


aspects of the plan run smoothly. Like the
general contractor for a home-remodeling
job, your lead adviser will coordinate the
efforts of other professionals on your behalf.
Choose the professional with whom you feel
most comfortable working.

Establish a range of values for your
business. Consider what your business is
worth from a variety of angles, such as the
IRS value of your business, its best market
value, its potential negotiated value and
a rcasonable range of sale values. If you
receive an assessment from an indcpundcm
expert, think of that valuation as simply onc
perspective among many others that you may
want to consider in your exit pf;ulni:lg.

Reduce general business risks. Establish
incentive plans to retain key employees
using vesting schedules for bonuses and stay
bonuses. Document daily business operations
and emergency plans. If needed, diversi fyyour
customer base by implementing marketing
ITI'.HIS o attract new L'“(_'ﬂ“_'lL’,

Maximize cash flow. Unless you're selling
or gifting your business to a family member,
you'll typically want to maximize vour cash

—How much is my business worth?

sold?

flow to enhance the value of your business |

and make its value more easily visible to
a potential buyer. If you hope to sell your
business to a third party, consider I'L.‘dllcing
any discretionary expenses for three to five
years prior to a sale.

Remember—the smaller your business
is, the more variability there may be in
its value. With a sound exit plan in place,
you're more likely to get top dollar for your
business and may have a higher degree of
control over when and how you decide to
leave your business. The keys to success are
starting ecarly, being patient and asking for
help along the way. You'll feel more confident
about your financial future and may find
yourself in a better position to live the life
you've always imagined for yourself and your
family. B3

Tom Griffiths is a certified public accountant,
certified financial planner and is accredited in

business valuation. He is also the founder of

Griffiths, Dreber & Evans, P.S., a Spokane-based
wealth-management firm specializing in meeting
the needs of today’s small-business owners,

' Questions to ask your
| advisory team...

...if you're thinking of i
selling your small business: |

—How much money do | need to cover
living expenses once my business is

—How can | make my business worth

more?

—What are the tax implications of selling
my business to a family member versus

a third party?

—How can | protect my interests?

—How do | manage my investments once
my business is sold?
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AESTAURANT
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FINE FAMLYDlNlNG
AILY SPECIALS

LIVE MUSIC
FRI & SAT 8:00-11:30 PM

HAPPY HOUR

3-6PM / 7 DAYS AWEEK

CATERING FOR ALLYOUR
HOLIDAY PARTIES
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