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COMPREHENSIVE
APPROACH

RECOGNIZING THAT PERSONAL FINANCES
ARE OFTEN USED TO GET A COMPANY GOING,
PROVIDES SMALL-BUSINESS OWNERS
WITH BOTH WEALTH MANAGEMENT AND
BUSINESS BANKING SERVICES.

IT’S A TOUGH TIME TO OWN “They’re stressed. They're tiny by obtaining the financial
a business. The Mid-Year concerned,” says Christian advice and support needed to
Economic Report from the D. Beyers, managing director manage both their personal
National Small Business Asso- and senior vice president in and business finances, says
ciation (NSBA) is anything but the Private Wealth Manage- Beyers. Recognizing that
encouraging: Eighty-eight per- ment Group of Atlanta-based many entrepreneurs tap their
cent of entrepreneurs surveyed  SunTrust Banks. “Their main personal resources to start
expect the 12 months following  concern is getting the business  and grow those businesses,
July 2011 to produce a flat or from where it is to where they SunTrust looks at the two areas
recessionary economy—the want it to be. We're clearly in as a whole. The bank’s Private
highest percentage in years. unprecedented times.” Wealth Management Business
Worried about everything from Owner Specialty Group helps
economic uncertainty to soar- DELICATE BALANCE entrepreneurial clients make
ing health care costs, 45% of In this type of climate, it’s smart decisions based on their
the owners surveyed see no more important than ever overall financial situation. They
growth opportunities in the for small-business owners often take the uncommon
coming year. to get control of their des- step of sending a commercial

www.fortune.com/adsections S1



08"

OF SMALL-
BUSINESS OWNERS
CITE ECONOMIC
UNCERTAINTY

AS THE MOST
SIGNIFICANT
CHALLENGE TO THE
FUTURE GROWTH
AND SURVIVAL OF
THEIR BUSINESS.

Source: National Small Business
Association, 2011 Mid-Year
Economic Report
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banking manager and private
wealth manager to meet with
clients as a team.

“In today’s economy,
business owners have unique
financing needs,” says wealth
strategist Frank Goins, a senior
vice president in SunTrust’s
Private Wealth Management
Group. “They are caught
between the health of their
business and the health of their
personal finances. It's a delicate
balance. We help them see the
whole picture.”

Whether it’s boom or bust,
business owners have very dif-
ferent financial needs than their
corporate friends. Chances are,
they have risked personal secu-
rity by tapping their credit, fam-
ily savings, or home equity to

FUELING THE JOBS ENGINE

Since 1993 there has been a strong correlation between access to captial and job
growth—when captial flows freely, small businesses add workers.

Able to Get Financing
80%

I Increased Employment

start or expand their company.
SunTrust, one of the nation’s

largest financial services institu-

tions, has a 100-year history of
working with business owners.
It “gets” this fact of life, and its
advisers tailor their financial
services accordingly. “We're
not going to look at one area of
life and ignore everything else,”
says Beyers.

To provide the right advice
to entrepreneurial clients,
SunTrust begins by assessing
where they are in the business
life cycle—the growth phase,
when founders typically redi-
rect all their earnings back into
the business; maturation, when
their business becomes suc-
cessful; transition, when they
sell the business or hand over

n —
60 -
50 -
40 -

30 -

20 -
10 -
0

93 94 95

Source: National Small Business Association

'96 9

I

Feb Aug Dec
07 '08 ‘08 ‘08

!

7

plinl

Jul Dec Jul Dec Jul
'09 ‘09 '10 '10 11

Securities and Insurance Products and Services: Are not insured by the FDIC or any other Government Agency

Not Bank Guaranteed May Lose Value

SunTrust Private Wealth Management and the Business Owner Specialty Group are marketing names used by SunTrust Banks, Inc. and the following
affiliates: Banking and trust products and services are provided by SunTrust Bank. Securities, insurance (including annuities and certain life insurance
products) and other investment products and services are offered by SunTrust Investment Services, Inc., a SEC-registered broker/dealer and a member
of FINRA and SIPC. Other insurance products and services are offered by SunTrust Insurance Services, Inc., a licensed insurance agency. Investment
advisory products and services are offered by SunTrust Investment Services, Inc. and GenSpring Family Offices, LLC, investment advisers registered
with the SEC. These materials are educational in nature. The implications and risks of a transaction may be different from individual to individual
based upon past estate -, gift-and income-tax strategies employed and each individual’s unique financial and familial circumstances and risk toler-

ances. ©2011 SunTrust Banks, Inc. SunTrust and Live Solid. Bank Solid. are federally registered service marks of SunTrust Banks, Inc. Mr. Beyers and
Mr. Goins are Registered Representatives of SunTrust Investment Services, Inc.

SunTrust Bank and its affiliates and the directors, officers, employees and agents of SunTrust Bank and its affiliates (collectively, “SunTrust”) are not

permitted to give legal or tax advice. Clients of SunTrust should consult with their legal and tax advisers prior to entering into any financial transaction.
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the reins to children; and be-
yond, when they may become
a member of the company’s
board or devote themselves to
philanthropy. Depending on a
client’s current situation, Sun-
Trust experts work to protect
their personal wealth. This can
include putting a retirement
plan in place or tweaking an
existing one. It can also involve
devising a financial plan so
entrepreneurs can achieve
key goals such as saving for a
child’s education or planning a
smooth exit from the business.
“We engage them in a dia-
logue,” says Beyers. “We cover
managing and diversifying their
wealth, risk management, finan-
cial independence, transition
planning, and legacy planning.”

RETIREMENT PLANNING
Retirement is an area where
entrepreneurs typically need
help in creating a sophisti-
cated strategy. Case in point:
Bob, 50, and Jane, 45, the
husband-and-wife owners of a
fine arts gallery, needed advice
on creating a plan to retire in
15 years. Their goal: an an-
nual income in retirement of
$200,000. With $1.5 million in
retirement savings, $1.5 mil-
lion worth of real estate, and
a business worth $3 million,
their objective was attain-
able—with proper planning.

In consultation with their
SunTrust client adviser, the
couple decided to turn their
assets into cash through a
non-qualified deferred com-
pensation plan and a long-
term lease on their business
real estate. To create tax-free
income, they paid the taxes
immediately and converted a
$300,000 traditional IRA into
a Roth IRA.
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my practice the tools to succeed.
ANd SO dO our customers.

Business Class Banking. SunTrust’s dedicated team provides our clients with valuable

tools and ideas they need to achieve success. Solutions like Online Cash Manager and SBA //////
\1"/ %

lending help them manage and grow their business, while allowing them more time to do what

they do best — concentrate on customers. Experience the difference for yourself with SunTrust. SUNTR T
Stop by a branch, visit online at suntrust.com/businessclass or call 866.442.1370. US

Live Solid. Bank Solid.
SBA Lending Cash Management Deposit Solutions
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OF SMALL-

BUSINESS OWNERS

SAY THEY LACK
ACCESSTO
CAPITAL AND
60% DO NOT
EXPECT TO HIRE
IN THE COMING
YEAR.

Source: National Small Business

Association, 2011 Mid-Year
Economic Report
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SunTrust advisers are also
highly skilled in helping clients
plan for their transition out of
a mature business. Caught up
in the day-to-day realities of
serving customers and manag-
ing employees, many owners
have little time to think about
a succession plan. In a recent
SunTrust survey, 65% said
they had no current plans to
sell or exit their business.

Unfortunately, a clean tran-
sition out of a business doesn’t
usually happen by accident. As
Beyers recalls, many owners
who wanted to inch their way
out of their companies in 2007
had to put their plans on hold
when the valuation of their
businesses dropped during the
Great Recession. “It caused a
lot of business owners in the
mature phase of their business
cycle to delay their exits,” he
says. “They needed time to get
their balance sheets cleaned
up and their income state-
ments in a better position.”

SunTrust partners know how
to help business owners get on
track with a transition plan that
takes into account current eco-
nomic conditions, whether their
ultimate goal is transferring a
company'’s leadership to a child
or preparing it for sale, says
Beyers. Take Jack, the 58-year-
old founder of a chain of men’s

clothing stores. He wanted to
sell his business to his daugh-
ters within a decade so that
he could head off in another
direction—say, buy a ranch in
Argentina.

A POSSIBLE DREAM

Jack worried that his daugh-
ters, recent college graduates,
would not be able to afford to
buy him out on his timetable.
His SunTrust adviser helped
him weigh his options. He soon
opted for a plan that called for
creating a buy-sell agreement
that set the terms of the even-
tual sale, including funding
mechanisms, when he retired.
He also put arrangements in
place to train his daughters to
run the business, so that he
could determine what future
roles they would best play.

As he learned, achieving his
dream was possible—with the
right advance planning.

Many entrepreneurs love
the independence that comes
with running a business, but
it can be lonely at the top and
hard to get the right advice on
dealing with challenges. That'’s
especially true in economic
downturns, which may pack a
double whammy for owners: re-
ducing sales, profits, and cash
flow while shrinking the value
of the business and access to
credit.

While many
Americans look to
private business
as the nation’s job
creation engine—
small companies
are responsible
for 649, of the
nation’s net new
jobs, according
to the U.S. Small
Business Admin-
istration—owners

are finding it hard to add the
staff they need to grow. In the
NSBA survey, 36% of owners
said they lack access to capital
and 60%, did not expect to hire
in the coming year, a slight dip
from the all-time high of 649%
in 2010.

SunTrust’s Business Owner
Specialty Group is made up of
seasoned advisers who have
experience riding out challeng-
ing economic cycles. All clients
also work closely with a com-
mercial relationship manager,
who helps them respond to
changing economic conditions
by rebalancing assets, finding
a more cost-effective employee
benefit plan, adjusting strate-
gies for building company
wealth, identifying new market
opportunities, and developing
contingency plans.

SunTrust experts know that a
strategy that worked five years
ago may not be relevant today,
and they are prepared to jump
on new opportunities, working
alongside a business’s attor-
neys, CPAs, and other advisers.
“A lot of our business owners
are focused on the opportunities
in the Tax Act that was passed
in December, looking at ways
to successfully transition their
business and protect it from
generation to generation,” says
wealth strategist Goins.

This law—formally known
as the Tax Relief, Unemploy-
ment Insurance Reauthoriza-
tion, and Job Creation Act of
2010—extends the Bush-era
tax cuts for individual capital
gains and dividend taxes for
all taxpayers for two years.
This is just one example of how
SunTrust is prepared to help
business owners stay a step
ahead of the headlines. Says
Beyers: “It all starts with hav-
ing a plan.”
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