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MAIN IDEA

For most businesses, and especially online
enterprises, fully 50 percent or more of all the
money you'll ever make will come on the day you
sell your business. With that in mind, you should
become an EXITpreneur — someone who knows
where the real payoff comes, and works to
maximize that with a successful well-executed exit.

An EXITpreneur is an entrepreneur with knowledge
and a plan to capture the financial worth of their
labor in building a business. A good EXITpreneur
understands no one really wants to own a business
forever, and therefore proactively plans and works
towards making a successful and profitable
transition from one owner to the next.

The EXITpreneur understands wealth is realized
when the business is sold, and they chart a clear
and defined path to making that happen.

"If your business doesn’t die out first, eventually
someone else is going to take it over. You'll pass it
on to your kids, competitors will swoop in, or you'll
get so burned out that you’ll have to make
something happen, but it won'’t be ideal. If you
haven'’t planned for an exit that hands off a great
business to a great buyer for a great price, an
inevitable end is going to find you anyway, and itll
catch you off guard when it does. I'll show you how
to set your intentions and do the work required of an
EXITpreneur, so that you can create the incredible
outcomes that EXITpreneurs have. Create a
business that someone will be happy to take over,
and get paid handsomely for your efforts."
— Joe Valley

1. The EXITpreneur's Game Plan . . . . . . . . . . . . . ... . .. ... Page 2

If you're building a business to sell it rather than to keep it long-term, you're going to run it
differently. You have to keep your eyes on the end result all the time, and manage it so as
to maximize value, not immediate cash flows. Keep your eyes on the prize.

2. The Valuation Scoreboard . . . . . . . . . . .. ... .. Pages 3-4

How do you value a small business? The valuation of your business will always come
down to four basic pillars and one basic equation:

The 4 Pillars of Value Seller's Discretionary Income (SDE)
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3. Preparing for a Successful Exit . . . . . . . . . . ... Pages 5 - 6

Successful exits may look markedly different for different industries, but really they're not.
The same three steps are always going to come up:

Prepping for an Exit

METRICS 4ADD-BACKS 4 MULTIPLES

4. Achieving the BigWin . . . . . . . . . . .. Pages 7 -8

Valuing your business correctly is just the first step in succeeding as an EXITpreneur.
You then have to team up with the right people to make the sale happen. Get a great
advisor who will help you structure, negotiate, and close the best deal. Plan your sale
process well and get into action so you can make an incredible exit.




