
Buying a Business Overview
Finding a Business
· Get the financial house in order

· Consolidate/pay off debt

· Limit expenses

· Consult a financial advisor

· Begin assembling an experienced team of advisors

· Accountant

· Attorney

· Lenders
· Valuation Specialist

· Create a portfolio to sell yourself

· To the seller and lenders – financial information and background
· To private equity (different process than below often)
· Contact potential lenders to determine business you can afford

· Researching types of businesses

· Industry

· Franchise?

· Hire a buy side broker/intermediary?
· Focus on an industry

· May get faster results and reach sellers not willing to talk with buyers
· Generally limited to one broker at a time

· Negotiate the broker agreement

· Find potential businesses
· Attend MBBI meetings and seminars to network

· Broker referrals

· Websites

· Newspapers

· Word of mouth

· Cold call businesses you are interested in

· Contact franchisors

Once you found the business

· Get financial and other information from Seller

· Usually requires a confidentiality or non-disclosure agreement (NDA)

· Negotiate the NDA carefully with attorney so you don’t limit future options

· Review financials to determine if this is the right one to proceed forward

· Discuss how to structure the deal with attorney and/or accountant

· Draft Term Sheet or Letter of Intent setting forth basics of the deal – this often changes
· Begin Due Diligence

· Financial

· Operational

· Legal

· Work on finalizing financing
· Work on Purchase Agreement and Ancillary Agreements

· Closing 
· Post - Closing
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