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TO SELLING YOUR BUSINESS



The Ultimate Guide to Selling
Your Business 

Find out everything you need to know about selling your business to get the best
possible price. We'll cover all the steps you need to take, from preparing yourself
personally and professionally to figuring out how much your company is worth,
finding the perfect buyers, and dealing with negotiations.

Selling a business can be tough emotionally, but if you approach it the right way,
it can also be incredibly rewarding. In this guide, we'll walk you through the entire
process of selling your business, step by step. We'll help you get mentally
prepared, assess the value of your company, and guide you in finding the right
buyers and handling negotiations.

Ready to learn how to sell your company and make the most of your investment?
Let's get started!
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Why You Should Consider
Selling Your Business
Thinking about selling your business? Before you jump into the process, it's
crucial to understand why you want to sell and how it might affect you
emotionally. Selling a business is not just a simple transaction – it can be a big
life-changing event.

Many business owners face uncertainty and doubt when deciding to sell. They
might start the process but back out at the last minute, causing problems for
everyone involved. That's why it's important to be mentally prepared before you
begin.




Selling your business is a journey, not just a single event. It's not just about
preparing your company for sale; you also need to prepare yourself for this
significant change in your life.

There are various reasons why people choose to sell their businesses. It could be
that you're feeling burnt out, looking to retire, or want to explore new
opportunities. Maybe you can't grow the business further or have received a
tempting offer. Whatever your reason, it's essential to have a clear understanding
of why you're selling.

Selling your business is likely the most important financial decision you'll make.
As the process unfolds, you might find yourself dealing with mixed emotions. It's
natural to feel attached to the company you've built and nurtured over the years.






Are You Mentally Prepared to Sell Your Business?



Am I making the right decision?

Emotions are bound to be a part of the selling process. After all, you're
saying goodbye to something you've worked hard to create. It's essential
to address these emotions and prepare yourself mentally for the sale.

Here are some key questions to consider before you put your business on
the market: 




The Emotional Side of Selling a Business

Will I regret not passing the business on to my children?

What would the previous owner think about me selling?

Do I like the potential new owners, and will my employees get along with them?

What will I do after the sale is complete?

Is money the only factor that matters in the deal?

How will the sale impact my community's view of the company?

Will I miss my employees and customers?

What will happen to my family's legacy in the business?



Once you've honestly answered these questions, there are other important
aspects to consider, such as:

1. A financial review to understand your financial needs after the sale.

2. Having open conversations with your family about the implications of selling

the business.

3. Planning how you'll spend your time after the sale.

4. Coming to terms with the idea of someone else making decisions about the

business.

5. Being prepared to work with new management during a transition period.

The reasons for selling a business can be as unique as each individual. Regardless
of your age or current intentions, addressing these questions early on will help
you prepare for the possibility of selling your business one day. It's essential to be
emotionally ready for this significant step in your life.






Timing is a critical factor when it comes to selling your business and getting the
best deal possible. Just like showing up late for dinner or missing a beat while
dancing might not be a big deal, choosing the wrong time to sell your business
could mean losing out on potential value.

Knowing when to sell is just as important as knowing how to sell your business.
There are two types of business owners when it comes to selling:

1. Those who plan to sell their business: These owners have a well-thought-out
exit strategy and can time the sale to their advantage.

2. Those who have to sell their business: These owners are often forced to sell
due to circumstances like death, disability, divorce, disagreements with partners,
or burnout. Unfortunately, they may have to sell regardless of whether the timing
is right or not, which can result in a less favorable deal.

To get the best outcome, it's crucial to establish a comprehensive exit strategy
and identify the ideal conditions for selling your company. Waiting until you're in
a difficult situation may put you at a disadvantage, giving more power to the
buyer.

When Should You Sell Your Business?

When is the right time to sell? 

Once you've mentally prepared yourself to exit, the next step is figuring out the
right time to sell. Generally, there are two favorable conditions for selling your
business:

1. Your business is doing well and making profits: Buyers are more interested in
companies with a positive track record and high potential for growth.

2. Buyers are actively looking for businesses: During a seller's market, the
demand for businesses exceeds the supply, which can drive up the value of your
company.








A strong economy

Low or modest interest rates

Favorable capital gains taxes

Buyers having enough cash on hand for purchases

Strong earnings among buyers

A need for mergers and acquisitions to drive growth

Keep an eye on your annual financials and the overall position of your business.
Don't wait until your business starts struggling to consider selling. Buyers prefer
businesses with a promising future, not ones that appear to be struggling.

A seller's market is characterized by:

By recognizing the signs of a seller's market, you can seize the right opportunity
and sell your business for the maximum value. It's all about being prepared and
understanding the market conditions to make the most of your exit strategy.






Step 1: Decision Meeting with M&A Analyst
Start by meeting with an experienced M&A professional who will assess your company's
readiness for selling. They'll understand your reasons for selling and identify any initial
obstacles.

Step 2: Business Evaluation
This step involves a deeper analysis of your business to determine its value. It includes a
thorough review of your financials, identifying intangible assets, and conducting market
research to create an Offering Memorandum.

Step 3: Value Enhancement
Find potential weaknesses and areas of improvement in your business that could impact
its value. Addressing these issues will make your business more appealing to buyers.

Step 4: Exit Planning
Create a clear exit strategy that outlines your reasons for selling and your goals for the
sale and beyond.

Step 5: Develop Buyer Prospects
Define your ideal buyer characteristics and conduct research to find potential buyers that
match your criteria.

Step 6: Distribute Profiles
Create a Confidential Business Profile presenting key features of your company without
revealing sensitive information, and share it with potential buyers.

Step 7: Get Confidentiality Agreements
Ensure both you and prospective buyers sign confidentiality agreements to protect
sensitive business information.

Step 8: Distribute Offering Memorandum
Once confidentiality is agreed upon, share your comprehensive Offering Memorandum
with interested buyers, containing detailed financials and company information.

Your Step-by-Step Checklist for Selling
a Business

Selling your business is a complex process; doing it alone can be overwhelming.
We've broken down the entire journey into 16 manageable steps to help you get
the maximum value for your business.



Step 9: Buyer Visit
Invite interested buyers to visit your business, meet your team, and see your operations
in person.

Step 10: Receive Offers
Evaluate initial offers from interested buyers.

Step 11: Limited Auction
Conduct a targeted auction among potential buyers to find the best match for your
expectations.

Step 12: Negotiate Deal Structure
Enter into negotiations with chosen buyers to determine the terms of the sale.

Step 13: Letter of Intent
Sign a Letter of Intent with the selected buyer, setting expectations and protecting both
parties during the due diligence process.

Step 14: Due Diligence
Allow buyers to conduct their examination of your business to verify information and
identify any risks.

Step 15: Definitive Purchase Agreement
Create a binding contract that finalizes the conditions of the sale.

Step 16: Closing
The sale is completed, and ownership of the business transfers to the buyer.

Remember, each step requires careful attention and can be time-consuming.
Having skilled support throughout the process is crucial, so you can focus on
running your business effectively.

By following this checklist and seeking the right guidance, you'll:

1. Determine and maximize the value of your business.

2. Plan for life beyond your business.

3. Create compelling documentation for potential buyers.

4. Find and negotiate with the perfect buyer for your company.

5. Protect yourself legally during the sale process.



The Offering Memorandum is a critical legal document that showcases your business to
potential buyers. It contains detailed information about your company, such as financial records
from the past three years and projected financials for the next five years. It also includes a
complete history of your business, its current operations, and future growth opportunities.
Additionally, the OM will cover a SWOT analysis, industry growth projections, key clients, vital
suppliers, and intangible assets that make your company unique and successful. Creating an
accurate and attractive OM is essential, as buyers will refer to it during due diligence.

1 - Offering Memorandum (OM):

Before sharing your Offering Memorandum
with potential buyers, it's crucial to have them
sign a Confidentiality Agreement. This legally
binding contract protects sensitive
information about your company, such as
financials, customer data, and employee
details, from being leaked out.

2 - Confidentiality Agreement:

The Confidential Information Memorandum
(CIM) is derived from your Offering
Memorandum and provides a top-line
overview of your business to potential buyers
before they sign a Confidentiality Agreement.
It includes the key highlights you want
prospects to know about your opportunity.

3 - Confidential Information
Memorandum:

The Letter of Intent outlines the conditions for
conducting due diligence between buyers and
sellers. It covers deal structure, scheduling,
and other significant aspects of your
negotiations. LOIs can also protect both
parties – for buyers, they can include a 'no-
shop' clause to prevent sellers from
negotiating with other buyers during due
diligence. For sellers, a break-up fee can be
arranged to compensate for any loss if the
buyer backs out for unpermitted reasons.

4 - Letter of Intent (LOI):

The Definitive Purchase Agreement is the final
legal document that records the conditions of
the sale and purchase of your business. It
includes all terms and conditions, such as the
form of payment, deal structure, termination
clauses, and earn-out conditions.

5 - Definitive Purchase Agreement:

What Documents Do You Need to Sell
Your Business?  
When selling your business, there are several important documents
you'll need to have in place to protect yourself and attract potential
buyers. At SF&P Advisors, we know the ins and outs of the selling
process and can help you with all the necessary paperwork. Here's a
breakdown of the essential documents you'll need:



1
Last Twelve Monthly Income Statements and YTD Income Statement
(beginning of year-last fully closed out month) with YoY Comparison

2 Last Twelve Monthly Balance Sheets

3
DETAILED Income Statements and Balance Sheets for Prior Five Full
Years

4

List of “Add-Backs” or “Personal Expenses” (invoice and detailed G/L
posting); 
Examples: Car Expense, Non-Working Family Members, Personal Travel and
Corresponding Accounts on the P/L

5
W-2 Owner’s Salary, Current YTD Owner’s Salary, and Expected
Owner’s Salary Going Forward

6
Current Rent vs Fair Market Value
Who owns facility? Rental Agreements/Terms? Square Footage? Room for Growth?
Future Sale or Rent Price? 

7

What is Your Business Mix?
Percentages, Types, and Brief Descriptions of Services Provided. Residential vs.
Commercial? Replacement vs. New Construction? Any Union Component? Customer
concentration amongst property management/home warranty companies?

8
Provide any Budgets and Forecasts (Current Year and Future with Brief
Explanation)

Getting these documents right is crucial to a successful sale. That's
why it's essential to work with experienced financial advisors and
M&A professionals like SF&P Advisors. We can help analyze your
company's financials, create an accurate Offering Memorandum, and
guide you through the entire selling process to ensure you get the
best possible deal for your business.

Required Information: 



After learning about the steps involved in selling a business, you might be
wondering how much time it takes to complete the process. While each sale is
unique, based on our experience at SF&P Advisors, it typically takes around 12
months to go through the complete checklist. But that's not all – before starting
the actual sales process, you might need an additional 12 months to prepare your
business for the sale. So it's crucial to start your preparations early on.

If you're hoping for a quick sale, we have to be honest – achieving the maximum
return on your investment usually takes time. Each of the 16 steps we discussed
earlier requires careful attention and effort to get the best outcome for your
company.

However, there are ways to speed up the process. Working with a professional
M&A advisor, like SF&P Advisors, can make a significant difference. Their
expertise and experience in each step will help you navigate the process more
efficiently and increase the likelihood of a faster completion.

You can also take proactive steps to make your company more 'buyer ready'
before starting the sales process. Analyzing potential risks and addressing any
issues early on during the value enhancement stage can reduce the time needed
to resolve problems.






How Long Does It Take to Sell a
Business? 



Remember, selling a business is a significant undertaking, but with the
right guidance and approach, you can successfully navigate the
process and achieve the best possible value for your company.

Hire an M&A Advisory Firm:
Don't feel like you have to go through the process alone. Selling a
business is a big deal, and you may only get one chance to do it right.
Having an experienced M&A advisory firm like SF&P Advisors by your
side ensures you have knowledgeable support throughout the sale
process. This way, you can focus on running your business while
experts handle the sale. 




Keep Your Sale Quiet:
While it depends on your specific situation, it's generally a good idea to
keep the potential sale of your business under wraps until it's near
completion. Sharing details too early might cause unnecessary panic
among clients, customers, and employees. Only inform trusted
personnel when necessary to maintain a smooth transition.

Consider Your Curb Appeal:
Just like preparing your home for sale, spending some time improving
the outward appearance of your company can make a difference.
Prospective buyers may visit your business during the due diligence
phase, so ensuring everything looks tidy and presentable can leave a
positive impression.

Three Quick Tips for Selling Your Business

As we wrap up this guide on how to sell a business for the maximum
value, here are three additional tips that could be helpful during your
journey of exiting your company:



Before you even think about selling your business, it's essential to know its true
value. You wouldn't want to go to market blindly, hoping you'll get the right price
for your hard work. That's why the first step in your exit strategy should be
determining your company's value.

So, how much is your business worth? Well, it's not a simple answer. The value of
a business depends on various factors, such as the current buyer's market,
industry appeal, financial performance, and intangible assets. Different buyers
may see different values in your company based on their unique perspectives and
needs.

To get an accurate valuation, it's crucial to seek professional help from a business
evaluation service like SF&P Advisors. We can provide an objective viewpoint and
remove any doubts about over or undervaluing your business.

One common method used to estimate a company's value is the Discounted Cash
Flow (DCF) method. This approach considers your company's projected EBITDA,
which is a measure of its operating profitability. EBITDA helps determine your
company's growth potential and is an essential metric for buyers and investors.

How to Value Your Company

Net Income 
+ Interest Expense 
+ Taxes 
+ Depreciation 
+ Amortization 

= EBITDA

Using the DCF method, financial professionals analyze market conditions and
economic factors to estimate your company's present value. They also consider
your company's strengths, weaknesses, opportunities, and threats (SWOTs) to
adjust the value accordingly, resulting in the Business Enterprise Value (BEV).

Our valuation team at SF&P Advisors takes into account dozens of key metrics to
assess the level of risk associated with your company. This personalized approach
ensures a more accurate valuation rather than a generalized assumption based
solely on industry and financials. 



Moreover, when estimating your business's value, we also consider intangible
assets that may not appear on your balance sheet but still hold significant value.
These could include patents, trademarks, key customers, experienced employees,
valuable software, and goodwill.

Identifying and noting these intangible assets is crucial during the selling process,
as they can set your business apart from competitors and influence a buyer's
decision.

Remember, getting an accurate valuation for your company is crucial for a
successful sale. Working with experienced professionals like SF&P Advisors can
ensure you understand the true value of your business and maximize your return
on investment when it's time to sell.

How to Increase the Value of Your
Business with SF&P Advisors
Once you've received a thorough business evaluation, you might realize that the
estimated value of your company doesn't meet your expectations or your future
plans. But don't worry, there's still a chance to boost your business value before
selling it. Applying value enhancement strategies can help you maximize your exit
potential.

One essential strategy is called "recasting." Many business owners use legal
tactics to minimize their income tax by suppressing profits during their
ownership. While this might work during operations, it can negatively impact your
business value when it's time to sell. Recasting, a perfectly acceptable accounting
practice, involves removing unnecessary expenses from your financials, like
owner salaries, travel costs, one-time repairs, or excessive rents. By doing this,
you get a clearer picture of your company's profitability and often end up with a
stronger valuation.

Besides recasting, there are other techniques we use at SF&P Advisors to
enhance a company's value before the sale. Our Roadmap for Enhancing Value
(REV) helps identify areas that can be improved and hidden value that can be
unlocked, leading to better overall performance.



One of the main focuses of value enhancement is reducing risks associated with
your business. Buyers are cautious about risks, and addressing them before
selling can make your company more attractive. Here are some common risks
that should be addressed:

Owner Dependence: 
Buyers worry if your company's success heavily relies on your
leadership. Building a strong management team can help mitigate this
risk.

Financial Reporting: 
Buyers expect transparent and detailed financial records during due
diligence. Having well-organized financials instills confidence.

Industry Norms: 
Aligning your expense ratios with industry averages makes your
business more competitive.

Lack of Recurring Revenue: 
Consistent revenue is attractive to buyers. Implementing strategies to
generate recurring income can be beneficial.

Customer Concentration: 
Relying on just a few major customers raises concerns for buyers.
Diversifying your customer base can make your company more
appealing.

These are just some examples of value enhancements that can be implemented
before putting your company on the market, making it more "buyer ready."

At SF&P Advisors, we can guide you through this process, helping you determine
your company's value and enhancing it by reducing risks. By taking these steps,
you'll increase your chances of selling your business for the best possible value,
putting you on the path to a successful exit.



How to Find the Perfect Buyer
for Your Business 
Once you've determined the estimated value of your business and enhanced it,

the next step in selling your business is finding the right buyer. Many business

owners make assumptions about who will buy their company, often thinking it'll

be their children, key employees, or competitors.

However, if you want to get the maximum value for your business, it's essential to

broaden your horizons and consider a wide range of potential buyers. Your ideal

buyer might surprise you! It could be a competitor looking to expand their market

share, a private equity firm seeking to grow and resell your business for a higher

return on investment in the future, or a company aiming to utilize your unique

skills to boost their growth.

Sometimes, a professional buyer from a completely different industry might see

value in your business and have plans to diversify their services. They may share a

similar culture with your company, making the transition smoother for your

employees and customers.

During an active seller's market, there's a diverse pool of potential buyers from

various industries seeking opportunities for acquisition. This opens up exciting

possibilities for you to find the perfect buyer who not only offers a fair price but

will also continue to nurture and grow the business you've worked hard to build.

At SF&P Advisors, we can help you identify and reach out to potential buyers,

whether they're competitors, private equity firms, or companies from different

industries. Our expertise and network allow us to find the right match for your

business, ensuring a successful and rewarding sale process.



How SF&P Advisors Can Help You
Market Your Business to Buyers
When it comes to selling your business, marketing to the right buyers is crucial
for a successful sale. One of the key documents that will grab the attention of
potential buyers is your Confidential Information Memorandum (CIM). It's like a
top-line summary of your Offering Memorandum, highlighting the most important
and attractive aspects of your business to convince buyers of the opportunity
you're presenting.

Working with a well-connected M&A advisory firm like SF&P Advisors can be a
game-changer. Our extensive network of buyers and investors allows us to
discreetly share your CIM with the right people who might be genuinely
interested in acquiring your business. This ensures that your efforts are focused
on the most promising leads and saves you time, money, and effort by avoiding
fruitless pursuits.

After marketing your business, we'll create a limited auction to further narrow
down the list of interested parties. This limited auction, also known as a targeted
or controlled auction, creates a competitive bidding environment that attracts the
most interested and qualified buyers. It's a win-win situation as it increases the
value and attractiveness of your company while maintaining confidentiality.

The limited auction strikes the perfect balance between a broad auction and
targeted solicitation in terms of time, confidentiality, and cost. By presenting your
business to a select group of highly interested buyers, we minimize the risk of
leaks and ensure that the right buyer is identified in the shortest time possible.

Successfully conducting a limited auction requires a deep understanding of your
goals as a seller and the experience to keep control during the process. That's
where our skilled M&A advisory team comes in. We work closely with you to
ensure the process of sourcing a buyer is professional, efficient, and maximizes
the potential value of your business. With SF&P Advisors by your side, you can
confidently navigate the process of selling your company and find the perfect
buyer for your business.



How do you choose the right buyer? 
Choosing the right buyer for your business is a crucial decision, and
it's not just about the price they offer. At SF&P Advisors, we
understand that finding the perfect buyer involves considering
multiple factors to ensure a smooth transition and a successful sale.

Our approach goes beyond just financial considerations. We work
with you to identify a buyer who meets three essential elements:

1. Meeting Your Financial Needs:

 The buyer's offer should not only meet but ideally exceed your personal financial
goals. We help you evaluate offers and negotiate with potential buyers to secure
a deal that aligns with your financial aspirations.

2. Preserving Your Legacy:

 We understand the emotional connection you have with your business and the
legacy you've built. Our team ensures that the chosen buyer is committed to
preserving and growing the legacy you've left behind.

3. Matching Your Company Culture: 

The right buyer should align with the culture you've established in your business
and support the team you've built. We take the time to get to know potential
buyers, conducting interviews to explore their values, long-term goals, and
compatibility with your company's culture.

We've witnessed many situations where the highest offer did not
solely drive the final decision to sell. Human emotions play a
significant role in private company acquisitions, and we appreciate
the importance of finding a buyer who respects and understands the
personal aspects of your business.



To assist you in evaluating prospective buyers, we provide a set of key
questions to ask during the interview process. 

How did you get started in your current business?

What do you find rewarding in your role?

Have you made any acquisitions in the past?

What are your long-term goals for your business?

Who are the key players on your team and what are their

strengths?

Why are you interested in my company?

What would be your strategy to grow my company post-

acquisition?

Will you be keeping my employees on board after the sale?

Are you planning on keeping our company name?

What do you see as my role and level of involvement in the

business going forward?

How do you plan on structuring a deal?

The ongoing legacy of my family business is important to me. How

will you ensure that it continues post-acquisition?

Our goal is to help you make an informed decision that not only maximizes the
value of your business but also aligns with your aspirations and values. By
spending quality time with potential buyers, we ensure that you feel comfortable
with the new direction your business will take and that it remains in good hands
even after you've departed. With SF&P Advisors by your side, you can
confidently choose the right buyer for your business and secure a successful
future for both you and your company.



What do I do once I sell my business?

Congratulations on selling your business! Now that this chapter is closing, you
might be wondering, "What do I do once I sell my business?" Well, the answer is
pretty much anything you want!

This is your chance to live life on your terms. You can tick off items from your
bucket list, plan exciting vacations, or simply enjoy the freedom to do whatever
makes you happy.

However, we understand that it's not always that simple. Selling your business is a
big change, and it's essential to think about where you want to go from here. This
is where SF&P Advisors can lend a helping hand.

As experienced advisors, we don't just focus on the selling process; we care
about your destination too. Whether you're in the early stages of considering the
sale or well into the process, we encourage you to take some time to reflect on
your desires and aspirations for life after the business.

Our team will work closely with you to understand your goals, dreams, and
motivations for the future. We'll help you create a comprehensive plan for life
after selling your business, ensuring that you're well-prepared to embark on the
next exciting phase of your journey.

So, as you celebrate this milestone, remember that SF&P Advisors is here to
guide you through this crucial time of transition. We'll make sure you're ready to
embrace the opportunities and possibilities that await you after selling your
business. Your journey doesn't end with the sale – it's just the beginning of an
exciting new adventure!



Can I Sell My Business?
Can you sell your business? It's a common question that many business owners
grapple with. After years of dedicating your time and energy to building and
running your company, the idea of parting with it can be both exciting and
daunting.

You might be wondering, "What will I do after selling my business?" It's
completely normal to have these thoughts. You've been so focused on your
business that it's natural to wonder how you'll fill your time and find a new
purpose once it's sold.

But don't worry, we're here to help you navigate this journey. Here are some
ideas that we've gathered from working with other business owners to help you
come to terms with the next step:

Take inventory of your interests

Think about all the things you've wanted to do but couldn't because your
business kept you occupied. Consider hobbies or activities that you've always
wanted to pursue.

Talk to your loved ones

Have open and honest discussions with your spouse and family about their
thoughts on your post-sale plans. Their insights could give you valuable clarity
on what to do next.

Rediscover your passions

Take some time in your spare moments to explore new interests and hobbies.
This can be a great way to discover new passions that you can fully embrace
after selling your business.



It's essential to remember that your motivations for selling your business might
evolve throughout the process. That's completely normal. As you delve deeper
into the world of mergers and acquisitions and talk to potential buyers, your
reasons for selling may become clearer.

The beauty of selling your business is that the next chapter is entirely up to you.
Whether you want to spend more time with family, travel the world, learn new
skills, or even acquire other businesses in the future, the choice is yours.

At SF&P Advisors, we understand the emotional and practical aspects of selling a
business. Our team will support you every step of the way, from exploring your
options to maximizing the value of your business. We'll help you gain the capital
you need to pursue your ambitions and feel a sense of accomplishment in this
new phase of your life. So, let's embark on this journey together and make your
post-business dreams a reality!



Summary

We understand that selling your business is a big decision and a life-changing

experience. We've covered a lot of ground in this guide, and we hope it has given

you a better understanding of the process involved.

The key takeaway here is that selling a business is not just a one-time event; it's a

carefully planned process that takes time and preparation. It's normal to have

many thoughts and feelings throughout this journey, and that's where we come in

to help.

At SF&P Advisors, we specialize in guiding business owners like you through the

entire process of selling a business. With our knowledge, expertise, and support,

we can make this potentially complex and sensitive journey more manageable

and logical for you.

We'll be by your side every step of the way, from the initial evaluation of your

business to finding the right buyer and negotiating the best deal for you. Our goal

is to ensure that you achieve an optimal value for your business and embark on

the next chapter of your life with confidence.

Remember, selling your business is a significant undertaking that requires careful

planning and preparation. With our help, you'll be well-prepared for this exciting

new phase in your life. So, let's start this journey together and make your business

exit a successful and rewarding experience.



Here

Next Steps 

Step 1:
Get Started by Scheduling
a Free Consultation 

Here

Step 2:
Visit Our Website to Read

Testimonials from Past Clients 

https://calendly.com/sfpemily/sf-p-advisors-pre-consultation-download
https://sfpadvisors.com/testimonials/

