
When a client's business comes up, start with exitarchitects.co
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E X I T  ARCH I T EC T S R E F E R R A L  P A R T N E R  B R I E F

F O R  F I N A N C I A L  A D V I S O R S

Your client's largest asset deserves a plan of its
own.
We work with owners on exits and transitions. Exit Architects gives your business-owner clients a

clear read on what the company is worth, what is holding value back, and the right path out, so

the liquidity event you plan around actually happens.

T H E  B L U E P R I N T  ·  3 0 - D A Y  S P R I N T

Valuation, value-gap analysis and a coordinated exit plan

Steps 01 to 05 run in 30 days. When a sale is the path, we help select and work with a sell-side advisor.

01

Financials
collection
We gather the
company's financial
statements and
returns.

02

Normalization
An add-back bridge
to adjusted EBITDA
sets a defensible
valuation.

03

Owner interview
Goals, timeline,
family, legacy and
the path the owner
and family want.

04

Debrief
Findings, value
gaps and value
acceleration
opportunities.

05

Grow-or-exit
recommendation
Keep building value,
or exit by sale,
ESOP, family
succession or
buyout, with timing.

06

90-day sprint if
needed
Optional follow-on
engagements to
close the gaps.

W H Y  R E F E R

H O W  W E  W O R K  W I T H  Y O U

With your client's permission we share findings with

you, invite you into the debrief, and route your areas

of work back to you.

You stay the lead. Your client relationship and

wealth planning stay with you. We report back to

you, not around you.

A real number to plan with. A defensible valuation

replaces guesswork in retirement, estate and

liquidity modeling.

Earlier visibility. You see the timeline and structure

before a buyer sets them, which is when your

planning matters most.

One coordinated team. We work alongside you, the

CPA and the attorney so every recommendation

points at the same outcome.

W H O  I T ' S  F O R

Owners with $1M to $50M+
in revenue
Closely held companies in home services and

trades, construction, MSPs, manufacturing, and

professional and healthcare practices.

G O O D  M O M E N T S  T O  R E F E R

Owner aged 55+ with no written plan

An unsolicited offer arrives

A partner dispute or buyout question

A health event changes the timeline

A question about liquidity or "what is it worth"


