
 
 

Telephone: (310) 546 1016 Email: Info@agstartegicadvisor.com  

1300 Eastman Ave, Ventura CA 93001 (310) 546 1016  www.agstrategicadvisor.com  

Copyright ©2021 Robert MacDonald. Aviemore Group LLC 

Why you need to start planning today for an exit tomorrow 

Most owners are too busy making money to spend time planning for a future exit. In an ideal 

world: 

• They will only sell their business when they are ready to sell it. 

• They will not experience any sudden life changing issues. 

• Doing nothing is fine, it is a great business and will still command a great price. 

Unfortunately, we do not live in an ideal world: 

• At some point we all will face one or more of the “Dismal D’s” (Death, Disease, 

Disability). The only unknown is when it will happen. 

• Products that once seemed permanent fixtures can rapidly be replaced by new alternatives 

that never previously existed. Examples are numerous and include: periodicals 

(websites), taxis (Uber), CD’s (Streaming), land lines (cellphones) and camera film 

(digital storage). 

• What once was a rock-solid business can rapidly change due to external factors. The 

large auto aftermarket experienced this in 2008/09 when consumers that were previously 

purchasing “nice to have products” had to rapidly switch to only purchasing “need to 

have” products due to the pressures of the recession. When the economy dives only 

essential products generally continue to do well. 

• Legislation changes/lawsuits/terrorist activity and other wild cards will alter markets 

when they occur. Manufacturers of vaping products recently saw this happen  

• There will be another recession or stock market decline at some point soon. The only 

unknown is when this will happen. 

There are also other factors that will change which will affect the business sales market. There 

are currently 72 million baby boomers in the US. By 2030 all of them will be over 65. An 

estimated 12 million own businesses. Many of them will decide to retire and sell their 

businesses. As businesses for sale increase in number then the expectation is that this will 

eventually depress prices. This could happen in the near future as many baby boomer owners that 

survived the great depression may, enough is enough, and exit after living through the Covid-19 

pandemic.  

These factors highlight some of the future challenges that you may need to react to. Those that 

have an exit plan in place that has readied their business for sale will be able to act quickly and 

will have pre-sorted many of the issues in their business that could stop a sale from taking place. 

It is impossible to plan for every eventuality but there are many things you can do today that will 

help you tomorrow.  

When it comes to selling. Those that consider these potential threats and aligned their business to 

reflect buyer needs and wants will inevitably experience a less traumatic sales process and 

should enjoy improved price and terms. Those that have not will wish they had! 
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There are many areas you should be looking at now along with steps you can take to improve 

your business from a buyer’s standpoint.  

Even if you do not plan to exit this year there are steps you should be taking to prepare you for 

one that happens further down the road.  

Call (310) 546 1016 or email Rmacdonald@agstrategicadvisor.com  to find out more and see 

how we can help you. 

You have spent years of blood sweat, toil and tears building your business and legacy. Is taking 

risks and cutting corners when you sell it the smart thing to do?  
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