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Strategies for a Successful Transition

DISCLOSURES

Capital Planning Advisors, LLC is a Registered Investment Adviser. This presentation is solely for informational purposes. Advisory services are only
offered to clients or prospective clients where Capital Planning Advisors, LLC and its representatives are properly licensed or exempt from licensure.
Past performance is no guarantee of future returns. Investing involves risk and possible loss of principal capital. No advice may be rendered by Capital
Planning Advisors, LLC unless a client service agreement is in place.

QUESTIONS

If you have questions during this presentation, you may submit them through the Q&A button or email them directly to 
aschroeder@dcapartners.com
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Larry Hansen
Capital Planning Advisors

Karin Le
Capital Planning Advisors

Brent Haapanen
DCA Partners



Integrating Business and Personal Goals
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A plan that 
achieves the 

owners’ 
objectives

An 
experienced 

team of 
advisors to 
design and 
implement 

the plan

Cash flow to 
fund the exit 

plan

A strong 
management 
team in place 
both during 

and following 
the transition

Time

Essential Ingredients of a Successful Exit Plan 



Ownership Succession Planning

Employee Stock 
Ownership Plan

Pre-sale
Heirs, Key 

Employees, 
Third-Parties

Exit TimelineTransition Maximizing Value

Estate and 
Legacy Planning

Post-sale
Lifestyle and 

Financial Goals
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No matter where you are in your business lifecycle, it’s never too early to start 

thinking about a transition plan
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A myriad of factors (and stakeholders) can drive transition planning decisions

The Integration of Your Values for a Planned Outcome 



Timing and Goals

Time can be your greatest ally, or worst enemy, depending on how much of it you 

have…

Eventually Every Company Will be Sold or Transferred to New Ownership
• Owners receive an unsolicited offer
• Owners are ready to retire 
• Owners are ready to give up control (in exchange for liquidity) but have a desire to remain active for a period of time
• Owners are looking to grow and have a more substantial liquidity event further down the line 
• Owners are looking to transition the business to the next generation, employees, etc. 

“Timing” your transaction goes well beyond simply timing the market or the macroeconomic forces at play

• How much longer do you want to work in the business before retiring? ________ years

• How many of your “personal” expenses are tied in with the business? 

• What annual after-tax income do you want during retirement (in today’s dollars)?  $________

• Ultimately, the after-tax sale proceeds will not replace the business’ cash flow
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Selecting the Buyer

Buyer selection (and/or stack-ranked preference) will help drive your decision making 

• Family?

• Co-Owner?

• Key Employee(s)?

• Outside party?

• Strategic Buyer

• Financial Buyer/Private Equity

• ESOP?

Your own personal “Deal Team” will be critical advocates for your business and your personal objectives 
• Business Succession Advisor
• Business/Estate Attorneys
• CPA
• Valuation Specialist
• M&A Advisor
• Business/Management/Compensation Consultants
• Banker

Identifying your preferred and/or likely buyer categories on the front-end will drive 

planning and decision making throughout the process
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Preempting Buyer Objections 

Regardless of timing, buyers’ objections tend to follow consistent themes 

Too often sellers look back and realize they could have received more value for their business had they only:
• Diversified their customer mix
• Tightened expenses
• Increased margins
• Identified and acted upon long-term growth opportunities
• Developed a strong management team and staff to lead in their absence
• Organized their finances 
• Reduced the number of owner expenses and addbacks
• Mitigated regulatory, compliance and other risks 

8



What the Buyer vs. the Seller Sees

Concerns about what may be below the surface impacts value

- - - - - - - - Terms
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1. Owner’s importance to the business

2. Buy vs. Build

3. Unsecured intellectual property

4. Potential litigation 

5. Regulatory trends

6. Employee commitments post transaction

7. Regulatory & environmental compliance

8. Required (or deferred) capital investment

9. Cost of new customer acquisition

Price - - - - - - - -

Unrecorded (or contingent) liabilities

Customer or product concentration 

Accounting irregularities

Revenue recognition

Vendors/suppliers issues

Quality and warranty issues

Scalability

Potential employment claims

Corporate culture and values match
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Develop 

Outreach 

Materials

Potential Buyer 

Solicitation

Potential Buyer

Negotiation

Selected Buyer

Due Diligence
Closing

• Develop optimal 
Company positioning

• Finalize target list

• Approve non-
disclosure 
agreement

• Create teaser

• Create CIM

2  M O N T H S

• Conduct outreach

• Data room 
management

• Obtain initial bids

• Structure

• Price

• Consideration & 
terms

1  M O N T H

• Select finalists

• Management 
meetings

• Obtain final bids

• Clarify key points

• Discuss structure 
(earnouts, equity 
roll, etc.)

• Financial and tax 
planning strategies

• Select best buyer

1  M O N T H

• Manage info. flow

• Confirm assumptions

• Documentation

• Reps and warranties

• Holdbacks & recourse

• Working capital

• Employment 
agreements

• Overcome objections 
and issues raised

• Manage on-site 
management and 
other meetings

2  M O N T H S

• Legal 
documentation

• Advisor coordination

• Continued 
affirmation

• Execute agreement

• Closing conditions

1 M O N T H

Sales Process Overview

What to expect when you finally decide to go to market
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Financial Planning Process
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Understand 
values and 

tangible 
goals

Analyze 
financial 

resources

Develop 
strategies

Coordinate 
with all 
advisors

Implement 
and monitor

A structured process ensures an effective outcome
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Financial Planning Tools

An effective planning tool should be dynamic and flexible



Risk-Balanced Investment Objectives
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Equities
Fixed 

Income

Real AssetsAlternatives

Globally diversified, four-asset-class portfolios are tailored to our clients’ unique 

circumstances
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Current and Proposed Portfolio Allocation

Is your portfolio 

allocation in 

line with your 

goals?  

Can it 

withstand 

varying market 

conditions?  

Are changes 

necessary to 

increase 

probability of 

success? 
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Modeling Cash Flow

Can your assets 

and income 

sources support 

your lifestyle 

withdrawals? 

Run different 

scenarios to see 

the impact to 

each of your 

goals.



Focus on Path Toward Goals 
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What’s 
important 

about money 
to you?

Financial 
security & 
peace of 

mind 

Philanthropy

Ability to 
take care of 

family

Family 
Legacy

Healthy 
Lifestyle



• Know your goals: Timing, personal goals, cash flow needs, lifestyle 

• Know your business: What is most important about it, your industry, and what is likely to drive an optimal valuation (core and 
strategic assets)

• Evaluate your business from a buyer’s perspective: Identify “Enhancers” and “Detractors” that will impact value at exit

• Position your business: Develop a plan with accountability to improve the businesses’ exit value and close the gap by 
eliminating Detractors and optimizing Enhancers

• Execute: Be deliberate and make specific decisions that will drive value 

• Implement your plan: Put your personal financial plan into action

Recap: Thinking with the End Result in Mind
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Progress Is Not Linear

Q&A


