
Goering Center
Calendar of Events

Please call Mary Beth at the Goering Center 513.556.7185 if you would
like additional information, or visit our web site at www.Goering.uc.edu.

�B  March 17, 2006		A   Supplement to the Business Courier 

6. Scarcity  - both of financial re-
sources and emotional resources 
(i.e. lack of recognition and ap-
preciation).

5. History – lack of learning from our 
past mistakes.

4. “Other oriented” with respect 
to change – expecting others to 
change for our benefit and not 
changing ourselves.

3. Control -  no one wants to give it up
2. Lack of forgiveness – when we can’t 

forgive when we are wrong.

1. Lack of appreciation recogni-
tion and love – everyone needs it 
– (both the senior generation as 
well as the next generation) but 
often don’t receive it. 

When I read through this list, the 
common thread is a lack of communi-
cation that is at the core of these ob-
stacles. My own experience working 
with family firms is consistent with 
this observation. If only we could just 
talk honestly with the ones we love.

Professionally Speaking, Continued from Page 1

March 2006
19th	 Fifth Third Bank Hometown Business Weekly 

11:00 am, WCPO Channel 9
21st	N ext Generation Institute Steering  

Committee Meeting 
8:00 - 9:00 am

26th	 Fifth Third Bank Hometown Business Weekly 
11:00 am, WCPO Channel 9

28th	E xecutive Luncheon 
Kenwood Country Club - 11:30 am - 1:30 pm 
Kim Sharp, FocusMark

April 2006
2nd	 Fifth Third Bank Hometown Business Weekly 

11:00 am, WCPO Channel 9

9th	 Fifth Third Bank Hometown Business Weekly 
11:00 am, WCPO Channel 9

11th	N ext Generation Institute - Session 7 
7:30 am - 1:00 pm

16th	 Fifth Third Bank Hometown Business Weekly 
11:00 am, WCPO Channel 9

18th	N ext Generation Institute Steering  
Committee Meeting 
8:00 - 9:00 am

30th	 Family Business of the Year Nominations due

Without a thoughtful foundation to 
begin your succession planning process, 
you could end up in this unfortunate, but 
common situation:

Son:  Hey dad, when are you go-
ing to retire and let me run 
the place?

Father: In a few years when I 
think you are ready.

Son: How will I know when I am ready?

Father: I’ll let you know.

(Several months go by)

Son: I think I’m ready now, so how about I 
buy you out?

Father:  Maybe... if you had enough 
money.

Son: How much do you want?

Father:  Well, I have my heart and soul in 
this thing so I figure it’s worth at least 
$25 million.

Son: Where did you get that number?

Father: I saw what ABC Co. sold for, and 
we’re surely worth more.   

(More months go by)

Son: Dad, the bank says they 
will loan me $10 million to buy 
you out, how about that?

Father: Where are you getting 
the other $15 million?

Son: I can pay you over time.

Father:  That sounds like a lot of risk for 
your Mom and me to take.  I’m not sure 
I am ready to take that kind of risk, 
since you’re not quite ready to take over 
yet.

Son: So when will I be ready?

Father: I’ll let you know.... 

Feel the tension?  You can cut it with a 
knife!

I’d like to say this conversation is 
fictional but, unfortunately, it happens all 

too often.  Conversations like this usually 
end in a flurry of frustration that not only 
can impact the entire family, but also bleed 
negativity to the company’s employees, 
who always sense any underlying angst at 
the top.   Per my last article in this series 
that outlined The 8 Steps to a Seamless 
Transition of Value and Control of Your 
Family Business, the first step in the pro-

cess is both the most crucial and the most 
commonly overlooked.

There are basically three elements to 
forming a strong foundation for a Seam-
less Succession Plan; 
1. Set a specific timeline for completion 

– starting a journey without an end in 

sight can tear apart a family and damage 
the underlying business significantly.

2. Identify the capabilities and professional 
development plans for the next genera-
tion – these plans must include specific 
milestones that help define what “being 
ready” really means to avoid the ambi-
guity that causes conflict.

3. Enter the process together as a team 
- Avoid hiring advisors for “each side” 
and getting started off on adversarial 
footing.  Find an experienced firm in 
Succession Planning to lead the family 
through the 8 steps to a Seamless Tran-
sition of Value and Control.  This will 
preserve both the “family” and the value 
of the Family Business.    

Following The 8 Steps to a Seamless 
Transition of Value and Control will serve 
you well if completed in order, while taking 
a shortcut can land you in a dead end...or 
worse.  Other articles in this series sum-
marizing all 8 Steps can be found at www.
cincygrowth.com.

Step 1 of 8
Forming The Foundation of A Successful Transition
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Following the 8 Steps to 
a Seamless Transition of 
Value and Control will 
serve you well if com-

pleted in order

Finding Solutions. Sharing Experiences.

Be Sure to Watch Fifth Third Bank Hometown Business Weekly Sundays at 11am on WCPO.




