What Do You

H OW to Actually Take Home?
Evaluate
a n Offe r Consider:

e Ordinary income
Selling your practice is one vs. capital gains

of the most important e |nstallment sale vs.
financial & personal

lump sum taxation
decisions you will make. Structure often

matters more than
The “best” offer is not price.
always the highest

number. Some deals that look smaller

upfront result in higher net
proceeds after tax.

It is the one that aligns
with your goals, clients,

Work Required
and long-term outcomes.

After the Sale

How long are you required
to stay?

BOTTOM LINE:

The best balances include:
& Net Proceeds

@ Certainty Vs. Upside

@ Client Experience

@ Personal Transition Goals

What is your role?
e Advisor (Employee)
e Consultant (1099)
o Full exit

Many deals require 3-6+ years
of involvement.

Price is one variable,
structure is everything.

Internal vs. External Buyer

Internal (within BD/RIA)
e Easier & fastertransition
e |Lessclient disruption

External
e Potentially higher
valuation
e More work (repapering)
e New systems & culture

Is maximizing price worth added complexity?

Retention & Performance
Expectations

Revenue-based payouts depend on:

e Client retention
e Asset transfer success

Are there clawbacks or guarantees?

Risk is often shifted to the seller
in higher headline deals.

Structure of Payments

Lump Sum:
Simple, Immediate liquidity, highest tax hit

Seller Note:
Predictable payments over time, tax deferrals

Combination:
Blend of certainty and future upside

Revenue Share:
Less predictable with highest upside

Control, Culture & Clients

Things to consider before selling:
Will clients experience disruption?

Will your brand and culture remain?
What happens to your staff and clients after the sale?

How will this impact your reputation, community, and
family?

Will long-term client relationships stay intact?

Does the buyer align with your values and legacy?

The decision impacts your legacy more than price.
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