
Transitioning from your busi-
ness will be one of the most 
challenging and, ultimately, 

rewarding financial transaction of your 
life. While selling or transferring your 
business may not be top of mind now, 
as best-selling author Harvey MacK-
ay said, “Dig your well before you’re 
thirsty.” 
 What is exit planning? It is simply 
good business planning. Exit planning 
has the power to transform the lives of 
you and your family, your employees 
and the generations to come. 
 A well-designed exit plan clarifies 
your personal and business goals and 
creates a strategy to accomplish them. 
When implemented, it provides you 
with a map to navigate the tax, legal, 
and financial decisions you will make, 
and anticipates problems you may 
encounter when selling or transferring 
ownership of your business. 
 Some of the crucial factors to 
consider when developing a business 
transition plan include:
• Personal goals: What do you want 

to personally accomplish from 

your business’ sale or transition? 
How do you expect this transaction 
to benefit you personally and 
professionally? How do you want to 
phase out your role in the business 
and what do you want to do 
afterwards?

• Business goals: What is your best 
outcome? Do you want to sell 
part or all your business, transfer 
it to a family member who is 
working in the business, or sell to 
indispensable employees?

• Tax: Implement tax strategies so 
that you can pay less to federal and 
state governments. 

• Legal: A wise owner involves an 
attorney who specializes in business 
transitions as an advisor early in 
the process. There also will be 
estate planning, due diligence tax 
implications, asset protection, and 
personal liability considerations. 

• Financial transition planning: 
Most business owners have 80-
90 percent of their financial 
wealth tied up in their businesses. 
Planning helps ensure that the 
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business value is protected from 
risk, and helps you model what 
the net proceeds from the sale 
or transition will mean to your 
lifestyle.

CREATING AN EXIT PLAN

 Creating and executing a realistic 
exit plan gives owners options and 
control helps you prepare to:
• Keep and continue operating your 

business,
• Immediately assess an unexpected 

offer to buy your business, or 
• Sell it at the highest multiple. 
 Exit planning puts you in the 
driver’s seat to decide when and how 
you exit.

 Conversely, postponing planning 
for the inevitable day that you must sell 
or transition out of your business may 
result in:
• Someone else deciding how and 

when you exit.
• Not retaining your fair portion of 

the money that you worked very 
hard to earn.

• Overpaying taxes.
• Watching your business 

disintegrate.
• Undue stress for you, your family 

and employees.

MEASURING RISK

 Business owners identify risk and 
their exposure to that risk on a regular 

• 85 percent of 60-year-
old business owners 
expected to sell their 
business to a third party 
in five years. 

• 85 percent of 65-year-
old business owners 
expected to sell their 
business to a third party 
in five years.

• 85 percent of 70-year-
old business owners 
also plan to sell their 
businesses in five years.

Most older business owners 
are delaying considering 
and have unrealistic 
expectationn about selling 
their businesses.

SURVEY RESULTS: 
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basis. What are the metrics of exit 
planning and how do they relate to your 
risk? 
 Consider the following and which 
percentile you want to be in:
• 50 percent of exits are not 

voluntary. Divorce, disagreement, 
disability and death account for 
most exits.

• Although studies have consistently 
reported that 99 percent of 
business owners agree that having 
a transition strategy is important 
both for their future and for the 
future of their business, only 21 
percent of business owners have a 
written transition plan.

• Only 20 percent of businesses that 
go on the market are sold.

WHO WILL BUY
YOUR BUSINESS?

 Two other essential questions to 
consider are: 
• When will you sell your business?
• Who will buy your business? 
 According to a 2008 Price 
Waterhouse Coopers survey:
• 85 percent of 60-year-old business 

owners expected to sell their 
business to a third party in five 
years. 

• 85 percent of 65-year-old business 
owners expected to sell their 
business to a third party in five 
years.

• 85 percent of 70-year-old business 
owners also plan to sell their 
businesses in five years.

 Do you see the repeating theme? 
Most older business owners are delaying 
considering and have unrealistic 
expectations about selling their 
businesses. 

 Consider the following: Baby 
boomers started four times as many 
businesses as any other generation 
before them. Generation Xers – the 
likely buyers of baby boomer businesses 
– have 30 million fewer people than the 
boomers, which means fewer people to 
buy businesses. 
 Also, Gen Xers, in general, are not 
interested in the sacrifices demanded by 
owning a small business and working 
50 to 60 hours a week for decades. Gen 
Xers are attracted large corporations 
that understand their prioritization of 
free time over work, and that offer an 
appealing workplace with flex time, 

maternal/paternal leaves and free 
tuition benefits.
 The statistics and demographic 
realities are startling, particularly if you 
do not have a plan. But there is another 
option. You can get there from here. 
Planning today and executing on that 
plan will help maximize the value of 
your business and create a successful 
exit in the future.
 Start the process now by 
completing the following short, online, 
confidential assessment. It may really 
improve your opportunity to realize the 
full value of your business.

CLICK HERE
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Baby Boomer Business Owner Exit Planning helps you plan for the sale or the 
ownership transition of your business. Our team provides:
• Investment Management 
• Risk Management
• Tax Planning
• Insurance Planning
• Estate Planning
• Retirement Planning
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