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AUXO ACADEMY — EXIT STRATEGY BUILDER
Purpose:
This worksheet helps you clarify your sell timeline, motivations, ideal exit outcome, and the steps needed to prepare your business for a successful transition — even if you’re not selling soon.

SECTION 1 — YOUR SELL TIMELINE
• Ideal target year to sell:
• Lowest acceptable year to sell:
• What major life, business, or financial events influence this timeline?
• If you had to accelerate the sale by 12–24 months, what would need to change?

SECTION 2 — YOUR EXIT MOTIVATION
• Why might you sell? (check all that apply)
– Retirement
– Burnout / desire for lifestyle change
– Opportunity to pursue something new
– Health reasons
– High market demand
– Strategic timing (industry cycle, multiples, etc.)
– Other:
• Rank your motivations from strongest to weakest.
• What does a successful exit mean to you personally?

SECTION 3 — PERSONAL GOALS AFTER THE SALE
• What do you want your life to look like after the exit?
• What do you want more of? (time, freedom, energy, health, creativity, family, travel)
• What do you want less of? (stress, admin, long hours, people management)
• How do you want to spend your days post-sale?
• What opportunities would selling create for you?

SECTION 4 — BUSINESS GOALS BEHIND THE EXIT
• What outcome do you want for your business after you exit?
– Legacy preserved
– Employees treated well
– Smooth handoff to a capable operator
– Continued growth under new leadership
– Fresh energy and innovation
• What do you want for your team after you exit?
• What kind of buyer would best continue the mission of your company?

SECTION 5 — FINANCIAL READINESS & EXPECTATIONS
• What amount do you realistically need to walk away with?
• What amount would you like to walk away with?
• What financial goals does this sale support?
• What lifestyle or freedom does this number unlock for you?
• If the business is not yet worth your goal number, what needs to change?

SECTION 6 — YOUR IDEAL BUYER PROFILE
• Who is the most likely buyer?
– Individual operator
– Strategic competitor
– Private equity
– Existing employee/manager
– Investor group
• Why would this buyer be interested in your business?
• What would make your business more attractive to this buyer?
• What concerns or risks might this buyer identify?

SECTION 7 — VALUATION TARGETS
• What do you believe your business is worth today?
• What is your target valuation at sale?
• What would you need to improve to reach that number?
• Which value drivers will have the biggest impact on your multiple?

SECTION 8 — THE 6 PILLAR READINESS SNAPSHOT
Rate each area from 1–5:
1. Owner Involvement:
2. Team:
3. Processes & Systems:
4. Financial Performance:
5. Customer/Revenue Stability:
6. Growth Opportunities:
• Which 2–3 pillars need the most improvement?
• Which strengths can be leveraged to increase valuation?

SECTION 9 — BUYER PSYCHOLOGY INSIGHTS
• What would make a buyer feel confident?
• What might make them nervous?
• What story does your business currently tell?
• What story do you WANT your business to tell by sale time?

SECTION 10 — RISK REMOVAL PLAN
• Identify your top 3 risks from a buyer perspective.
• What steps will you take in the next 90 days to reduce each risk?
• What would your business look like if these risks were fully resolved?

SECTION 11 — EXIT PREP PRIORITIES (6–12 MONTH ROADMAP)
List your highest-impact priorities:
• Financial
• Operational
• Team / leadership
• Processes / SOPs
• Growth strategy
• Documentation
• Transition planning

SECTION 12 — YOUR TRANSITION PLAN
• What role will you play after the sale?
– None
– 30–60 day transition
– 6–12 month support
– Contract/consulting
• What knowledge needs to be transferred to the new owner?
• Who in your organization could take over key responsibilities?

SECTION 13 — YOUR EXIT STATEMENT
Write a short summary that clarifies your exit intention:
“What I want, when I want it, and why.”
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If you need help building your exit plan, reach out anytime:
Jeremy Nevens
801.918.8105
https://www.linkedin.com/in/jeremynevens/
Nevens@auxo369.com
www.auxo369.com
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