You’ve Decided to Sell Your
Family Busiess. What’s Next?
By Mark MATOS, CFP,® CLU®, ChFC®
Senior Financial Advisor

SUCCESS BUSINESS OWNERS KNOW how to run their business, but typically, not
how to sell their business. Selling a family business takes a great deal of forethought;
even if you are planning to sell well into the future, you should start planning now. And
it requires high-level thinking and professional skills to avoid costly mistakes; so part of
your planning should include assembling the right team of advisors.
Here are some things to think about if you are considering selling your family business:
• Maximizing the value of your business. Is your business still growing? Or is it
in decline? How is the economy? What types of multiples are being assigned to
businesses in your industry?
• Family Dynamics. Have you planned to pass the business down to the next generation
or sell it?
• Team of Advisors. Do you have experienced professionals in place to help you with a
sale? Do they collaborate? Do they offer insight and expertise? Do they understand your
goals and your business’s finances?
• Buyers. Have you identified a person or company to buy your business? If not, do you
know how to seek out a ready and capable buyer?
• Getting Ready for a Sale. Do you know what steps to take leading up to preparing for a
sale? Is selling appropriate given your personal financial plan?
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• Financial Planning. Have you worked with your financial planner to determine if
the sale will produce the desired retirement income? Or will you need to remain in
the business?
• Estate Planning and Gifting. Have you completed a proper estate tax plan? What steps
do you need to take after the sale? Is your personal estate subject to taxation?Are you
gifting or planning to make gifts for estate tax purposes? Do you have charitable giving
aspirations? Have you found the right experts in estate tax planning and charitable
giving?
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TIMING IS EVERYTHING
Imagine you needed to sell your business in 2008 or 2009. If you were lucky enough
to find a buyer, you probably would not have gotten a premium price. Today offers a
much better economic backdrop. Mergers and acquisitions are up. Private equity firms
and corporations have compiled record levels of cash. Well-positioned, closely held
businesses are selling for higher multiples.
A HAPPY FAMILY
As a business owner, you know the success of your closely held business demands
time and sacrifice. Your family can benefit by status, wealth and even a sense of familial
heritage. Passions can run high when choosing to transition or sell a business, so
managing family dynamics is a critical component of a successful sale.
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You may decide to groom a family member as your successor or bring in outside
professionals to manage your business. If you don’t have a successor and an outsider is
out of the question, your business should be sold.
When the sale of your business is treated with transparency and is properly
communicated to family members, your family dynamics are given the same priority
and respect as other aspects of the sale. When the sale is handled with thoughtfulness,
your family relations can be preserved and enhanced.
ALL THE RIGHT ADVISORS
A large sale should include expertise from many professionals including your CPA,
specialized attorneys, an investment banker or business broker, a qualified appraiser
and a financial planner.
Your CPA probably understands your business and its structure, and is familiar with the
day-to-day operations. Since many businesses sell for millions of dollars — or tens of
millions, or more — the sale could generate a substantial tax burden. Your CPA should
help you minimize the amount of tax from the sale while working with your other
advisors to ensure the sale is handled with utmost thoughtfulness and care.
An estate planning attorney can help you establish trusts and other legal documents
necessary to plan your estate and minimize estate and gift taxes. Given the top estate
tax and gift rate in 2019 of 40 percent, utmost care should be taken when planning your
estate, especially if you will exceed thresholds. In 2019, the estate and gift tax basic
exclusion amount is $11,400,000 for individuals and $22,800,000 for married couples
who use portability and the unlimited marital deduction. There are many strategies
to employ to minimize estate and gift taxes, so an estate planning attorney should be
brought in early in the sale process.
A corporate attorney can help you structure your deal. Their job is to properly execute
the sale. The corporate attorney should collaborate with your other advisors. Given the
size of the transaction, all your professionals should work together as a team.
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The sale of your business may also include an investment banker. For larger businesses,
you may want to consider bringing in the investment banker to maximize your
sales price. An investment banker who specializes in your industry will help you
identify buyers and work alongside your corporate attorney to negotiate the deal.
Smaller business owners may want to consider using a business broker instead of an
investment banker.

The advisor
you choose
should have
an in-depth
understanding
of business
succession
planning.

Qualified appraisers are critical for tax purposes. Their valuations will be used as the
basis for irrevocable gifts to trusts, family members and charities. The tax code allows
for valuation discounts applicable when transferring shares in the business to family
members. Their specialized knowledge, in combination with your other professionals,
can help you greatly reduce or eliminate estate and gift taxes.
Your most important advisor could be your financial planner. An experienced financial
planner may carry more than one designation such as a Certified Financial Planner®,
Chartered Financial Consultant®, or Chartered Life Underwriter®. The advisor you
choose should have an in-depth understanding of business succession planning. A
good advisor will help you understand your big picture because they have the broadest
understanding of your financial condition and objectives. They are the one professional
who combines expertise in the fields of investment, tax, business valuation, estate
planning, insurance and retirement planning. Your financial planner can also help you
determine if there are enough after-tax proceeds from the sale to invest to achieve your
lifestyle goals.
The information included in this document is for general, informational purposes only. It does not contain any investment advice and does not address any individual facts and
circumstances. As such, it cannot be relied on as providing any investment advice. If you would like investment advice regarding your specific facts and circumstances, please
contact a qualified financial advisor.
Any investment involves some degree of risk, and different types of investments involve varying degrees of risk, including loss of principal. It should not be assumed that future
performance of any specific investment, strategy or allocation (including those recommended by HBKS® Wealth Advisors) will be profitable or equal the corresponding indicated
or intended results or performance level(s). Past performance of any security, indices, strategy or allocation may not be indicative of future results.
The historical and current information as to rules, laws, guidelines or benefits contained in this document is a summary of information obtained from or prepared by other
sources. It has not been independently verified, but was obtained from sources believed to be reliable. HBKS® Wealth Advisors does not guarantee the accuracy of this
information and does not assume liability for any errors in information obtained from or prepared by these other sources.
HBKS® Wealth Advisors is not a legal or accounting firm, and does not render legal, accounting or tax advice. You should contact an attorney or CPA if you wish to receive legal,
accounting or tax advice.

Mark Matos, CFP®, CLU®, ChFC®
Senior Financial Advisor, HBKS® Wealth Advisors

Mark Matos serves as a senior financial advisor in the Naples, Florida, office of
HBKS® Wealth Advisors. He provides comprehensive financial planning services
and investment management strategies to affluent individuals and families. Along
with having his own financial advisory clients, Mark works with Christopher Sorce
in the Naples office.
Mark earned his Bachelor of Arts degree in finance and computer information systems from the Florida Gulf
Coast University. He is a CERTIFIED FINANCIAL PLANNER™, a Chartered Life Underwriter® and a Chartered
Financial Consultant®.
Investment advisory services are offered through HBK Sorce Advisory LLC, doing business as HBKS® Wealth Advisors. NOT FDIC INSURED
- NOT BANK GUARANTEED - MAY LOSE VALUE, INCLUDING LOSS OF PRINCIPAL - NOT INSURED BY ANY STATE OR FEDERAL AGENCY
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