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Due Diligence Timeline: Conventional Loan

Meetings

Seller

Preparation

Wk 1~7–9 Weeks Wk 2 Wk 3 Wk 4 Wk 5 Wk 6 Wk 7 Wk 10Wk 8 Wk 11Wk 9 Wk 12

Meetings

Buyer

Analysis

Lender Support

Lending Process

Lender

Seller x Buyer Weekly/Bi-Weekly Sync

Seller x Buyer Weekly/Bi-Weekly Sync
Knowledge Transfer: Logins, Contracts, Customers, Vendors, People, etc.

Buyer Team Weekly Sync

Kickoff

Kickoff

Kickoff

Prepare & Batch 1
 Core Financials

Prepare & Batch 2
 Contracts, Ops & Team

Light Followups, Questions & 
Any Outstanding Items

Closing Closing & Transition
Legal documents, etc.

Financial Validation

Operational & Risk Review 

Initial 
Review Underwriting

Loan
Approval

Closing

Deal 
Summary

Credit 
Committee 

Closing
Coordination

Fund
Loan

Underwriting 
Analysis & Questions

Closing & Transition

Market Context Review

Finalize Terms

Credit Committee Support,
Questions & Conditions

Closing Coordination 
& Final Conditions

Typical conventional (non-SBA) bank-financed acquisition timeline is ~7–9 weeks. Actual timing may vary based on deal complexity, advisor availability, and the order
in which materials are provided. This graphic is a high-level overview to illustrate parallel workstreams, not a guaranteed schedule. 
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Due Diligence Timeline: SBA 7a Loan

Meetings

Seller

Preparation

Wk 1~12–16 Weeks Wk 2 Wk 3 Wk 4 Wk 5 Wk 6 Wk 7 Wk 10Wk 8 Wk 11Wk 9 Wk 12

Meetings

Buyer

Analysis

Lender Support

Lending Process

Lender

Seller x Buyer Weekly/Bi-Weekly Sync

Seller x Buyer Weekly/Bi-Weekly Sync
Knowledge Transfer: Logins, Contracts, Customers, Vendors, People, etc.

Buyer Team Weekly Sync

Kickoff

Kickoff

Kickoff

Closing

Financial Validation

Operational, Risk & Market Context Review 

Initial Review Bank Underwriting

Closing

This timeline reflects a typical SBA 7a bank-financed acquisition timeline is ~12–16 Weeks. Actual timing may vary based on deal complexity, advisor availability, and the order
in which materials are provided. This graphic is a high-level overview to illustrate parallel workstreams, not a guaranteed schedule.
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Wk 13 Wk 14 Wk 15

Light Followups, Questions & 
Any Outstanding Items

Prepare & Batch 2
 Contracts, Ops & Team

Prepare & Batch 1
 Core Financials

Closing & Transition
Legal documents, etc.

Deal Summary

Fund Loan

Bank Underwriting Support

Closing & Transition

Finalize Terms

Credit Committee Closing & Final ConditionsSBA Support

SBA Underwriting

Credit Committee

SBA Authorization

Closing Coordination
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