
Succession Planning for Your 
Family Business



Hello! I’m 
Colin Bowman

- Background in home services franchising - 65 

franchisees, 350+ employees, began advising 

small businesses in Feb 2020

- Advised 38 businesses in 29 different industries
- Design Build x3, Restoration, Marketing x3, House 

Painting x3, Property Management, Accounting, IT, 

Website Design, Architecture, Construction, Virtual 

Assistant Agency, Speaking Agency, Product 

Design, Transportation and Logistics, Financial 

Advising, Real Estate, Business Automation/CRM 

Design, CBD, 3PL, Custom Woodwork, Physical 

Therapy, Garden Design, Personal Protective 

Equipment, Landscaping

- Currently have 8 Clients on Inc 5000 List 





Today’s 
Agenda

1. From Strategy to Execution - 
Family Business Succession 
Planning

2. Case Studies/Examples

3. Most Common Blindspots & 
How to Avoid Them

4. Q+A and Complementary 
Resources



Expectations
• Yes, you’ll get the recording

• Questions in chat throughout/Q+A at end

• You’ve made the cut - not here to outshine 

anyone 

• Avoid black hats - “won’t work for my business”

• Note: most of this content works for the 

succession planning of any business



What makes family 
businesses particularly 
nuanced/different?



Ownership Strategy 
Vs. 
Business Strategy
 



In my experience…

• How much revenue did you do last year?

• What was your profit last year? 

• What is the enterprise value of your business? How does this 

compare to the asset you want to build?



An Ownership Strategy + 
Business Strategy Should Include
● Ownership: Enterprise Value + Cap 

Table
● Business: Vision + Macro Goals + 

KPIs + Initiatives
● Business: Org Chart (Now + Future
 

https://docs.google.com/spreadsheets/d/10Fjeqxek18lFAoG4RmLKrj9gEgGBQjvnNAFiHDT6LyM/edit?gid=0#gid=0
https://docs.google.com/spreadsheets/d/10Fjeqxek18lFAoG4RmLKrj9gEgGBQjvnNAFiHDT6LyM/edit?gid=0#gid=0
https://docs.google.com/spreadsheets/d/1qtx61qG0wX45Fh6MoDCc5fBH7t329nmwZnX-t8CR1Mw/edit?gid=733600314#gid=733600314
https://docs.google.com/spreadsheets/d/1qtx61qG0wX45Fh6MoDCc5fBH7t329nmwZnX-t8CR1Mw/edit?gid=733600314#gid=733600314
https://docs.google.com/spreadsheets/d/148yGfcitIKNHLQFxRrzmNkz8aL03-4UTt1zhkPHl4q8/edit?gid=1138571425#gid=1138571425


Father / Son Transportation Firm - Scaled from 8M to 55M

● No formalized ownership or operating agreements
● Lack of trust/micromanaging from afar
● Used GWC and Org Chart to Clarify Progress
● Solution: Cap Table + Business Plan

○ COO Alliance Reference
○ Calculating + Showing company share value 

regularly

Cultivate Case Study

 

https://docs.google.com/spreadsheets/d/1KU5vZ_7Hx4etHwq75pJCTrcFHalMhGScnoBBfJu0FTk/edit?gid=0#gid=0


Quick Pulse Check 
 



Assess + Develop Great Governance

• This solves / proacts on so many problems!

• These are family businesses’ “Going Pro” 

• Public companies are required to have boards, private 

companies rarely do (but I’ve never seen an Inc 5000 

company without a team of advisors)



Governance Pillars
● Operating Agreement
● Org Chart + Scorecards + GWC 
● Build a World Class Advisory Team

○ Wealth Advisor (w/ 50%+ of Entrepreneur 
Clients)

○ Estate Planner / Legal
○ Business Advisor - QB on 

strategy/execution
○ M&A Advisor

 

https://docs.google.com/document/d/1H17wcsBS0mehsjX7A_gJ4cE2aLd2x3fK0EUDFWlAimI/edit


Husband and Wife Home Service Company - hovered 
around 3M for several years

● First advising sessions looked like Dr. Phil episodes
● No working agreement in place
● Goal shifted from becoming Co-CEOs to Board Chairs

○ Sold last year for 27M 

Cultivate Case Study

 



Quick Pulse Check 
 



Mind Blowing Stats
“Nearly 50% of all business exits are involuntary and 
forced by dramatic external factors, and 79% have no 
plan.”    ~ Exit Planning Institute

The 5 D’s:
Death  |  Disability  |  Divorce  |  Disagreement  |  Distress 



Common Blind Spots 

• Not having a regular meeting cadence for ownership + 

business strategy (Ownership = Quarterly, Business = 

Weekly/Monthly)

• Creating silos + no strategy on building advisory team

• Misaligned comp plans - “show me the incentive and I’ll show 

you the outcome”

https://docs.google.com/spreadsheets/d/1m3b_Z5UIQ4v8z1nLXtn8xsx54OaOb1qQ-7l8LWYtRd8/edit?gid=1140883299#gid=1140883299


Anything specific to your 
business you’d like to bring 
to the group for some 
problem solving? 
 



Next Steps

● Recording + Deck

● Complimentary Deep Dive Assessment + 
Roadmap to Increase Enterprise Value for 
SYTA Members (90-120 minutes, written 
roadmap)

 


