hinder a successful deal. It’s inevitable that rivals will be 

interested in your business when you move on. Be open to this and it might pay off. 

 

Case Studies 
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There are multiple reasons why selling to a rival can be the best thing for your business. In the 

first instance, if your business is struggling, then a direct rival can often be the best placed to 

help via an acquisition.  

Last year, Bonmarche, one of the UK’s leading high-street womenswear retailers, went into 

administration, putting hundreds of jobs at risk across its 300 plus UK locations.  

 

When administrators FRP Advisory put the business up for sale it attracted a range of bids. 

However, the bidder selected as the preferred choice was one of Bonmarche’s historic rivals, 

value retailer Peacocks.  

 

Joint administrator Tony Wright said that Peacocks could “provide the best opportunity to keep 

the retailer open and protect the greatest number of jobs”.  

 

The acquisition, which recently completed, has industry insiders forecasting that Bonmarche 

could make a comeback under Peacocks.  

 

Conversely, an acquisition by a rival can be the perfect choice for taking your business, as well 

as theirs, to the next stage of growth. A well-timed sale to a competitor can help your business 

reach a new level.  

 

Cloud technology company CloudCoCo had seen great success in its field since its foundation 

in 2017. In October 2019, it was acquired by Warrington-based IT services provider Adept4.  

 

However, this acquisition wasn’t simply a case of a bigger company consuming a smaller rival, 

the deal saw Adept4 rebrand as CloudCoCo Group Plc., with CloudCoCo founder Andy Mills 

becoming CEO.  

 

Following the acquisition, both sides spoke of their excitement, Adept4 non executive chairman 

Simon Duckworth said: “We are proposing to acquire a business which has expanded rapidly 

since establishment and, by harnessing CloudCoCo's proven and experienced salesforce with 

our existing operations, we believe that there is a clearly defined opportunity to return Adept4 

to growth.” 

 

https://business-sale.com/news/business-sale/peacocks-to-rescue-bonmarche-219654
https://business-sale.com/news/business-sale/peacocks-to-rescue-bonmarche-219654
https://business-sale.com/news/business-sale/adept4-acquires-cloudcoco-plans-rebranding-219532
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"We have also reached agreement, subject to completion of the acquisition, to revise the terms 

and reduce the level of the group's indebtedness. We view these proposals as positive 

developments as we seek to recover value for our shareholders." 

 

Meanwhile, Andy Mills said: “I know I speak on behalf of CloudCoCo's founder Mark Halpin 

and the rest of my colleagues when I say that we are all delighted to be joining the Adept4 

team. 

 

"We see a great opportunity ahead to generate value for all stakeholders in the enlarged 

business through harnessing our sales and marketing skillset with Adept4's technical 

knowledge and product suite. The hard work starts immediately and we look forward to 

reporting our progress over the coming months.” 

 

If you’d like to read more exclusive insights on business sales, read our piece on knowing the 

right time to sell your business.  

 

Or, if you’d like to learn more about getting the sales process right, read this insight on learning 

how to value your business correctly.  

https://business-sale.com/insights/for-sellers/how-do-you-know-when-the-right-time-is-to-sell-your-business-219422
https://business-sale.com/insights/for-sellers/how-much-can-i-sell-my-business-for-219039

