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Pre-sale planning helps create
a successful transition
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The situation

We met our two clients, a Founder and
President, just two years into their company’s
existence. They introduced us to other key
stakeholders, both relatives and employees,
who also became clients in short order.
Together, our clients owned approximately
40% of the company.

For each client, financial and estate planning
was virtually non-existent prior to meeting our
team. Their company was quickly becoming a
major player in its space, and they were fielding
unsolicited offers to acquire it. A sizable exit, in
due time, was the likely outcome.

The strategy

Our end-to-end process and ongoing relationship focused
on providing comprehensive guidance from the beginning
stages of the company with $250k revenue, to five

years later when it hit $100M in revenue, to the point at
which they were ready to sell for close to $1 billion. As
we approached our clients’ liquidity event, we needed to
work diligently with them to: 1) provide education on pre-
liquidity estate planning strategies so that their long term
objectives were tax-efficiently addressed in estate planning
documents; 2) plan for cash flow needs through their exit;
and 3) address potential risks.

Because we have experience working with many
entrepreneurs through the sale of their businesses, and
we have forged the appropriate relationships inside and
outside of UBS, we were able to help ensure that clients
optimized their exit. After various individual meetings with
each client, we began to execute on a prioritized road
map of deliverables, some known upfront and others that
materialized along the way.

The result

When the day arrived, our clients sold their company

with all of their “i's” dotted and “t's” crossed. They felt
confident that they had maximized the event. With a
successful sale, one client is now a key senior executive for
the acquirer. Another is working with UBS to explore the
potential of establishing a family office for the benefit of
all family members.
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This case study is shown for informational purposes only and may not be representative of the experience of all clients. It is not intended to represent the performance of any specific investment or financial
advisory program. Each client’s circumstances may be different. There is no guarantee of the future success of any of the strategies discussed.

As a firm providing wealth management services to clients, UBS Financial Services Inc. offers investment advisory services in its capacity as an SEC-registered investment adviser and brokerage services

in its capacity as an SEC-registered broker-dealer. Investment advisory services and brokerage services are separate and distinct, differ in material ways and are governed by different laws and separate
arrangements. It is important that you understand the ways in which we conduct business, and that you carefully read the agreements and disclosures that we provide to you about the products or services
we offer. For more information, please review the client relationship summary provided at ubs.com/relationshipsummary, or ask your UBS Financial Advisor for a copy.

UBS Financial Services Inc. does not provide legal or tax advice and this does not constitute such advice. UBS strongly recommends that persons obtain appropriate independent legal, tax, and other
professional advice.

Private Wealth Management is a division within UBS Financial Services Inc., which is a subsidiary of UBS Group AG. © UBS 2024. All rights reserved. The key symbol and UBS are among the
registered and unregistered trademarks of UBS. UBS Financial Services Inc. is a subsidiary of UBS Group AG. Member FINRA/SIPC. VIP_03062024-6  Exp.: 03/31/2025
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