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Which of These Could Happen to You? 
 

1. The owner gets tired and burnt out: This is frequently cited as a reason why business ownership transfers 

occur. If you as a business owner wait until you are tired, you are already on the downside of the value 

curve. This feeling is almost unavoidably transmitted to customers and employees in many subtle ways. 

Businesses may lose vital force and momentum that is critical for ongoing growth and success to obtain 

maximum value. 

 

2. An owner dies unexpectedly: Death happens. To whom will ownership pass? Spouse, children, other 

owners? Is there a current buy-sell agreement that will dictate the price and terms of the sale? Is the price in 

the agreement “fair” based on today’s value? Is life insurance in place to fund the purchase? Are there 

appropriate plans in place to assure a smooth transition, not only of ownership, but of management, as well? 

These are things to think about while owners are still alive and well. Otherwise, your family, surviving 

owners, key employees and others are left to sort things out under unfavorable and difficult circumstances.   

 

3. A key employee leaves: Does your business have a highly valued manager or employees? Are these key 

people subject to employment agreements and/or buy-sell agreements or other restrictions? Do you have 

special incentive compensation plans with “handcuffs”, such as vesting schedules, to retain them? 

 

4. Unexpected offers come along: Did you ever receive an unsolicited call to buy your company? Is the 

business ready to be sold? Are you ready for a transaction? Is your personal financial planning up-to-date? 

Will acceptance of an offer satisfy all of your needs and desires? Is it your intention to transfer the business 

to family members or employees? Just because someone comes along with a good offer, even an outrageous 

price, does not mean that you, your company, and other stakeholders are ready for ownership transition and 

sale.  

 

5. Business reversals: Perhaps a company fails to adapt to changing markets, competition arises from 

unexpected quarters, or an accident or bad luck generates substantial losses. Sometimes the affected 

business never recovers and a forced liquidation results. Bad things happen, even to good companies.  

 

6. An owner divorces: Marital dissolutions can create settlement terms that are so onerous that a business 

needs to be sold to settle the divorce judgement. Emotional stress resulting from divorce may also create the 

need to sell the business.   
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7. Life-changing experiences occur: Such as heart attacks, cancer, or close calls with death in accidents. The 

emotional or physical shock of such experiences sometimes fosters a strong desire to “do things differently 

with the rest of my life and not die at my desk.” 

 

8. Lack of estate tax planning: The absence of an up-to-date estate tax plan can precipitate the forced sale of 

a business if your estate lacks liquidity to pay estate taxes, which can approach 50% of your net worth (after 

exemptions). Failure to plan for orderly and qualified management succession could also cripple the 

business. Furthermore, banks call in loans and credit lines that you personally guaranteed. A thorough 

review of your estate plan will make sure your life’s work is not dismantled by the tax man or banker. 

 

9. The second (or third or fourth) generation is not up to the task: There is substantial research indicating 

that most family businesses do not survive the next generation of family ownership. Many reasons 

contribute to this failure. Is your family business immune? 

 

10. Normal lifetime planning dictates timing: Numerous transfer mechanisms are employed in such 

transfers, outright sales including management buyouts (MBOs), Employee Stock Ownership Plans 

(ESOPs), leveraged recapitalizations, and other techniques. The key here is to understand your options and 

choose the right method for you, your business, and your family when the time comes.  

 

 

The key is to prepare in advance to make sure business ownership changes occur on your terms, 

minimize loss, and accomplish your goals. An Advisor who is trained in exit planning can be a valuable 

resource.  

 

For more information on how ESG and its national platform of M&A firms and Investment Bankers can 

help sell your business, please call us at 201-556-4618 or 1-866-807-0325, or email us at 

DPrisciotta@equitystrategiesgroup.com. 

 

 

 

mailto:DPrisciotta@equitystrategiesgroup.com

