For a professional advisor, success hinges
on attracting owners that value your ex-
pertise and are willing to invest more over
time. A higher volume of more lucrative
clients is possible, but as new research
reveals, it may take a change in the way
you approach your first meeting with a
prospective new client.

For our purposes here, we'll refer to a first
meeting as an initial meeting with a new
client, where your goal is to introduce
yourself, learn about their business, and
see how you might be able to help.
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As a business owner, you're familiar
with the challenges and complexities
that come with steering your company
day to day. But have you considered the
transformative power of picturing your
endgame? This simple yet strategic
action is more than just setting a goal;
it's about creating a clear roadmap for

your entrepreneurial journey.

Imagine having a destination so clear
in your mind that every decision you
make naturally aligns with it. This is

what happens when you write down

your endgame. It becomes a guiding

star for your business, simplifying

decision making.

dgame - Designing Your Business for the Ultimate Reward Visit: www.Advisor.ValueBuilder.com




For example, if your endgame is to sell

your business to a strategic acquirer,
your focus should be on investing in the
uniqueness of your leading product or
service. This specialization makes your
business an irresistible target for acqui-
sition as a highly differentiated product

or service is something a larger company

might struggle to develop on its own.
For a professional advisor, success hingj

on attracting owners that value your ex
pertise and are willing to invest more o
time. A higher volume of more lucrative weakly differentiated offerings will dilute
clients is possible, but as new research your attractiveness in the eyes of a strategic
reveals, it may take a change in the wa acquirer that prioritizes acquiring businesses
you approach your first meeting with a
prospective new client.

Diversifying your product or service line into

with products they couldn’t easily duplicate.

For our purposes here, we'll refer to a fi Conversely, if you're planning to pass your
meeting as an initial meeting with a ne business on to your children, your strategy

client, where your goal is to introduce may be fundamentally different. Your
yourself, learn about their business, an

) goal might be to create a diversified group
see how you might be able to help.

of products and services, each with a
steady cash flow for your heirs to benefit
from. Although unlikely to be attractive to
a strategic acquirer, a diversified product
and service offering ensures that you're
handing over a stable, resilient entity

that's poised for continued profitability.

Two totally different strategies contingent on
one thing: understanding your endgame.
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Pros & Gons of the Most Common Endgame Options

Each owner's endgame is unique, but there are some common approaches, each with pros and cons:

Selling

to Employees
(Employee

Stock Ownership
Plan - ESOP)

Passing
Your Business
to Your Children

Selling

to an Individual
Investor

Majority
Recapitalization
with a Private
Equity Group

Selling to
a Strategic
Acquirer

Continuity
Employees that understand the business
maintain its legacy and culture.

Incentivization
Employees become more invested in the
company’s success.

Tax Advantages

Depending on the tax code where you live,
ESOPs may offer significant tax benefits
for both the seller and the company.

Legacy Preservation
Keeps the business in the family,
preserving legacy and values.

Emotional Satisfaction
Fulfillment from family succession.

Familiarity
Successors that grew up with the busi-
ness understand it well.

Simplified Process
Easier and potentially quicker than selling
to a larger company.

Opportunity for Continued Involvement
The seller may negotiate a role in the
business post-sale.

New Vision
Fresh perspectives and ideas from the
new owner.

Cash Out Partially
Allows the owner to realize some liquidity
while retaining a stake.

Growth Capital
Brings in capital and expertise for
growth.

Professional Management
Can add professional management skills.

Higher Valuation

Strategic buyers may pay more for
synergies.

Complete Exit

Opportunity for a clean and total exit.

Growth Opportunities
The business may benefit from the re-
sources and networks of the acquirer.

Complexity
Establishing an ESOP can be complex
and expensive.

Funding
Employees may struggle to raise funds
for the purchase.

Performance Risk
Business performance can suffer if
employees lack management skills.

.........................................................................................

Family Dynamics
Potential for family conflicts and nepotism

Skill Gaps
Children may lack necessary skills or
interest.

Estate Planning Complexity
Navigating fair distribution among heirs
can be complex.

.........................................................................................

Limited Funding
Individual investors may have limited
funds, affecting the purchase price or terms.

Misalignment
Risk of differing visions for the company’s
future.

Diligence
Finding the right individual that aligns with
the business's ethos can be challenging.

.........................................................................................

Loss of Control
The owner will likely cede majority control.

Short-Term Focus

Depending on the typical hold period of
your private equity investor, some may
prioritize short-term gains over long-term
health.

High Expectations
Pressure for performance to meet
investment returns.

.........................................................................................

Cultural Clash
Risk of incompatible cultures and
business practices.

Redundancies
Potential for job cuts or restructuring.

Loss of Brand/Identity
The business might lose its individual
identity within a larger entity.




Once you know your endgame, write it down. There’s an undeniable motivational
boost that comes from seeing your endgame in writing. It's a constant reminder of
what you're working toward and helps you stay committed and focused. Additionally,
a written goal acts as a checkpoint, preventing you from moving the goalposts as
you inch closer to success. It's easy to keep shifting targets, but a documented endgame

serves as a steladéast reminder o I}{pur original aspirations, allowing you to celebrate
rofessional advisor, success hinges
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pertise and are willing to invest more over

tim eTIAer{fgﬁgft%ﬁf Wpﬁgrnger)égw'eendgame is not just theory; it's grounded

cIierffE’i?‘I{égﬁBﬁ% Bt GeihMttbensgnPominican University in California found that

reveBHLERMYTAREE (RaRYE irsthdindip wrote down their goals were 33% more

you wggg’eﬁigaghiﬁyggﬁg@m ﬁ@mgﬁed to those who did not. This effect was observed

prospeesvéaiéwatiiene/ and professional goals, suggesting that the act of writing down
goals can help clarify them, increase motivation, and provide accountability.

For our purposes here, we'll refer to a first

meeting AsravtibijtiplLisiseidagwith pmew! of Applied Psychology, supported these
clienfinwihgsesyouigoalds kRitmE@dWeEgoals increased the likelihood of achieving those
yoursgHfislgpupapontsthe orisinessanthat writing down goals was more effective
see hoyy YR EYaRERERUB SOMBIN or verbally expressing them.

In the corporate setting, a study published in the Academy of Management Journal
found that employees that wrote down their goals exhibited higher productivity levels
and were more successful in achieving their goals than those that did not write them
down. This study also noted that writing down goals helped improve focus and
motivation and aided in prioritizing tasks.

Lastly, research published in the Journal of Research in Personality observed that individu-
als that wrote down their goals experienced higher levels of life satisfaction and well-being.
This study concluded that the act of writing down goals assists people in focusing on
their objectives and provides a sense of accomplishment upon achieving them.
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