Strategies to help identify,
prioritize and define
goals for business

Business discovery questionnaire
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Common
concerns of
business owners

Our financial professionals can work with
you to match your needs with appropriate
strategies and help you make educated
decisions based on your unique situation.
For example, see the pie chart to the right.

Strategies for
business owners

Once you have identified your opportunities,
determined your place in the business life
cycle and clarified your areas of need, we
can furnish you with an extensive array of
strategies to help meet your personal and
business goals.

Business transfer

Tax advantage + To whom?
+ How to maximize? - At what price?
+ How to implement? - Source of funds?

Recruiting needs

+ How to compete
for talent? Personal benefit

+ How to retain + How to get

your “stars™? your share?

Expansion
+ How to select
options?

- How to prepare?

- How to protect?

Business transfer
Tax advantage
) ) ) + The agreement
+ Pension and profit-sharing . .
) . + Valuation estimate
- Executive benefits

+ Funding source
. 401(K) 8

Recruiting needs
+ Group benefits

+ Executive benefits
Personal benefit

Expansion - Selective
- Creating future resources benefit plans
+ Personal

- Protecting today’s assets
financial fitness



Getting started

Completion of the discovery questionnaire
will accomplish three objectives:

Identify your most Prioritize the most Define what the
important needs. important needs. next steps should be.

Name of business

Address

Phone Fax
Name Position
Phone Email

Nature of business

Type of business: ® cCop @ S-Corp ® PA/PC @® LLIC @ Partnership @ Sole proprietorship

Employee benefit strategies
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Is it important for you to assist with benefit plans for:

Retirement? (in addition to Social Security)

Health insurance?

Disability?

Life insurance?
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Voluntary employee benefit programs?

Do you feel your existing employee benefit plans:

Attract and retain quality employees?

Enhance employee performance?

Are understood and appreciated by employees?

Require more company resources than desired?
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Executive and key employee benefit strategies

How concerned are you about providing Not at all
retirement, disability or survivor benefits for: concerned
Yourself?

Concerned

Very
concerned

Employee shareholders/partners?

Executives?

Key employees?

How concerned are you with protecting your
company against the loss of a key employee due to:

Death?
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Disability?

Being hired by a competitor?

What features do you feel would create an attractive benefit program for select participants?

(select all that apply)

Ability to select plan participants

Ability to control when benefits are paid
Provisions for benefits after retirement
Provisions for benefits in the event of death

Funded through employer contributions
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and employer contributions

Which tax advantage of a selective benefit program would you prefer? (select one)

O Current tax deduction of contributions when made

O Deferred deduction of future benefits when paid

Have you ever considered implementing a selective benefit program that provides:

Tax-deferred accumulation of plan assets?

Availability of diversified investment options
Provisions for benefits in the event of disability
Funded through employee contributions

Funded through a combination of employee

Yes

Ability to provide greater benefits for selected employees

No

Tax-advantaged distributions from plan assets?

O

O

Protection from claims of creditors?



Business transfer

How concerned are you about what happens Not at all Very
to your business in the event of your: concerned Concerned concerned

Retirement? @ @ @®

Disability? @ (O) @®

Death? @ @ ®

In the event of your retirement, death
or disability, how concerned are you about:

There being sufficient capital to continue operating your business? @® @ @®

Who will run your business?
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Who will control your business?

Do you want your business to be: Yes No
Retained by your family? @ @
Sold? ® (O]

@
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Liquidated?

Do you have a written business transfer plan that:

Is mandatory for both the buyer and the seller?

Sets the price that you or your heirs will receive?

Assures the buyer will have funds to purchase the business?

Accurately reflects your share of the fair market value, including goodwill?

Sets the value of your interest for estate tax purposes?
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Creates an arrangement achieving the desired management and ownership?



Anticipated changes

Check all that are likely to occur in the next 12 months:

Expansion of business
Opening of new location(s)
Hiring additional employees
Promoting key employees
Purchase of new equipment

Acquiring more property or space
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Change of business type

Financial overview

Sales or receipts

@ Under $100,000
@® $100,000-$499,999
@ $500,000-$999,999

Annual profits

@ Under $100,000
@ $100,000-$249,999
@ $250,000-$499,999

Current employee benefit plans
Group health insurance
Cafeteria plan

Group life — employees
Group life — dependents
Short-term disability
Long-term disability

Salary allotment life insurance
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Salary allotment disability income

Current executive or key employee benefit plans

Executive bonus

Split-dollar
Group life carve-out

Disability carve-out
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Deferred compensation
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Review of benefit plans

Adding new benefit plan(s)
Modifying existing benefit plan(s)
Terminating existing benefit plan(s)
Review of business transfer plan
Change of ownership arrangement

Review of business transfer funding

$1,000,000-$2,499,999
$2,500,000-$4,999,999
$5,000,000 or more

$500,000-$749,999
$750,000-$999,999
$1,000,000 or more

SEP/SARSEP
Keogh

401(k)
Profit-sharing
Money purchase
Target benefit
Defined benefit
ESOP

Salary continuation
Death benefit only
Severance pay
Wage continuation

Key person



Thank you for
completing
the questionnaire

This questionnaire is not a fact finder, but rather
a tool for us to learn more about your goals and
objectives for your business. If you choose to
further explore the ways in which we can assist
you with your business goals, we will ask you for
more detailed information.

Reset Form

Documents needed
for our next meeting

Business transfer plan

Buy-sell agreement

Business valuation

Census data for shareholders
Statements for funding vehicles
Key person agreement
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Executive/key employee benefit plans
(plan description/assets and census of covered employees)

Deferred compensation

Salary continuation

Wage continuation

Executive bonus

Split-dollar

Group carve-out

Statements for funding vehicles
Business overhead expense

000000000

Financial statements
O Balance sheet (last 3 years)
O Income statement (last 3 years)

O Income tax returns (last 3 years)

O

Qualified retirement plan

Adoption agreement

Trust agreement

Summary plan description

Plan funding statements

Census data — covered employees
Sample employee statement

Name/address — plan administrator

00000000

Employee benefit plans

Group life — plan description

Group health — employee benefit booklet
Census data covered employees
Short-term disability

Long-term disability

Cafeteria plan

0000000




For more information, contact your financial
professional or visit equitable.com.

Please be advised that this document is not intended as legal or tax advice.
Accordingly, any tax information provided in this document is not intended or
written to be used, and cannot be used, by any taxpayer for the purpose of
avoiding penalties that may be imposed on the taxpayer. The tax information
was written to support the promotion or marketing of the transaction(s) or
matter(s) addressed, and clients should seek advice based on their particular
circumstances from an independent tax advisor.

Life insurance products are issued by Equitable Financial Life Insurance
Company (Equitable Financial) (NY, NY) or Equitable Financial Life Insurance
Company of America (Equitable America) and co-distributed by affiliates
Equitable Network, LLC (Equitable Network Insurance Agency of California
in CA; Equitable Network Insurance Agency of Utah in UT; Equitable
Network of Puerto Rico, Inc. in PR) and Equitable Distributors, LLC. For New

York state-based (i.e., domiciled) Equitable Advisors Financial Professionals,
life insurance products are issued by Equitable Financial (NY, NY). All companies
are affiliated and directly or indirectly owned by Equitable Holdings, Inc., and
do not provide tax or legal advice.

Equitable is the brand name of the retirement and protection subsidiaries
of Equitable Holdings, Inc., including Equitable Financial Life Insurance
Company (NY, NY); Equitable Financial Life Insurance Company of America,
an AZ stock company; and Equitable Distributors, LLC. Equitable Advisors
is the brand name of Equitable Advisors, LLC (member FINRA, SIPC)
(Equitable Financial Advisors in MI & TN). The obligations of Equitable Financial
and Equitable America are backed solely by their claims-paying abilities.

© 2023 Equitable Holdings, Inc. All rights reserved. GE-5849899.1 (9/23) (Exp. 10/25) | G2268832 | Cat. #156706 (9/23)
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