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Client Introduction Email Template
Professional email template for introducing the concept of exit planning to business owner clients
Subject Line Options
Choose a subject line that resonates with your relationship and the client's situation:
	Option 1: Have you thought about your exit plan?

	Option 2: Planning ahead: Maximizing your business value

	Option 3: A conversation worth having about your business

	Option 4: When is the right time to think about exit planning?


Email Template
[Client Name],
I hope this message finds you well. I wanted to reach out to you about something I believe could be valuable as you continue to grow and strengthen your business.
Many business owners I work with are so focused on day-to-day operations that they don't often step back to think about long-term goals—particularly around how and when they might eventually transition out of the business. Whether that's five years away or fifteen, having a plan in place now can make a significant difference in outcomes.
Exit planning isn't just about selling. It's about building a business that operates independently, maximizes value, and gives you flexibility and control when the time comes to make a decision. The work you do now—strengthening financials, reducing owner dependency, and documenting processes—directly impacts what you can achieve later.
I've partnered with 
[Your Firm Name / Prevail Transaction Partners], a firm that specializes in helping business owners think through these transitions thoughtfully and strategically. They focus on preparation, value creation, and making sure owners have clarity around their options—whether that means selling, passing the business to family, or something else entirely.
If this is something you'd like to explore—even informally—I'd be happy to facilitate an introduction or share some resources that might be helpful. There's no pressure or commitment, just an opportunity to think through what makes sense for you and your business.
Let me know if you'd like to discuss further. I'm here to help however I can.
Best regards,
[Your Name]
Alternative Approaches
Depending on your relationship and the client's situation, you may want to adjust the tone:
More Direct Approach
For clients who are already thinking about transition:
	"I know you've mentioned thinking about your long-term plans for the business. I wanted to introduce you to a firm that specializes in exit planning and business transitions. They help owners prepare strategically, improve value, and navigate the process with clarity. Would it be helpful to schedule a brief, no-obligation conversation?"


Softer, Educational Approach
For clients who may not be actively thinking about exit planning:
	"I recently came across some interesting insights about how business owners can strengthen their companies and create more flexibility for the future. Even if selling isn't on your radar right now, the principles—like reducing owner dependency and documenting operations—tend to improve day-to-day performance. I thought you might find it useful and wanted to share some resources if you're interested."


Follow-Up Suggestions
If No Response After 1 Week:
"Hi [Client Name], I wanted to follow up on my previous email about exit planning. I know it may not be top of mind right now, but I'm happy to share more information or answer any questions if it's something you'd like to explore down the road. No rush—just wanted to make sure it didn't get lost in the shuffle."
If Client Expresses Interest:
"That's great to hear. I'd be happy to connect you with [Contact Name] at [Firm Name]. They typically start with a confidential conversation to understand your goals and timeline—no pressure, just clarity. Would you like me to make an introduction, or would you prefer I send over some materials first so you can review on your own time?"
If Client Seems Hesitant:
"I completely understand. Exit planning can feel premature when the business is doing well, but the best time to think about these things is often when you don't have to. It's not about making decisions now—it's about having options later. I'm happy to share a brief workbook or guide that might be helpful if you'd like to explore the topic at your own pace. Let me know what would be most useful."
Suggested Attachments or Links
• The Business Sale Workbook
• Exit Planning Presentation
• Business Value Drivers Overview
• Link to your resource page or contact information
Tips for Success
	✓ Personalize the message – Reference specific conversations or details about their business
✓ Keep it conversational – Avoid overly formal or sales-heavy language
✓ Remove pressure – Make it clear there's no obligation or urgency
✓ Focus on value, not selling – Emphasize preparation and clarity over transaction
✓ Offer options – Let them choose how they want to engage (call, materials, introduction)
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