
Initial buyer inquiries

Meet with buyer

Review general information 
about businesses that interest 

buyer

If retail, confidential buyer 
visit

Arrange buyer/seller meeting 
through broker

Make contingent offer

If making offer

Contingent offer negotiated 
and signed by buyer and seller; 

earnest money deposited

Due diligence period

Closing

Training and transition period

Main Street Business Purchase Process

Buyer completes buyers questionnaire and provides summary 
financial information.
Buyer signs Confidentiality Agreement and NDA for business of 
interest.

•

•

Buyer receives Confidential Business Profile.
Buyer receives summary financial data.

•
•

Buyer provides Net Worth Statement prior to buyer/seller meeting.
Buyer receives signed SDE statement after buyer/seller meeting with 
seller’s permission.

•
•

Tax returns (3 years)
P&L/Balance sheets (3 years) 
+ Interim
Leases to be assumed
Sales tax reports
Receivables aging
Seller disclosures
Liabilities to be assumed

•
•

•
•
•
•
•

Customer concentration report
Certificate of good standing
Contingency removal
Buyer disclosures to seller
Buyer credit report to seller
Buyer’s detailed financials      
(if seller financing involved)

•
•
•
•
•
•

Customer lists
Vendor lists
Lease assignment
Non-compete agreement

•
•
•
•

Title to assets
Other information and 
documents required to effect 
closing

•
•

All offers are contingent upon buyer’s review and approval of due 
diligence results at the sole judgement of the buyer.

If at any point the buyer or seller terminates the process, buyer must return all information 
to Sunbelt.  Refer to Confidentiality Agreement for specific requirements.  Above information 

is provided by the seller.  Sunbelt makes no representation or warranty as to the accuracy, 
completeness, or reasonableness of this information.  Seek independent verification of all data.
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