EXIT READINESS ASSESSMENT
FOR THE ADVISOR — DELETE THIS PAGE BEFORE SHARING WITH YOUR CLIENT
Make this yours in about two minutes
“Exit Readiness Assessment” is yours to brand and share. It is an editable Word document by design — so your firm's name and logo go on it, not ours. Nothing here is locked.

01   Drop in your logo
Right-click the dashed “YOUR LOGO HERE” box on the cover and choose Change Picture → From a File. Word keeps the sizing and position for you. The same box appears again on the closing page.
02   Replace the bracketed fields
Anything in [SQUARE BRACKETS] is a placeholder — your firm name, your name, your contact details. Use Word's Find & Replace to catch them all at once.
03   Set your own fonts and colors, if you like
The document is set in Libre Baskerville and DM Sans, both free from Google Fonts. If your firm uses different typefaces and colors, select all and change them — the layout will hold.
04   Decide about the partner page
Near the end there is a clearly marked page about Prevail Transaction Partners. Keep it if you want your client to know who handles the transaction; delete it if you would rather keep the introduction for a conversation.
05   Send it as a PDF
File → Save As → PDF. Your client gets a clean, finished document with your brand on it.

	ONE THING WORTH KNOWING
This document is written to be useful on its own — no pitch, no pressure. That is deliberate. It earns the conversation instead of asking for it.
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[image: ]   A SELF-ASSESSMENT FOR BUSINESS OWNERS
Exit Readiness Assessment
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Thirty questions that show you where your business actually stands — and which gaps are worth closing before anyone else looks at it.

	PREPARED BY
[YOUR FIRM NAME]
Roughly twenty minutes  ·  Confidential  ·  Nothing to submit
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Before you begin
This assessment helps you evaluate how prepared your business is for a sale — whether that sale is imminent or a decade away. It is not a test. There is no passing score, and a low result does not mean you have a bad business.
What it gives you is clarity: the strengths worth leading with, and the gaps that quietly affect value, deal structure, and timing long before anyone makes an offer.

	THE ONLY RULE
Answer based on where the business actually is today — not where you intend it to be, and not where it would be if you had another quarter. An honest 2 is far more useful to you than an aspirational 4.



HOW TO SCORE
Rate each statement from 1 to 5. Add up each section, then carry the six subtotals to the tally sheet at the end.

	1
Not in place
	2
Significant gaps
	3
Partially in place
	4
Minor gaps
	5
Fully in place
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Personal Readiness
Even a well-run business struggles to sell when the owner is not personally ready. This is the section owners are most tempted to skim. It is the one that derails the most deals.
	STATEMENT
	1
	2
	3
	4
	5

	I am clear on why I want to sell my business.
	
	
	
	
	

	I have a clear vision for what life looks like after the sale.
	
	
	
	
	

	I am emotionally prepared to let go of day-to-day control.
	
	
	
	
	

	I have discussed a potential sale with my family or key stakeholders.
	
	
	
	
	

	I understand what a successful outcome means to me beyond price.
	
	
	
	
	

	SECTION 1 SUBTOTAL
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Financial Readiness
Buyers price uncertainty. The quality, clarity, and credibility of your financials determine how much uncertainty they have to price in.
	STATEMENT
	1
	2
	3
	4
	5

	My financial statements are accurate, current, and consistently prepared.
	
	
	
	
	

	Revenue and cash flow are stable or trending positively.
	
	
	
	
	

	I can clearly explain any unusual or non-recurring expenses.
	
	
	
	
	

	The business has predictable margins relative to industry norms.
	
	
	
	
	

	I understand how buyers are likely to value my business.
	
	
	
	
	

	SECTION 2 SUBTOTAL
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Operations & Owner Dependence
Buyers pay a premium for a business that runs without its owner — because that is the business they are actually able to buy.
	STATEMENT
	1
	2
	3
	4
	5

	The business can operate effectively without my daily involvement.
	
	
	
	
	

	Key processes and systems are documented and repeatable.
	
	
	
	
	

	Responsibilities are clearly delegated to employees or managers.
	
	
	
	
	

	I am not the sole driver of sales or customer relationships.
	
	
	
	
	

	The business could transition smoothly to new ownership.
	
	
	
	
	

	SECTION 3 SUBTOTAL
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Team & Leadership
A capable team that stays is one of the few things that reduces buyer risk and raises the price at the same time.
	STATEMENT
	1
	2
	3
	4
	5

	I have a reliable management team or key employees in place.
	
	
	
	
	

	Key employees are likely to remain with the business post-sale.
	
	
	
	
	

	Roles and responsibilities are clearly defined.
	
	
	
	
	

	The team is capable of executing growth plans.
	
	
	
	
	

	Incentives or retention plans are in place for critical staff.
	
	
	
	
	

	SECTION 4 SUBTOTAL
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Customers, Market & Growth
Not all revenue is worth the same. This section is about the durability of yours, and the runway a buyer can see ahead of it.
	STATEMENT
	1
	2
	3
	4
	5

	Revenue is diversified across customers.
	
	
	
	
	

	Customer relationships are durable and repeatable.
	
	
	
	
	

	The business has a clear competitive advantage.
	
	
	
	
	

	There is clear opportunity for growth under new ownership.
	
	
	
	
	

	The business is well positioned within its industry.
	
	
	
	
	

	SECTION 5 SUBTOTAL
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Risk & Deal Readiness
Diligence surfaces everything eventually. The only question is whether it surfaces on your terms or the buyer's.
	STATEMENT
	1
	2
	3
	4
	5

	Legal, regulatory, and licensing matters are in good standing.
	
	
	
	
	

	There are no unresolved disputes or hidden liabilities.
	
	
	
	
	

	Assets, leases, and contracts are transferable.
	
	
	
	
	

	I understand how deal structure could impact proceeds.
	
	
	
	
	

	I feel confident entering a sale process.
	
	
	
	
	

	SECTION 6 SUBTOTAL
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Your score
Add your six section subtotals together. The total tells you less about the business than about how much runway you need.
	Section 1 — Personal Readiness
	/ 25

	Section 2 — Financial Readiness
	/ 25

	Section 3 — Operations & Owner Dependence
	/ 25

	Section 4 — Team & Leadership
	/ 25

	Section 5 — Customers, Market & Growth
	/ 25

	Section 6 — Risk & Deal Readiness
	/ 25

	TOTAL SCORE
	/ 150



What your score means

	120 – 150
STRONG READINESS
The fundamentals are largely in place: financial clarity, operational transferability, and personal readiness. That does not mean there is nothing to improve — it means the business could credibly engage buyers and withstand diligence without excessive friction. Owners in this range are usually deciding when and how to sell, not whether to prepare first.



	90 – 119
MODERATE READINESS — PREPARATION RECOMMENDED
This is the most common range by a wide margin. It indicates a solid foundation with identifiable gaps that would affect value, deal structure, or buyer confidence if left alone. Targeted preparation here often changes the outcome materially. The highest-return move is usually to pick the two lowest-scoring sections and work only on those.



	Below 90
EARLY-STAGE READINESS — PREPARATION STRONGLY RECOMMENDED
Selling today would likely introduce avoidable risk, pressure, and value erosion. This is not a judgment on the business. It reflects gaps in areas like financial clarity, owner independence, or risk mitigation — all of which are fixable, and most of which respond to twelve to twenty-four months of deliberate work.



	ONE MORE READ WORTH DOING
Look past the total at your lowest single section. In practice that section — not the average — is what a buyer will price against, because it is where their risk actually lives.
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What to do with this
A score is only useful if it changes what happens next.
Whatever your total, three next steps apply:
1. Identify your two lowest-scoring sections. Those are your priorities — not the ones that are easiest to fix.
1. Separate the fast fixes from the slow ones. Cleaning up financial reporting can take a quarter. Reducing owner dependence takes years.
1. Establish a baseline value, so you can see what closing those gaps is actually worth in dollars.

The owners who do best are rarely the ones with the best businesses. They are the ones who found out where they stood while they still had time to do something about it.
OPTIONAL PAGE — KEEP OR DELETE
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Who handles the transaction
This assessment is about preparation — knowing where you stand and closing the gaps that matter. Running an actual sale process is a different discipline, and the firm below is who handles that side of it.
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Prevail Transaction Partners
A Cleveland-based transaction advisory firm that represents owners of privately held businesses in the sale of their companies. Prevail's work begins where preparation ends: positioning the business properly, running a confidential and competitive process, and managing the deal through to close.
—   Two nationally branded hardware stores — 60 interested parties, closed at $7.5MM including real estate.
—   A specialty rubber roller manufacturer — 20 interested parties, closed at $3.75MM, $750K above the owner's expectation.
prevailprtnrs.com   ·   (216) 789-9639



Outcomes described above reflect specific past engagements and are not a prediction of results in any other transaction.
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Let's talk through your results
If your score raised questions — about which gaps matter most, how long they take to close, or what the business might be worth once they are — that is worth a conversation. There is no cost and no obligation attached to it.

WAYS TO MOVE FORWARD
1. Walk through your section scores and prioritize what to address first
1. Get a confidential estimate of value to establish a baseline
1. Build a realistic preparation timeline around your own goals
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[YOUR NAME]
[TITLE]  ·  [FIRM NAME]
[PHONE]   ·   [EMAIL]   ·   [WEBSITE]
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