5 of the Biggest
. Mistakes Business




Small Business Owners,
you are the backbone of
the country’s economy.
Your businesses
collectively are worth
more than $11 trillion.
And yet chances are you
are selling your future
financial security short.
Especially your own

retirement.

o you find that you are too busy to

worry about your retirement plans? Are

you relying on your business to fund
your retirement? Are you expecting to pass
your business along to the next generation?

What if we were to tell you that:

= Only about 1/3rd of businesses sur-
vive from first to second generation

= Only 20% of businesses put up to sell
ever sell

If you’re like most small business owners (SBOs),
you probably don’'t have a viable retirement
strategy in place or feel your current plans are
inadequate. Whether you’re a Millennial looking
to the future or a Baby Boomer with retirement
looming, now’s the time to start.

We’ve compiled five critical mistakes you need
to avoid. We’ve also included a worksheet to
help you get started. Above all, don’t go it alone.
Work with a professional team that can help you
achieve your goals and keep you on target. But
first, here are the five critical mistakes you need
to avoid going forward:

1 MISTAKE

Not Creating
a Retirement Plan

s a business owner, you have too many

demands and responsibilities and too

little time. It’s easy to fall into the trap
that something or someone needs your per-
sonal attention. This then begs the question,
When do you have the time to focus on your
personal financial requirements?

The fact is, 30% of SBOs haven’t even taken
the time to calculate just how much money
they will even need in retirement, let alone
created a plan. And 75% of SBOs have saved
less than $100,000 for retirement.

Perhaps you’re like the majority of SBOs who
either don’t expect to retire or think it will dif-
ficult to completely retire. While that’s un-
derstandable, what if you become sick or dis-
abled or your personal expectations change?
Consider this, in 2016, more than half of early
retirements were the result of illness or dis-
ability.

Owning a business is no guarantee for your
future. You need a plan in order to retire on
your own terms...at your own time..with the
wealth you need to enjoy retirement.



2 MISTAKE

Not Setting Up a Personal
Retirement Program

It’s such a temptation, as you’re building your business, to defer personal
retirement investment and saving. There’s only so much money each month, after
all, for employee salaries, paying bills and reinvesting into the business.

he studies, however, are quite concern-

ing and suggest that small business

owners are not saving enough for their
own retirement. According to one Small Busi-
ness Administration (SBA), Office of Advoca-
cy study, only about 36% of business owners
have IRAs and fewer than 2% have a Keogh
plan.

If you think that your business IS your retire-
ment plan, consider that we live in the age of
the startup. More than 500,000 new business-
es are started annually. The need for innova-
tive new products and services, the trend to-
ward outsourcing and the rise of e-commerce
may make it easier for entrepreneurs to start
from scratch. Your business may not serve as
an adequate nest egg.

Furthermore, even if you do sell your busi-
ness, if you have 90% of your wealth tied up
in the business and you end up selling your
business for 70% to 80% of your asking price
(as is often the case), the value of your invest-
ment has fallen.

These are all good reasons to have a person-
al retirement plan that helps to give you and
your family adequate financial resources in
later years. And there’s no time to lose.

3 MISTAKE

Not Carrying

Adequate Life Insurance

he SBA estimates that fewer than half
of small businesses carry any kind of
business life insurance.

But what happens if you suddenly pass away
or are disabled? If your money is tied up in the
business, how will your family survive? It’s es-
timated that almost half of American house-
holds are one emergency away from financial
disaster. In fact, some 35 million American
households are uninsured, while about half

admit to being underinsured.

But in addition to personal life insurance to
protect your family, you need to consider
business life insurance to protect the continu-
ity of the business.

Business life insurance is a versatile tool. In
addition to continuity and even protection
for employees, it can support buy-sell agree-
ments, loan re-payments, key-person insur-
ance, creditor protection, and more.



4 MISTAKE

Not
Establishing
Your EXxit
Strategy

iven that almost three quarters of busi-

ness owners expect the business to

continue after they leave (only 27%
plan to simply shutter the business), it's
shocking that fewer than 25% of SBOs have a
formal strategy for succession and exit.

The facts about the survival of a family-owned
business are discouraging: Only about one
third of family businesses pass on to the sec-
ond generation, and half will not survive to the
third generation. US Trust survey of million-
aire business owners (with $3 million or more
in investable assets) found that 64% of those
50 and older did not have a formal succession
plan. Given the dismal numbers, SBOs can't
over-plan for the future.

When considering your exit strategy, you need
to 1) identify your personal goals and 2) factor
in market conditions and what they may be
like by the time you’re ready to exit. This is
where a professional can help you prepare for
a variety of situations.

5 MISTAKE

Not Working with a
Professional Financial Team

Businesses hire experts for all types of jobs—
public relations and marketing, product de-
sign, social media and website development,
HR and hiring. When it comes to financial and
tax planning, retirement strategies and legal
advice, you need the same level of expertise
and professional advice.

And yet, according to a TD Bank survey, 73%
do not have a personal banker or financial
advisor. More than one third go to the Inter-
net and slightly less than half ask family and
friends. Similarly, American Express Open Fo-
rum reports that only about 40% have talked
with a financial advisor.

If you think you can do this all on your own,
consider this: According to a recent study of
SBO retirement readiness, 62% of business
owners who use a financial advisor feel they
are prepared for retirement. https:/www.
guardianlife.com/small-business-owners-re-
tirement-readiness-study

Give yourself peace of mind that your golden
years are in good hands. If you have financial
advisors, work with them regularly. If you're
still trying to do this all on your own, take the
time to find, interview and hire the experts
you need. That’s time you’ll be able to spend
running your business. It's time to make the
time.



Worksheet to Jumpstart Your
Retirement Strategy

Create Your Retirement Plan

Before you can plan for your retirement (and beyond) you need to define your goals. Once
you have a program, you need to commit to staying on track. Don’t let your personal plans
take a backseat to the daily demands of running your business.

= Qutline your retirement objectives (e.g., timeline, salary requirements, lifestyle and dis-

tribution of wealth).

= Take actions to set strategies and programs to meet your objectives for retirement and

beyond.

= Commit to achieving your goals weekly, monthly and annually.

Purchase Enough Life
Insurance for Continuity

You can use life insurance as a long-term
savings strategy as well as protection
for you family and business in the event
of your premature death. A professional
advisor can help you identify your needs
and select the ideal level of coverage.

= Stress test your life insurance cover-
age by assessing your risks to know
if you have adequate tools to protect
the continuity of your business.

= Evaluate you personal life insurance
coverage to protect your family and
cover debt, mortgage, children’s col-
lege and household expenses.

m  Select an advisor and agency that can
meet your family and business needs.

»  Re-evaluate your needs regularly.

Put Your Exit Strategy
in Place

There are so many exit strategy options.
What do you want to do? Take your busi-
ness public? Pass your company to your
children? Find an external successor or
sell your business when you retire?

= Define your objective based on the
strategy that best meets your retire-
ment needs.

m  Work with professionals to assess the
value of your company today; revise
valuation at regular intervals going
forward.

= Once you build your ideal exit strate-
gy, follow through with efforts neces-
sary to achieve your objective (e.g.,
hire qualified executives, expand
productivity/sales, add additional
services, increase brand awareness,
etc.)

84% of SBOs are satisfied
with their financial advisor

Assemble Your
Professional Team

Based on your personal and profession-
al goals, what does your ideal support
team look like? Consider your financial,
legal, accounting and tax requirements.
In addition to hiring professional firms
and agencies, you may need expertise
on staff to help you manage these rela-
tionships.

= Build your professional dream team.

= Start with your existing professional
firms to find the resources you need.

= Interview additional resources; don’t
be afraid to get several opinions.

®  Once you have assembled your team,
present your goals for the future.

®  |nvite your team to present a plan
both for getting you to your retire-
ment goals as well as efforts they
can manage for you to help you stay
on course.

83% plan to keep
the same advisor in retirement

Source: The 2014 Guardian Small Business Owners Retirement Readiness Study

Set Up Your Personal
Retirement Program

You have many options for your person-
al investment and savings that met your
retirement goals, salary, years to invest
and risk tolerance. You need to separate
your personal finances from your busi-
ness growth plans then balance and di-
versify both.

®  Separate your personal finances from
your business growth plans then bal-
ance and diversify both.

®  You have dual financial demands:
Plan for the needs of both personal
and business requirements.

m  Consider all options for investing and
saving from annuities to SEP IRAs to
stocks to 401(k) and more.

Be disciplined about your savings
and review your investment strate-
gies at regular intervals.
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We Are Ready
To Help

e understand the challenges associated with starting
W and growing a business. This is a time-consuming and

capital-intensive venture that demands all your energy
and focus. We also understand that balance your professional
and personal needs is difficult.

We are professional financial representatives, experienced in
the many challenges and problems SBOs face in balancing the
tasks associated with growing a business and planning person-
al financial security. To this end, we are prepared to help you
overcome your challenges and capitalize of opportunities.

We are available to serve your financial planning needs on both
fronts—professional as well as personal. Contact us at your
convenience to set up a free, no-obligation consultation to dis-
cuss your financial situation—as it stands today as well has your
plans and expectations for the future.

In times of economic fluctuations and changing regulations, we
believe it is critical to seek guidance from a financial represen-
tative. The tips in this report are a helpful overview of what you
might need to address for your own retirement, but your com-
plete answers are as unique as you are. From our experience,
small-business owners who recognize and avoid these common
mistakes—and take proactive steps to plan for the future—are
better able to enjoy the lives they desire.

If you have specific questions regarding your needs or about
any of the content included herein, please contact us. We look
forward to speaking with you.




Investment advisory services offered through Calderwood Financial Strategies,
Inc, an SEC-Registered Investment Advisor. Information in this message is for

the intended recipient(s) only.

Visit our website http://www.calderwoodfinancial.com for important disclosures.

he material included in this document
T is for informational purposes only. It is
not intended as either a solicitation or

offer with respect to the sale or purchase of
any financial products or securities.

Any statements, forecasts, estimates and/or
opinions of financial market trends are based
on current market conditions. They constitute
our judgment only and are subject to change
without notice. Furthermore, opinions ex-
pressed are not intended as investment ad-
vice. Nor are they intended to predict future
market performance.

Investing is not without risk, and no strategy
for investment can guarantee profit or pre-
vent possible loss during changes in financial
markets and periods of declining value. There
is always the potential for loss of all or part of
the principal investment.

Past performance does not guarantee future
results. Always consult your financial profes-
sional before making any investment decision.

Neither the named broker/dealer, investment
advisor or the representative named herein
gives legal or tax advice.

All data and information presented has been
researched and is believed to be from reliable
sources. We do not, however, make repre-
sentation as to its accuracy or completeness.
Please consult your financial advisor for fur-
ther information.

The content included are the views of Advi-
sorist and not necessarily those of the named
broker/dealer, investment advisor or the rep-
resentative named herein. Nor should this
content be construed in any way as invest-
ment advice.

Calderwood Financial Strategies, Inc.

www.calderwoodfinancial.com

(713) 808-9077

510 Bering Drive, Suite 540
Houston, TX 77057




