
QUICK START BUSINESS

EXIT GUIDE



Overview
The Quick Start Exit Guide is designed to educate business owners on the exit and succession planning 

process and provide a clear yet comprehensive pathway. Whether you would like to build and keep running 

your business for a while or sell your business or perhaps transfer ownership to a family member, this will 

guide you on the steps to ensure the best possible outcomes.

This guide  is the culmination of many years of first-hand experience as well as conversations with 

business owners, brokers, accountants, lawyers. As well I have partnered with a software company Maus 

International for the IT and back office systems that we will be using, so it is based on worldwide research 

of the best practices.

The Planning Process:

• Write your goals and objectives at the beginning of the process, but as you progress through the 

analysis templates, come back, revisit and update those objectives.

• Planning is not a linear process. It should evolve as your business and personal situation changes and as 

your thought processes become more mature.

• This guide is designed to promote conversations and discussions with your family, advisors and other 

co-owners of the business.

• It will help to facilitate discussions with employees and discuss business improvement.
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Learning Outcomes

This guide will help you to discover your personal and 

business high-end goals. At the end of this guide and 

by using these templates, you will begin to explore 

and reflect on the following:

1. Is my current business value enough to retire on?

2. How much would I like to sell my business for?

3. When would I like to sell the busines?

4. Who do I want to sell the business to?
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Tim Fawcett
CBC, CEPA, BCA, CMEA

Helping business owners achieve a 
more secure and fun retirement.

Starting and running a small to medium-sized business is one of the toughest 

jobs in the country – it’s just plain hard work! As a business owner, you are used 

to long, unappreciated work hours and you know the stresses and sacrifices are 

plentiful. Running your own business also means your family life and social life are 

sure to suffer unless you are constantly mindful of the need for work/life balance.

My goal



How much do you need to sell your business for?

The above illustration assumes a scenario where a 

50-year-old business owner sells his or her business for 

$877,000 after expenses and tax. If he/she earns 5% 

interest per annum and spends $84,000 on their lifestyle 

every year afterward, the cash will run out when the 

business owner is aged 65. Therefore, the business owner 

needs to consider spending less each year, selling his/her 

business for more or make the money work harder in an 

investment fund. This assumes the business owner has no 

other personal wealth that will generate an income. 
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The Process

Quick Start Exit Guide
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What are your high-level goals?

Exit & Succession Planning Goals

The core component of an exit & succession plan is a set of exit planning goals. It is strongly recommended 

that you complete all of the worksheets. However, I also believe every business owner should answer these 

questions before the other steps in the process as well, as this starts the whole ball rolling. This is referred 

to as establishing a set of “Initial Exit Planning Goals.” These will be continually updated as you step through 

the process and become more informed. It will not be until the conclusion of all steps in your plan that these 

goals will be a true “educated” representation of your Exit Planning Goals... and even then they will change 

as the market, your business and your personal situation changes. An Exit & Succession Plan is a dynamic 

not a static document!

The following worksheets represent a summary of the entire exit planning process. If you do not complete 

the full analysis, then you miss out on the detailed thought processes that provide you with a better insight. 

We need to review your personal goals together with the goals of the company. This is the first part of the 

process aimed at achieving success.

Quick Start Exit Guide
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Where is the business now?
Revenue Gross Margin

Profit Before Tax 
& Depreciation

# Employees

Number of hours owner works in the business?

Where do you want the business to go?
Revenue Gross Margin

Profit Before Tax 
& Depreciation

# Employees

Number of hours owner works in the business?

Ideal time frame (years) to achieve this?

Personal shareholder goals
Now Desired future level

Wages, take home pay and stress

Estimate your total renumeration

Estimate your stress (1 Low - 10 High)

Ever thought about selling the business? (Circle one) Yes No

Estimated business value

Amount needed to retire or move on

Amount of wealth outside of the family home and business?

Ideal exit time frame (years)

What is holding you back?

Quick Start Exit Guide
Worksheets

High Level Goals



9

Personal Readiness & Life After Goals

Question Sample Answer Your Answer

I hold... (% of shares you own)
100% shareholder in the 

business

When I take into account my tax, 
payments to advisors, employess, 
family members, charities and other 
beneficiaries, I will end up with the 
following net proceeds if successful:

$4,200,000

When I exit the business, I intend to 
(retire/buy new business/ work for 
someone else/have a two-year break, 
work part time/other)

Retire but still earn some 
income out of consulting 

work

I estimate the income I will need to afford 
my post exit lifestyle wil be

$150,000 pa

Currently, apart from the family home and 
the business, I estimate my net assets to 
be at the time of exit

$1,000,000

Therefore, my personal net assets combined 
with the proceeds from the sale of the 
business would be

$5,200,000

If I invest this wisely, it will produce an 
income post-exit of

$300,000 which is more 
than enough to cover my 

lifestyle

My plans to ensure I do not get bored or 
become dissatisfied or experience regret 
when I exit are

I will retire but get involved 
in property development 
of some existing land that 
I own. I will also join a golf 

club and start getting more 
involved in volunteering 

my time with a charity

In the unlikely event that I die, become 
disabled or get too sick to run the business

I have an up-to-date estate 
plan and insurances that 

will cover me and ensure a 
good outcome for my family
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Exit Options

Question Sample Answer Your Answer
My name is John Briggs

I am aged 55 years old

I would like to sell/transfer the business in Three years time

For the amount of $6,000,000

I believe my business is currently worth $4,000,000

I will target or exit the business by the 
following means: (strategic buyer, non-
strategic buyer, family, partners/co-owners)

The sale of the business to 
a strategic buyer. We will 
therefore go active in the 
M&A process in 2.5 years

I understand I will probably have to work 
with the new owners

For 12 months after selling 
the business

To achieve these goals, I will need to im-
plement a plan that will include

Increase revenue to $8m. 
Increase profit to $1.6m. 

Achieve a multiple of 4 by 
focusing on the Readiness 
and Attractiveness plans



 
 
 
 

Notes



Tim Fawcett, CBC, CEPA, BCA, CMEA

eastwindinc.ca/freecoaching

to

Book your FREE
Strategy Session
Double your Value & Create your Exit Plan

I found Tim’s coaching to be invaluable. His use of 

worksheets guides you to a balcony like view of your 

own business, quite an objective perspective and so 

helped me identify the strengths and also weaknesses. 

I have a much clearer view of what systems need to be 

further developed to lower risks and thereby improve 

my business multiple. The process really helped 

me form clear goals and a realistic valuation. It was 

completely worth the investment and I would whole 

heartedly recommend it.

Val Connell

Meeting with Tim and completing the Business Exit 

Blueprint course was a very eye-opening experience 

for us. Tim helped us to take a hard look at our 

business and our processes (or lack thereof!), and 

create new goals that we’ll be working towards over 

the next 3 years to help us not only grow the business 

– but actually add value for prospective buyers down 

the road. Highly recommend working with Tim if you 

are considering selling your business and aren’t sure 

where to start.

Mike Davidson

Client Experiences



www.eastwindinc.ca
For more resources like this visit


