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Referral Introduction Script
Suggested language for introducing Prevail Transaction Partners to your clients. Includes phone script and in-person meeting talking points.






Purpose of This Script
This script provides natural, conversational language for introducing Prevail Transaction Partners to business owner clients who are ready to explore selling their business. 
Key positioning: You are the exit planning advisor who helps clients prepare strategically. Prevail is the M&A execution specialist who maximizes value through professional positioning, strategic marketing, and competitive buyer processes.
Phone Call Script
When to use: When a client is ready to actively pursue selling their business and needs expert M&A execution to maximize sale value.
Opening
	"Hi [Client Name], thanks for taking my call. I wanted to follow up on our conversation about moving forward with selling the business. Now that we've worked through the exit planning and preparation, I think you're in a really strong position. The next step is executing the sale in a way that maximizes your outcome."


Transition to Introduction
	"I work with a firm called Prevail Transaction Partners who specialize in selling businesses like yours. What sets them apart is their approach, they don't just list the business and hope for the best. They position it strategically, market it professionally to qualified buyers, and create competition that drives up the price. That's how you get maximum value."


Building Credibility
	"I've referred other clients to them, and the results speak for themselves. They have access to a deep pool of qualified buyers, strategic acquirers, private equity firms, family offices, and they know how to run a competitive process that gets multiple offers on the table. That competition is what drives the best outcome for you."


The Ask
	"I'd like to introduce you so you can hear about their process and what it would look like to take the business to market. They'll walk you through how they position businesses for maximum value, who they'd target as buyers, and what the timeline looks like. It's worth having that conversation, especially now that you're ready to move forward."


Handling Common Responses
If they say: "Can't we just list it ourselves or use a cheaper option?"
	"You could, but here's the reality: most business sales are won or lost in the preparation and process stages. Prevail knows how to position the business to highlight its strengths, reach the right buyers, and create competitive tension that drives up the price. A 10-20% increase in sale price because of their process more than pays for itself. This is the biggest transaction of your life, it's worth doing it right."


If they say: "How do I know they can get me the best price?"
	"Their entire model is based on creating competition. They market the business confidentially to a broad pool of qualified buyers, strategic buyers, private equity, and other interested parties. When you have multiple buyers bidding against each other, price goes up. That's how you maximize value. A single buyer negotiating with you directly? That's how you leave money on the table."


If they say: "What will this cost me?"
	"Their fee structure varies business to business; because they put so much work in up front to position the business and market it affectively, there is a small up-front fee, but the majority of the fee is success driven. But here's what I'd focus on: the value they create through strategic positioning and competitive bidding far exceeds their fee. You want to maximize the sale price, and that's what they do."


Closing
	"Great. I'll make the introduction via email so you can connect. I think you'll be impressed with their process and how they approach selling businesses. This is about getting you the best outcome, and I'm confident they're the right partner to make that happen."




In-Person Meeting Talking Points
When to use: During face-to-face meetings when the client is ready to discuss the sale process and execution strategy.
Natural Conversation Opener
	"Now that we've done the exit planning work and you're ready to move forward with selling, let's talk about execution. How you go to market, who you target, how you position the business, and how you create competition among buyers, makes all the difference in what you ultimately get for the business."


Why Execution Matters
	"Here's the reality: most business owners only sell once, so they don't know what they don't know. The difference between a mediocre process and a great one can be hundreds of thousands, or even millions, of dollars. You've spent years building this business. The last thing you want is to leave money on the table because the sale wasn't executed properly."


Introducing Prevail
	"I work with a firm called Prevail Transaction Partners who specialize in M&A execution. They're not typical brokers who just list businesses and wait for calls. They run a professional, strategic process designed to maximize value. That means positioning your business to highlight its strengths, marketing it confidentially to the right buyers, and creating competition that drives the price up."


What Sets Them Apart
	Strategic Positioning – They know how to present your business in the best possible light. It's not just about the numbers; it's about telling the story of why this is a valuable opportunity for a buyer.
Professional Marketing – They create high-quality marketing materials and reach buyers through multiple channels, confidentially. 
Qualified Buyer Network – They have relationships with strategic buyers, private equity firms, family offices, and other serious acquirers. They know who's actively looking and what they're looking for.
Competitive Process – This is the key. They bring multiple qualified buyers to the table and let them compete. When buyers know they're not the only option, the price goes up. That's how you maximize value.


The Value Proposition
	"Think about it this way: if you negotiate with a single buyer, you're at their mercy. They control the terms, the price, the timeline. But if you have three or four serious buyers competing for your business, you're in control. That competition drives the price higher and gives you leverage on terms. That's what Prevail does, they create that competitive environment."


Making the Introduction
	"I'd like to introduce you so you can hear directly from them about their process. They'll walk you through how they would position your business, who they'd target as buyers, what the timeline looks like, and how they create that competitive dynamic. It's worth understanding what a professional M&A process looks like, especially for a transaction of this size."




Alternative Approaches by Client Situation
Scenario 1: Client Has a Single Interested Buyer
	"I know you have someone interested in buying the business, which is great. But here's my concern: when you're negotiating with a single buyer, you have no leverage. They know they're your only option, so they control the price and terms. Before you commit, it's worth exploring what a competitive process would look like. Prevail can help you see if there are other qualified buyers out there, and if there are, that competition will get you a much better outcome."


Scenario 2: Client Wants to Move Quickly
	"I understand you want to move quickly, and that's fine. But moving quickly doesn't mean you should skip the process. Prevail knows how to run an efficient sale, they can compress timelines without sacrificing value. What you don't want is to rush into a deal with the first buyer who shows up and realize six months later that you left a significant amount of money on the table. A few extra weeks to create competition is worth it."


Scenario 3: Client Is Worried About Confidentiality
	"That's a legitimate concern, and it's one of the reasons I recommend Prevail. They approach qualified buyers confidentially, use NDAs, and control the flow of information carefully. They understand that protecting confidentiality is critical, for your employees, your customers, and your competitive position. That's part of what they do best."




Follow-Up Actions After the Conversation
Step 1: Send a Summary Email
Within 24 hours, send a brief follow-up email reinforcing the value of working with Prevail.
	Sample email: "Hi [Client Name], Great talking with you today about moving forward with the sale. As I mentioned, I think Prevail Transaction Partners would be the right partner for executing this. Their approach, strategic positioning, professional marketing, and creating competition among buyers is what drives maximum value. Let me know if you'd like me to make the introduction. I think you'll be impressed with their process. Best, [Your Name]"


Step 2: Facilitate the Introduction
If they agree to connect, make a warm email introduction with both parties cc'd.
	Sample introduction email: "[Client Name], [Prevail Contact Name], I'd like to introduce you both. [Client Name] is a business owner I've worked with for [X years] and has built an impressive [industry] business generating [revenue range]. They're ready to explore selling and want to maximize value through a strategic, competitive process. [Prevail Contact Name] specializes in M&A execution—positioning businesses strategically, marketing to qualified buyers, and creating competitive dynamics that drive price. I'll let you take it from here. Thanks!"


Step 3: Check In After the Meeting
A few days after their initial conversation, check in with the client.
	Sample follow-up: "Hi [Client Name], I wanted to check in and see how your conversation with Prevail went. Did their process and approach resonate with what you're looking for? Let me know if there's anything else I can do to support you as you move forward with the sale."


Tips for Successful Referrals
	✓ Position yourself as the exit planning expert – You've helped them prepare. Prevail executes the sale.
✓ Emphasize value maximization – Focus on how Prevail's process drives higher sale prices through competition
✓ Highlight the competitive advantage – Multiple buyers bidding against each other is what gets the best outcome
✓ Use concrete examples – If you have success stories from other clients, share them (with permission)
✓ Address cost concerns head-on – Frame fees as an investment that more than pays for itself through higher sale prices
✓ Stay engaged throughout the process – Continue to support your client even as Prevail leads the sale execution




Handling Common Objections
Objection: "I already have a buyer interested—why do I need this?"
	Response: "That's great that you have interest, but here's the risk: when you negotiate with one buyer, you have no leverage. They know you're not shopping around, so they control the price and terms. Even if you think you're getting a fair offer, you won't know what you're leaving on the table unless you test the market. Prevail can quietly approach other qualified buyers. If they're not interested, fine, you still have your original buyer. But if they are, you now have competition, and that competition drives the price up. It's low-risk, high-reward."


Objection: "This seems expensive, can't I do this myself or use a cheaper option?"
	Response: "You could, but here's what you need to understand: the difference between a good M&A process and a mediocre one is often 10-20% in sale price. On a $5 million business, that's $500,000 to $1 million. Prevail's fee is a fraction of that, and the value they create through strategic positioning and competitive bidding more than pays for itself. This is the biggest financial transaction of your life, it's worth doing it right. Saving money on fees but losing hundreds of thousands on the sale price isn't a good tradeoff."


Objection: "I'm worried about confidentiality; I don't want everyone knowing my business is for sale."
	Response: "That's a legitimate concern, and it's exactly why you need professionals handling this. Prevail approaches qualified buyers confidentially, requires NDAs before sharing information, and control the process carefully. They know how to market the business without compromising confidentiality. That's part of their expertise. If you try to do this yourself, it's much harder to maintain that control."


Objection: "How long will this take? I need to close quickly."
	Response: "Prevail knows how to run an efficient process, they can compress timelines when needed. But here's the reality: taking an extra 4-6 weeks to create competition and maximize value is almost always worth it. If you rush into a deal with the first buyer, you might close faster, but you'll likely leave significant money on the table. A little patience on the front end can mean a much better outcome. They'll work with your timeline, but they'll also be honest about what's realistic."



Key Talking Points to Emphasize
	1. Competition drives price – Multiple buyers bidding against each other is the only way to maximize value
2. Strategic positioning matters – How you present the business to buyers directly impacts what they're willing to pay
3. Professional marketing reaches the right buyers – Access to strategic buyers, private equity, and family offices that you wouldn't reach on your own
4. Confidentiality is maintained – Professionals know how to market without compromising confidentiality
5. Fees are an investment – The value created through higher sale prices far exceeds the cost
6. This is a once-in-a-lifetime transaction – It's worth doing it right the first time


Final Note
Your role as the exit planning advisor is to prepare the client for success. Prevail's role is to execute the sale in a way that maximizes value. When you position the referral this way, as a natural extension of the work you've already done, clients see it as the logical next step.
Focus on the outcome: getting the client the best possible price and terms. Everything else, fees, timelines, process, is secondary. If you keep that front and center, the referral becomes easy.
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