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The Sixth of Thirteen Wealth Management Issues: 
Business Succession Planning 

 
In this issue of our Wealth Management Series, we will address the emotional and financial issues of 
Business Succession Planning. 
 
Our previous editions of this series have so far has covered 5 of the 13 Wealth Management Issues.  As 
indicate in our introductory edition (Vol 3, No 1), the order of Wealth Management Issues is of 
importance only in application.  Not all issues may pertain to all individuals.  We can help you identify 
those that pertain to you or are most important to you.   To obtain copies of our previous editions of this 
series, visit our website at http://www.edu4retirement.com/p/newsletters. 
 
For those in executive and management positions, business succession planning needs to be done to 
ensure a successful transition of contacts, trade associations, and clients.  
 
Business succession planning is time consuming, complex, and often emotional for the party that is 
exiting the business.  There are typically two options for a business owner to consider:  
 

1. To transfer to children/descendants (family)  
2. To sell the business to employees or a third party entity  

  
Both of these options are available to business owners during their lives or after their deaths.  The 
timing of the transfer or sale, and the resulting transfer tax or income tax issues, need to be addressed 
in each business owner’s wealth management plan. Not only is this decision financially related, but the 
emotions are often a key ingredient in succession planning for both the current owner(s) and the 
buyer(s).  
 
The taxable consequences of the events are very important in the planning process as well as the 
possible work out period, consulting agreements and codicils that may prohibit certain related activities.  
 
Michael Callahan of Edu4Retirement, Inc. has bought and sold a few businesses over his working 
lifetime, and has had the opportunity to work with several companies in both the acquisition phase and 
divestiture phase, having  a birds eye view of many transactions.  As a rule of thumb for a successful 
transaction, it must be fair to both and financially sound. Often times, the owners have an inflated value 
or the buyers are looking for a great deal. When the appropriate balance is reached, most times, the 
transaction is successful. Getting a business independently appraised prior to the sale is a critical 
function, as is, hiring good counsel from both a legal and financial side.  
 



 
 
 

 

 
In addition, preparing for the sale is equally important. Stripping the business of all unnecessary 
expenses and establishing the proper accounting over a period of time provides a higher value.  
 
Also note that the longer the earn-out period, the greater your risk and possible frustration.  
 
For key individuals of any organization, planning the best approach to leave on good terms and feel 
comfortable about the transition provides less worry in the early retirement phase. Having a competent 
person to take over your responsibility is critical to the organization and to your customers and clients 
that have trusted you over the years.  
 
We can help you navigate the issues of successful business transitions and provide guidance on the best 
strategy in managing your options. 
 
Our comprehensive program at Edu4Retirement, Inc. is designed to teach people about retirement and 
the various issues that confront each person as they make their solo journey into retirement.  Our 
program provides a process for each of these Wealth Management Issues. 
 
We are forever learning as we go through this process, since family dynamics, personal desires and 
amounts involved can be infinitely different. However, the patterns we see in personal behavior and 
decisions of our clients make our experience very helpful to most. 
 
We hope you enjoy the personal journey as we cover each of these Wealth Management Issues.  Please 
rely upon us to help deliver the decisions that fit your desires and ultimately helping you to feel 
empowered about your retirement.  Michael Callahan and Steve Tillona are available for any questions 
that may arise as you make this journey.  You may contact us at: 
 
Michael Callahan: 
mc@edu4retirement.com 
860-863-4155 
 
Steven Tillona: 
stillona@edu4retirement.com 
860-863-9984 
 
Edu4Retirement, Inc. specializes in providing retirement education and advice to our clients along with 
appropriate investment products to assist in mitigating retirement risk. Please think of us when it comes 
to retirement planning.  We appreciate your referrals. 
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