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Helping business 
owners prepare for 
life after ownership
A retirement readiness conversation guide



Business owners are used to putting their work first — often 
for years. But as an owner begins to consider retirement, 
it’s important to plan ahead for their financial, personal and 
emotional well-being when they step away. 

This guide is designed to provide questions and prompts that 
help the business owner gauge their comprehensive retirement 
readiness. While resources for some financial readiness questions 
are provided via links in this document, many of these questions 
are designed to provoke discussion between you and your 
business-owner client.



Is your client ready to transition 
out of their business?

Personal and emotional considerations
Transitioning out of business ownership is not just a financial decision. It’s deeply personal, 
impacting identity, daily routine, purpose and relationships. It impacts identity, daily routine, 
purpose and relationships. According to the Exit Planning Institute, within a year 70% of 
business owners profoundly regret selling their business.¹ Anticipating and preparing for 
these changes can reduce post-exit regret. Use the prompts below to help assess your client’s 
personal and emotional readiness.

Questions for clients Context for financial professionals

How will you spend your time?

No matter how long they’ve owned their 
business, it probably provides a routine and 
sense of purpose in their daily life. As they 
prepare for retirement, they should consider 
what an ideal day looks like without the 
business. Ask them to reflect on what their 
business provides beyond income — whether 
it’s structure, connection or a sense of 
accomplishment — and ask how they might 
replace that in a meaningful and consistent way.

What will be your identity post-exit?  

Who will you be without the business?

Your client’s identity is likely to be closely tied 
to their role as a business owner. Letting go of 
a title doesn’t mean losing purpose. Whether 
through mentoring, volunteering or spending 
more time with family, defining their next role 
can make the transition more meaningful  
and intentional.

How will you feel after you’ve stepped away 
from your business?

Stepping away from their business can bring a 
mix of emotions: relief, excitement, uncertainty 
or even loss. Acknowledging these feelings 
now can help them plan for a smoother, 
more emotionally prepared transition.

Will you maintain any involvement in the  
business post-exit?

As your client plans the transition, have 
them consider whether they want to 
maintain any connection to the business. 
Will they stay on in an advisory role, consult 
occasionally or fully step away? Clarifying 
this now can help set expectations and 
ease the shift for them and their team.



Financial considerations
Clients need to consider whether their current income sources, savings and the value of their 
business can support their desired lifestyle in retirement. Understanding that financial picture 
now can help you both plan with greater confidence. 

Questions for clients Context for financial professionals

Are you financially prepared to step away?  

Is your business ready for sale?

Selling a business is more than a transaction. 
It’s a process that requires planning and 
preparation, including both operational and 
personal readiness. Your client should consider 
whether the business can run without them, 
whether key employees will stay and whether 
a buyer would see long-term value. Starting 
early gives your client time to increase 
marketability, address gaps and position 
the business for a successful transition. 

What are your retirement income needs?

Whether your client is relying on their business 
to fund retirement or they already have ample 
resources, it’s important to clarify their income 
needs and goals. Help them define the 
lifestyle they want, estimate expenses and 
explore what’s next — whether that’s preserving 
wealth, creating a legacy or pursuing new 
ventures. A clear income plan helps guide  
smart decisions.

Do you know what your business is worth 
today and what it could be upon exiting?

A clear understanding of the business’s value 
is essential for planning your client’s exit. Many 
owners overestimate or underestimate the 
value, which can impact retirement planning 
and transition strategies. Getting a valuation 
now helps your client make informed decisions, 
identify opportunities to grow value, and 
determine how much they may need — or 
be able — to harvest from the business. 
You may want to recommend Nationwide’s 
complimentary business valuation service.

Continued on next page >



What are your other sources of income and 
capital in retirement?

Beyond the potential proceeds from selling 
their business, it’s important to understand 
what other income and assets your client 
will have in retirement. This may include 
investment accounts, retirement plans, real 
estate, Social Security benefits or other 
passive income streams. Having a clear 
picture of your client’s financial foundation 
helps you assess their readiness and 
plan a more strategic, confident exit.

What do you want to preserve, protect or  
pass on?

As your client plans their exit, they should 
consider the legacy they want to leave — for 
their family, their business and their community. 
Whether their goals involve wealth transfer, 
charitable giving or business continuity, life 
insurance can play a key role. It can help provide 
liquidity, equalize inheritances or fund trusts. 

Do you currently have a contingency plan? 

Between now and your retirement, if you were 
to become incapacitated, who would step in 
and run your business? 

How would a long-term care event affect the 
finances of your business?

A prolonged long-term care (LTC) event 
for the owner could affect retention of 
key employees, confidence of vendors or 
clients, operations continuity and family 
members working in the business.

LTC needs can accelerate the owner’s exit, 
force liquidation or affect working capital. 
If owners pay themselves a salary or 
distributions, those payments may stop if 
they become disabled or need care, affecting 
their ability to pay for LTC personally.

If some heirs work in the business and others 
don’t, LTC planning (and its costs) could 
complicate estate equalization plans.

Business owners may explore whether LTC 
riders on business-owned life insurance or 
linked-benefit LTC policies can be structured as 
part of a business exit plan or funded pre-exit. 



Related materials

For financial professionals Client-facing

Health Care Cost Assessment  
uses client-specific input to estimate 
their health care costs in retirement

Retirement Income Worksheet  
documents client’s household income 
needs and existing income sources and 
calculates any gaps they might have.

Business Valuation  
resource designed for client use

Long-Term Care Conversations  
article helps clients understand how long-term 
care expenses may impact their retirement

Nationwide Social Security  
360 Analyzer®  
can help you estimate your client’s Social 
Security benefits and determine the optimal 
filing strategy

https://www.nationwide.com/financial-professionals/topics/health-care-cost-longevity/pages/health-care-assessment
https://nationwidefinancial.com/media/pdf/NFM-22269AO.pdf
https://nationwidefinancial.com/media/pdf/NFM-23740AO.pdf
https://nationwidefinancial.com/media/pdf/NFM-11265AO.pdf
https://www.nationwide.com/financial-professionals/topics/retirement-savings-income/pages/social-security-360-analyzer
https://www.nationwide.com/financial-professionals/topics/retirement-savings-income/pages/social-security-360-analyzer


Interested in learning more about 
helping your clients plan for the 
successful transition of their business?

Nationwide’s suite of solutions can help business-owner clients 
generate reliable retirement income, protect their wealth and 
support tax-efficient wealth transfer strategies.

Contact your Nationwide wholesaler to explore how these 
solutions can support your business-owner clients.
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¹ “2023 National State of Owner Readiness Report,” Exit Planning Institute (2023).
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