
OWNER RESOURCE / WINDOW TINT & FILM

The Window Tint & Film
Business Owner’s
Exit Guide
A practical roadmap to understanding value, preparing your company
for buyers, and navigating a confidential sale.

01 What window film buyers evaluate

A strong buyer story combines reliable earnings with a trained team, diversified demand and repeatable operations.

Installer depth
Trained technicians, quality standards and work that
does not rely on the owner.

Supplier relationships
Film access, warranties, purchasing terms and key
vendor concentration.

Service and customer mix
Automotive, residential, commercial and specialty film
revenue by segment.

Margins by job type
Film and labor costs, rework, job pricing and
profitability by service.

Transferable operations
Scheduling, estimating, CRM, equipment, processes
and customer records.

Reputation and lead flow
Reviews, referrals, local visibility, conversion rates
and repeat demand.

DOCUMENTED SYSTEMS AND TRAINED INSTALLERS HELP SUPPORT TRANSFERABILITY.
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02 / SALE PREPARATION

Build a buyer-ready business
 Preparation can reduce friction even when a sale is not imminent.

A

B

SELLER EXERCISE
Which customer relationships, estimates or installations still depend on you? Identify the first two tasks you could
document or delegate.

Pre-sale readiness checklist

Six stages of the selling process

Three years of financial statements and tax returns

Sales and gross margin by automotive, residential and commercial work

Current booked jobs, pipeline and seasonal demand patterns

Top accounts, repeat customers, referral partners and lead sources

Installer roster, training records, safety procedures and insurance

Film suppliers, purchasing terms and manufacturer warranty details

Equipment, tools, vehicle list, lease terms and software systems

Customer reviews, rework trends, warranties and open claims

Owner responsibilities and realistic handoff plan

01

04

02

05

03

06

Define exit goals

Market confidentially

Understand value

Negotiate and diligence

Prepare for market

Close and transition
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03 / BUYER REVIEW

Anticipate due diligence
 Clear, organized answers help buyers understand opportunities and assess risk.

Earnings
Can reported earnings and owner adjustments be
supported with accounting records?

Customers
Where do qualified leads originate? How
concentrated are key accounts and referral
sources?

Operations
What do open jobs, film inventory, shop leases,
warranties and callbacks look like?

Technicians
Can installers maintain quality and throughput
without the seller on site every day?

Revenue mix
What share comes from auto tint, flat glass,
commercial contracts or specialty films?

Deal structure
How will inventory, working capital, financing and
seller transition affect proceeds?

! Three avoidable mistakes

Sharing sensitive shop and customer details before buyer screening.

Using total sales instead of supportable earnings to set an asking price.

Underestimating dependence on the owner for estimating, selling or installation.
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04 / YOUR NEXT MOVE

Your first 30 days
 Four focused weeks to move from wondering about an exit

to having a practical starting point.

WEEK 01

WEEK 02

WEEK 03

WEEK 04
Plan the next steps
Discuss valuation and readiness with a broker and qualified legal and tax advisers.

Establish exit goals
Define your sale timeline, financial priorities and willingness to assist after closing.

Document operations
Review installer coverage, lead sources, suppliers, open jobs and owner-led tasks.

Map revenue and margins
Break down sales, gross profit, leads and seasonality by major film service line.

Educational information only. Transaction outcomes depend on individual facts and conditions. Consult qualified legal, tax and financial advisers.
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READY TO DISCUSS YOUR WINDOW
TINT BUSINESS EXIT?
Confidential guidance from valuation and buyer outreach through closing.

Joe@legacy-eta.com
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