EXOS — EXIT-READINESS SELF-TEST
How Ready Are You to Exit Your Business?
Most owners know how to run their business.
Far fewer know whether their business is actually ready to be sold.
This quick self-test helps you identify the issues that could affect your company's value, attractiveness to buyers, ability to survive due diligence, and your personal readiness to exit.
Time required: 5–10 minutes
HOW TO SCORE YOURSELF
For each statement, give yourself:
2 — YES — This is clearly true today.
1 — PARTLY — Somewhat true, but improvement is needed.
0 — NO — This is not currently true or I don't know.
Don't score yourself based on what you intend to do.
Score the business as it exists today.

1. FINANCIAL READINESS
1. My financial statements are accurate, current, and easy for an outside buyer to understand. 0 / 1 / 2
2. I can clearly identify and document legitimate owner add-backs and normalization adjustments. 0 / 1 / 2
3. Revenue, gross margin, EBITDA, and cash flow have been reasonably stable or improving. 0 / 1 / 2
4. I understand the key financial trends a buyer is likely to question. 0 / 1 / 2
5. I have few unresolved financial, tax, accounting, or reporting issues that could concern a buyer. 0 / 1 / 2
Financial Readiness Score: ____ / 10

2. BUSINESS VALUE
6. I have a realistic understanding of what my business may be worth today. 0 / 1 / 2
7. I understand which factors are increasing or decreasing my company's valuation multiple. 0 / 1 / 2
8. I know the three to five issues that could have the greatest impact on my company's exit value. 0 / 1 / 2
9. I have a plan for increasing enterprise value before going to market. 0 / 1 / 2
10. I understand how different valuation scenarios could affect my personal net proceeds. 0 / 1 / 2
Business Value Score: ____ / 10

3. FOUNDER DEPENDENCY
11. The business can operate effectively without my daily involvement. 0 / 1 / 2
12. Important customer relationships are not dependent exclusively on me. 0 / 1 / 2
13. Key employees can make important operating decisions without me. 0 / 1 / 2
14. Critical knowledge, processes, relationships, and procedures exist outside my head. 0 / 1 / 2
15. I could leave the business for 30–60 days without major disruption. 0 / 1 / 2
Founder Independence Score: ____ / 10

4. TRANSFERABILITY & OPERATIONS
16. Our critical operating processes are documented and repeatable. 0 / 1 / 2
17. Responsibilities and decision-making authority are clearly assigned. 0 / 1 / 2
18. The company has a capable management team that is likely to remain after my departure. 0 / 1 / 2
19. Important contracts, licenses, systems, records, and intellectual property are organized and transferable. 0 / 1 / 2
20. A new owner could understand how the business operates without having to rebuild the operating system from scratch. 0 / 1 / 2
Transferability Score: ____ / 10

5. REVENUE & CUSTOMER QUALITY
21. No single customer represents a dangerously large percentage of company revenue. 0 / 1 / 2
22. Revenue is reasonably predictable and repeatable. 0 / 1 / 2
23. Customer retention is strong and measurable. 0 / 1 / 2
24. Sales do not depend primarily on the owner's personal relationships or selling ability. 0 / 1 / 2
25. The business has a credible pipeline or process for generating future revenue. 0 / 1 / 2
Revenue Quality Score: ____ / 10

6. RISK & DUE-DILIGENCE READINESS
26. Important corporate, financial, tax, legal, employment, insurance, and operational records are organized. 0 / 1 / 2
27. Major contracts and agreements are current, documented, and accessible. 0 / 1 / 2
28. I know of no major unresolved legal, regulatory, tax, employee, customer, or vendor issue likely to surprise a buyer. 0 / 1 / 2
29. I understand the weaknesses a sophisticated buyer is likely to discover during due diligence. 0 / 1 / 2
30. I could begin assembling a professional buyer data room without months of cleanup. 0 / 1 / 2
Due-Diligence Readiness Score: ____ / 10

7. EXIT STRATEGY & DEAL READINESS
31. I know the type of exit I am most likely to pursue. 0 / 1 / 2
32. I understand what types of buyers may place the greatest value on my company. 0 / 1 / 2
33. I understand the difference between purchase price and what I may actually receive after taxes, fees, escrows, earnouts, debt, and other adjustments. 0 / 1 / 2
34. I understand the major deal terms that can materially affect the true economic value of an offer. 0 / 1 / 2
35. I know which deal terms are most important to me beyond purchase price. 0 / 1 / 2
Deal Readiness Score: ____ / 10

8. PERSONAL, FINANCIAL & LEGACY READINESS
36. I know approximately how much after-tax wealth I need from an exit. 0 / 1 / 2
37. My personal financial future does not depend on achieving an unrealistic business valuation. 0 / 1 / 2
38. I have thought seriously about what I will do after leaving the business. 0 / 1 / 2
39. My family and other important stakeholders generally understand my exit objectives. 0 / 1 / 2
40. I have considered how I want my wealth, reputation, employees, family, and legacy handled after the exit. 0 / 1 / 2
Personal & Legacy Readiness Score: ____ / 10

YOUR EXOS EXIT-READINESS SCORE
Add your eight section scores.
TOTAL SCORE: ______ / 80
65–80 — EXIT READY
Your foundation is strong.
Your business appears to have many of the characteristics necessary for a successful exit.
Your priority is now to identify remaining value gaps, optimize enterprise value, prepare for buyer scrutiny, and protect the economics of the eventual transaction.
Don't confuse readiness with optimization.
A business can be ready to sell without being ready to achieve its best possible exit.

49–64 — PREPARE BEFORE YOU SELL
You're making progress—but meaningful gaps remain.
Your company may be sellable today, but weaknesses could reduce valuation, weaken your negotiating position, complicate due diligence, or increase transaction risk.
This is where deliberate preparation can potentially create significant value.
Identify the gaps. Fix what matters. Then approach the market from a stronger position.

33–48 — SIGNIFICANT EXIT RISK
You're not ready to maximize an exit.
Important weaknesses may exist in financial readiness, founder dependency, transferability, revenue quality, documentation, deal preparation, or personal planning.
Selling prematurely could mean:
Lower valuation. More buyer leverage. More difficult due diligence. Greater re-trade risk. Less favorable terms. Lower net proceeds.
Your immediate priority should be building exit readiness—not finding a buyer.

0–32 — THE BUSINESS DEPENDS ON YOU MORE THAN YOU THINK
Stop thinking about the transaction. Start strengthening the asset.
A buyer may currently see significant dependency, uncertainty, or risk.
That doesn't necessarily mean the company isn't valuable.
It means much of that value may not yet be transferable.
Your opportunity is to systematically reduce those risks before putting the business in front of buyers.

FIND YOUR BIGGEST EXIT RISK
Don't look only at your total score.
Look at your lowest section score.
	Area
	Score

	Financial Readiness
	____ / 10

	Business Value
	____ / 10

	Founder Independence
	____ / 10

	Transferability
	____ / 10

	Revenue Quality
	____ / 10

	Due-Diligence Readiness
	____ / 10

	Deal Readiness
	____ / 10

	Personal & Legacy Readiness
	____ / 10


Your Lowest-Scoring Area:
________________________________________
The Three Issues You Most Need to Address:
1. ________________________________________
2. ________________________________________
3. ________________________________________

THE QUESTION EVERY OWNER SHOULD BE ABLE TO ANSWER
If a qualified buyer approached you tomorrow, would you be ready?
Not simply ready to sell.
Ready to:
Defend your valuation.
Survive due diligence.
Negotiate from strength.
Protect your proceeds.
Transfer the company successfully.
Walk away financially secure.
Know what comes next.
If you can't confidently answer YES, your exit planning shouldn't begin when the business goes on the market.
It should begin now.

EXOS — FOUNDER EXIT OPERATING SYSTEM™
EXOS gives business owners the structure, diagnostics, calculators, dashboards, decision systems, AI-assisted tools, playbooks, and management infrastructure to prepare for one of the most important financial events of their lives.
ASSESS → INCREASE VALUE → PREPARE → POSITION → SELL → NEGOTIATE → PROTECT → CLOSE → TRANSITION → PRESERVE
You spent years building the business.
Don't improvise the exit.
This self-test is an educational planning tool and is not a business valuation, investment recommendation, tax opinion, legal opinion, or guarantee of transaction outcomes. Professional legal, tax, accounting, valuation, financial, and M&A advice should be obtained as appropriate.

