Sell Your Business in 90 Days - A Blueprint

Negotiate

If you feel comfortable, you can negotiate
many of the key deal points yourself. Many
buyers find that negotiating a two-page
letter of Intent covering the price, payment
terms, non-compete, and other significant
deal points can be done without the
complication of attorneys.

Attract buyer prospects

Potential buyers can come from
existing partners/ vendors/customers,
business brokers, online portals (e.g.
bizbuysell.com), attorneys, venture
firms, friends, or employees.

Get Legal

Once you have an agreement to
agree (LOI), get an experience exit
attorney. An experience

Receive an offer (LOI)

Pre-listing prep
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non-competition agreement,
work for the buyer for a while,
and have 15% or more of the
deal paid over time.




