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SELLER STEPS
A BREAKDOWN

You’ve listed your practice with us! Now what?

Step 1: The first thing we do is create your marketing materials. We advertise on our website as well
as many other online platforms, most of which are dedicated to selling businesses. We also utilize
direct mail, mail and in-person advertising, along with direct contact to the many interested Buyers
we have on file throughout California.

Creating your Practice Profile may result in requesting additional information or a little more detail on items
we need to break out. The quicker you can get the answers for us, the quicker we can get your practice in
front of potential Buyers.

Communication is very important during the entire process. We utilize email as a main form of
communication. If you don't like email or don’t check your emails every day, please let us know so we can
be sure to follow up with you via phone or text instead.

Step 2: We’ve piqued interest and getting ready to schedule calls between you and potential Buyers!

Introductions. We try to make these introductions as simple as possible for you, so please let us know if you
have any preferences to days or times for scheduling. Also let us know if you plan to be on vacation or
unavailable so we can work around this. Most calls last around 30-45 minutes. Making yourself as available
as possible will aid in finding a great Buyer.

Buyers. We try to send you a little bit of background information on each Buyer. This is just for you to review
and help you prepare for your call. You are welcome to do your own research, but we caution against making
advanced judgements based on a Google search. We ask that you be open to speaking to any and all Buyers
that we feel would be a good fit for your firm. Like clients, Buyer's come in all shapes and sizes, and you never
know who you will hit it off with!

These initial calls are an introduction to see if you and the Buyer are on the same page. We do our best to
vet potential Buyers, but we can't ask everything. Don't be afraid to ask the Buyer about their ability to
perform the kind of work you do. Not everyone knows how (or likes/wants) to do Trusts, Non-Profits or
multiple 1031 exchanges. If you focus on specific service lines in your business, we will make sure that is
known to the Buyer but be sure you talk about those types of services in this first meeting too. While this is
not a time to discuss pricing and terms, it is the time to point out what kind of knowledge will be needed to
get the work done.

Once a phone call or Zoom meeting is scheduled, you will receive a calendar invitation with details including
date, time, and phone number to call in on. Since we have multiple conference lines, it is important to make
sure you are calling the correct number! Please take note of the phone number ahead of time and be aware
that it may change from call to call.
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Someone from our office will join you on the initial call to help guide the conversation and give you an idea
of what to discuss. Depending on your comfort level while speaking with Buyers, as well as our availability,
we will try to be on as many calls as we can. Unfortunately, we can’t be on every call, but we will always
follow up to get your thoughts and initial impression of the Buyer. We believe in you and know you can do
these calls on your own! However, if you feel like the calls are not going well, let us know and we can put
someone back on the calls to help guide things.

If the call goes well and you’d like to move forward, we will follow-up with the Buyer on submitting a Letter
of Intent (LOI). Once you accept an LOI, due diligence can begin and you’re one step closer to selling your
practice!

Step 3: You have received an offer! (aka Letter of Intent or LOI)

Offer. We are obligated to present all offers that come our way. Some are good, and some are not. If you
liked the Buyer, but maybe not their offer, let’s submit a counteroffer! It will either work out or it won’t. The
point of an LOI is to make sure you and the Buyer are on the same page in regard to the basic terms, before
getting into the nitty-gritty of things.

We are happy to go over the offer with you on the phone. We will always send it to you first for review, that
way you can think about it and gather your thoughts before we discuss things together. If you have questions
or need clarification on anything, let us know and we will contact the Buyer to find out.

You may receive offers from Buyers that you didn’t necessarily care for during your call. Don’t discount these
offers! If you like their offer, maybe have another call with the Buyer to find out if the first impression was
just jitters. Meeting in person is also a great way to get a follow up impression of someone.

We understand that sometimes the offer just isn’t going to get to where you want it. No problem! We move
on! It can sometimes take a while to find the right person and there is nothing wrong with that!

Many Sellers like a face-to-face meeting before accepting an offer. This can help you further determine the
Buyer’s professionalism and if they are someone who will work well with your clients. On the other hand,
some Buyers prefer to meet with the Seller prior to submitting an LOI for these same reasons. If you are on
the fence about accepting an offer, let us know and we can have a face-to-face meeting set up! Every practice
is different, and we will always be here to help you navigate your options.
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Step 4: Offer accepted! Now that you’ve accepted an offer, the fun begins! Disclosures, Due Diligence,
signing of Contracts...

A vast majority of documents will be completed via Adobe Sign from here on out. The email address that
you gave us will be the one that is used to send pretty much everything. If you need to change your email
address, please tell us immediately. Do not give us your junk email address, or the one you never check, we
promise to never send spam. We don’t like spam and imagine you don’t either.

Disclosures will be sent out once the LOI has been signed by both parties. This will include Seller and Buyer
Disclosures, an additional NDA for Due Diligence purposes, a contact information sheet as well as other
various informational forms that our office will need. There will be an email with instructions, please don’t
hesitate to ask us any questions. This process can seem overwhelming, but | promise, once you get going, it
doesn’t take as long as it looks! All of this must be completed by both you and the Buyer before Due Diligence
begins.

Due Diligence can begin once the Disclosures have been completed and the Buyer has submitted their Good
Faith Deposit to Escrow. We are not able to provide a due diligence list to either party. However, during due
diligence you can request anything from the buyer that will make you comfortable selling to them. This can
include things that show their experience, ability to pay the loan, personality, and likelihood of them
retaining clients, etc. This may include items like a personal and/or business financial statement, current
credit report, looking at a few complex returns the Buyer has personally filed, and simply talking to the buyer
and discussing certain tax situations, etc. The Buyer’s Due Diligence will include items that prove the stated
income and clients are real. These items usually include things like tax returns, financials, reviewing a few
complex returns, browsing the client list, invoices, etc. The full client list is never provided to the Buyer until
closing. Due Diligence only allows for the review of the data in a controlled environment like the Seller’s
office.

Contract signing! Unless you and the Buyer decide on doing your own contract, we will begin working on the
Asset Purchase Agreement (or APA) as soon as possible, usually once you begin Due Diligence. The first draft
will be sent to both you and the Buyer for review. This is the time to have your attorney review and request
any changes. The same will go for the Buyer. Any changes will need to be proposed and agreed upon by both
parties in writing. This is normally done via email, so everyone has a copy of the ongoing dialog.

It is especially important to not drag out the APA process. We do not prepare the contact for a “sign and
close” type of transaction. All Purchase Agreements contain contingencies for due diligence, lending, escrow,
and any other terms agreed to in the LOI. These timelines will keep the sale moving forward. If the contract
isn’t signed, there is nothing keeping everyone contractually involved and motivated. Ideally, the APA is
signed at least 30 days prior to closing.

Step 5: Final stages. You’re in the final days before closing!
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