
1. Deciding When to Sell

2. Preparing for the Sale

3. Estimating Value and Price

4. The Search for Buyers

(i) Identifying Prospective Buyers

(ii) Qualifying Prospective Buyers

(iii) Initial Buyer Contact

5. Preliminary Due Diligence

(i) The Confidential Information Memorandum

(ii) Initial Buyer Meetings

(iii) Other Information and Procedures

6. Deal Structuring

7. Negotiations

(i) Preparing for Negotiations

(ii) Negotiating Strategies and Tactics

(iii) The Letter of Intent

8. Closing

(i) Detailed Due Diligence

(ii) The Purchase Agreement

(iii) Final Closing

Planning 

Phase
Execution Phase

THE PRIVATE COMPANY SALE PROCESS: AN INTEGRATED VIEWPOINT

CloseAgreed LOISigned NDA



8.

Closing

7. Negotiations

6. Deal Structuring

5. Preliminary Due Diligence

4. The Search for Buyers

THE EFFECTIVE AUCTION:

THE FOUNDATION FOR VALUE ENHANCEMENT REALIZATION

The Purchase Agreement

Detailed Due Diligence Maintain negotiating position to crystallize the 

value enhancement created throughout the 

sale process

COMPONENTS KEYS TO VALUE ENHANCEMENT

Negotiating Strategies and Tactics

Preparing for Negotiations
Secure a comprehensive letter of intent that 

offers the best value to the business owner

Final Closing

Qualifying Prospective Buyers

Identiying Prospective Buyers

Other Information

The Letter of Intent

Shares vs. Net Assets

Attract a sufficient number of qualified buyers 

to establish the platform for the effective 

auction

Control the flow of information to increase the 

perceived value of the company among 

buyers

Evaluate each proposal based on its risk-

reward parameters and income tax efficiency

Initial Buyer Contact

Confidential Information Memorandum

The Management Contact

Forms and Terms of Payment

Initial Buyer Contact


