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Best performing financial advisors guide their clients to financial security through needs 
assessment and prudent planning. Your clients rely on your expertise to answer a myriad of 
important questions — from investment selection to insurance protection and retirement 
strategies. 

You also help family business owners navigate the risks of a host of life contingencies that may 
include death, disability, or divorce so that their businesses continue to flourish even through 
most challenging times. 

What is your current status? 

What level of transition planning, if any, have you already achieved? 

You’ve heard the expression, “The cobbler’s children have no shoes.” Perhaps, you too, tend to 
take care of everyone else’s needs before your own. Running and growing your practice involves 
a lot of energy, tasks, and information. If you set yourself up for accomplishing too many goals 
at the same time, you might fall short. This is where most practice owners tend to lose focus on 
medium- to long-term planning. 

We can help you develop a well-documented, robust succession plan, so you stay focused on what 
matters most: sustaining and growing your practice. 

This plan will show you where you are today relative to where you need 
to be — and how far you have to go.

Succession planning can be a challenge for many. A recent study from PWC US Family Business 
Survey 2017, revealed that 43% of family businesses don’t have a transition plan in place. The 
same study shows that only about half of firms that plan to change hands in the next five years 
will keep the business in the family. 

Yet, even the most well-researched and elaborate plans fall prey to execution procrastination  
and lack of discipline. You need a trusted advisor on your team to support and guide you through 
the process.
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What is the Practice 
Protection Planning™ 
(PPP™) Program?
Synergy’s Practice Protection Planning™ program integrates business financial planning with 
personal financial planning, providing you with a coordinated and comprehensive strategy for 
financial security.

The Practice Protection Planning™ Process Matters
We have created an easy-to-follow program that will help you prepare your practice for a 
successful transition regardless of the circumstances. Based on our assessment of your business, 
your industry, and your life goals, we will develop a step-by-step succession strategy that 
addresses the following essential concerns:

Securing the post-transition lifestyle. Don’t get caught by surprise to learn your company is 
not worth as much as you thought. What is your business worth, and is it enough to secure your 
lifestyle post-transition? Our process helps you bridge the gap to the optimal outcome in the 
eventual transition. 

Safeguarding entrepreneurial wealth.  Make sure that your business assets, representing your 
income and a substantial portion of your estate, will remain secure through any life storm. 

Protecting against the terrible D’s: Death, Disability, and Divorce.  Protect your business from 
being torpedoed by the courts, the tax man, the heirs or an ex-spouse if you are faced with life’s 
contingencies. 
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Synergy’s Practice Protection Planning™ program steps you 
through a comprehensive process that will take an expert like 
you from turbulence to financial prominence:

P R ACT I C E  AS S ES S M E N T 
Includes a thorough and objective business valuation that provides you with a 360-degree 
view of your business, benchmarks your performance against the industry and identifies 
opportunities for value growth. 

P R ACT I C E  R E A D I N ES S
Includes a thorough assessment of your strengths and weaknesses, lays out a plan to address 
those weaknesses and maximize value, and gives you the tools you need to bridge the value gaps.

P R ACT I C E  T R A N S I T I O N
Includes choosing an exit strategy that maximizes sale proceeds while matching your goals, 
working alongside your existing advisors (attorneys, CPAs) to ensure a smooth transaction, and 
optimizing your estate and investment planning toolkit to safeguard your wealth.

Think of this as if you are on one side of a bridge, working to get to the other side. The side 
you’re on is your current business and personal net worth, and the side you want to attain is 
your well-funded retirement. The middle of the bridge is the gap between what you have now 
and what you need to have. 

The successful sale of your business is essential to crossing this bridge. 

With the right combination of business financial planning and personal financial planning, 
you can bridge this gap while maintaining productive relationships with those who engage with 
your business (clients, partners, employees, potential acquirers, professional service providers, 
family members.) Our job is to prepare you for the best possible outcome and guide you 
smoothly through the transition process. 

The PPP program is offered exclusively for Dressander|BHC’s Registered Investment Advisors 
and Insurance professionals. 
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T H I S  P RO G R A M  I N C LU D ES :

A coaching guide that outlines the process and expected 
outcomes

A business valuation professionally crafted by certified 
valuation experts

Performance dashboards, diagnostic tools, and action 
plans for enterprise value-building

Side-by-side professional instruction and guidance to 
support your progress 

Practice Protection Planning Process   4701 Fifth Avenue Suite 3520,  Seattle, WA  98104 | 206.386.5455 | synergyprotectionplan.com

http://synergyprotectionplan.com


Why use the Practice 
Protection Planning™ 

Program?
“The only thing constant is change.” ~Heraclitus

You know the day will finally arrive when you will cease to be the owner of your practice — 
either voluntarily or involuntarily. We know you want to leave on your own terms with ample 
means to live a fulfilled life post-ownership. But should the issue be forced prematurely, would 
you and your loved ones be protected to the maximum effect possible? 

The transition planning process requires you, or you and your partners, to identify your 
long-term financial goals so that an eventual sale of your business can meet those goals. But 
succession planning is not just about getting your business ready for sale. It is about instituting 
continuity mechanisms such as shareholders agreements, family councils, and incapacity 
arrangements to prepare your practice for the unexpected. 

There is never a better time than now to prepare your practice for continuity in the event of the 
unexpected, or to set your own course for transitioning out of your business so you can enjoy 
the harvest of your labors. 
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The PPP™ Program Prepares You For the Best Outcome
Successful transitions start with the end in sight. Defining your goals first allows us to figure 
out the ‘missing middle,’ which then can be built out into a set of tactical objectives moving you 
toward financial freedom. We then match your objectives with a tailored transition plan to get 
the job done and help you to achieve your goals — stress and worry free. 

The PPP™ Program Puts Your Long-term Planning On Autopilot 
From our own experience, we know that financial professionals are an ambitious bunch. Practice 
owners are too often clogged up with the every day details that long-term planning is neglected. 
With the PPP™ program, you will be consistently engaged with a carefully constructed plan that 
provides accountability through a clear, reasoned, and systematic structure for achieving your 
financial goals.

The PPP™ Program Focuses on Providing You with the Maximum 
Return on Your ‘Sweat’ Investment 
Aside from securing the continuity of your practice or the succession of ownership, another 
benefit of the PPP™ program is making your business more attractive to potential buyers. 
Adding market appeal could include improving your company’s branding, making strategic 
investments in innovation and human capital, controlling risks, or improving the budgeting 
process. An attractive practice means a shorter time to close, and getting the most value for your 
entrepreneurial efforts. 

How We Can Help
If a business has so much owner risk it cannot survive the transition to new ownership, than all 
other aspects of a business’ value are pointless. 

Achieve your transition goals in the following three easy steps.
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Practice AssessmentP1
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Practice Assessment helps to answer the 
question “What is my practice worth?” 
Because of the time commitment, the complexities, and high costs 
associated with a professionally conducted business appraisal, 
most owners use so-called ‘rules of thumb’ or other subjective 
measurements instead of valuation metrics recognized by the 
market, the IRS, the courts, and the professional appraisal standards. 

Moreover, applying those metrics to incorrect company measures can 
over- or undervalue a business by as much as 100%. Not surprisingly, 
privately held business owners often don’t have realistic expectations 
of the true worth of their businesses.

Having a professionally trained valuation expert is essential at 
arriving at a reliable value range for your financial practice. 

Experienced with valuing privately held businesses, our valuation 
experts have access to relevant transaction data and possess the 
technical expertise to perform a rigorous financial analysis as well as 
determine key value drivers. 

Without the services of a trained professional, it’s next to impossible 
to gauge the true market value of your business. 

Things are even more complicated because there is no one single 
value for your business. Valuations are driven by choice of techniques 
and assumptions and differ in their purpose, value definition, and 
legal construct. By using the services of a valuation expert who will 
conduct a formal business valuation, you’ll know exactly what you 
need to know and then use that information to your advantage.

Pursue strategic and 
growth initiatives

Get adequate insurance 
coverage 

Institute risk 
management programs 

Prepare for retirement or 
succession

Obtain a business loan or 
equity financing

Negotiate from a 
position of strength 

Sell a business at an 
optimal price

P R ACT I C E 
OW N E R S  A R M E D 
W I T H  VA LUAT I O N 
K N OW L E D G E 
A R E  B E T T E R 
PO S I T I O N E D  TO
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Practice ReadinessP2
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Practice Readiness is all about developing and executing a 
strategic plan to bridge value gaps found in Phase 1: Practice 
Assessment. 
We then translate the strategic plan into a business plan by turning it into a program of action 
and implementation.

It’s important to follow your strategic plan not only for the purposes of value growth but also to 
test the cohesion and effectiveness of your overall transition plan. 

In this phase, the gap is identified between your present state and the funds you will need to 
achieve in order to enjoy the future you desire. This essentially represents the needed return on 
your investment (current cash flow) and the return of the investment’s principal (the sale of your 
practice.) 

Once the gap is measured, we will create a strategic plan to grow your personal and business 
assets in tandem to help you achieve your financial goals as rapidly as your timeline allows.

The plan, the operations blueprint, and all the necessary compass readings will provide your key 
staff the tools to preserve the health and well-being of your company in the event of your sudden 
departure. 

A good strategic plan is like an itinerary — while it provides the valuable milestones in your 
journey to the final destination, it is important that you put it to work by creating a series of 
tactical and actionable steps to reach those milestones. 

As you implement the plan, we will review your progress periodically and modify the plan as 
needed, so that you stay on course.
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Practice TransitionP3
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By the time you arrive at the Practice Transition step, you’ve done your due diligence. You’ve 
worked with us on your business valuation, and your practice is ready for the transition. 

You’ve also arranged to protect yourself, your family, and your business with insurance coverage 
and allocated your liquid assets in a mix of low, medium, and high-risk investments positioned to 
bring you the highest expected rate of return with the least likelihood of loss according to your 
level of risk tolerance. 

Your personal will, health directives, purposeful trusts, estate planning and tax strategies have all 
been thoroughly considered and deployed. You know exactly the number you need to release the 
weights and ‘sale’ off into the sunset.

Now consider one (or more) of the following six scenarios as your potential exit strategy. Just 
remember, if you fail to choose one, one will choose you!

S C E N A R I O  1 

Sell to a Third Party
This may be the most likely course for you. You’ve optimized your practice across a range of 
areas including finance and accounting, human resources, sales, and marketing. Of course, you’ll 
have to prepare for the sale well in advance, ensure that your legal requirements are current and 
complete. By working closely with Synergy, you can make sure your pricing is appropriate and 
that you are aware of various deal structures so you can be flexible during negotiations.

A third party sale is a good choice for owners who want to leave the 
business right away, realizing a sale process could still take as much  
as several years. 

Your best bet is to find a buyer in your industry, who is seeking to absorb your book of business and 
other synergies. 

If the market is flooded with businesses for sale in your niche, your company has to stand out 
from the others to gain buyer attention. In certain market conditions, it may be difficult, and 
perhaps impossible, to find a third party buyer. If this is the case and you are motivated to sell, 
there are other options. 
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S C E N A R I O  2

Sell to an Insider
Another popular exit choice is transitioning your business to a key employee or a minority 
partner. Consider this option if you have a strong and trusted manager or group of managers 
who want to stay with the company and take over as the new owner(s). 

This scenario offers several benefits. First, your team members are familiar with the business and 
are already sold on the company’s merits. Second, they are familiar with and are not threatened 
by the company’s weaknesses—a source of negotiation leverage for an independent acquirer. And 
lastly, business continuity is an important consideration when contemplating a sale. The sale of 
your company will cause a tangible ripple in your marketplace. There might be a lesser impact on 
your company’s reputation, finances, and operations if you sold to an insider.

S C E N A R I O  3 

Plan for an Unexpected Events
It’s always smart to be as prepared as you can for the unexpected. The existence of life’s 
contingencies is inevitable, but the timing of their arrival is often discomforting.

“I always knew that one day I would take this road, but yesterday I did 
not know today would be the day.” –Nagarjuna

A sudden death, disability, or divorce of a business partner can disrupt on-going business 
operations and complicate the lives of the remaining partners in addition to the lives of the 
affected individual’s family members.

This is why we recommend creating one of the several different types of buy–sell agreements to 
protect you and your company. A buy–sell agreement is a legally binding document that places 
restrictions on how owners can transfer ownership of the company. A buy–sell also stipulates 
that the shares of one partner will be absorbed by the other partners (or to the company) if a 
“triggering” event occurs. Triggering events include a partner’s retirement, termination, death, 
disability or divorce, the death of a partner’s spouse, disputes among partners, and other 
involuntary events.

The advantages of having a buy–sell agreement include:

 Ensuring continuity of the business 

 Guaranteed purchase of the affected partner’s shares

 Protection from the involvement of a new and unwanted partner

 Assisting with the valuation of the business when calculating estate taxes

A buy–sell agreement is also the instrument of choice when protecting a business from the 
disruption caused by an owner’s sudden disability.

INSIDER

RIP
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Having a plan in place in case the unthinkable happens is good management. There are several 
types of insurance that can keep the company rolling, such as disability insurance for you, 
and a business overhead expense policy or business continuation insurance for the company. 
Without various types of insurance coverage, your business, your family, and you are exposed to 
devastating risk.

Here are the four common types of buy–sell agreements which predetermine the business 
arrangement if a particular triggering event occurs:

R E D E M P T I O N  AG R E E M E N TS
In a redemption buy–sell agreement, the interests of the seller may be redeemed by the company 
because the company may have purchased insurance on each owner. 

C RO S S - P U RC H AS E  AG R E E M E N TS
In a cross-purchase buy–sell agreement, the interests of the seller may be redeemed by the 
owners because the owners may have purchased insurance on each other. 

 H Y B R I D  AG R E E M E N TS
A hybrid buy–sell agreement is a combination of the two preceding agreements. In this type, 
the interests of the seller are first offered to the company; if the company declines to buy the 
interests, then the other owners may purchase the interests. If they refuse, then the interests 
may be offered to a third party.

T H I R D - PA RT Y  AG R E E M E N TS
A third-party agreement offers the affected owner’s interests to a person or a group outside the 
partnership, perhaps to key employees. The owners are offered the option to match the outsider’s 
offer, purchase the interests based on the company’s valuation, or allow the sale to the third 
party, thus welcoming a new partner.

A

B

C

D
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S C E N A R I O  4 

Liquidate Your Business
Turning all your business tangible assets into cash is seldom the best choice. This is especially 
true for a financial planning practice, the value of which is embedded in its customer lists and 
client relationships (goodwill) and not physical assets. 

S C E N A R I O  5 

Plan for a Merger
A merger with another practice might also provide the exit you seek. Mergers are often regarded 
as a way to expand the value of a company by joining with another company that has a corollary 
value, so the two companies together have more value than if operating separately. 

As typically expected in a merger, the owners will often continue for a number of years to direct 
the new company and further its growth and profitability. Should a larger practice acquire your 
business through a merger, you may benefit from both the financial upside and having a new 
partner as a potential source of liquidity down the road.

S C E N A R I O  6

Sell to Family Members
Many business owners believe they will pass their business to their children or other family 
members. Statistics show that this is a successful strategy, although passing the business on 
again to the third generation is much less successful.

Keep in mind that your family members must not only be prepared for this role change but must 
also maintain ongoing and open communication to prevent misunderstandings, hurt feelings, 
and rivalries. Any financial issues pertaining to new owners’ compensation and new partnership 
agreements, if any, should be discussed and resolved before your departure. 

There will be a variety of potential tax implications depending on how the family sale is structured. 

1st-generation firms

Sole Owner

Cousins

Siblings

Spouse or inlaw

2nd/3rd-generation firms 1st-generation firms 2nd/3rd-generation firms

0% 0%

32%

4% 0%0% 17%

28%54% 37%
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Plan for your future with Synergy’s Practice Protection  
Planning™ program
There is a variety of ways to exit your financial practice and the day of transition is coming 
either on schedule or not. The PPP™ Program details your goals and aids you with the vision and 
knowledge you need to make the day-to-day and year-to-year decisions that bring you closer to 
the results you want to achieve.

We look forward to discussing with you which exit choice is best for your unique circumstances. 
We strongly believe that a robust goal-driven plan designed for measured progress and 
accountability will give you the best chance of arriving at your destination on time.

The Value of Synergy’s 
PPP™ Program
Synergy’s Practice Protection Planning (PPP)™ program provides critical insights for the 
development of your personal transition plan and will answer the following questions:

How can I best grow my business?

What is my business worth?

How do I sell my business?

How do I plan for all of life’s contingencies?
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The Practice Protection Planning (PPP)™ program guides you toward achieving your financial 
dreams. An essential part of this odyssey is determining the value of your business. The reason is 
simple, though the process is intricate: 

Your net worth is the sum of your business wealth and your personal wealth, plus the advantages 
you gain by integrating these two realms, so they work together and benefit each other through 
the mire of taxes, regulations, and estate planning concerns. 

When business and personal domains work in tandem, a synergy is achieved that expedites the 
attainment of your financial goals.

Business transition planning is an essential activity for every financial planner and is regarded as 
“best practice.” By establishing a comprehensive transition plan, you will benefit by not only from 
having your house in order but also from having more control over the financial and personal 
outcomes you value most.

“Adventure is just bad planning.” –Roald Amundsen

Your continuity and succession plan will

    help you stay on target with your financial goals

    keep your business trim and shipshape

    help maintain flexibility under changing circumstances 

    keep your company safe in the event of a personal disaster

    provide peace of mind to your family members 

    provide assurance about how and when you can safely  
transition into the future of your choosing
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9 Points to Consider in Practice Transition:

   Whether your transition plan creates a win-win situation for all the 
stakeholders

   Whether your current growth strategy is appropriate for your goals

   Whether your current business value supports your long-term vision 

   Whether all planning centers (estate, tax, insurance, business, and investment) 
are in sync and optimized to bridge the gap between the “now” and “then”

   An appropriate mix of mid-term planning solutions depending on your stage 
of practice development

   Which exit strategy is most appropriate for your unique lifestyle goals and 
circumstances

   The amount of key person risk and how it affects the transition to new 
ownership

   How technology, innovation, and digital disruption may affect the long-term 
vitality of your practice

   When to reevaluate your plan and make the necessary adjustments to stay  
on course

What’s the Next Step?
Call 206.386.5455 or email joe@sfmadvisors.com today!
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