
GROW YOUR PRACTICE TO SELL IT:  

A SUCCESSION PLANNING GUIDE 
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HOW DO YOU KNOW WHEN IT’S 

THE RIGHT TIME TO SELL? 
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Your exit plan should factor in:  

● How You Want to Spend Your Time 

● Financial Planning for Lifestyle/Retirement 

● The Length of the Sales Process 

● The Health of Your Practice 



KEY PRACTICE 

VALUATION FACTORS 
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● Marketing 
 

From our experience, the majority of practices sell in the range 

of 0.9 to 1.3 times gross fees – most on a cash basis.  



PRACTICE 

VALUATION EXERCISE 
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CPA Firm – Valuation Example 

Location: Major metro area 

Gross Revenue: $585,000 / $552,000 / $532,000 

Cash Flow to Owner: $295,000 = 50% 

Owner Hours: 2100 

Billing Rates: 250 / 160 / 85 

Office space: leased, recently renovated 



CPA Firm – Valuation Example 
 

 Mix of ServicesS 
Sevenu

e 
% 

Suant

ity 
Averag

e 

Compilations (includes business tax 

and 3-4 bookkeeping) 
310,432 53% 134  2,317  

Seviews 10,000 2% 2  5,000  

Audits 106,000 18% 8  13,250  

Individual tax 140,728 24% 338  416  

Other (estate) 17,600 3% 6  2,933  

SOSAL 584,760       



CPA Firm – As Listed 
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Selling Price: $698,000 

Terms: Cash 

Transition: 90 days, 12 months availability for 

short communications. 

 

 



SELLING ON YOUR OWN 



The biggest misconception firm owners have is 

that is that selling your practice on your own will 

save you money. The likelihood is excellent that 

an intermediary will get you more for your 

practice.  

Even after the success fee.  



Selling without an intermediary leaves you vulnerable 

to:  

● Less Interested Parties 
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Selling without an intermediary leaves you vulnerable 

to:  

● Misinformation and Assumptions 

 ? 



Selling without an intermediary often results in: 
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Acquisition Strategy 

vs 

Risk Mitigation Strategy 
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DEAL 

The Right Match 

Favorable Terms A Clear Process 

Fair Market Value Transition Strategy 

Experienced Advice 
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SELLING MINDSET 

• Begin with the end in mind 

• Assess your firm (and 

yourself) 

• If you can say it, document 

it 

 

• Modernize 

(futurefirm.co) 

• Create firm stories 

• Strategize 

 



● Timing Your Exit  

● Value of Your Practice 

● Valuation Exercise 

● Selling on our Own 

● The “Earn Out” 

Formula 

● Using an Intermediary 

● Selling Mindset 



Questions? 

Poe Group Advisors 

Darryl Boyd 

289-236-4597 

dboyd@poegroupadvisors.com 

www.poegroupadvisors.com 

http://www.poegroupadvisors.com/
http://www.poegroupadvisors.com/
http://www.poegroupadvisors.com/

