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Introduction

It is generally agreed among relevant professionals serving private company business
owners that executing an “exit readiness” strategy is essential for an optimal
exit/retirement from what is typically their largest single asset.

What is Exit Readiness?

Exit readiness is a proactive management discipline that significantly increases a
company's enterprise value by reducing perceived risk and demonstrating
sustainable performance.

What is the Exit Planning Industry?

The exit planning industry is comprised generally of exit planners, business
coaches, PE firms, business brokers and various other financial advisors including
wealth advisors, insurance agents, attorneys, CPA’s and more.

What is an Effective Exit Plan?

An effective exit plan is a comprehensive, proactive strategy (often developed 3-5
years in advance) that prepares a business owner, their finances, and the company
for a smooth transfer of ownership. It maximizes company value, ensures financial
security, and aligns with personal post-exit goals. Key elements include business
valuation, succession planning, tax mitigation, and setting a firm departure date.

Widely accepted and historical research from PricewaterhouseCoopers indicates that
75% of business owners profoundly regret selling their company just one year later.
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The Exit Planning Industry

As shown shortly, this industry has grown by leaps and bounds over the past decade -
and for good reason. Different terms are used to represent this general set of activities
and procedures, including:

Business Transition Plan
Succession Strategy
Harvest Strategy
Transition Plan

Exit Strategy

Research from Ernst & Young (EY) shows that 93% of private equity professionals believe
exit preparation improves valuation, and 66% say better management preparation could
have helped them meet targets.

Meanwhile, the exit planning industry is rapidly expanding—an early 2025 ExitMap survey
reports a 70% increase in practitioners since the pandemic, including 23% growth in the

past year. The Exit Planning Institute has also grown significantly, from about 180 CEPAs

in 2013 to over 6,000 today.

CEPAS In The Marketplace

One person =100 CEPAS

2023
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This rapid expansion of the advisory population should logically have a dilutionary
impact on the client load of the average advisor, but 88% of all practitioners reported as
many or more planning engagements in 2024 than in 2023.

Here are a few other interesting responses from advisors:

« 70% charge separate fees for exit planning

» 96% expect exit planning to lead to additional advisory work

« 57% expect to earn more than $50,000 from exit planning services this year
« 69% do at least half of engagements with companies valued under $3 million
» 80% of advisors service at least some of their clients remotely

« 51% of advisors are over 55 years old

The exit planning industry is substantial and continues to expand, fueled by a wave of
aging Baby Boomer business owners expected to transfer trillions in wealth over the next
decade. However, a significant number of these businesses lack formal exit strategies,
creating a high-demand, high-stakes environment for advisory services.

« Impending Wave: Over 50% of U.S. small business owners are aged 55 or older,
making this the largest generational wealth transfer in history, according to CBIZ.

- High Demand, Low Preparedness: \While three out of four business owners plan to
exit within the next ten years, only 41% have a documented plan.

» Market Reality: Of the 250,000 businesses looking to exit by 2030, only 50,000 are
expected to be "market-ready".

« Value at Risk: Owners often have 80-90% of their wealth in their company, and a lack
of planning can result in 20-50% loss of potential value.

« The 5D's: Nearly 50% of business owners will exit unexpectedly due to the "Five D's":
Death, Disability, Divorce, Disagreement, or Distress, according to Rehmann.

In the 2013 National State of Ownership Readiness (SOOR), 83% of respondents

had no formal exit plan, and 81% had no strategic business plan. Meanwhile, 76% of
respondents wanted to transition in the next 10 years. In short, the industry is growing
as more owners begin to recognize the importance of proper exit planning.
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In 2023, 68% of business owners had sought outside advice on their exit, up
from only 38% in 2013.

Not surprisingly, the exit planning industry has much room for growth as shown by EPI
data.

Room for Growth: Planning by Generation

Baby Boomers ‘ Generation X ‘ Millennials

0/
i 55%
0,
44% 45% i
33%

% with no personal % with no business % who have not sough % who want to exitin
post transition plan transtion plan advice on their exit the net 5 years

Exit planning isn’t just for later-stage owners, it’s an ongoing process focused on
building value over time. While younger generations are more proactive, there’s still
room to expand adoption, especially as Gen X and Millennials are more likely to pursue
multiple ownership and exit cycles than Baby Boomers.

Value acceleration—the core of effective exit planning—becomes even more
essential for maximizing long-term outcomes across each venture.
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Exit Planning by Generation

As shown next, exit strategies will differ across different generations and require
educated advisors:

Planned Exit Option by Generation*

Baby Boomers ‘ Generation X ‘ Millennials

47%
42%
17%
14% 14% || 15%
10% 5%
3% 8% 0

Internal: Family Internal: ESOP Internal: Management Internal: Sale to
Buy-out/Buy-in Existing Partners

External

*Some respondents selected “Not sure” which is not included in the percentages displayed.

According to the Exit Planning Institute (EPI):

Approximately 75% of business owners would like to exit their company within

10 years, i.e. as many as 4.5 million private companies with $14 trillion of wealth
will transition by 2033.

Although around 85% of ALL business owners across all generations agree that an exit
strategy is important, the EPI data shows that it is NOT only the “baby boomers” who are
seeking to transition via formal exit planning (stats forthcoming).
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Percent of Group Agreeing That an Exit Strategy is Important

Baby Boomers (Age 61to 79) 85%
Generation X (Age 45 to 60) 87%
Millennials (Age 29 to 44) 83%
Generation Z (Age 13 to 28) 86%

While around 50% of Millennial owners and 59% of Gen X owners are either “too young”
or “too busy” to seek out exit planning, the Baby Boomers are either “too busy” (30%) or
they “don’t know where to start”(14%) or they “don’t need it for a family transition”

(10%).
Attention Given to Exit Planning By % of Owners Who Have Worked With
Generation Certified Exit Planning Professional
B ti
B aby Gene;a %" Millennials Yes @ No
ocomers @ Weren't Aware of These Advisors
Top 14% 36% 52%
Priority
Baby Boomers 37%
High . 0 o
JAa 33% 31% 29%
Generation X 62%
Some o o o
Ve 39% 23% 15%
Little or Millennials 73.7%
No 14% 10% 4%
Attention
0% 20% 40% 60% 80% 100%

Source: 2025 State of Owner Readiness Report
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Baby Boomers Generation X Millennials
Ages 60-75 Ages 45-59 Ages 29-44
Likely to exit within 10 years 78% 70% 74%
Likely to exit within 5 years 58% 49% 48%
Exit strategy top priority or high attention 47% 67% 81%
Vglge enhancgment or preliminary due 550, 62% 84%
dilligence project
Written personal plan 13% 43% 56%
Written company transition plan 2% 37% 44%
Written personal financial plan 35% 62% 68%
\rl)voﬂsltbeuxyitor invest in another company 550, 749% 85%
Formal education in exit planning 42% 70% 85%

When it comes to helping each generation develop their personal plan, it’s important
to be curious and ask questions, but also consider what makes them unique outside of
their age. Russo suggests considering:

1. Age-Related Generation:
What characteristics do they have (and don’t have)?

2. Generation of Business:
Are they a founder? Did they inherit the business? Did they acquire it?

3. Gender:
How do they experience the world because of their gender?
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« Younger owners demonstrate a greater inclination towards embracing exit
planning with 52% of Millennials viewing exit planning as a TOP PRIORITY
(versus only 14% of Baby Boomers and 36% of Gen X.

« In addition, around 48% of Millennials are planning to sell in the next five
years (versus 58% for Baby Boomers and 39% for Generation X.

« More Millennials (67%) strongly agree that exit planning is critical to their
success, and that of their business, than Generation X (60%) or Baby
Boomers (55%).

« 57% of Baby Boomers plan to sell their business in the next 5 years, but are
unprepared in terms of formal valuation plans (27%) and estate plans (9%).

« Most Millennials (81%), about half of Generation X (57%), and less than a
quarter (23%) of Baby Boomers have exit planning on their priority list.
However, this report indicates a disconnect still exists between prioritizing
exit planning and incorporating it as a part of an overall business strategy.

- Baby Boomers are seeking to harvest the value of their business through a
third-party sale. Younger owners have a higher preference for internal
transitions like family transfers and ESOPs.

« All generations need a team. Only 13% of respondents have a formal exit
plan. 58% of Baby Boomers plan to exit in the next 5 years. 5% of Baby
Boomers have a formal exit planning team.

« Exit planning is business planning. Yet, most Baby Boomers (78%) and a

significant number of Generation X (38%) and Millennials (16%) have not
completed a pre-transition value enhancement to maximize value.

EPI data reveals that the great majority of all businesses in the US are “family-owned”
(between 66% and 80% for each generation):
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Baby Boomers Generation X Millennials
2% 4%
49 2% 6%
5% 7%
0
8% 7%
9%
18% 16%
80% 68% 66%
Family Owned ‘ Family Owned/Outside ‘ Family Owned/Outside ‘ Outside Ownership Public
(100%) Ownership (Family- Ownership (Outside (100%) Company
Controlled) Ownership-Controlled)

How Long Has Your Company Been Owned By the Family?

@ BabyBoomers @ GenerationX @ Millennials

1 Generation

2 Generations

3 or More Generations

0 50 100 150 200
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The Bizequity Connection: A New Exit Readiness
Module

As the pioneer for online business valuation in support of advisors of all types, we are
clear in our understanding that a credible estimate of business value is a necessary (but
not sufficient) step for any and all professionals supporting business-owning clientele.
Beyond the knowledge pertaining to what current business value is at present, additional
steps can solidify the advisor-client relationship even further:

Advisors who can also provide guidance related to value optimization and an
effective exit plan will play a pivotal role in the transfer of wealth at optimum
level and minimal risk to the owner’s estate.

To broaden the Bizequity experience from “discovering and monitoring” business value
towards “optimizing” business value, a new Exit Readiness tool has been created as
part of our brand new website and report.

Discovering. Monitoring and Optimizing Business Value

Included in this new tool is the concept of “Potential Value” (see screenshot below),
reflecting the financial benefits of an effective exit planning strategy and process. This
new module solicits owner insights related to “readiness” via formal questionnaire
and on a possible 100 point scale.

The higher the Exit Readiness score (O to 100), the more “exit ready” a given firm
will be at the present time (and vice-versa).

The lower the Exit Readiness score, the less “exit ready” a given firm will be
while the available degree of potential improvements suggests that the “room
for improvement” will be even greater.

In addition to providing actionable recommendations, the tool provides a glimpse into
the firm’s “Potential Value” reflecting the firm’s and owner’s current state of exit
readiness.
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As the economy enters 2026, the current “Deal Drivers: Americas Q3 2025” report from
Datasite (provider of end-to-end platform that supports all stages of business
acquisitions) identified the following highlights (consistent with other sources, deal
value growth is exceeding deal count growth):

VALUATION POTENTIAL

Value Capture vs. Potential

Current Est. Potential Value

s4.2M $5.3M

BizEquity Insight:

Intangible Capital gaps are associated with 1-1.5x lower exit multiples. This impact is most often
reflected during dilligence, not at LOI.

See drivers behind this estimate =

» The potential value illustrated above assumes revenue growth broadly aligned with
nominal U.S. GDP combined with operational, financial and other improvements
resulting from increased exit readiness over the next three years.

« Under a base case scenario of roughly 15% cumulative revenue growth, enterprise
value could increase by approximately 25% or more through improved cash flow and
valuation multiples.

« Companies with lower readiness scores generally have greater upside potential,
highlighting the substantial financial benefits of proactive exit planning.

» As presented shortly, there are a variety of sources which document the probable
relationship between effective exit planning and potential business value, i.e. value
and/or seller’s proceeds at the time of exit may be between 20% and 100% greater
than current (pre-exit planning) value.
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Evidence Supporting Increased Business Values Via Exit
Planning

Statistical evidence indicates that formal exit planning significantly improves a business
owner’s ROl through EBITDA growth, reducing operational dependence on the owner,
and optimizing tax strateqgies.

Companies with effectively implemented exit plans often achieve higher
valuation multiples (Best-in-Class status) and avoid the 70%-80% failure rate of
unplanned business sales.

Conversely, lack of preparation frequently results in lower valuations, with
unprepared owners often accepting offers 30-40% below market value.

According to Stansberry Asset Management and other sources:

Key Evidence and Benefits

» Increased Valuation: Proper exit planning improves "value drivers," such as
increasing EBITDA margins (e.g., from 15% to 20%), which leads to higher
valuation multiples.

« Reduced Risk & Improved Multiples: Proactive planning mitigates risk (e.g., key
person dependence, client concentration), which makes the business more
attractive to buyers and increases the multiple applied to earnings.

« Tax Optimization: Early planning allows for installment sales, charitable trusts,
or entity restructuring, which significantly reduces the tax burden at sale.

« Higher Sale Success Rates: Only 20%-30% of businesses that go to market
actually sell. Planning increases the likelihood of successful, timely exit on the
owner's terms.

« Operational Efficiency: The process of preparing for an exit often leads to
better, more sustainable, and more profitable daily operations.
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Statistical evidence indicates that formal and effective exit planning often elevates
business value by 20% to 50% compared to companies that do not engage in structured
planning. Conversely, lack of preparation frequently results in lower valuations, with
unprepared owners often accepting offers 30-40% below market value.

Additional findings and data regarding exit planning include:

« Higher Sale Multiples: Companies with comprehensive exit plans often
achieve valuation multiples 30% higher than similar companies that do not.

« Massive Value Gap: \Without exit planning, owners often leave substantial value
on the table. A $10 million business with proper exit planning might sell for $12-
15 million, while the same business sold in a crisis (due to lack of planning)
might only bring $6-8 million.

« Reduced Tax Liability: Proper tax planning, a component of exit planning, can
prevent 30-50% of proceeds from being lost to unnecessary taxes.

+ Low Adoption Rates: Despite the evidence, 74% of owners of businesses worth
less than $500k do no exit planning, while 57% of those with businesses worth
$2m to $5m have no formal plan, leading to higher rates of failed or low-value
exits.

Evidence from Business Drivers

« Operational Efficiency: Proactive planning often leads to improved EBITDA
margins, for example, increasing them from 12% to 18% through operational
refinements (e.g., reducing customer concentration, building a management
team).

« Profitability Gap: Businesses with proactive exit plans report higher
profitability, with owners planning to sell reporting median profits of
$100,000, compared to just $20,000 for those who plan to simply shut down.

The Cost of No Planning

« Low Success Rate: Only about 20% to 30% of businesses on the open market
are sold favorably.

« Regret Rates: Roughly 75% of business owners regret their exit decision
because it didn't align with theirlong-term goals, or because they did not start
planning early enough
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Deloitte /| M&A Readiness Studies

Companies that are operationally prepared for a sale experience:
« 10-20% higher transaction values on average.
» 30-40% fewer price reductions during due diligence.

These companies also close deals faster and experience fewer structural concessions
(earn-outs, escrows).

Value Creation During PE Ownership
Bain & Company Private Equity Report

« Roughly 70-80% of value created in PE-backed companies comes from operational
improvements, not financial engineering.

« Firms that focus on operational improvements (systems, management teams,
governance) tend to exit at higher EBITDA multiples.

Implication: Improving business fundamentals prior to sale increases both earnings and
valuation multiples.

Employee Engagement and Operational Improvements
Harvard Business Review & Gallup Research

Businesses investing in operational and workforce improvements see measurable
financial gains:

« 17-21% higher profitability in highly engaged organizations.

« Lower turnover and higher productivity.

Because valuation multiples are often applied to profit or cash flow, these operational
improvements translate directly into higher business value.

Exit Planning & Value Gap Studies
Exit Planning Institute (Value Acceleration Index)

Analysis of thousands of privately held businesses shows:
« Companies scoring high on exit readiness achieve 30-50% higher enterprise value
compared with similar firms lacking preparation.
« Most owners are 80% concentrated in their business wealth, making value
acceleration a critical planning strateqgy.
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Transaction Risk Reduction
KPMG M&A Survey

« 70% of deals experience price adjustments during due diligence.
« Common causes include customer concentration, poor documentation, and
management dependence.

Exit planning directly addresses these issues, reducing valuation discounts and deal
friction.

Academic Evidence on Operational Improvements

Studies of management practices (Bloom & Van Reenen, Stanford/Harvard research)
show:
« Firms adopting stronger management practices experience higher productivity,
profitability, and market valuation.
« Better-managed firms trade at higher multiples relative to peers.

Across studies and industry surveys, the estimated valuation improvement from
structured exit preparation typically ranges from: 20% - 50% increase in enterprise
value depending on:

Initial readiness level

« Operational improvements
« Management independence
Revenue growth.

Exit readiness is not just a financial and operational exercise. It is also a personal
transition that requires owners to prepare for what comes next. For many entrepreneurs,
the business has shaped their identity, routines, relationships, and sense of purpose for
years or even decades. Stepping away without a clear plan for life after the business can
leave a real void, even when the transaction itself is successful. A well-defined exit plan
should help owners prepare for the transfer of the business and for the next phase of
their lives. Even when an owner cannot fully define what they want next, it is still valuable
to identify the outcomes they want to avoid. For example, they may know they do not
want to remain involved for another five years, sell to a private equity firm, or move the
business out of family ownership. That kind of clarity can provide direction and help
shape the exit plan.
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This personal dimension can also affect transaction outcomes. Owners who are not
prepared for the transition may delay planning, resist delegation, or remain too central to
day-to-day operations. In some cases, they may enter a sale process without giving
enough thought to what life will look like after the transaction, which can contribute to
dissatisfaction even when the financial outcome is strong. A complete exit plan should
address more than value enhancement and transfer strategy. It should also help the
owner prepare for the realities of stepping back from the business, transferring
leadership, and establishing a clear path for the next phase of life.

For advisors, this creates an important opportunity to broaden the planning discussion.
Preparing an owner for exit should include a practical conversation around personal
goals, family expectations, legacy, lifestyle, and post-exit plans. Too often, owners
describe life after the business in broad terms, such as golfing more or traveling more.
While those activities may have a place, they are rarely enough on their own. Real exit
readiness includes helping owners think more clearly about how they will spend their
time, what will give them purpose, and how they will build a fulfilling life once the
business is no longer at the center of it.

Concluding Remarks

In finalizing this analysis of the exit planning industry, it is important to understand that:

An educated business owner is more likely to take action than those who are not
- and itis up to the exit planning industry to effectively “spread the word” as to
the value-creating maneuvers that are readily available.

As the industry has grown, so too has awareness as to the value of such planning.
Advisors educating owners is key in light of the millions of companies in need of such
service. Organizations such as the EPl and their thousands of CEPAs have helped
business owners move from exit planning misinformation to knowledge, improving
readiness.
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The amount of research from private-equity studies, transaction databases, and
academic work on management practices consistently shows that:

A small number of value drivers have the strongest statistical relationship with
higher valuation multiples in private-company transactions.

While many factors influence value, the following three elements stand out repeatedly
as being influential across datasets and industries.

Management Independence (Reduced Owner Dependence)

One of the most powerful drivers of valuation is the ability of the business to
operate independently of its founder or owner.

» Buyers andlenders place a premium on companies that have a capable
management team and documented systems that allow operations to continue
smoothly after ownership changes.

» Studies from the Exit Planning Institute (Value Acceleration Index) and multiple
private-equity surveys show that firms with strong second-tier management
and transferable operations can achieve 20-30% higher enterprise values than
otherwise similar owner-centric businesses.

« Conversely, companies heavily dependent on the owner often face valuation
discounts, extended earn-outs, or failed transactions due to perceived
operational risk.

Revenue Quality and Predictability

The stability and predictability of revenue streams is another key determinant of
valuation multiples.

» Businesses with recurring or contractually secured revenue—such as
subscriptions, long-term service agreements, or diversified customer bases—
are consistently valued higher than firms reliant on one-time or highly
concentrated revenue sources.
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« Research from Bain & Company, Deloitte, and KPMG transaction surveys shows
that companies with strong recurring revenue characteristics and low
customer concentration can command EBITDA multiple premiums of 20-50%
compared with peers.

» Predictable revenue reduces uncertainty about future cash flows, which
directly increases the value investors are willing to pay.

Scalable Profitability (Margin Strength and Growth Potential)

A third critical driver is profitability that demonstrates scalability and future
growth potential.

» Buyers pay higher multiples for companies that combine strong margins with
clear opportunities to grow revenue without proportional increases in cost.

« Private-equity research from Bain, McKinsey, and EY shows that roughly 70-
80% of enterprise value growth in successful exits comes from operational
improvements and earnings expansion, rather than financial engineering.

« Firms with higher EBITDA margins, strong return on invested capital, and
demonstrated growth trajectories often receive significantly higher valuation
multiples because they offer both immediate cash flow and future upside.

Across thousands of private-company transactions, the factors most strongly
associated with higher valuation multiples are management independence, predictable
and diversified revenue, and scalable profitability. Companies that strengthen these
areas through deliberate preparation and operational improvements tend to experience
both higher earnings and lower perceived risk—two forces that statistically drive higher
enterprise value at exit.

Almost all value acceleration initiatives affect two core valuation levers:

1. Higher Cash Flow
through growth, efficiency, and improved margins.

2. Higher Valuation Multiples
through reduced risk, improved transferability, and stronger market positioning.
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The most effective planning often starts 3-5 years in advance, allowing time to
maximize value through financial and operational improvements. Companies that begin
preparing 12-24 months before sale typically experience better deal outcomes
according to the EY private equity and investment professional surveys.

Companies that systematically improve their score across these drivers often
experience:

A 20% to 50% increase in enterprise value over a 3-5 year exit preparation
period

€2 BIZ EQUITY 19



BizEquity

Appendix: Summary of Value Drivers and Accelerators

Appendix: Summary of Value Drivers and Accelerators

Across most valuation and exit planning frameworks, higher future business value is
typically associated with improvements in:

1. Revenue growth and predictability

2. Profitability and cash flow stability

3. Management independence

4. Operational maturity and documented systems
5. Customer diversification

6. Competitive advantages and intellectual property
7. Workforce strength

8. Strategic growth opportunities

9. Risk mitigation

10. Financial stability and capital structure

11. Deal readiness and documentation

12. Strategic buyer appeal

Exit Planning Value Acceleration Matrix
High Impact

Big Bets (Harder to
Implement/High Impact)

Quick Wins (Easier to
Implement/High Impact)

Build independent management team Clean financial statements

Low Ease

€2 BIZ EQUITY

Diversify customer base

Develop proprietary technology/IP

Major operational system upgrades

Strategic acquisitions or expansions

Product line diversification

20

Implement recurring revenue

Document SOPs & processes

Improve financial reporting

Reduce customer concentration

Strengethen pricing strategy
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Low Impact
Low Priority Projects Incremental Improvements

(Harder/Lower Impact) (Easier/Lower Impact)

Rebranding or cosmetic marketing e e

changes
Office relocation Minor CRM improvements

High Ease Non-strategic product launches Administrative cost reductions
Minor equipment upgrades Employee training improvements
Non-core facility investments Basic KPI tracking

(50 Key Value Drivers Linked to Higher Business Value)

1. Financial Quality (Cash Flow & Reporting)

1.Clean, GAAP-compliant financial statements

2.Multi-year historical financial records (3-5 years)

3.Reliable monthly financial reporting

4.Clear separation of personal and business expenses

5.Forecasting and budgeting capability

6.Strong EBITDA or SDE margins relative to industry

7.Consistent revenue growth trend

8. Stable working capital management

9.Clean balance sheet (manageable debt levels)
10.Third-party financial review or audit
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2. Revenue Stability & Customer Strength

11.Recurring or contract-based revenue streams
12.Low customer concentration risk
13.High customer retention rates
14.Long-term customer contracts
15. Diversified revenue channels
16.Strong pricing power
17.Clear customer acquisition strategy
18. Documented sales pipeline
19. Strong brand reputation
20.Positive customer satisfaction metrics

3. Management & Leadership Independence

21.Experienced management team beyond owner
22.Defined organizational structure
23.Documented leadership responsibilities
24.Management succession plan

25.Limited owner involvement in daily operations
26.0wner not central to key customer relationships
27.Department-level management accountability
28.Incentive programs for management team
29.Leadership depth across key functions
30.Documented decision-making authority

4. Operational Systems & Process Maturity

31.Documented standard operating procedures (SOPs)
32.Scalable operational processes

33.Modern ERP / CRM systems

34.Integrated accounting and reporting systems
35.Technology infrastructure capable of scaling
36.Supply chain reliability and diversification
37.Automated workflows and productivity tools
38.Documented training programs

39.Quality control processes

40.0Operational KPIs regularly tracked
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Appendix: Summary of Value Drivers and Accelerators

5. Market Position & Competitive Advantage

41.Clear competitive differentiation

42.Intellectual property protections (patents, trademarks)
43.Proprietary processes or technology

44. Strong industry reputation

45, Established barriers to entry

46.Strong online presence / digital visibility
47.Geographic expansion opportunities

48.Product or service diversification

49.Demonstrated ability to scale operations

50.Clear strategic growth roadmap
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	How Does Exit Readiness Affect Business Value?
	By Scott Gabehart  Chief Valuation Officer for BizEquity (BA,MIM,CBA,CVA,BCA,CBVS)
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	How Does Exit Readiness Affect Business Value?
	Introduction
	It is generally agreed among relevant professionals serving private company business owners that executing an “exit readiness” strategy is essential for an optimal exit/retirement from what is typically their largest single asset.
	What is Exit Readiness?
	Exit readiness is a proactive management discipline that significantly increases a company's enterprise value by reducing perceived risk and demonstrating sustainable performance.

	What is the Exit Planning Industry?
	The exit planning industry is comprised generally of exit planners, business coaches, PE firms, business brokers and various other financial advisors including wealth advisors, insurance agents, attorneys, CPA’s and more.

	What is an Effective Exit Plan?
	An effective exit plan is a comprehensive, proactive strategy (often developed 3–5 years in advance) that prepares a business owner, their finances, and the company for a smooth transfer of ownership. It maximizes company value, ensures financial security, and aligns with personal post-exit goals. Key elements include business valuation, succession planning, tax mitigation, and setting a firm departure date.
	Widely accepted and historical research from PricewaterhouseCoopers indicates that 75% of business owners profoundly regret selling their company just one year later.

	BizEquity

	How Does Exit Readiness Affect Business Value?
	The Exit Planning Industry
	As shown shortly, this industry has grown by leaps and bounds over the past decade – and for good reason. Different terms are used to represent this general set of activities and procedures, including:
	Business Transition Plan
	Succession Strategy
	Harvest Strategy
	Transition Plan
	Exit Strategy
	Research from Ernst & Young (EY) shows that 93% of private equity professionals believe exit preparation improves valuation, and 66% say better management preparation could have helped them meet targets.
	Meanwhile, the exit planning industry is rapidly expanding—an early 2025 ExitMap survey reports a 70% increase in practitioners since the pandemic, including 23% growth in the past year. The Exit Planning Institute has also grown significantly, from about 180 CEPAs in 2013 to over 6,000 today.
	CEPAS In The Marketplace
	2013
	2023
	bizequity.com
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	How Does Exit Readiness Affect Business Value?
	This rapid expansion of the advisory population should logically have a dilutionary impact on the client load of the average advisor, but 88% of all practitioners reported as many or more planning engagements in 2024 than in 2023.
	Here are a few other interesting responses from advisors:
	70% charge separate fees for exit planning
	96% expect exit planning to lead to additional advisory work
	57% expect to earn more than $50,000 from exit planning services this year
	69% do at least half of engagements with companies valued under $3 million
	80% of advisors service at least some of their clients remotely
	51% of advisors are over 55 years old
	The exit planning industry is substantial and continues to expand, fueled by a wave of aging Baby Boomer business owners expected to transfer trillions in wealth over the next decade. However, a significant number of these businesses lack formal exit strategies, creating a high-demand, high-stakes environment for advisory services.

	Additional Considerations
	Impending Wave: Over 50% of U.S. small business owners are aged 55 or older, making this the largest generational wealth transfer in history, according to CBIZ.
	High Demand, Low Preparedness: While three out of four business owners plan to exit within the next ten years, only 41% have a documented plan.
	Market Reality: Of the 250,000 businesses looking to exit by 2030, only 50,000 are expected to be "market-ready".
	Value at Risk: Owners often have 80-90% of their wealth in their company, and a lack of planning can result in 20-50% loss of potential value.
	The 5 D's: Nearly 50% of business owners will exit unexpectedly due to the "Five D's": Death, Disability, Divorce, Disagreement, or Distress, according to Rehmann.
	In the 2013 National State of Ownership Readiness (SOOR), 83% of respondents had no formal exit plan, and 81% had no strategic business plan. Meanwhile, 76% of respondents wanted to transition in the next 10 years. In short, the industry is growing as more owners begin to recognize the importance of proper exit planning.

	BizEquity

	How Does Exit Readiness Affect Business Value?
	In 2023, 68% of business owners had sought outside advice on their exit, up from only 38% in 2013.
	Not surprisingly, the exit planning industry has much room for growth as shown by EPI data.

	Room for Growth: Planning by Generation
	87%
	85%
	57%
	44%
	55%
	45%
	54%
	33%
	17%
	58%
	48%
	39%
	Exit planning isn’t just for later-stage owners, it’s an ongoing process focused on building value over time. While younger generations are more proactive, there’s still room to expand adoption, especially as Gen X and Millennials are more likely to pursue multiple ownership and exit cycles than Baby Boomers.

	Value acceleration—the core of effective exit planning—becomes even more essential for maximizing long-term outcomes across each venture.
	bizequity.com
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	How Does Exit Readiness Affect Business Value?
	Exit Planning by Generation
	As shown next, exit strategies will differ across different generations and require educated advisors:
	Planned Exit Option by Generation*
	42%
	47%
	26%
	3%
	14%
	17%
	12%
	31%
	8%
	10%
	5%
	7%
	6%
	14%
	15%
	According to the Exit Planning Institute (EPI):

	Approximately 75% of business owners would like to exit their company within 10 years, i.e. as many as 4.5 million private companies with $14 trillion of wealth will transition by 2033.
	Although around 85% of ALL business owners across all generations agree that an exit strategy is important, the EPI data shows that it is NOT only the “baby boomers” who are seeking to transition via formal exit planning (stats forthcoming).
	bizequity.com
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	How Does Exit Readiness Affect Business Value?
	Percent of Group Agreeing That an Exit Strategy is Important
	Baby Boomers (Age 61 to 79) Generation X  (Age 45 to 60) Millennials (Age 29 to 44) Generation Z  (Age 13 to 28)
	85% 87% 83% 86%
	While around 50% of Millennial owners and 59% of Gen X owners are either “too young” or “too busy” to seek out exit planning, the Baby Boomers are either “too busy” (30%) or they “don’t know where to start”(14%) or they “don’t need it for a family transition” (10%).

	Attention Given to Exit Planning By Generation
	% of Owners Who Have Worked With Certified Exit Planning Professional
	Baby Boomers
	Generation X
	Millennials
	Top Priority
	14%
	36%
	52%
	High Attention
	33%
	31%
	29%
	Some Attention
	39%
	23%
	15%
	Little or No Attention
	14%
	10%
	4%
	bizequity.com
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	How Does Exit Readiness Affect Business Value?
	Baby Boomers
	Generation X
	Millennials
	Likely to exit within 10 years
	78%
	70%
	74%
	Likely to exit within 5 years
	58%
	49%
	48%
	Exit strategy top priority or high attention
	47%
	67%
	81%
	Value enhancement or preliminary due dilligence project
	22%
	62%
	84%
	Written personal plan
	13%
	43%
	56%
	Written company transition plan
	2%
	37%
	44%
	Written personal financial plan
	35%
	62%
	68%
	Will buy or invest in another company post exit
	22%
	74%
	85%
	Formal education in exit planning
	42%
	70%
	85%

	When it comes to helping each generation develop their personal plan, it’s important to be curious and ask questions, but also consider what makes them unique outside of their age. Russo suggests considering:
	1. Age-Related Generation:
	What characteristics do they have (and don’t have)?

	2. Generation of Business:
	Are they a founder? Did they inherit the business? Did they acquire it?

	3. Gender:
	How do they experience the world because of their gender?
	bizequity.com
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	How Does Exit Readiness Affect Business Value?
	Key Findings From 2025 State of Owner Readiness Report (EPI)
	Younger owners demonstrate a greater inclination towards embracing exit planning with 52% of Millennials viewing exit planning as a TOP PRIORITY (versus only 14% of Baby Boomers and 36% of Gen X.
	In addition, around 48% of Millennials are planning to sell in the next five years (versus 58% for Baby Boomers and 39% for Generation X.
	More Millennials (67%) strongly agree that exit planning is critical to their success, and that of their business, than Generation X (60%) or Baby Boomers (55%).
	57% of Baby Boomers plan to sell their business in the next 5 years, but are unprepared in terms of formal valuation plans (27%) and estate plans (9%).
	Most Millennials (81%), about half of Generation X (57%), and less than a quarter (23%) of Baby Boomers have exit planning on their priority list. However, this report indicates a disconnect still exists between prioritizing exit planning and incorporating it as a part of an overall business strategy.
	Baby Boomers are seeking to harvest the value of their business through a third-party sale. Younger owners have a higher preference for internal transitions like family transfers and ESOPs.
	All generations need a team. Only 13% of respondents have a formal exit plan. 58% of Baby Boomers plan to exit in the next 5 years. 5% of Baby Boomers have a formal exit planning team.
	Exit planning is business planning. Yet, most Baby Boomers (78%) and a significant number of Generation X (38%) and Millennials (16%) have not completed a pre-transition value enhancement to maximize value.
	EPI data reveals that the great majority of all businesses in the US are “family-owned” (between 66% and 80% for each generation):

	BizEquity

	How Does Exit Readiness Affect Business Value?
	Baby Boomers
	Generation X
	Millennials
	2%
	4%
	5%
	80%
	9%
	18%
	2%
	6%
	8%
	68%
	4%
	7%
	7%
	66%
	16%

	How Long Has Your Company Been Owned By the Family?
	bizequity.com
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	How Does Exit Readiness Affect Business Value?
	The Bizequity Connection: A New Exit Readiness Module
	As the pioneer for online business valuation in support of advisors of all types, we are clear in our understanding that a credible estimate of business value is a necessary (but not sufficient) step for any and all professionals supporting business-owning clientele. Beyond the knowledge pertaining to what current business value is at present, additional steps can solidify the advisor-client relationship even further:
	Advisors who can also provide guidance related to value optimization and an effective exit plan will play a pivotal role in the transfer of wealth at optimum level and minimal risk to the owner’s estate.
	To broaden the Bizequity experience from “discovering and monitoring” business value towards “optimizing” business value, a new Exit Readiness tool has been created as part of our brand new website and report.

	Discovering. Monitoring and Optimizing Business Value
	Included in this new tool is the concept of “Potential Value” (see screenshot below), reflecting the financial benefits of an effective exit planning strategy and process. This new module solicits owner insights related to “readiness” via formal questionnaire and on a possible 100 point scale.

	The higher the Exit Readiness score (0 to 100), the more “exit ready” a given firm will be at the present time (and vice-versa).
	The lower the Exit Readiness score, the less “exit ready” a given firm will be while the available degree of potential improvements suggests that the “room for improvement” will be even greater.
	In addition to providing actionable recommendations, the tool provides a glimpse into the firm’s “Potential Value” reflecting the firm’s and owner’s current state of exit readiness.
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	How Does Exit Readiness Affect Business Value?
	Bizequity’s New “Valuation Potential” Feature
	As the economy enters 2026, the current “Deal Drivers: Americas Q3 2025” report from Datasite (provider of end-to-end platform that supports all stages of business acquisitions) identified the following highlights (consistent with other sources, deal value growth is exceeding deal count growth):

	How is Potential Value Determined?
	The potential value illustrated above assumes revenue growth broadly aligned with nominal U.S. GDP combined with operational, financial and other improvements resulting from increased exit readiness over the next three years.
	Under a base case scenario of roughly 15% cumulative revenue growth, enterprise value could increase by approximately 25% or more through improved cash flow and valuation multiples.
	Companies with lower readiness scores generally have greater upside potential, highlighting the substantial financial benefits of proactive exit planning.
	As presented shortly, there are a variety of sources which document the probable relationship between effective exit planning and potential business value, i.e. value and/or seller’s proceeds at the time of exit may be between 20% and 100% greater than current (pre-exit planning) value.
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	How Does Exit Readiness Affect Business Value?
	Evidence Supporting Increased Business Values Via Exit Planning
	Statistical evidence indicates that formal exit planning significantly improves a business owner’s ROI through EBITDA growth, reducing operational dependence on the owner, and optimizing tax strategies.
	Companies with effectively implemented exit plans often achieve higher valuation multiples (Best-in-Class status) and avoid the 70%-80% failure rate of unplanned business sales.
	Conversely, lack of preparation frequently results in lower valuations, with unprepared owners often accepting offers 30-40% below market value.
	According to Stansberry Asset Management and other sources:

	Key Evidence and Benefits
	Increased Valuation: Proper exit planning improves "value drivers," such as increasing EBITDA margins (e.g., from 15% to 20%), which leads to higher valuation multiples.
	Reduced Risk & Improved Multiples: Proactive planning mitigates risk (e.g., key person dependence, client concentration), which makes the business more attractive to buyers and increases the multiple applied to earnings.
	Tax Optimization: Early planning allows for installment sales, charitable trusts, or entity restructuring, which significantly reduces the tax burden at sale.
	Higher Sale Success Rates: Only 20%-30% of businesses that go to market actually sell. Planning increases the likelihood of successful, timely exit on the owner's terms.
	Operational Efficiency: The process of preparing for an exit often leads to better, more sustainable, and more profitable daily operations.
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	How Does Exit Readiness Affect Business Value?
	Statistical evidence indicates that formal and effective exit planning often elevates business value by 20% to 50% compared to companies that do not engage in structured planning. Conversely, lack of preparation frequently results in lower valuations, with unprepared owners often accepting offers 30-40% below market value.
	Additional findings and data regarding exit planning include:
	Higher Sale Multiples: Companies with comprehensive exit plans often achieve valuation multiples 30% higher than similar companies that do not.
	Massive Value Gap: Without exit planning, owners often leave substantial value on the table. A $10 million business with proper exit planning might sell for $12–15 million, while the same business sold in a crisis (due to lack of planning) might only bring $6–8 million.
	Reduced Tax Liability: Proper tax planning, a component of exit planning, can prevent 30-50% of proceeds from being lost to unnecessary taxes.
	Low Adoption Rates: Despite the evidence, 74% of owners of businesses worth less than $500k do no exit planning, while 57% of those with businesses worth $2m to $5m have no formal plan, leading to higher rates of failed or low-value exits.
	Evidence from Business Drivers
	Operational Efficiency: Proactive planning often leads to improved EBITDA margins, for example, increasing them from 12% to 18% through operational refinements (e.g., reducing customer concentration, building a management team).
	Profitability Gap: Businesses with proactive exit plans report higher profitability, with owners planning to sell reporting median profits of $100,000, compared to just $20,000 for those who plan to simply shut down.

	The Cost of No Planning
	Low Success Rate: Only about 20% to 30% of businesses on the open market are sold favorably.
	Regret Rates: Roughly 75% of business owners regret their exit decision because it didn't align with theirlong-term goals, or because they did not start planning early enough
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	How Does Exit Readiness Affect Business Value?
	Exit Preparation Creates Valuation Premium
	Deloitte / M&A Readiness Studies
	Companies that are operationally prepared for a sale experience:
	10–20% higher transaction values on average.
	30–40% fewer price reductions during due diligence.
	These companies also close deals faster and experience fewer structural concessions (earn-outs, escrows).

	Value Creation During PE Ownership
	Bain & Company Private Equity Report
	Roughly 70–80% of value created in PE-backed companies comes from operational improvements, not financial engineering.
	Firms that focus on operational improvements (systems, management teams, governance) tend to exit at higher EBITDA multiples.
	Implication: Improving business fundamentals prior to sale increases both earnings and valuation multiples.

	Employee Engagement and Operational Improvements
	Harvard Business Review & Gallup Research
	Businesses investing in operational and workforce improvements see measurable financial gains:
	17–21% higher profitability in highly engaged organizations.
	Lower turnover and higher productivity.
	Because valuation multiples are often applied to profit or cash flow, these operational improvements translate directly into higher business value.

	Exit Planning & Value Gap Studies
	Exit Planning Institute (Value Acceleration Index)
	Analysis of thousands of privately held businesses shows:
	Companies scoring high on exit readiness achieve 30–50% higher enterprise value compared with similar firms lacking preparation.
	Most owners are 80% concentrated in their business wealth, making value acceleration a critical planning strategy.
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	How Does Exit Readiness Affect Business Value?
	Transaction Risk Reduction
	KPMG M&A Survey
	70% of deals experience price adjustments during due diligence.
	Common causes include customer concentration, poor documentation, and management dependence.
	Exit planning directly addresses these issues, reducing valuation discounts and deal friction.

	Academic Evidence on Operational Improvements
	Studies of management practices (Bloom & Van Reenen, Stanford/Harvard research) show:
	Firms adopting stronger management practices experience higher productivity, profitability, and market valuation.
	Better-managed firms trade at higher multiples relative to peers.
	Across studies and industry surveys, the estimated valuation improvement from structured exit preparation typically ranges from: 20% – 50% increase in enterprise value depending on:
	Initial readiness level
	Operational improvements
	Management independence
	Revenue growth.

	Highlighting The Emotional Readiness
	Exit readiness is not just a financial and operational exercise. It is also a personal transition that requires owners to prepare for what comes next. For many entrepreneurs, the business has shaped their identity, routines, relationships, and sense of purpose for years or even decades. Stepping away without a clear plan for life after the business can leave a real void, even when the transaction itself is successful. A well-defined exit plan should help owners prepare for the transfer of the business and for the next phase of their lives. Even when an owner cannot fully define what they want next, it is still valuable to identify the outcomes they want to avoid. For example, they may know they do not want to remain involved for another five years, sell to a private equity firm, or move the business out of family ownership. That kind of clarity can provide direction and help shape the exit plan.
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	How Does Exit Readiness Affect Business Value?
	This personal dimension can also affect transaction outcomes. Owners who are not prepared for the transition may delay planning, resist delegation, or remain too central to day-to-day operations. In some cases, they may enter a sale process without giving enough thought to what life will look like after the transaction, which can contribute to dissatisfaction even when the financial outcome is strong. A complete exit plan should address more than value enhancement and transfer strategy. It should also help the owner prepare for the realities of stepping back from the business, transferring leadership, and establishing a clear path for the next phase of life.
	For advisors, this creates an important opportunity to broaden the planning discussion. Preparing an owner for exit should include a practical conversation around personal goals, family expectations, legacy, lifestyle, and post-exit plans. Too often, owners describe life after the business in broad terms, such as golfing more or traveling more. While those activities may have a place, they are rarely enough on their own. Real exit readiness includes helping owners think more clearly about how they will spend their time, what will give them purpose, and how they will build a fulfilling life once the business is no longer at the center of it.

	Concluding Remarks
	In finalizing this analysis of the exit planning industry, it is important to understand that:
	An educated business owner is more likely to take action than those who are not – and it is up to the exit planning industry to effectively “spread the word” as to the value-creating maneuvers that are readily available.
	As the industry has grown, so too has awareness as to the value of such planning. Advisors educating owners is key in light of the millions of companies in need of such service. Organizations such as the EPI and their thousands of CEPAs have helped business owners move from exit planning misinformation to knowledge, improving readiness.
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	The Bottom Line?
	The amount of research from private-equity studies, transaction databases, and academic work on management practices consistently shows that:

	A small number of value drivers have the strongest statistical relationship with higher valuation multiples in private-company transactions.
	While many factors influence value, the following three elements stand out repeatedly as being influential across datasets and industries.

	Management Independence (Reduced Owner Dependence)
	One of the most powerful drivers of valuation is the ability of the business to operate independently of its founder or owner.
	Buyers and lenders place a premium on companies that have a capable management team and documented systems that allow operations to continue smoothly after ownership changes.
	Studies from the Exit Planning Institute (Value Acceleration Index) and multiple private-equity surveys show that firms with strong second-tier management and transferable operations can achieve 20–30% higher enterprise values than otherwise similar owner-centric businesses.
	Conversely, companies heavily dependent on the owner often face valuation discounts, extended earn-outs, or failed transactions due to perceived operational risk.

	Revenue Quality and Predictability
	The stability and predictability of revenue streams is another key determinant of valuation multiples.
	Businesses with recurring or contractually secured revenue—such as subscriptions, long-term service agreements, or diversified customer bases—are consistently valued higher than firms reliant on one-time or highly concentrated revenue sources.
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	How Does Exit Readiness Affect Business Value?
	Research from Bain & Company, Deloitte, and KPMG transaction surveys shows that companies with strong recurring revenue characteristics and low customer concentration can command EBITDA multiple premiums of 20–50% compared with peers.
	Predictable revenue reduces uncertainty about future cash flows, which directly increases the value investors are willing to pay.
	Scalable Profitability (Margin Strength and Growth Potential)
	A third critical driver is profitability that demonstrates scalability and future growth potential.
	Buyers pay higher multiples for companies that combine strong margins with clear opportunities to grow revenue without proportional increases in cost.
	Private-equity research from Bain, McKinsey, and EY shows that roughly 70–80% of enterprise value growth in successful exits comes from operational improvements and earnings expansion, rather than financial engineering.
	Firms with higher EBITDA margins, strong return on invested capital, and demonstrated growth trajectories often receive significantly higher valuation multiples because they offer both immediate cash flow and future upside.
	Across thousands of private-company transactions, the factors most strongly associated with higher valuation multiples are management independence, predictable and diversified revenue, and scalable profitability. Companies that strengthen these areas through deliberate preparation and operational improvements tend to experience both higher earnings and lower perceived risk—two forces that statistically drive higher enterprise value at exit.

	Final Insight
	Almost all value acceleration initiatives affect two core valuation levers:

	1. Higher Cash Flow
	through growth, efficiency, and improved margins.

	2. Higher Valuation Multiples
	through reduced risk, improved transferability, and stronger market positioning.
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	How Does Exit Readiness Affect Business Value?
	The most effective planning often starts 3–5 years in advance, allowing time to maximize value through financial and operational improvements. Companies that begin preparing 12–24 months before sale typically experience better deal outcomes according to the EY private equity and investment professional surveys.
	Companies that systematically improve their score across these drivers often experience:
	A 20% to 50% increase in enterprise value over a 3–5 year exit preparation period
	BizEquity

	Appendix: Summary of Value Drivers and Accelerators
	Appendix: Summary of Value Drivers and Accelerators
	Across most valuation and exit planning frameworks, higher future business value is typically associated with improvements in:
	1. Revenue growth and predictability 2. Profitability and cash flow stability 3. Management independence 4. Operational maturity and documented systems 5. Customer diversification 6. Competitive advantages and intellectual property 7. Workforce strength 8. Strategic growth opportunities 9. Risk mitigation 10. Financial stability and capital structure 11. Deal readiness and documentation 12. Strategic buyer appeal
	Exit Planning Value Acceleration Matrix
	High Impact
	Low Ease
	Build independent management team
	Clean financial statements
	Diversify customer base
	Implement recurring revenue
	Develop proprietary technology/IP
	Document SOPs & processes
	Major operational system upgrades
	Improve financial reporting
	Strategic acquisitions or expansions
	Reduce customer concentration
	Product line diversification
	Strengethen pricing strategy
	bizequity.com
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	Appendix: Summary of Value Drivers and Accelerators
	Low Impact
	High Ease
	Rebranding or cosmetic marketing changes
	Website redesign
	Office relocation
	Minor CRM improvements
	Non-strategic product launches
	Administrative cost reductions
	Minor equipment upgrades
	Employee training improvements
	Non-core facility investments
	Basic KPI tracking

	Sample Exit Readiness Scorecard
	(50 Key Value Drivers Linked to Higher Business Value)
	1. Financial Quality (Cash Flow & Reporting)
	Clean, GAAP-compliant financial statements
	Multi-year historical financial records (3–5 years)
	Reliable monthly financial reporting
	Clear separation of personal and business expenses
	Forecasting and budgeting capability
	Strong EBITDA or SDE margins relative to industry
	Consistent revenue growth trend
	Stable working capital management
	Clean balance sheet (manageable debt levels)
	Third-party financial review or audit
	bizequity.com
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	2. Revenue Stability & Customer Strength
	Recurring or contract-based revenue streams
	Low customer concentration risk
	High customer retention rates
	Long-term customer contracts
	Diversified revenue channels
	Strong pricing power
	Clear customer acquisition strategy
	Documented sales pipeline
	Strong brand reputation
	Positive customer satisfaction metrics

	3. Management & Leadership Independence
	Experienced management team beyond owner
	Defined organizational structure
	Documented leadership responsibilities
	Management succession plan
	Limited owner involvement in daily operations
	Owner not central to key customer relationships
	Department-level management accountability
	Incentive programs for management team
	Leadership depth across key functions
	Documented decision-making authority

	4. Operational Systems & Process Maturity
	Documented standard operating procedures (SOPs)
	Scalable operational processes
	Modern ERP / CRM systems
	Integrated accounting and reporting systems
	Technology infrastructure capable of scaling
	Supply chain reliability and diversification
	Automated workflows and productivity tools
	Documented training programs
	Quality control processes
	Operational KPIs regularly tracked
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	Appendix: Summary of Value Drivers and Accelerators
	5. Market Position & Competitive Advantage
	Clear competitive differentiation
	Intellectual property protections (patents, trademarks)
	Proprietary processes or technology
	Strong industry reputation
	Established barriers to entry
	Strong online presence / digital visibility
	Geographic expansion opportunities
	Product or service diversification
	Demonstrated ability to scale operations
	Clear strategic growth roadmap



