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by Susan Bari and Sandi Webster

Susan Bari supported the Women 
Presidents’ Organization (WPO) 
for more than 20 

years as a business 
owner, board member, 
and facilitator. When it 
was decided to 
implement succession 
planning for board 
members, she rotated 
off and found no place 

to land. However, she had friends who 
sold their businesses, left the WPO 
chapter chair or corporate advisory 
board member positions. These women 
needed to stay connected to their WPO 
family, and the WPO organization sought 
access to their experience and wisdom.

From that need for connection, 
WPONext was born and now boasts 
membership from Cape Town to Cape 
Cod. The promised wisdom is shaping 

workshops and mentoring for other 
women who want to take the Next 
step. In their WPONext lives, members 
downsize, start new companies, create 
platforms for Angel investors, support 
charities, and travel the world.

In our recent workshop, WPONext 
members advised to look out for 
pitfalls while selling your business. On 
an in-person panel at the WPO 2021 
conference in Nashville, members 
Leslie Saunders and Sandi Webster, and 
other members via video, shared their 
experiences selling their companies 
and identifying critical points for all 
entrepreneurs to consider.

Structuring a deal
Current WPO members wanted to 

learn from WPONext members’ journeys 
as they prepared to sell their companies 
and lessons learned after selling that they 
could share with women preparing for a 
sale, especially since they were in different 
industries. I asked Leslie, Sandi, and Julie 
Auslander (by video) what they learned 
in hindsight and whether the deal worked 
out the way they thought it would.

Leslie Saunders was the President of 
Leslie Saunders Insurance Agency. She 
said, “when I decided 
to sell, I became “The 
Bachelorette” and 
embarked on a year-
long search for a suitor. 
I had a specialty 
insurance agency. If 
you travel to a major 
airport and park your 
car, have a drink at a 
bar, or eat at the food court, I probably 
insured those risks. I was certified by the 
FAA Department of Transportation in very 
specific certifications. To sell my business 
and get my equity, I had to find eligible 
and qualified buyers to take over those 
certifications. I did a very particular type 
of sale. My clients had to approve it 
because they didn’t want to lose the 
supplier diversity spend, and the FAA had 
to approve. It took a year and there were 
lots of meetings, but eventually, it took 
place. But, there were certainly bumps Susan Bari

Leslie Saunders

What is 
Your Next?

After selling their businesses, these WPO 
members find WPONext a great way to 
stay connected and share their wisdom.
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along the way and I kissed a lot of frogs 
before finding my perfect match: an 
African American-owned company from 
Las Vegas, Nevada.”

While it took Leslie more than a year to 
sell her company, Sandi Webster’s sale 
took only a few months. 
Sandi is one of the 
former owners and 
Chief Operating Officer 
of Consultants 2 Go, a 
marketing and analytics 
consulting company, 
mainly in financial 
services. She credits 
preparation and 
identifying selling as an exit strategy from 
day one. “Build your company to sell it. 
Put systems in place early, move from 
working in the business to on it. Get a 
financial expert to help you understand 
how much money you need from the 
business to sell –what are the multiples in 
your industry?” Sandi feels good that the 

company is still sound but felt she would 
have bargained for a shorter earnout or 
none. “If you asked me eighteen months 
into my two-year earnout, I would tell you 
that I was about to kill myself. I left early. 
The company right now has probably 
quadrupled because they followed our 
strategic plan for analytics.”

Julie Auslander, President and Chief 
Cultural Officer of Couranto, a corporate 
digital subscription 
management company, 
reminds us, “When you 
are getting ready to sell, 
cash is queen, so 
whatever you get at the 
closing table is what 
you’re going to get. Just 
be happy with the 
number that you’re 
getting at the table. When you give over 
the keys to the kingdom, they’re gone. “

However, Leslie had an opposing 
viewpoint that shows no two deals are 

alike. “Cash is not always queen. It is 
important to have good financial advice. 
My business was a stock sale with 
installments. Remember, cash will be 
taxed as ordinary income and all in the 
year that you received it. Mine is capital 
gains income. So I turned a lot of money 
from ordinary income into capital gains. 
That’s a big difference over the period of 
the installments. So, the price isn’t always 
the price; it’s the terms.” Leslie continued, 
“Well, nothing works out 100 percent, 
but in general, I’m pretty happy. When 
someone takes over your name that’s been 
a brand for 30+ years, and you don’t like 
the new logo, and you don’t like the way 
they e-mail, I mean, there’s lots of things 
that you can’t control when you sell it.”

Understand your assets
Many women left assets on the table 

or gave away too much. It’s imperative 
to have an excellent attorney and sound 
financial advice.

Sandi Webster

Julie Auslander
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APCO WORLDWIDE 
PROUDLY SUPPORTS 

ENTERPRISING WOMEN 
FOR ITS COMMITMENT TO 
SUPPORTING WOMEN

 APCO IS CERTIFIED BY WBENC AS A  
MAJORITY WOMEN-OWNED BUSINESS

apcoworldwide.com

As a woman-founded business that today is the largest certified majority 
women-owned communications firm in the world, we know that the 

advancement of women in business is not only the right thing to do, it is a 
business imperative.

57% OF OUR GLOBAL 
LEADERSHIP TEAM 
POSITIONS ARE 
HELD BY WOMEN

OF APCO’S 
WORLDWIDE OFFICES 
ARE LED BY WOMEN
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Alina Martin (by video), the former 
CEO of Danatec Educational Services, 
warns to look at all the 
benefits you receive - 
like your car payment, 
life insurance, 
administrative assistant, 
and technology devices. 
Alina says, “I had to 
figure out how to 
unwind my lease 
payment. That was a 
nightmare. I remember when I sold my 
business and I was taking my computer, 
my partner and I got in a fight because he 
said that was the company’s 
computer! What?”

On a similar note, Leslie said, “One of 
my assets was my platinum card points. 
We argued about that for a month. I wasn’t 
giving those up.”

Susan Huxter (by video), former 
Owner of Le Quartier Français, a luxury 
boutique hotel in South 
Africa, stated, “My 
assets were concrete 
assets: paintings and 
furniture and things that 
I collected over twenty-
eight years. I walked 
through and took 
things, but there were 
things that I missed that 
he (the new owner) threw out. One of the 
big things for me was we had room diaries 
in the rooms from the day we opened, and 
that was the history of the hotel…and he 
threw them out. And they are gone!”

An attorney herself, former AVIS 
executive, and now entrepreneur Lynn 
Boccio (by video) advises, “Have a very 
astute business attorney 
to help evaluate the sale 
of the business and 
what it’s worth. It is to 
your advantage to have 
planned before the 
discussions with a 
potential buyer, what it 
is that’s on the table.”

Sandi and her 
business partner, Peggy McHale, moved 
the assets they didn’t want to sell into a 
new company to avoid misunderstandings. 

The biggest surprise in selling was a 
not-so-small thing that she had taken for 
granted. “One thing that I couldn’t figure 
out was the company’s Facebook Page. 
It had to connect to a person and it was 
connected to my name. Your social media 
belongs to that company. It took a long 
time to untangle the people who were 
personally following me instead of giving 

Alina Martin

Susan Huxter

Lynn Boccio

“When you are getting 
ready to sell, cash is 

queen, so whatever you 
get at the closing table is 
what you’re going to get.”

—Julie Auslander
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“The Art of Giving Back”

“The Art of Perseverance”

“The Art of Discipline
and Integrity”

“The Art of Attitude”
—  JENNIE M. CAMPBELL, CMP, CMM, PMP - CEO, President Stewart Lodges

of
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Business is Connection. Business is People.

it over to them. It was just not an easy 
thing to do. Social media was a big part of 
our branding and they would be starting 
from scratch.”

When you understand the assets 
you have, you can make life-changing 
decisions. Elizabeth Beskin, President 
of 5th Avenue Digital, a photography 
service, said, “I walked away from my 

deal. I used a broker 
and went through the 
entire process, but the 
numbers just didn’t 
come out right. It 
didn’t make sense to 
sell the business. The 
advice was to make it a 
lifestyle company.”

Life after the closing table
All three women are advocates for 

using professionals in doing a deal.
Sandi had a broker who knew the 

exact person in his contact list who 
was interested in their company. Her 
advisory board and a female attorney 
were instrumental in the sale of her 
business. “We specifically wanted a 
female attorney because we were selling 
to men and she knew all this stuff 
that the guys tried to squeeze into our 
contract because she had done that a 
million times. It made a huge difference.” 
Her new company, Sandi Webster LLC, 
now helps other entrepreneurs to create 
advisory boards, recruit members and 
manage meetings.

Leslie says, “I had a really good 
merger and acquisition attorney. She 
negotiated everything and their attorney 
was a litigation guy. So, he was thinking 
of every scenario ending up in court, 
and she was thinking about corporate 
compliance. Whatever you budgeted to 
spend for your attorney, double that. 
Don’t be cheap about it because in the 
end, if you have a good attorney, they are 
worth their weight in gold.” Leslie is still 
working with a few select clients. She 
volunteers with WPO in the WPONext 
steering committee and with WBENC’s 
Women of Distinction. 

JULIE AUSLANDER is currently the President 
and Chief Cultural Officer of Courantoc.

LYNN BOCCIO is CEO of TheLynnk.com.

SUSAN HUXTER is now known as 
“Travelling Sue.” She serves as CMO (Chief 
Motherly Officer) for Cartology Travel, 
headed by her son and daughter-in-law.

ALINA MARTIN is President, BBE-
Building Business Everywhere.

ELIZABETH BESKIN, is still President at 5th 
Avenue Digital, now a lifestyle company.

SUSAN BARI is a member of the 
Enterprising Women Advisory Board 
and has been inducted into the 
Enterprising Women Hall of Fame. 

Elizabeth Beskin
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 YOU’RE NOT THE ONLY
WOMAN WHO THINKS IT’S

LONELY AT THE TOP
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Corporate Sponsors: American Express, The Coca-Cola Company,
EY, KeyBank, PNC, Prudential, RoundGlass, Walmart, UPS, Wells Fargo

Canadian Sponsor: BMO Financial Group

@TheWPO @WomenPresidents

Created for women-owned and led multi-million dollar companies, 
the Women Presidents’ Organization is the only global membership 
organization that connects accomplished women presidents, CEOs 
and managing directors in non-competitive industries to accelerate 
their business growth.

WPO members serve as an informal board of directors, sharing resources, 
expertise and insights. By providing a highly individualized and confi dential 
forum, diverse female entrepreneurs collaborate to tackle a wide range of 
strategic and operational challenges head on.

Membership in WPO is a badge of accomplishment for women who 
have earned their place among successful entrepreneurs. Prospective 
members must have an ownership interest in their business, and their 
business must gross at least $2 million in annual revenue ($1 million for 
service-based companies).

To learn more about membership opportunities, please visit
www.womenpresidentsorg.com or call 646-668-5460.
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