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An owner of an industrial services company 
was actively engaged in the process of 
selling his business when he attended a UMB 
roundtable. At the event, he spoke with UMB’s 
wealth and planning advisors who impressed 
him with their thoughtful questions and 
unique approach, which began a conversation 
to help him optimize his finances during the 
business sale process. 

UNIQUE CHALLENGES
His business success, and engaged owner 
style, meant he had specific expectations for 
his business transfer including:

• Transition support–desire to stay on 
with the company as it transitioned to new 
leadership.

• Talent retention–ensure employees would 
be retained and treated well post-sale.

• Tax advantages–effective tax strategy 
was critical for optimal savings.

• Legacy planning–establish trusts and 
financial support for his heirs and charitable 
causes.

In pursuit of these goals, several professionals 
were engaged, from investment bankers and 
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tax attorneys to accountants and financial 
planners. UMB has a solid network of vetted, 
outside advisors to support business owners 
with their exit and succession planning needs. 

CUSTOM SOLUTIONS
Each business owner has distinct financial 
needs, making it important to provide custom 
solutions rather than set packages or fixed 
models. After speaking with the owner 
about his expectations, UMB developed a 
personalized plan to help him achieve his 
goals. 

Collaboration

UMB worked with the owner’s team, including 
outside advisors, to ensure his business exit 
plan was fully integrated into his financial 
picture. This collaborative approach ensured 
an optimal outcome for our client and his 
business during the sale to a third party, 
allowing him to transition on his own terms 
while continuing to support his team.

Financial planning 

As with many business transfers, the owner’s 
financial plan was complex, with multiple 
considerations, from estate plans and trusts 
to liquidity and assets. To help view the full 

RELATIONSHIP AT A GLANCE
Business owner received help from UMB to:

• Identify significant tax savings 

• Integrate his business exit plan into his 
overarching personal financial plan 

• Transition his business to a third-party and 
optimize finances during the process 

“We can meet the business owner at any 
stage in their exit journey. We’ve worked 
with some who are just starting to think 
about how to begin and others, like this 
case, who have already begun to outline 
their initial goals for transition.” 

– Dan Weeks, vice president and senior 
financial planner, UMB Private Wealth 
Management
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picture, his UMB team used 360Direct, a 
tool that allows clients to view their financial 
landscape, inclusive of assets with UMB 
and other financial institutions. With UMB’s 
Decision Center, the team modeled financial 
choices and variables to forecast how these 
variables could impact the owner’s outcome. 

Wealth transfer and legacy planning

The business owner was keen to establish 
trusts and financial support for his heirs, 
and contribute to charitable causes after his 
lifetime. Due to his taxable estate situation, 
he needed to approach wealth transfer 
strategically. UMB helped him set a transfer 
solution to that will significantly reduce 
his future estate tax liability. Strategies 
implemented included a charitable remainder 
trust, two intentionally-defective grantor 
trusts and a donor-advised fund.

Innovative tax strategies 

To optimize tax savings, the UMB team dug 
into the details to produce a tailored plan that 
achieved his desired outcomes and made sure 
the company sale benefited the owner, his 
family and their charitable interests as much 
as possible. With significant capital gains tax 
and future estate tax savings identified, the 
owner was able to maximize his charitable 
giving and transfer wealth to the next 
generation, ensuring his legacy plans were 
achieved. 

Successful partnership

To plan his business exit, the UMB team took 
time to listen and fully understand his values 
objectives and unique needs. The process 
culminated in a custom solution which 
created immense value for the client. After 
the business sale in the second quarter of 
2018, the owner was extremely satisfied with 
the thoughtfulness, deep consideration and 
expertise of his UMB team. 

Exit your business with confidence

Seventy-nine percent of business owners want 
to exit in the next 10 years, but only 15 percent 
have a plan. Are you ready for what’s next?

No two business owners are the same, which is 
why we take the time to listen and get to know 
you—your story, your values and vision for the 
future.

Learn more about UMB’s business exit 
strategies at umb.com/exitplan or email 
exitplan@umb.com.


