SEMINAR

Planning Successful Operational &
Exit Strategies for Small Businesses

From diligence to tax consequences and post-closing follow-up

Why attend?

Privately held businesses make up more than
80% of businesses, while baby boomers born
between 1930-1950 account for
approximately 60% of the U.S. population
and own approximately 50% of privately held
businesses. As over half of the 9.5 million
business owners reach retirement, the need
for trained exit planning advisors has never
been so great.

Agenda

» Advising the Client About the Transfer of
the Business

» Preparing the Business for Sale

» Valuation

» Due Diligence

» Investment Banking

» Drafting the Agreement

> Asset Acquisition Versus Stock Acquisition

» Tax Issues and Structuring the Consideration

Typically, the privately held business is the
most valuable asset owned, and yet most
entrepreneurs think about converting this
value for retirement as an afterthought. It's
your job as general outside counsel to
prepare the owner well in advance of the
transaction—anything less impacts your
client’s potential to realize the full value of
their business and an actual sale under ideal
terms and conditions.

Learn the importance of assembling a
strategic team of professionals and beginning
the process at the correct time. Understand
the role of each professional in successfully
coordinating and executing the strategy, as
well as how to navigate the commonly
encountered dynamics. Learn the preferred
methods of transferring a business, to whom
and when—and the potential risks and
benefits of each. The panelists discuss the
practical and substantive issues involved in
a complex business sale, including stock
transfers, sale of assets, and mergers with
strategic partners. The expert faculty also
discuss the potential income and estate tax
ramifications and strategies for
minimizing each.

You will learn...

» Key considerations in complex business
sales transactions

» Who should be on the team of
professionals guiding the process and why

» How to conduct the due diligence process

» How to manage the transaction from
beginning to end, including post-closing
follow up duties

» The importance of valuation and the
different methods involved

» About the documentation necessary to
support a successful sales transaction

» About the tax consequences of
a sale/transfer
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» Closing and Post-Closing Issues
» “Ask the Experts” Q&A Session

Take this program—

Get this book FREE!
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CONTENTS AT-A-GLANCE

> Advising Clients About the Transfer of
a Business

> Preparing for the Sale

> Valuation

> Due Diligence in Private
Company Acquisitions

> Investment Bank Engagement Letters,

Confidentiality Agreements, and Letters
of Intent

Drafting the Agreement

Asset Acquisitions: Important Considerations
Intellectual Property Issues

Employment Issues

Tax Issues and Structuring
the Consideration

Securities Issues

Closing and Postclosing Issues

Buying and Selling a Distressed Business
Legal Opinions
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With MCLE’s supplementation service, new supplements
are mailed automatically with an invoice. If you do not
wish to subscribe, please note on order form.
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FACULTY

William D. Norman, Esq., Chair
Colucci Norman LLP, Beverly

John D. Colucci, Esq.

Colucci Norman LLP, Beverly
Martin W. Croyle, CPA

Croyle & Associates, PC, Lynnfield
Samuel Liss

The Coral Group LLC, Wellesley Hills
Jeremy Weir

Management Planning, Inc., Boston

BURLINGTON
1p.m.-5pm,

Tuesday, February 9, 2010
Hilton Garden Inn,

5 Wheeler Road

Program No. 2100070P01

@ Substantive Credits

TUITION includes written materials

» MCLE Sponsor Members . ...... $185
» MBA/BBA Members ........... $205
»AllOthers ................... $225

SPECIAL NEW LAWYER DISCOUNT

For new lawyers admitted after 2005,
pending admittees, and law students who are

» MCLE Sponsor Members . ...... $125
» MBA/BBA Members ........... $145
CAN'T ATTEND?

Available after February 16

Written materials
> MCLE Sponsor Members . . .$130
> Nonmembers............ $145

1-800-966-6253



ORDTER F ORM REFERENCE # 10-138

Choose from 5 easy ways to register and order!

» MAIL this order form with payment to MCLE, Ten Winter Place, » CALL IN your credit card order to 800-966-6253,
Boston, MA 02108-4751. Monday — Friday, 8:30 a.m. — 5:30 p.m.
» FAX your credit card order 24 hours a day to 617-482-9498. » WALK UP on the day of the program or DROP IN to

» ONLINE enter your credit card order at www.mcle.org. MCLE's bookstore, Monday — Friday, 8:30 a.m. — 5:30 p.m.

0 CUSTOMER INFORMATION

Year Admitted to MA Bar Title (if any) BBO#

Last Name First Name, Middle Initial
Firm/Agency

Street Address Suite/Floor

City State ZIP+4

Telephone Fax

e ORDER DETAILS

(1 IN-PERSON PROGRAM: Planning Successful Operational & Exit Strategies for Small Businesses; 2100070P01; Burlington  $
[ WRITTEN MATERIALS: Planning Successful Operational & Exit Strategies for Small Businesses; 2100070PMA. . ....... $

» Apply the discounted MCLE Sponsor Member prices to my order and sign me up as a Sponsor Member!
$35 for lawyers admitted after 2005; $95 for all others. To learn more, contact MCLE’s Sponsor Membership
customer service representative at 1-800-966-6253. . . ... ... ... .. $

» Scholarships are available for attorneys with financial need who certify that they are unable
to attend a seminar without financial aid by writing, faxing 617-482-9498
or e-mailing scholarships@mcle.org at least two weeks before the program. Total $

e PAYMENT METHOD

» Order confirmation? Enter your email address:

O Check payable to MCLE enclosed O O O s O

Card number Expiration date

Cardholder’s name Cardholder’s signature
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