
THE SELLING PROCESS FLOW CHART 
 
Phase I – Planning the Sale 

 
Seller Interview 

and assessment, 
business  

and personal 

 
Information 
collection 
(continues 

through 
 closing) 

 

 
Recast  

financials  
(SDE or 
EBITDA) 

 
Valuations  

report 
(opinion of 

value) 

 
Preliminary 

Marketing Plan 

 
Listing 

Agreement 

 
Prepare Offering 
Memorandum ** 
and Executive 

Summary 

 
Phase II – Buyer Search 

 
Implement buyer 

search  
 

 
Obtain buyer 

NDA and profile 
 

 
Present 

executive 
summary 

 
Screen 

responses & 
determine 

interest 

 
Qualify the buyer 
(financials and 

skills) 

 
Present offering 
memorandum 

a/k/a CBR 

 
Meet with seller 
to discuss buyer 

qualifications 

 
Phase III – Advance the Deal 

 
Initial buyer-

seller meeting   
 

may be off site 
 

 
Determine buyer 

interest 
 

 
 Site tour 

 
Preliminary 
negotiations 

 
Gut check – both 

parties 

 
Letter of Intent 
(larger deals) 

 

 
Coordinate due 

diligence 

 
Phase IV – Work Toward Closing 

 
Preliminary 

purchase offer 
with 

contingencies 
 

 
Loan application 

preparation 
 

 
Navigate Issues 
& Contingencies 

 
Definitive 
Purchase 

Agreement 

 
Clear all 

contingencies 

 
Review final 
documents 

 
Closing 

** Industry outlook, company potential and strengths, market conditions, market opportunities, 

financial statement summaries, organizational structure, products, technology, patents 


