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Transcript
Russell Prior 
Our final chapter explores the role and effects of the wider macro environment on a business exit. For instance, how interest 
rates, elections and geo-political uncertainty can each play a part. We conclude by examining the role of resilience in managing 
the effects of timing in an exit.

Andra Ilie 
When we look at what is going on in the world, we ask our speakers whether there are any factors that may indicate favourable 
timing for a business exit.

Tobias Sommer 
The short answer is yes, macro conditions such as high interest rates or geo-political events can have a bearing on the timing 
of an exit. Other considerations to take into account are the valuation levels in the stock markets, the availability and cost of 
leverage, and confidence levels, all of which can be positive or negative in achieving a successful exit.

Willem Sels 
Part of preparing ahead of time is trying to figure out whether you are likely to be able to get a trade buyer, or whether you want 
to look at financial buyers or even do an IPO. All of this gives you more options and therefore more flexibility when you want to 
sell your business.

Russell Prior 
We’ve explored market and economic factors. Let’s now turn to the effect of socio-economic and geo-political events.
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Tobias Sommer 
In the last few years, we have obviously seen a huge amount of events from Brexit, to the pandemic, to wars, to global financial 
crises, and they all have an impact on an eventual sale process. The one thing to bear in mind is that we cannot forecast these 
events, but what we can do is be as prepared as possible for the eventual sale of the company.

Willem Sels 
Geo-politics and the election cycle can have an impact on the timing of your sale because it can either lead to lower valuations or 
even make liquidity completely dry up. So either you want to be ahead of such events, or wait until they have passed. In terms of 
macro elements, which will have an impact on valuations as well as the ideal timing of the sale,  the economic cycle is important, 
but also the interest rate cycle because that will have quite a big impact on the valuations as it impacts the public markets.

Andra Ilie 
Thinking about what we’ve heard, it’s clear that the business owner has an enormous number of factors to contemplate, let alone 
manage when thinking about their business exit. With all of the uncertainty that this implies, the high levels of resilience are going 
to be key. We close by asking our guests for their perspectives on this really important point.

Nicola Roberts 
Resilience is really important and I almost think about it in terms of not becoming too emotionally attached to the outcome if you 
are looking at a sale. I think business owners need to be very resilient, as they have been managing a privately owned business, 
and will have seen all sorts of ups and downs over the period that they’ve owned, built and grown that business. So the same 
applies in any kind of sale process.

Sophie O’Connor 
I think an exit process is a challenging process, and working with business owners and entrepreneurs, I think business owners 
are typically quite resilient characters, otherwise they would not be in the position of having built a business that is attractive as a 
sale target. And I think the conflict that some business owners have, is they are the experts in what they have done and what they 
have developed.

Greg Limb 
I think that business owners and entrepreneurs, and particularly the ones I deal with, are incredibly resilient in their nature anyway. 
It’s what got them to be where they are today. It’s often what drives them in their business. And often you’ll find that even those 
entrepreneurs who don’t quite get what they want out of the business the first time round on a sale, or an exit, or whatever comes 
from there, are looking to go again. Their resilience drives them forward and really makes them passionate about what they’re 
doing and making themselves successful, successful again or twice as successful.

Russell Prior 
We’ve heard a range of really interesting insights and reflections from our experts. Macro-economic, geo-political and socio-
economic factors all have an impact on timing and business exit. It is of course clear that you can’t forecast momentous events, 
but what you can do is plan for, and prepare for your exit strategy. Resilience is also key, so make sure you’re personally  
prepared too. 

If you haven’t watched the other chapters in our ‘Is Timing Everything?’ episode, you can catch-up on our Beyond Business 
Ownership webpage, www.privatebanking.hsbc.com/beyond-business-ownership.

Beyond Business Ownership 2Is Timing Everything?



Important notice 
This is a marketing communication issued by HSBC Global Private Banking. HSBC Global Private Banking is the principal private 
banking business of the HSBC Group. Global Private Banking may be carried out internationally by different HSBC legal entities 
according to local services and regulatory requirements. 

This document does not constitute independent investment research under the European Markets in Financial Instruments Directive 
(‘MiFID’), or other relevant law or regulation, and is not subject to any prohibition on dealing ahead of its distribution. The information 
contained within this document is intended for general circulation to HSBC Global Private Banking clients.

This document is for information purposes only and does not constitute and should not be construed as legal, tax or investment 
advice or a solicitation and/or recommendation of any kind from the Bank to you.

Some HSBC Offices may act only as representatives of HSBC Private Banking and are therefore not permitted to sell products and 
services, or offer advice to customers. A complete list of private banking entities is available on our HSBC Private Bank website.

Before proceeding, please refer to the full Disclaimer and the Terms and Conditions.

©Copyright HSBC 2025

Beyond Business Ownership 3Is Timing Everything?




