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Most people go into business not only to earn an income but also to 

build the value of their equity and to sell, but many business owners 

do not develop a strategic plan for exiting their businesses — without 

one, the value in the your business will retire when you do.

Succession Plus spells out a practical 21-step succession planning 

process suitable for any business owner, no matter what their 

circumstances.

Investing the time to develop a succession plan is one of the most 
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INTRODUCTION

As an accountant from a public practice background and a strategic 

business adviser, I’ve been helping businesses for over 20 years. 

As well as that, I have studied and worked on a Master's degree 

in taxation law, specifically around capital gains tax, and more 

specifically around the sale of businesses. So I’ve spent a lot of time 

advising accounting firms on the issue of capital gains tax, particularly 

around exit.

What I found as a result of doing that, is there are a lot of 

businesses who make really bad exits, either failing completely or 

exit with bad outcomes, wrong pricing, wrong structure, or paid 

too much tax etc. There are also a number of businesses that were 

badly prepared, or not prepared at all for their exit. That led me to 

realise my passion for finding out why that was the case and doing 

something about it.

My boutique advisory practice, Succession Plus, helps mid-market 

business owners design and implement a business succession and 

exit plan to maximise sale value on exit. Our practice is probably the 

largest consulting practice specifically focused on succession and 

exit planning around Australia. 

I am one of a few accredited exit planning advisers in Australia. I 

have been focused on Business Succession and Exit planning since 

2009, so I am well placed to help you realise the goals you set for 

your business sale or succession. 

The baby boomer generation started to reach their 65th birthdays 

in 2011, and over 5,000 Australians per week will turn 65 in the 

next 17 years. The baby boomers are what is driving the number of 

business owners who are approaching retirement. The average age 

of small business owners in Australia is 58, and it is estimated that 

over 50,000 small business owners will be looking to ‘exit’ each year, 

that is to sell the business or pass it on to the next generation. Over 

50%, unfortunately, will exit due to death, illness, divorce, dispute, 

financial distress, bankruptcy or other unforeseen events. 
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Many business owners expect the sale of their business to fund 

their retirement, with over 30% reliant on it as the primary source. 

Many are concerned about their level of superannuation following 

the GFC and the volatile markets of recent years. We know that since 

2008, when the GFC occurred, almost half of the business owners 

have delayed their retirement. 

With so many business owners in weak financial positions looking 

to sell, and a lack of cashed-up buyers in the market, it’s more 

important than ever to plan your business exit to extract the highest 

possible value. You can’t just start to think about it when you turn 

64 — if you don’t plan, you get a poor price. But a good succession 

plan is a win-win for everyone  — you get the best price, the buyer 

gets a good business and your customers and staff are looked after. 

About 34% of retired business owners do not have an adequately 

funded retirement. 

At Succession Plus we take a holistic view to succession planning, 

looking at your business and personal goals and putting processes 

and systems in place to help you reach the best outcome, offering 

expert advice in management, taxation, employee incentives and 

accounting issues.

We’ve identified a number of steps that you can take to 

dramatically improve the performance and preparedness of your 

business, and hence the value on exit. We take you through those 

steps over a number of years as you go through the gradual stages of 

transition.

If you have been working hard in your business for many years 

to create wealth for you and your family, this book will help you to 

realise the full potential of all your efforts and investment. These are 

the rewards you set out to achieve. I don’t try to give you a one size 

fits all or a ‘do it yourself’ manual, but you’ll get an understanding of 

the scope and processes involved in successful succession and exit 

planning. If you are close to retirement or need to exit quickly, you 

may not be able to go through all the steps. But I’ll steer you towards 

some crucial quick fixes to help you get prepared.

Craig West 
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PROLOGUE

“If you want to build a business you can sell for maximum value, 

Craig West is the best in the field. Whether it’s through his books, 

courses or advisory programs, if you can get in front of him, do it.” 

Jack Delosa  — Executive Director of The Entourage and MBE 

Education

“Exit planning should be part of every business owner’s strategic 

business plan. We should always be prepared to get hit by that 

proverbial truck. A functional exit plan must take a three-pronged 

approach to maximise value, plan for tax, estate planning and 

financial planning, and create a blueprint for your business and 

personal life.

Don’t put off establishing your exit plan till tomorrow. Start today to 

maximise the value of your life on this earth by reading this book.” 

Peter G. Christman, CEPA — The Original Exit Planning Coach and 

Mentor; CEO, The Christman Group — Value Enhancement

“As the current President and CEO of the Exit Planning Institute I 

am often asked “How do I know if this is the right year to sell my 

company?” Timing the market perfectly is almost impossible. Exiting 

is not the end; it’s the beginning of your next life. Plan for what you 

are going to do after the exit and make sure you have discussed the 

plan with trusted advisers, family, and friends.

If you are prepared, this may be your year. If you are not prepared, 

choose to take the next year or two to get prepared or risk ending up 

in the category of those who regretted selling. Succession Plus will 

help you to choose your time and maximise your results on exit.”

Christopher M. Snider, CEPA  — Founder/President of Aspire 

Management; CEO/President of the Exit Planning Institute
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Most people go into business not only to earn an annual income 

but, more importantly, to ultimately extract the wealth created with 

a lump sum to fund their retirement or next venture. But many don’t 

think about how to exit their business until it’s nearly time to retire. 

Worse, many find they are forced to sell or leave their business 

suddenly due to illness, disability, debt, bankruptcy, legal disputes or 

divorce.

You can’t just put up a ‘for sale’ price on your business and expect 

that someone will come along and pay you the price you want. And 

if you do just put an advertisement in the paper or online, don’t think 

that the price you get represents the true value of your business.

For many Australians the family home is their greatest asset. 

For business owners, the business may be the largest asset with 

the family home second. Yet many business owners will spend 

more time and effort preparing the family home for sale than their 

business. Most of us wouldn’t just do a quick tidy up two weeks 

before the auction of our home and hope for the best. Selling a 

business, just like starting a business, requires a strategic succession 

plan, whether you plan to sell to family, employees or complete 

strangers. Otherwise you risk losing the long-term value of the 

investment that you have worked hard to create.

Understanding the three key factors of Business Succession and 

Exit Planning is critical to developing a successful plan  — the co-

ordination and preparation of the three factors is what ultimately 

leads to a successful exit.

• The Business — most businesses are not exit or sale ready, they are 

owner dependent and often lack effective systems and processes, 

they are run like small business — even though they may be quite 

large.

• The Owner/s  — most baby boomer business owners are very 

strongly “attached” to their business  — they identify with the 

business in what is called role-identity fusion. They need time and 

space to get comfortable about what the exit actually looks like and 

importantly what does life after the business mean.
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• The Money — the business, the owner/s and their finances are often 

complicated and interwoven and therefore hard to separate  — 

The Exit Planning Institute estimates that up to 90% of an owner’s 

wealth is tied up in and linked to the business — this needs to be 

resolved before an exit can take place, and to ensure the owner 

and their family are adequately funded for retirement.

A strategic succession plan is a vision of the future, broken into 

the steps you need to take to achieve that vision. To maximise the 

value of your business on exit, you have to plan your exit long before 

it happens. This will allow you time for a smooth transition, but it 

will also give you much better security should anything unexpected 

happen to you, the other shareholders or your family members.

Business Succession Planning is a holistic process to help 

you align your personal and financial goals with your business 

performance and value. We help you to identify the current position 

and value of your business, the price you need for your business sale 

to meet your personal objectives, and then develop a strategy to help 

you breach the gap. The process from planning to exit may need five 

to ten years. Our aim is to have your business adequately prepared, 

and at peak performance to ensure you get the best return. If you 

are passing the business on to family members, we help you to put 

processes in place to make sure the business doesn’t crumble the 

minute you hang up your keys. We will explain to you that WHO buys 

your business is a key factor in the price that you achieve, and help 

you to position your business so that you can attract the best buyer.

The most successful business succession plans are those that 

have been carefully and slowly considered over a period of time, are 

implemented gradually, constantly monitored and reviewed, have 

realistic strategic outcomes and “Begin with the end in mind”.
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21-Step Process

We use and recommend a five-stage process, all focused around 

value  — identity, protect, maximise, extract and manage value. All 

of these stages have a number of key steps, 21 in all, designed to 

effectively prepare the business, the owner and the financial position 

to maximise business value and achieve a successful exit.

This process has been developed over time  — when I first 

published Enjoy It in 2006 our process had only 9 steps, mainly 

focused on preparing the business, but as we worked with clients 

and learned more about their needs and the issues that were 

stopping them from being successful the process was further 

developed into 11, then 15 and finally 21 steps  — the process now 

covers all of the key issues  — business, personal and financial to 

ensure maximum success.

The process allows time and space for owners to get very clear 

on what Business Succession and Exit Planning means to them  — 

for many it is not about the money, but more about preserving their 

legacy, looking after staff, customers and suppliers, and the process 

needs to firstly identify the key drivers and aspirations of the founders 

and secondly, provide a mechanism for them to be successful in 

achieving those key goals and outcomes.

To fully implement the 21 steps, we typically work with clients 

over a 12 to 18 month period (and with some clients much longer) 

and we always work closely with the clients’ key advisers  — 

accountant, financial planner, lawyers, bankers etc. This will help 

speed up the process and ensure the best possible result. This is very 

much a trusted adviser relationship and we work closely with the 

owners, family members, key employees and other stakeholders to 

balance interest and ensure all business succession and exit planning 

needs are met.

This book takes you through 21 steps to exiting your business over 

five stages:

• Stage One: Identify Value

• Stage Two: Protect Value
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• Stage Three: Maximise Value

• Stage Four: Extract Value 

• Stage Five: Manage Value

Each stage may take months or years depending on your 

personal goals, your situation, your business readiness and your 

industry.

Stage One:
Identify Value

STEP 1: Goals and Outcomes

STEP 2: Fact Find

STEP 3: Stage One Report — INSIGHTS

Stage Two:
Protect Value

STEP 4: Financial Planning

STEP 5: Unplanned Events

STEP 6: De-Risking

Stage Three:
Maximise Value

STEP 7: Exit Options

STEP 8: Strategic Planning Business Model

STEP 9: Strategic Financials

STEP 10: Systems and Procedures

STEP 11: Marketing and Sales

STEP 12: Corporate Governance

STEP 13: Ownership Mindset

STEP 14: Peak Performance Trust

STEP 15: Management Succession

Stage Four:
Extract Value

STEP 16: Tax Planning

STEP 17: Documentation

STEP 18: Liquidity Event

Stage Five:
Manage Value

STEP 19: Ongoing Investment Planning

STEP 20: Asset Protection

STEP 21: Estate Planning
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The M3 Framework

At Succession Plus we use the 21-Step Process, however it is 

interesting to have a look at some new research around the M3 

Framework that has recently come out of the United States. We will 

compare it to the 21-Steps. You will see an overlap with our 21-step 

process, and you’ll see that there are some steps in our process that 

are purely business, or purely money, or about oneself, but most of 

them have some sort of overlap and interconnectedness between 

the various parts of the M3 Framework.

M3 Framework was published in 2016 by a group called Orange 

Kiwi, who are the experts in the psychology of entrepreneurs at 

significant points of transition and exit. 

If you look at our first step, it’s about goals and outcomes. This 

is about legacy, vision, and mission. What is it that you really want 

to achieve from entering into a succession plan? Then we examine 

the business, perform some fact finding (Step 2) and we do a stage 

one report (Step 3), which analyses the business and assesses the 

risks, and opportunities, the growth strategies etc. It also overlaps 

into money as we look at the assets, liabilities, and insurances, and 

make sure that they are managed together properly. We then move 

into financial planning (step 4), which is purely about your money 

and wealth situation, and then into unplanned events (Step 5), which 

is a combination of business and money. Stage 3 (Steps 7  — 15) 

examines the business. At that point we will know what the outcome 

is, what the goal is, what your exit strategy looks like and what you 

are actually trying to achieve. 

The next issue to think about is the actual transaction, which 

occurs at step 18 after performing some planning. Firstly, tax 

planning, which affects both money and self, maybe sometimes the 

business as well. Documentation must be addressed, which is mainly 

a business and money issue in the M3 Framework. We move towards 

post-exit stage 5 (Steps 19-21), what do we do about our money, 

where do we invest it, how do we protect our assets and estate 

planning?
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Underlying principles of the M3 Framework

There are some underlying principles that we need to understand. 

Firstly, business owners are hardwired to build and run a business. A 

business owner’s life, business, and wealth are interwoven, and they 

are not easily separated. Significant transitions expose owners and 

their businesses to both internal and external threats and challenges. 

Exploiting opportunities and successfully exiting requires a 

substantial change for owners, for their families, and for the business. 

Market

People ValuesCapital

Strategy RelationshipCash flow

Financial
Health

PersonalityPhilanthropy

Structure HealthInvestment

Culture MotivationsTax

System FaithManagement

My 
Business

Valuation
My 

Money
Legacy

My  
Self

Leadership

The M3 Framework has three headings, as you can see in the 

illustration — My Business, My Money and My Self — with eight boxes 

surrounding them. These are the issues that build the business.

My Business

The issues in the My Business box are straight forward in terms of the 

types of things that we talk to business owners about all the time, 

such as:

• improve your systems 

• document and build your strategy 

• look at your structure overall 

• look at the market that your business operates in 
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• assess the market environment — is it growing, shrinking, or likely 

to be disrupted? 

• valuation  — what’s the business worth? how do we know how 

much it’s worth? 

• how are your people managed? 

• have we got your culture and engagement piece in place? 

• what does the financial health of the business actually look like?

My Money

The next section is My Money. The individual’s money and the 

management of finances, cash flow, both business and personal 

are examined. You will see from the illustration that there is some 

overlap.

Investments will also be assessed. Are there investments outside 

the business? Once this is established we can start to think about 

what sort of legacy you might leave. There is an overlap with 

legacy to the next section. What about capital? How is it managed? 

Where is it invested? Philanthropy is becoming more common for 

Australian business owners, such as setting up a philanthropic trust 

to contribute money towards the grandchildren’s education, or to a 

local charity, or community group, etc. 

Taxation is another big issue in terms of money and personal 

finance. The step between My Business and My Money is the 

valuation. What is the business worth? Once we know that, we can 

use it or take advantage of it when we are starting to think about 

transitioning from the business to the money.

My Self

The last step, and the important part around the psychology of 

succession, is My Self. You will see from the illustration that legacy 

links My Money and My Self. What can you do with the money that 

you have generated out of the business? What sort of legacy can 

I leave? But in terms of My Self, some more serious topics for the 
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individual are assessed, such as relationships, health, leadership, 

values, personality, and motivations.

Legacy

Legacy is about what the owner can hand on to another generation. 

Sometimes these can be tangible things like money or maybe the 

business. Business owners who care about their legacy have an 

opportunity to craft the type of legacy that they want to leave as 

part of their exit. The most obvious example of that is passing the 

business on to the next generation. But sometimes, it’s not about 

that, sometimes it’s about the brand and reputation.

The succession and exit plan can be designed to match that 

legacy. Once you discuss what it actually looks like to build a legacy, 

we can map that into a succession and exit strategy as part of an 

overall plan.

Values

Values are the owner’s beliefs that shape how they live and work. 

They relate directly to the owner’s success. In exit planning you often 

see behaviours like self-sabotage, or an inability to make decisions. 

A simple stalling or pausing of the process because the owner 

simply cannot make a decision to go one way or the other is not 

uncommon. These behaviours link to the owners’ value systems. 

Motivation

Motivation is also important. Everybody is driven by certain 

motivational desires which must be satisfied in order to have 

psychological health. What we need to think about, as we transition 

owners through, is that motivations complicate the process by 

leading to clashes and pitfalls that can actually sabotage our exit 

strategy altogether, which obviously creates some problems.
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Relationships

Succession can shift relationships away from those that the owners 

used to work with, to other kinds of relationships. As advisers we 

need to be aware of these changes. 

Personality

Business owners are complicated and unique individuals. They have 

developed many different skill sets and behaviours to grow and 

manage their business. But most owners are wired a certain way, to 

build the business. Whilst that’s a big strength when you’re building 

your business, it actually also has a downside, most critically at 

significant points of change or transition during succession.

We need to get an understanding of the owner’s natural 

tendencies and their natural incarnations, because that will allow 

us to then leverage those strengths and manage the weaknesses 

through the transition.

Leadership

There are three different types of leadership that owners operate 

within. They operate in the business as a CEO or the Founder or the 

Managing Director. They operate in their family relationships — they 

may be the father, mother, grandfather, daughter, or the sister and 

themselves. There are different leadership tensions, that come into 

play when you start to look at all of those together. 

The following diagram shows where our 21-Step process overlaps 

with the M3 Framework.
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21 STEPS M3
Stage One:
Identify Value

STEP 1: Goals and Outcomes My Self My Money

STEP 2: Fact Find My Business My Money

STEP 3: Stage One Report  — 
INSIGHTS

My Business

Stage Two:
Protect Value

STEP 4: Financial Planning My Money

STEP 5: Unplanned Events My Business My Money

STEP 6: De-Risking My Business

Stage Three:
M a x i m i s e 
Value

STEP 7: Exit Options My Business

STEP 8: Strategic Planning Business 
Model

My Business

STEP 9: Strategic Financials My Business

STEP 10: Systems and Procedures My Business

STEP 11: Marketing and Sales My Business

STEP 12: Corporate Governance My Business

STEP 13: Ownership Mindset My Business

STEP 14: Peak Performance Trust My Business

STEP 15: Management Succession My Business

Stage Four:
Extract Value

STEP 16: Tax Planning My Money My Self

STEP 17: Documentation My Business My Money

STEP 18: Liquidity Event My Business My Money

Stage Five:
Manage Value

STEP 19: Ongoing Investment 
Planning

My Money My Self

STEP 20: Asset Protection My Money My Self

STEP 21: Estate Planning My Money My Self

Why is now a good time to think about business 
succession and exit planning?

As any financial planner will tell you, the average amount needed to 

fund retirement in Australia is at least $1 million. We are living longer 

than ever before, and life expectancy is constantly improving, so we 

need more money to fund retirement — unless of course we wish to 

rely on a government pension. An Australian male who is 50 years 

old in 2018 can expect to live until 82 years old and females to 85 

years. That’s potentially around 20 years to fund in retirement.
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According to the KPMG and Family Business Australia and Private 

Business Survey 2015 (RMIT University), the average age of family 

business owners is 58 years. Almost half of business owners surveyed 

see themselves working in the business beyond 65 years of age, 

with over 30% saying they will be relying solely on the sale of their 

business to fund their retirement.

The baby boomer generation began turning 65 in 2011, and 

from now until 2030 over 5,000 Australians will hit retirement age 

each week. It is estimated that over the next decade the retirement 

of family business owners will see the transfer of approximately $1.6 

trillion in wealth, which surely must make succession planning one of 

the most significant issues facing small to medium enterprise (SME) 

owners. Yet incredibly, despite 61% of business owners surveyed 

admitting their businesses are not sale or succession ready, 52.2% do 

not intend to do anything about it over the next twelve months.

The Global Financial Crisis and the more recent European crisis 

has had a negative impact on market sentiment around the globe. 

Cash is harder to access, and potential buyers drive a harder bargain, 

putting pressure on valuation multiples (more about this later). 

Many baby boomers are delaying retirement because the value of 

their nest egg has diminished, whether that is in the share market, 

superannuation, real estate or the value of their business. With 

estimates of 50,000 businesses for sale each year for the foreseeable 

future, the small business market may become flooded, which will 
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put further pressure on business values. Many business owners will 

simply close the door. 

At Succession Plus we are finding that there are some cashed up 

buyers and companies out there, with Australian listed companies 

having the highest cash to assets ratio in nearly 30 years. So, they 

are using that cash to fund growth through acquisition, making 

acquisitions of much smaller businesses than they might have ten 

years ago. But the competition in the market can mean that buyers 

are a little more particular about the businesses they buy, so the 

businesses need to be better prepared if they are to find the right 

buyer and the right price.

According to an article in May 2016 in the Sydney Morning Herald, 

Australian companies are among the world’s biggest cash hoarders. 

Domestic corporations are more inclined than most to keep cash 

on deposit or in government bonds as a buffer against deteriorating 

conditions or a stash for opportunities as they arise.

The RBA has also noted a broad-based secular rise in corporate 

cash at Australian companies over the past 25 years. Using Australian 

Bureau of Statistics data, it found that the aggregate cash-to-assets 

ratio had climbed from 9.5 per cent in 1990 to 13.5 per cent in 2015.

The ratio is different to the OECD comparison because the ABS 

data excludes non-listed companies and is asset-weighted, meaning 

smaller companies that tend to hold more cash as a ratio of total 

assets are given less weight in the final figure. 

“The trend increase in the cash holdings of publicly listed 

companies can be largely explained by changes in observable 

company characteristics,” the RBA says.

“In particular, relative to their counterparts of 25 years ago, 

publicly listed companies today have better growth opportunities 

and are more likely to operate in ‘risky’ industries, and these 

characteristics are correlated with higher levels of corporate cash.”

The authors also found a dispersion in the concentration of cash 

among Australian companies, meaning the trend applies across all 

company sizes.
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Sale of Businesses

The following graph shows that the volume of listed businesses for 

sale continued to grow marginally to the quarter ending December 

2017.

Despite a marginal gain in the proportion of listed businesses for 

sale in the December 2017 quarter, the following graph shows a 

marginal decline in the average VMB-RMIT Index values across the 

four business sectors and the whole sample.
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As a responsible business owner, it makes sense to start your exit 

strategy when you are ‘at your peak’ — ideally when the business is 

doing well and you have the energy and enthusiasm to make the 

appropriate changes. Many business owners are finding it hard to 

keep up with technology and the new competitive environment that 

brings. If you feel defeated and lose market share your business value 

will diminish, so start the process when you still have some fight and 

passion for your business. You may need to grow your business to 

make it more attractive to a buyer, or you may need to transition 

client relationships gradually to a general manager.

In the current market the best chance of success is to be 

prepared and plan ahead. If you always “Begin with the end in mind”, 

you are much better prepared for making the right decisions along 

the way, following the steps towards your long-term vision. If you 

start preparation early, you will get a deeper understanding of the 

potential value of your business and have the time to make positive 

changes to increase your chances of a good sale. 

On a financial level, a well-planned business exit will not only 

enable you to attract a higher sell price, it will also let you minimise 

tax on the proceeds, using staged payments, superannuation 

contributions and taking full advantage of tax concessions. If you put 

your business up for sale suddenly, you may be met with a tax bill 

just when you don’t need it.

According to the Australian Bureau of Statistics (ABS, 2017), there 

are 2.238 million active businesses in Australia as at December 2017. 

Approximately 868,250 (38.8%) of these businesses are small to 

medium sized businesses (SMEs). This is shown in the following pie 

chart. The following bar graphs highlight the number of businesses 

based on turnover as well as by the number of employees. 

About 70% of privately owned businesses in Australia are owned 

by families, and baby boomers own the majority. Baby-boomers are 

those people born following World War 2 between 1946 and 1964. 

Finally, if you do have to exit from your business unexpectedly 

due to poor health or other issues, the further you are down your exit 

plan, the better the outcome is likely to be for you and your loved 
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ones. A poorly planned or poorly executed succession will often 

lead to dispute, poor customer experiences, business decline and 

financial pressure. Is that what you have worked all these years for?

Count of Business by Turnover

$10m or more
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34,085

87,473

200,000- 400,00 600,000 800,000
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Source: Australian Bureau of Statistics, 2017
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As business owners approach retirement, most will cease to 

own their businesses, however, up to 83% have no defined or 

documented business succession or exit plan. The KPMG report on 

family business states that 76% of family businesses intend to appoint 

a new CEO in the next five years and further that 72% expect to have 

some transfer of ownership in the next five years. This represents 

a large number of transitions over the next ten years and a large 

amount of wealth to be “transferred”. The transfer of ownership 

represents a significant stage in entrepreneurial activity. It is through 

this transition that the founders remove themselves from the 

business they own. This relates to ownership, decision making and 

generating a capital surplus for their efforts.

Identifying Value

I am going to take you through our unique 21 step process that 

will help you to reach a successful business exit. This is not a do it 

yourself process; you will need to get some help and advice along 

the way. But the better you understand the process, the more 

you can get involved, take on the tasks that you can do, and have 

clear expectations of the people who advise you on the rest. In 

the introduction I’ve focused on why planning is important, and 

consistent with that, I’ll go through the initial steps, in the Identifying 

Value stage in more detail. Once you are clear about where you are 

trying to head and why, getting there is a whole lot easier.

Case Study

The following case study will take you through each step to exit 

your business through the five stages. The material includes the 

intellectual property of Succession Plus Australia Pty Limited who 

claims copyright ownership, including the detailed explanation of the 

21-Step Business Succession and Exit Planning methodology, tools 

and templates used to deliver that process with business owners. 
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This material must not be reproduced or distributed without the 

express written permission of the owner.

Background

Mr & Mrs Smith (both baby boomers in their late 60s) run a light 

manufacturing business in suburban Sydney. The business was 

“inherited” from Mrs Smith’s father in 2000, who started the business 

from scratch after World War II, originally operating from his garage.

About 18 years ago they also sold 30% of the business to Rod 

Jones  — the Sales Manager  — a brilliant young salesman who has 

been a great employee and director and added considerable value to 

the business over time.

35 Ordinary 
Shares

35% beneficially 
held

35 Ordinary 
Shares

35% beneficially 
held

30 Ordinary 
Shares

30% beneficially 
held
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The company makes aluminium display stands for retail stores 

and has been stable and profitable for many years with several long-

term and loyal customers. Several years ago (August 2006), the 

Smiths purchased the factory from the landlord. The company owns 

several large machines used in the factory acquired over several 

years and the premises has been modified and customised to suit 

production. 

Business Succession

The Smiths’ son, Gary, is the Production/Manufacturing Manager but 

they both know that he cannot run the business without help and 

expertise — he is very good practically but less so managing finance. 

During 2015, he was appointed company General Manager and took 

over the day to day management of the business. Following this 

move, gross profit dropped nearly 10% and net profits were down 

by $300,000 and several key staff left as a result of his management 

style.

Both Mr and Mrs Smith are currently in good physical and mental 

health but they are getting older and “slowing down.”

Financial Summary

The company has been slowly but consistently growing and 

currently has a turnover of approximately $8 million and is quite 

profitable with the 2016 Financial Year producing a NOPAT of 

$958,000.
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In order to finalise a Business Succession and Exit Plan, they 

approached their financial adviser and accountants (who work in the 

same firm and have been advising the family for many years). Whilst 

the family knows they need to do something, they really are unsure 

what options are available.

Solution

The owners agree to start the process with a Stage One Insights 

report giving them a comprehensive review and analysis of the 

various issues/value drivers before launching into a Strategic 

Succession Plan based on Succession Plus’s 21-step process.




