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The number of small-business owners in the United States totals more than 31 million;’
however, studies show these individuals often lack the guidance they need to successfully
transfer, sell and/or value their business.

Consider the following:
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More than 58% of small- 60% of small-business owners are not confident 29% of businesses fail due to lack of
business owners have no in business and accounting.® capital and cash flow.*
transition or succession plan.?

Identifying Business Owner Clients in Your Book

Business owners often change financial advisors after the sale of their business. As your partner, we strive
to provide you with a unique value-added service to offer your clients support throughout the life of their
business and for many years after.

Does your business owner have the following characteristics?

The client’s business has The business owner has other complex needs: The business owner is age 50-65. This
more than 25 employees * Nosuccessionplan -« Insurance needs age group is more likely to transition and
¢ Charitable giving e Life insurance needs will have more complex planning needs.
objectives

e Tax complications
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How to Engage The benefit of working with Mariner Wealth
Advisors and Mariner Capital Advisors include:

A proactive approach to business consulting * The development of a business succession plan

can enhance the advisor-client relationship.

To identify these clients, consider asking some * A better understating of business value

of the following questions: * The development of a growth strategy
+ Do you have a succession or transition plan for * A formal valuation for tax and regulatory
the business? compliance
« Do you know what your business is worth? Do * Support for a business sale, recapitalization,
you know what it needs to be worth by the time acquisition or capital raise

you retire in order to meet your financial goals?

e Have you prepared the business for a transition?
Are you aware of the common challenges in a
transition process?

« When do you expect to retire? Are you aware
you need to begin the transition process a few
years before then?

¢« Do you have children in the business to whom
you plan to transition the business? Have you
decided how you will do that?

e Are you interested in converting some of
your business equity into cash while retaining
ownership in the business?

For more information visit: marinerwealthadvisors.com
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This document is for informational use only. The information contained herein is not intended to be personal technology or cybersecurity advice.
Nothing herein should be relied upon as such. There is no guarantee that any claims made will come to pass. The information contained herein
has been obtained from sources believed to be reliable, but Mariner Wealth Advisors does not warrant the accuracy of the information. Consult
an information technology or cybersecurity professional for specific information related to your own situation.

Mariner Wealth Advisors ("“MWA”), is an SEC registered investment adviser with its principal place of business in the State of Kansas. Registration
of an investment adviser does not imply a certain level of skill or training. MWA is in compliance with the current notice filing requirements
imposed upon registered investment advisers by those states in which MWA maintains clients. MWA may only transact business in those states
in which it is notice filed or qualifies for an exemption or exclusion from notice filing requirements. Any subsequent, direct commmunication by
MWA with a prospective client shall be conducted by a representative that is either registered or qualifies for an exemption or exclusion from
registration in the state where the prospective client resides. For additional information about MWA, including fees and services, please contact
MWA or refer to the Investment Adviser Public Disclosure website (www.adviserinfo.sec.gov). Please read the disclosure statement carefully
before you invest or send money.
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