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HOTS AND THE DEAL TIMELINE

The Dealmaker's Academy

Heads of terms
Heads of terms, ‘HOTs’ for short, is effectively the framework for the deal.

Drafting heads of terms Legally binding HOTs elements
There are two options: go to a solicitor, or do it yourself.
For smaller, simpler deals use the template provided. A 
solicitor will over-complicate things and cost money.

For bigger deals or deals with bigger sellers use a solicitor.

Jurisdiction
which legal system governs the agreement.

Fees 
each party pays their own fees; with lease 
assignments, whoever wants the deal the most 
pays the landlord’s fees.

Confidentiality
an important clause to protect the value of the 
business.
Exclusivity
effectively removes all other potential buyers: 
the seller’s position is weakened, your position is 
strengthened, it becomes your deal.

Get the deal in writing

When you have a verbal 
deal to buy the business, 

put it in writing.

Have your laptop 
ready with the 

template.

Fill it in together, read 
through the printed copy 
together, sign it together.

The deal timeline

Your biggest challenge in getting a deal over the line is lack 
of momentum. The deal timeline helps you keep that 

momentum going.

What are the important next steps?

The panel of solicitors hack

The seller should 
appoint a solicitor – 

spending money 
means commitment.

Your lawyer should 
draft the sale and 

purchase agreement.

The legals and 
due diligence are 

conducted in 
parallel, to save time.

Present a panel of three recommended M&A 
solicitors to the seller – if their solicitor knows 
your solicitor and that you passed their name 
on it helps avoid arguments.

The sequence of events

The seller appoints their solicitor.

Financial due diligence starts: 
look at the last twelve months, see if the 
numbers stack.

Legal due diligence starts.

Your solicitor drafts the sale and purchase 
agreement.

For a simple asset purchase, you can use 
a template and get a solicitor to check it.

You start to get your funding in place.

You might renegotiate the terms following 
financial due diligence.

Start the work early for the lease on the 
premises – that always takes the longest.

Expect to spend at least twelve weeks on 
a share purchase.

Asset purchases are quicker – average is 
six weeks.

Create momentum with daily nudges; give 
everyone a push daily.

After HOTs are signed
Overcome seller’s remorse – introduce the deal timeline.


