
A Case Study

The Confidence to Sell a Business
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The Need: Enough Certainty to Pull the Trigger

Chuck’s goal was to feel confident accepting or declining an offer when one came in. 
To do that, he needed to know how much he had to make from the sale to meet his 
family’s financial goals.  

Chuck and his wife, Kelly, now in their early 40s, worked with Monument for a year 
and a half to pinpoint exactly what the proceeds of a sale would need to cover. Their 
goals included:

v The freedom to retire early 
v Building the couple’s dream home
v Philanthropic giving
v College savings for their two children

Additionally, they wanted to be sure they had a plan to integrate assets from their 
sale into their overall financial plan. 

Chuck Presner is a serial entrepreneur.

In his early 30s, he sold a successful small business and worked with Monument to 
invest the proceeds. When he and his business partner were considering selling their 
current business, a consulting firm they had been building for 10 years, Chuck turned 
to Monument again. 

With a potential sale imminent, Chuck wanted to get a handle on how much to sell 
the business for. He knew it was likely worth between $10 million and $15 million, 
but he didn’t know exactly how much he needed to receive from the sale to achieve 
all his personal financial goals. And as a result of his earlier work with Monument, 
Chuck understood the need for careful planning to ensure the sale would help him 
be successful. 
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UNDERSTANDING WHEN TO SELL 

How much will I need to accomplish 
my goals?
As a first step in the sale process, Chuck and his wife needed to understand how 
much their goals would cost. And they wanted to be sure that they had enough to live 
on if Chuck never started another business and neither of them worked again. 

The team at Monument tackled these issues systematically.

 

THE PROCESS

  We planned for cash flow by examining the couple’s spending to determine how 
much they would need to maintain their lifestyle if they retired. A deep dive into 
the couple’s expenses revealed they were spending more than they thought, about 
$12,000 per month. We factored those actual spending numbers into a plan for their 
retirement income needs.  

 We developed a budget for the house. Chuck and Kelly’s dream home would 
cost about $2 million to build. We weighed the pros and cons of borrowing to fund 
construction versus paying in cash. After careful consideration, the couple decided 
they would borrow $750,000 to take advantage of the full mortgage interest 
deduction and pay the rest of the costs in cash, which would help them better 
manage their monthly cash flow. 

We used a Monte Carlo simulation to run their planning scenario through a 
thousand different iterations of possible market performance during their lifetime to 
help determine how likely the couple would be to meet their goals based on different 
possible proceed amounts from their business sale. 

RESULTS

Using the Monte Carlo simulation, we were able to show that the couple was likely 
to meet their retirement and housing goals with a payout of $4 million or more after 
taxes. This analysis gave Chuck the information he sought to guide his decision-
making once the business was on the market.
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CONTINUING A COMMITMENT TO PHILANTHROPY 

How should I fulfill a pledge to my 
alma mater?
Philanthropy is an important part of Chuck and Kelly’s lives. They are regular donors 
to their church and typically make their donations in cash. Two years ago, Chuck 
made a pledge to donate $150,000 to his alma mater. With a windfall coming, he 
wanted to fulfill his promise to his school.  

OUR ADVICE

  We discussed options for philanthropic giving beyond simply giving cash. Options 
included donating investments such as appreciated stock, which would provide tax 
advantages to Chuck and Kelly.  

 

RESULTS

Rather than using cash from the payout to fulfill Chuck’s pledge, we identified a few 
stocks in the couple’s existing portfolio. The stocks had appreciated so much they 
now represented an overweight allocation in the portfolio. Selling the stock and 
using the proceeds to rebalance the portfolio would have incurred high capital gains 
taxes. Instead, we advised Chuck and Kelly to donate stock valued at $150,000 to the 
university, fulfilling the pledge while avoiding realizing capital gains altogether.
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PLANNING FOR THE WINDFALL 

How can I generate enough income 
from my portfolio to replace my 
salary?
A year and a half after pre-sale planning began, Chuck and his partner received 
an offer of $12 million for the business. Chuck would receive $5 million after taxes, 
enough to meet his goals. Thanks to the planning we had done ahead of time, Chuck 
was able to accept the offer with confidence. 

Large liquidity events require careful attention to asset allocation and taxes. Before 
the sale of the business, we worked with Chuck and Kelly to develop a financial 
plan that would provide the retirement income they needed, fund their children’s 
education and be as tax efficient as possible. 

Throughout the process, we discussed risk and time horizon to help the couple 
become comfortable with the idea of long-term investing. Specifically, we helped 
Chuck and Kelly understand the pros and cons of taking on more risk now to provide 
potential growth over time. After the sale, we were able to set that plan in motion.

 

WHAT WE DID

We designed an asset allocation for the new money being added to the couple’s 
existing portfolio. The allocation met the dual goals of rebalancing the portfolio 
where needed and avoiding generating additional capital gains for long-held assets.

We developed an income plan for the portfolio  that would provide enough money 
to cover the couple’s monthly expenses. The plan included investments that would 
provide dividend income that could function like a regular paycheck. We made sure 
that the portfolio would provide income right after the sale, immediately replacing 
Chuck’s salary.

We coordinated with the client’s accountant to determine the couple’s tax liability 
from the sale. We determined they would owe $3 million, so we bought $3 million 
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in Treasury notes, rather than keeping the money in cash. The Treasury notes would 
generate income before being sold to cover the couple’s taxes.

We opened 529 accounts to save for the children’s college education.  We pre-
funded two accounts with $75,000 each—the maximum allowable amount—to take 
full advantage of the accounts’ tax-free growth potential. 

Takeaway: Confidence Comes From Careful Planning

Selling a business is a stressful event under the best circumstances. When an offer 
came through, Chuck didn’t want to be a deer in the headlights, forced to guess about 
whether it would cover his family’s needs. 

Careful planning allowed Chuck and Kelly to determine the goals they wanted to 
accomplish and how much they needed to succeed. Modeling how different scenarios 
would affect the couple in the decades to come helped them arrive at a financial target 
for the sale.  

With that amount in mind, Chuck was able to able to quickly and confidently accept the 
offer when it arrived. Thanks to all their advance planning, Chuck and Kelly could then 
implement their financial plan and smoothly transition to the next chapter in their lives, 
including breaking ground on their new home.

About Monument Wealth Management

Life, like money, is complex. There are lots of moving parts. And it requires a lot 
more than just tallying up numbers to figure it out. At Monument, we specialize in 
taking complex, 3-dimensional problems and creating solutions that are intelligent, 
thoughtful, and creatively conceived.   

Our niche is working with people who are coming into newfound wealth and are 
faced with a sudden need for meaningful advice from a Team, or as we refer to it, a 
Collective Mastermind.  These are typically business owners going through a sale, 
individuals with newly inherited wealth, and highly compensated executives with at 
least $5mm in assets.



Past performance may not be indicative of future results. Different types of investments 
involve varying degrees of risk. Therefore, it should not be assumed that future performance 
of any specific investment or investment strategy (including the investments and/or investment 
strategies recommended and/or undertaken by Monument Capital Management, LLC 
[“Monument”]), or any non-investment related services or content, will be profitable, equal any 
historical performance level(s), be suitable for your portfolio or individual situation, or prove 
successful. Monument is neither a law firm, nor a certified public accounting firm, and no portion 
of its services should be construed as legal or accounting advice. Moreover, you should not 
assume that any discussion or information contained in this document serves as the receipt of, 
or as a substitute for, personalized investment advice from Monument. Please remember that 
it remains your responsibility to advise Monument, in writing, if there are any changes in your 
personal/financial situation or investment objectives for the purpose of reviewing/evaluating/
revising our previous recommendations and/or services, or if you would like to impose, add, or 
to modify any reasonable restrictions to our investment advisory services. A copy of our current 
written disclosure Brochure discussing our advisory services and fees is available upon request 
or at https://monumentwealthmanagement.com/disclosures/. The scope of the services to be 
provided depends upon the needs of the client and the terms of the engagement.

Historical performance results for investment indices, benchmarks, and/or categories have been 
provided for general informational/comparison purposes only, and generally do not reflect the 
deduction of transaction and/or custodial charges, the deduction of an investment management 
fee, nor the impact of taxes, the incurrence of which would have the effect of decreasing historical 
performance results. It should not be assumed that your account holdings correspond directly to 
any comparative indices or categories. Please Also Note: (1) performance results do not reflect 
the impact of taxes; (2) comparative benchmarks/indices may be more or less volatile than your 
accounts; and, (3) a description of each comparative benchmark/index is available upon request.

Please Note: Limitations: Neither rankings and/or recognitions by unaffiliated rating services, 
publications, media, or other organizations, nor the achievement of nor the achievement of any 
professional designation, certification, degree, or license, or any amount of prior experience or 
success, should be construed by a client or prospective client as a guarantee that he/she will 
experience a certain level of results if Monument is engaged, or continues to be engaged, to 
provide investment advisory services. Rankings published by magazines, and others, generally 
base their selections exclusively on information prepared and/or submitted by the recognized 
adviser. Rankings are generally limited to participating advisers (see link as to participation data/
criteria, to the extent applicable). Unless expressly indicated to the contrary, Monument did not 
pay a fee to be included on any such ranking. No ranking or recognition should be construed as 
a current or past endorsement of Monument by any of its clients. ANY QUESTIONS: Monument’s 
Chief Compliance Officer remains available to address any questions regarding rankings and/or 
recognitions, including the criteria used for any reflected ranking.
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