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Where Do You Begin?
Planning for a successful future 
can seem overwhelming. Where do 
you start? How do you make time? 
Which questions should you ask? 
Today, we’ll present a process that 
can help you organize your thoughts 
and put you on a path toward a suc-
cessful planning process.  

The Most Important Starting Point 
While the intricacies of your busi-
ness will determine the specifics of 
your planning, there is a common 
starting point when planning for a 
successful future. The most import-
ant question to ask and answer is: 

What will it take for me to achieve 
financial independence? 

This baseline question will likely 
guide every strategy you create and 
implement in your business as you 
pursue a successful future. Once 
you know what it will take for you to 
achieve financial independence, you 
can begin answering questions like: 
• Is my business worth enough right 

now to achieve that number? 
• How long will it take me to reach 

this number? 
• What do I need to do to make sure 

my business is valuable enough to 

allow me to achieve financial in-
dependence? 

• How can I sell/transfer my busi-
ness in ways that allow me to hit 
my financial independence goal? 

• Which advisors can help me create 
and implement plans? 

• What should I do if I don’t have 
enough money to retire when I 
originally planned? 
Of course, this raises a question 

itself: How do I know the amount I 
need to achieve financial indepen-
dence? 

Finding answers to what the 
amount is and how to determine 
it, is a key skill of an Exit Planning 
Advisor. These advisors then col-
laborate with other industry spe-
cialists to help you determine your 
financial independence number 
using various data points (e.g., 
current spending, lifestyle expec-
tations, likely life span). 

Clarifying Goals 
While determining what it takes to 
achieve financial independence is the 
most important goal, clarifying other 
goals is crucial to your success. 

Some of these goals may include 
the following: 
• How much money do you want af-

ter you sell/transfer your business 
(different from what you need)? 

• To whom do you want to sell/
transfer your business? 

• How involved do you want to stay 
in the business after you leave it 
(e.g., do you want to be a board 
member)? 

• Do you have other people you 
want to take care of financially, 
such as children or grandchildren? 
Planning for a successful future 

often includes strategies to achieve 
the things you’ve always wanted to 
do. It can also give you a chance to 
guide your business toward a suc-
cessful future without you. 

For instance, you might find that 
selling to a third party allows you 
to achieve most of your goals but 
that the third party intends to re-
duce headcount drastically, which 
you don’t want. A strong plan could 
allow you to pivot towards a differ-
ent strategy that doesn’t force you to 
commit to something you absolute-
ly do not want. 

Making Time 
If you’re looking at the above ques-
tions and thinking, “How can I ever 
make time to do all this?” you aren’t 
alone! Fortunately, there is a way. 

First, planning for a successful 
future is a long-term project. While 
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beginning to answer questions 
about planning can begin early, the 
strategies you implement could take 
months or years. So, you don’t need 
to feel like you need to have every-
thing solved all at once. 

Second, you typically won’t need 
to build the entire plan by yourself. 
Planning for a successful future is 
an intricate process that usually re-
quires several different specialists. 
By building an Advisor Team, you 
can access the specialists you may 

need to build and implement a plan. 
This could be made easier with the 
help of an advisor experienced with 
Exit Planning because they often 
have access to these specialists as 
a part of their network, which can 
reduce the time it takes to find them. 

Finally, planning tends to have 
a cascading effect. When you have 
a Team led by an experienced Exit 
Planning advisor, they can begin 
crafting the strategies you need to 
implement. One of these key strate-

gies will likely be installing next-lev-
el management. Next-level manage-
ment often takes on the heavy lifting 
you’ve been doing in the business, 
which can free up your time. 

We strive to help business own-
ers identify and prioritize their ob-
jectives with respect to their busi-
nesses, their employees, and their 
families. If you have questions on 
this topic, we can help with more 
information or a referral to another 
experienced professional. 
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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 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.

Any examples provided are hypothetical and for illustrative purposes only. Examples include fictitious names and do not represent any particular 
person or entity.
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