NEXT TO ﬂm
Exit Strategy Roadmap:

How to Ensure a Profitable & Smooth Transition

Exiting your business isn’t just about selling—it’s about leaving a legacy, maximizing your hard
work, and ensuring the next chapter is as rewarding as the journey itself.

Having a roadmap is critical whether you plan to sell, pass it on, or merge. Here's how to prepare
for a profitable and smooth transition.

v 1. Build Business Value

A business that runs without you is the most attractive to buyers (and the easiest to
transition).

e Delegate leadership and key roles. Develop a leadership team that can run the business
independently.

« Diversify your customer base. Avoid relying on a handful of big clients.

¢ Strengthen your brand and reputation. Consistent marketing and customer experience
build long-term value.

Ask yourself: Could this business thrive without me here for three months? If not, it’s time to
build autonomy.

V2, Organize Financials
Clean, accurate financial records build buyer confidence and streamline the deal.

¢ Prepare at least 3 years of clean financial statements.
¢ Work with a CPA to ensure everything is audit-ready.
¢ Get aformal business valuation. This sets realistic expectations and arms you for

negotiations.

<" Pro Tip: A buyer wants to see predictable, repeatable profits. Make sure your numbers tell a
clear story.
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v 3. Document Processes (SOPs)
Buyers pay a premium for a well-oiled machine.
¢ Create detailed Standard Operating Procedures (SOPs). These ensure continuity and
scalability.
« Document client acquisition, service delivery, HR, and operational workflows.

¢ Make it easy for someone to step in and keep the wheels turning.

Think: McDonald's. The reason it scales is because processes are crystal clear and repeatable.

Va4, Explore Your Exit Options

Know your endgame before you get there.
¢ Sellto athird party. Great if you want to cash out.
¢ Sellto employees or management (MBO). Keeps the business in familiar hands.
¢ Pass ittofamily. Requires a solid succession plan.

¢ Merger or acquisition. Could increase value and expand opportunities.

ACTION: Start conversations early. It takes time to find the right fit and structure the deal.

V' 5. Plan Your Post-Exit Life
What’s next for you? Don’t overlook this!

¢ Retirement, consulting, new ventures? Get clear on what excites you after the exit.

¢ Financial planning. Work with a financial advisor to manage the wealth from your exit.

« Emotional preparation. Leaving your business can feel like losing a part of yourself—plan
forit.



