
https://alignmt.com/


https://www.sec.gov/divisions/marketreg/mr-noaction/2014/ma-brokers-013114.pdf
https://alignmt.com/


https://alignmt.com/


https://alignmt.com/


https://alignmt.com/




















https://alignmt.com/


https://alignmt.com/


https://alignmt.com/


•

•

•

•

•

•

•

•

•

•

•

•

https://alignmt.com/










https://alignmt.com/
















https://alignmt.com/


https://alignmt.com/


https://alignmt.com/


https://alignmt.com/










https://alignmt.com/product/alignment-map/
https://alignmt.com/


https://alignmt.com/


https://alignmt.com/


https://alignmt.com/


■

■

■

■

■

https://alignmt.com/


https://alignmt.com/


VALUE

https://alignmt.com/


https://alignmt.com/




✓

✓

✓

✓

✓

✓

✓

✓

https://alignmt.com/


https://alignmt.com/




























https://alignmt.com/


https://alignmt.com/


Value 

Proposition
Buyer Pool Verification Funding

1. MATERIALS

2. MARKETING

3. DUE DILIGENCE

4. CLOSING

FM

CIM

BL

CA
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