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Thank you for downloading our Exit Planning Roadmap. This guide
will cover several key factors you should consider before exiting
your business. 

Why do you want to sell? Is your business ready to sell? What is
your business worth? Should you hire an advisor? 



Step 1: Define
Your Exit Goals
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Determine your financial goals: How much do you need from
the sale for retirement or your next venture?
Set a target exit timeline: Are you selling within 1, 3, or 5 years?
Identify ideal buyers: Strategic buyers, competitors,
employees, private equity firms?
Consider post-sale involvement: Do you want to stay involved
as a consultant, or exit completely?

KEY ACTIONS:

A well-defined exit goal ensures that you approach the sale with a
strategic mindset, maximizing value while aligning with your long-
term personal and financial plans.

EDUCATIONAL INSIGHT:

Successful exit planning starts with clearly defining your objectives
for selling the business. 



Step 2: Assess
Business
Readiness
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Conduct a business valuation to understand its worth and
growth potential.
Review financial statements, tax returns, and cash flow reports
for the last 3-5 years.
Identify and resolve operational inefficiencies that may impact
saleability.
Evaluate market conditions to determine if it's the right time to
sell.

KEY ACTIONS:

Many deals fall apart due to poor financial documentation or
unresolved legal/operational risks. Strengthening these areas in
advance makes your business more attractive to buyers.

EDUCATIONAL INSIGHT:

A business that is well-prepared for sale attracts more buyers and
achieves a higher valuation.



Step 3:
Optimize
Business Value
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Improve profitability by streamlining costs and increasing
revenue streams.
Reduce owner dependency by training management and
automating key processes.
Strengthen customer relationships and secure long-term
contracts to ensure recurring revenue.
Enhance brand equity and competitive positioning in the
market.

KEY ACTIONS:

Buyers pay more for businesses that have scalable, predictable
revenue and a strong market presence. A focus on increasing
value before selling ensures a more lucrative exit.

EDUCATIONAL INSIGHT:

Maximizing your business value before the sale can significantly
increase your final selling price.



Step 4: Develop an
Exit Strategy 

(Why You Need an
Exit Planning Advisor)
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Decide whether to sell outright, use seller financing, or conduct a
gradual ownership transfer.
Consider tax implications and work with an accountant to optimize
tax efficiency.
Identify succession plans if selling to family members or employees.
Evaluate deal structures, such as earnouts or stock vs. asset sales.

Why You Need an Exit Planning Advisor:
An exit planning advisor helps align your business sale strategy with
your long-term financial goals.
They coordinate with financial planners, tax experts, and legal
professionals to ensure the best outcome.
hey provide guidance on succession planning, making the transition
smoother for all stakeholders.
Having an advisor early in the process helps avoid last-minute tax
surprises and deal pitfalls.

KEY ACTIONS:

A strategic exit ensures you not only get the best price but also
structure the deal in a way that aligns with your financial and
lifestyle goals while minimizing tax liabilities.

EDUCATIONAL INSIGHT:

Planning the structure of your business sale in advance can maximize
financial returns and minimize risks.



Step 5: Find the Right
Buyer 

Why You Need a
Business Broker or
M&A Advisor
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Work with a business broker or M&A advisor to identify and screen qualified
buyers.
Use non-disclosure agreements (NDAs) to protect sensitive business information.
Pre-qualify buyers based on financial ability, experience, and strategic fit.
Market the business confidentially to avoid disruptions among employees or
customers.

Why You Need a Business Broker or M&A Advisor:
Brokers and M&A advisors have access to an extensive network of potential
buyers.
They ensure confidentiality and protect business value by pre-qualifying serious
buyers.
They help structure and negotiate deals to maximize the sale price and favorable
terms.
A broker handles marketing, buyer negotiations, and due diligence, allowing you
to focus on running the business.
M&A advisors specialize in complex, high-value transactions, ensuring the best
outcome for mid-market and larger business sales.

KEY ACTIONS:

A strategic exit ensures you not only get the best price but also
structure the deal in a way that aligns with your financial and
lifestyle goals while minimizing tax liabilities.

EDUCATIONAL INSIGHT:

Finding the right buyer is critical to ensuring a smooth sale and a fair price.



Step 6:
Negotiate &
Structure the
Deal
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Determine deal terms, including payment structure and
contingencies.
Negotiate earnout provisions if required to bridge valuation
gaps.
Work with a lawyer to draft a letter of intent (LOI) and final
purchase agreement.
Structure the sale to protect key employees and ensure a
smooth transition.

KEY ACTIONS:

A well-negotiated deal doesn't just focus on price-it ensures
favorable payment structures, risk mitigation, and smooth post-
sale operations.

EDUCATIONAL INSIGHT:

Proper negotiations ensure that you secure the best terms for your
business sale.



Step 7: Prepare
for Due
Diligence
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Organize all legal, financial, and operational documents in
advance.
Be transparent with buyers while addressing any potential red
flags.
Ensure compliance with all regulatory and licensing
requirements.
Work with an accountant and attorney to facilitate the process
smoothly.

KEY ACTIONS:

Unprepared sellers often face deal delays or cancellations. Having
a solid due diligence plan in place builds buyer confidence and
keeps the transaction on track.

EDUCATIONAL INSIGHT:

The buyer's due diligence process can make or break the deal.



Step 8: Finalize
the Sale &
Transition
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Sign the final purchase agreement and transfer ownership
rights.
Develop a transition plan to train the new owner and minimize
business disruptions.
Ensure the proper transfer of financial accounts, intellectual
property, and client relationships.
Settle any outstanding liabilities and finalize tax implications.

KEY ACTIONS:

A well-managed transition helps the new owner succeed,
maintains business continuity, and protects the seller's reputation
post-sale.

EDUCATIONAL INSIGHT:

The final step is completing the sale and smoothly transitioning
ownership.



Contact
Information
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(800) 55-3542

Phone Number

SCAN HERE
Lion Business Advisors

www.LionBusinessBrokers.com

to connect with 


