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THE LOOMING

N
obody is talking about 
the fact that the tax pro-
visions in the Tax Cuts 

& Jobs Act of 2017 are due to 
revert back, after December 
31, 2025, to what they had 
been in 2017—just 26 months 
from now.  But if and when 
that threshold is crossed, it 
could be a rude awakening 
for a number of taxpayers.

For example?  One of the 
most dramatic shifts would be 
the estate tax rates.  The fed-
eral estate tax exemption in 
2017 was $5.49 million; that 
is, the first $5.49 million that 
a taxpayer passed on to heirs 
would pass estate-tax free.  To-
day, that exemption is a whop-
ping $12.92 million; for mar-
ried couples, the combined 
exemption is $25.84 million.  
The ‘revert’ would bring ex-
emption down to something 

like $6.5 million—a third as 
high as currently.

The Tax Cuts & Jobs Act 
also doubled the standard 
deduction, which led to few-
er people going through the 
hassle of itemizing deduc-
tions.  The standard deduc-
tions for the 2017 tax year 
were $6,350 for single filers; 
$12,700 for people married 
filing jointly.  Today, the stan-
dard deduction is $13,850 
for single filers; $27,700 for 
those filing jointly.

The tax table revert would 
generally put people in high-
er brackets; most Americans 
would pay 1-4 percent more 
in personal taxes under the 
old reverted-to tax tables 
than they are currently.

Yes, we still have two years 
(and two months) to prepare 
for this.  But anyone whose 

net worth is above the old 
estate tax threshold should 
start making plans now for 
how to get money out of the 
estate, and everybody should 
brace themselves for once 
again having to go through 
the chore of itemizing de-
ductions—unless Congress 
comes up with a new tax 
bill.  At that point, anything 
is possible.

REVERT

Source:
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M
any business owners choose 
to sell their businesses to third 
parties for several reasons. If 

you’re thinking about pursuing a 
third-party sale as your business exit 
strategy, consider these four steps 
to prepare yourself for a successful 
third-party sale. 

Of course, as with any plan for 
a successful future, your first step 
is to determine what it takes to 
achieve financial independence 
with help from your Advisor Team.

Install Next-Level Managers
It’s difficult to overstate the impor-
tance of next-level managers. This is 
especially true if you’re considering 
a sale to a third party.

A strong next-level management 
team is the foundation of your 
company’s value to outside buyers. 
They often drive operations, create 
new efficiencies, and, most impor-
tantly, keep the business thriving 
after you leave it.

If your company relies on you 
for its success, buyers may hesitate 
to consider your business. Gen-
erally, buyers are most interested 
in businesses that run smoothly 

without the owner at the helm. 
Next-level management teams po-
sition you to leave the business on 
your terms.

In some cases, business owners 
who have thriving businesses but 
no next-level managers must either 
postpone their retirement or stay 
with the company after they’ve sold 
it. This is often not ideal for many 
business owners.

Create Business Continuity Plans
Business continuity plans are 
non-binding guides that help your 
family and business address an unex-
pected event, such as death, incapac-
itation, or something else that pre-
vents you from running the business.

Having this kind of plan can 
provide clearer guidance about 
your goals. For many business 
owners, planning for a successful 
future doesn’t end with achieving 
financial goals. They may have oth-
er aspirational goals they’d like to 
achieve in tandem.

For example, say you were in the 
middle of planning a third-party 
sale and were suddenly incapac-
itated. Your family and advisors 
may know that you wanted a cer-

tain dollar amount for the business. 
What they may not have known is 
that you also wanted to keep the 
business in your community. 

But the only way to achieve your 
financial goal at the time you were 
incapacitated would be to sell to 
someone who wanted to move the 
business out of the community.

A business continuity plan can 
help you elucidate your goals in 
instances where you cannot speak 
for yourself.

Assemble A Negotiation Team
Third-party buyers almost always 
assemble top-notch negotiation 
teams when purchasing a business. 
Though business owners are good 
at a lot of things, negotiating a busi-
ness sale is an entirely new arena 
for many.

Negotiations are often complex 
and require more time than a busi-
ness owner has to fully dedicate 
themselves. This is especially true 
if you don’t have a next-level man-
agement team.

It’s no secret that buyers want to 
maximize their value with any busi-
ness they purchase. They’ll do com-
prehensive due diligence and use 
their findings to pursue this goal.
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Assembling a strong negotiation 
team can help you find weaknesses 
in your business and then strength-
en them before a buyer finds them 
and tries to leverage them against 
you. They can also represent your 
goals, both financial and aspira-
tional, at the negotiation table.

Negotiation teams do every-
thing they can to get you the best 
deal you can get. They also have 
specialized skills, such as in valu-
ation, tax reduction, and law, that 
can protect your interests.

Avoid False Starts Whenever 
Possible
When pursuing a third-party sale, 
your first chance is often your best 

chance. This doesn’t mean you 
must accept the first offer proposed. 
What it does mean is that you don’t 
want to pull your business off the 
market because you didn’t get an 
offer you liked.

This is called “tainting the mar-
ketplace.” When a business comes 
off the market without selling, it 
tells potential buyers that there 
may be something wrong with the 
business. This may make future 
buyers more hesitant to purchase 
your business. Fortunately, by in-
stalling a next-level management 
team, creating business continuity 
plans, and assembling a negotiation 
team, you reduce the likelihood of 
tainting the marketplace.

We strive to help business owners 
identify and prioritize their objec-
tives with respect to their businesses, 
their employees, and their families. If 
you have questions on this topic, we 
can help with more information or a 
referral to another experienced pro-
fessional. Please feel free to contact 
us at your convenience.

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 professional. 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 professional. 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 re-
quires 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.  Any examples 
provided are hypothetical and for illustrative purposes only. Examples include fictitious names and do not represent any particular person or entity. ©2023 
Business Enterprise Institute, Inc. All rights reserved.
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