
10-Point Exit Planning Checklist for
Business Owners

A fiduciary-led framework designed to help business owners
prepare early, maximize enterprise value, and transition with clarity,
confidence, and long-term purpose.

Prepared for founders, entrepreneurs, and families navigating
complex wealth and business decisions.

Most business owners consider exit planning too late. 

Most prepare their business for sale. Few prepare themselves. True
success requires alignment across personal purpose, financial
independence, enterprise value, tax strategy, and family legacy—
ideally years ahead of any liquidity event.

At Revolution Group, we act as a Real Fiduciary®—going beyond
legal standards to serve only the best interests of the families and
founders we advise. We integrate wealth, tax, estate, and business
planning for intentional, coordinated exits aligned with long-term
purpose.

Liquidity alone seldom brings fulfillment. Early, integrated planning
delivers clarity, leverage, and optionality—while helping prevent the
regret many founders feel after closing.

Liquidity without clarity often leads to regret. When founders
define purpose early, the exit becomes a transition into
something meaningful—not a loss of identity.
— Ryan Fleischer, Founder & CIO



1. Define Your Personal Vision and Post-Exit Purpose
Personal readiness determines whether an exit feels like freedom—or
dislocation. Clarify lifegoals, values, and purpose well before liquidity occurs.

2. Assess and Bridge the Financial Wealth Gap
Financial independence must be proven, not assumed. Model scenarios and
update estate and tax planning to ensure long-term security and flexibility.

3. Accelerate Enterprise Value
Premium outcomes are built years in advance. Reduce founder dependency,
modernize systems, and invest in scalable infrastructure that increases
transferable value.

4. Build a Decentralized Leadership Team
A business ready for transition operates confidently without its founder.
Develop depth, accountability, and succession within leadership.

5. Anticipate Market Disruption and Buyer Motivation
Understand industry trends, emerging technologies, and buyer priorities to
strategically position the business.

6. Assemble an Integrated Advisory Team
Complex transitions require coordinated leadership. Engage fiduciary advisors
early under a unified strategy.

7. Prepare for Due Diligence and Operational Resilience
Unprepared deals lose momentum. Organize documentation early and
implement contingency planning.

8. Align Family and Key Stakeholders
Misalignment erodes value—financial and relational. Facilitate open, intentional
conversations early.

9. Create Negotiation Leverage
Leverage is created long before negotiations begin. Attract multiple qualified
buyers and protect optionality.

10. Plan for Post-Transaction Wealth and Legacy
The sale is not the finish line. Structure wealth to support lifestyle, legacy, and
long-term impact. 
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