
Ensuring personal wealth planning  
does not take a backseat. 

Top Five Action Items 
for Company Sellers with  
an Imminent Transaction



Cutting Through the Complexity
Individuals and families considering a business 
sale typically face a daunting intersection of 
planning issues prior to the actual completion of 
a transaction: deal structure decisions, legal and 
regulatory considerations, income tax minimization 
planning, wealth transfer and/or philanthropic 
strategies and capital sufficiency analysis.

Objective advice that touches upon all of these 
issues is paramount to attain and optimize a seller’s 
goals and objectives. Yet, once a letter of intent is in 
hand, we have observed that many business owners  
seek counsel that cuts through these complexities 
and offers prescriptive, salient action points that 
will guide them all the way to the closing, and 
for the time period immediately thereafter. These 
guideposts enable them to chart a course for their 
personal financial situation, while concurrently 
focusing upon the transaction at hand.

Based upon our expertise working with ultra-
affluent business owners for over 30 years, we have 
outlined below some key action items for sellers  
to ensure that personal wealth planning does not 
take a backseat to their transaction. 

Critical Wealth Planning Action Items  
for Sellers 
1.	 Hire a conflict-free financial quarterback to 

coordinate and execute integrated, personal 
wealth planning on your behalf.

As a business owner, your attention will likely be 
focused principally upon getting the deal done — 
and rightfully so.

You need a financial quarterback to concurrently 
focus upon the issues and interdependencies 
surrounding the transaction and its direct impact 
upon your personal wealth.

Seek an independent, experienced advisor that 
can advise you personally and partner well with 
all of your other personal advisors: your tax 
advisor, estate attorney, corporate legal counsel, 
company CFO, and all other involved parties.  
You need a personal “deal team” that is separate 
and distinct from your company “deal team.”

2.	 Identify a safe placeholder for your initial 
liquidity with an independent custodian that 
is financially sound, secure, and that has the 
requisite trading, operational, service and 
technology platform to serve individuals and 
families of material wealth.

This action item addresses some of the most 
common questions we have encountered  
from sellers: 

■ “Where will I send my sales proceeds?” 

■ “How will I park and deploy my initial capital 
in a safe, secure location?” 

■ “What are the appropriate, underlying 
investment vehicles to utilize for parking my 
new liquidity?”

Why an independent custodian? An independent 
custodian will not seek to sell you solutions during 
this critical transition period from company 
owner to wealth owner, as you effectively will 
separate the institution holding your assets from 
the underlying investment managers who will be 
managing those assets.  

3.	 Develop the business plan for the overall 
management of your liquid wealth.

Working with your financial quarterback, develop 
your new investment business plan, otherwise 
known as an Investment Policy Statement, for 
the immediate deployment of the transaction 
proceeds and for the long-term management of 
your family’s investment capital.

Consider undertaking a purpose-based approach 
that appropriately matches your goals with the 
investment strategies intended to fund them:

■ Short-term strategy (tax reserves, working 
capital, near-term planned outlays and 
lifestyle needs)

■ Intermediate-term strategy (begin deploying 
proceeds of sale into new investments)

■ Long-term (income needs, wealth transfer  
and philanthropy)

You don’t have to design and decide upon your 
entire long-term investment plan at this stage, 
yet the development of a preliminary plan in 
advance of closing will provide you with peace  
of mind, safety and clarity.



4.	 Assess and implement the necessary tax,  
legal and other planning structures that will  
be necessary immediately after the sale.

Liquid wealth following the sale of a company 
brings new complexity and risk and often 
necessitates a completely new legal, tax and 
financial operating structure for the management 
of your personal wealth.

Seek to understand your new financial and 
risk profile immediately after the sale. Key 
considerations are: asset protection, anonymity 
and a clear separation of business assets and 
operations from personal ones.

Working with your financial quarterback, ensure 
that you have considered, and, if appropriate, 
established the following:

■ An entity to hold your initial sales proceeds;

■ An entity to hold your personal real estate;

■ An optimal entity and tax structure to pay 
domestic employees and family office staff,  
if any;

■ An entity to hold any retained corporate assets 
and employees who might remain engaged 
after the sale;

■ Vendor arrangements to facilitate continued 
compensation and benefits for retained 
employees, domestic staff and others; and

■ An entity to hold any personal aircraft,  
autos, etc.

The list above is NOT exhaustive — in short, 
manage your personal wealth just like a business.

5.	 Conduct a 360-degree review of your entire 
financial situation in conjunction with all  
of your legal, tax and other advisors PRIOR  
to the closing.

Ideally, if you have executed the above steps far 
enough in advance, there may still be planning 
opportunities and strategies to pursue prior to  
the closing.

Working with your financial quarterback, seek 
to ensure all of your personal wealth planning 
strategies are buttoned up and executed.

■ Example: Depending upon your goals and 
current situation, you may still have time  
to gift/transfer ownership to your children  
at a discount to the ultimate selling price of 
your company.

■ Example: There still may be time to transfer 
ownership to charitable entities.

Further, begin developing a preliminary action 
item list to be addressed after the deal closing.

■ Example: If your firm had a buy-sell 
agreement in place prior to the sale, revisit the 
continued appropriateness of any underlying 
life/disability insurance policies originally put 
in place to fund such agreements.

■ Example: If you held life insurance directly 
or in trust for purposes of providing estate 
tax liquidity related to your ownership in the 
company, revisit the need for such insurance 
after the sale.
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This presentation is not sufficient to form any basis or financial planning decision. Please consult with your advisor in regards to your own personal situation. 

CTC | myCFO is a brand name delivering investment advisory services through CTC myCFO, LLC, an investment adviser registered with the U.S. Securities and Exchange 
Commission and a Commodity Pool Operator registered with the National Futures Association; trust, deposit and loan products and services through BMO Harris Bank 
N.A., a national bank with trust powers; and trust services through BMO Delaware Trust Company, a Delaware limited purpose trust company. BMO Delaware Trust 
Company offers trust services only, does not offer depository, financing or other banking products, and is not FDIC insured. Not all products and services are available in 
every state and/or location. Investment products offered: ARE NOT A DEPOSIT – NOT INSURED BY THE FDIC OR ANY FEDERAL GOVERNMENT AGENCY – NOT GUARANTEED  
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CTC | myCFO also offers Family Office Services, including tax consulting services, through CTC myCFO, LLC. Family Office Services are not fiduciary services and are not subject  
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and/or location.

United States Department of Treasury Regulation Circular 230 requires that we notify you that, with respect to any statements regarding tax matters made herein, including 
any attachments, (1) nothing herein was intended or written to be used, and cannot be used by you, to avoid tax penalties; and (2) this document is written to support the 
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If you review and execute the outlined steps 
effectively, you will be in command of your personal 
wealth and will make great strides to optimize the 
outcome of your company sale. 

By proactively addressing these issues, you can 
help to ensure a successful transition from business 
owner to wealth owner.
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