
BUSINESS BROKERAGE 

 

 

 

 

 
A business broker is typically a firm that mediates in the sale and purchase of  
companies. It provides a helping hand to those who want to buy or sell their 
business in confidentiality. 
 
 

 

The Business Brokerage Process 
 
 

Seller Organizes 
Financial 

Information and 
Reasons for Selling 

Meet with Broker to 
Discuss Objectives 

Provide Materials 
Needed to Value 

the Business 

Recast / Normalize 
Financials 

Prepare & Present 
Valuation Report 

Execute 
Representation 

Agreements 

Complete Company 
Checklist & 

Questionnaire 

Engage Third-Party 
Valuation Firm 
(if appropriate) 

Determine Asking 
Price 

Draft Business 
Profile 

Client to Approve 
Profile & Internet 

Ad 

Complete Business 
Profile 

Develop the 
Marketing Strategy 

Develop Business 
Summary 

Market the Business 
(Internet, Ads, etc.) 

Receive Non-
Disclosure 

Documents  from 
Interested Buyers 

Buyers Interviewed 
and Pre-Screened 

Tour Business & 
Provide Additional 

Information 

Receive Offers & 
Earnest Money 

from Buyers 

Begin Negotiations 
& Counter or Reject 

Offers 

Accept Offer & 
Prepare for Due 

Diligence 

Respond to 
Information 

Requests 

Identify Financing 
Sources 

Remove 
Contingencies & 
Obtain Financial 

Approvals 

Resolve Remaining 
Contingencies 

Review Closing 
Documents 

Schedule Close 

Allocation of 
Purchase Price 

Finalize Items to be 
Transferred 

Sign Documents & 
Transfer Funds 

Retain Broker Value & Profile 
 the Business 

Market Business 
& Find Buyers 

Offers & 
Due Diligence 

Escrow & 
Closing 

Listing 
Agreement  Congratulations Asking Price 

& Profile 
Serious 
Buyer 

Acceptable 
Offer 


