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1. Integrated Business Alliance Introduction – Homer Smith

2. BERI

3. ODI

4. Discover, Deep Dive

5. Wrap Up & Next Steps – Homer Smith

6. Q&A – Rich Austin, Homer Smith & John Leonetti
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Integrated Business Alliance Pipeline

Presentation Goal:

The goal of this presentation is to help you, the Integrated affiliated partner, 

identify business owner opportunities and begin a conversation with these 

business owners about their exit plans.

We will introduce tools that help get those conversations started as well as case 

studies, where each client success story began with conversations generated by 

these tools.
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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.
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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.

Introduction

• 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.
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The Integrated Business Alliance 
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The Problem

Most companies are ill prepared and 
are not well-positioned for the growth 
and succession of their business. This 
results in:

• Operational Deficiencies

• Lack of Strategic Direction

• Seller’s Remorse

What are the biggest challenges facing business owners today?
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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
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Value Realization: Manage The 6 Step Exit Planning Process
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Well Off but Choose to Work

ESOP, Management Buyout
Leveraged Recapitalization

Rich and Ready to Go

Gifting, Philanthropy,
Outright Sale, ESOP

Stay and Grow

ESOP, Private Equity,
Recapitalization

Get Me Out at the
Highest Price

SaleFi
n

an
ci

al
 R

e
ad

in
es

s

Mental Readiness

Value Realization: What type of owner are you?
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Internal Transfers or           External Transfers

Gifting

Management 
Buyout

Employee Stock 
Ownership Plan Recapitalization

Sale to an Outside 
Buyer

Pinnacle’s 6-Step Process
Value Realization: Available Exit Options
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Wealth Management: Financial Planning
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Wealth Management: Value Gap

Asset Base 
Required

$________

Value Gap
$_______

Current Savings
$_______
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Agenda

1. Integrated Business Alliance Introduction – Homer Smith

2. BERI

3. ODI

4. Discover, Deep Dive

5. Wrap Up & Next Steps – Homer Smith

6. Q&A – Rich Austin, Homer Smith & John Leonetti
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The BERI® statistics = 83% Low Mental Readiness

Exit Planning expands the addressable market 

and allows you introductions and engagement 

with owners years prior to their ‘exit’

Ten (10) Years Prior to an Owner’s “Exit”

The Exit Planning Marketplace
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The 6 Step Planning Process

6 1 Establish Exit Goals

2 Analyze Financial and Mental Readiness

3 Discover The Type of Owner You Are

4 Learn Your Exit Options

5 Know the Value of Your Exit

6 Execute Plan – Protect Your Wealth
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The 4 types of Exiting Owners
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BERI Tool

Survey Methodology

The BERI® survey asks twenty (20) questions related to an 

owner’s financial and mental readiness

Survey Results

84% of owners who took the BERI® survey scored 

themselves as having a LOW mental readiness for an exit
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BERI Statistics 
2,641 Survey Results as of October 24th, 2020

© 2020 Pinnacle Equity Solutions                                                                                             www.pinnacleequitysolutions.com21
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Aggregated BERI™ Results
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Why is the BERITM so Important?

• Lead generation tool 

• Gets the owner to start thinking about their exit plan

• Provides you with a template to work from when discussing 
why this particular owner needs to start planning for their 
exit.
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Easy to Use

Advisor Sends Owner a 
Link to the 20 Question 

Survey

Owner Takes
5 to 10 Minute Survey

Business Owner Receives a 
6-page Report with Results

Advisor Receives notification 
that the owner has taken 

the Survey
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The BERI™ Report – Sample Question
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BERI™ Survey Questions and Answer Choices

Agree

Disagree

Disagree

Somewhat 
Agree

Agree
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The BERI™ Report – Custom Owner Report
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The BERI™ Educates and Prepares the Client
By asking the owner a series of exit related questions, the owner is compelled to get:

1) Educated:

The survey questions highlight areas of opportunity and challenges that an owner 
faces.  They are then motivated to seek answers and expert assistance in addressing 
these concerns

2) Prepared:

The first step in a successful exit is to recognize that exiting is a process that must 
be planned and executed to be successful.  A client that recognizes this is much more 
likely to seek out the help they need, creating opportunities for expert advisors who 
can assist the owner in reaching their goals.  The BERITM report is designed to assist 
clients in making that critical first step.
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Low Mental Readiness & 

Low Financial Readiness

Owners who score in the Low Financial Readiness & Low Mental Readiness portion of our Exit Quadrant Chart™ are 

generally:

❖ Continuing to experience enjoyment in their work

❖ Getting a high degree of satisfaction from owning and running their business

❖ Eager to get to work

❖ Interested in strategies that allow them to ‘Stay and Grow’ the business over a period of time

Owners in this portion of the Quadrant are rarely starting down the path of seriously considering what life would look like 

outside of the business or what the business might look like with new investors or a new owner(s) running it without their 

involvement.  However, they are financially dependent on the company and have not prepared themselves on the personal, 

financial planning aspects of exiting their business.

© 2020, Pinnacle Equity Solutions www.pinnacleequitysolutions.com29



Low Mental Readiness & 

High Financial Readiness

Owners who score in the High Financial Readiness & Low Mental Readiness portion of our Exit Quadrant Chart™ are 

generally:

❖ Continuing to experience enjoyment in their work 

❖ Getting a high degree of satisfaction from owning and running their business

❖ Eager to get to work

Owners in this portion of the Quadrant are rarely starting down the path of seriously considering what life would look like 

outside of the business or what the business might look like with new investors or a new owner(s) running it without their 

involvement.  However, these owners have a combination of assets held away from their business to support their lifestyle 

AND they have educated and prepared themselves for personal, financial independence from their business.

© 2020, Pinnacle Equity Solutions www.pinnacleequitysolutions.com30



BERI Survey Results 

❖ An interesting data point from the BERI™ survey is the fact that fifty-

eight (58) percent of survey respondents were in the lower left-hand 

quadrant.  This means that these owners’ financial readiness for an 

exit it low, in addition to their mental readiness also being low.  

❖ So a majority of owners are NOT only NOT ready to leave their 

businesses, most also [generally speaking] cannot afford to exit today.

❖ Again we see that the largest opportunity both assist owners with 

developing an exit plan but also incorporating a plan to grow the value 

of the business.  
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Results based on 17 survey responses as of April 29th, 2018

The Advisor BERI™Results

32



BERI Statistics 
2,641 Survey Results as of October 24th, 2020
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An Unprepared Owner
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A Note on Financial Readiness

Financial readiness is not just about the amount of money and streams of 
income that reside outside of the business.  It is also very much about the 

owner’s relationship with their money and their aptitude to handle 
themselves, financially, for either a large payday (i.e., the sale of the 

business) or a payout over time.
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Critical Issues for Owners

• What amount of liquid assets will replace the total business income?
• Researching and learning about ways to take the business and turn it into 

cash.
• Having a specific, written plan for how to invest the cash received in an 

exit.
• Contingency planning, including owning the proper levels (and types) of 

insurance.
• Understanding the legal and tax implications of a business transaction.
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Critical Issues for Owners

When owners improve their awareness and understanding in these areas, 
they improve their Readiness for an exit.

This is the conversation and the assessment that we believe opens the door 
to the conversation the business owner needs.
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BERITM Questions that addressed 
the Owner’s Readiness

I have taken a measure of the W-2, K-1 (or other distributions) and personal benefits that I take from my 
business on an annual basis and I  have a good idea as to what amount of liquid assets I need to have saved 
outside of the business to replace that total business income and other annual benefit.

(from Somewhat Agree to Agree)

I have researched how I will take my privately held business and turn it into cash for my retirement goals.
(from Disagree to Agree)

I have qualified personal advisors in my life that I allow to provide me with significant assistance in 
developing my financial future.

(from Somewhat Agree to Agree)
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BERITM Questions that addressed 
the Owner’s Readiness

I have a specific, written plan in place for how I would invest the cash I would receive if I were to exit my 
business.

(from Disagree to Agree)

I have prepared for the contingency of an unexpected, catastrophic event in my personal life and have 
completed legal documents and purchased insurance products to provide for my family and my business.

(from Somewhat Agree to Agree)

I have a specific, written plan as to how I will spend my time, in a productive manner, when I am no longer 
running my business.

(from Somewhat Agree to Agree)

I have prepared myself by understanding the legal and tax implications of a business transition and I’m 
confident that I’m ready for the business transfer.

(from Disagree to Agree)
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A More Ready Owner is the Result of the Exit 
Planning Process
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Agenda

1. Integrated Business Alliance Introduction – Homer Smith

2. BERI

3. ODI

4. Discover, Deep Dive

5. Wrap Up & Next Steps – Homer Smith

6. Q&A – Rich Austin, Homer Smith & John Leonetti
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The BERITM and ODITM are more than 
just informative surveys for owners 
and their advisors.  They are a launch 
pad for future services.  After taking 
the BERITM and ODITM, an owner and 
an advisor can have a more informed 
conversation about the future, 
guided by answers that have been 
supplied by the owner themselves.  

BERITM And ODITM: Powerful Tools for Advisors
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ODI – The Next Stage
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Owner Dependence Index

• A majority of a Business Owner’s wealth is tied up in their company

• A majority of mid-market companies are highly dependent on their owner

• When there is a high level of owner dependency, the owner's wealth is at risk

• The ODI survey tool helps measure and manage owner dependence – to help 

you, help your owner 

44



ODI Overview

• 40 Questions

• Point Values / Weighting 

• Three Possible Responses to Each Question:
• Strongly Agree

• Somewhat Agree

• Disagree

• Approximately 15-20 Minutes to Complete
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0% 25% 50% 75% 100%

Highly 

Independent

Moderately 

Independent

Moderately 

Dependent
Highly 

Dependent

Overall Score: 54%

54%

Results based on 775 survey responses as of October 26, 2020

National ODI Statistics
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ODI Displays
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Example Question

Outputs
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ODI™ Questions and Output
Overall Rating: Four Quartiles

Based on our proprietary analysis and weighting of these aspects, the Overall 

Owner Dependency is scored and rated by quartile:    

a. Highly Dependent (76-100)

b. Moderately Dependent (51-75)

c. Moderately Independent (26-50)

d. Highly Independent (1-25)
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Very Independent 
of Owner

Somewhat 
Independent 

of Owner

Somewhat 
Dependent 
on Owner

Very 
Dependent 
on Owner

➢There is a total score & implication of the total score section which will take about four (4) minutes
▪ This part will include the four (4) categories of owner dependence

Output Document
▪ Will have an overall score and a five (5) minute analysis of your score

ODI™ Questions and Output
Overall Rating: Four Quartiles
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ODI Displays

51



ODI™ Questions and Output 

Sample: Introduction & Overall Score

Your answers to these questions were processed through the ODI’s analysis, with the results below: 
 

Overall Score: 38.75 

 

 
 

Analysis of Your Overall Score 

This assessment process and score is intended to serve as the beginning of a larger conversation and further 

analysis of how to Create a Transferable Business.  Many owners see that by reducing this level of Owner 

Dependency, you likely increase the value and transferability of your business while providing greater a number 

of options available to you.   

Whether you would like to decrease your businesses’ dependency on you in order to start Creating a Transferrable 

Business™ or you simply would like to improve your lifestyle by working less, this report provides a framework 

and concrete steps you can take towards achieve your goals. 
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ODI™ Questions and Output 
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Development of the questions and the output 
documents relating to the ODI™

➢ There are eight (8) sections to the report, each of which will take 2 
minutes to complete

1. Owner Involvement
2. Internal Operations
3. Strategy & Planning
4. Governance and Ownership
5. Financial Matters
6. Performance Management
7. Sales & Business Development
8. Company Culture
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0% 25% 50% 75% 100%

Highly 

Independent

Moderately 

Independent

Moderately 

Dependent
Highly 

Dependent

Overall Score: 54%

54%

Results based on 775 survey responses as of October 26, 2020

National ODI Statistics
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Owner Dependent Index
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ODITM in action: Consulting Company

• The business owners in the Consulting Company had built a leadership 
team that allowed the owner to act in a strategic role.

• Operations, Business Development, Marketing and Finance Leaders were 
all in place so that the business operated without the direct, daily 
involvement of the primary owner.

• In fact, the business performed better in the owners’ absence then when 
he was active in the business.

• This business had a LOW Owner Dependence score.
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Very Independent 
of Owner

Somewhat 
Independent 

of Owner

Somewhat 
Dependent 
of Owner

Very 
Dependent 
of Owner

➢There is a total score & implication of the total score section which will take about four (4) minutes
▪ This part will include the four (4) categories of owner dependence

Output Document
▪ Will have an overall score and a five (5) minute analysis of your score

ODI™ Questions and Output
Overall Rating: Four Quartiles
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ODITM in action: Contracting Company

• The business owners in the Contracting Company were the main leaders in the 
business.  One owner was President, and the other was Sales and Marketing.

• Without these two (2) owners, the business would not be able to continue to run – this 
business had a high ODI score for each owner.

• In fact, when the different exit options were considered, the fact that there was a lack 
of a leadership team, after +30 years in business, was a leading factor in the choosing 
an external sale transaction.

• AND the buyer that was chosen was the one that brought a new leader with them –
that was what these two (2) owners found most attractive, getting to meet and know 
the person that would take over the day-to-day running of the business.
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Agenda

1. Integrated Business Alliance Introduction – Homer Smith

2. Business Owner Case Study – John Leonetti

3. BERI

4. ODI

5. Discover, Deep Dive

6. Wrap Up & Next Steps – Homer Smith

7. Q&A – Rich Austin, Homer Smith & John Leonetti
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The Integrated Business Alliance 
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The Problem
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The Problem – Operational Deficiencies 

To build a foundation for sustainable growth, 
businesses need to have confidence in their processes 
and systems to deliver Predictable Profits and Cash 
Flow.  Without that you end up with a company that:

• Lacks Recurring Revenue

• Inconsistently produces and utilizes Financial and 
Operating reports 

• Has very few or no processes and workflows

• Does not track customer satisfaction 

• Has difficulty hiring and training new employees

• Is too dependent on the Owner’s involvement in the 
day to day running of the business

63



The Problem – Lack of Strategic Direction

When surveyed, 75% of business owners and CEOs 
prioritize Growth over all other goals1.  However, few 
have a plan for how to achieve it. 

The lack of a Strategic Plan that aligns the business 
owner’s personal goals with a profit and value target for 
the business leads to a company unable to achieve 
aspirational growth.
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CoreValue Discover

▪ See how the ‘Stakeholders’ view the business value

▪ Uncover actionable steps to realize full potential value

▪ Prioritize actionable steps based on ROI to increase value

▪ Measure Performance Improvement over time 

Requires discipline, commitment and a 
focus on continual improvement
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Discover Report Key Findings

And what you can do about it!
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The 18 Drivers of 
Growth and Value

Value Capture and Creation
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Company Value Gap

The CoreValue Business Rating is a 
‘confidence’ rating:

“How confident are we that the company 

can generate predictable profit and cash 
flow going into the future?”

High confidence (a CoreValue Rating of >9) 
equals a high multiple and low/no Value Gap
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Value Gap: Critical Drivers

Your analysis identifies the 

Top 3 Bottlenecks to Growth and Equity Value

These should be considered in the context of your 
Goal:

1. Grow Revenues and Equity Value

2. Make my Company Easier to Run

3. Prepare for M&A
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Does the Business Have any Red Flags?

‘Red Flags’ of existential threats to Growth and/or 
Equity Value.
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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
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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:
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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!
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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
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Sustainable Growth

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

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.
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Defendable Equity Value

Only 12% of Business Owners that complete a 
transaction are highly satisfied1.

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
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Defendable Equity Value

Pre-Sale Planning Part 1 – Corporate Planning

These are the 8 Value Drivers that have the highest 
impact on Defending your value.
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Value Realization

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

Defendable

Equity

Value

Wealth

Management

Satisfied

Seller
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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.
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Agenda

1. Integrated Business Alliance Introduction – Homer Smith

2. Business Owner Case Study – John Leonetti

3. BERI

4. ODI

5. Discover, Deep Dive

6. Wrap Up & Next Steps – Homer Smith

7. Q&A – Rich Austin, Homer Smith & John Leonetti
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Next Steps

1. Work with your Integrated Advisor 

and Relationship Manager to identify 

if you have clients that would benefit 

from this process.

2. Business Owner Workshop in 2021
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Next Steps – Business Owners
Growth Planning Discover Report

Our initial step is to complete our 
complimentary Growth Planning Discover 
Report.  This 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 as 
well as their Financial & Mental Readiness for 
those next steps.

• An assessment on the value of their business and 
the key value drivers impacting that value.
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Thank you!
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