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BUSINESS SUCCESSION PLANNING

ne of the primary reasons dealerships potential successor without being influenced by
fail after the retirement or untimely family dynamics.

death of the dealer can be summed up
by the old adage, “they never planned
to fail, they just failed to plan.” Business succes-

It is never too early to begin the succession-planning
process. The earlier you begin, the more time you
have to evaluate your options and formulate your

sion planning, the process of planning for the plan. As you evaluate potential successors, you
future success of the dealership, is often . may determine there are no family candi-

talked about but rarely completed. This

should not be confused with estate plan-
ning, which is the process of planning to
transfer assets to heirs using the most

advantageous tax strategies.

Business succession planning is a neces-
sary but difficult process. It forces dealers
to accept their own mortality and, per-
haps even more difficult, puts them in a
position where they must evaluate the

dates currently qualified. In most situa-
tions, with ample time you can identify
and develop your successor. However, as
the successor is being developed, you
need contingency plans. Senior members
of your management team must be con-
sidered in this phase of succession plan-
ning. What will their roles be while the
successor is developed? Do they need
additional training? How will they be

candidates to be their successor. This often places compensated and tied to the dealership? When will
dealers in the unenviable position of evaluating the successor be ready?
the management capabilities, commitment and please turn the page v+

likelihood of future success of their
own children. Due to the unpleas-
antness of the process and poten-
tial family conflicts that may occur,
it is often wise to employ an outside
professional in the business-plan-
ning process. An outsider can be
objective about the abilities of the
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