BEFORE YOU SELL - FREE COMPANION TOOL

The Owner’s Exit Readiness Scorecard

A quick, honest snapshot of how ready you and your business are for a sale, across six areas.
There is no passing grade. The value is in seeing where you stand and where to focus next.
Revisitit once a year.

Score each statement 25 statements About 10 minutes
O=notyet - 1=partly - 2=yes, confidently Maximum of 50 points Circle a number, total it on page 2

Per

1

a A W N

sonal Financial Readiness

| know the after-tax amount | need from my business to be financially independent, with a 012
margin of safety.

| know roughly what percentage of my net worth is tied to the business. 012
| have meaningful wealth outside the business that does not depend on its performance. 012
My estate planning documents are current and reflect the present value of the business. 012
My spouse or partner and | have discussed our goals for life after a transition. 012

Retirement Plan Readiness

| contributed the maximum allowed for my age to a retirement plan last year. 012
My company's plan has been reviewed in the past two years with my goals as an owner in 012
mind.

| know whether a safe harbor, profit sharing, or cash balance design could add capacity for 012
me.

| understand what would happen to each of my company's plansin a sale. 012

Business Value Readiness

| have a current, independent estimate of what my business is worth. 012
The business could run for 90 days without me without a meaningful drop in 012
performance.

No single customer represents more than about 15 to 20 percent of revenue. 012
A meaningful share of revenue is recurring or contractual. 012
My financial statements are reviewed or audited, and my EBITDA adjustments are 012
documented.

| have a capable second layer of leadership with incentives tied to the company's future. 012

Legal and Structural Readiness

16
17
18

Corporate records, ownership documents, and key contracts are current and organized. 012
| have a current buy-sell agreement with a realistic valuation method and funding. 012
Intellectual property, real estate, and employment matters are clean and documented. 012

Deal and Tax Readiness

19
20

21
22

| understand the difference between enterprise value and net cash to me. 012

| know whether an asset sale or a stock sale is more likely for my business, and what that 012
means for my taxes.

| have had a dedicated pre-sale tax planning meeting with my CPA. 012

| have considered whether charitable or family planning should happen before a sale. 012

Life-After Readiness

23
24
25

| have a plan for the first 90 days after a liquidity event. 012
| have a sense of what | want my weeks to look like after | step back. 012

| know which advisors would be on my team, and they know about each other. 012



YOUR RESULT

Your total, out of 50

What your score suggests

40 to 50

You have covered much of the ground. Focus on keeping your plan current and coordinating your team.

4
25t0 39
You have a solid foundation and some meaningful gaps. Pick the two or three lowest-scoring areas and build a plan for the
next 12 months.

\

4
Below 25
You have room to make progress. Start with your personal target number and a retirement plan review, because both can
move forward this year.

N\

Where to look first

Circle the two sections with the lowest scores. Those are usually the most useful places to start over the next 12 months. Many
owners begin with two items: a personal target number (what you need from the sale, after tax) and a review of the company
retirement plan, because both can move forward this year.

Talk through your score, free 30 minutes.

Bring this sheet. We go through your lowest sections and you leave with the three things worth looking at next, in writing.
Book at oncehub.com/jamesustby - jamesustby.com/scorecard

From Before You Sell: The Business Owner's Guide to Exit Planning, Owner Retirement Plans, and Wealth After the Sale, by James R. Ustby, CFP®.
Educational only. Not tax, legal, or investment advice. Consult your own advisors. This scorecard is a self-assessment; it is not a valuation and does not
predict any sale price or outcome.

Securities and advisory services are offered through LPL Financial (LPL), a registered investment advisor and broker-dealer (member FINRA/SIPC). Insurance products are
offered through LPL or its licensed affiliates. Fidelity Bank and Fidelity Bank Wealth Management are not registered as a broker-dealer or investment advisor. Registered
representatives of LPL offer products and services using Fidelity Bank Wealth Management, and may also be employees of Fidelity Bank. These products and services are
being offered through LPL or its affiliates, which are separate entities from, and not affiliates of, Fidelity Bank or Fidelity Bank Wealth Management.

Not Insured by FDIC or Any Other Government Agency | Not Bank Guaranteed | Not Bank Deposits or Obligations | May Lose Value

The LPL Financial registered representative associated with this site may discuss and transact securities business only with residents of the states in which they are properly
registered or licensed. No offer may be made or accepted from any resident of any other state.

This material is for general information only and is not intended to provide specific advice or recommendations for any individual. Neither LPL Financial nor its

representatives provide legal or tax advice; please consult your attorney or tax advisor regarding your specific situation. No strategy assures success or protects against loss.
Examples are hypothetical and for illustration only.

Check the background of this financial professional on FINRA’'s BrokerCheck: brokercheck finra.org/individual/summary/6962400.

Certified Financial Planner Board of Standards Center for Financial Planning, Inc. owns and licenses the certification marks CFP® and CERTIFIED FINANCIAL PLANNER® in
the United States to Certified Financial Planner Board of Standards, Inc., which authorizes individuals who successfully complete the organization’s initial and ongoing
certification requirements to use the certification marks.



