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The Integrated Business Alliance

Homer S Smith IV, CFP®, CRPC®, BFA™, CEBC®
Private Wealth Advisor
A Private Wealth Advisor with over 18 years of industry experience, Homer has dedicated his practice to working with
business owners and families of wealth with complex financial planning needs. His mission is to simplify the lives of his
clients by quieting the noise that surrounds them both personally and, in their business, and allow them to focus on what
matters most - their purpose and goals.
Homer has the unique ability of taking complex strategies and presenting them in a way that is remarkably intuitive and
straightforward so clients can easily grasp the ideas. Working as a fiduciary and business consultant to his clients, it is his
legal duty to put his clients’ needs first and act in their best interest while maintaining full transparency throughout the
financial planning process.
Unlike traditional advisors, Homer provides a deeper level of service for his clients, going beyond investment management
and traditional retirement planning to focus on advanced planning areas like wealth transfer, risk management, tax mitigation
and philanthropy as well as personal development and family wealth planning. Homer's goal is to be the trusted advisor for
his clients, the guide they turn to when any major decision comes up, even those that are not financial in nature.

Homer's financial experience spans many years in various roles. In his early years, he worked to coach, develop and train
advisors, which grew to a branch management role in Honolulu where he led that office to become the firm's #1 branch in the
country. After shifting back into working with individual clients, he noticed there wasn't a lot that traditional wealth
management had to offer for business owners, so he began to develop his long-term growth to exit service which is now at
the center of his professional service model.
Homer is a graduate of Western Washington University with a Bachelor of Arts degree in Finance and a Minor in Economics.
A passion for education and community involvement,
Homer serves on the Board of Trustees and is a current Board President for his daughter's independent school. Homer
enjoys spending time with his wife and daughters - hiking during the summer, going to Seahawks games in the fall/winter
and traveling to Hawaii, their favorite destination after living there for several years.

The Problem
What are the biggest challenges facing business owners today?

Most companies are ill prepared and are not wellpositioned for the growth and succession of their
business. This results in:
• Operational Deficiencies
• To build a foundation for sustainable growth,
businesses need to have confidence in their
processes and systems

• Lack of Strategic Direction

• 75% of owners prioritize growth over all other goals but
few have a plan to achieve it .
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• Seller’s Remorse

• Only 12% of business owners that complete a sale
transaction are highly satisfied with the result .
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The Solution – The Integrated Business Alliance
Our solution is the IBA Process – a program we
created to prepare and position our business
owner clients for the future using a thoughtful,
structured and long-term approach with the end
goal of helping them create:
• Predictable Cash Flows and Profit
• Sustainable Growth of the Business
• Defendable Equity Value

The Solution – The Integrated Business Alliance
Three Elements of Growth
• Predictable Cash Flows and Profit
• Sustainable Growth of the Business

• Defendable Equity Value

Predictable Profits & Cash Flow
By viewing a company from a buyer’s
perspective we guide our business
owners to decrease and/or remove
issues of concern, as well as reinforce
opportunities for value enhancement.

Result – Value Capture

Predictable Profits & Cash Flow
Here are some of the areas that a business must
have a high level of confidence in to create
Predictable Profits & Cash Flow:

Value Capture
Relatively small improvements in Multiple can have substantial impact on
the company’s value. In the Value Capture phase, by addressing key issues
within the operations of the business, there is opportunity to increase value
without having to dramatically increase revenues or profits.
Lifting the Multiple
from 5x to 6x creates
$4 million in value!

Sustainable Growth
With a foundation within your business that predictably
delivers profits and cash flow, you can turn your focus to
generating aspirational revenue and value.
To create Sustainable Growth you need a process that
can consistently bring in new prospective customers and
turn those into predictable profits.

Result – Value Creation

Sustainable Growth
Here are some of the areas that a business must
have a high level of confidence in to Sustainably
Grow:

Value Capture
Relatively small improvements in Multiple and Profit can have substantial
impact on the company’s value. In the Value Creation phase, executing on
strategic, sales and marketing plans , there is opportunity to increase value to
achieve the aspirational goals of the business owner.
Combining an increase in
Multiple with an
increase in Profit has a
substantial impact on
the business value.

Defendable Equity Value
Only 12% of Business Owners that complete a
transaction are highly satisfied .
1

This results from a lack of pre-sale planning:
1. Corporate Pre-Sale Planning – Value Capture and
Value Creation
2. Individual/Family Wealth Planning

Result: Value Realization

1. Source: AES Nation, LLC. N = 170 Business Owners

Value Realization
Value Realization = Bringing it all together
through our Advanced Planning Approach.

Result

Defendable

Equity
Value

Wealth

Satisfied

Management

Seller

Value Realization: Manage The 6 Step Exit Planning Process

Financial Readiness

Value Realization: What type of owner are you?

Well Off but Choose to Work

Rich and Ready to Go

ESOP, Management Buyout
Leveraged Recapitalization

Gifting, Philanthropy,
Outright Sale, ESOP

Stay and Grow

Get Me Out at the
Highest Price

ESOP, Private Equity,
Recapitalization

Sale

Mental Readiness

Value Realization: Available Exit Options

Pinnacle’s 6-Step Process

Internal Transfers

or

External Transfers

Employee Stock
Ownership Plan

Recapitalization

Management
Buyout

Sale to an Outside
Buyer

Gifting

© 2018, Pinnacle Equity Solutions, Inc.
www.pinnacleequitysolutions.com

Wealth Management: Financial Planning

Election
Election Comparison
Issue

Current law

Joe Biden

Donald Trump

Ordinary Income

Top rate of 37% through 2025
Additional 0.9% Medicare income tax applies to earned income >$250,000 for
joint filers and $200,000 for single taxpayers

Restore top rate to 39.6%

FY 2019, 2020, and 2021 budget
blueprints assume permanent
extension of current law

Capital gains, dividends

Estate taxes

20% tax rate applies to long-term capital gains and qualified dividends
Tax capital gains and dividends as
Additional 3.8% net investment income tax applies to individuals with income ordinary income for those with income
>$200,000 and joint filers with income >$250,000
>$1 million

FY 2019, 2020, and 2021 budget
blueprints assume permanent
extension of current law

40% estate, gift, and generation-skipping tax; basic exclusion of $10 million per
taxpayer, adjusted annually for inflation ($11.58 million in 2020); increased
exemption sunsets Dec. 31, 2025

FY 2019, 2020, and 2021 budget
blueprints assume permanent
extension of current law

Repeal stepped-up basis at death

Wealth Management: Strategy

Tax Planning
Income Tax
Strategy

Gift-Estate Tax
Strategy

CRT

Low Interest
Rates

Qualified Small
Business Stock

Discounts

Family Bank
GRAT

Grantor

CLAT
Remainder Value

Annual Exclusion Gifts
Lifetime Exemption Gift
Loan/Sale to Trust
Split Dollar Life Insurance

Family Bank
Income and Principal to Beneficiaries
Loans to Beneficiaries
Distributions to other Trusts

“Tax Fence”

Family

Other Family Trusts

TYPE OF TRUST:
• Grantor Trust
• Non-Grantor Trust

BENEFITS:
• Tax Reduction
• Asset Protection

• Spousal Lifetime
Access Trust (SLAT)
• DING Trust
• Self Settled Trust
• Retained Interest
Trust (i.e. GRAT
or CLAT)
• Charitable
Remainder Trust

• Generation Plan
• Legacy Funding

POTENTIAL OPPORTUNITY:
• Low Interest Rates
• Depressed Asset Value

• Discretionary
Distribution to Grantor
for Income Tax Payment
• Powers of Appointment
• Trust Protector

• Valuation Discount
• Tax Rate Changes

FLEXIBILITY:
• Change Trust Tax Status
• Substitute Assets of
Equivalent Value
• Swap Assets
• Loan to Grantor

Introduction
John M. Leonetti, Esq., M.S. Finance, CM&AA
Certified Business Exit Consultant®
Author of Exiting Your Business, Protecting Your Wealth
Owner & Managing Director of Pinnacle Equity Solutions, Inc.

• Pinnacle Equity Solutions was founded by John M. Leonetti who, for more than twenty-five (25) years, has served as a
principal, a manager, a transactional advisor, a legal advisor and a financial advisor to privately held businesses, their
owners, and their advisors.
• John brings an extensive education to the exit planning arena to go with his hands-on work experience. He earned his
Law Degree from Suffolk University and is a licensed (non-practicing attorney) for the State of Massachusetts. Along
with the Law Degree, John also completed a Masters Degree in Finance at Suffolk's Sawyer School of Management
and went on to achieve the Certified Financial Planner ® designation as well as the Certified in Merger and Acquisitions
® designation. John taught Retirement and Estate Planning courses for CFP® students as well as a 'first of its kind'
Private Capital Markets course, first offered in 2007.
• In the Fall of 2008 John Wiley & Sons published John’s book, Exiting Your Business, Protecting Your Wealth: A
Strategic Guide for Owners and Their Advisors. The 6-step process in that book is used by hundreds of professional
advisors and owners to design their business exit plans.

Bringing it Together – Collaborative Effort

Collaborative Effort
Integrated Business Alliance’s Role:
• Manage the Process
• Complete the analysis of the
business and identify gaps and
opportunities for value
enhancement
• Coordinate Advisors
• Provide accountability for the
business and the advisor team to
ensure a successful transaction
• Increase Multiple
• Strengthen the factors that
drive the enterprise value
• Advanced Planning Support

Collaborative Effort
Accountant’s Role:
• Compiled Financials
• Reviewed/Audited Financials
• Income Statement Restructuring
• Profit centers
• Financial Forecasting support

•
•
•
•

Tax Strategies
R&D and Other Tax Credits
Valuation
Quality of Earnings Report

The Integrated Business Alliance - Summary
By viewing a company from a
buyer’s perspective and
implementing the IBA Process we
help our clients:
• Optimize the operations of the
business.
• Increase the company’s enterprise
value.
• Increase the number options
available to the business owner.
• Increase the odds of a successful
transaction.

Next Steps
Meet with your Integrated
Relationship Manager and Financial
Advisor to identify the top 5-10
Business Owners that would benefit
from going through the Discover
Process to determine where on the
Growth to Exit spectrum they are.
Upcoming Events
• October – Value Capture & Creation
• November – Defendable Equity Value

What Your Business Owners Will Get –
Complimentary Assessment
Our Growth Planning Discover Report
will provide your business owner clients
with key insights on their business and
how they are thinking about growth and
equity planning right now.
This Report will include:
• Review of their current views on the
importance of investing in growth vs realizing
equity value.
• An assessment on the value of their business
and the key value drivers impacting that value.

What Your Business Owners Will Get –
Special Offer
As key professionals that our Financial Advisors rely
on, our goal is to create opportunities to bring more
value to your business owner clients that they
couldn’t get without their relationship to you.
Assessment of Operational Effectiveness Report
• On average, the Discover Report that is a part of our
complimentary deliverable will uncover a $2.7 million value gap.
• Our Deep Dive assessment will uncover the key strategies to
begin to fill that gap in.
• Normally, this engagement would be $10,000-$15,000
depending on the size of the company. By attending our
webinars, we are able to offer this assessment for $7,500.
• In addition, we will offer a money back guarantee to your
business owner clients that if we are not able to show how they
can meaningfully improve the value of their business, they will
get their money back.

Resources
More information from today’s presentation will be available at:

www.konvergentwealth.com/integrated
On the event page you will find:

1.
2.
3.
4.

Presentation Slides (attendee version)
Growth Planning Discover Sample Report
Assessment of Operational Effectiveness Sample Report
Contact Information for Presenters

Thank you!

