
EXIT PLAN FOR A BUSINESS PLAN

It may seem odd to develop a business exit plan at the start of your venture, but potential investors will want to know
your long-term exit strategy.

Leaving your business can be emotional and overwhelming, so planning a proper exit strategy requires
diligence in time and care. The first step to develop an exit plan is to prepare an accurate account of your
finances, both personally and professionally. Sell the Company This exit strategy is just as it seems. By Steven
D. Since you are simply matching your assets with buyers, you probably will be eager to sell and therefore at a
disadvantage when negotiating. If you want your legacy to continue after you leave, selling it to an employee,
customer or family member is your best bet. A comprehensive business plan also includes an exit strategy,
according to Entrepreneur. It takes a harmonized team of professionals with experience in corporate law,
wealth management, taxation, financial planning and more to prepare for and execute the ideal exit strategy.
The desirability of each strategy is dependent on the mix of ownership, original intent, market conditions and
company performance. Finally, as much as possible, show other companies that were similar to yours that
were recently acquired. Choose new leadership. If you choose your acquirer wisely, the value of your business
can far exceed what you might otherwise earn in a sale. Exit planning is the process of strategizing the exit of
a privately held company. These include accountants, attorneys and business valuation experts. Even three
years is a long time to wait for any pay check. Instead, you may choose to target a larger company to acquire
your business. Now, when you google a topic, you will often notice that videos appear on your search result
page. Entrepreneurs â€”  This happened when Google bought YouTube, seamlessly integrating the video
platform into their own search product. The best exit strategy for your business is the one that best fits your
goals and expectations. Sell to a new owner. I don't recommend this approach to startups these days. There are
other things you can do to prepare your business for acquisition and other exitsâ€” check out this article for
more information. No matter how much experience you might have in business, you cannot predict with
percent accuracy the direction your venture will take. But cash cows seem to need constant feeding to stay
healthy. Liquidation and close. To prepare a business for sale measures will have to be taken to secure sales
bids and to increase the sales price. Capital and earnings improvements aid this process, but often require
years to take effect. Common types of exit strategies include initial public offerings IPO , strategic
acquisitions and management buyouts MBO. When you are ready to retire, you can sell your equity to the
existing partners, or to a new employee who is eligible for partnership. If you plan to use this option, you must
start the planning process almost from inception due to the stringent recordkeeping necessary. An agreement is
struck with the investors, stockholders or lien holders establishing the value of the company. A proper exit
strategy places you and your business in the best possible position to maximize the financial return on your
company. Examples of alternatives include liquidation and selling the business to a third party. If you believe
such an opportunity exists for your firm as a business exit plan, then a merger may be your ticket. Are there
any ways you can make it appealing? To plan a proper exit strategy, consider the six following steps: Prepare
your finances. Optimize cash flow Similar to leveraging tax opportunities, a company owner can maximize
cash flow post-exit by careful and timely exit planning. When your succession plans are in place, share the
news with your employees and be prepared to answer their questions. You may also negotiate for equity in the
buying company, allowing you to earn dividends afterward â€” it is in your interest to ensure your firm is a
good fit for the buyer and therefore more likely to prosper. Weighing your options: closing vs.


