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a Introductiončwhy itĐs never too early to build a plan

Why Exit & Succession Planning Matters čDonĐt waste your invested time 

Key Exit & Succession Options čWhat is best for you and your business?

Early-Planning Advantage  - Choice, control, higher valuation and lower risk

Succession & Stakeholder Strategy čWho will lead, and what gaps exist?

Roadmap to Exit- Phases and timing

Practical Tools čResources and tools 

Next Steps čPlanning steps to take now 

Q&A čYour chance to ask specific questions

The End Game: Planning Your Business Exit with Confidence

Note: A link to download the full  set of slides will be shared at the end, so thereĐs no need to take detailed notes.
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A clear understanding 
of the main exit route 

options

Confidence to make     
informed leadership,  
process and strategy  

decisions ahead of exit

Insight into the key drivers 
that increase business     
worth and reduce risk

Practical tools to          
prepare your business 
for succession or sale



Considerations &
Sobering Facts



Planning your business exit is like a pilot  
ĥĩãĥÊĩ÷Ēï íęĩ ĊÊĒÞ÷ĒïƦ  

Ʀ! ĭĐęęĵô ĊÊĒÞ÷Ēï Ēãņãĩ ôÊĥĥãĒĭ Öō ØôÊĒØãƢ 



Long before the wheels touch the runway, pilots are:

V Reviewing the conditions 
V Checking their instruments
V Aligning their approach   
V Communicating with the team 

Early planning reduces risk, helping you 
stay ahead of potential problems and 
ensures that everyone on board arrives 
safely  



A well-planned exit or succession strategy gives you 
clarity , control and confidence. 

By setting your direction early and preparing your team, 
the transition becomes calm, organised and                     
value-preserving.

Without preparation, even the best journey can   
end in turbulence. 

Just as pilots plan their descent long before           
landing, leaders who plan their exit early achieve:
V Smoother transitions  
V Stronger outcomes 
V Safer landing for everyone involved 



ÅValue & Financial Security

Will I get the value I expect? Will the sale or succession fund my next stage of life? 

What if the market doesnôt see the value I see?

ÅFinding the Right Successor or Buyer

Who will take over? Can they run the business well? Will they protect what Iôve built?

ÅLetting Go & Loss of Control

What happens when Iôm no longer in charge? Will the business cope without me? Will 

I cope without it?

ÅTeam Stability & Culture

How will my people be affected? Will they stay? Will the culture Iôve built survive the 

transition?

ÅTiming & Readiness

Is the business truly ready to be handed over? Is now the right time? What if I leave it 

too late?

»ôÊĵǂĭ ōęĻĩ Ö÷ïïãĭĵ ØęĒØãĩĒ ŇôãĒ ĵô÷Ēć÷Ēï
about exiting or passing your business on?

Value & Financial 
Security

Finding the Right 
Successor

Team Stability     
and Culture

Letting Go & 
Loss of Control

Timing & 
Readiness

Business decline 
& loss of Legacy



ÅValue & Financial Security

Will I get the value I expect? Will the sale or succession fund my next stage of life? 

What if the market doesnôt see the value I see?

ÅFinding the Right Successor or Buyer

Who will take over? Can they run the business well? Will they protect what Iôve built?

ÅLetting Go & Loss of Control

What happens when Iôm no longer in charge? Will the business cope without me? Will 

I cope without it?

ÅTeam Stability & Culture

How will my people be affected? Will they stay? Will the culture Iôve built survive the 

transition?

ÅTiming & Readiness

Is the business truly ready to be handed over? Is now the right time? What if I leave it 

too late?

»ôÊĵǂĭ ōęĻĩ Ö÷ïïãĭĵ ØęĒØãĩĒ ŇôãĒ ĵô÷Ēć÷Ēï
about exiting or passing your business on?

Letting go of your business is like 
sending your child to university   

ōęĻǂĩã ĥĩęĻÞƣ ĵãĩĩ÷í÷ãÞƣ ÊĒÞ ØęĒņ÷ĒØãÞ 
no one else will look after it properly. 



Why Exit & Succession Planning Matters
ñThe best way to predict the future is to create it.ò - Peter Drucker

Peter Drucker ïManagement consultant and author



ñGive me six hours to chop down a tree 

and I will spend the first four sharpening 

the axe.ò

- Abraham Lincoln



Case Study:  A Wish is not a Plan
A profitable property management company operating across domestic & commercial markets, 
founded 29 years ago by a husband-and-wife team, with annual revenue just under £1m.

The Ambition
Å Owners planned to retire to France
Å Renovating an old mill as their retirement home

The Exit Plan
Å Intended Management Buyout (MBO)
Å Led by their daughter, already working in the business
Å Strong operational experience across multiple roles

What Went Wrong
Å Exit plan lacked detail and key risks were not identified early
Å DaughterĐs credit rating prevented lender support

The Impact
Å Sale could not proceed
Å Parents still own the business
Å Retirement plans and renovation left unfunded



The Early-Planning Advantage

More Choice greater control

Lower RiskHigher Valuation



What is your business worth?

How to value your business
Most common method for SMEs and Mid-Market: 

EBITDA Multiple



1. EBITDA (Earnings Before Interest, Tax, Depreciation & Amortisation), 

2. Calculate normalised EBITDA (adjusted for one-off costs, owner  salaries          
taken above market rate, personal expenses, etc.).

3. Apply a typical UK sector multiple:
- Small service businesses: 2 - 4×normalised EBITDA

- Strong professional services / B2B:   4 - 7×
- Tech, SaaS, recurring revenue models:  7 - 12×
- Asset-heavy businesses (construction, manufacturing):  3 -6×

What is your business worth?



Key Exit & Succession Options
ñRisk comes from not knowing what youôre doing.ò - Warren Buffett

Warren Buffett ïInvestor and Chairman / CEO of Berkshire Hathaway



What are the main Exit options?

1. Trade Sale
Selling your business to a strategic buyer - often a competitor, 
supplier, customer, or company looking to expand 

Pros:

Å Potentially highest valuation if there are            
strategic synergies

Å Faster exit once the deal is complete

Å Buyer may bring resources to grow the             
business further  

Å Allows the owner to walk away more quickly   
after handover

Cons:

Å Cultural clash risk for staff

Å May require a longer earn-out period tied to   
performance

Å Customer relationships may be disrupted

Å Buyer due diligence can be demanding and      
time-consuming

See Workbook Section 3 - Key Business Sale options 



2. Management Buyout
MBO is where the existing management team buys the        
business, often financed through loans, investors, or staged            
payments.

Pros:

Å Continuity for customers, staff and              
operations

Å Buyers already understand the business

Å Smoother transition with less disruption

Å Allows staged exit, giving owner phased         
income

Cons:

Å Management team must have the capability   
and appetite 

Å Financing can be complex, and valuations      
may be lower

Å Transition period may be longer  
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3. Employee Ownership Trust
EOT is a structure where a trust is created to buy the business 
on behalf of the employees. Supported by favourable UK  tax  
legislation

Pros:

Å Significant tax benefits

Å Protects jobs and culture

Å Creates strong employee engagement and  
loyalty

Å Owner can stage the exit gradually

Cons:

Å Usually requires a strong, stable cashflow to      
fund purchase

Å Valuation is fair market value, not strategic     
premium

Å Requires robust governance structures

Å Not suitable if employees lack interest in           
ownership
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