
	  

	  

SELLING A BUSINESS 

ENTERPRISE LAW GROUP, INC. represents emerging businesses and their founders and 
investors. Our practice emphasizes company formation, financing, operations, strategic 
relationships, technology transfers, trade secret protection, general business transactions, mergers 
and acquisitions, and dispute resolution. 

Selling is normally the most important decision that stakeholders will ever make with respect to 
a business. ENTERPRISE LAW GROUP has prepared a comprehensive informational paper to help 
its clients understand the process of selling a business and turn that process to their advantage. 
This document is an extract of the white paper. A complete copy is available on request from any 
of the ENTERPRISE LAW GROUP attorneys listed on the last page. 

In sale transactions, ENTERPRISE LAW GROUP may represent the business to be sold as an entity 
or we may represent the business’s owners, management, or other stakeholders, all of whom we 
refer to as “sellers” in this summary. Many of the sellers we represent are clients whom we have 
represented for a long time. Others are new clients who bring us into transactions at the time of 
sale, either because they do not have existing counsel or they want to augment their legal team 
with more experience. 

We have handled all varieties of sale transactions, including those involving public, private, 
foreign, and/or domestic buyers and sellers in mergers, stock sales, asset sales, and 
reorganizations. 
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ENTERPRISE LAW GROUP, INC. actively represents buyers and sellers on transactions involving 
both public and private and foreign and domestic parties. We welcome your inquiries. Please 
contact Wayland Brill (wbrill@enterpriselaw.com) or Nelson Crandall 
(ncrandall@enterpriselaw.com). 
	  
	  


