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Transferring Business Ownership

For one reason or another, many business owners will face a time when
they need to transfer their ownership rights to another person or entity.
Perhaps the end-goal is to sell the business, bank the proceeds and retire,
or perhaps the intent is to pass it along to the next generation. Other
business owners might look to construct their business in such a way that
the transfer of ownership provides an annuity of sorts.

P

An Outright Sale

The sale of a business in full typically includes A transfer of ownership immediately and
payment is usually received at the time of sale. Among other things, a plan with this goal in
mind might include steps towards solidifying the balance sheet or creating a "turnkey" package.
The business owner might select this venue to fund retirement or perhaps the plan might purely
be to build the business up, sell it for a profit and move along to another endeavor.

A Gradual Sale

"Brian" owns a small bakery. After the birth of his granddaughter, he now spends most of his
time at his daughter's home several hours away. Brian may opt to complete a gradual sale of his
business. A gradual sale is a flexible option in transferring a business that tends to benefit
everyone. After transferring business ownership, Brian no longer has to worry about running
his business but is still receiving monthly income from the gradual sale. This option often
benefits individuals that cannot afford an outright sale, but instead are able to finance a long
term payment plan.

eA Lease Agreement
Perhaps "Brian" has elected to take a full year off to accomplish his lifelong dream of traveling
the world. To take care of his bakery, he's decided to transfer ownership to a close industry peer

through a lease. By transferring business ownership through a lease, you'll commit to a contract
that details the conditions and payments you'll receive for the temporary rights to the business.
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(continued)

Handing Down The Family Business

Transferring ownership of the family business to a new generation is often more complicated
than it sounds. Additional tax implications, such as estate and gift taxes generally arise for both
parties. Proactive succession planning can help provide business stability, prepare for tax
obligations, and make the ownership transfer as smooth as possible.

The Business Type May Make a Difference

As with many other regulated aspects of business ownership, the type of entity you own makes a
difference. Your business type will affect what steps are required to transfer ownership as well
as the tax implications of the transfer. For example, because Brian's business is a sole
proprietorship, he has total control over his business and therefore has full rights to complete a
sale. The rules for partnerships, LLCs, and corporations, however, will require additional
actions that are specific to their situation in order to complete a transfer of ownership. Because
these steps tend to be situation-specific, it is very important to speak to an attorney, accountant
and/or other business professional. Your business coach can work with you on developing the
correct framework for your business to maximize results.
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Masterful Quotes
I chall enge you to make your [|ife & ma s
hose people who Iive what they teac w h
- Tony Robbins
Ailf you want to succeed you should s/flrike
paths of accepted success. 0
- John D. Rockefeller
work just for money, vyou'l/ ever
ays put the customer first, s|fcces
- Ray Kroc
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Six Simple Steps To Keep Your Bottom Line In Shape

Below is a list of six simple steps you can take to help keep your bottom line fit and in shape.
Regardless of the size of your business, it is helpful to make these items common practice.

Review Balance Sheet, P&L and Statement of Cash Flows at least once a month. Drill
down to investigate questions. Was there a change in sales? Did your expenses meet your
budget? Identifying trends, problems, etc. early will help you nip it in the bud, and steer your
business in the right direction.

Evaluate your pricing annually, at minimum. You should evaluate your fees/pricing at least
annually. We suggest that you put this practice on your calendar as a recurring event. Has your
cost-of-goods seen an increase? Are you delivering the appropriate value for the pricing? How
does your pricing compare to the competition's?

Send and receive bills electronically. Where you have the ability to bill electronically, you
may be able to increase the timing of cash flows while saving the cost of paper, ink, envelopes
and postage. Where you have the ability to pay your bills electronically, you not only save the
cost of postage, but may find that you can take advantage of prompt payment discounts - which
is certainly worth inquiring about.

Don’'t | et mkansénidle sathbalages firom our checking to savings account so
it earns interest. You also may want to look into sweep accounts.

Play detective. Employee fraud is easier to commit in small business. Wh et her i

m pilferage or overstating expense reimbursements: scrutinize timecards; separate check-writing

duties from billing and deposits and bank reconciliations; to deter or avoid temptation, make
sure employees know youodre | ooking.

Stay close to your clients. This will generate good will for you, give you a chance to spot new
opportunities and provide an early warning in the event theiri ndustry i snot
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