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What to Expect from an Intermediary

There are certain basic items that are considered rudimentary 

for intermediaries to provide to any buyer. An intermediary 

should provide the following information:

 � ownership breakdown

 � product brochures

 � company specific information such as M&E and real estate 

appraisals

 � financials for past five years

 � line item list of add-backs

 � unique factors such as financing arrangements, contracts, 

family employees, patents, and environmental problems.  

Other unique factors would be factoring of receivables or 

capital leases.

In addition, a buyer should expect the following from a sell-side 

intermediary: 

 � Communicate the seller’s goal upfront to save a lot of 

time such as whether the seller is flexible on the terms 

or whether the transaction must be an all cash deal or 

whether it must be a stock versus an assets transaction.

 � Provide an overview of the company, preferably a well-

organized and well-documented selling memorandum.

 � Educate the owner on the sale process.

 � Be helpful and pleasant.

Finally, a buyer should expect the following from a buy-side 

intermediary:

 � Be knowledgeable about the buyer.

 � Communicate the buyer’s goal.

 � Gather information.

 � Facilitate meetings between buyer and seller.

 � Be respectful.

Summary

When looking for an intermediary, you want to find one who 

will stay focused on the positives; listen and learn and take 

notes; provide solutions that match your goal; facilitate the 

transaction; and manage your expectations.

It is also important to find an intermediary you are 

comfortable working with and communicating with. 

Following are some questions to ask yourself when 

considering an intermediary:

 � Will you be able to honestly share information with him 

or her including your goals and expectations, financial 

information, questions and concerns?

 �  Do you feel like the intermediary hears and 

understands you? 

 � Is the intermediary someone you trust?
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