
A Complex Process Simplified (Pt. 3) 
Urgency Continued…  

In our previous discussions, we’ve outlined select challenges of the solo approach in business transactions and 
highlighted the importance of collaborative efforts for success. As we continue our exploration, the spotlight remains 
on urgency, a driving force that can make or break a deal. 

The Hard Way: Lack of Motive 

Every buyer embarks on a business transaction with a motive – a goal they aim to achieve through the purchase. 
However, the journey to realizing those goals requires the deal to close successfully. Here lies the crucial element of 
motive for urgency. Until a Letter of Intent (LOI) is signed, there's often a lack of motivation to expedite the process. 

The LOI plays a pivotal role as it establishes expectations before significant resources are committed. When pursuing 
a solo approach, there are no predefined deadlines until the LOI is inked. Post-LOI, the landscape changes with the 
introduction of various deadlines, including due diligence periods, exclusivity windows, and, depending on funding 
sources, time constraints imposed by financial institutions. 

The Vista way: The Importance of Deadlines 

In our collaborative process, we integrate two strategic deadlines, acting as filters or screens in the intricate dance of 

negotiations. The primary objective isn't solely to gain leverage, but,  more importantly, to sift through and eliminate 

candidates who may not align with the vision for a successful deal. 

A recurring pattern of missed deadlines serves as a red flag, allowing the buyer to essentially disqualify themselves 

from the negotiation table. As your dedicated broker, our focus remains unwavering on effective communication, 

engagement, and understanding the buyer's approach. One of the most revealing indicators is the failure to meet a 

deadline. 

While we acknowledge that there can be acceptable reasons for a deadline lapse, our extensive experience equips 

us to discern genuine challenges from mere excuses. Post-acquisition, if the ultimate goal is business continuity, the 

question becomes: Is it wise to sell your business to a buyer who consistently fails to meet crucial deadlines? 

Choosing the Right Path 

As we navigate the complex terrain of business transactions, urgency emerges as a defining factor. The solo 

approach may lack the necessary impetus to drive a deal forward in a timely manner, while a collaborative process, 

such as the one we advocate at Vista, strategically integrates deadlines to streamline the journey and filter out less-

than-ideal candidates. 

In the grand scheme of post-acquisition business continuity, the importance of selecting the right buyer—one who not 

only shares your vision but also demonstrates a commitment to meeting deadlines—cannot be overstated. As we 

progress in this series, we'll continue unraveling the intricacies of collaborative approaches and shedding light on how 

they contribute to successful business transactions. Stay tuned for more insights into the art and science of 

navigating the complexities of urgent deal-making. 

If you’re interested in selling your business with a trusted advisor, contact Vista Business Group today at  

(913) 944-2285. 
 
 
 


