The 6 Most Profitable Exit Strategies for Business Owners

Key Takeaways

e Most business owners exit with less than 50% of their company’s potential value due to
inadequate exit planning - allow 3-5 years before your intended exit if possible.

e The six most profitable exit strategies include strategic acquisitions, management
buyouts, family succession, ESOPs, recapitalisation, and outright sales - each with
distinct advantages depending on your personal and financial goals.

 Building transferable value requires creating systems that function without the owner’s
daily involvement, establishing recurring revenue streams, and maintaining clean
financial records.

* Only 20% of businesses listed for sale actually sell, making proper exit preparation
essential to avoid becoming part of the unsuccessful 80%.

e Planning to Wealth helps business owners maximise their exit value through
comprehensive planning strategies that address both business readiness and personal
financial independence.

Retire on Your Terms: How You
Can Secure a Profitable Exit
Instead of Leaving Empty-
Handed

You've spent decades building your business, but the harsh reality is that most owners walk
away with far less than they deserve. The difference between successfully selling your
business and leaving empty-handed often comes down to strategic planning that begins
years before you're ready to exit. According to exit planning experts at Planning to Wealth,
proper preparation can dramatically increase both your business value and post-exit financial
security.
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The Hard Truth: Most Business
Owners Exit with Far Less Than
They Deserve

You've poured your heart, soul, and life savings into your business. Yet shockingly, roughly
80% of businesses listed for sale never actually sell. For those that do, many owners receive
just a fraction of what their company could be worth with proper preparation. This
devastating reality leaves countless entrepreneurs financially vulnerable precisely when they
should be enjoying the fruits of their labor.

The numbers tell a sobering story: approximately 50% of business exits are involuntary,
triggered by disability, divorce, disagreements, or death rather than by design. These forced
exits typically yield dramatically lower valuations - sometimes pennies on the dollar
compared to well-planned transitions. When your retirement security hinges on the value of
your business, an unplanned exit can mean the difference between financial independence
and starting over.

Why Even Successful Business
Owners Fail at Exit Planning

Running a successful business and successfully exiting that business require entirely different
skill sets. Many owners make the critical mistake of assuming their operational expertise will
naturally translate to exit success. It rarely does.

The Critical Difference Between Business Success and
Exit Success

Building a profitable business revolves around your personal expertise, relationships, and
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daily decision-making. Ironically, these same factors often make your business less valuable
to potential buyers. Buyers pay premium prices for businesses that will thrive without the
founder - not those that would collapse in their absence. The more dependent your business
is on you personally, the less a buyer will pay for it.

This disconnect explains why many seven-figure businesses sell for disappointing sums or fail
to sell altogether. The value isn't in what you’'ve built; it's in what you can transfer to
someone else. This fundamental shift in perspective - from building a business around
yourself to building one that works without you - forms the foundation of successful exit
planning.

The Three Fatal Exit Planning Mistakes

There are three critical errors that consistently undermine business exits, regardless of
industry or company size: failing to develop a comprehensive strategy, neglecting financial
preparations, and overlooking the importance of timing.

 Starting too late - Proper exit preparation typically requires 3-5 years minimum, yet
most owners begin just months before they hope to sell

 Failing to build transferable value - Creating systems, processes, and teams that
can operate successfully without the owner’s constant involvement

* Neglecting personal financial planning - Not determining exactly how much after-
tax proceeds you'll need from the sale to maintain your lifestyle

These mistakes compound each other. Starting late limits your ability to build transferable
value, which reduces your sale price, potentially leaving you with insufficient funds to support
your retirement needs. It's a devastating cycle that explains why so many exits end in
disappointment.

Why 80% of Businesses Never Sell

The statistics are alarming: only about 20% of businesses listed for sale actually complete a
transaction. This high failure rate stems from several preventable factors that most owners
don’t address until it’s too late. Buyers walk away when they spot messy financials, customer
concentration issues (where a few clients represent most revenue), or excessive owner
dependence.
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Additionally, many owners have unrealistic valuation expectations, often believing their
business is worth 2-3 times what the market will actually pay. This disconnect creates
frustration on both sides and frequently leads to failed transactions. Proper valuation
guidance early in the process helps set realistic expectations and prevents wasted time
pursuing unattainable numbers.

“It often takes years to successfully plan a business exit. Without proper exit planning,
owners could pay more than necessary in capital gains and estate taxes, receive a less
than optimal sale price, and fail to achieve their personal, financial, and business
goals.”

The Emotional Cost of a Failed Exit

Beyond the financial implications, a failed exit exacts a tremendous emotional toll. Imagine
dedicating decades to building a business, only to discover it has little value to others. The
psychological impact can be devastating. Many owners find themselves trapped in
businesses they no longer enjoy, working years longer than intended simply because they
can’t afford to exit.

This extended “prison sentence” in your own business often leads to burnout, health issues,
and strained relationships. The irony is painful—the business that once represented freedom
becomes the very thing preventing you from enjoying the next chapter of your life. This
emotional dimension of exit planning is rarely discussed but represents one of the most
compelling reasons to plan properly.

Start Planning Your Exit Today
- No Matter When You Plan to
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Leave

The single most important factor in a successful exit is time. Kiplinger reports that properly
exiting a business can take anywhere from six months to five years, with the most profitable
exits typically falling on the longer end of that spectrum. Starting early gives you the runway
needed to methodically enhance your business value while preparing yourself financially and
emotionally for the transition. For more insights, consider exploring exit strategies for
business owners.

The 5-Year Exit Timeline: What to Do When

Proper exit planning follows a strategic timeline that begins years before the actual
transaction. Your first priority should be assessing your personal readiness, financial
readiness, and business readiness - the three pillars that will determine your exit success.
This discovery phase helps identify gaps between your current situation and desired
outcomes, allowing you to systematically address each area.

With 3-5 years remaining, focus on building systems that reduce owner dependence,
diversifying your customer base, and strengthening your management team. At the 2-3 year
mark, begin cleaning up financial records and addressing any legal issues that could
complicate a sale. The final 12-18 months should involve working with valuation experts,
exploring specific exit options, and potentially engaging with potential buyers while
maintaining strict confidentiality.

How to Make Your Business Valuable Without You

Counterintuitively, your business becomes most valuable when it needs you least. Buyers pay
premium prices for companies that will continue thriving after the founder departs. This
means systematically removing yourself from daily operations by documenting processes,
delegating authority, and creating management structures that can function independently of
your involvement.

Start by identifying every area where you're the bottleneck - decisions that only you make,
customer relationships only you maintain, or technical knowledge only you possess. Each of
these dependencies represents a risk factor that will reduce your valuation. Methodically
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transfer these responsibilities to team members or systems, documenting the processes so
they can be repeated consistently without your oversight.

Building Clean Financial Records That Attract
Premium Buyers

Serious buyers will scrutinise your financial records through a process called due diligence,
often spanning 3-5 years of history. Clean, transparent financials that clearly demonstrate
profitability are non-negotiable for achieving maximum value. This often requires unwinding
owner-beneficial practices that may have made sense for tax purposes but now understate
your true profitability.

Work with accounting professionals to present financials that accurately reflect business
performance by recasting statements to add back owner perks, one-time expenses, and
above-market compensation. This recasting process helps buyers understand the true
earning potential they’re acquiring, often significantly increasing the perceived value of your
business.

The 6 Most Profitable Exit
Strategies for Business Owners

Different exit strategies offer varying advantages depending on your specific goals, industry,
and business structure. Understanding these options early allows you to position your
business for the most advantageous exit path rather than limiting yourself to whatever’s
possible at the last minute.

1. Strategic Acquisition: When Competitors Pay Top
Dollar

Strategic buyers - typically competitors or companies in adjacent markets - often pay the
highest multiples because they can realise synergies by combining operations. These buyers
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value your customer relationships, market position, proprietary technology, or talented team
more than your standalone profits. The premium can range from 20-100% above what
financial buyers might pay.

To position for a strategic acquisition, identify potential acquirers years in advance and
strategically build aspects of your business they would find most valuable. This might mean
expanding into complementary services, securing intellectual property, or establishing
dominance in a niche market segment that a larger company wants to enter.

2. Management Buyout: Selling to Your Leadership
Team

A management buyout (MBO) allows your existing leadership team to purchase the business,
often providing continuity for employees and customers while giving you a clear exit path.
This approach works particularly well when you've developed strong leaders who understand
the business intimately but lack the capital to purchase it outright. To ensure a smooth
transition, consider these business negotiation strategies that can facilitate the buyout
process.

MBOs typically involve creative financing where the management team makes a down
payment while you finance the remainder through a seller note. The business’s future cash
flow effectively pays you over time, which can create tax advantages while giving the new
owners time to grow into the purchase. This approach often yields a fair market value rather
than a premium price, but the smoother transition and continued legacy may outweigh the
financial difference.

3. Family Succession: Keeping the Legacy Alive

Passing your business to family members represents one of the most emotionally rewarding
exit strategies, maintaining your legacy while potentially providing generational wealth.
However, family successions involve unique challenges that require careful planning,
including fair treatment of involved versus non-involved family members and ensuring the
next generation has both the capability and desire to continue the business.

Successful family transitions typically involve a gradual transfer of both ownership and
management responsibility, often spanning 5-10 years. This may include gifting strategies to
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minimise tax implications while providing mentorship that prepares successors for
leadership. Family business consultants can help navigate the complex emotional dynamics
these transitions often involve, helping separate family relationships from business decisions.

4. Employee Share Ownership Trust (ESOt): A Tax-
Advantaged Exit

An ESOT creates a retirement plan that buys your shares on behalf of employees, with a high
potential for taxation benefits for both sides. to defer capital gains taxes indefinitely under
Section 1042 of the tax code. This approach works well for companies with steady cash flow,
strong management teams, and a desire to reward employees while preserving company
culture.

5. Recapitalisation: Taking Some Chips Off the Table

Recapitalisation involves selling a portion of your business—typically to a private equity
firm—while retaining significant ownership and continuing to lead the company. This “second
bite of the apple” strategy allows you to diversify your personal wealth while partnering with
investors who provide capital for accelerated growth.

The ideal scenario involves selling 51-80% in the initial transaction, then participating in a
second, larger exit in 3-7 years after substantial growth. This approach can ultimately yield
more total value than an immediate complete sale, especially for businesses with strong
growth potential that haven’t yet reached their full valuation potential.

6. Outright Sale to a Financial Buyer

Financial buyers, including private equity firms and family offices, purchase businesses
primarily for their cash flow and potential return on investment. While they typically pay
lower multiples than strategic buyers, they offer a clean break and often complete
transactions more efficiently with fewer contingencies.
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How to Maximize Your Business
Valuation Before Exiting

Business valuation fundamentally comes down to risk and return—buyers pay more for
companies with predictable, growing profits and fewer operational risks. Systematic
improvements in several key areas, such as optimising your business strategy, can
dramatically increase your valuation multiple, potentially adding hundreds of thousands or
even millions to your exit proceeds.

Recurring Revenue: The Secret to a Premium Valuation

Businesses with predictable, subscription-based revenue streams typically command
valuation multiples 2-3 times higher than those relying on project-based or transactional
revenue. This dramatic difference reflects the reduced risk and increased predictability that
recurring revenue provides to potential buyers.

Even if your industry traditionally operates on project-based billing, creative approaches can
often introduce recurring revenue components. Consider maintenance contracts, ongoing
service agreements, or membership models that transform one-time customers into
predictable monthly income. Each percentage point of your revenue that becomes recurring
can meaningfully impact your final valuation.

Creating Systems That Run Without You
Documented systems and processes transform your personal expertise into organisational
assets that transfer with the sale. Begin by identifying every critical function in your business,

then create step-by-step documentation that allows others to reproduce your results
consistently without your involvement.

The Management Team That Makes Buyers Confident

A strong second-tier management team represents one of the most valuable assets in any
business sale. Buyers pay premiums when they see capable leaders who will remain after the
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founder exits, ensuring continuity and reducing transition risks.

Growth Potential: Why Future Opportunity Matters
More Than Past Performance

While historical performance establishes credibility, buyers ultimately invest in future
potential. Demonstrating clear pathways to growth - through new markets, products, or
acquisition opportunities - can significantly enhance your valuation multiple.

* Develop a detailed growth plan identifying specific expansion opportunities

 Test and validate new initiatives before the sale to prove their viability

* Document your competitive advantages and barriers to entry

e Highlight untapped markets or customer segments with clear addressable market
calculations

» Quantify the potential return on investment for key growth initiatives

This forward-looking approach positions your business not as a mature entity with limited
upside, but as a platform for substantial future growth. Buyers will pay significantly more
when they see clear paths to expand the business beyond its current performance.

Businesses with a compelling growth story routinely sell for 1-2 multiple points higher than
similar companies that have plateaued. On a business generating $1 million in annual profit,
this difference alone could add $1-2 million to your exit proceeds.

Build Your Exit Dream Team:
The Experts You Need

No successful business exit happens without specialised expertise. Assembling the right
advisory team early in the process can dramatically impact both the process and final
outcome. Each expert brings distinct knowledge that, when coordinated effectively, creates a
comprehensive exit strategy aligned with your goals.
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Exit Planning Advisor: Your Project Manager

An exit planning advisor serves as the project manager of your advisory team, coordinating
specialists while ensuring everyone works toward your specific objectives. S/he typically has
experience across multiple disciplines, helping translate technical advice into strategic
decisions that align with your personal and financial goals.

Business Broker vs. M&A Advisor: Choosing the Right
Seller Representative

For businesses valued under $2 million, business brokers typically handle transactions,
working on commission (usually 10-12% of sale price). For larger businesses, M&A advisors or
investment bankers bring more sophisticated services including financial packaging, buyer
qualification, and negotiation leverage, typically charging success fees of 4-8% on a sliding
scale.

The difference between these extends far beyond cost. M&A advisors create competitive
bidding environments that often increase final prices by 20-30% through their broader
marketing reach and negotiation expertise. For businesses over $5 million in value, this
premium typically more than offsets their fees.

Regardless of which type of representative you choose, verify their track record with
transactions similar to yours in both size and industry. The best professionals demonstrate
clear patterns of successful closings and references from satisfied clients.

 Exit Planning Advisor - Coordinates the entire exit strategy and team

* M&A Advisor or Business Broker - Markets the business and manages the transaction

e Business Lawyer with M&A experience - Structures agreements and manages legal risks
e Tax Specialist - Optimises transaction structure to minimise tax impact

 Financial Planner - Ensures exit proceeds support your lifestyle needs

 Valuation Expert - Provides objective assessment of business worth

The Tax Planning That Saves Millions

The difference between keeping 70% versus 50% of your business sale proceeds often comes
down to tax planning implemented years before the transaction. Without proper structuring,
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taxes can claim 30% - 50% of your life’'s work in a single transaction. This devastating tax hit
represents one of the most costly yet preventable mistakes business owners make.

Strategic tax planning begins with understanding the various ways your business exit will be
taxed, including capital gains, ordinary income, and potential recapture taxes. Each exit
strategy offers distinct tax advantages - for instance, ESOPs & ESOTs can potentially defer
capital gains, while gifting to family members can utilise lifetime exemptions. The key is
aligning your exit structure with your overall tax situation rather than treating them as
separate considerations.

Consider entity restructuring 2-3 years before sale to optimise tax treatment
Explore instalment sales to spread tax liability across multiple years
Investigate charitable remainder trusts for tax-advantaged wealth transfer
Review potential state tax implications if relocating before a sale

Implement strategic gifting to utilise lifetime exemptions before they change

Working with tax professionals who specialise in business exits - not just general tax
preparation - can literally save you millions while ensuring compliance with increasingly
complex regulations. The most successful exits typically involve tax strategies implemented
2-5 years before the transaction closes, giving you time to establish legitimate structures
that withstand scrutiny.

Securing Your Personal
Financial Future Beyond the
Business

Your business likely represents 70-90% of your net worth, creating a dangerous
concentration of wealth in a single, illiquid asset. This imbalance explains why many business
owners who appear wealthy on paper remain financially vulnerable. A profitable exit requires
not just maximising business value, but ensuring those proceeds secure your long-term
financial independence.

The psychological transition from business owner to investor challenges many entrepreneurs
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who’ve spent decades making active income through their companies. Suddenly relying on
investment returns and passive income requires both financial and emotional adjustments.
Proper planning helps bridge this gap by creating clarity around exactly how your exit
proceeds will support your lifestyle, philanthropic goals, and legacy plans.

Develop a personal financial plan before finalising your exit strategy

Diversify investments well before the business sale to reduce concentration risk
Create passive income streams that replace your business income

Establish clear wealth transfer and estate plans that align with your values

e Consider staged liquidity that balances immediate needs with long-term growth

Remember that financial independence doesn’'t simply mean having sufficient assets—it
means having the right structure, protection, and income strategy to support your desired
lifestyle regardless of market conditions. Planning this transition while still operating your
business provides the security needed to negotiate from strength rather than necessity
during the exit process.

Calculating Your “Magic Number” for Financial
Independence
Before finalising any exit strategy, determine exactly how much after-tax proceeds you need

to maintain your desired lifestyle. This calculation must account for inflation, healthcare
costs, longevity risk, and your specific spending patterns.

Many owners discover their “magic number” is significantly higher than initially estimated,
particularly when business perks that previously subsidised their lifestyle must now be paid
from personal funds.

Working with a financial planner to model various scenarios, including market downturns and
unexpected expenses, ensures your exit proceeds truly deliver the freedom you've worked to
achieve.

Building Wealth Outside Your Business

While maximising business value remains crucial, building wealth outside your company
creates financial security regardless of when or how you eventually exit. Systematically
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transferring a portion of business profits into diversified investments reduces your
dependence on the business sale outcome while providing liquidity for opportunities or
emergencies.

Consider establishing automatic transfers that build external wealth before you have the
chance to reinvest everything back into the business - many owners find that forced
discipline creates substantial security over time, even when individual contributions seem
modest.

Creating Income Streams That Replace Your Business
Income

The most successful transitions replace your business income with multiple passive revenue
sources rather than simply creating a large investment portfolio. This income-focused

approach might include dividend-paying investments, rental properties, private lending,
royalties, or ongoing consulting arrangements structured during your exit.

The key psychological benefit of this approach is maintaining monthly cash flow similar to
what you received as a business owner, making the transition feel less abrupt while providing
ongoing security regardless of market fluctuations.

Your Exit Strategy Action Plan:
What to Do This Week

“The best time to plant a tree was 20 years ago. The second best time is now.” This
ancient wisdom applies perfectly to exit planning - regardless of when you hope to
exit, taking specific actions today dramatically improves your eventual outcome.

Schedule a business valuation with an objective third party to establish your current baseline.
This crucial first step provides reality-based planning rather than assumptions and reveals
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specific factors limiting your company’s value. Most owners discover their business is worth
30-50% less than they assumed, making this reality check essential for realistic planning.

ldentify and begin documenting the three most critical processes that currently depend on
your personal involvement. This simple exercise begins the systematic transfer of your
knowledge into organisational assets that retain value without you. Focus initially on
customer acquisition, key relationship management, or proprietary operational methods that
would be lost if you suddenly weren't available.

Meet with a financial planner who specialises in business exits to calculate your “magic
number” for financial independence. This clarity helps you evaluate whether your current
business value aligns with your personal financial needs or whether you need to grow value
significantly before exiting. This financial reality check prevents the devastating scenario of
selling your business only to discover the proceeds can’t support your lifestyle.

Frequently Asked Questions

Business exits generate numerous questions reflecting the complex intersection of business
operations, legal considerations, tax implications, and personal finance. These common
questions highlight critical issues every business owner should consider well before
contemplating an exit. For more insights, explore exit strategies for business owners ready to
sell or retire.

The answers to these questions often reveal unexpected complications or opportunities that
significantly impact exit outcomes. While general guidance provides a starting point, your
specific situation will require customised strategies developed with professional advisors
familiar with your business, industry, and personal goals.

Many owners find that simply exploring these questions - even years before an intended exit
- illuminates improvement opportunities that enhance both current operations and eventual
exit value. This proactive approach transforms exit planning from a future event into an
ongoing business strategy that builds value regardless of timing.

Exit Planning Myth Reality
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| can sell my business whenever I'm Only 20% of businesses listed actually sell;

ready preparation determines success

My business value equals X times Multiple factors beyond revenue determine value,
annual revenue including transferability

My industry has a standard valuation Individual business characteristics create wide
formula valuation variations within industries

Ill find a buyer when I'm ready to The best buyers are identified and cultivated years
sell before the sale

My accountant and solicitor can Specialised exit expertise beyond general business
handle my exit advisors is essential

The most successful business exits reflect years of intentional preparation rather than
reactive decisions. By understanding these realities early, you position yourself among the
minority of owners who exit on their terms, with maximum value and minimum regret.

How long does it typically take to exit a business
profitably?

Properly exiting a business typically requires 3-5 years of preparation followed by 6-12
months for the actual transaction process. This timeline allows for systematically addressing
value-limiting factors, implementing tax-efficient structures, and creating competitive bidding
situations that maximise proceeds. Rushing this timeline almost invariably reduces
value—each month saved in the process typically costs exponentially more in reduced sale
price or unfavourable terms. For businesses with significant owner dependence or customer
concentration issues, even longer preparation periods may be necessary to achieve
maximum value.

Can I sell my business if I'm the only employee?

Single-employee businesses can absolutely sell successfully, but they typically command
lower valuation multiples and require more creative deal structures. The key challenge
involves transferring client relationships, operational knowledge, and service delivery
capabilities to a new owner without disrupting revenue. Successful sales of single-employee
businesses often involve longer transition periods where the seller remains involved as a
consultant, with portions of the purchase price contingent on client retention.
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Documentation becomes particularly crucial in these scenarios. Comprehensive operations
manuals, client information systems, and marketing process documentation can transform
personal expertise into transferable assets. Some owners of solo businesses find that hiring
key employees 1-2 years before selling creates transferable infrastructure that dramatically
increases saleability and value.

Alternative approaches for single-employee businesses include selling to competitors who
can absorb your client base into their existing operations, or structured referral arrangements
that monetise your client relationships without selling the entire business entity.

What documentation do I need to prepare before
approaching potential buyers?

Comprehensive documentation dramatically impacts both buyer interest and valuation
multiples. At minimum, prepare:

* three years of clean financial statements (preferably audited);

* detailed customer data showing retention and concentration metrics;
key employee information including compensation and responsibilities;
comprehensive lists of assets included in the sale;

intellectual property documentation; and

major contracts or agreements that transfer with the business.

The most effective documentation package also includes a professional “offering
memorandum” that presents your business strategically, highlighting growth opportunities
while transparently addressing potential concerns. Investing in professional preparation of
these materials typically delivers returns many times the cost through increased buyer
confidence and competitive bidding.

How are small businesses typically valued during an
acquisition?

Business valuation involves both science and art. While industry multiples provide starting
points, individual business characteristics can dramatically impact final valuations. The most

accurate assessments consider multiple methodologies, weighing each based on your
specific business model and market conditions.
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Small businesses are typically valued using three primary methodologies:

» multiple of earnings (typically EBITDA or seller’s discretionary earnings);
* discounted cash flow analysis; and
 asset-based valuation.

The earnings multiple approach prevails in most transactions, with typical multiples ranging
from 2-8 times adjusted earnings depending on business size, growth rate, transferability,
and industry.

Service businesses generally command lower multiples (2-4x) than product-based businesses
(4-6x) due to their higher dependence on relationships and talent.

Sophisticated buyers adjust these baseline multiples based on risk factors and growth
potential specific to your business.

Customer concentration (where few clients represent significant revenue), owner
dependence, outdated technology, or poor financial records can reduce multiples by 25-50%.

Conversely, proprietary products, recurring revenue models, strong management teams, and
documented growth potential can increase multiples by similar percentages.

For businesses under $5 million in value, informal “rule of thumb” valuations often influence
market expectations, while larger transactions typically involve more rigorous financial
analysis.

Understanding these valuation drivers before selling allows you to systematically address
factors that limit your multiple while enhancing those that increase it.

Should I tell my employees about my plans to exit the
business?

Employee communication represents one of the most delicate aspects of business exits,
requiring careful balancing of transparency against the risks of premature disclosure. The
optimal approach depends on your specific exit strategy, timeline, and company culture.

For family successions or management buyouts, earlier disclosure facilitates smoother
transitions and necessary training. For third-party sales, however, confidentiality typically
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remains essential until the transaction is nearly complete.

Premature disclosure to all employees can trigger unintended consequences including
customer uncertainty, competitor opportunism, and key employee departures.

Most successful exits involve tiered communication, where select leadership team members
participate in the process under confidentiality agreements while the broader organisation
receives carefully timed information closer to closing. This approach maintains operational
stability while ensuring necessary perspectives inform the transition.

Regardless of timing, how you communicate matters tremendously. Frame the transition as
an opportunity rather than an ending, emphasising continuity in company values and
operations while honestly addressing legitimate concerns.

The most successful transitions include retention incentives for key employees and clear
communication about how the change benefits both customers and team members.

Final Thoughts - Call to Action

Join me in the Annebrook House Hotel, Austin Friars St., Mullingar, Co. Westmeath N91 YH2F
from 8 - 9 am on Thursday 19th June 2025 for a short presentation and discussion on “The 6
Most Profitable Exit Strategies for Business Owners”

Admission is Free - to book your place, contact me on 089 4792412
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