Successfully transitioning business ownership from one generation to the next
is a complex process fraught with challenges, with one of the most crucial being
the identification of suitable successors to uphold and advance the company
legacy. This case study delves into two contrasting narratives of father-to-son
business transfers, emphasizing the critical importance of open communication,
individual aspirations, and tailored assessments.

The Uninterested Successor (Case Study 1)

A small, family-owned business had known for many years that as soon as the
father was ready to retire, his son would step into his shoes.

The company was ready to hire some new employees, so we conducted a
culture and management study to set a benchmark for future hires. During this
process, we also became aware of the company’s succession plans, so we
factored in a succession analysis to determine if the son was ready and willing
to step into his father’s shoes someday. The results revealed a stark reality: the
son was disengaged and harbored no desire for a leadership role.

Unearthing this truth was a pivotal moment facilitated by our unique assessment
technology. By addressing the son’s reluctance and providing non-emotional
evidence, a weight was lifted off his shoulders. The father, having sensed his
son’s reservations, found validation in the assessments and our tailored input,
fostering a transparent and honest conversation that allowed both parties to
reconcile with reality. The son has since departed the family business and has
taken a role for which he is better suited.

Key Takeaways

e Certainty in capacity,
readiness, and willingness
is crucial

Family ties alone don’t
ensure leadership alignment

Open, honest
communication is
imperative

Involving an objective third
party can be useful
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The Natural Successor (Case Study 2)

Contrasting with the first case, another client shared a similar succession plan
involving the son stepping into the father’s shoes. The key distinction here lay in
the son’s alignment with the business culture and his innate qualities mirroring
those of his father. This natural alignment facilitated an open and candid
conversation about succession. The son, being business-driven and assertive,
had no qualms expressing his willingness to take over the company and the
transition is already in progress, and the assessment did not reveal anything that
would contradict that.

Key Takeaways

Succession planning is an intricate process demanding certainty about the
readiness and willingness of the identified successor. Family ties alone are
insufficient indicators of alignment with leadership aspirations or capacities. It is
imperative to engage in open and honest conversations with potential successors
(family or not), ensuring their genuine interest and avoiding assumptions based
solely on what you want to hear.

These two case studies underscore the importance of addressing individual
communication styles and tendencies. In situations where successors may
struggle with speaking up or possess people-pleasing tendencies, seeking an
objective third party assessment, such as those offered by STM, can provide
valuable insights. These assessments may not only validate intuitive hunches but
also act as a catalyst for transparent conversations, aligning expectations, and
paving the way for a smoother transition.

Summary

Succession planning is not merely a formality but a strategic imperative for the
continued success of a small business. By delving into the contrasting stories
of the uninterested and the natural successor, this case study emphasizes the
need for proactive communication and tailored assessments to navigate the
intricate dynamics of business ownership transfer. In doing so, you can ensure a
seamless transition of your business and safeguard the legacy you have worked
tirelessly to build.

Secure the future of your business by understanding the nuances of
succession planning. Contact STM to get started today.

(207) 373-9301
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