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Pre ,_ ring for the
ale and Transition
of Your Business

It's not just a business
decision. It's a life decision.
We know the road well.

The idea of selling your business may come with
a mix of anticipation, hope, hesitation, and big
questions about what comes next. After all, you've
dedicated decades of time, energy, and resources

building lasting value — so what happens next
is about much more than numbers. It's about
shaping the next chapter with confidence.
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SUCCESSFULLY TRANSITIONING BEYOND THE BUSINESS <Q>
STARTS WITH CAREFUL PLANNING

Whether you're five years out or fielding offers now, the key is to start asking the right
questions and finding the answers that give you clarity and control over what's ahead.

Your Legacy Your Loved Ones
Who am | after moving How and when should | involve
on from the business? my family?

How do | embrace the possibilities
that come after my life's work?

Am | ready to hand off the mission
and culture | created?

How do | avoid conflict between active
and non-active family members?

Will my children or spouse
feel left out of the process?

7D

Navigating the
’
The Transaction Owner’s Path Timing and Readiness
What is my business worth? Competing questions Is this the right time to sell?
—_ on the potential sale —_
How do | navigate the sales process? of business If I hold on longer, will | regret

How can | maximize value before and
during the sale?

not exiting now?

Am | financially ready?

Who should be on my team
to help me prepare?

Am | emotionally ready?

Team and Employees Post-sale Life

How will my key people be supported What's my commitment to the buyer?

in the transition? —

e How do | stay relevant or engaged without
Is the next generation truly becoming a “hanger-on”?

ready to take over? E—

— What will | do after the deal closes?

How do | stay honest with staff S

without undermining the process? What do | want to be known for next?

This Isn't New To Us. We Understand the Road Well.

Your business is your life’s work. Most owners sell only once, so getting it right matters.
We've guided many through this journey and can help you navigate the best path forward.

v

Certified exit planning expertise, equipped to help owners thrive through complexity
» Coordinated advisor network of experts, across different financial fields

» Unique multi-generational lens that addresses your total wealth picture

v

Focus on purpose, not just proceeds, helping you step forward with confidence

v

Entrepreneurial grit, channelling the same passion and resilience that built our
business into managing and growing your wealth
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A WELL-RUN BUSINESS DESERVES A WELL-PLANNED EXIT

For any owner, transitioning a business involves deeply complex and personal considerations.
With the right planning, potential challenges become opportunities to protect your legacy

and design a future that works for you.

The Exit Isn’t the End - It's the Beginning (It's Not What You Make, It's What You Keep)
Owners spend years preparing for the sale ... but almost no time preparing for what comes after

» Unclear on “what’s next”: Without a new mission, the loss
of identity can feel unsettling

» No governance framework: Unclear roles, charters,
or structures can stir confusion and resentment

» Wealth without direction: A transformative sale can create
much more wealth, but also more tension and pressure if
heirs lack structure or guidance to manage it

Missed-opportunity Risk of Waiting Too Long

)

Owners need to plan for life after
liquidity — including family governance,
next-gen financial empowerment,

and philanthropic strategy — so wealth
becomes a catalyst, not a burden.

Waiting isn't just risky — it can erode value, fracture relationships, and leave your legacy to chance

» Procrastinated tax planning: Millions lost in
avoidable taxes

» Last-minute advanced trust planning: Discounting
strategies fail without the appropriate runway

» Family disconnect: Misaligned goals, uncommunicated
expectations, or disengaged heirs

Starting off Wrong Can Come with Costs

>

“Start before you're ready” is a
discipline — helping you preserve
optionality, protect relationships,
and shape your legacy. Begin the
process at least 12 months in advance.

Many begin without clarity, control, or a clear path forward — ending up boxed-in when it matters most

» Lack of a holistic approach: Accountants, lawyers
and investment advisors each play a critical role,
but it's important to connect and align these experts
toward broader family goals

» Few address the big picture: "Am | ready?”
“Is the business ready?” “Is the market ready?”

Hidden Pre-sale Pitfalls

>

Owners need to prepare themselves
and their business before engaging
dealmakers. Integrative guidance is
key, across family dynamics, values,
philanthropy, and structure.

Unrealistic expectations, tangled wealth structures, unprepared successors can derail successful exits

» Misjudged retirement readiness: What seems sufficient
upfront may fall short after taxes

» Overreliance on the owner: If the business can't run
without you, it won't sell well

» Unclear successor strategy: Financial fit isn't everything
- values, people, and purpose matter

» Engaging one buyer: Limiting the field gives the buyer
lopsided leverage and leaves value on the table;
a competitive sales process can help maximize results
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Owners need help optimizing value,
cleaning up red flags, and building
a clear, transition-ready structure -
one that works for the business and
the family behind it.



THE OWNER'S ROADMAP TO A SUCCESSFUL <Q>
BUSINESS SALE TRANSITION

From uncertainty to confidence, we use a proven framework to guide owners
through a clear and comprehensive transition journey.

o Discovery & Deep Analysis Strategic Planning & Goal Setting
Helping owners surface what really Turning complexity into clarity through
matters — before decisions get made holistic planning

We bring depth to every conversation to understand = Here, we help owners build a flexible strategy
the landscape owners are navigating. F—= aligned with their priorities.

» Clarify goals across personal wealth, family » Address multi-generational needs -
harmony, and business outcomes balancing liquidity, control, and legacy

» Probe challenges like family dynamics, readiness > Assess enterprise value — identifying how to
to exit, or uncertainty about succession enhance human, structural, and social capital

» Map the landscape of personal assets, business » Alignment - ensuring legal, tax, and wealth
structure, and strategic options advisors are rowing in the same direction

» Identify paths forward — whether toward a sale, » Scenario modeling — Reviewing “what if”
generational handoff, or recapitalization paths for exit, succession, and philanthropy

Execution § Value Creation

Strategic action driven by handpicked expertise

With a plan in place, we bring in partners and specialists
aligned with the owner's goals.

» Streamline and prepare the business for sale, succession,
or restructuring

» Select and coordinate the right partners: e.g,, bankers,
lawyers, family office architects, etc.

» Navigate critical events like capital raises, third-party sales,
or internal buyouts

» Protect enterprise value by addressing leadership gaps,
brand continuity, or customer risk

Post-Sale Adaptation & Legacy Management

Some of the hardest questions come after the deal is done

Owners are often left adrift after the sale — financially strong but structurally #
or emotionally unprepared. We help to ensure success beyond liquidity.

» Design governance structures — family charters, roles, education plans

to support long-term stewardship

» Navigate identity shifts as owners move from operator to wealth-holder
or philanthropist

» Engage the next generation with clarity and purpose — not just assets

» Revisit and refine plans as markets, goals, and life circumstances evolve
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COMPLETE TOOLKIT OF SOLUTIONS SUPPORTING <Q>
THE POTENTIAL SALE OF YOUR BUSINESS

Pre-transaction planning Exit planning Tax optimization
Family coaching Employee benefit & retirement consulting
Purpose discovery Generational planning

COMBINING DEEP
_ WEALTH PLANNING WITH
MEA mve_stment HUMAN-CENTERED Estate planning
banking INSIGHT

Family gifting Education planning

Comprehensive wealth planning Retirement & cash flow planning

Generational wealth transfer planning Philanthropy

Next-gen wealth education Family governance Marital planning

Disclaimers

Premier Path Wealth Partners is a registered investment adviser with the Securities and Exchange Commission providing investment
advisory and financial planning services. Any reference to the terms “registered investment adviser” or “registered” does not imply that
Premier Path Wealth Partners or any person associated with Premier Path Wealth Partners has achieved a certain level of skill or training.
A copy of Premier Path Wealth Partners’ current written disclosure (ADV 2A Firm Brochure) discussing our advisory services and fees is
available for your review upon request. Premier Path Wealth Partners, in addition to providing investment advisory and financial planning
services, provides business consulting services. In connection with its business consulting services, Premier Path Wealth Partners does
not provide tax or legal advice. This material is proprietary and may not be reproduced, transferred, modified, or distributed in any form
without prior written permission from Premier Path Wealth Partners. Premier Path Wealth Partners reserves the right, at any time and
without notice, to amend, or cease publication of the information contained herein. Certain of the information contained herein has been
obtained from third-party sources and has not been independently verified. It is made available on an “as is" basis without warranty.
Any recommendations, projections, market outlooks, or estimates are based upon certain assumptions and should not be construed as
indicative of actual events that will occur. Past performance does not guarantee nor is it indicative of future results.
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LET'S CHART A PATH TO PRESERVING
AND PASSING ON YOUR LEGACY

We understand the questions weighing on you and
your family’s minds. And we can start building a plan
around your values, not just your valuation. Whether
the sale or succession of your business is years away
or on the horizon, now is the time to gain clarity.

<Q> PREMIER PATH
WEALTH PARTNERS
7 Giralda Farms, Suite 190
Madison, NJ 07940
team@premierpath.com

973.671.6530
premierpath.com
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