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After years of hard work building your company, you may be 
considering whether or not it is time to sell. The process can 
be daunting, and the decision is more than financial – it’s also 
an emotional decision that can impact you and your family 
for decades. How do you know if it is the right time to sell? 
Will your family members be involved in the future of the 
company? How will you transition from business owner and 
leader to silent partner? What does that mean for you, and 
what comes next? 

Once you decide you are ready to sell, an exit plan can help 
you map out how to sell your company, how to transition 
leadership, how to invest new liquid assets and then, longer 
term, look at what is next for you and your family as you make 
this delicate transitions. 

An exit plan typically has several aspects and can help you 
plan for these critical questions:

1.  What is the sale price I need to fund my lifetime  
 liquidity needs and provide for my family’s future?

2.  What impact will this sale have on my tax liability? 
3.  How can I prepare for the windfall of liquidity?
4. How can I transition the leadership of the company 
  so that it continues into the future?
5.  What comes next for me?

Once you decide it is the right time to sell, there are a few 
options to consider:

STRATEGIC ACQUISITION 
There are always companies looking to acquire or merge with 
businesses that complement or expand their core business. 
The purchase is considered “strategic” because it expands 
market share, affords economies of scale, or adds products and 
services that dovetail with or complete the current offerings 
of the acquiring company. 

DISCOUNTED ACQUISITION 
Businesses that could be a candidate for a strategic acquisition 
but whose profits or growth curve are still strengthening 
or have suffered without recovery may still be candidates 
for acquisition. The challenge is that they won’t be able to 
command their full market value because of lagging profits 
or growth. Because of these and other market conditions, this 
could make the company not as attractive to a strategic buyer. 
An incentive to complete the deal can be to lower the asking 
price – sometimes significantly. 

SELL TO A SUCCESSOR 
One of the better options for many businesses will be to 
develop a successor and sell the company to the successor 
at full price. Their successor may be one or more family 
members, or one or more key executives within the 
organization. Financing may be available to fund the buyout, 
but as the number of businesses for sale increases, the 
majority of internal sales will be paid for out of future cash 
flows. 

Therefore, it becomes critical to identify a successor as soon 
as possible, determine whether they actually want to own 
and run the business, and then ensure they are well-prepared 
to be an effective leader and a successful owner. It generally 
requires one to two years of development to nurture  
leadership capabilities, strategic thinking, and judgment in a 
future leader. Without that development, you run the risk of 
the business not being successful in the future. 

SUCCESOR MANAGER
A variation of selling to a successor is to bring on a successor 
to run the company but not transition ownership of equity. 
This option allows the owner to draw out the business’ value 
from the company while still owning it, but without needing 
to run it on a day-to-day basis. It requires finding and 

PLANNING ON SELLING 
YOUR BUSINESS? 

Consider an exit plan as your first step.
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developing a strong successor, and then offering significant 
incentive for growth, development and overall success of the 
firm. 

CREATE AN ESOP 
In the absence of a strong successor, an option that will also 
yield full market value is to set up an Employee Stock Option 
Plan (ESOP). This approach can increase employee loyalty 
and productivity, ensure business continuity, and gain some 
tax advantages. An ESOP can be effective, but it requires 
ample planning and preparation, along with the training 
and development of the people who will be directing the 
organization. 

THE NEXT STEPS
Once you decide the best course of action to sell your 
company, a strategic exit plan can help you navigate all 
the necessary details to ensure a successful sale of your 
company. Deciding on the structure of the sale is only the 
first step. A few other points to consider include: 

• Market conditions that could affect sale price
• The role your family members will play in the sale
• Long-term wealth planning as a result of the sudden 

liquidity, and transitioning from a concentrated, 
single asset portfolio to a more diversified investment 
portfolio

• The next stage for you – another business? 
Retirement? 

An independent, fiduciary advisor who understands the 
intricate steps involved in selling your company can help 
guide you as you make these decisions to help ensure 
the best outcome possible. For help with the sale of your 
company, contact us at info@OmniaWealth.com.


