
Initial Meeting
Present Opinion

 of Value
Prepare to Go

to Market

Execute
Marketing
Strategy

Select Buyer 
and Execute LOI

Complete Due 
Diligence and 

Negotiate 
Agreements

Execute Purchase 
Agreement and 

Funds Wired

A
C

T
IV

IT
IE

S
D

E
L

IV
E

R
A

B
L

E
S

Business Owner 
provides Seapoint 

qualitative and 
quantitative 

information about 
business

Business Owner 
provides Seapoint 

sufficient information 
for Seapoint to provide 

an Opinion of Value

Seapoint presents 
Opinion of Value, 
communicating 
probable value 

range and terms

Business owner 
decides to move 

forward with selling 
business or take 

steps to improve the 
valuation

Seapoint works with 
Business Owner and 

other Trusted Advisors 
(CPA/CFO/Corp. 

Attorney) to develop 
marketing materials 

and prepare data room

•	 Reviewed/Audited 
GAAP Financials 

•	 CIM/Teaser
•	 Data Room
•	 Marketing Strategy
•	 Quality of Earnings
•	 Target Buyer List

Seapoint markets 
business to 

Target Buyers and 
provides materials 
to Buyers who have 

executed NDAs
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OUR 7 STEP SIDE-SELL M&A PROCESS

•	 Executed NDAs
•	 Initial Offers from 

Buyers (IOI/LOI)
•	 Buyer Tracking 

Tool

Seapoint facilitates 
meetings between 

Business Owner and 
top Potential Buyers 
and negotiates Letter 

of Intent (LOI)

•	 Signed Letter 
of Intent with 
Selected Party

Seapoint facilitates 
due diligence 

working closely with 
Seller’s CFO, CPA 

and Corp. Attorney; 
Buyer prepares 

purchase agreement 
and ancillary 
documents

•	 Buyer completes 
Due Diligence

•	 Buyer presents 
Purchase 
Agreement 

All documents 
executed by Buyer 
and Seller; funds 

transferred

•	 Agreements 
executed

•	 Buyer wires funds 
to Seller’s bank 
account


