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FOR BUSINESS OWNERS




OUR MISSION

Everybusinessowner will stop beingan owner at
some point, and the number of possible exit
routesfor a businesowner canseemunlimited.

For most owners, the businessis their most
significant asset, and as a businessowner, you
needan exit plan that reflectsthe dedicationthat
has provided you and others with success¢ K | {
why our mission,as your exit planningadvisor,is
to makesureyoutake thosesuccessewith you.

As a member of The BEI Network of Exit Planningt N2 FS&aa a2y | |
respectedExit Planningnetwork in North America our firm usesTheBEI
SeverStepExitPlanningProcesg & systematicprocessthat is universalin

its practice, but unique in its outcomes We believe the Processworks
becauset centerson your goals,your situation, and your needs We have

used the Processfor businessef various sizes,scopes,and industries
acrossNorth America,helpingownerswho implementthe Procesgo exit

their businessesn their terms.

We look forward to learning about your unigue goals and helping you
create an Exit Planthat lets your family, your businessyour community,
and, mostimportantly,you enjoyyour businessxit in style.

Thisworkbookis presentedby Kris Maksimovich,GlobalWealth Advisors,
info@gwadvisorsiet, a Member of . 9 Lnikénational Network of Exit
Planning NE FSaaAz2yl f anu
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BuildingRomeand planninga businessexit have much in common Both
require strong foundations Both should be able to withstand unforeseen
events and adapt to the needsof Caesar(i.e., the owner). Both require
morethanaday

STRONGOUNDATION
In our opinion, businessexits are successfubnly when they meet all three
ofan2 ¢ y SNdiagyobjectives

A Leavinghe companyon the date an owner chooses

A Leavinghe companyto the successothat an owner chooses

A Leavingthe companywith the amount of cashdesiredto securea
comfortablepost-businesdife.

You may have additional objectives,which we will explore as we create
your Plan The foundation of your Exit Planwill be your objectives,not
ours.

FLEXIBILITANDADAPTABILITY

GreatExitPlanskeepownerson tracktoward successfugxits. Theyprovide
for changesto the company,to the makeup of key management,to
companyprofitability, and to the 2 ¢ y* Shia@tEand personallife. Though
we do put Exit Plansin writing so that you can hold your advisors
accountablefor their progressin movingyou toward your exit, Exit Plans
are not chiseledin stone If you changeyour mind about leaving your
companyto a childor if athird-party buyerunexpectedlyapproachesou, a
well-designedPlanadapts

PLANNINGQAKESIME

éHowmuchtime doesit taketo plana successfu E Aisialgréatquestion
The answer dependson your objectivesand your answersto our many
questions Do you have a strong managementteam in place?Doesthat
team want, and is it preparedto pay for, your ownershipinterest?Is your
cash flow growing? Are there third-party buyers active in your
marketplace?

We O | yie® giou exactly how much time will elapsebetween today and
your retirement party. We cantell you that the more time you give us to
plan, the more successfulour strategieswill be. On the next page, we

provide a snapshotof a & i & LExiDrlahréngtimeline. Of course, 6 S Q@S

createdboth shorterandlongertimelinesfor our clients



EXIT PLANNING TIMELINE

A seven year process*
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*2 SQ@S dza §dartimelide $odiSsifate all of the planning activities included in the
typical Exit Plan. Your timeframe may be significantly longer or shorter.



SEVEN STEP PLANNING PROCESS

We use an approachto Exit Planningthat was developedby attorney and
author JohnH. Brown over 20 yearsaga Thisprocesshas been used by
thousandsof ownersacrossNorth Americain a wide variety of industries
We useit becauset focuseson your objectives,suchashelpingbuild value
in your company,minimizingyour tax liability*, maximizingyour financial
return, planningfor contingenciesand incorporatingyour personalwealth
planning In this Workbook,e 2 dg@ethdw eachelementis critical to your
comprehensiveéExitPlan

USINGITHISNORKBOOK

We askyou to answereither & & &Y Podeachof the questionswe ask
Pleaserate the importanceof eachd y Ariswerso that we cancreatean
accurateassessmenbf how preparedyou and your companyare for your
exit.

As you answer our questions,you may want more information about
certain Exit Planningtopics EachNext Stepsbox lists resourcesthat 6 S QR
be happyto provide Justask!

WORKBOOK ORGANIZATION
Proceed stepby-step through the Global Wealth
Advisors business exit planning process.

Sections to follow include:

Exit Objectives

Business and Personal Financial Resources
Building and Preserving Business Value
Selling Your Company to a Third Party
Transferring Your Ownership to Insiders
Business Continuity

Personal Wealth and Estate Planning
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* To ensure compliance with requirements imposed by the IRS under Circular 230, we inform you that any U.S. federad taxtailvéd in this
communication, unless otherwise specifically stated, is not intended or written to be used, and cannot be used, for tee @fufpaavoiding penalties under the
Internal Revenue Code or (2) promoting, marketing, or recommending to another party any matters addressed herein.



Theexampleprovidedhereinis hypotheticaland usedfor illustrative purposesonly. It includesfictitious names
anddoesnot representany particularpersonor entity.




