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1. What is your exit date and why? 2. What are you doing to prepare for exit?

3.	 Which key suppliers or partners do you need 
to lock in and how? 

4.	 Which key customers do you need to lock in 
and how?

6.	 What intellectual property and assets are you 
selling?

5.	 What is the value of your business?

7.	 What are you doing to reassure a new buyer 
the business will continue without you?

8.	 Document critical parts of the business 

One page plan
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	field1: [Enter text – outline which year you think you will exit and why you want to leave the business (to sell, voluntary closure, forced to cease trading).]
	field2: [Enter text – outline the improvements or actions you are taking to make the business more attractive for a new buyer.]
	field3: [Enter text – list all your main suppliers and partners that you cannot do without. How will you guarantee they will stay with a new owner?]
	field4: [Enter text – list all the main customers that you cannot do without. How will you guarantee they will stay with a new owner?]
	field5: [Enter text – what do you think the business is worth and how did you calculate the value?]
	field6: [Enter text – an intellectual asset is a process or way of doing business (or ‘know how’) that makes the business run. Intellectual property are assets that you can legally protect (patents, designs, trademarks, domain names). Document them.]
	field7: [Enter text – outline all the steps you’re taking to reduce the risk for a new owner.]
	field8: [Enter text – you can increase the value and make it easier to sell if you outline the most important processes in detail. List which parts of the business you need to document.]


