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Even if you are a seasoned buyer or seller of business assets, a Commission-ordered divestiture 
differs from a typical, privately negotiated transaction.  Importantly, you are acquiring assets from a 
seller who will become your competitor. This guide will help you understand what to expect from a 
Commission-ordered divestiture so that you can navigate the buying process successfully.   

 
Communicate with FTC staff at every stage of the process. 
From negotiating the acquisition agreement to performing due diligence to post-divestiture 
integration, FTC staff is available to discuss your concerns.  Inform staff (or the monitor, if one is 
assigned) of any issues or concerns as soon as they arise.  Be aware that FTC staff will 
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	Take full advantage of the due diligence process.
	Buying less than an ongoing business adds scrutiny.
	The Commission prefers the divestiture of an ongoing business because such a divestiture presents less risk of failure.  But if you are considering buying only selected assets, be aware that there will be additional scrutiny of the asset package and y...
	Pay particular attention to back-office functions.
	Cultivate customer and other third-party relationships.
	Attracting and retaining customers or stepping into complicated third-party relationships can be difficult.  As a buyer, you should:

