
Planning For an Unfettered Life:

Get the Most Value By Preparing Early
Selling Your Business



Entrepreneurs are great at building a business and getting it to the 20-yard line. 

They are not always as effective at figuring out how to get into the end zone.

If you’ve built a successful enterprise, chances are most of your assets are tied up in your business. 

Look ahead to your retirement years: Do you have a plan in place to convert your sweat equity into 

investment capital?

If not, you risk missing out on the rewards you’ve earned by your hard work and dedication. Whether 

you are 45 years old and just starting to think about your own “end zone,” 

or you are 65 and need to throw a Hail Mary pass, there are steps you can take 

now  to cross the goal line when you sell your business.



Business owners who reap the highest rewards from selling their company have a few things in common. 

Successful sellers:

Here’s a key point that cannot be emphasized enough: Having a solid exit plan will provide you with clarity 

and focus when making decisions on behalf of the company. By thinking strategically with the best possible 

end result in mind, your decisions will focus on building long-term value rather than short-term gain. In many 

cases, by understanding what your buyers will focus on at time of sale and plugging the holes in your 

processes and management team your business should yield a higher return when it’s time for you to move 

on.

We’ve seen this dynamic play out time and again at Connecticut Capital Management Group: The investor or 

business owner who has a clear goal in mind from the start will land closer to the mark. As Yogi Berra said, “If 

you don't know where you're going, you'll end up someplace else.”

Here’s another key point we’ll discuss in this white paper: You don’t have to wait and sell your business all at 

once. You can begin to extract value by selling a portion earlier or by selling in stages. By remaining with the 

business and investing the proceeds of a partial sale you can begin securing your retirement early, placing you 

ahead of the game and giving you added peace of mind. 

This white paper is divided into two sections. In “Miles To Go” we’ll show how business owners in their 40s 

and 50s can benefit from an early start in formulating an exit plan. In “Never Too Late” we’ll talk about what 

business owners in their twilight years can still do to get the most value from their business.

Understand that selling their business is a long-term process, not a sudden act.

Incorporate exit planning into their business plan early on.

Gather a team of advisors with experience at selling businesses.

Treat their company as an investment, not just a cash producer.
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The Four Insights of
Successful Business Sellers
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MILES TO GO:
Steps To Take In the Early Years

If you still have a decade or so before you plan to retire, it’s the perfect time to begin working toward a 

successful sale of your business. It’s never too early to start building your exit plan, because thinking ahead in 

this way will instill in you a long-term perspective that will positively influence your current actions.

Here are the preliminary steps you need to take:

Let’s take these one at a time:

    
Imagine you have retired. You’re no longer consumed with finding new clients, paying the bills or saving for your 

children’s education. What does your day look like? Where do you live? What legacy are you leaving the world?

These questions may seem abstract, even irrelevant, when you’re 45 years old, but thinking deeply about these 

issues will help your business succeed. Here’s why: When you get a clear picture of your retirement years you can 

estimate the amount of money you’ll need to finance that picture. Do you want a beach house or will you be 

content with a downtown condo? Do you want to read and play golf or do you want to travel the world and stay 

at fine hotels?

Know Your Number

Know
Your
Number

Draft
Your
Team

Create
Your
Exit Plan
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Selling your business on your own is like representing yourself in court: You can do it but all the experts agree 

it’s not a good idea. Selling a business is a complex process, and if your prospective buyers outmatch you in 

knowledge and expertise you may wind up with far less value for your business than you deserve.

You need to assemble a team of financial advisors. Each member of the team should have experience helping 

business owners find suitable buyers and negotiate good deals.

First in line is the quarterback, the person who will not only lead the team but also set out your overall strategy 

for financial success. A Certified Financial Planner is your best option, because CFPs have expertise in 

retirement planning, wealth management, investment planning and estate planning, as well as business sales.

In addition, your CFP can help you draft the other members of the team. At Connecticut Capital Management 

Group, for example, we regularly work with Certified Public Accounts, estate attorneys and business valuation 

experts with expertise in the field of business sales.

Certified Financial Planners help their clients go through this exercise and come up with their “number,” the 

amount their investment portfolio must total in order to yield the returns needed to fund their desired 

lifestyle. That allows the planner to craft an investment plan designed to reach that magic number through 

proper diversification, asset allocation, rebalancing, tax planning and estate planning.

In the case of a business owner, the exercise also helps the entrepreneur and his or her financial advisors 

know how much they will need to grow the business in order to reach the number. For instance, say your 

number is $6 million and you are 40 years old. If your business is worth $3 million today, you have two 

decades or so to double its value. Now you have a target and a timeline.

That example brings up a related point: Always know the approximate value of your business, so you’ll know 

how much you still need to grow. Your team of financial advisors can help you with this. Offers are often a 

multiple of EBITDA (Earnings before Interest, Taxes, & Amortization), which reflect a company’s overall 

profitability. Your sales multiple will vary with your industry, current market conditions, and other factors. 

Draft Your Team

Takeaway
To get the most from the sale of your company, know how much money you will need to 

get out of the business to fund your post-retirement lifestyle.
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Assembling a financial team early on is a smart move because these financial advisors will help you avoid 

mistakes and keep you focused on growing the value of your business. You grow value by focusing on lean 

practices, maintaining a diverse base of customers, building an independent team of managers, keeping 

proper financial records and legal structures, and following an effective growth strategy, among other factors.

As you move closer to retirement, your dream team will advise you on issues such as the different types of 

buyers (strategic vs. financial); the pros and cons of selling to family members or key employees rather than 

to an outside entity; and the tax implications of different sales structures, such as an asset sale vs. a stock 

sale. In some cases, it may not make sense to sell it all. Work with your team to assess all of your available 

options including making the decision not to sell if it makes the most financial sense to you and your family. 

Certified  Financial Planner

Certified  Public
Accountant

M&A
Attorney

Estate
Attorney

Investment
Banker

Takeaway
Selling a business is a complex procedure that requires advance planning, specialized 

knowledge and, most importantly, experience.

Your Dream Team



Effective exit planning is driven by the factors you’ve already put in place: Knowing your number, knowing your 

company’s value and working with a topflight team of financial advisors. It’s an ongoing process, not a matter of 

drawing up a document and filing it away.

Once you have an exit plan in place, every decision you make will go through that filter. Your team will run 

scenario analyses on future earnings, valuations, and tax rates to determine how changes could affect different 

types of potential deals. So it’s important to get your exit plan right.

First, think about the non-financial aspects of selling your business. What effect will a sale have on family 

members and on employees? Are any family members or employees interested in taking over the business? 

Consider whether you will be ready to move on to other pursuits or prefer to stay on the payroll.

Your exit plan must include a phase-out of your own role in the company. Few buyers are interested in acquiring 

a business that will require them to work 60 hours a week to keep it going. You need to hire people who can 

eventually take over your roles, whether you are the chief salesperson, the chief financial whiz or the chief 

bottle-maker.

Implement a system designed to allow a new owner to step in and have everything about the company at his or 

her fingertips. Document all procedures, from sales to manufacturing.

Make sure your business is protected against unexpected blows, such as the loss of a key partner, with 

appropriate buy-sell agreements and key person insurance policies. 

Most importantly, integrate your exit plan into your personal financial plan. Your goal is to turn your hard work 

into investable assets to fund your future, not simply to get the highest dollar amount. Many factors other than 

the sales price can affect the quality of your life after the sale takes place, so it pays to take a holistic approach.

Create Your Plan
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Takeaway
Work hard to become a leader in your industry, and work just as hard to build your 

business in a way that serves your overall life goals.



If nearly all of your assets are tied up in your business, you may need to unlock some of that value today. Maybe 

you’re 40 years old with two kids heading toward college. Perhaps someone in your family has special medical 

needs. The good news is that you can begin reaping the rewards for building your business right away.

You can sell a portion of your business; say a 20 percent or 30 percent interest, to a key employee, a family 

member, a private equity group or even a key competitor. That allows you to unlock some of the value and gain 

investable assets while retaining a controlling interest. A frequent bonus: Taking on an investor can invigorate 

the business and take it to the next level, resulting in a higher payout for you when you eventually sell the rest of 

your interest.

A partial sale is particularly suitable if you operate a family business and you want to give family members and 

key employees the opportunity to eventually own the business. Bringing them in as investors will show whether 

they have the right stuff before you completely relinquish control.

One way to carry out a partial sale is to sell an investor a certain portion of your interest each year, say 10 

percent. This method can yield major tax benefits since you’ll pay the capital gains rate on the proceeds rather 

than the higher income tax rate.

 

Sometimes it’s advantageous to sell your business over a period of time. For example, 

an attorney was diagnosed with early Alzheimer’s disease at 58 years of age. He knew another attorney who was 

looking for a practice to take over. Rather than sell his practice outright, he made a deal whereby the new 

attorney paid his family over a five-year period to acquire the practice. The original attorney retired a year later, 

knowing he had left his business in good hands. During the sales process, his team had determined a five year 

buyout would be tax efficient based on the client’s tax bracket and ongoing revenue streams. They also made 

sure his buyer had the financial means to complete the sale. 

You Can Start Taking Value Out Early
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NEVER TOO LATE: 
Steps To Take In the Later Years

If you’re late in your career and haven’t followed an exit planning strategy, you can still take steps to get the 

best deal for your business. The first step is the same as with a younger owner: Think about your retirement 

goals and generate an amount you will need in order to live your desired lifestyle. Hiring a financial planner 

can speed up the process and also lead quickly into the next step, assembling a financial team. Any financial 

planner who has experience with business sales will have CPAs and attorneys to recommend.

Your team will calculate the current value of your business on the open market. Can you close the gap 

between the value and your retirement number? If not, you may have to continue running the business for a 

few more years, or you may decide to downsize your retirement dreams. Either way, your team will work to 

maximize the value of your business, find an appropriate buyer and negotiate the best deal on your behalf.

It may be too late to carefully develop value drivers such as implementing lean practices or nurturing an 

independent management team. However, your team will identify areas that you can quickly bring up to 

speed. 

For instance, have you documented all business practices, procedures and systems? Have you delayed 

upgrading equipment or IT infrastructure? These are areas where you could take quick action to improve the 

value and attractiveness of your business. On the personal side, your team will review your estate planning 

and determine if you can save money on your taxes as you work on your ultimate exit strategy.  

To sum up, whether you have miles to go before retirement or the goal line is right in front of you, hire your 

“dream team” and start working on an exit plan today in order to receive the most value for your business 

tomorrow. Your future self will thank you for it.



www.connecticutcapital.com


