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CAPITAL PAIN 

Genre: Reality 
Format: 60 minute 
Logline: When small businesses are bought & sold, the stakes are huge – big money, livelihoods, 
jobs, and legacy. Capital Pain pulls back the curtain on the dynamic world of buying & selling small 
businesses. For an owner, it may not be about the highest bidder. Buyers’ intentions may not be totally 
honorable. The future of the company, and its employees’ jobs, hang in the balance of the sale. Real 
business strategies are played out, and in the end a decision is made. Not everyone receives positive 
gains; but they’ll all go through Capital Pain.  

Small business is the backbone of the American economy and a prime conversational 
topic across the country. Small businesses provide jobs for nearly half of the nation’s 
private workforce and account for >50% of the GDP.*  

But besides the daily transactions, small businesses themselves have their own BIG 
transactions behind the scenes: the buying 
& selling of the actual business.  

Men and women business owners pour 
their life into getting their company established in the community. After years of 
dedication to making it a success, those owners may sell their business in order to start a 
new venture, or perhaps retire. With a life’s worth of personal vested interest in the 
company, along with the solid relationships of loyal employees, the legacy and 
reputation in the community all at stake, every owner wants to sell to the right buyer. 
But does the owner truly have a successful venture with clean books, or are there ugly 
aspects to sweep under the rug or renovate extremely fast? 

The men and women who buy businesses are risking HUGE amounts of money. 
They could be: looking to “get in the game” of business ownership to make their 
livelihoods through an established company; only interested in company-flipping to make 
a quick profit, wrecking havoc in the process; or ignorant of what makes business tick, 
which effectively drives a company to failure. Purchasing a bad business will cost buyers 
to lose even more. Buying a good business, but wanting to change everything to put their 
own mark on it, could also mean disaster.  

CAPITAL PAIN exposes the business strategies and dynamics behind the transaction of a 
small business. From the independent burger joint to a tow truck company to a pet service 
or repair shop – How do small-business owners weed through the devious and wannabes 
to find that someone who truly wants and respects the business as much as him/her? What 
are the buyers’ strategies and what do they look for in buying a business? Once a 
transaction is made, who wins, who loses, and what major factors change in the business?  

The way to find out is by experiencing CAPITAL PAIN. 

Between Jan. – Dec. 2012, approximately 
4,126 small businesses were bought & sold. 
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STRUCTURE/FORMAT 
Each episode of CAPITAL PAIN focuses on one particular small business for sale.  
Episode structure follows three key areas:  

1. The small business owner getting the business ready for sale. 

2. Potential buyers scrutinizing the business and outlining their strategy on what 
is good, bad, ugly about it, and ultimately what they’d change. 

3. The decision, transaction and aftermath of the business sale.  

The series incorporates a host with the role of facilitator/business-broker between the 
owners, employees, and buyers. [Expert host drives action, keeps energy levels high, increases 
tension and conflict where necessary, and provides additional commentary/insight/perspective for 
story.] The host provides his unique insight into every step of the transaction. Through 
OTFs as well as personal confrontations with owners and buyers, the host provides his 
perspective on the truth behind the motivations – what is right; what is wrong; what seems 
to be a flat lie; how will the owner’s/buyer’s decision play out; why is something good or bad 
for the company, etc. 

Throughout the episode’s progression, the audience learns informational takeaways about 
how business works and insights into the buying/selling of small businesses.  

ACT 1 
The Owners 

• Business-broker host meets with the small business owners and gets a quick 
overview of the business.  

o (Ex: Started myself, 10 years ago with $1,000 out of a garage. Today it’s doing 
$550,000 of business a year and has 5 employees.) 

• Insight into why the owner wants to sell the business. 
o (Retirement, looking for new venture, different opportunity, or not making enough 

to get by) 
o Expectation analysis of what kind of buyer owner is looking for – wants to 

“audition” buyers to find someone who will carry on the company legacy, 
be passionate about the business, be loyal to the employees.  

• Host wants to know owner’s plan: What is he/she going to do to sell the business? 
o (painting sign out front, preparing staff, cleaning house, last-minute trimming 

expenses.) 
• Expert host analyzes the plan, piece-by-piece, giving the owner a dose of harsh 

reality for what business-buyers are looking for. 
o Host tells owner what the right plan of action is, laying out a strategy that 

contradicts the owner’s.  
o Host puts a dollar figure on what he thinks the business is actually worth.  

▪ This could generate conflict between broker and business owner, 
because an owner will always overvalue his/her company. 

▪ Also, it sets a bar for the viewer to compare at the end what the 
owner ultimately gets paid for the business.  
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o Host emphasizes to owner that while he may want to find the “right 
buyer” to sell the business to, the potential buyers are looking for “the 
right business” to purchase. 
▪ Before the buyers audition for the owner, the owner must first 

audition for the buyers.  
o Conflict ensues as the owner disagrees with the business-broker’s 

approach.  
o *This is a key decision point for the owner to choose what advice he/she is 

going to take from the business-broker.  
▪ Eventually the host convinces owner in his own way, albeit 

begrudgingly. 

ACT 2 
• Host grinds into the game plan:  

o What must owner do to make the business more desirable on the market?  
o What kinds of changes does the owner need to make to be sellable to these 

buyers?  
o Does he/she hide the less-successful aspects of the business or expose 

them?  
o Is he upfront about his/her profits and revenue or does he/she misrepresent 

the stats?  
o Does he/she need to renovate and make some quick fixes or even fire/hire 

a few employees to cover his bases?  
• The owner, with the help of the business broker, gets to work on implementing the 

plan and making the necessary, sometimes difficult, changes. 
o Renovations, production process alterations, branding, signage, etc 

▪ Host will possibly bring in an expert or two from his network of 
professionals to aid in making the necessary changes.  

• As the changes are being made and becoming more real/visual, the owner is 
having second thoughts about the host’s direction, *setting up a potential conflict 
beat as the clock ticks down to when the buyers are scheduled to show up.  

ACT 3 
The Buyers 

• Three potential buyers enter the equation.  
o They meet the current owner and get a tour of the business.   
o Along the way, the buyers are introduced to employees. 
o Buyers pepper the owner (and employees) with questions.   

▪ The owner’s answers reveal how he decides to position certain 
aspects of the company –  

• Does he follow the presentation strategy laid out by the 
business broker, or misrepresent some things. 

▪ The employees’ answers may not jive with aspects of the owner’s 
presentation. Or perhaps the employee’s role, once explained, may 
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not seem necessary to the buyer.  
• The business-broker host takes each of the buyers aside to get their insights and 

ownership plans. 
o Each buyer offer their strategy of ownership, and also discuss the red flags 

that affect their purchasing desire.   
▪ (Ex: “If I buy this place, I'm going to do X, Y and Z to change the look 

and operations. And that employee that runs that department, I’m getting 
rid of her and going to have my wife do that job to save costs.") 

▪ Are they trying to flip the business and make a quick buck?  
▪ Do they want to change everything, like firing employees or 

rebranding?  
o Host counters each of the buyer’s strategy points, outlining the 

consequences, and potentially negative bottom-line effect, each has.  
• Host leads the buyers and the owner into a confrontation to have transparency 

between all parties, exposing true motives, business strategies, correcting any 
previous misrepresentations, etc.  

o With everything laid out on the table, who will be in, who will be out? 

ACT 4 
The Transaction & Aftermath 

• With everything laid out on the table, who will be in, who will be out? 
o This leads to many variables and outcomes for the final transaction.  

▪ With everything is revealed, a buyer could decide he’s out because 
the business ultimately won’t work for him, or there’s too many 
flaws to fix.  

▪ Employees could express their concerns of a particular buyer to the 
owner, affecting an owner’s decision.  

▪ An owner could decide to withdraw the sale and keep the business 
for a few more years. 

• The eager Buyers that remain eagerly put in their offers to buy the company – But 
ultimately who will the Seller choose to be the company’s new boss…?   

ACT 5 
• With all the offers on the table, it’s now up to the Seller to decide who he/she will 

shake hands with to seal the deal for new ownership. 
o Will it be for the most money? 
o The most passionate Buyer?  
o The one with the biggest vision for changes?  

• The final decision is made – the Seller reveals what he/she is going to do 
o Lots of options here – the Seller could decide that none of the offers fit 

and decides to keep the company for a few more years; or Seller could 
choose an offer that was less money or a surprise for both viewers and the 
Buyers. 
▪ Seller ultimately describes the reasons behind why he/she made the 

decision they did. 
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• With the final transaction made, it’s time for change – there’s a new boss in town.  
o (In the event a Seller decides to keep the business, then this part is about 

making necessary visual changes based on the Host’s direction to increase 
sales, appearance, marketing, etc) 

• Host analyzes the new business owner’s direction now that they have control over 
the company. How will these decisions affect the employees, the standing in the 
community, the company’s production, etc? 

o What is the projected fallout or positive outlook for implementing the new 
owner’s agenda. 

o (Even if the scenario has the owner retaining the business, this section would 
implement more of the business-broker’s hard changes to expanding the business, 
making it more efficient and profitable for a sale down the road.) 

• An end of episode epilogue provides a 30-90 days later business update.  
o The host provides a detailed analysis on the state of the company – is it 

successful under the new ownership or faltering/failing; what changes 
proved to be good/bad and why; how has it affected sales/profit/
employees/production; etc 
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EXAMPLES OF SMALL BUSINESSES FOR SALE 

CHANGE THE OIL, BUT DON’T SPOIL MY BUSINESS  
• Business: Napa Auto Care & Oil Change  

o Location: Nashville, TN 
o Background: In business for over 20 years. Great opportunity to own a 

well-established oil change & auto repair business in a prime high traffic 
location in the heart of Nashville. Established loyal customer base and 
experienced staff. Fully 
equipped with good systems 
in place and newer 
equipment and tools.  

o Asking Price: $185,000 
o Annual Revenue: $250,000 

• Motivations of Seller: Owner is 
retiring, but the employees do not 
know the business is for sale and the 
owner wants to make sure the 
employees are taken care of by the right new owner.  

• Motivations of Buyers: Passionate about cars and auto parts, this is an 
opportunity to buy a well-established company in a busy area. With the owner’s 
concern about the employees, that should mean they are loyal and  

PLUMBERS CRACK’ED FOR THE JOB 
• Business: T.A.C.K. Plumbing Inc 

o Location: Cottonwood, AZ 
o Background: Established in 1992, T.A.C.K. Plumbing Inc provides 

commercial & residential plumbing services including, but not limited to 
water softeners, commercial installation, sewer, septic, waterline/pipework 
and basic home and business plumbing repair. The owner, Keith Givens 
started off years ago as a plumbing apprentice and has started and 
successfully grown T.A.C.K. Plumbing Inc. into a well-respected and 
profitable business. Based out of Cottonwood, Arizona, Keith is not only 
the owner, but stands next to his employees and gets his hands dirty on a 
daily basis.  

o Asking Price: $350,000 
o Annual Revenue: $760,000 

• Motivations of Seller: After 20+ years, Keith is ready to retire and spend more 
time with his wife, children, and grand children. 

• Motivations of Buyers: Looking for a low-cost turnkey startup in the plumbing 
industry, T.A.C.K. seems to have everything needed to continue the tradition of an 
exceptional, profitable plumbing company. 
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FILL MY PRESCRIPTION TO BE AN ENTREPRENEUR 
• Business: Family-owned Pharmacy 

o Location: Queens, NY 
o Background: Been in operation for 

40 years. This is a business very 
intertwined in the neighborhood with 
solid customer/client relationships – 
the pharmacy still has charge 
accounts for the locals on fixed 
incomes. The Pharmacy is in a busy 
area of Flushing/Queens. It’s a 2200 
square foot store with lotto, money gram, bill payment center, full service 
pharmacy, greeting cards and a parking lot.  

o Asking Price: $350,000 
o Annual Revenue: $3.2 million 

• Motivations of Seller: Owners retiring and the owners’ children are not interested 
in taking over the family business. 

• Motivations of Buyers: On paper it looks like an amazing deal - $350,000 to 
purchase and $3.2 million in revenue! An independent pharmacy in business for 
over 40 years makes it a well-established entity in the community with a solid, 
loyal customer base.  

AMUSED BY THE BUSINESS OF FUN 
• Business: The White Mountains amusement/fun center 

o Location: Coos County, New Hampshire 
o Background: Been in operation for 20 years and operated by a husband 

and wife team. They feel this amusement center is the center of the 
community and want to make sure that it continues to operate. Nestled on 
2.5 acres along the Androscoggin River in the heart of Gorham, NH and 
the White Mountains, this fun center includes an miniature golf course, 
arcade room, batting cages, and picnic area. The new owner will also have 
the option to live on site as this place has a 4-unit multi-family house. The 
lot allows for expansion for more commercial development.  

oAsking Price: $599,000 
oAnnual Revenue: <$100,000 
•Motivations of Seller: Husband and wife 
team owners are getting up in years and can no 
longer keep up on the work and maintenance.  
•Motivations of Buyers: If you’re going to be 
your own boss, why not make the work FUN?  
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SIP THE GOOD LIFE OF BUSINESS 
• Business: Boutique Wine Store & Tasting Bar 

o Location: Cypress, TX 
o Background: Opened in 2009 and 

immediately built a loyal customer 
following. Store is located in an upscale 
retail center situated within a high-end 
residential neighborhood in suburban, 
northwest Houston. Over 350 labels of 
unique, special select wines; established 
wine club with three tiers; live music weekly; free WIFI hotspot; selection 
of fine cheeses to complement the wine experience. Inventory is included 
in purchase price.  

o Asking Price: $99,500 
o Annual Revenue: $248,000 

• Motivations of Seller: Owner interested in taking on a new venture, but would 
like to be retained as a consultant as a part of the sale deal.  

• Motivations of Buyers: Wine connoisseurs and those who fancy a small business 
with more of an upscale feel will be pursuing this opportunity. However, with the 
special select wines, in inventory alone, a buyer may be looking to make a quick 
flip and profit off individual bottle sales.  

THE BUSINESS OF VACATION 
• Business: Cabin on the Hill Resort 

o Location: Carbondale, IL 
o Background: Opened in 1978, 

Cabin on the Hill is a premier year 
round resort, located on 78 beautiful 
acres of hills, meadows and forest. 
This property has a convenient 
location being just outside the city 
limits yet in the country. With three beautiful log cabins, plus a 
magnificent old time horse barn and a fabulous log homestead, Cabin on 
the Hill has been a popular retreat for over nine years drawing people from 
all over the world. For buyers who wish to expand, the possibilities are 
endless. There is plenty of room for more cabins, winery, microbrewery, 
gift shop, or event center. If you have the vision it can be done. We have a 
solid financial history and an unfailing level of business throughout each 
year.  

o Asking Price: $2.1 million 
o Annual Revenue: $250,000 

• Motivations of Seller: Owners are “tired” from the work of running the place by 
themselves and getting advanced in age. Looking to retire.  
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• Motivations of Buyers: A chance to get out of the rat race and own a business in 
the country/resort life. It’s an opportunity to expand on an existing resort property 
and create your own country paradise, whose business is selling fun, relaxing 
getaway vacation experiences. 
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PET MY PROFIT 
• Business: Unique Pet Product Company 

o Location: Maricopa County, AZ 
o Background: Operating since 2009, this is a development stage company 

that produces & distributes a patented innovative product along with other 
custom branded products and amenities in the recession proof $58 billion 
pet products industry. The company has no debt, no unpaid bills and has 
invested over $500,000 in product development, packaging, IP protection, 
small machinery, e-commerce website and brand marketing. No prior 
manufacturing knowledge is needed since the process is very simple but 
knowledge of marketing, brand building and product distribution should 
be emphasized. The company uses experienced part-time workers and has 
recently reduced overhead costs. Normalized gross profit margins should 
exceed 50%. The company is an “Endorsed Supplier” for two of the large 
hotel chains and some of its products are currently being offered by a few 
larger distributors.  

o Asking Price: $250,000 
o Annual Revenue: <$100,000 

• Motivations of Seller: The current owners, who are sisters, feel like they’ve 
taken the business as far as they can with their business experience. They really 
want the business to be as successful as they know it can and want to have an 
experienced leader take control of the company. They are interviewing each 
potential buyer.  

• Motivations of Buyers: Great opportunity for someone with experience in 
marketing to get in nearly on the ground floor of a company ready for explosive 
growth.  

GET YOUR HAIR DID WITH A CASH BODY WRAP 
• Business: Hair & Skin Salon 

o Location: San Diego, CA 
o Background: Very successful hair 

and skin salon has been open for 
over seven years. The location is 
perfect and in a very up and coming 
part of town. Lots of new 
restaurants and bars being opened 
this year around the salon’s location. 
This is a turnkey operation. Over 
nine employees and seven booth 
renters. Lots of potential for new owner.   

o Asking Price: $300,000 
o Annual Revenue: approx. $500,000 - $1 million 

• Motivations of Seller: Interested in pursuing other business opportunities. 
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• Motivations of Buyers: Perfect opportunity for a female entrepreneur to grab a 
turnkey operation in stylish San Diego and at a great asking price.  
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SMALL BUSINESS STATS 

• Small businesses with <250 employees account for 48% of 
private-sector employment.  

• There are 70 million people working for, or running, a small 
business.  

• *Small businesses create more than 50 percent of the nonfarm 
private gross domestic product (GDP). 

• The 22.9 million small businesses in the United States are 
located in virtually every neighborhood. 

• Four years after start-up, half of all small businesses with 
employees remain open. 

• The latest figures show that small businesses create 75 percent 
of the net new jobs in our economy. 

According to the Bureau of Labor Statistics  
 & Small Business Administration 
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BUSINESS-BROKER/HOST 

JARON HINES is the owner/founder of The SANET Group. He is competitive 
and driven by nature and has a passion for business, investments, sports, entertainment 

and philanthropy and truly loves what he does.  

Jaron's background includes over 15 years of sales, 
management, marketing, and business consultation 
experience with two prominent Fortune 500 companies. He 
also has over 12 years of sports and entertainment 
experience including sponsorships, sports and entertainment 
marketing, client management, contract negotiations, web 
and app development, and more. 

Jaron's goal is to see his clients attain all they aspire to be by 
working hard on their behalf, while doing business with the 
utmost of integrity and honesty.  

Jaron has negotiated $50+ million in the sports, entertainment, and business world and 
feels that he's just getting started. With experience in marketing and management and 
connections both nationally and internationally, the sky is the limit. 

Jaron is an NBA Certified Player Agent, Client, and Event Marketer/Manager, Business 
Consultant, Franchise Broker (Consultant), Philanthropist, Investor, and most proud to be 
a Christian and dedicated family man with four boys. 
  


