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Velocity Scheduling System sold out please get on our waiting list.

Ready to increase sales?

www.MafiaOfferBootCamp.com

For a daily TOC tip, follow me on Twitter.

SERVICE COMPANIES! I'm looking for 5 service companies to test our Project
Velocity System starting sometime TBD in March. You know the 5 circles
demonstration I do in my Maximizing Profitability workshop? -- this is the version for
service companies!

You will get $1000 off the $4995 price and a longer free trial of the software. The
software is web based and allows you to coordinate geographically distant

resources. If you do project based work, but not super complex (like building
airplanes) then you may be a candidiate. Examples include: engineering firms, design
firms, marketing companies, software, web design/SEQ services, recruiting, internet
marketing, and a whole bunch more. If you want to be considered, please reply to this
email and tell me a little about your company and why I should choose YOU for this
test! To get an idea of how the manufacturing one works, see
www.VelocitySchedulingSystem.com and this one will be similiar but include software.

POOGI #62: We are continuing our series based on The Goal by Eliyahu M
Goldratt and the Theory of Constraints. {This series was co-written with Brad
Stillahn}

Brad: Next, we have a choice. Most business owners have a desire to
transfer the business to one or more "insiders", but the business may be
worth more and the business owner would make more money sooner if
the business was sold to a third party. 5o, it's helpful to choose one or
the other for exit planning. Choosing one initially doesn't mean that you



can't change your mind later:

4. Do you know how to sell your business to a third
party and potentially pay the least possible taxes?

5. Do you have any plans on how you will transfer you
business to family members, co-owners or employees
while paying the least possible taxes and enjoying
maximum financial security?

Dr. Lisa: And why do you say that transferring to insiders yields less
money or takes longer for the business owner when compared to a third
party sale?

Brad: Most businesses are not saleable. They are too small, not
profitable enough, or have some other issue(s). No business broker or
investment banker will waste their time representing a business that
buyers won't buy. If a business is valuable enough to be sold to a third
party, the process takes time to execute and there are plenty of pitfalls,
but business owners that can sell to a third parties usually do. The
threshold is somewhere between $5 and $10 million in business value,
depending on market conditions and the quality of the company. These
business owners cash out, and with proper planning, can still take care
of the insiders they want to.

But it is valid to transfer to insiders. The problem is that most family
members, co-owners, and employees don't have any money! What is
required in this case is an elegant exit plan, because it will be the
current and future cash flow of the business that is needed to fund the
business owner's exit from the business, in conjunction with the
ownership transfer. I find it interesting that rather that selling for
maximum value as in a third party sale, transferring for the lowest
defensible value is the best way for the business owner to maximize
after-tax cash in a transferring to insiders.

Dr. Lisa: Transferring to insiders sounds complicated.

Brad: It doesn't need to be. In either case, a sale to a third party or a
transfer to insiders, the business owner needs professional help. But we
aren't done with the questions that need answering. The next two are
related:

6. Do you have a continuity plan for you business if the
unexpected happens to you?

7. Does your family have financial contingency plans if
the unexpected happens to you?



Dr. Lisa: In TOC, we say the first rule of management is to "be
paranoid". $So this has to do with business continuity and personal
wealth and estate planning. Are most business owners prepared?

Brad: Some are but most aren't. And even if a business owner did a
buy-sell agreement, or estate planning, chances are that was years ago
and the documents are out-of-date. Exit Planning requires a team of
advisors, coordinated by an exit planning professional. Creating an exit
planning roadmap, implementing it over time, and keeping it up-to-date
is crucial for the business owner that wants to meet his or her
retirement objectives.

Want to have an Exit Plan? Go to
http://www.scienceofbusiness.com/exitplan.aspx and take the first step.

Here's to maximizing YOUR profits (and selling price of YOUR business)!
Dr Lisa

(c)Copyright 2010, Dr Lisa, Inc. All rights reserved.

Get on-line access to ALL Goldratt Theory of Constraints Videos for the entire month of
February for only $499. To take full advantage of this offer ACT NOW! You will have
access for the entire month of February 2010.

If you have ever wanted to learn Theory of Constraints or hear more from Goldratt,
now is the time. You get access for the entire month of February to the whole video
library brought to you with one of the best technologies available for internet
streaming and OnDemand learning.

Here's what you will have access to:

Topics:

Finance and Measurements
Operations / Production
Project Management
Distribution

Supply Chain

Marketing

Sales and Buy-In
Managing People
Strategy and Tactics
Thinking Processes
Change Management
Buy-In

Health Care

Personal development

Videos:



The Goal movie

Necessary & Sufficient Series
Goldratt Explains

ALL the TOCICO Conferences
Goldratt Satellite Program
Realization Project Flow
Goldratt Webcast Series

To take advantage of this special click here:
http://drlisamaxprofit.blogspot.com/2010/02/goal-video-and-other-theory-of. html
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Back issues can be found at:

http://www.scienceofbusiness.com/free-stuff/free-newsletter.aspx
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phone: 303-909-3343
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If this email was forwarded to you by a friend and you would like to get your own copy,
please click here: add me to the list!
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