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This article originally appeared in Transaction Advisors. Any opinions in this article are not those of Winston &
Strawn or its clients. The opinions in this article are the authors’ opinions only.

Sellers are currently enjoying a very healthy and long-running “sellers’ market” with frequent auctions, multiple
offers, and high valuations. While price may be all that matters for some sellers, there are other important deal terms
that a savvy buyer can offer to position itself to be the winning bidder. This article, the second installment of a two-
part series, provides eight recommended steps buyers should take from the outset of any auction process through
deal consummation when buying a target company.

1 Min Read

Author

Eva Davis

Related Locations

Los Angeles

Related Topics

Transactions M&A

Related Capabilities

Mergers & Acquisitions



https://www.winston.com/
https://www.transactionadvisors.com/insights/bidding-wars-how-position-your-fund-or-your-company-win-deal
https://www.winston.com/en/professionals/davis-eva-h
https://www.winston.com/en/locations/los-angeles
https://www.winston.com/en/site-search?q=Transactions
https://www.winston.com/en/site-search?q=M%26A
https://www.winston.com/en/capabilities/services/mergers-and-acquisitions

Related Regions

North America

Related Professionals

Eva Davis

© 2025 Winston & Strawn LLP.


https://www.winston.com/en/capabilities/regions/north-america
https://www.winston.com/en/professionals/davis-eva-h
https://www.winston.com/en/professionals/davis-eva-h

