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Conference
« Business transfer in Europe »

The TRANSREGIO PROJECT
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The TRANSREGIO PROJECT

• The aim is to have a 
• better understanding of the difficulties and 

expectations of the buyers and sellers,
• To identify the main support services developed 

in the participating countries

• ….in order to  improve these services through the 
exchange and transfer of experience
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THE TRANSREGIO 
PARTNERS

• Austria
• France

• Germany

• Italy
• Lituania
• Poland
• Slovenia

• Telepark Barnbach/ Wirtschafstkammer Steiermark 
• Chambre Régionale de Commerce et d’Industrie 

Rhône-Alpes, Lyon
• Wirtschaftskammer Sudlicher Oberrhein – Freiburg, 

Baden Wurtemberg
• Chamber of Commerce / EIC Milano, Lombardy
• Lithuanian development Agency, Vilnius
• Fundacja Inkubator/ EIC Lodz
• JAPTI – Public Agency for entrepreneurship and 

foreign investment - Ljublana,
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Business transfer in Europe : what is at stake

• According to the European Commission, 1/3 of 
EU entrepreneurs will withdraw within the next 10 
years, which represents

• 690 000 transfers per year
• 2,8 million jobs per year
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Estimated number of businesses to 
be transferred within 10 years

• Austria
• Finland
• France
• Germany
• Italy
• Netherlands
• UK
• Sweden

• 23% of total
• 60 000
• 700 000
• 700 000
• 500 000
• 80 000
• 33% of total
• 50 000
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The European survey about 
business transfer

406 « former buyers »
478 « future buyers »
413 « future sellers »



8

• Main results for the « future sellers »
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What are the reasons for 
planning a sale/transfer

19%

27%

29%

37%

40%

67%

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

to buy another company

to change the activity sector

Economic situation

To get the investment back

For the development of my company

Retirement

Future sellers
European average
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Who would you prefer to take over 
your business ?Future sellers

European average

WelcomeVery welcome

14%

21%

32%

45%

31%

17%

29%

25%

14%

28%

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100
%

An investment company (risk capital)

A member of your staff

A new individual entrepreneur

A member of your family

Another company
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The share of family transfer by 
countryFormer buyers

European average

Take over to another member
of the family

Take over to 
parents

67%
43%

2%
70%

4%
45%

12%
35%

7%
7%

5%
10%

4%
18%

12%
9%

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

Austria
Germany

France
Italy

Lituania
Poland

Slovenia
European average
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Whom did you or do you intend to 
contact to search for a successor? 

25%
38%

44%
46%
48%

51%
53%

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

real estate agents

Banks

Lawyers

Chambers of Commerce

Professional associations

Private consultants

Accountants

Future sellers
European average
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Which qualification do you find to 
be important for the success of 
your successor? 

Future sellers
European average

18%

19%

21%

32%

45%

47%

57%

71%

8%

27%

38%

49%

47%

45%

37%

23%

0% 15% 30% 45% 60% 75% 90% 105%

international experience
Language skills

Social competence

Financial reserves
Professional/vocational experience

Experience in company management

Commercial knwledge/experience
Knowledge of the activity sector/branch

very important important
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What are the crucial points and 
difficulties for the project of 
selling your company? 

Future sellers
European average

4%

7%

10%

14%

11%

12%

13%

38%

12%

26%

26%

25%

30%

38%

39%

38%

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100
%

Family problems
Administrative aspects

Legal aspects
Fiscal aspects

Own future income
To evaluate the right price of my company

To find the appropriate support
To find the right buyer

very difficult difficult
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• Main results for the « former buyers »
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Activity sectors of the companies
taken over

28%

14%
10%

35%

13%

production

Services to companies

Services to individuals

Retail shops

construction

tourism

Former buyers
European average
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Staff of the companies taken
over

4%

60%

27%

6%
3%

0

1 - 9

10 - 49

50 - 250

plus de 250

Former buyers
European average
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Date of creation of the companies
taken over

28%

30%

23%

10%
8%

1995-2005

1984-1994

1963-1983

1941-1962

avant 1941

Former buyers
European average
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What are the reasons to take over 
instead of creating your own
business?

36%

48%

48%

54%

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100
%

creation is too complicated

Company take over is less risky

transfer within the family

to invest in a company which already proved
successfull

Former buyers
European average
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Why take over instead of creating a new 
business: results by countryFormer buyers

European average
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Start up a new business or take 
over?

• According to Flash Eurobarometer
2004
• 53 % of European citizens would 

prefer set up a new company rather 
than take over an existing one

• 29 % would prefer take over a 
business
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Whom did you contact in order to 
find a company to take over

10%

22%

23%

24%

33%

42%

42%

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

real estate agents

Banks

Chambers

Private consultants

Professional association

Lawyers

Accountants

utilisation

Former buyers
European average
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What were your sources for 
financing the take over? 

Repreneurs 
moyenne européene

1,2%

2,9%

15,3%

11,0%

16,8%

0,7%

8,3%

16,8%

49,0%

54,4%

0,0% 10,0% 20,0% 30,0% 40,0% 50,0% 60,0% 70,0% 80,0% 90,0% 100,0
%

Risk capital

public support (subventions)

Private loans

Bank loans

Self financed

10 à 30% > 30%

Former buyers
European average
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Bank loans : differences between
countries

Former buyers
European average
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Which support did you use during the 
take over process?

18%

32%

36%

44%

65%

82%

0% 10% 20% 30% 40% 50% 60% 70% 80% 90%

Government services

Chambers

private consultants

Banks

Lawyers

Accountants

utilisation

Former buyers
European average
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Main difficulties during the take
over process

7%
3%
2%

7%
10%
9%

18%
16%

9%
13%

8%
14%
16%

28%
26%
29%

25%
30%

38%
36%

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

Conflicts with the predecessor
staff acceptance

Client acceptance
Administrative aspects

reorganizing the company
Legal aspects

Find a suitable company
Fiscal aspects

Fix the company's value
Financing the purchase price

Very difficult difficult

Former buyers
European average
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Which support would be helpfull?

11%
11%

24%
14%
16%

13%
16%
20%

26%
37%

48%

34%
36%

29%
37%
35%
40%

39%
41%

42%
36%

38%

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100
%

Exchange with others - buyers club"
Spcial training for buyers

Internet databases
Matchmaking events between buyers and sellers

One stop shop
Information about best practices

Moderator between buyer and seller
Support services after the take over

Independant evaluation of the company
consulting services for access to finance

consulting services regarding legal and administrative aspects

Very usefull usefull

Former buyers
European average
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