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SCALE for SALE - 

How to Build a Business and sell it for Millions 

Synopsis  

'Are you sure we should be selling the Golden Goose? Asked Peter, a 

non-executive director, and shareholder. The board had just received a 

revised offer for our business - we would become millionaires! Just 

over a decade later, it was déjà vu. I was now presiding over another 

high growth, high margin business. A giant American corporation 

interested in acquiring our company had put a proposal on the table. 

'That is a life-changing amount of money Mark but is this the time to be 

selling?' asked Mike, a retired former blue-chip CEO, now a non-

executive advisor and mentor. 

Building a thriving business often involves some luck as well as 

requiring hard work, focus and determination. It also means getting 

some of the simple but critical things right. Few people have 

successfully repeated the process. I have. Though I am no genius, had 

a modest upbringing and went to a state comprehensive school.  

By reading this book, you will discover that anyone choosing to be an 

entrepreneur can become a multi-millionaire with the right mindset, 

know-how, and approach. 

This book encapsulates some of the key learnings from my experience 

through various ventures, not all successful. I show you methods I 

found work to propel a business from the start-up phase through 

scaling up, preparing for sale, and then eventually how to approach 

your exit. In other words, how to progress from an initial fledgling firm 

through to putting that multi-million-pound cheque in the bank.  

Written by somebody who has been there, done it and had repeated 

success, this book focuses on those who have started a new company 

and are now ready to scale. It is also, I hope, helpful to all those 

budding entrepreneurs out there, undecided about the next step and 

thirsting for inspiration. 

 

Mark Harrison, February 2021  
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