
Tales from the Trenches – Andy Brincefield 
 
John: Today's broadcast of Tales from the Trenches is interesting because we have somebody 
from North Carolina, Andy Brincefield, who has just survived two major catastrophes. One is the 
hurricane and the second his football team losing to my football team, the Denver Broncos, in the 
last Super Bowl. So despite that, Andy is with us today. Andy, thank you very much for joining 
us. How are you doing? 
 
Andy: Thank you. Despite all those things I'm doing great. It's a pleasure to be with you, 
absolutely. 
 
John: It's always great to talk to you. Andy, tell us a little bit about your firm and why you 
decided to have your firm become involved with helping owners leave their business. 
 
Andy: So, I'll describe us as a regional firm based out of Charlotte, North Carolina. Planning 
process based firm, individual markets, individual clients, therefore business clients, business 
markets, dealing with, investments, insurance, but really planning, through and through. We've 
got, several locations. We'll just say over ten locations, over 100 advisors, and that's a little bit 
about us. We're growing and we're trying to grow with our client needs along the way. 
 
John: So as you engage, business owners in the Exit Planning process tell what that looks like to 
you guys, and you might want to use an example of a client you've been working with, but I 
think it's important for owners to understand what Exit Planning is all about. So help us with 
that. 
 
Andy: Yeah, and this is evolving. That shouldn't be a scary thing. This is evolving simply 
because, what business owners need and I'll just say Exit Planning has evolved greatly. I’ll say, 
John, over your time doing this, and certainly over my short time doing this, we have found that 
business owners really do need, in fact, a process for which to figure out; will they have enough, 
who the potential buyers might be, how can they maximize and protect value along the way and 
how can they coordinate this with their income later on in life and then other planning concerns. 
Some of which are financial and some of which are non financial, and so it’s been an epiphany 
for us over the last few years that this is such important space. In fact, I’ll say that this kind of 
like working with clients for just regular old Joes that have IRAs and 401ks and we're trying to 
help them figure out how to retire off those accounts. We've had business owner clients for the 
longest time and now we're finding that they need, not necessarily help retiring off their IRAs – 
and that may be – but their largest asset is in fact they're a business owner and they need help 
monetizing that, and there aren't a lot of other advisors or teams of advisors that we see out there 
at this point and it's a huge demographic need. 
 
John: So, as an owner, I'm talking to Andy Brincefield. I'm thinking of having you represent me, 
but I realize that you're a financial advisor, a wealth advisor. You don't draft documents; you 
don't do income tax planning. Are you doing this by yourself? How are you helping me deal with 
all of these different issues, which extend far beyond your profession? 
 



Andy: Well it is definitely a multidisciplinary sport. It's going to involve all the expertises that 
you just named plus a few more. Right. Valuation experts, tax people, we intend to serve as that 
financial quarterback for that business owner, and someone's gotta make sure that everybody's 
singing out the same sheet of music and that strategically, first – before we get tactical with 
anyone of these subject matter experts that you just named – that we're pointed in the right 
direction. 
 
John: So part of your role as would be to sit down with the client, understand first what they 
want to accomplish and what they have and then do you go out and help them find those subject 
matter experts. Do you rely on their own advisors? How do you approach that? 
 
Andy: Yeah, I’ll say two thirds of the time we are first working with that business owner to craft, 
where they are, versus where they want to be and what the issues are that we need to plan for, 
and then from there we go out and find the partners, maybe the existing relationships that they 
already had, to fill in the gaps. Usually, we have time on our side. Sometimes the owners needs 
to exit a little bit more hurriedly, for whatever reason in life, and it’s in those cases we still have 
to put together a well thought through, comprehensive plan, but I'll say that those other subject 
matter experts, many of which the owner may already have relationships with, they need to be 
engaged much, much sooner than that. But the sooner the better, and it still needs to be a 
comprehensive process based approach. 
 
John: Do you look to work with businesses of a certain minimum size maybe in revenue or 
profits or a maximize size for that matter? 
 
Andy: That's a great question. Anybody who says they work with everybody is kind of kidding 
themselves. Our sweet spot has tended to be, I'll say, in the 5 to $15,000,000.00 business range. 
 
John: That's in revenue? 
 
Andy: No, as in value. 
 
John: Okay. 
 
Andy: Let’s talk about top line, like revenue, versus bottom line profit. We can call that by 
another name if we need to. The top line really isn't important to us. Top line these days is 
important, but if you're a service-based business, you have very different margins towards your 
bottom line versus if you're a manufacturer, right. 
 
John: Sure. 
 
Andy: So, when I say 5 to 15 million, I'm meaning the probable value of the company based on 
some multiple of the profit every single year. Their revenue probably isn’t a thing that is a 
marker for us. It seems to be. I'll say, kind of like what I think you all find, about two thirds of 
our clients are probably going to sell to someone inside the business that they already know. 
Probably a family member on top of that. Which creates some unique planning issues and we're 
finding about a third of the companies of that size are going to sell to a third party per someone 



they do not know whatsoever right now for lots of reasons. So that's the size and that's the types 
of, business transactions that we're seeing out there. 
 
John: Share with us, if you would, maybe an example of a family business or some other inside 
transfer type business. And for the listeners, an inside transfer is selling the business really to 
anybody other than the third party and the insiders tend not to have any money. That makes for 
some interesting challenges. So talk just a little bit about a scenario or two that you've been 
involved in. 
 
Andy: Yeah, I could think on many, many cases just this year that the set up is something like 
this: The husband and wife owners are in their mid to late 60s, there are children, let’s just say: at 
least one child in the business; at least one child not in the business; and then maybe another 
child who may or may not be in the business, but not going to be the next owner, but for the 
child, and also the child in the business, who is now effectively running the company or going to 
run the company, that child is probably going to be the child to buy mom and dad out. There are 
a lot of issues circling in a business owner's head. The only way to put them to rest is to, in fact, 
put an executable Exit Plan together. One of those I'll say, fair and equal, from at least from one 
of the spouses, the current owners' perspective. Let’s just say that the son who's buying the 
business, the other son's not legitimately buying the business, but if they treat him too favorably 
that may not be fair and equal to the other children who may or may not be in the business. It still 
is not a fair and equal thing and I find that it's the hidden thing that stymies a lot of cases more 
than financial reasons. We see that – you've already remarked – there's some sort of seller's note, 
installment sale, let's just say, that the son is buying over time and there's this risk, there for all 
the obvious reasons. There's control issues along the way, meaning that the son or the key child 
who's buying the business from mom and dad, they're probably going to own all the stock. 
There’s some unexpected income tax issues along the way as every dollar, instead of just getting 
taxed at the mom and dad's ordinary income tax rate, could get taxed at now the future buyer – 
let’s just say that future son's income tax rate – and then yet again, a second dual tax from a 
capital gains perspective, back to the mom and dad. So I could go on. But there are just lots of 
things. Yes, lots of things. 
 
John: And, you know, I think one thing, one benefit of Exit Planning, the way that you engage in 
Exit Planning, and our company supports advisors in Exit Planning, is that there's a process that 
is used, really regardless of the Exit Path, but it starts with, in this case, mom and dad figuring 
out what they want to do, and figuring out what their resources are; making sure, at least the way 
I've always worked with business owners, is making sure that the parents first take care of 
themselves because sometimes they don't always do that. They're trying to help their kids and 
they don't secure their own financial independence in that process. I don't know if you've seen 
that or not? 
 
Andy: I would agree. I think it starts with that and again, it kind of ends with that; meaning, if 
they're to exit, based on how their terms are, they think they want to exit right now, will they 
have enough income for the rest of their joint lives leaving a degree of legacy? Everybody feels 
differently about that. You figured out the strategy. You kick the tires. You make sure everything 
works well. A couple months pass as they go through the planning process and then I find yet 
again, and we're going to emphasize the end of our initial planning, right, is the retirement 



income, is the distribution planning still synchronized in such a way that mom and dad are good 
for the longer of two lives. So, absolutely. Businesses owners don't exit on their terms unless 
they can do it with, dare I say, more income at exit, not less. 
 
John: Right, right. I think that’s overlooked because in the family business sometimes all that 
income gets mixed up among the family members and salaries and distributions. I think one of 
the benefits of working with a financial planner like yourself is to first understand exactly what 
you have to have and design – whether it's a sale or a gift of the business to one or more children 
– in such a way that the parents achieve their financial goals, and I suggest, before they lose 
control of the business. 
 
Andy: I agree. 
 
John: Even in a family, maybe especially in a family scenario, it's really important to maintain 
control until the parents get what they need financially, as well as achieving their other goals. 
Part of which, is keeping the business in the family. 
 
Andy: Yep, I agree control is a thing, identity, for the current business owners and I can't 
emphasize enough the fair and equal, issue. At the end of the day, one of the two current 
business owner spouses really just wants everybody in the family to get along. Money aside, can 
everybody have a happy Thanksgiving together, and when that doesn't exist, or they don't have a 
way to work it out through a process like the BEI process, then I’ve found paralysis ensues and 
they don't do anything. They drag their feet. They may give you another reason why, like I just 
don't want to ever sell my business, but I've found every time I hear that it's usually because 
there's a fair and equal issues. 
 
John: Right, right. Yeah, that's an issue. Andy, last question, give us an idea of what type of 
expertise or experience should owners look for in hiring a planning-based advisor, an Exit 
Planning type advisor to help them. Can you give us some idea of what that would look like in an 
ideal scenario? 
 
Andy: Yep, I think that I'll give you my technical answer and then I'll give you kind of my non-
technical. One they just need to be licensed to be a Series 765 IAR or RIA sort of advisor; 
meaning, they can do and help you with any sort of business versus being hamstrung because 
they're not licensed properly. It certainly would be great and expected they're credentialed. We 
are big proponents of your Certified Exit Planner designation. It’s the only thing that I know of 
nationally to really provide subject matter expertise in this area because it's just so much to know 
and learn. I mean if you're asking for what ideal would be, that subject matter expertise would be 
ideal. Then in the first meeting with that person to make sure that the spotlight would be on that 
client, the business owner. Too often a financial advisor maybe wants to get down with and talk 
through what is on their agenda. Whether it's business owners hearing this or financial advisors 
hearing this, it’s making sure that the advisor is really client first with what the agenda is initially 
and then ongoing. 
 
John: That's great. Well, I know your firm really focuses a lot on the educational aspect of first 
getting training, having advisors who are already working in the business owner marketplace, 



and based upon that they're in a position to really help owners. Give the audience an idea of how 
many of your advisors have gone through the certification process and how long is that training? 
How many hours did they spend in that certification process? 
 
Andy: So we have, I think the total is about 34, 35 people that are either going through or have 
gone through, and of that I think around 25, 27 of those, so a majority, are done with the 
certification. They spent 80 to 100 hours, which is a fair amount of time, studying, learning, and 
applying the Exit Planning process and also the critical thinking skill that you really have to have 
to be an Exit Planner, and really understood most important, actually most important take away 
is that they have a better, as much as they could have without being a business owner who's 
about to exit, they have a better sense of what it's like to be on that side of the table with that 
exiting business owner. That's what the credentialing has been for us. 
 
John: That's great. 
 
Andy: Yeah. 
 
John: I appreciate that. Andy, anything you want to add before we sign off? 
 
Andy:  Other than that this area is an area that has changed a lot in the last 5 years. I think it's 
going to change a lot in very good ways simply because of the massive amount of boomers, 
mainly, that are needing to exit their business. I think we've seen nothing yet. I think advisors 
that are wanting to be good learners and good students of the business will excel at this, and 
there's just a lot of business owners and their families and their companies and their employees 
and their customers that need to be helped. So a marvelous opportunity for the people who want 
to commit to it. 
 
John: That's wonderful. Well I'm glad that you've committed to that. Thanks a lot. 
 
Andy: Absolutely. Thank you John. 


