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A MATTER OF TRUST

When Atlantic Trust understands your needs—whether for next year or the next generation—we 
develop solutions that are highly personal, a reflection of your values and customized to your goals.

Business for Sale:

Mapping a Moving Target

This was their baby. For 20 years, they developed it, nurtured it, and grew 

attached to it. Then they decided they might sell it—retirement was calling 

and their grown children had no plans to work in the business. Long-time 

clients of Atlantic Trust, the Wilsons had a significant and well-diversified 

investment portfolio. They also owned a meaningful stake in an unrelated 

private company poised to go public. The challenge they presented us with 

was creating and implementing an investment strategy that meets their 

retirement needs and addresses the impact of the possible sale of their business 

and their private equity investment. They were only in their mid-50s, so we 

had to take into consideration their long-term horizon. The plan we created 

together was designed to provide a blend of current income and long-term 

capital appreciation. The biggest unknown was the sale of the business—it’s 

still a moving target with no firm decision or date. Our team, however, had 

to address this potential significant liquidity event, modeling scenarios for the 

eventual sale of the business. When that time comes, the Wilsons, like many 

entrepreneurs, may have a difficult time “saying goodbye,” but they already 

have a plan in place to greet the next phase of their lives. 

This case study is based on actual Atlantic Trust clients’ experiences, but names and certain details have been 
changed to protect our clients’ privacy.




