‘husiness transfer alliance

Business Acquisition Advisors

Conflicting Value Systems

Family M anagement Ownership
Business as Legacy Business as Paycheck Business as Asset
Needs Based Performance Based Financially Based
Unconditiona Loyalty Conditiona Loyalty Return on Investment
Equality Unequal Risk Management
Cooperation Competition Control

Wealth Consumption Wed th Management Wealth Creation

¢ No clear line exists between these different value systems
e Most owners are conflicted in two or al three areas to varying degrees

e Result: they delay planning until the have to sell

¢ Planning needs to happen where al three systems overlap
0 Thisisaso where stress and conflicts are greatest
e HUGE emotional component

business transfer alliance

Business Acijuisition Advisnes

Compliments of Rick Taft

tel: 860-249-7160

rtaft@btacom.com

PROPRIETARY 22-STEP BUSINESS ACQUISITION SEQUENCE & BUSINESS VALUATION

100 Pearl Street, 14" Floor, Hartford, CT 06103

(860) 249-7160 e Fax (860) 249-7001 e rtaft@btacom.com




