THE SELLING PROCESS FLOW CHART

Phase | — Planning the Sale
Seller Interview Information Recast Valuations Preliminary Listing Prepare Offering
and assessment, collection financials report Marketing Plan Agreement Memorandum **
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Phase Il — Buyer Search
Implement buyer Obtain buyer Present Screen Qualify the buyer | Present offering | Meet with seller
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Phase Il — Advance the Deal
Initial buyer- Determine buyer Site tour Preliminary Gut check — both | Letter of Intent Coordinate due
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may be off site
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** Industry outlook, company potential and strengths, market conditions, market opportunities,
financial statement summaries, organizational structure, products, technology, patents
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