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EXECUTIVE SUMMARY

Exiting a business is not just about maximising value on paper. It's about ensuring continuity, protecting legacy and
setting the business up for its next phase of growth.

For one founder-led company, succession was central to this journey. By bringing in a younger CEO more than a
decade before the eventual exit, the founder ensured the business was future-ready, resilient and attractive to
acquirers. The outcome was a smooth transition that reassured buyers, preserved the founder’s legacy and unlocked
long-term value.

The founder had built the company over decades, holding the majority shareholding. Yet he recognised that the next stage
of growth for the business would require a new leadership style and fresh capabilities.

Rather than waiting until the point of exit, he empowered a younger CEO to take the reins long before a transaction was on
the horizon. This wasn't a token move. It was a deliberate shift that required the founder to set aside ego, “unlearn” old

habits and embrace new ways of thinking.

The result was a rare partnership: two very different leadership styles working together, with the founder providing
continuity and credibility, while the CEO brought fresh ideas and a growth mindset.

T H E B U S I N E S S » Sector: Specialist manufacturing and industrial solutions

« Ownership: Majority founder-held prior to transition
* Need: Partial exit with a structured leadership handover

1 » Headwinds: Potential founder-dependence; need for tested
Strong Foun.d.atlons. Headwind
S mart T ransition » Strengths: Strong market share, established customer

relationships, credible management pipeline



Turning Succession into a Strength

At DLI, we know that succession planning is one of the first things buyers assess. They want to see that the business is not
over-reliant on a single individual. In this case, succession was not a risk; it was an asset.

We focused on:

Positioning
Continuity as
Value

Structuring

the Transition

Control the
Process,
Don’'t Just
List It

The founder's foresight in empowering a new leadership

team years earlier was a key differentiator, showing stability
and resilience.

The founder reduced his shareholding and stepped into a
non-executive role, ensuring governance continuity while

giving operational authority to the CEO and management
team.

This structure reassured buyers that the business was
well-positioned to grow under proven leadership, while
the founder's legacy remained protected.




THE OUTCOME:
A SEAMLESS TRANSITION THAT PROTECTED LEGACY AND CREATED
LONG-TERM VALUE.

For many founders, succession is one of the hardest parts of the exit journey. But it's also one of the most
important. Buyers want reassurance that the business will thrive without you at the centre. By planning succession
early and empowering leadership long before you sell, you can:

» Reduce buyer risk perception
* Strengthen continuity for your team and customers
« Protect your legacy while unlocking value

Succession done right is not only about stepping back. It's about setting the stage for your company's next phase
of growth.

Guiding Founders Through Transition

At DLI, we help business owners prepare, position and sell in a way that highlights strengths, manages risk and
secures the right future for their business by:

» Highlighting succession as a value driver, not a risk
 Structuring transitions that give buyers confidence
» Balancing legacy preservation with growth strategy

This case study is based on a real engagement. Business and buyer names withheld for confidentiality. Results speak for themselves.




