
THE BEST TIME 
TO PLANT A 
TREE WAS 20 
YEARS AGO….

THE SECOND 
BEST TIME IS 
NOW!

(Chinese Proverb)



THE TREES THAT  
NEVER GOT PLANTED

At Business Transition Alliance (BTA) 
we expect there are some things that you 
never got around to doing in your business 
over the last 20 years that by now would 
have considerably increased its value. 

And now you’re thinking of selling or may-
be just stepping back.

You’ve probably heard the stats from your 
advisors that more than 50% of Canadian 
business owners are set to retire over the next 
10 years. And perhaps you’re wondering what 
that means for your plans to get your cash out 
of your business.

We think about that too!

HOW CAN BTA HELP?

The Business Transition Alliance is a consortium 
of professionals that helps owners identify and 
implement strategies to build value when 
transitioning their business.

Think of us as business specialists who can help you 
plant those trees now - trees that will start to grow over 
the next two or three years. And while over that time 
they may not grow to be as big as they would have had 
they been planted 20 years ago… they will show signs 
of future potential for your business – potential that a 
prospective buyer will see. 

Potential that a prospective buyer will demand!

1. Develop Employees - Get 
active in the development of 
employees – they can be a 
catalyst in driving sales, opera-

satisfaction.  Limit your role in 
day-to-day operations. The less 
customers need you, the better

2. Increase Sales – find ways to 
add volume. New geographical 
markets – add new customers, 
add new products – introduce 
new products to existing cus-
tomers 

3. Reduce Costs – find ways to 
reduce costs – challenge sup-
pliers, examine rent, utilities, 
insurance, etc.

FACT: KNOWLEDGEABLE BUYERS ARE INTERESTED IN CASH FLOW  
– AND CASH FLOW ALONE!

WAYS TO IMPROVE CASH FLOW:



RUNNING AND SELLING 
YOUR BUSINESS

can when you sell. Your advisors have told you 
that you need a plan, you need to give yourself 
3-4 years to get the business in shape, you need 
to make yourself replaceable, you need to en-
gage your employees in building the business, 
you need to make sure your business is in the 
best shape it has ever been in.

But how do you do all of that when you are 
going full out running your business?

-

transition is out of the question for most busi-
ness owners. And many consultants who are 
brought in to create elaborate plans and strate-
gies do not have the experience, skills, breadth 
or training to implement strategic programs.

OUR EXPERIENCE

Our Business Transition Alliance partners 
are seasoned professionals with a breadth 

implement programs that improve cash 
flow and the value of your business.

When you engage one or more of our profes-
sionals you only pay for what you need. You’re 
not paying for a large organization with big 
overheads where you may end up with a junior. 
We are senior level executives who have run 
and sold our own businesses. 

EXAMPLES OF HOW WE CAN HELP 
YOU PREPARE YOUR BUSINESS FOR 
TRANSITION.

•  
allow you to grow your business and improve its value

•  
flow and make your business more attractive to buyers

•  Build metrics into your marketing programs to improve 
your ROI

•  Engage your employees in developing more revenue so 
you can walk away or step back from the business

•  Rework your messaging and brand so your clients and 
potential buyers understand the true opportunity for 
your business

•  Build a marketing strategy that maximizes your 
competitive advantage, margins and market share

We understand what buyers are looking for when 
considering a business.

We’ll help you plant the trees that you have been 
too busy to plant while you continue to run your 
business.

FACT: 550,000 BUSINESSES 
WILL TRANSITION WITHIN 10 
YEARS – CIBC REPORT

WHAT DO WE MEAN BY 

Transition in a business can come in 
a variety of forms. 
• It could be selling the business 
outright to management, a customer, 
a supplier or some other third party

to be less or not involved in day-to-

Whichever form of transition you 
pursue we expect you want to make 
sure you have maximised the value of 
your business as you go through that 
transition. We can help.



EXAMPLES OF  
CLIENT WORK
HERE ARE SOME RECENT EXAMPLES 
OF THE TREES WE HAVE HELPED 
OUR CLIENTS PLANT IN BUILDING 
VALUE IN THEIR BUSINESS.

• Rebuilt and rebranded a services company and 
its business model to appeal to the next generation 
customer.

• Reengaged management and employees 
• Drove forward new and profitable revenues
 • Attracted new key employees to take on ownership 

• Turned struggling family business
profitable after transition

 • Re-engineered all internal processes – post transition
• Turned sales decline into profitable growth
• $200K annualized savings – a 400% ROI

• Transitioned distribution business to sons

• Developed transition and growth plan
• Mentored next generation owners
• Strategic plan identified $500K of new profits

WE HELP MAKE LIVES BETTER

How Do We Do That? 

TRANSITION MRITM

The Transition MRI™ is a comprehensive diagnostic 
scan designed to help business owners get a detailed 
picture of their business. The scan identifies the 
challenges and opportunities that should be addressed 
so that owners can maximize the value of their business 
when they are considering or undergoing a transition. 

Measurement: A 17-Point Diagnostic™ assessment of 
all the functional areas of the business and a discussion 
with owners about their opportunities to improve the 
business value.

Recommendations: Building on the diagnostic, a 
comprehensive review of the recommended strategies 
and tactics that will be required to maximize the owner’s 
value throughout the business transition.

Implementation: A detailed rollout of activities 
designed to improve specific shortcomings and capitalize 
on opportunities, complete with timetables, budgets, 
KPI's and deliverables to help owners get the Transition 
that they deserve.

 

FOR MORE ON HOW WE HELP  
BUILD VALUE, VISIT OUR WEB SITE 
OR CONTACT US. 

Website:  
www.btahelps.com
E-Mail:  
contact@btahelps.com
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