
BECOMING THE MOST 
TRUSTED ADVISOR

BUSINESS EXIT PLANNING



Agenda

• The Opportunity 
• The Most Trusted Advisor (Financial 

Planning) 
• Preparing the Business (Business 

Planning)
• The Perfect Exit (Personal Planning)
• How to Take Action



THE 
OPPORTUNITY

•73% of privately held 
companies in the US would 
like to transition within the 
next 10 years equating to a 
$14 trillion opportunity. 



Every Owner Exits

or

The difference is in the outcomes for the owners 
as well as their families, employees and 

communities.



Owners Want to Exit
• 79% want to stop working within 10 years….but 75% 

would exit today if they received enough cash to 
guarantee financial security.

79% 75%

Desire to Stop Working Financial Security Needs



Not Many Owners Exit by Sale



Most Owners Don’t Have a Plan



Key Findings

100% of business owners will stop being owners at some point.

79% want to stop working within 10 years….but 75% would exit 
today if they received enough cash to guarantee financial 
security.

More than 80% of businesses will never be sold.

Fewer than 20% have a written exit plan.

Most Owners have advisors but fail to execute on a plan



QUESTION

What 
percentage of 

businesses exit?



THE MOST 
TRUSTED 
ADVISOR



Who’s the Most Trusted?



Wealth GapUncovering the Wealth Gap



Business Valuations



Size Matters



Size Matters



Exit Options



The Most Trusted Advisor Knows

• HOW TO DETERMINE THE WEALTH GAP
• HOW TO VALUE A BUSINESS
• HOW DIFFERENT EXIT OPTIONS AFFECT VALUE
• HOW SIZE AFFECTS VALUE, PLANNING & TEAM
• HOW TO MODEL & PLAN FOR DIFFERENT SCENARIOS



QUESTION

When should a 
business owner 

have an exit 
plan in place?



PREPARING 
THE 
BUSINESS



What is the GAP?
 

there almost 
always is a GAP



Most Important Value Drivers



7 Deadly Sins
Gaps in Business

1. Owner Dependency
2. Stable Increase in Cash 

Flow
3. Management Team
4. Business Systems
5. Established & Diverse 

Customer Base
6. Realistic & Believable 

Growth Strategy
7. Financial Controls



Timeline of a Business an Exit



THE PERFECT EXIT



Seller’s Cold Feet

•Retire/Family
•Purchase a Business
•Consulting
•Serve on a Board
•Community
•Philanthropy
•Mentorship



Last, But Not Least

•Family
•Suppliers 
•Employees
•Customers
•Community
•Industry
•World



A Successful Exit

•Felt well educated, supported, & in control
•Felt the process & money was fair
•The next journey is in place with the money to support it
•Felt good about their relationships and the ppl affected
•Company continues to be viable & valuable beyond them



QUESTION

What is one of the 
main causes of 

sellers cold feet?



HOW TO TAKE 
ACTION



Talk to 
Owners

1) Value

2) People

3) Control



Put a Plan in Place

PLANNING
•Personal Planning
•Financial Planning
•Business Planning



The Dream Team

Core Advisors   Business Advisors  Transactional Advisors



QUESTIONS?

CFP CE:
CLE CE:

Insurance CE:
RIA CE:

1111
1111
1111
1111


