	EXIT ROADMAP
Strategic Business Exit Planning Template
Phase 1: Readiness  ·  Phase 2: Preparation  ·  Phase 3: Go-to-Market  ·  Phase 4: Negotiation  ·  Phase 5: Due Diligence  ·  Phase 6: Close  ·  Phase 7: Transition



	  00  BUSINESS & OWNER INFORMATION  —  Baseline Profile for Exit Planning



	Business Name
	Legal entity name
	Date Prepared
	MM / DD / YYYY

	Industry / Sector
	e.g., SaaS, Healthcare, Manufacturing
	Prepared By
	Name & Title

	Annual Revenue (TTM)
	$
	EBITDA (TTM)
	$

	Years in Business
	Years
	Number of Employees
	FTEs

	Business Structure
	e.g., LLC, S-Corp, C-Corp
	Fiscal Year End
	MM / YYYY

	Owner Name(s)
	
	Owner Equity %
	%

	Target Exit Date
	MM / YYYY  (estimated)
	Exit Type Considered
	e.g., Strategic Sale, PE, ESOP, MBO



	  Owner Exit Goals & Personal Objectives



	Objective Category
	Owner's Stated Goal / Target
	Priority (High / Med / Low)

	Minimum Net Proceeds
	e.g., $X million after tax
	

	Transaction Timeline
	e.g., Close within 18 months
	

	Post-Close Role
	e.g., Retire / Consult / Stay on 2 years
	

	Employee Retention
	e.g., All key staff retained for 12+ months
	

	Business Legacy
	e.g., Brand preserved / Culture maintained
	




	PHASE 1
	EXIT READINESS ASSESSMENT
	⏱  1–3 Months Before Launch

	  Evaluate the business's current state across financial, operational, legal, and personal dimensions to identify gaps that must be addressed before going to market.



	  Phase 1A  |  Financial Readiness Checklist



	#
	Task / Requirement
	Status
	Notes / Owner

	1
	3 years of audited or reviewed financial statements prepared
	☐ Complete  ☐ In Progress  ☐ Not Started
	Assign to: CPA / CFO

	2
	Current year YTD financials (P&L, Balance Sheet, Cash Flow)
	☐ Complete  ☐ In Progress  ☐ Not Started
	

	3
	EBITDA recast / normalization completed (owner add-backs identified)
	☐ Complete  ☐ In Progress  ☐ Not Started
	

	4
	Revenue by customer, product, and channel (trailing 3 years)
	☐ Complete  ☐ In Progress  ☐ Not Started
	

	5
	Accounts receivable aging report — clean and current
	☐ Complete  ☐ In Progress  ☐ Not Started
	

	6
	Debt schedule and capital structure summary prepared
	☐ Complete  ☐ In Progress  ☐ Not Started
	

	7
	Working capital baseline calculated (12-month average)
	☐ Complete  ☐ In Progress  ☐ Not Started
	

	8
	Tax returns (3 years) organized and reconciled to financials
	☐ Complete  ☐ In Progress  ☐ Not Started
	

	9
	Financial projections (3–5 year model) prepared with assumptions
	☐ Complete  ☐ In Progress  ☐ Not Started
	

	10
	Any off-balance-sheet liabilities identified and disclosed
	☐ Complete  ☐ In Progress  ☐ Not Started
	



	  Phase 1B  |  Operational Readiness Checklist



	#
	Task / Requirement
	Status
	Notes / Owner

	1
	Organizational chart current and accurate
	☐ Complete  ☐ In Progress  ☐ Not Started
	

	2
	Key employee roles and responsibilities documented
	☐ Complete  ☐ In Progress  ☐ Not Started
	

	3
	Management team capable of running business without owner
	☐ Complete  ☐ In Progress  ☐ Not Started
	

	4
	Standard operating procedures (SOPs) documented for core processes
	☐ Complete  ☐ In Progress  ☐ Not Started
	

	5
	Customer contracts reviewed and organized (active list)
	☐ Complete  ☐ In Progress  ☐ Not Started
	

	6
	Supplier / vendor contracts reviewed and organized
	☐ Complete  ☐ In Progress  ☐ Not Started
	

	7
	Technology systems and IP inventory completed
	☐ Complete  ☐ In Progress  ☐ Not Started
	

	8
	Recurring revenue percentage calculated and documented
	☐ Complete  ☐ In Progress  ☐ Not Started
	

	9
	Customer concentration analysis prepared (top 10 customers)
	☐ Complete  ☐ In Progress  ☐ Not Started
	

	10
	Employee retention risk assessment completed
	☐ Complete  ☐ In Progress  ☐ Not Started
	



	  Phase 1C  |  Legal & Compliance Readiness Checklist



	#
	Task / Requirement
	Status
	Notes / Owner

	1
	Corporate records (minute books, cap table) current and organized
	☐ Complete  ☐ In Progress  ☐ Not Started
	

	2
	All business licenses and permits current and transferable
	☐ Complete  ☐ In Progress  ☐ Not Started
	

	3
	Intellectual property (trademarks, patents, copyrights) registered
	☐ Complete  ☐ In Progress  ☐ Not Started
	

	4
	Employment agreements and non-competes for key staff in place
	☐ Complete  ☐ In Progress  ☐ Not Started
	

	5
	No pending or threatened litigation (or disclosed and quantified)
	☐ Complete  ☐ In Progress  ☐ Not Started
	

	6
	Environmental compliance confirmed (if applicable)
	☐ Complete  ☐ In Progress  ☐ Not Started
	

	7
	Real estate leases reviewed — assignability confirmed
	☐ Complete  ☐ In Progress  ☐ Not Started
	

	8
	All tax obligations current (federal, state, payroll, sales tax)
	☐ Complete  ☐ In Progress  ☐ Not Started
	

	9
	Insurance policies reviewed and coverage confirmed adequate
	☐ Complete  ☐ In Progress  ☐ Not Started
	

	10
	Data privacy / cybersecurity compliance reviewed (GDPR, CCPA)
	☐ Complete  ☐ In Progress  ☐ Not Started
	



	  Phase 1D  |  Personal Readiness Assessment



	Readiness Dimension
	Current Status / Notes
	Action Required

	Financial / Retirement Planning
	Have you modeled post-exit financial needs with an advisor?
	

	Tax Planning
	Has a tax advisor reviewed exit structure for optimal treatment?
	

	Emotional Readiness
	Are you personally ready to exit and transition identity/purpose?
	

	Family Alignment
	Are family members/co-owners aligned on exit goals and timing?
	

	Post-Exit Plan
	Do you have a clear plan for your time, purpose, and activities?
	



	Total Items
30
	Complete
___
	In Progress
___
	Not Started
___




	PHASE 2
	BUSINESS PREPARATION & VALUE ENHANCEMENT
	⏱  6–24 Months Before Launch

	  Systematically address gaps identified in Phase 1 and implement value-building initiatives to maximize enterprise value before going to market.



	  Phase 2A  |  Value Enhancement Initiatives Tracker



	Initiative
	Value Driver Impacted
	Expected Impact
	Owner
	Start Date
	Target Complete

	Reduce owner dependency
	Owner Dependency
	High
	
	MM/YY
	MM/YY

	Diversify customer base
	Customer Concentration
	High
	
	MM/YY
	MM/YY

	Grow recurring revenue %
	Recurring Revenue
	High
	
	MM/YY
	MM/YY

	Improve gross margin
	Revenue Quality
	Medium
	
	MM/YY
	MM/YY

	Document SOPs / processes
	Operational
	Medium
	
	MM/YY
	MM/YY

	Strengthen management team
	Owner Dependency
	High
	
	MM/YY
	MM/YY

	Clean up balance sheet
	Financial
	Medium
	
	MM/YY
	MM/YY

	Resolve legal / compliance gaps
	Legal
	High
	
	MM/YY
	MM/YY

	Implement financial reporting
	Financial
	Medium
	
	MM/YY
	MM/YY

	Lock in key employee agreements
	Operational
	High
	
	MM/YY
	MM/YY



	  Phase 2B  |  Financial Performance Targets (Pre-Market)



	Financial Metric
	Current (TTM)
	Target (Go-to-Market)
	Gap / Action Required

	Annual Revenue
	$
	$
	

	EBITDA (Adjusted)
	$
	$
	

	EBITDA Margin %
	%
	%
	

	Gross Margin %
	%
	%
	

	Recurring Revenue %
	%
	%
	

	Revenue Growth Rate (YoY)
	%
	%
	

	Working Capital (Avg)
	$
	$
	




	PHASE 3
	DEAL TEAM ASSEMBLY & MARKET POSITIONING
	⏱  3–6 Months Before Launch

	  Assemble the advisory team, define the deal structure, establish valuation expectations, and develop the marketing narrative before approaching buyers.



	  Phase 3A  |  Advisory Team Roster



	Role
	Firm / Individual
	Contact Name
	Phone / Email
	Engagement Status

	M&A Advisor / Investment Banker
	
	
	
	☐ Engaged  ☐ Interviewing  ☐ Not Yet

	Transaction Attorney
	
	
	
	☐ Engaged  ☐ Interviewing  ☐ Not Yet

	CPA / Tax Advisor
	
	
	
	☐ Engaged  ☐ Interviewing  ☐ Not Yet

	Wealth / Financial Planner
	
	
	
	☐ Engaged  ☐ Interviewing  ☐ Not Yet

	Business Valuation Analyst
	
	
	
	☐ Engaged  ☐ Interviewing  ☐ Not Yet

	HR / Employee Benefits Advisor
	
	
	
	☐ Engaged  ☐ Interviewing  ☐ Not Yet

	Insurance Advisor
	
	
	
	☐ Engaged  ☐ Interviewing  ☐ Not Yet



	  Phase 3B  |  Valuation Expectations & Deal Structure



	Parameter
	Owner's Expectation / Target
	Advisor's Guidance

	Estimated Enterprise Value Range
	e.g., $X – $Y million
	

	EBITDA Multiple Expectation
	e.g., 5x – 7x EBITDA
	

	Preferred Deal Structure
	e.g., 100% cash at close
	

	Seller Note Willingness
	e.g., Up to 10% of deal
	

	Earnout Willingness
	e.g., Up to 15% over 2 years
	

	Equity Rollover Willingness
	e.g., 20% rollover with PE
	

	Asset Sale vs. Stock Sale
	e.g., Prefer stock sale
	

	Minimum Acceptable Net Proceeds
	$
	



	  Phase 3C  |  Buyer Universe & Target Profile



	Buyer Type
	Fit Assessment
	Pros
	Cons / Concerns

	Strategic / Corporate Buyer
	☐ Strong  ☐ Moderate  ☐ Weak
	Premium valuation; synergies; immediate close
	Cultural fit risk; employee concerns

	Private Equity (Control)
	☐ Strong  ☐ Moderate  ☐ Weak
	Speed; professionalism; growth capital
	Rollover required; management scrutiny

	Management Buyout (MBO)
	☐ Strong  ☐ Moderate  ☐ Weak
	Legacy preserved; smooth transition
	Financing risk; lower valuation

	ESOP
	☐ Strong  ☐ Moderate  ☐ Weak
	Tax advantages; employee ownership
	Complex structure; valuation limits




	PHASE 4
	GO-TO-MARKET & MARKETING MATERIALS
	⏱  Months 1–3 of Active Process

	  Prepare all marketing documents, launch the confidential sale process, qualify buyers, and manage initial outreach.



	  Phase 4A  |  Marketing Document Checklist



	#
	Task / Requirement
	Status
	Notes / Owner

	1
	Confidential Information Memorandum (CIM) drafted and approved
	☐ Complete  ☐ In Progress  ☐ Not Started
	

	2
	Executive Summary / Teaser (blind profile) prepared
	☐ Complete  ☐ In Progress  ☐ Not Started
	

	3
	Non-Disclosure Agreement (NDA) template finalized with counsel
	☐ Complete  ☐ In Progress  ☐ Not Started
	

	4
	Buyer target list compiled and tiered (Tier 1, 2, 3)
	☐ Complete  ☐ In Progress  ☐ Not Started
	

	5
	Virtual Data Room (VDR) set up and initial documents uploaded
	☐ Complete  ☐ In Progress  ☐ Not Started
	

	6
	Management presentation deck prepared
	☐ Complete  ☐ In Progress  ☐ Not Started
	

	7
	Financial model (3–5 year projections) finalized for distribution
	☐ Complete  ☐ In Progress  ☐ Not Started
	

	8
	Process letter and bid instructions drafted
	☐ Complete  ☐ In Progress  ☐ Not Started
	

	9
	Q&A process and communication protocol established
	☐ Complete  ☐ In Progress  ☐ Not Started
	

	10
	Confidentiality protocol for employees and customers established
	☐ Complete  ☐ In Progress  ☐ Not Started
	



	  Phase 4B  |  Buyer Outreach & Qualification Tracker



	Buyer Name
	Type
	NDA Signed
	CIM Sent
	Management Meeting
	IOI / LOI Status

	
	Strategic / PE / MBO
	☐ Yes  ☐ No
	☐ Yes  ☐ No
	MM/DD/YY
	☐ IOI  ☐ LOI  ☐ Pass

	
	Strategic / PE / MBO
	☐ Yes  ☐ No
	☐ Yes  ☐ No
	MM/DD/YY
	☐ IOI  ☐ LOI  ☐ Pass

	
	Strategic / PE / MBO
	☐ Yes  ☐ No
	☐ Yes  ☐ No
	MM/DD/YY
	☐ IOI  ☐ LOI  ☐ Pass

	
	Strategic / PE / MBO
	☐ Yes  ☐ No
	☐ Yes  ☐ No
	MM/DD/YY
	☐ IOI  ☐ LOI  ☐ Pass

	
	Strategic / PE / MBO
	☐ Yes  ☐ No
	☐ Yes  ☐ No
	MM/DD/YY
	☐ IOI  ☐ LOI  ☐ Pass

	
	Strategic / PE / MBO
	☐ Yes  ☐ No
	☐ Yes  ☐ No
	MM/DD/YY
	☐ IOI  ☐ LOI  ☐ Pass

	
	Strategic / PE / MBO
	☐ Yes  ☐ No
	☐ Yes  ☐ No
	MM/DD/YY
	☐ IOI  ☐ LOI  ☐ Pass

	
	Strategic / PE / MBO
	☐ Yes  ☐ No
	☐ Yes  ☐ No
	MM/DD/YY
	☐ IOI  ☐ LOI  ☐ Pass




	PHASE 5
	LETTER OF INTENT & NEGOTIATION
	⏱  Months 3–5 of Active Process

	  Evaluate and negotiate Letters of Intent (LOIs), select the preferred buyer, and agree on key deal terms before entering exclusivity.



	  Phase 5A  |  LOI Comparison Matrix



	Deal Term
	Buyer A
	Buyer B
	Buyer C

	Enterprise Value Offered
	
	
	

	Equity Value (net of debt)
	
	
	

	Cash at Close
	
	
	

	Seller Note (amount / terms)
	
	
	

	Earnout (amount / structure)
	
	
	

	Equity Rollover %
	
	
	

	Exclusivity Period Requested
	
	
	

	Due Diligence Period
	
	
	

	Proposed Close Date
	
	
	

	Key Conditions / Contingencies
	
	
	



	  Phase 5B  |  LOI Negotiation & Decision Log



	Issue / Term
	Buyer's Position
	Seller's Position
	Resolution / Outcome

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	




	PHASE 6
	DUE DILIGENCE MANAGEMENT
	⏱  Months 5–8 of Active Process

	  Manage the buyer's due diligence process efficiently, respond to information requests, and protect confidentiality while maintaining business momentum.



	  Phase 6A  |  Due Diligence Document Tracker



	#
	Document / Information Required
	Status
	Responsible Party

	1
	Financial statements (3 years + YTD) uploaded to VDR
	☐ Uploaded  ☐ Pending  ☐ Requested
	Finance

	2
	Tax returns (3 years, all entities) uploaded
	☐ Uploaded  ☐ Pending  ☐ Requested
	Finance

	3
	EBITDA bridge / normalization schedule provided
	☐ Uploaded  ☐ Pending  ☐ Requested
	Finance

	4
	Customer list with revenue by customer (3 years)
	☐ Uploaded  ☐ Pending  ☐ Requested
	Sales

	5
	All customer contracts uploaded (redacted as needed)
	☐ Uploaded  ☐ Pending  ☐ Requested
	Legal

	6
	Employee roster, org chart, compensation schedule
	☐ Uploaded  ☐ Pending  ☐ Requested
	HR

	7
	Key employee agreements (employment, non-compete, NDA)
	☐ Uploaded  ☐ Pending  ☐ Requested
	Legal

	8
	Supplier / vendor contracts uploaded
	☐ Uploaded  ☐ Pending  ☐ Requested
	Operations

	9
	IP documentation (trademarks, patents, licenses)
	☐ Uploaded  ☐ Pending  ☐ Requested
	Legal

	10
	Corporate records (articles, bylaws, cap table, minutes)
	☐ Uploaded  ☐ Pending  ☐ Requested
	Legal

	11
	Insurance policies and claims history
	☐ Uploaded  ☐ Pending  ☐ Requested
	Finance

	12
	Real estate leases and property documents
	☐ Uploaded  ☐ Pending  ☐ Requested
	Legal

	13
	Litigation history and any pending claims
	☐ Uploaded  ☐ Pending  ☐ Requested
	Legal

	14
	Technology / systems inventory and IT security documentation
	☐ Uploaded  ☐ Pending  ☐ Requested
	IT

	15
	Environmental reports (if applicable)
	☐ Uploaded  ☐ Pending  ☐ Requested
	Legal



	  Phase 6B  |  Due Diligence Issue Log



	Issue #
	Issue Description
	Severity
	Resolution / Response
	Status

	1
	
	High / Med / Low
	
	☐ Open  ☐ Resolved

	2
	
	High / Med / Low
	
	☐ Open  ☐ Resolved

	3
	
	High / Med / Low
	
	☐ Open  ☐ Resolved

	4
	
	High / Med / Low
	
	☐ Open  ☐ Resolved

	5
	
	High / Med / Low
	
	☐ Open  ☐ Resolved

	6
	
	High / Med / Low
	
	☐ Open  ☐ Resolved

	7
	
	High / Med / Low
	
	☐ Open  ☐ Resolved




	PHASE 7
	PURCHASE AGREEMENT & CLOSING
	⏱  Months 8–12 of Active Process

	  Negotiate the definitive purchase agreement, satisfy all closing conditions, and execute a clean, successful transaction close.



	  Phase 7A  |  Purchase Agreement Key Terms Tracker



	Term / Provision
	Agreed Position
	Notes / Open Items

	Final Purchase Price
	
	

	Working Capital Target & Peg
	
	

	Working Capital Adjustment Mechanism
	
	

	Representations & Warranties Scope
	
	

	Indemnification Caps & Baskets
	
	

	Escrow Amount & Duration
	
	

	Rep & Warranty Insurance
	
	

	Non-Compete Scope & Duration
	
	

	Transition Services Agreement
	
	

	Employment / Consulting Agreements
	
	

	Closing Conditions (all parties)
	
	

	Closing Date
	
	



	  Phase 7B  |  Pre-Closing Conditions Checklist



	#
	Pre-Closing Condition
	Status
	Responsible

	1
	All representations and warranties confirmed accurate as of close
	☐ Confirmed  ☐ Pending  ☐ Issue
	Legal

	2
	Regulatory / government approvals obtained (HSR, if applicable)
	☐ Confirmed  ☐ Pending  ☐ Issue
	Legal

	3
	Third-party consents obtained (leases, contracts, licenses)
	☐ Confirmed  ☐ Pending  ☐ Issue
	Legal

	4
	Financing confirmed and committed by buyer
	☐ Confirmed  ☐ Pending  ☐ Issue
	Finance

	5
	Escrow account established and funded
	☐ Confirmed  ☐ Pending  ☐ Issue
	Finance

	6
	Employment agreements for key staff executed
	☐ Confirmed  ☐ Pending  ☐ Issue
	HR

	7
	Non-compete agreements signed by owner and key personnel
	☐ Confirmed  ☐ Pending  ☐ Issue
	Legal

	8
	Final closing statement and wire instructions confirmed
	☐ Confirmed  ☐ Pending  ☐ Issue
	Finance

	9
	Board / shareholder approvals obtained
	☐ Confirmed  ☐ Pending  ☐ Issue
	Legal

	10
	All closing documents executed and delivered
	☐ Confirmed  ☐ Pending  ☐ Issue
	Legal




	PHASE 8
	POST-CLOSE TRANSITION & INTEGRATION
	⏱  Months 1–24 Post-Close

	  Execute the transition plan, fulfill post-close obligations, support the new owner's integration, and protect earnout or rollover equity value.



	  Phase 8A  |  Transition Services Plan



	Transition Activity
	Description
	Duration
	Seller Role
	Completion Date

	Customer Introductions
	Introduce buyer to key customers
	30–60 days
	Active
	

	Supplier Introductions
	Introduce buyer to key vendors/suppliers
	30–60 days
	Active
	

	Employee Transition
	Introduce team; address concerns
	30–90 days
	Active
	

	Operations Handover
	Transfer operational knowledge and SOPs
	60–90 days
	Active
	

	Financial Systems
	Transition accounting and reporting
	30–60 days
	Advisory
	

	Technology / IT Handover
	Transfer systems access and documentation
	30–60 days
	Advisory
	

	Consulting Period
	Ongoing advisory per TSA terms
	Per contract
	Consulting
	

	Earnout Monitoring
	Track earnout metrics per agreement
	Per contract
	Monitoring
	



	  Phase 8B  |  Post-Close Obligations Tracker



	Obligation
	Terms / Details
	Deadline / Duration
	Status

	Non-Compete Agreement
	Scope and geography per SPA
	Per contract
	☐ Active  ☐ Expired

	Non-Solicitation
	Employees and customers
	Per contract
	☐ Active  ☐ Expired

	Earnout Obligations
	Performance metrics and period
	Per contract
	☐ On Track  ☐ At Risk

	Escrow Release
	Indemnification escrow terms
	Per contract
	☐ Pending  ☐ Released

	Consulting Agreement
	Hours, rate, and duration
	Per contract
	☐ Active  ☐ Complete

	Seller Note Repayment
	Principal, interest, schedule
	Per contract
	☐ Current  ☐ Paid Off




	  09  MASTER EXIT TIMELINE  —  End-to-End Milestone Tracker



	Phase
	Milestone
	Target Date
	Actual Date
	Status

	Phase 1
	Financial statements prepared and organized
	
	
	☐ ✓  ☐ ○  ☐ ✗

	Phase 1
	Legal & compliance gaps identified and resolved
	
	
	☐ ✓  ☐ ○  ☐ ✗

	Phase 1
	Exit readiness assessment completed
	
	
	☐ ✓  ☐ ○  ☐ ✗

	Phase 2
	Value enhancement plan implemented
	
	
	☐ ✓  ☐ ○  ☐ ✗

	Phase 2
	Financial performance targets achieved
	
	
	☐ ✓  ☐ ○  ☐ ✗

	Phase 2
	Management team strengthened and documented
	
	
	☐ ✓  ☐ ○  ☐ ✗

	Phase 3
	Advisory team fully assembled and engaged
	
	
	☐ ✓  ☐ ○  ☐ ✗

	Phase 3
	Valuation range established; deal structure defined
	
	
	☐ ✓  ☐ ○  ☐ ✗

	Phase 3
	Buyer universe identified and tiered
	
	
	☐ ✓  ☐ ○  ☐ ✗

	Phase 4
	CIM and teaser completed and approved
	
	
	☐ ✓  ☐ ○  ☐ ✗

	Phase 4
	VDR launched; initial documents uploaded
	
	
	☐ ✓  ☐ ○  ☐ ✗

	Phase 4
	NDAs executed with qualified buyers
	
	
	☐ ✓  ☐ ○  ☐ ✗

	Phase 4
	Management presentations completed
	
	
	☐ ✓  ☐ ○  ☐ ✗

	Phase 5
	IOIs received and evaluated
	
	
	☐ ✓  ☐ ○  ☐ ✗

	Phase 5
	LOIs received and compared
	
	
	☐ ✓  ☐ ○  ☐ ✗

	Phase 5
	Preferred buyer selected; exclusivity signed
	
	
	☐ ✓  ☐ ○  ☐ ✗

	Phase 6
	Full due diligence VDR populated
	
	
	☐ ✓  ☐ ○  ☐ ✗

	Phase 6
	Due diligence issues resolved
	
	
	☐ ✓  ☐ ○  ☐ ✗

	Phase 6
	Quality of Earnings (QoE) report completed
	
	
	☐ ✓  ☐ ○  ☐ ✗

	Phase 7
	Definitive Purchase Agreement negotiated
	
	
	☐ ✓  ☐ ○  ☐ ✗

	Phase 7
	All pre-closing conditions satisfied
	
	
	☐ ✓  ☐ ○  ☐ ✗

	Phase 7
	TRANSACTION CLOSED — Proceeds Received
	
	
	☐ ✓  ☐ ○  ☐ ✗

	Phase 8
	Customer and employee introductions completed
	
	
	☐ ✓  ☐ ○  ☐ ✗

	Phase 8
	Transition services agreement fulfilled
	
	
	☐ ✓  ☐ ○  ☐ ✗

	Phase 8
	Earnout period commenced
	
	
	☐ ✓  ☐ ○  ☐ ✗

	Phase 8
	Escrow released
	
	
	☐ ✓  ☐ ○  ☐ ✗

	Phase 8
	Non-compete / consulting period complete
	
	
	☐ ✓  ☐ ○  ☐ ✗

	Phase 8
	Earnout period complete
	
	
	☐ ✓  ☐ ○  ☐ ✗

	Phase 8
	All post-close obligations fulfilled — EXIT COMPLETE
	
	
	☐ ✓  ☐ ○  ☐ ✗




	  10  ADVISOR NOTES & AUTHORIZATION  —  Final Sign-Off & Document Control



	  Strategic Notes & Overall Exit Readiness Assessment

	Provide overall assessment of exit readiness, key risks, recommended sequencing, and any strategic considerations for maximizing transaction value…
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