
	

https://mumuxukodajuxuv.lazav.co.za/71745316855642863728282932?namuvakubodonobijaretilekilatijewifajodutakenatisazujijigategasogabuje=jazojedexowiwulewiwisetetojakixizababaliwibikililalabefoninoluxifemezodozozupotupotudiwevawutawebowonojapeveriruwewibukufosixoxojezinedoximowiramikimozezezimanexiwufojebekoruwasavinagerexafegexaxonazi&utm_term=indication+of+interest+template&diguwikiruwatuxuvimafozitatogusumoxazuxelifubufuxujuforezimaguwurujumufimevotapuda=gaxudijelexinezepaguwobepejiginupabowesobajarivebatopogewizerogexijuvafojewejoxemolekibelelixegotadifopefunerasewopudewupob




Indication	of	interest	template	pdf.		Indication	of	interest	for	a	job	example.		Indication	of	interest	email	template.	

The	investor's	broker	must	give	the	investor	a	preliminary	prospectus.	The	IOI	does	not	guarantee	that	the	investor	will	be	able	to	buy	the	security	or	that	the	security	will	be	sold.	The	IOI	is	based	on	the
following	information:	-	The	security	name	-	Whether	the	investor	is	buying	or	selling	-	The	number	of	shares,	capacity,	and/or	price	For	M&A,	an	IOI	shows	that	a	potential	buyer	is	interested	in	acquiring	a

company	or	a	part	of	it.	The	IOI	does	not	oblige	the	buyer	to	make	an	offer	or	the	seller	to	accept	it.	The	IOI	is	based	on	the	following	information:	-	The	company	name	-	The	valuation	range	-	The	deal	structure
An	IOI	is	a	way	of	communicating	and	exploring	interest	in	a	transaction.	

It	is	not	a	legal	contract	or	a	commitment.	It	helps	the	investor	or	the	buyer	to	evaluate	the	opportunity	and	decide	whether	to	proceed	or	not.	An	indication	of	interest	(IOI)	is	a	non-binding	letter	from	a
potential	buyer	to	a	seller,	showing	their	interest	in	buying	a	company.	It	gives	an	estimate	of	the	value	and	the	terms	of	the	deal.	An	IOI	is	not	a	final	offer,	but	a	starting	point	for	negotiations.	A	typical	IOI	for

mergers	and	acquisitions	(M&A)	may	include:	-	The	price	range,	either	in	dollars	or	as	a	multiple	of	earnings	(EBITDA).	-	The	sources	and	availability	of	funds	for	the	buyer.	-	The	plan	for	retaining	the
management	and	the	equity	owners	after	the	deal.	-	The	due	diligence	items	and	timeline	needed	to	complete	the	deal.	-	The	proposed	structure	of	the	deal	(asset	or	equity,	leveraged	or	not,	cash	or	equity,	etc.).	-
The	expected	closing	date	of	the	deal.	An	IOI	is	different	from	a	letter	of	intent	(LOI),	which	is	more	detailed	and	formal.	An	LOI	is	a	non-binding	agreement	that	shows	the	buyer's	commitment	to	buy	a	security.
It	sets	the	specific	terms	of	the	deal,	based	on	the	negotiations	that	started	with	the	IOI.	The	seller	can	accept	the	LOI	and	enter	an	exclusive	period	with	the	buyer,	or	reject	it	and	look	for	other	buyers.	Either

party	can	walk	away	from	the	deal,	as	IOIs	and	LOIs	are	not	legally	binding.	For	example,	in	2008,	Blackbaud's	CEO	Marc	Chardon	sent	an	IOI	to	Kintera's	CEO	Richard	LaBarbera,	expressing	his	interest	in
buying	his	company.	He	offered	a	higher	cash	price	in	exchange	for	an	exclusive	deal.	The	IOI	included	the	purchase	price	and	other	details	of	the	deal..	Chardon	offered	to	buy	Kintera	for	$1.12	per	share	in	cash.

The	offer	was	subject	to	approvals	and	closing	conditions.	Chardon	also	proposed	to	keep	Kintera's	CEO	and	some	key	staff	with	employment	contracts.	
The	offer	was	exclusive,	meaning	Kintera	could	not	talk	to	other	potential	buyers	or	share	any	information	with	them.	The	offer	was	valid	until	May	21,	2008	and	was	not	binding	until	a	formal	agreement	was

signed.	



	Indication	of	interest	vs	letter	of	intent.		Indications	of	interest	trading.		What	is	a	letter	of	interest	template.	

The	investor's	broker	must	give	the	investor	a	preliminary	prospectus.	The	IOI	does	not	guarantee	that	the	investor	will	be	able	to	buy	the	security	or	that	the	security	will	be	sold.	The	IOI	is	based	on	the
following	information:	-	The	security	name	-	Whether	the	investor	is	buying	or	selling	-	The	number	of	shares,	capacity,	and/or	price	For	M&A,	an	IOI	shows	that	a	potential	buyer	is	interested	in	acquiring	a

company	or	a	part	of	it.	The	IOI	does	not	oblige	the	buyer	to	make	an	offer	or	the	seller	to	accept	it.	The	IOI	is	based	on	the	following	information:	-	The	company	name	-	The	valuation	range	-	The	deal	structure
An	IOI	is	a	way	of	communicating	and	exploring	interest	in	a	transaction.	It	is	not	a	legal	contract	or	a	commitment.	It	helps	the	investor	or	the	buyer	to	evaluate	the	opportunity	and	decide	whether	to	proceed	or
not.	An	indication	of	interest	(IOI)	is	a	non-binding	letter	from	a	potential	buyer	to	a	seller,	showing	their	interest	in	buying	a	company.	It	gives	an	estimate	of	the	value	and	the	terms	of	the	deal.	An	IOI	is	not	a

final	offer,	but	a	starting	point	for	negotiations.	A	typical	IOI	for	mergers	and	acquisitions	(M&A)	may	include:	-	The	price	range,	either	in	dollars	or	as	a	multiple	of	earnings	(EBITDA).	-	The	sources	and
availability	of	funds	for	the	buyer.	-	The	plan	for	retaining	the	management	and	the	equity	owners	after	the	deal.	-	The	due	diligence	items	and	timeline	needed	to	complete	the	deal.	

	Indication	of	interest	vs	letter	of	intent.		Indications	of	interest	trading.		What	is	a	letter	of	interest	template.		



An	indication	of	interest	(IOI)	is	a	non-binding	expression	of	interest	to	buy	a	security	or	a	company.	It	is	used	in	different	contexts,	such	as	IPOs	and	M&A.	For	IPOs,	an	IOI	shows	that	an	investor	is	interested	in	buying	a	security	that	is	not	yet	approved	by	the	SEC.	The	investor's	broker	must	give	the	investor	a	preliminary	prospectus.	The	IOI	does
not	guarantee	that	the	investor	will	be	able	to	buy	the	security	or	that	the	security	will	be	sold.	The	IOI	is	based	on	the	following	information:	-	The	security	name	-	Whether	the	investor	is	buying	or	selling	-	The	number	of	shares,	capacity,	and/or	price	For	M&A,	an	IOI	shows	that	a	potential	buyer	is	interested	in	acquiring	a	company	or	a	part	of	it.
The	IOI	does	not	oblige	the	buyer	to	make	an	offer	or	the	seller	to	accept	it.	The	IOI	is	based	on	the	following	information:	-	The	company	name	-	The	valuation	range	-	The	deal	structure	An	IOI	is	a	way	of	communicating	and	exploring	interest	in	a	transaction.	
It	is	not	a	legal	contract	or	a	commitment.	It	helps	the	investor	or	the	buyer	to	evaluate	the	opportunity	and	decide	whether	to	proceed	or	not.	An	indication	of	interest	(IOI)	is	a	non-binding	letter	from	a	potential	buyer	to	a	seller,	showing	their	interest	in	buying	a	company.	

For	IPOs,	an	IOI	shows	that	an	investor	is	interested	in	buying	a	security	that	is	not	yet	approved	by	the	SEC.	The	investor's	broker	must	give	the	investor	a	preliminary	prospectus.	The	IOI	does	not	guarantee	that	the	investor	will	be	able	to	buy	the	security	or	that	the	security	will	be	sold.	The	IOI	is	based	on	the	following	information:	-	The	security
name	-	Whether	the	investor	is	buying	or	selling	-	The	number	of	shares,	capacity,	and/or	price	For	M&A,	an	IOI	shows	that	a	potential	buyer	is	interested	in	acquiring	a	company	or	a	part	of	it.	The	IOI	does	not	oblige	the	buyer	to	make	an	offer	or	the	seller	to	accept	it.	The	IOI	is	based	on	the	following	information:	-	The	company	name	-	The	valuation
range	-	The	deal	structure	An	IOI	is	a	way	of	communicating	and	exploring	interest	in	a	transaction.	It	is	not	a	legal	contract	or	a	commitment.	It	helps	the	investor	or	the	buyer	to	evaluate	the	opportunity	and	decide	whether	to	proceed	or	not.	An	indication	of	interest	(IOI)	is	a	non-binding	letter	from	a	potential	buyer	to	a	seller,	showing	their	interest
in	buying	a	company.	It	gives	an	estimate	of	the	value	and	the	terms	of	the	deal.	
An	IOI	is	not	a	final	offer,	but	a	starting	point	for	negotiations.	A	typical	IOI	for	mergers	and	acquisitions	(M&A)	may	include:	-	The	price	range,	either	in	dollars	or	as	a	multiple	of	earnings	(EBITDA).	-	The	sources	and	availability	of	funds	for	the	buyer.	-	The	plan	for	retaining	the	management	and	the	equity	owners	after	the	deal.	-	The	due	diligence
items	and	timeline	needed	to	complete	the	deal.	-	The	proposed	structure	of	the	deal	(asset	or	equity,	leveraged	or	not,	cash	or	equity,	etc.).	-	The	expected	closing	date	of	the	deal.	
An	IOI	is	different	from	a	letter	of	intent	(LOI),	which	is	more	detailed	and	formal.	An	LOI	is	a	non-binding	agreement	that	shows	the	buyer's	commitment	to	buy	a	security.	It	sets	the	specific	terms	of	the	deal,	based	on	the	negotiations	that	started	with	the	IOI.	
The	seller	can	accept	the	LOI	and	enter	an	exclusive	period	with	the	buyer,	or	reject	it	and	look	for	other	buyers.	Either	party	can	walk	away	from	the	deal,	as	IOIs	and	LOIs	are	not	legally	binding.	For	example,	in	2008,	Blackbaud's	CEO	Marc	Chardon	sent	an	IOI	to	Kintera's	CEO	Richard	LaBarbera,	expressing	his	interest	in	buying	his	company.	He
offered	a	higher	cash	price	in	exchange	for	an	exclusive	deal.	The	IOI	included	the	purchase	price	and	other	details	of	the	deal..	Chardon	offered	to	buy	Kintera	for	$1.12	per	share	in	cash.	The	offer	was	subject	to	approvals	and	closing	conditions.	Chardon	also	proposed	to	keep	Kintera's	CEO	and	some	key	staff	with	employment	contracts.	The	offer
was	exclusive,	meaning	Kintera	could	not	talk	to	other	potential	buyers	or	share	any	information	with	them.	The	offer	was	valid	until	May	21,	2008	and	was	not	binding	until	a	formal	agreement	was	signed.	An	indication	of	interest	(IOI)	is	a	document	that	shows	a	buyer's	interest	in	buying	a	security	or	a	company.	It	is	not	a	contract,	but	it	shows	the
buyer's	seriousness.	There	are	different	types	of	IOIs,	such	as:	-	Actionable	IOI:	It	has	specific	details	about	the	price,	size,	and	symbol	of	the	security.	The	buyer	can	cancel	it	or	it	can	expire	if	not	confirmed.	-	Natural	IOI:	It	comes	from	the	customer,	not	the	firm.	It	can	be	either	an	agency	order	or	a	riskless	principal	order.	-	Expression	of	Interest
(EOI):	It	is	used	in	M&A	deals.	It	shows	the	buyer's	interest	in	paying	a	certain	price	and	acquiring	the	seller's	company..	An	EOI	is	a	document	that	shows	the	buyer's	interest	in	acquiring	the	seller's	company.	It	also	outlines	the	buyer's	vision	and	ability	to	grow	the	company.	An	EOI	includes	the	following	sections:	1.	Purchase	Price	-	This	section
states	how	much	the	buyer	is	willing	to	pay	for	the	company	on	a	cash-free	and	debt-free	basis.	It	also	includes	the	value	and	payment	of	any	employee	stock	options,	bonuses,	or	severance	packages.	The	buyer	can	change	or	withdraw	the	offer	at	any	time,	as	the	EOI	is	not	legally	binding.	2.	Valuation	Methodology	-	This	section	explains	how	the
buyer	calculated	the	offer	price	and	what	assumptions	they	made.	The	offer	is	based	on	the	seller's	future	projections.	Some	of	the	assumptions	are:	-	The	seller's	financial	statements	are	accurate	and	complete.	-	The	seller's	projections	are	realistic	and	fair.	-	The	seller	will	fund	all	retirement	benefits	by	the	closing	date.	-	The	working	capital	at	the
closing	date	will	be	sufficient	to	run	the	business	normally.	-	The	buyer	will	take	over	all	contracts	with	customers,	vendors,	employees,	and	facilities	without	paying	extra.	3.	Due	Diligence	-	This	section	requests	the	buyer's	access	to	both	the	business	and	the	seller	for	further	investigation.	It	also	lists	the	main	areas	that	the	buyer	will	examine,	such
as	Finance,	Legal,	Business,	Contracts,	Sales	and	Marketing,	Human	Resources,	Facility,	Technology,	Plant	and	Machinery,	etc.	4.	
Transaction	Structure	-	This	section	describes	the	type	of	deal	the	buyer	is	interested	in,	such	as	a	full	acquisition	or	a	partial	divestiture.	It	also	specifies	the	closing	date	and	any	conditions	or	contingencies.	An	indication	of	interest	template	is	a	document	that	shows	a	buyer's	interest	in	acquiring	a	seller's	business.	It	summarizes	the	main	terms	and
conditions	of	the	potential	deal,	such	as:	-	Purchase	Price	–	The	buyer	states	the	range	or	formula	of	the	price	they	are	willing	to	pay	for	the	seller's	business,	based	on	certain	assumptions	and	adjustments.	-	Assets	and	Contracts	–	The	buyer	specifies	which	assets	and	contracts	they	want	to	acquire	from	the	seller,	and	how	they	will	handle	the	earn-
outs	structure,	if	any.	-	Financing	–	The	buyer	explains	how	they	will	finance	the	deal,	whether	by	using	their	own	cash	or	by	obtaining	a	bank	loan.	-	Management	Retention	–	The	buyer	expresses	their	intention	to	retain	the	seller's	senior	management	and	the	kind	of	arrangements	they	can	offer	them.	
-	Transition	and	Support	–	The	buyer	requests	the	seller's	support	for	a	certain	period	of	time	after	the	deal	to	ensure	a	smooth	transition	of	the	business.	The	buyer	also	clarifies	that	the	purchase	price	includes	the	cost	of	such	services.	-	Approvals	–	The	buyer	informs	the	seller	that	they	need	to	get	approval	from	their	board	of	directors	before
finalizing	the	deal,	and	asks	the	seller	to	cooperate	with	the	timeline.	-	Conduct	of	Business	–	The	buyer	expects	the	seller	to	continue	running	the	business	as	usual	without	any	negative	impact	on	the	performance.	
The	buyer	also	asks	the	seller	to	notify	them	of	any	major	changes	in	the	business.	-	Transaction	Expenses	–	The	buyer	states	that	each	party	will	bear	its	own	expenses	related	to	the	deal,	such	as	due	diligence,	negotiation,	legal	agreements,	professional	and	legal	fees,	etc.	-	Confidentiality	–	The	buyer	emphasizes	that	the	proposal	is	confidential	and
should	not	be	disclosed	to	anyone	without	their	written	consent.	The	buyer	also	asks	the	seller	to	keep	their	identity	secret	until	the	definitive	agreements	are	signed.	-	Non-Binding	Agreement	–	The	buyer	clarifies	that	the	proposal	is	not	a	binding	contract	and	neither	party	is	obligated	to	sign	the	deal.	The	buyer	also	disclaims	any	liability	for	any
damages	arising	from	the	proposal.	The	article	ends	with	a	thank	you	note	to	the	seller	for	their	time	and	interest,	and	provides	the	buyer's	contact	details	for	further	communication.	An	indication	of	interest	(IOI)	template	is	a	document	that	expresses	a	potential	buyer's	interest	in	acquiring	a	target	company.	
It	outlines	the	main	terms	and	conditions	of	the	proposed	deal,	such	as	the	price	range,	the	financing	method,	and	the	due	diligence	process.	An	IOI	is	not	a	binding	agreement,	but	a	preliminary	step	to	initiate	negotiations	with	the	seller.	An	IOI	template	can	help	buyers	communicate	their	intentions	clearly	and	professionally,	and	demonstrate	their
credibility	and	seriousness.	It	can	also	help	sellers	evaluate	different	offers	and	select	the	most	suitable	candidates	for	further	discussions.	An	IOI	template	should	include	the	following	sections:	-	Introduction:	This	section	introduces	the	buyer	and	the	target	company,	and	summarizes	the	purpose	and	scope	of	the	IOI.	-	Transaction	overview:	This
section	provides	the	key	details	of	the	proposed	deal,	such	as	the	valuation	range,	the	payment	structure,	the	closing	date,	and	the	exclusivity	period.	-	Due	diligence:	This	section	describes	the	information	and	documents	that	the	buyer	needs	to	verify	the	target	company's	financial,	legal,	operational,	and	strategic	aspects.	-	Conditions	precedent:	This
section	lists	the	main	conditions	that	the	buyer	needs	to	satisfy	before	closing	the	deal,	such	as	obtaining	regulatory	approvals,	securing	financing,	and	signing	a	definitive	agreement.	-	Next	steps:	This	section	outlines	the	next	steps	that	the	buyer	and	the	seller	need	to	take	to	move	forward	with	the	deal,	such	as	signing	a	letter	of	intent,	conducting
due	diligence,	and	negotiating	a	definitive	agreement.	To	download	a	free	indication	of	interest	template,	click	here.	To	learn	more	about	mergers	&	acquisitions,	see	the	following	CFI	resources:	Definitive	Purchase	Agreement	Agreement


