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Agenda Day 2

09:30 “Generational business transfer, why is it important and how to support it” 
10:15 Group work: Issues that should be considered when planning generational 
transfer
11:15 Lunch
12:00 Conclusion of Padlet, Lecture: Challenges in generational business transfer 
12:45 Coffee break
13:15 Group discussion: Issues a trainer should consider when training a person 
planning business transfer.
13:45 Concluding the discussion, Lecture: Mentor and Mentoring, Dr Kari Lilja
14:15 Concluding words (Dr Hogeforster), link to the evaluation form, compiling the 
form

14:30 end of the training.



Enter PIN 114 2502

https://kahoot.it/
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1.Why business 
transfers are important

2. How to support 
business transfers



1. Why business transfers are 
important

Resilient economies need strong 
SMEs



Business transfers

The transfer of a business is not a one-time 
occurrence, but rather a continuous process.  

It may take some years. 



Business transfers
• While there is no consensus about the meaning or definition

of business transfers, they are generally defined as the
transfer of ownership of a company to another person or legal
entity of more than 50% of the assets or shares, while at the
same time “assuring the continued existence and commercial
activity of the [company]” (Alpeza et al., 2018). This definition
was first introduced by Van Teeffelen in 2010 and has enjoyed
great support since (e.g., Deschamps et al., 2020; Alpeza
et al., 2018).

• Business owners have a wide variety of different options of
how to transfer their business, ranging from transfer to a
family member, to transfer to an employee to transfer to an
external buyer (Battisti & Williamson, 2015;)



Business Transfers in SMEs

Successful business transfers may be even more important for
stable and sustainable economic growth than those of start-
ups (Van Teeffelen, 2012). This is due to the significantly higher
survival, turnover and profit rates of transferred businesses
compared to start-ups, estimated between 35–50% for start-ups
compared to over 90% for transferred businesses (Alpeza et al.,
2018; Battisti & Williamson, 2015; Varamäki et al., 2014;
Viljamaa et al., 2015a).



Business Transfers in SMEs

Business transfers, especially transfers of SMEs, are not only of
great importance for the individual businesses transferred, but
also for the overall economic stability of the European economy
(Viljamaa et al., 2015a).

A resilient economy heavily relies on successful transfers. This is
particularly true in the new EU member states and Russia,
where many new companies were founded privately in the
context of the transition and the structural changes in the
economy at the beginning of the 1990s. Starting their
companies in their 30–40ties, their owners are now increasingly
at the age when a transfer of business is required.



Challenges for transfers

• Business transfers are not easy. A third of transfers fail.

• Business transfers require unique knowledge and skills which are neither acquired nor
needed during the every-day practice of running a business (Battisti & Williamson,
2015; Van Teeffelen, 2012; Varamäki et al., 2014; Viljamaa et al., 2015a).

• Business owners tend not to plan for succession and often postpone the transfer of
their business as much as possible, making it difficult to find a suitable successor (Van
Teeffelen, 2012; Varamäki et al., 2017).

• No support infrastructure. Small businesses struggle to access the necessary support
for a successful business transfer (Battisti & Williamson, 2015; Van Teeffelen, 2012;
Varamäki et al., 2014)

• Another barrier for small businesses in particular is their reluctance to trust outsiders,
especially when the business is owner-managed and relies on specific, unique
expertise which is generally not passed on to outsiders (Battisti & Williamson, 2015;
Meijaard et al., 2005).



Survey on transfers

• From October 2020 until March 2021 a survey has been conducted by the
authors to learn more about the status quo, challenges and needs for support
when it comes to business transfers.

• 283 participants from 14 countries, mainly around the Baltic Sea Region, took
part in the survey. The survey was distributed through a network of 76
chambers of commerce, universities and public administration around the
Eastern region.

• The settings were such that only one response option was allowed from each
IP. A total of 12–16 questions were asked, following a piped logic depending
on previous answers. In case of multiple answer options, the order of answers
was randomised in each questionnaire.



Survey on transfers

Current challenges
1 no challenge 2 small challenge 3 somehow a 

challenge 4 big challenge 5 major challenge Average

Low education level of staff 
32.86% 

92 

27.86% 

78 

23.57% 

66 

12.50% 

35 

3.21% 

9 
2.25 

Missing Qualification of managers 
22.14% 

62 

28.93% 

81 

31.07% 

87 

15.36% 

43 

2.50% 

7 
2.47 

Innovation level 
16.43% 

46 

30.36% 

85 

36.07% 

101 

14.64% 

41 

2.50% 

7 
2.56 

Digitalisation level 
21.43% 

60 

23.93% 

67 

28.93% 

81 

19.29% 

54 

6.43% 

18 
2.65 

Lack of workforce 
30.71% 

86 

18.93% 

53 

16.07% 

45 

16.43% 

46 

17.86% 

50 
2.72 

Generation shift in companies 
16.01% 

45 

15.30% 

43 

25.98% 

73 

34.52% 

97 

8.19% 

23 
3.04 

Cash flow 
6.81% 

19 

19.71% 

55 

28.67% 

80 

18.64% 

52 

26.16% 

73 
3.38 

Pandemic / Corona Situation 
2.13% 

6 

10.99% 

31 

14.54% 

41 

37.59% 

106 

34.75% 

98 
3.92 



Survey on transfers

Current challenges new member states



Survey on transfers

Current challenges old member states



Survey on transfers

Support for transfer, new member states



Survey on transfers

Support for a transfer, old member states Group 2 (source: formed by the authors)



Survey on transfers

Who can support business transfers, new member states and RU/BY



Survey on transfers

Who can support business transfers, old member states and NOR (source: formed by the 
authors)



• The survey clearly confirmed that the topic is of great importance for
SMEs, but that the challenges and demand for support diverge
between the old and the new member states.

• The latter are in particular need of help in finding suitable successors,
while in the new Member States financial and entrepreneurial advice
is particularly required. SMEs need to plan early for the upcoming
transfer and should allow at least 2 years.

• It can also be the task of the chambers of commerce and similar
business support organisation in the new member states to establish
this as a future and permanent field of consultation.

Conclusions





Examples of projects/initiatives focused on improving business transfers
Please note that these links lead to non-EU institution websites. The Commission’s support does not 
constitute an endorsement of the contents which reflects the views only of the authors who are 
responsible for the information.
•‘Continuity of Traditional Enterprises in Mountain Alpine Space areas (C-TEMAlp), funded by the EU 
Interreg Alpine Space Programme
•‘Succession and Transfer of Business in Regions’ (STOB regions project), funded by Interreg Europe 
Programme
•‘Innovative Business Transfer Models for Small and Medium-Sized Enterprises in the Baltic Sea Region’ 
(INBETS BSR), funded by the EU Interreg Baltic Sea Region Programme
•‘Key ingredients to develop successful business transfer ecosystems’ – Handbook for EU countries, 
developed by Transeo (European Association on SME Transfer)
•‘Business transfer promotion in European countries’ - Study on SME business transfer promotion best 
practices in EU countries, by the Seinäjoki University of Applied Sciences (follow-up of the EU project on 
improving the evidence base on the transfer of business)
•‘Succession in Family Businesses’ (SUFABU) - project co-funded by the EU Erasmus+ Programme
•‘Succession Planning and Regeneration In Family Businesses for a New Growth’ (SPRING) - project co-
funded by the EU Erasmus+ Programme

https://ec.europa.eu/growth/smes/supporting-
entrepreneurship/transfer-businesses_en

https://www.alpine-space.eu/projects/c-temalp/en/home
https://www.interregeurope.eu/stobregions/
https://inbets.eu/
https://ebook.transeo-association.eu/download
http://www.transeo-association.eu/
https://www.theseus.fi/handle/10024/504018
https://www.sufabu.eu/
https://www.euspring.eu/
https://ec.europa.eu/growth/smes/supporting-entrepreneurship/transfer-businesses_en




In the EU more jobs are lost due to 
failed business transfers than new 
jobs are created in start-ups every 
year. 

Over the next decade up to 500.000 
businesses providing 2 million jobs 
will have to be  transferred every 
year and at least 1/3 of business 
failures are the consequence of bad 
transfers. 

For example in Germany in 2021 
76,000 companies need to be 
transferred. 



Highly relevant market for consultants 
and coaches



• Most coaches and consultants for SMEs still focus on start-ups and export for
companies

• In every country around the BSR thousands of companies need support for and
during the transfer for their company

• Interesting possibility to combine different fields of advise, i.e. business transfer and
increase of innovative capabilities

Markets for consultants



SnowMan

http://snowman-ibsr.eu/stories/6-steps-for-
innovation

http://snowman-ibsr.eu/stories/6-steps-for-innovation


SnowMan

https://www.6stepsforinnovation.com/

https://www.6stepsforinnovation.com/


SnowMan

https://www.6stepsforinnovation.com/

https://www.6stepsforinnovation.com/


SnowMan

https://www.6stepsforinnovation.com/

https://www.6stepsforinnovation.com/


Business Transfers



2. How to support tra



SMEs have difficulties when facing a
business transfer due to the lack of: 

a) time 
b) suitable successor
c) financing
d) know-how deficits 
e) Letting go of the wheel (emotional)



Transfer is a unique, individual, exceptional situation
for all involved

Trust between the parties (owner-consultant, 
successor- consultant, successor-owner) is essential



Support for successor



Entrepreneurship Mindset



Support the financing



Checklists for successors



Matchmaking



Support for successor

Ongoing process:
Support during the first weeks / months in the company, e.g. helping to form advisory
board of existing employees to increase acceptance and get know-how



Support for owners



Disseminiation activities

Raising awareness
among SMEs



timely planning

Transfer takes years not weeks



Transfer Days to inform SMEs



Estimate company value

https://www.youtube.com/watch?v=8boJHkTlzxg&t=112s

https://www.youtube.com/watch?v=8boJHkTlzxg&t=112s


Estimate company value



Identify the right model



Use cases to illustrate



https://www.youtube.com/watch?v=mqjbWDXMZq0

Family Business transfer

https://www.youtube.com/watch?v=mqjbWDXMZq0


Source https://www.sufabu.eu/

https://www.sufabu.eu/


Source https://www.sufabu.eu/

https://www.sufabu.eu/


Source https://www sufabu eu/

https://www.sufabu.eu/


https://www.youtube.com/watch?v=3-3rexYRdcQ

Family Business transfer

https://www.youtube.com/watch?v=3-3rexYRdcQ


Internal  transfers

Internal transfer with
existing employees

- Support the internal 
take-over

- Mediation between
leaving owner and new
management



External transfers

Biggest challenge finding a 
successor

- Overall Lack of young and 
qualified entrepreneurs in 
EU



External transfers

If the owner prefers an 
external solution, it can be also 
part of the consultant to 
protect him from offers :

- Unqualified successors
- Tirekickers
- Competitors pretending to 

be buyers, checking the 
situation !



Knowledge-Management

https://inbets.eu/knowledge-management

https://inbets.eu/knowledge-management


Transfer is a process
that needs time and trust

Support the process
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