
5 Exit Strategies For Small 
Businesses 

 

Begin with the end in mind, says bestselling author and businessman, Stephen Covey. 
This visionary thinking aims to inspire action aligned with the vision we want to achieve 

for ourselves. And it's the same thing in business. 

 
Do you remember back in kindergarten when people often asked who you wanted to be 

when you grew up? It's a question about passion and transition in between the lines, a 
transition from one season to another. Maybe with the same passions or new ones. 



 
 

Now think about that in the context of your small business. What do you want your 
business to be someday? And most importantly, where would you be then? Asking 

these questions is important because an exit strategy also plays a big part in a 

business’s long-term success. 
● Would you be retired? Still at it and running it, but with a little less responsibility? 

Or would your small business be with loyal managers or family successors? 
● Or maybe just considering yourself, would you be venturing into another 

business and make a profit out of your first one?  

 
This is where exit strategies for small businesses come in. On the other hand, you might 

be going through a rough time and an exit strategy seems to be the wisest business 
decision to make.  

 



In this article, I'm going to share 5 exit strategies for small businesses that will help you 
choose the most appropriate one. I’ll talk about these with your goals and business 

phase in mind. 
● Liquidation 

● Selling to relatives 

● Seller Financing 
● Acquisitions 

● Employee/Management Buyout  
 

5 Efficient Exit Strategies For Small Businesses  

 

My goal is to help inform you of the business exit strategies available so you can use 
that to maximize your business's value and minimize the resources you'll consume as 

you do so. Remember to consult other experts too and ask the advice of your 

accountant when it comes to cost analysis and profitability before executing your plan.  



Liquidation 

Liquidation can be one of the easiest exit strategies for small businesses as this would 

only involve a simpler set of tasks then you’re free to close and move on. These tasks 
are:  

● Selling assets 

● Paying off liabilities 
● Releasing those under your employment if any 

● Settling collectibles, commitments, and legal obligations 

 

 
Owner Goals: looking for a simple way to exit the business and reduce losses 

Business Phase : this is for businesses that are at a decline and have difficulties with 

solvency. 
Earning Potential: this is the simplest strategy but is also potentially the lowest-earning 

because the profit you'll receive will be net of payables to claimants and your 
obligations.  



Pro Tip: Get help from liquidation specialists who can assist you in accomplishing the 
essential tasks above. You can also maintain goodwill such as a good reputation and a 

good customer base so you can sell your business through acquisition or seller 
financing instead of liquidation. 

 

Selling To Relatives or Transitioning Your Business to Heirs 

Another simple exit strategy for small businesses is selling to relatives or transitioning it 

to heirs. Selling to relatives or transitioning to heirs gives you the advantage of 

familiarity with the person who will take over - their character, skills, and competencies. 
This way you’ll be able to strategically plan how to teach them the ropes as they take 

over.  

 
Owner Goals: those who want to leave an inheritance or legacy to their families 

Business Phase : this is best for businesses who are in the early stages of growth so 
that identified potential successors will have time to be trained. They’ll also get the 



chance to learn more about the nuances of your business before moving onto 
ownership. Even those at a decline can consider this as long as they have family 

members who are willing to take on the challenge. 
Earning Potential: selling to relatives will only give you a small margin of profit as there 

is an expectation that the selling price will be lower considering your relationship. 

Transitioning to heirs won’t give you outright profit but it will give you more leeway to be 
involved in the business even after you’ve left. 

Pro Tip: Start preparing for a succession plan at least 10 years before you plan to exit 
so all bases will be covered such as legal obligations, taxes, leadership/management 

direction. Partner with a reputable family business advisor or estate planner to help you 

create the best succession plan.  
 

Seller Financing 

Seller financing is more often associated with real estate transactions but can be used 
as an exit strategy for small businesses. This is where you put your up business for sale 

and finance a portion of the cost of purchase. One way you'll earn here is through 
interest. 



 
Owner goals: to sell the business at a short time-frame and make a significant profit 

from the sale 
Business Phase : this is best for small businesses who are mature already and have 

enough extra cash to risk financing a loan to a prospective buyer. 

Earning Potential: seller financing will allow you to earn a profit from the sale of your 
business and the interest earned from the buyer's loan. You'll also get a higher chance 

of selling your business in a shorter timeframe. Why? Because there many individuals 
who are interested in owning a business but don't have the necessary qualifications to 

secure a loan from the bank. 

Pro Tip: consider buyers who have the industry experience to make sure they'll run 
your business right. Give priority to those who have a good financial standing and can 

offer you collateral besides the downpayment to guarantee that they can pay the loan. 
 



Acquisitions 

Acquisition is when you sell your business to another company for them to take over. In 

contrast to the first two exit strategies for small businesses, an acquisition will allow you 
to gain more profit because you'll get to set the asking price. 

 

Owner Goals: to maximize the value of the business and make a significant profit from 
the sale; entrust the business to a larger one who can make it grow 

Business Phase : this is for mature businesses that are already enjoying stable profits, 
have low debt, and have no legal impediments. They should ideally be comfortable in 

becoming part of a bigger company that will be in the position to make management 
decisions. 

Earning Potential: this strategy positions you to gain a larger margin of profit because 

you get to state the selling price of your business and negotiate for it 
Pro Tip: Identify key areas in your industry and position your business to be a viable 

acquisition. Other business owners in the same niche or even outside will see your 
business as an opportunity to expand their market share.  



 
They may also see this as a chance to break into a new one which will up your chances 

of being acquired. Then employ the services of investment bankers and lawyers to help 
you execute and plan when you get into the acquisition stage. 
 

Management and Employee Buyout (MEBO) 
MEBO is a potential exit strategy for small businesses where managers and 
non-managerial employees buy out a business and take on ownership. They benefit 

from increased job security, potential income from business growth on top of their 

salaries, and the opportunity to be entrepreneurs. 

 

Owner Goals: to transition the business to competent individuals who’ve been vetted to 
have a good knowledge of the industry and the business itself 

Business Phase : this is for businesses in the growth or mature phase that have an 

established pool of employees who have a proven track record of competency and 
loyalty.  



Earning Potential: you get to earn from the valuation of the business and the interest if 
you will finance a portion of the buyout. 

Pro Tip: consider the employee's competency and proposed business plan before 
accepting the offer. These will give you a good grasp if they can make the business 

grow, care for the loyal customer base and partners. Consult a lawyer to help you with 

the legal implications and an accountant for the taxes.  
 

A New Perspective On Exit Strategies for Small Businesses 

 
There you go! I hope these tips and exit strategies for small businesses will help you 

maximize your business’s potential and help you make the best decisions towards your 
business goals. 

 

It may seem like a lot of work but that’s because your business is worth it. I hope you 
get to see how an exit strategy can pave the way to greater business success. 



 
But if you’re planning an exit strategy because you need to cut losses and manage 

resources, don’t be sad for long. Because endings are also the starting points of new 
opportunities. 

 

 


