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Guide 3: Preparing Your Business for Exit 5
Years Before You Sell

Introduction

Most owners begin thinking seriously about exit too late. By the time a business goes to market,
many of the factors influencing valuation have already been established. The strongest exits are
built years in advance.

Year 5: Establish Financial Clarity

Focus Areas:

« Accurate financial reporting
* Forecasting discipline
+ Cash flow visibility

» Margin analysis

The goal is to create decision-making clarity.

Year 4: Improve Operational Structure

Focus Areas:

» Documented systems
* Leadership development
* Operational efficiency

* Technology infrastructure

The business should become less dependent on the owner.



Year 3: Accelerate Strategic Growth

Focus Areas:

* Revenue quality
 Customer diversification
* Pricing discipline

* Scalable growth initiatives

Growth should improve enterprise quality.

Year 2: Reduce Risk

Focus Areas:

* Owner dependence
 Customer concentration
» Key employee reliance

* Legal and compliance exposure

Reducing risk improves transferability.

Year 1: Prepare for Transaction

Focus Areas:

* Financial organization
 Data room readiness
* Buyer positioning

* Exit strategy alignment

This is preparation, not transformation.



Closing

Businesses are rarely sold at their full potential value. The gap often comes from lack of
preparation.

A disciplined multi-year approach can materially improve both valuation
and exit outcomes.
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