
Strongly Disagree Disagree Neutral Agree Strongly Agree

I won’t select a business exit strategy (what exactly I’m going to 
do with the business) until after I determine post-exit goals for 
myself and my family.

I won’t select a business exit strategy until after I determine my 
goals for my business, employees and my customers/clients.

I had a professional run the numbers and I am confident I will 
have sufficient wealth and cash flow post-exit to maintain my 
family’s lifestyle.

I have already begun working on a plan to transfer my 
responsibilities and believe the business is sustainable and 
transferable without me.

I am executing on a written plan to create predictable revenue 
growth and a sustainable, transferable, business.

I am very confident in the business’s future, my ability and 
stamina to lead it for the next 5 years.

I have an advisor with cross-functional knowledge who I can rely 
on to help me assemble a team to collaboratively navigate a 
business transition.

I know what strategy and process to follow to assess the exit 
options that will best accomplish my exit goals and objectives.

I am confident in my ability to assess whether my business is 
transaction-ready, and its ability to withstand the M&A due 
diligence process.

My management team understands the future potential value 
of the business and I know how to best communicate it to 
prospective buyers.

Navigating change is never easy, and it is only palatable when it’s on your own terms and the motivation to make a change comes from 
within. When you are ready, we believe that time spent preparing the company to sustain itself beyond your time at the helm will greatly 
increase the odds that all stakeholders—you included—will be happy with the results down the line.

Once complete, you should discuss your results with your advisor. At Brown Advisory, we believe you should expect more from your 
wealth manager. Cross-functional leadership is critical to helping entrepreneurs successfully complete a business transition. Our Advisory 
capabilities can help business owners achieve success and avoid predictable mistakes and sub-optimal outcomes.

Entrepreneur Transaction 
Readiness Assessment



The views expressed are those of the author and Brown Advisory as of the date referenced and are subject to change at any time based on market or other 
conditions. These views are not intended to be and should not be relied upon as investment advice and are not intended to be a forecast of future events or a 
guarantee of future results. Past performance is not a guarantee of future performance and you may not get back the amount invested.

The information provided in this material is not intended to be and should not be considered to be a recommendation or suggestion to engage in or refrain from a particular course of action or to make 
or hold a particular investment or pursue a particular investment strategy, including whether or not to buy, sell or hold any of the securities mentioned. It should not be assumed that investments in such 
securities have been or will be profitable. To the extent specific securities are mentioned, they have been selected by the author on an objective basis to illustrate views expressed in the commentary and 
do not represent all of the securities purchased, sold or recommended for advisory clients. The information contained herein has been prepared from sources believed reliable but is not guaranteed by us 
as to its timeliness or accuracy, and is not a complete summary or statement of all available data. This piece is intended solely for our clients and prospective clients, is for informational purposes only, 
and is not individually tailored for or directed to any particular client or prospective client.

Any accounting, business or tax advice contained in this communication, including attachments and enclosures, is not intended as a thorough, in-depth analysis of specific issues, nor a substitute for a 
formal opinion, nor is it sufficient to avoid tax-related penalties.
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