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THIS MONTH, you will learn: 

• Who you need on your deal team 
• What each person does (and doesn’t do) 
• Where to find the right professionals 
• What to expect to pay (and what to avoid) 

 

One of the biggest mistakes new dealmakers make is trying to go it alone. 

They read a few books, watch a few videos, and think, “How hard can it be?” 

But business buying is a serious undertaking, with legal, financial and structural risks that can 
trip you up if you’re not careful. That’s why experienced dealmakers build a trusted deal 
team around them—and why this month’s report is focused on showing you exactly how to 
do the same. 

 

The Four Essential Roles 

These are the four core members of your deal team. You might not need all of them on every 
deal, but you need to know who they are and what they do. 

 

1. The Accountant 

What they do: 

• Review company accounts 
• Conduct financial due diligence 
• Help you understand tax implications 
• Advise on deal structure from a financial point of view 

What they don’t do: 

• Chase the seller for documents 
• Negotiate on your behalf 

What to look for: 

• Experience with SME transactions (not just year-end tax returns) 



• Preferably someone who’s worked on deals of the size you’re targeting 
• Responsive, commercial, and not risk-averse to the point of killing the deal 

 
2. The Solicitor 

What they do: 

• Draft the Heads of Terms 
• Handle the Share Purchase Agreement or Asset Purchase Agreement 
• Advise on legal structure, TUPE, property, and more 

What they don’t do: 

• Tell you if the business is a good one to buy 
• Take charge of the deal process (that’s your job) 

What to look for: 

• A dealmaking mindset (not a “blocker”) 
• Fixed fee for routine acquisitions 
• Someone who will pick up the phone, not just send long emails 

Red flag: If they start pushing for personal guarantees, cross-guarantees, or other overly 
complex protections that kill your deal—walk away. 

 
3. The Finance Broker 

What they do: 

• Help raise asset finance or invoice discounting 
• Arrange commercial mortgages if property is involved 
• Advise on lender expectations and deal structuring 

What they don’t do: 

• Provide capital themselves 
• Handle the legal side of the deal 

What to look for: 

• FCA registered 
• Experience with leveraged buyouts and deferred consideration structures 
• Networked with alternative lenders, not just the high street banks 

 
4. The Specialist Advisor (Optional but Valuable) 

Sometimes you need sector-specific input: 



• A nursery sector consultant 
• A regulated care compliance specialist 
• A digital agency valuation expert 

Don’t be afraid to pay for one-off expert input if you’re unsure. It can save you thousands 
later. 

 

How to Find the Right People 

Finding your deal team is like hiring staff: you don’t just go with the first person who 
responds. 

 

Start with referrals 

Ask other Deal Club members, post in the private Facebook group, or reach out to your wider 
network. 

 

Interview them properly 

Ask: 

• What deals have you worked on? 
• Can you walk me through a recent transaction? 
• How do you charge? 
• How do you prefer to work with clients? 

 

Give them a test 

Try a low-stakes task before involving them in a full deal. 

For example, get your accountant to review a set of accounts and flag any concerns. How fast 
are they? How clearly do they communicate? 

 

How to Brief and Manage Your Deal Team 

They are not mind-readers. Poor briefings lead to delays, missed opportunities and 
frustration. Here’s how to get the best out of your team: 

• Be clear about your role: You are the dealmaker. You decide if it’s a good business. 
They help you with legal and financial protection. 



• Communicate clearly and fast: Deals can move quickly, especially with motivated 
sellers. Keep everyone looped in. 

• Use one-page summaries: Send them a short overview of the deal—what you’re 
buying, price, structure, key terms. Don’t make them guess. 

• Push for action: Don’t be afraid to chase. Remember, they work for you. 

 

What Should It All Cost? 

Let’s talk numbers. 

• Accountant: £500 to £1,500 for due diligence on a simple deal 
• Solicitor: £3,000 to £6,000 fixed fee for share or asset purchase 
• Finance broker: Paid via commission or success fee (1-3%) 
• Sector expert: £200-£500 for one-off consultancy or due diligence call 

Total budget? Around £5K-£8K for a straightforward deal. 

You can spend a lot more if the deal is complicated, or if your team drags it out. Always 
agree scope and fees in writing. 

 

Deal Team Do’s and Don’ts 

DO: 

• Build relationships early, before you need them 
• Work with people who respect your timeline 
• Get second opinions if something feels off 

DON’T: 

• Use your personal solicitor who does wills and conveyancing 
• Let your accountant veto a deal because “it’s too risky” 
• Work with people who are slow, vague or combative 

 

Final Thought: You’re the Leader 

Your deal team supports you, but you’re in charge. 

You decide what to buy, how to fund it, and whether to walk away. They give you the tools 
and insight to make that decision well. 

Build a good team and you can move faster, safer and with more confidence—and you’ll get 
more deals done. 



 

That’s what Deal Club is all about. 

 

Key points 

• You need a deal team: accountant, solicitor, finance broker, sector expert 
• Choose people with deal experience, not generalists 
• Manage your team like a project: clear roles, clear briefs, tight timelines 
• Expect to pay £5K-£8K per deal (more if it’s complex) 
• The right team helps you get deals done — the wrong team can kill them 

 


