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s 
In-Depth Seller Questionnaire

To assist Capital in securing a buyer for my business, the following information is true and accurate and may be presented to all prospective buyers.

$
 ASKING PRICE             $
                   DOWN PAYMENT 

TYPE OF BUSINESS 


General & Background Information 

1. Business Name

2. Business Address

3. Business Phone Including Area Code

4. Owner’s(s) Name

5. Owner’s(s) Address

6. Owner’s(s) Phone Number


7. Corporation                                Partnership 
                 DBA     





8. In what year was the company founded? 

     Incorporated? 





9. In what year did present ownership take control? 




10. Year Business Started 




11. Are there affiliated companies included in this evaluation? 
Y
N



If yes, what is the relationship?


Company


Relationship


Founded & Incorporated

12. Current Owners


Name

Title


Active/Inactive

% Stock

13. Are there any branches involved in the evaluation?


Branch

Annual Sales


Location

Start Date

Do all these branches operate under the same name?

Y
N

14. Reason for Selling

15. What is seller going to do when business is sold?

16. Will seller sign a non-compete clause? 
Y
N


If so, for how long? 


 How many miles? 






17. Discuss, in brief, a chronological history of the significant happenings in the Company. Concentrate on motivations for starting the Company and events in the last five years.

18. What are the Company’s strengths and weaknesses? Strengths and weaknesses will be used to formulate assumptions/strategies.

Strengths (may or may not be what drives the Company)


Weaknesses or Opportunity for improvement

19. Gross Sales

19

 to 20 







19 

 to 20 







19 

 to 20 




20. Owner Salary

21. Net Profit

19

 to 20 







19 

 to 20 







19 

 to 20 




22. What are your days and hours of operation?

Day





Hours

Sunday








Monday








Tuesday








Wednesday








Thursday








Friday









Saturday








Franchise Information

1. How long is the current franchise agreement for and how much time remains?

_____________________________________________________________________________

2. What are the renewal and transfer fees?

3. What are the requirements of the new franchisee?

 




________________________________________________

______________________________________________________________________________

4. Please list the training requirements for a new franchisee and where the training will take place.

Employment Information

1. How many employees do you currently have? 







Number of full time 







Number of part time 





2. Do employees know business is for sale? 
Y
N

3. Who are the key employees (including stockholders and non-stockholders) in the firm? Are any related to the owner? What are their titles and duties? What are their salaries?

Employee Name     Relative
   Title/Position
     Duties
Salary

Hours Worked

4. Will key employees stay on with new owner?
Y
N

5. How are employees paid?

6. Union Shop? 
Y
N

7. If yes, which union? 







8. Name of Union Rep.

9. What is the expiration date of the agreement? 




10. Copy of contract on file? 
Y
N

11. Have you had any recent strikes? When? What happened?

12. Describe the labor market in your area (i.e. are employees for your business difficult to find? If the business should grow substantially, we need to know if sufficient personnel will be available to support growth.).

13. What is your average labor rate (above hourly salary paid to production workers)?

Products & Services

1. Give a detailed description of the Company’s principal products and services, including how they are used by consumers. Also, please provide specific literature, such as brochures, marketing materials, menus, etc., if available.

2. What percent of revenue does each service generate?



Services





Percent of Revenue

3. Has this service mix remained relatively stable over the last few years?    Y
N

If not, how has it changed and why?

Do you expect it to change in the future? How? Why?

4. Are you planning on adding any new services?

5. Why do customers purchase from you instead of your competitors? What makes your products/services different or better than your competitors? Try to determine (this is very important) "what drives the business.” What is the company's competitive advantage? How does the client know? How is it measured?

Pricing

1. What are your current prices (average or range) by service?

Service




Price














2. Compared to competitors, are your products/services considered:


High-priced? 







Mid-priced?   







Low-priced? 






3. How are your prices determined (e.g., what the market will bear, percent margins, cost plus, combination etc.)?

4. What term do you offer (including credit)?

5. At what average rate have your prices changed over the past five years?

6. At what rate so you expect them to change in the future? 






Why? 













Markets

1. What is the sales radius from each location?

2. What is the sales radius from your location or how big of an area do you draw customers from?

Areas (State, County, MSA, City)


% of Sales

3. Who uses your services and what customer type are they? What percent of sales does each generate?
Customer Type




% of Sales

4. Define/profile your above customer types (e.g., 18-25 year olds, households with incomes of $50,000 or more, etc.).

5. Do any customers generate 10% or more of total revenue? Which ones, and how long have they been a customer? What percentage of revenue do they generate?

Major Customers & Location 

% of Sales


How Long Customer

6. How many accounts do you have (please send customer list)? 



           


7. What is the breakdown of accounts by markets served?

Market




Number of Accounts

Sales

1. Is the business seasonal?
Y
N

2. What are the peak selling months?

3. What is the dollar value of an average sale? 






4. Are the majority of your sales one-time or repeat? Percentage of repeat?

   5. Do you have any inside or outside salespeople? 
Y
N

If yes, what type and how many? 

Type







How Many

6. How are these salespeople compensated?

7. What sales/promotional techniques do you currently utilize?

8. Catalogues/Brochures
How distributed (e.g., direct mail, salespeople etc.)?


How frequently updated?

Date of last update?          


                                                                                                                                                    

9. Advertising

Method (e.g., yellow pages, journal, radio, T.V., newspaper)?

Frequency?

10. Trade Shows (name of shows)? Exhibit?

How many per year?      






11. Direct Mail/Mail Order

Frequency?






Number of names on in-house lists?






Purchase lists?
 








12. Telemarketing

Frequency?











Sources of names?











13. Trade Directory Listings

Which Directories?











14. Other forms of advertising (e.g., store credit card, coupons, community service/public relations)?

15. What percent of sales is devoted to advertising and promotion? 






16. Discuss your Company's historical sales. What are the reasons behind major sales fluctuations, specifically year by year, for the past 10 years?

Year 

Sales


% Sales Change 

Reason for Fluctuations

17. What do you estimate sales will be for the base fiscal year? If it varies dramatically from past trends, explain why.

18. In looking at your Company’s past historical sales, why were sales at a peak in your best year as opposed to the other years?

19. Are there any inter-company sales between branches or subsidiaries? 
Y
N
If yes, what is the approximate dollar amount? 






20. What effect, if any, did the last recession have on your Company's sales? Did you position your Company differently in light of the last recession?

21. What external factors affect your sales (e.g., minimum wage laws, prime rate, government regulations, capital spending etc.)?

22. Knowing what you know today, and with the necessary resources and desires, highlight how you would grow your business? In what direction would you take your business? What opportunities would you take advantage of?

23. Are all your contracts with customers, suppliers, and/or distributors transferable upon
the sale of the Company?
Y
N

Video Poker

1. How many video poker machines are currently operating on the premesis?

______________________________________________________________________________

2. What is the split between you and the video poker company?

______________________________________________________________________________

3. What is the name of the video poker company and who is the contact person?

______________________________________________________________________________

______________________________________________________________________________

4. How long is the leasing agreement for and how much time remains?

______________________________________________________________________________ 

Competitors

1. Who are your major competitors in the industry?

Competitor 1: 













Address:          










 


Phone #:













Comments on Competition:











Competitor 2: 













Address:          










 


Phone #:













Comments on Competition:











Competitor 3: 













Address:          










 


Phone #:













Comments on Competition:











Competitor 4: 













Address:          










 


Phone #:













Comments on Competition:











2. Who are the industry leaders? How frequently do you come into direct competition with these leaders?

3. List major trade associations and trade publications serving the industry. Are you a member of any trade associations?

Terms of Sale

1. Salable Inventory included at cost in sale price:

Raw Materials

Work in Progress


Completed Work

2. How is cost calculated?

3. Are vehicles included in sale price?
Y
N


Model


Year

4. Market Value of Furniture, Fixtures, and Equipment included in sale price:

5. Equipment List Attached:

Y
N

6. Long Term Contracts:

Y
N


If yes, with whom?

7. Is Office computerized?
Y
N

8. 
Seating Capacity







Parking Capacity






9. Size of Building 




Size of  Parking Lot 





10. Condition of Building

11. Description of Building (Any unique features?)

12. Condition of Furniture, Fixtures, and Equipment

13. Best time to show business

14. Are Account Receivables included in the sale?

Are recipes/trade secrets included in sale?
Y
N

15. Is the business name included in the sale?
Y
N

16. Is the business phone number included in the sale?
Y
N

17. Owner will train for 


 weeks at no cost.

18. 
Name of Accountant


Address of Accountant


Phone Number of Accountant

19. 
Name of Lawyer


Address of Lawyer


Phone Number of Lawyer

20. 
Name of Landlord


Address of Landlord


Phone Number of Landlord

21. Original Terms of Lease

22. Remaining years of Lease




      @    $





23. Is lease assignable?
Y
N

24. When is rent due?







25. Is landlord aware business is for sale?
Y
N

26. 
Are Account Receivables included in the sale?
Y
N


Will all liens and notes be paid on or before the closing takes place?    Y
    N

Average Receivables

Average Payables

Approximate Working Capital

27. Approximate Closing Costs:


Sales Tax on Furniture, Fixtures, and Equipment


Deposit on Electric


Deposit on Gas


Deposit on Phone


Deposit on Building


Deposit on Insurance


Escrow on Tax


Pre-paid Advertising


Pre-paid Trade Shows


License






Cost







License






Cost







Attorney Fee


28. Total Closing Costs

29. Is real estate property included in sale price?
Y
N


Location


Approximate Dimensions


Material Structure


Appraised Value

Date of Appraisal


Appraiser


Assumable Mortgage


Mortgage Held By

30. On display but not included in sale

31. Owner will finance?
Y
N


At 

 % for 

 years at $ 

 per month


Agent







Owner


Date







Owner

