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APPENDIX

Exit Action Plan Summary

Chapter 1 — Begin with the End in Mind

Action Plan: No More Excuses

Start with these 7 Steps:

	▪ Write down your target exit year
	▪ Decide whether you want cash out, earnout, partial exit, or combination
	▪ Estimate your “number” (how much you want after taxes)
	▪ Identify the 3 biggest risks in your business
	▪ List what only YOU do today
	▪ Choose 1 task to delegate immediately
	▪ Commit to treating your business like an asset — not a job

Chapter 2 — Who Can I Trust?

Action Plan: Build the Team Before You Need the Team

	▪ Identify 2–3 candidates for each core role (Attorney, CPA, Advisor, 
Intermediary)

	▪ Interview them – Do they pass your Trust Test?
	▪ Ask for references
	▪ Choose your intermediary carefully, because they will drive the process
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Chapter 3 — Surviving Due Diligence

Action Plan: Due Diligence Prep

	▪ Create your data room (basic folder structure)

	▪ Upload last 3 years of tax returns

	▪ Upload last 2 years of financial statements

	▪ Pull your top customer list by revenue

	▪ Gather all major contracts

	▪ Create a basic equipment list

	▪ Create an employee roster (name, role, pay, start date)

	▪ Identify your 3 biggest business risks before the buyer does

Chapter 4 — Numbers Don’t Lie

Action Plan: Financial Prep Checklist

	▪ Pull last 3 years of tax returns

	▪ Pull year-to-date P&L and balance sheet

	▪ Create monthly P&L statements for last 12–24 months

	▪ Create a clear add-backs list with documentation

	▪ Identify financial inconsistencies before the buyer does

	▪ Clean up personal expenses in business accounts

	▪ Talk with your CPA/accountant about normalization and  
SDE/EBITDA view

Chapter 5 — Beauty is in the Eye of the Beholder

Action Plan: Valuation Prep Checklist

	▪ Get a baseline valuation range from your intermediary

	▪ Identify what buyer type would pay most for your business
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	▪ List the top 5 value drivers in your company

	▪ List the top 3 risk drivers lowering your multiple

	▪ Decide what’s realistic vs what’s emotional

	▪ Work with your CPA/accountant to calculate real SDE/EBITDA

	▪ Strengthen documentation and contracts to raise confidence

Chapter 6 — Art of the Deal

Action Plan: Negotiation-Prep Checklist

	▪ Define your minimum acceptable terms (price + structure)

	▪ Create your non-negotiables list

	▪ Make sure your intermediary is running a controlled buyer process

	▪ Avoid single-buyer negotiations if possible

	▪ Prepare for common buyer tactics (push for earnout, holdback,  
working capital)

	▪ Decide in advance how long you’re willing to stay post-close

Chapter 7 — The Buyer Isn’t Buying Your Business…  
They’re Buying Confidence

Action Plan: Confidence Checklist

	▪ Identify the top 3 buyer fears in your business

	▪ Reduce owner dependency in one area immediately

	▪ Start by creating a simple SOP for 1 key process

	▪ Build/clean your data room

	▪ Create a basic dashboard (monthly revenue, margin, top customers)

	▪ Have a team member take over 1 buyer-facing relationship
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Chapter 8 Summary — Deal Killers (and How to Avoid Them)

Action Plan: Deal Killer Checklist

	▪ Identify the top 5 risks in your business from a buyer perspective

	▪ Start by fixing 1 “easy” deal killer immediately (documentation, lease, 
HR files)

	▪ Create a diligence tracker spreadsheet

	▪ Review lease terms and assignability

	▪ Identify customer concentration and build mitigation plan

	▪ Conduct a mini legal/tax review with attorney/CPA

	▪ Build a “no surprises” mindset

Chapter 9 Summary — Cash in Your Pocket

Action Plan: Net Proceeds Checklist

	▪ Create a Net Proceeds forecast

	▪ Identify all debts/liens and payoff estimates

	▪ Review working capital definition early

	▪ Discuss taxes with CPA before LOI negotiation

	▪ Negotiate allocation strategically

	▪ Don’t accept earnouts unless terms are clear

	▪ Prioritize cash at close (or reduce risk with protections)

Chapter 10 Summary — What’s My Why?

Action Plan: Create your next meaningful chapter:

	▪ One with purpose

	▪ One with impact

	▪ One with leadership used differently
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	▪ One with time and health restored

	▪ One where you get to give back

Summary — What’s it Worth!

Action Plan: Exit with Intention

	▪ clean financials + tax returns

	▪ realistic valuation

	▪ trustworthy professional team

	▪ due diligence preparation

	▪ negotiation strategy

	▪ protect against deal killers

	▪ clear net proceeds plan

	▪ post-sale life plan
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