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Continued

Business transitions rarely occur in a vacuum. For most owners, cash 

flow from the business powers your lifestyle, so reliably replacing that 

income stream is critical to your post-transition life and family legacy.  

With so much riding on the outcome, smart business owners carefully 

examine these important themes:   

Creating value: The starting point
• What is the current value of the business?

• How was that value determined? Were professional advisors 

involved? If not, why?

• How is the fair market value of the business distinguished from its 

investment value?

Driving value: Business attractiveness
• Have you made yourself obsolete? How would the business perform 

if you were completely absent for six months?

• What have you done to lock in future earning streams?  

Can you do more?

• How have you insulated the business from the actions of customers, 

suppliers, competitors, new entrants, and substitutes?

Demonstrating value: The market test
• What are your transition goals? Which transition avenues will best 

help you achieve those goals?  

• How would you tell an investor or financing source your business 

story? Can you fully support it with data?

• Have you identified an appropriate transaction advisor to execute 

your vision? If not, why?
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Realizing value: Sealing the deal
• Closing a business transition is often the most challenging thing a 

business owner will ever do. How have you prepared?

• Have you leveraged an integrated, multidisciplined professional team 

in the process? If not, why?

• Business transitions are frequently once-in-a-lifetime experiences.  

Do you know what you don’t know?

This document is not intended as an offer or solicitation for the sale of any financial product or service 
or as a determination that any business/estate planning or investment strategy is suitable for a specific 
business or investor. There is no assurance that any investment, financial or estate planning strategy will 
be successful.

This document is for informational purposes only and is not designed or intended to provide financial, 
accounting, investment, or other professional advice since such advice always requires consideration of 
individual circumstances. If professional advice is needed, the services of a professional advisor should 
be sought. Wilmington Trust is not authorized to and does not provide legal or tax advice. Our advice and 
recommendations provided to you are illustrative only and subject to the opinions and advice of your own 
attorney, tax advisor or other professional advisor.

Wilmington Trust is a registered service mark used in connection with various fiduciary and non-fiduciary 
services offered by certain subsidiaries of M&T Bank Corporation including, but not limited to, Manufacturers 
& Traders Trust Company (M&T Bank), Wilmington Trust Company (WTC) operating in Delaware only, 
Wilmington Trust, N.A. (WTNA), Wilmington Trust Investment Advisors, Inc. (WTIA), Wilmington Funds 
Management Corporation (WFMC), Wilmington Trust Asset Management, LLC (WTAM), and Wilmington 
Trust Investment Management, LLC (WTIM). Such services include trustee, custodial, agency, investment 
management, and other services. International corporate and institutional services are offered through M&T 
Bank Corporation’s international subsidiaries. Loans, credit cards, retail and business deposits, and other 
business and personal banking services and products are offered by M&T Bank, Member FDIC.
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Building a great business and realizing value for it in a 
business transition are different sports with unique rules 
and specific skill sets. Honestly assessing your company’s 
strengths and weaknesses, executing with discipline, involving 
the right professionals, and doing the hard work can help 
position you to win both games.

   


