BUSINESS ADVISORY

INTRODUCTION TO BUYER:

Establishing a connection with potential buyers is crucial for initiating the sales process. This involves introducing the dealership to
prospective buyers in a compelling and engaging manner.

Highlighting the unique selling points of the dealership, such as its reputation, customer service, inventory selection, and any special
promotions or incentives.

Building rapport with buyers by understanding their needs, preferences, and budgetary constraints.

Providing a welcoming and informative environment during showroom visits or virtual interactions, ensuring that buyers feel valued
and confident in their decision-making process.

FULL SALE PROCESS:

. IM
Preparation
& Going to
Market:

Crafting a comprehensive Information Memorandum (IM) that effectively showcases the dealership’s
financial performance, operational capabilities, market positioning, and growth potential.

Conducting thorough market research to determine the optimal timing and pricing strategy for listing the
dealership.

Leveraging various marketing channels, including online platforms, industry networks, and targeted
advertising, to promote the dealership to potential buyers.

Il. Screen to
Heads of
Agreement
(HOA):

Screening potential buyers to ensure they are financially qualified and have genuine interest in acquiring the
dealership.

Facilitating negotiations between the seller and prospective buyers to reach mutually beneficial terms,
including price, payment structure, and any contingencies.

Drafting and finalizing a Heads of Agreement (HOA) that outlines the key terms and conditions of the sale,
providing a framework for due diligence and the subsequent contract negotiation process.

lll. Contract
of Sale:

Collaborating with legal advisors to draft a comprehensive Contract of Sale that encompasses all relevant
terms, conditions, warranties, and representations.

Ensuring compliance with regulatory requirements and industry standards, mitigating potential risks and
liabilities for both parties.

Facilitating the negotiation and execution of the Contract of Sale, addressing any outstanding issues or
concerns to finalize the transaction.

IV. Settlement:

Facilitating a smooth and seamless settlement process to finalize the transfer of ownership and complete
the sale transaction.

Coordinating with relevant stakeholders, including legal representatives, financial institutions, and regulatory
authorities, to ensure all necessary documentation and payments are processed accurately and efficiently.

Providing ongoing support and assistance to both the seller and buyer during the transition period,
addressing any post-sale issues or inquiries to facilitate a successful handover.

Celebrating the successful completion of the sale and expressing gratitude to all parties involved, fostering
positive relationships and potential future opportunities for collaboration.

By meticulously guiding clients through each stage of the sales process, we ensure a transparent, efficient, and ultimately successful
experience for all parties involved.
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