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Case study

Helping an entrepreneur meet post-exit needs

Following a successful exit, our client had several needs that required to be addressed and solved.

The situation

Our client, the founder and former CEO of a leading
digital advertising business, sold his company in a stock
transaction to a publicly traded competitor.

We were introduced to the client by the attorney
negotiating his employment contract with the acquiring
company. Based on our longstanding experience working
with entrepreneurs preparing for and executing liquidity
events, the lawyer representing the client introduced us.
Essentially, all of the client’s net worth was concentrated
in the acquirer’s stock. His concerns included:

1. Determining the amount of stock he should sell with
the goal of providing for a secure financial future

2. Executing a diversification strategy to protect the
downside risk in his stock

3. Building a team to handle his wealth management needs

4. Developing a comprehensive and multigenerational
wealth management strategy

The strategy

Our first step was to build and coordinate a team of
advisors including a CPA, trust and estate attorney,
executive compensation attorney and an insurance
specialist. Along with these advisors, we collaborated with
UBS Advanced Planning specialists to develop effective
strategies designed to help the client minimize taxes and
optimize his proceeds from the sale.

Next, we took our client through our pre-liquidity wealth
management process to help determine how much value
he would need to extract from his concentrated stock
position to help fund his future spending objectives. Based
on this, he agreed to diversify his stock position to help
secure his financial aspirations. We reduced the holding to
under 5% of his net worth, mitigating capital losses as the
stock declined over 70% since exiting his position.

With his formalized UBS wealth strategy plan, the client
made several real estate investments and launched a
new business. To fund the new business venture, we
set up a line of credit against his holdings to create the
necessary liquidity.

The result

As a result of developing and executing a detailed
multigenerational wealth plan and an asset diversification
strategy, our client was able to leave the acquirer of his
business to pursue new entrepreneurial opportunities and
venture investments. On an ongoing basis, we continue to
provide him with financial advice on both his public and
private holdings.

1 of 2



How to get in touch?

Saman Samii, CEPA
Financial Advisor
214-981-0514
saman.samii@ubs.com

UBS Financial Services Inc.
100 Crescent Court, Suite 600
Dallas, TX 75201

The strategies and/or investments referenced may not be suitable for all investors as the appropriateness of a particular investment or strategy will
depend on an investor’s individual circumstances and objectives. Investing involves risks and there is always the potential of losing money when
you invest.

The case study presented, based on actual client experiences as told by our Financial Advisors, is provided as an illustration and may not be representative
of the experience of other clients. There is no guarantee of the future success of any of the strategies discussed. Each client’s circumstances and
outcomes may be different. It is important that you understand the ways in which we conduct business and the applicable laws and regulations that
govern us.

As a firm providing wealth management services to clients, UBS Financial Services Inc. offers investment advisory services in its capacity as an SEC-
registered investment adviser and brokerage services in its capacity as an SEC-registered broker-dealer. Investment advisory services and brokerage
services are separate and distinct, differ in material ways and are governed by different laws and separate arrangements. It is important that you
understand the ways in which we conduct business, and that you carefully read the agreements and disclosures that we provide to you about the
products or services we offer. For more information, please review the client relationship summary provided at ubs.com/relationshipsummary,
or ask your UBS Financial Advisor for a copy.

Neither UBS Financial Services Inc. nor its employees (including its Financial Advisors) provide tax or legal advice. You should consult with your legal
counsel and/or your accountant or tax professional regarding the legal or tax implications of a particular suggestion, strategy or investment, including
any estate planning strategies, before you invest or implement.

Borrowing using securities as collateral involves special risks, is not suitable for everyone and may not be appropriate for client needs. All loans are
subject to credit approval, margin requirements, and margin call and other risks; credit lines may be subject to breakage fees. For a full discussion of the
risks associated with borrowing using securities as collateral, clients should review the Loan Disclosure Statement included in their application package/
account opening package. UBS Financial Services Inc. (UBS-FS) and its Financial Advisors have a financial incentive to recommend the use of securities
backed loans, rather than the sale of securities to meet cash needs because we receive compensation related to the loan as well as the investments used
to secure the loan. We benefit if your clients draw down on their loan to meet liquidity needs rather than sell securities or other investments, and have
a financial incentive to recommend products or manage an account in order to maximize the amount of the loan. UBS-FS and its Financial Advisors and
employees offer banking and lending products to clients through our affiliates and third-party banks in our capacity as a broker-dealer and not as an
investment adviser.

UBS Bank USA, UBS-FS, their employees and affiliates do not provide legal or tax advice. Clients should contact their personal tax and/or legal advisors
regarding their particular situations, including the legal and tax implications of borrowing using securities as collateral for a loan.

EQUAL HOUSING

UBS Bank US—Equal Opportunity Lender. Equal Housing Lender. LENDER

Diversification does not guarantee a profit or protect against a loss in a declining financial market.

© UBS 2024. All rights reserved. The key symbol and UBS are among the registered and unregistered trademarks of UBS. UBS Financial Services Inc.
is a subsidiary of UBS Group AG. Member FINRA/SIPC. CJ-UBS-1598448494 v5 152404102 Exp.: 09/30/2025
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