
Control the Deal:
Sell More Businesses
and Protect Yourself

Oakland, CA, August 29, 2023

From the

 

Online Broker Training System

Module 1



This training module was written 
by Len Krick, based on his 
personal experience working with 
new business brokers for over 22 
years. All material was written by 
Mr. Krick.  

Licensees of the FastStart™ 
New Broker Training Program and 
members of the CABB attending 
the 2023 Conference have 
permission to use all the 
information in this Module, but 
do not have permission to copy it 
or claim authorship.



Supporting Documents to this Webinar
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The following file, used in this presentation, is available from Len Krick:

Transaction Document 
Checklist and Control Sheet 

Complete  – Excel File

Send your request to LenKrickLV@gmail.com
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Attributes of a Successful Broker
The most successful business brokers I know have the following six skills and attributes:
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Another crucial broker attribute is the broker’s ability to  multi-task; juggle many deals at once.

Successful Brokers Multitask

BROKER

You can’t drop any of them, or the deal might fall apart.
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Each deal 

may be at 

one of 10 

different 

stages in 

the 

transaction 

process; 

the 

business 

broker is:

Deals May Be at Different Stages
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Documents Required Throughout the Process
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 Deals require paperwork.

 You must minimize the time you spend keeping track 

of documents.

The Last Thing You Need
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How can the business broker keep track of where he/she is in each transaction, and 

make sure that the documents have been completed?

Checklists

       &

  Control

  Sheets

How Can You Track the Documents?
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As the Broker of my office, I was paranoid about losing 

control of the important documents generated by each 

transaction.

 I kept the originals in a fire-proof, locked filing cabinet in my 

office for 7 years. These included
 all executed agreements, and

 signed broker indemnifications. 

 No broker fees were paid until we had all the required 

paperwork.

 My agents called my Assistant the “Document Nazi.”

Keeping the Important Documents
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I organize the standard transaction 

documents in 12 folders. 

The first 8 follow the deal process.

Many of my forms are also 

available from 

Standard Transaction Documents
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The following pages present a review of my Document Reference List

Standard Transaction Documents
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Standard Transaction Documents
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Standard Transaction Documents
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Standard Transaction Documents
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Standard Transaction Documents
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During a transactions, there are numerous types of documents.  

These can be categorized as follows:

Types of Documents

Marketing

Information

Controlling

Legal Agreement

Broker Liability
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Obviously, 

 marketing materials, 

 information about the seller, business, and buyer, 

 and controlling the deal … are important.

Which Are the Most Important?

However, after the transaction is complete, the business broker must retain original 

copies of the following signed documents...  

                                                       These will be required in the event of a lawsuit. 
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Primary responsibility to maintain control of the deal and ensure all documents are 

produced at the proper time, in the transaction process, belongs to the listing…

Who Maintains the Checklist?

or the listing broker’s administrative assistant.
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Throughout the transaction process documents are produced and reviewed by many people:

Who Produces and Uses Documents?

Our Team

Listing Broker

Seller

Seller’s CPA

Seller’s Attorney

Their Team

Selling Broker

Buyer

Buyer’s CPA

Buyer’s Attorney

3rd Parties
Escrow Agents

Transaction Attorney

Landlord

Franchisors

Buyer’s Lender

Governmental Agencies
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I have developed a master checklist of 

all documents used in a typical 

transaction.  

 Not all documents are used in every 

transaction

 All “Legal” and “Broker Liability” 

documents are keyed to the 

standard documents found 

discussed previously in this webinar.

Checklist and Document Control

There is no 
reason to let 
paperwork 

frustrate you… 
just a little 

organization will 
cure the broker 
brain damage!
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The following Excel file is available from Len Krick:

This file, the master checklist and document control sheet in one continuous list.

Checklist and Document Control
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Each document is color-coded:

Document Type & Checklist Header

Each document is organized as follows:
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For each document, I have 

indicated the people who sign 

it, if any.  

Who Signs Each Document?

This is usually one, or 

more, of the following:
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The 
Checklist 
Follows 
the 
Process
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Len Krick’s Private Coaching Program
Features:

• Custom program, based on business broker’s experience level

• 14 two-hour, one-on-one coaching sessions

• Custom marketing plan developed for business broker’s office and market; all supporting materials 
ready to implement

• Access to Len Krick’s ultimate business brokerage reference library of over 516 documents, 
checklists, templates, CBR examples, valuation examples, marketing materials, and sixty-two 90-
minute webinar PowerPoint PDFs.

• Delivered via Go-To-Webinar

• Covers Main Street, M&A, or both

Price:  $5,000

Available at 
www.FastStart.Training 

or stop by the booth

http://www.faststart.training/




Online Business Broker Training

Len Krick

Are You Serious 
About Reaching 
Your Potential, 

Fast?

FastStart™ is a self-directed training program; you will work at your own pace. I want to ensure 
that you have the tools to be successful in your critical first year.  

All you will need is a computer and Internet access.

If you are the office owner, you can receive progress reports, throughout the program

FastStart™ is a logical, online training program for anyone who is 
new to the business brokerage profession, or not getting traction.

The program is comprised of 3 Learning Tracks:



Online Business Broker Training

Len Krick

Learning Track Objectives

Build a custom success plan, based on 
your skill sets and experience.

Develop all the marketing materials 
to attain your goal.







• All transaction documents
• Questionnaires & Buyer Profiles
• Marketing collateral materials 

• CBR template & 35 CBR Samples
• Due Diligence & Closing Checklists
• Orderly-Turnover Checklist

Included is a 12-Month License for

Huge Business Broker Reference Library

Price Your Listings Correctly and 

Be Able to Defend the Price

It Writes its Own Report!

For More Information and to Purchase Courses, go to

FastStart.Training

Never Train New Brokers Again 
Let Len Krick do it!

516 Downloadable Files:
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