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Exit your business 
on your terms

As you plan and put strategies in place for a more immediate sale, you’ll want 
to monetize all the hard work you’ve put into your business. The nationally 
recognized UBS Private Wealth Management team Matina Group can partner 
with you to assist with key questions and considerations including:

 – What are your transition options?
 – How will you get the optimal valuation?
 – What’s your strategy for securing your legacy?

Get the answers and clarity you need to move your business goals forward. 
Connect with Matina Group today.
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Visit our website to 
learn more.

*Time-frames may vary. Strategies are subject to individual client goals, objectives and suitability. This approach is not a promise or guarantee that wealth, or any financial 
results, can or will be achieved. 
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Effective planning and investing begins with 
answers to these five simple questions:

1. What do you want to accomplish in your life?

2. Who are the people that matter most to you?

3. What do you want your legacy to be?

4. What are your main concerns?

5. How do you plan to achieve your life’s vision?

The information that comes out of this process can be 
invaluable for managing assets presale, structuring  
the sale in an optimal manner and then developing a  
strategy for the proceeds after the liquidity event.

Core concepts for the sale

Will proceeds be suitable to fund future spending goals? If 
so, the business could be sold earlier than expected. If not, 
postponing to increase business value may be preferred. 

A minimum practical sell price typically generates assets 
needed to pay for future lifetime spending. If the expected 
transaction value falls short of that number, options 
can include:

1. Explore an alternative transition type that could bring a 
higher valuation

2. Postpone the sale and implement a plan to enhance the 
value of the business

3. Reduce targeted future spending to bring it in line with 
post-liquidity event resources

Exiting a business: 
Things to consider

Post-sale

Following the sale, the family mindset may need to shift 
from business owner to asset manager, selecting a prudent, 
sustainable asset allocation plan and making responsible 
timing decisions.

Many wealthy families don’t need to invest their assets. On 
the other hand, many wealthy families could also invest the 
entirety of their assets in public equities and, even with a 
drawdown of 50%, still be okay. Typically an optimal portfolio 
lies somewhere in between all cash and all equity. After the 
sale of a business, we often work with business owners and 
their families to help find that balance that fits their goals by 
using the Liquidity. Longevity. Legacy framework.*

Liquidity strategy

Three main functions:

1. Match cash flow to expenses

2. Funding source during periods of market distress

3. Helps avoid forced or panic selling during bear markets
 
Longevity strategy

Essential factors include:

1. The volatility of an investor’s combined Liquidity and 
Longevity portfolio can directly impact the volatility of 
their future spending

2. Portfolio drawdowns, in particular, present a 
meaningful risk

3. Risk tolerance

Legacy strategy

The legacy strategy represents a family’s surplus. Once 
the Liquidity and Longevity strategies are fully funded, 
excess assets are segregated into the Legacy strategy. 
This segment is both behavioral and investment related, 
but is also to support the family’s estate planning and 
multigenerational objectives.


