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Either You Have It, or You Don’t
Business owners planning for a successful future should always begin by identifying and
understanding their primary objectives for themselves, their families, their ownership and
their businesses. In this exercise, you might include, among other things:
The date you wish to exit;
The amount of cash you want upon exit; and
Your choice of successor.
Today, let’s look carefully at that second objective: How much cash must your ownership
of the business deliver in order to enjoy a financially secure post-business life? For most
owners this is a great starting point for determining when, or if, they can leave their
businesses on their own timeline and on their own terms.

The Issues
Paula Davis was the 58-year old owner of Davis Data Analytics, Inc. She had engaged her
financial advisor to:
Set a realistic assumption for a rate of return on Paula’s investments;
Research actuarial information to determine average life expectancies for both she
and her spouse; and
Help her and her spouse agree on and establish an acceptable post-exit annual
income amount.
As part of this process, Paula and her advisor reached the critical question whose answer
would determine Paula’s ability to retire on her terms: What must the value of Paula’s
business be if Paula is to leave, as she desires, at age 63?

Like Paula, your resources are likely both in the business and outside of it. You need to
know the value of both so you can determine if there is a gap between the amount of
money you will need in the future and the amount you have today. If you have enough to
secure your financial future, your planning will go in one direction. If you don’t have
enough for complete financial freedom, your planning will go in another direction. Both
scenarios are fine, but you’ll want to know which one fits your situation. Any gap must be
quantified and—to exit successfully—you must create and implement strategies to close
that gap. Most owners retain an experienced financial planner to help with this project.

The Process
Paula and her advisor used the following process:
First: Paula and her spouse agreed on their future annual income needs.
Second: Paula and her advisor, using their agreed-upon estimate of a projected rate of
return, calculated how much Paula’s non-business investment assets would be worth at
Paula’s desired exit date.
Third: Paula’s advisor calculated the amount of investment capital needed to pay Paula
and her spouse the target income per year for the duration of their lives (based upon
current actuarial tables and assumed reasonable, maybe even conservative, investment
returns). This amount needed to be net of taxes, since Paula intended to use it for
spending.

The Bottom Line
When the business falls short of the value needed to achieve your financial targets, you
need to work with your advisors to build business value to achieve your goals. When the
business value meets your needs, you turn your attention to other goals and objectives,
such as taking care of loyal employees, leaving a legacy in your industry and your
community, focusing on the “What’s next?” question. You either have it or you don’t.
Keep in mind that neither circumstance eliminates the need for planning.
Contact our firm for help in organizing the right advisors to determine your business’s
current value and the gap (if any) between what you have today and what you’ll need in
order to exit on your terms. We can help you to understand your ultimate objectives and
what you must have (and must do) to reach them. Contact us today if you’d like help
taking the next step.
The information contained in this article is general in nature and is not legal, tax or
financial advice. For information regarding your particular situation, contact an attorney or
a tax or financial advisor. The information in this newsletter is provided with the
understanding that it does not render legal, accounting, tax or financial advice. In specific
cases, clients should consult their legal, accounting, tax or financial advisor. This article is
not intended to give advice or to represent our firm as being qualified to give advice in all
areas of professional services. Exit Planning is a discipline that typically requires the
collaboration of multiple professional advisors. To the extent that our firm does not have

the expertise required on a particular matter, we will always work closely with you to help
you gain access to the resources and professional advice that you need.
This is an opt-in newsletter published by Business Enterprise Institute, Inc., and presented to you by our firm. We appreciate your
interest.

The example provided is hypothetical and for illustrative purposes only. It includes fictitious names and does not represent any
particular person or entity.

As a Certified Exit Planning Specialist, Denis brings a unique blend of experience to the
marketplace having been involved in more than 100 transactions as a buyer, seller, investor,
advisor or financier of businesses throughout his career. He previously was involved in private
equity for ten years and was responsible for identifying, underwriting, structuring, closing and
managing investments including developing growth and exit strategies. In addition he has served
as a director of a variety of both domestic and international privately held companies.
Pace Capital Advisors provides merger and acquisition advisory services to owners of lower
middle market businesses in the Southeastern US, typically companies with revenues ranging
from $5 million to $50 million. Our target market comprises entrepreneurs, family business
owners, and other privately-held business owners who seek the guidance and counsel of proven
merger and acquisition professionals when considering the complex set of options available to
them for selling or transferring ownership of their business. Our services range from preparing
business owners and their companies for the process of ownership transition to full responsibility
for conducting a business sale process on the owners’ behalf. Pace’s principals have acquired
and sold numerous businesses during our careers in private equity, corporate development,
investment banking and venture capital. We know how to properly package and position a
business to maximize its transferable value. Our experience includes over one hundred merger
and acquisition transactions in which we have occupied almost every seat at the transaction
closing table - buyer, seller, owner, lender, and M&A advisor. We know what it takes to make a
deal work, strategically, financially and psychologically, how to prepare business owners and
their companies for the sale process, and what it takes to close the deal. (404) 843-8618
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