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+

Honoring the Family

Successful transition 
planning will recognize the 
importance of maintaining 
the family, protecting life-
long relationships, and 
enabling change with 
dignity.



+ 
The Challenges
Life in the family business is a state of 
permanent whitewater… 



+

Where are you?  Where is your business?
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+ Just when owners need to increase  
business value…

Almost 35% sell or 
liquidate – often 
failing to realize their 
intended value.
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+
Business Transition is one of our 
greatest challenges…

The number of 
business that will 
transition ownership 
or leadership within 
the next 5 years…

55%...or more



+ 1. Understand your stage

Start‐Up

Second‐Stage
Wobbles

Third‐Stage
Growth

Gaining
or Draining?

Time

V
al

ue

Entrepreneurial 
Phase

Consolidation  
Phase

Legacy 
Building 
Phase



+
Life Stages



“So whadamy 
supposed to do 
with this bidness? 
Eh?”



+
Start with the END in mind!

When might you like to 
step away from this 
business?

What will this business 
need to do for you – to 
enable you and your 
family to realize your 
future vision?



+
2.  Define Your Vision and Plan 

Develop a basic business plan - what do 
you want your business to look like in 5 to 
10 years?   

Keep it simple and involve those family 
members who have a desire to be involved 
with the business in some capacity as it 
grows.   



+
Balance – the needs of the Business 
AND the Family. 

Business Needs

Strategic Decisions

Family Needs
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+
Plan for VALUE

 What is it worth today? 

What do you want it to be 
worth tomorrow? 

 Can it run without you?  

Who might want it in the 
future?



+ The Basic Steps to Develop Your 
Plan

1. Imagine your business in 3 to 5 years. 

2. Undertake a SWOT & identify potential!

3. Consider your Exit Strategies and 
Desired Value. 

4. Develop Goals and Objectives that will 
drive behavior and create change.



+ The 3 P Plan

Potential!

Possible

Practical…

 Remember… Employees love potential, bankers love practical!

p34



+

How will you 
compete in this 
rapidly changing 
global marketplace? 

3. Prepare the business to 
GROW



+

Only in growth, reform 
and change, 
paradoxically enough, 
is true security to be 
found.  ~Anne Morrow 
Lindbergh

We must continue to change…



+ Innovation, innovation, innovation…

 A recent study cited in Fast 
Company:  64% of bosses say they 
inspire creativity.  Only 41% of their 
employees agree.  

 Biggest buzz kills:  shooting down 
new ideas, taking credit, all talk and 
no action.  



+ Prime the Value Pump

How do you model the continuous 
sales approach? 

What is your method for 
expanding your market? 

How do you protect your brand?

How are you grooming your 
connectors and advocates?

For the owner…sales is a 24/7 responsibility – there is 
no way to delegate this vitally important role. 



+

4.  Equip Key 
People for 
Success

Develop your dashboard 
- define success and 
practical performance 
measures.



+
Describe the Talent Needed

Be specific about the skills and talent you 
will need to build the company you envision.  

Don’t identify family members and try to ‘fit’ 
them into roles.  The level of your talent will 
determine the level of your success.  



+ Deal with emotional issues…

Before emotion becomes the 
issue!



+
Apply the Same Rules

Develop agreed protocols for acceptable 
behavior and apply them fairly for all 
individuals - family and non-family alike. 

Hold family members accountable for 
performance in the same way that non-family 
members are held accountable for 
performance. 



+
5.  Build your Bench 



+
Start Early!

 Identify the 
competencies needed 
for successors

 Define the role of the 
existing leader as a 
mentor or coach

 Provide experiential 
training for the next 
generation

 Identify measures of 
success



+
 Focus on behavioral 

competencies and 
technical skills – not 
entitlement, 
relationships, or 
convenience.

 Identify cultural fit –
with the organization 
and, if applicable, the 
family.

 Use 
behavioral/targeted 
interviewing and 
leadership 
assessments.



+
Consider hiring talent from the 
outside…

 Historical knowledge 

 Experience 

 Family ties 

 Loyalty 

 Connections 

 Fresh perspective 

 New leadership style 

 New skills 

 Willingness to change 

 Ambition 

Internal Successors External Talent 



+ Consider a ‘Talent Trade’
Encourage upwardly mobile team members to 
develop skills outside of the family business.



+
Making Loyalty Attractive

Employees tend to stick around when…
1. There are opportunities for advancement
2. Trust is high, challenge is balanced and 

stress is positive
3. Pay is linked to performance – a sense of 

control over one’s financial destiny
4. Some element of compensation is deferred
5. The cost of leaving is too great!



+
The Millennial Generation 

 We need to change the world

 My opinions matter 

 We versus Me

 Can I bring my mom and dad?

 Is there an app for that? 

Strengths 

Strong work ethic
Goal-oriented and 
adaptive 
Positive attitude and 
optimistic 
Individual choice is 
important
Seeks to build a strong 
team.



+
Z or i-Gen…  

 The world is ours to change 

 Stuff doesn’t matter – people do

 Lightening speed processing

 Natural leaders… born to adapt to change

 What’s a job? 

?
Strengths 



“This 28 yr old is CEO of the most 
searched brand on the web, a site 
with a larger population than the 
United States”.  Mr. Youth and Intrepid report 

http://millennialinc.com

17-Year-old, Nick 
D’Aloisio, sold Summly

App to Yahoo for $30 
Million!

15 year old Maddie Bradshaw is 
the founder of the $1.6million a 
year company, M3 Girl Designs



21 year old Juliette Brindak released her first 
book at the age of 16 which has gone on to sell 
over 100,000 copies. She developed her biz 
concept at the age of 10 and by 19 the company 
was worth over 15 million.

Lauren Crawford began her company, 
Notta Cupcake at 10 years old – now, 

age 12, she owns a multi-million dollar 
company.

Ben Kaufman started his first company 
at 18.  Now, at 26, his company Quirky 
has $90 M in funding and over $45M in 
revenue.  



+
Remember:  Managerial ability is 
more important than birthright. 



+
Lead by Example…
and Celebrate Success

“There are two ways of exerting one’s strength: 
one is pushing down, the other is pulling up.”

~ Booker T. Washington

“The greatest good you can do for another is 
not just share your riches, but to reveal to him 
his own.”

~Benjamin Disraeli



Be the type of company that engenders loyalty ~ fair, 
compassionate, evolving, enjoyable, flexible and sustainable ~ and 
you will attract the best and the brightest stars. 



+ 6. Consider an Advisory Board

 Identify subject matter 
experts who can add 
value and support to 
your organization.

 Invite both family and 
non-family members 
who can genuinely 
contribute useful, 
practical advice for 
growing the value of 
your business. 



+

Where are you?  Where is your business?
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+ Navigating the lifecycles 

Start‐Up

Second‐Stage
Wobbles

Third‐Stage
Growth

Draining 
or Gaining?

Time

V
al

ue

Entrepreneurial 
Phase

Consolidation  
Phase

Legacy 
Building 
Phase



+ Leave a Legacy
Family businesses will endure or die depending upon how 
effectively they plan for the future.  Those who survive will have 
managed to re-create the energy and wonder that fueled the 
original entrepreneurial spirit.



+
Thank you!

Lisë Stewart 

Founder, and President 
Galliard International  

www.galliardinc.com

www.galliardinstitute.org


