
AP ADVISORY   /   THE PRIVATE STRATEGIC OFFICE™ 

ASH PLAYSTED  ·  STRATEGIC OPTIONALITY     |     1 

Strategic Optionality 
The founder’s right to choose in an industry entering a new phase 

A whitepaper on ownership, growth, succession and the choices 

that matter beyond the next transaction. 

ASH PLAYSTED | FOUNDER & PRINCIPAL ADVISOR 

AP ADVISORY · THE PRIVATE STRATEGIC OFFICE™ 

OCTOBER 2026 | AUSTRALIAN MORTGAGE & FINANCE BROKING 

 



AP ADVISORY   /   THE PRIVATE STRATEGIC OFFICE™ 

ASH PLAYSTED  ·  STRATEGIC OPTIONALITY     |     2 

Executive perspective 

A decision made under pressure is rarely a strategy. Yet some of the most consequential decisions a 
business founder will ever confront are made precisely when pressure is greatest: an unexpected offer 
arrives, a key person resigns, a partner wants out, health or family circumstances change, or the 
business reaches a point at which its next stage demands more capital and capability than the founder 
wishes to provide alone. 

Across the Australian mortgage broking industry, those decisions are becoming more frequent, and 
more complex. The sector is growing, but so are the economic and organizational requirements of 
building a durable enterprise. Larger operators can invest in management, technology, recruitment, 
distribution, risk and acquisition capability in ways that many smaller businesses cannot readily 
replicate. Capital is interested in recurring income and distribution, but interest from capital is not itself 
a guarantee of an attractive outcome for the founder. 

The conventional response is to ask whether the owner should sell. I believe that is the wrong opening 
question. The better question is: what genuinely credible choices could this founder create, preserve 
and exercise from a position of strength? 

That is strategic optionality. It is the capacity to consider several executable futures, rather than being 
pushed into one by fatigue, timing, organizational weakness, financial dependency or a persuasive 
buyer. It is not an argument for selling. Nor is it an argument for never selling. It is an argument for 
preparing well enough to make the decision deliberately. 

“The real objective is not to make your business       

saleable. It is to make your future selectable.” 

My perspective has been shaped by more than four decades in mortgage and finance, including building 
businesses, developing brokers and advising founders through the relationship between commercial 
performance and personal ambition. I have seen capable founders build excellent income-producing 
practices yet discover that the asset is inseparable from their own labor. I have also seen owners 
mistake an attractive headline price for an attractive life outcome. The same lesson emerges 
repeatedly: commercial success creates possibilities; preparation converts them into choices. 

This paper is directed primarily to Australian mortgage brokerage founders. The underlying discipline, 
however, applies to any founder whose business is at once their largest asset, their principal 
occupation, and a substantial part of their identity. 
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1. An expanding industry is not the same as an 

appreciating enterprise 

 
FIGURE 1. A stronger distribution channel does not automatically confer a higher valuation on each brokerage. 

The growth of the broker channel is not in dispute. MFAA data released in September 2026 shows 
brokers arranged 81.6% of new Australian residential home lending in the June quarter, compared with 
53.9% in June 2018.[1] The MFAA’s inaugural State of Mortgage & Finance Broking Report says brokers 
facilitated 838,815 residential home loans during calendar 2025.[2] Earlier Deloitte research for the 
MFAA counted 22,031 mortgage brokers at March 2024 and an average of approximately two brokers per 
broking business in its industry snapshot.[3] 

These are significant facts. They evidence the standing of the broker channel with borrowers, the depth 
of the profession and the continued relevance of advice and intermediation. They do not tell us that 
every brokerage is more profitable, that its trail is more secure, or that a buyer would pay more for it. 
Channel strength and enterprise value are different analytical questions. That distinction is foundational 
to strategic optionality. 

A business can write more loans while becoming more founder-dependent. It can grow its trail while 
allowing the economics of client acquisition to deteriorate. It can add brokers without creating a 
leadership bench. It can report stronger settlement volumes while cash conversion, quality control, 
retention, governance or margins move in the wrong direction. Volume is activity. Value is a buyer’s 
assessment of the quality, durability and transferability of future economic benefit. 

The market is also evolving structurally. AFG’s FY2026 results, for example, identify scale, technology, 
compliance investment and broker support as strategic advantages, and describe an expanding Broker 
Investments program.[4] This is evidence of how one large participant is positioning itself, not proof that 
every brokerage must consolidate. It does, however, illustrate the difference between participating in a 
successful distribution channel and possessing the infrastructure to compound value from that 
participation. 

The six pressures every founder should understand 

First, the economics of capability are changing. Professional compliance, technology, cyber resilience, 
finance, quality assurance, recruitment and client engagement all require investment. Some costs vary 
with production; others are increasingly fixed, which can advantage businesses able to spread them 
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across a larger base. ASIC makes clear that credit licensees have ongoing responsibilities involving 
compliance systems, adequate resources and risk management.[5] 

Second, the competition for productive people is a competition for enterprise capacity. A skilled broker, 
operations manager or future managing director does more than add throughput. The right person 
reduces dependency on the founder and makes continuity plausible. An owner who cannot transfer 
responsibility may have a business with income but without institutional resilience. 

Third, client acquisition is becoming a strategic capability in its own right. Sustainable referral 
relationships, organic and digital acquisition, brand positioning, database activation and retention 
systems matter because a buyer will ask whether new customers continue to arrive without the current 
owner personally generating every lead. The important metric is not only the number of leads, but their 
quality, cost, conversion and enduring customer value. 

Fourth, regulation and conduct are inseparable from commercial quality. Best interests obligations, 
responsible lending, record quality, complaints processes and representative supervision affect the 
durability of earnings and the confidence of counterparties. ASIC’s mortgage broker best interests 
guidance and credit licensing guidance make these duties explicit.[5][6] Growth obtained by weakening 
control is unlikely to be quality growth. 

Fifth, capital is developing more varied ways to participate. A partnership may involve a strategic 
investment, minority ownership, a majority acquisition, deferred consideration, a shared platform or a 
rollover of part of the founder’s equity. These structures can widen the market for ownership interests, 
but each distributes future value, risk, control and obligation differently. A founder who is unfamiliar 
with the instruments is disadvantaged before the first discussion begins. 

Sixth, succession is becoming less theoretical. Founder energy is finite. Family priorities change. 
Successors may or may not exist. In broader Australian family-business research, PwC reports material 
gaps in formal leadership transition planning.[7] That finding should not be treated as an estimate for 
brokerages, but it reinforces the logic of treating succession as a strategic discipline rather than a late 
administrative task. 

Together these forces are encouraging consolidation, specialization and the development of more 
sophisticated operating platforms. They also create reasons for well-run independent firms to remain 
independent. A disciplined founder should understand both effects without accepting the market’s 
narrative as their personal destiny. 

2. The false binary: keep it or sell it 

Founders are often offered a simplified choice. Either retain 100% of the business and continue carrying 
the entire load, or sell 100% and leave. That framing suits transactional conversations because it 
reduces complexity. It often fails the founder because it treats ownership as the only variable, when the 
real decision also concerns time, control, responsibility, capital exposure, family security and personal 
fulfillment. 

Consider two founders of similar-sized mortgage brokerages. One is energized by the business, wants 
to lead the next growth phase and can recruit management. The other has reached a natural transition 
point, wants more time with family and does not want another five years of operating risk. A partial sale 
might suit the first; a staged transition or full exit might suit the second. Neither conclusion can be 
deduced from their trail balances, EBITDA or ages alone. 
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This is why I distinguish a transaction from a strategy. A transaction is a means of executing one future. 
Strategy is the disciplined determination of which futures should remain open, what each requires, and 
what combination of outcomes best advances the founder’s interests. A successful transaction can 
follow from sound strategy. Sound strategy need not result in a transaction at all. 

“A buyer begins with the asset. A founder must begin 

with the life the asset is supposed to serve.” 

The first mistake is to decide on a structure before properly diagnosing the situation. The second is to 
confuse interest with readiness. A founder may attract buyers because they produce attractive 
settlements, enjoy a respected local brand or control an established trail. That does not mean their 
business is ready for due diligence, or that the terms on offer will deliver the desired financial and 
personal outcome. An unsolicited approach is information about potential demand. It is not a substitute 
for a strategic review. 

3. What strategic optionality actually means 

Strategic optionality is the deliberate creation and maintenance of more than one economically and 
personally viable pathway. The word “viable” matters. A theoretical management buyout is not an 
option if no manager can run the business, obtain financing or carry the required risk. A minority 
investment is not an option if the founder and capital partner cannot agree on governance and future 
liquidity. A full sale is not a viable option if the founder cannot accept the financial outcome or the loss 
of purpose that may follow. 

For an option to be genuine, it must satisfy four tests: it is credible to the counterparty or internal 
successor; it is feasible within the business’s operational, contractual and regulatory setting; it is 
financeable on terms the founder can withstand; and it advances the founder’s personal and family 
objectives. Otherwise it is a possibility, not optionality. 

There is a further distinction. Strategic optionality is not unlimited delay. Unexercised options may 
expire as circumstances change. A deteriorating margin, an aging customer cohort, a fractured 
leadership team or a change in buyer appetite can reduce the attractiveness of paths that were 
available a year earlier. Preparation should protect choice, but choice ultimately exists to be exercised 
when evidence and conditions justify it. 

In corporate finance, the established concept of real options recognizes the value of retaining the ability 
to adapt decisions as uncertainty resolves.[8] I apply that principle practically to founder decisions. 
Before committing to a costly or irreversible step, we should understand which assumptions remain 
uncertain, what information would change our decision, what preparation expands the available paths, 
and when a decision must be made. The purpose is not to calculate a theoretical options price. It is to 
introduce discipline and reversibility into decisions that are too often driven by emotion or a single 
persuasive opportunity. 
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Three dimensions. One founder. 

 
FIGURE 2. The founder decision architecture: personal and family, business, financial. 

Personal and family. What does the founder actually want to do with the next chapter? How much 
time, energy and identity is tied to work? Is the desired outcome retirement, a different leadership role, 
freedom to travel, a portfolio career, family succession or simply fewer operational responsibilities? Are 
there family members or partners whose expectations require explicit consideration? A founder can sell 
well and still transition badly if the personal dimension has not been addressed. 

Business. How durable is the enterprise? Can production, culture and client service continue without 
the founder? Are leadership accountabilities clear? Are compliance, controls, technology, staffing and 
referrals institutional rather than improvised? Does the business have a believable standalone growth 
plan? What would a buyer actually be acquiring beyond one individual’s relationships and reputation? 

Financial. How much liquidity is needed, when and why? What income must continue after the 
decision? What concentration risk resides in the business? How would debt, working capital, tax, 
transaction costs, vendor finance, clawbacks, contingent consideration and retained equity affect net 
proceeds? What level of downside can the founder and family tolerate? 

A strategy must survive all three lenses. Optimizing one at the expense of the other two is not strategic 
optionality. A founder who maximizes price but loses desired freedom has not necessarily optimized the 
outcome. Nor has the founder who preserves complete control while allowing financial risk and 
personal exhaustion to rise indefinitely. 
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4. The range of credible ownership and succession 

pathways 

 
FIGURE 3. Illustrative ownership and succession pathways. Actual feasibility depends on business and founder circumstances. 

Reinvest and remain independent. The founder can continue to own the business while building 
stronger management, disciplined origination, deeper specialism, compliance infrastructure and a 
measurable operating model. This is not a passive default. It requires explicit return-on-investment 
tests and may be the right option where the founder’s ambition and the business’s competitive position 
remain strong. Importantly, strengthening standalone quality often also increases readiness for later 
sale. 

Strategic alliance or operating partnership. A brokerage may gain access to shared services, 
technology, recruiting, referral distribution or expertise without selling control. Such arrangements 
should be judged on customer outcomes, incremental economics, dependence on the partner, 
contract restrictions and the ability to unwind the relationship. 

Minority investment or partial liquidity. A capital partner can fund growth or allow the founder to 
release a portion of personal wealth while remaining a major owner. The central questions shift to 
shareholder rights, board composition, reserved matters, dilution, drag/tag provisions, future financing 
and how the minority shareholder ultimately exits. A small sale percentage does not necessarily imply a 
small loss of decision-making freedom. 

Majority sale with continuing participation. The founder transfers control, receives liquidity and stays 
involved under a defined employment, advisory or governance arrangement. The appeal can be 
substantial where a founder wants less balance-sheet risk but still enjoys the sector. Its fragility lies in 
misaligned expectations about autonomy, performance targets, culture and duration of involvement. 

Rollover into a larger platform. A founder may exchange part of the value of their brokerage for equity 
in a larger group, potentially participating in future earnings growth and any change in valuation 
multiple. The upside is contingent, not automatic. Rollover equity must be tested for valuation method, 
ranking, dilution, leverage, governance, dividend policy, liquidity and the prospect of a future sale. A 
higher multiple at the platform level is not a promise that a founder will receive it. 
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Management or family succession. An internal team or family member may acquire the business over 
time. This route can preserve culture and continuity, but the identity of a willing successor is not proof of 
capability or funding. Genuine succession requires leadership development, credit capacity, an arm’s-
length valuation, seller security and a transition period that neither traps the founder nor overburdens 
the successor. 

Staged retirement or role transition. Ownership and operating responsibility can be separated. A 
founder may appoint a general manager, reduce broker activity, hand over key relationships and test the 
durability of the business before deciding what ownership should look like. The virtue is information: the 
founder learns whether the enterprise can function without them before making the final irreversible 
decision. 

Complete sale and exit. An outright sale can be the cleanest outcome for a founder seeking maximum 
separation. But “complete” must be defined carefully. Warranties, indemnities, restrictive covenants, 
retention provisions and contingent payments may leave material obligations after settlement. The best 
structure is not merely the one that looks simplest on the term sheet. 

These pathways are not mutually exclusive, and they need not be pursued simultaneously. The strategic 
task is to form a shortlist, determine the evidence required to validate each route, and build the 
capabilities that make more than one route credible. The aim is controlled competition among credible 
alternatives, not a confusing menu of hypothetical possibilities. 

5. Value is not the same as price, and price is not the 

same as proceeds 

A central feature of optionality is the capacity to compare proposals in economic substance rather than 
promotional language. A purchaser of a brokerage may analyze recurring commission income, 
retention, likely runoff, new business origination, normalized owner earnings, working capital, control of 
client and lender relationships, compliance history, integration costs and risks around the transfer of 
operating arrangements. Different acquirers can attach different values to the same firm because their 
synergies, cost of capital, strategic objectives and risk tolerances differ. 

There is no single universal mortgage brokerage multiple. A trail-book valuation, an EBITDA-based 
enterprise valuation and a strategic investment in a platform are not interchangeable measurements. 
The headline multiple is meaningful only after asking what metric is being multiplied, how that metric 
has been normalized, what assets and liabilities transfer, and how consideration is paid. 

“A multiple is an expression of a buyer’s confidence in 

future earnings. It is not a certificate of what a founder 

deserves.” 

Consider an entirely illustrative business with normalized EBITDA of A$700,000. At a hypothetical 4.5 
times EBITDA the enterprise value would be A$3.15 million. At a hypothetical 6.0 times, the value would 
be A$4.20 million. These numbers are a sensitivity exercise, not evidence of prevailing Australian 
transaction multiples or an estimate for any specific brokerage. They show how much valuation 
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changes when perceptions of growth, quality, transferability and risk change. Neither number tells the 
founder their net after-tax proceeds. 

Now consider payment terms. An A$4.20 million headline offer with a large earnout subject to 
production and retention targets could be less attractive in expected value, risk and freedom than a 
lower headline price paid mostly at completion. Vendor finance raises credit risk. Rollover equity 
preserves market and liquidity risk. Warranties and restraint obligations impose continuing costs. Tax 
treatment and transaction structure materially affect proceeds and require independent professional 
advice. Financial optionality means being able to compare those differences, not merely solicit bigger 
numbers. 

For founders contemplating a platform transaction, the distinction is particularly important. The 
institutionalization thesis is credible in principle: a sufficiently scaled organization may support 
professional management, systems, governance, diversified origination and more durable earnings, 
potentially attracting a valuation premium over a founder-dependent operation. But such a premium 
has to be earned, and it can be offset by integration failure, leverage, cultural attrition, weak organic 
growth or dilution. The fact that an acquirer speaks the language of “multiple expansion” is not evidence 
that value will accrue to the selling founder. 

The real evaluation therefore involves three ledgers. First, economic value, including certainty-adjusted 
cash and the value and risks of retained interests. Second, control and obligation, including what the 
founder can decide and what they must continue doing. Third, life outcome, including time, purpose, 
family fit and the next chapter. An apparent winner on one ledger can lose decisively on the other two. 

6. The institutionalization test: is there an enterprise 

behind the founder? 

A brokerage’s most valuable asset is often the founder’s reputation, judgment and network. That can be 
a formidable source of differentiation. But it can also become the enterprise’s primary concentration 
risk. If clients, referrers, employees, lenders and complex decisions all rely on one individual, the owner 
has built a strong practice rather than a fully transferable institution. 

I use institutionalization to mean the systematic transfer of performance from the founder’s personal 
effort into an organization capable of delivering repeatable outcomes. It does not mean turning every 
boutique business into a large corporation. It means establishing enough accountability, depth and 
operational consistency that the business can continue to serve clients, generate income and manage 
risk even as the founder’s role changes. 

The practical tests are unromantic. Can a capable manager run the weekly operating rhythm? Can 
management explain revenue by broker, referrer, channel and cohort? Is there a defensible process for 
lead intake, best interests documentation, lender selection, client review and retention? Are trail and 
clawback exposures reconciled? Can production continue through absence or turnover? Are 
responsibilities evidenced by records and governance rather than a founder’s memory? Is normalized 
profitability transparent after making a commercial allowance for the owner’s role? 

These questions matter regardless of the desired ownership outcome. Better controls improve 
resilience if the business is retained. Better financial information improves capital allocation if the 
founder wants to grow. Stronger delegation enables a staged retirement. A visible leadership bench 
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gives substance to a management buyout. Cleaner earnings and reduced key-person risk improve the 
credibility of external acquisition discussions. 

Not every investment in institutionalization earns its cost. A two-broker specialist firm may not require 
the management structure of a 50-broker network. The right question is not “how do we imitate a large 
platform?” but “what specific capability gap is constraining enterprise value, freedom or strategic 
choice, and what is the least costly credible way to close it?” That is the discipline that prevents 
optionality from becoming an expensive corporate makeover. 

7. A disciplined 100-day approach to strategic 

optionality 

 
FIGURE 4. A sequencing discipline for preserving and testing options before committing to a pathway. 

Strategic optionality is most effective when treated as a defined decision process with deliverables and 
decision gates. For a founder beginning without a prepared strategy, I favor a practical 90- to 100-day 
diagnostic and design period. This is a planning framework, not a promise that a transaction can or 
should be completed in that time. 

Days 1-20: establish the founder mandate. Clarify the founder’s personal, family, financial and 
operating objectives. Identify non-negotiables, acceptable trade-offs and the conditions that would 
make retaining the business preferable. Record current fatigue, motivation, time horizon, partner 
alignment and any constraints that cannot be ignored. Establish what success would look like without 
assuming that success involves a sale. 

Days 20-45: establish commercial truth. Build a fact base around normalized earnings, trail quality, 
client and lender concentration, origination channels, conversion, cost-to-serve, staff capability, 
compliance arrangements, contracts and obligations. Test founder dependency through an honest 
continuity assessment. The purpose is to distinguish operating facts from optimistic estimates, and to 
determine what a sophisticated third party would need to validate. 

Days 45-70: design and challenge pathways. Compare a credible stay-and-grow case with relevant 
alternatives: partnership, partial capital, internal succession, staged transition or sale. Create an initial 
scenario model for liquidity, control, time demands, future income, risks and reversibility. Identify 
disqualifying conditions, such as insufficient successor funding or an unacceptable control 
arrangement. Do not mistake a long list for a strong option set. 

Days 70-90: remove barriers and prepare decision material. Prioritize the actions that improve more 
than one option: management delegation, financial reporting, legal and regulatory readiness, CRM 
integrity, contract review, retention systems and a clear account of the founder’s role. Prepare an option 
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comparison brief that states what is known, what remains unverified, and the evidence required before 
any external commitment. 

Days 90-100: agree the decision gate. Determine which paths remain live, which are deferred, and 
what would trigger a renewed assessment. If external engagement is appropriate, define the 
sequencing, counterparties, information controls and conflicts. If independence is selected, adopt an 
operating plan that deliberately preserves optionality. If a sale or succession is preferred, proceed to the 
next specialist workstream with a tested mandate rather than a premature commitment. 

The output is not simply a valuation report or a transaction recommendation. It is a founder-specific 
architecture of choice: a written mandate, an evidenced business diagnostic, a shortlist of viable 
pathways, an economic and personal comparison, a prioritized readiness plan and decision rules for 
what happens next. 

Four questions that test whether optionality is real 

1. If I had to be absent from the business for 90 days, what would deteriorate, and who could correct it? 

2. If no acceptable buyer appeared for the next three years, is my standalone strategy still attractive and 
financeable? 

3. If I received a compelling offer tomorrow, could I explain why its cash, conditions, control and next-
chapter implications are superior to my alternatives? 

4. What must be true for my preferred pathway to succeed, and what evidence would persuade me that 
the thesis is wrong? 

A founder who cannot answer these questions does not need a brokered introduction to more buyers as 
a first step. They need a clearer understanding of the business and of themselves. 

8. Independence, incentives and the duty to challenge 

the preferred answer 

Advice concerning a founder’s most significant asset must be capable of challenging the founder and 
the transaction marketplace alike. An intermediary remunerated mainly on completion has an 
understandable economic preference for a deal. A buyer has an understandable preference for an 
attractive asset on terms that protect the buyer. A founder may have a preference for the highest visible 
price, the quickest exit or the least uncomfortable conversation. None of those incentives is inherently 
improper. They must nevertheless be made explicit. 

This is one reason the Private Strategic Office operates upstream of a transaction. The central question 
is not “who will buy this business?” but “which course of action is in the founder’s interest, and what 
evidence supports it?” That may lead to growth investment, a management restructure, deliberate 
independence, a family transition, a carefully staged partial sale or a formal sale process. The 
recommended destination should emerge from the analysis, not determine it. 

The thesis also has to be falsifiable. If a founder cannot recruit suitable leadership, a management 
succession thesis weakens. If an attractive growth strategy depends on unproven lead economics, 
remaining independent may be riskier than assumed. If capital partners insist on governance rights or 
contingent obligations inconsistent with the founder’s priorities, minority liquidity may be unsuitable. If 
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genuine competing options do not exist after investigation, the process should acknowledge that 
honestly and focus on creating them where feasible. 

The right outcome is sometimes a sale 

Strategic optionality should not become a romantic defense of ownership. Sometimes the business has 
outgrown the founder’s risk appetite. Sometimes succession has failed, competitive economics are 
moving against the enterprise, or health and family circumstances make a full separation important. In 
these cases, a timely transaction may protect value and serve the founder better than prolonged 
independence. The strategic advantage is that the decision can be explained against alternatives, rather 
than rationalized after the fact. 

Equally, some founders would be better served by not selling. If personal motivation remains high, the 
enterprise is resilient, growth can be financed prudently and the buyer’s terms insufficiently 
compensate for the foregone future, continuing to own may be entirely rational. Optionality protects the 
right to reach either conclusion. 

Conclusion: succession planning is business strategy 

The Australian mortgage brokerage sector is entering a period in which ownership structures, capital 
participation, operating models and succession pathways are becoming more varied. That change 
should not be interpreted as an instruction for every founder to consolidate or exit. It should be 
interpreted as a reason to understand the available choices with greater precision and to prepare the 
business so those choices are genuine. 

My central proposition is uncomplicated. A founder should not have to wait for an unsolicited approach, 
personal exhaustion or an unexpected event before discovering what their business is worth, what it 
would take to transition leadership, or how much freedom the next chapter could provide. Those 
questions belong inside business strategy, while there is still time to influence the answers. 

The strongest founder is not necessarily the one who owns the largest brokerage or negotiates the most 
eye-catching transaction multiple. It is the one who has created a durable business, understands the 
personal and financial consequences of each credible path, and retains the agency to act when the time 
and terms are right. 

“Strategic optionality is the freedom to make your next 

major decision before circumstances make it for you.” 

For some, that decision will be to grow. For others, to partner, recapitalize, transition or sell. The 
structure is secondary. The founder’s ability to choose is the asset we are trying to protect. 

About Ash Playsted and the Private Strategic Office™ 

Ash Playsted is Founder and Principal Advisor of AP Advisory, operating The Private Strategic Office™ for 
business founders. With more than four decades in mortgage and finance, experience building and 
exiting businesses, and extensive work with brokerage founders, Ash provides strategic counsel at the 
intersection of business performance, ownership, succession, capital and the founder’s personal next 
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chapter. A Certified Exit Planning Advisor (CEPA®), he approaches succession planning as a central 
component of business strategy rather than an isolated transaction. 

The Private Strategic Office™ is designed as an independent strategic quarterback for decisions 
founders cannot afford to get wrong. It integrates the business, personal and financial dimensions of 
significant ownership decisions and helps founders evaluate alternatives before choosing an execution 
pathway. Where specialist transaction, legal, taxation, valuation or wealth advice is needed, the 
appropriate advisers should be engaged under a clear founder-led mandate. 

ashplaystedadvisory.com 
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