SCALING UP CONSTRUCTION Succession Readiness

Exit Series #7 - The Succession Gap Rob Williams - 40 years construction

THE SUCCESSION GAP

WHICH DOOR ARE YOU BEHIND?

Every construction owner eventually walks through one of three doors. Five honest questions tell you which ones are open
to you, and what to do before the choice gets made for you.

The five D's don't knock. They show up. Death, disability, divorce, disagreement, distress. The owners who get to CHOOSE their door scored
themselves honestly first, then did the work. This is where that starts. Grab a pen.

THE READINESS CHECK ScCORE EACH 0, 1, OR 2. ANSWER HONESTLY, NOT ASPIRATIONALLY.

THE QUESTION, AND WHAT "READY" ACTUALLY LOOKS LIKE YOUR HONEST SCORE

1 Can the business run without me for a quarter?
Not a week. Three months. Estimating goes out, PMs hold weekly meetings, the cash forecast updates, the bank
gets called, customers get answered.

9 Are the right people in the right seats, accountable for outcomes? IPartial
FACe chart visible. One name per seat. Each seat has 3 to 5 measurable outcomes. Nobody waits for the boss to
decide on routine calls.

3 Is cash flow self-sustaining, without my personal guarantee?
Line of credit, bonding, vendor terms all stand on the company's balance sheet, not your signature. If a buyer
takes over Monday, the credit lives.

A Do | know what the company is worth, to the right buyer? 1Partial
Strategic value, not the accountant's number. The Rembrandts identified, documented, defensible.

5 Does my family know what | want, specifically, with documentation?
Trust, will, buy-sell, and a one-page "if I'm gone" letter. Everyone who matters knows where the documents are.

The conversation has been had, in detail, in the last year.

WHICH DOOR YOUR SCORE OPENS
8 TO 10 - YOU CHOOSE 4 TO 7 - BUILD MODE 0 TO 3 - THE RISK
DOORS 1& 2 OPEN BUILDING TOWARD THEM DOOR 3 FINDS YOU
Family transition or a sale on your terms are both Real value, but not transfer-ready. A 12 to 24 If nothing changes, the involuntary door is the
realistic. Shift to the mechanics: buy-sell month build. Pick your lowest-scored question likely one. That's not failure, it's a build. Start
structure, training the next leader against and run at it this quarter. Owner Independence with Question 1. Until the business runs without
documented outcomes, M&A counsel hired is almost always the place to start. you, every other lever is stuck.
before any LOI.

YOUR ONE MOVE
My lowest-scoring questionis#___, which tells me to focus on:

If something happened to me tomorrow, the person who runs the company is:

The ONE thing | will fix this quarter:

The family conversation | will have, with whom, by when: date:

Built for the Scaling Up Construction Exit Series, "The Succession Gap." Framework draws on Scaling Up's Function Accountability Chart (FACe) and the Five D's of exit planning.
Subscribe to the newsletter on LinkedIn for the full series.



