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(1s): Tom Bronson 
Welcome to the Maximize Business Value Podcast, brought to you by Mastery 
Partners, where our mission is to equip business owners like you, to maximize your 
business value and achieve the exit of your dreams, whatever that means to you. With 
insights gained from over a hundred business transactions, we share real world 
strategies, lessons, and expert advice to help you build long term sustainable value in 
your business. Each episode is hosted by one of our Mastery certified partners, their 
seasoned experts who've helped countless business owners navigate the complexities 
of growth, scaling, and building value. 
 
(45s):  
They bring firsthand experience, actionable insights, and a passion for helping you 
build a business that thrives. So, let's dive in. 
 
(1m 3s): Dave Casey 
Hi, this is Dave Casey, and welcome to Maximize Business Value. This is a podcast for 
business owners that are passionate about growing, scaling, and building long-term 
sustainable value in their business. So today I'm excited to welcome a longtime key 
referral partner for Mastery Partners, Mr. Jeff Sandene of Sandene Strategies. We've 
worked together for years supporting mutual clients, and we're always grateful for his 
partnership and his wisdom. So, Jeff, welcome to Maximize Business Value. 
 
(1m 38s): Jeff Sandene 
Hey, hello Dave and greetings to everybody in Podcast Land. How are you today? It's 
always a great pleasure to share a little bit of information on the Maximize Business 
Value Podcast and, you know, looking forward to the conversation today. Cool. 
 
(1m 54s): Dave Casey 



Yeah. So I know you've been on the podcast before with Tom hosting, but if you could 
just tell us a little bit about yourself and sanding strategies and kind of what you're all 
about. 
 
(2m 4s): Jeff Sandene 
Yeah, sure. So, Sandene Strategies was founded in 2005, 20 years ago. We're a full 
service financial planning and wealth management firm. Everything we do culminates 
with our clients experiencing smarter, smarter outcomes in, in their planning process. 
Everything from the education and knowledge we bring in to the referral partners that 
we have to the processes and procedures and, and specific financial strategies that we 
have. So we like bringing that experience to our clients and, and have a lot of fun doing 
it. 
 
(2m 41s): Dave Casey 
Oh, that's super. So I know you work with individuals, families and, and particularly 
with, you know, with business owners helping them plan and execute, you know, 
strategies as you, as you've described. But recently I've been talking to you and you, 
you've got something else up your sleeve. So I was wondering if you can share a little 
bit about what's coming up. 
 
(3m 0s): Jeff Sandene 
Yeah, it's, well, we're always looking for a new way to make a positive contribution to 
people's lives and one thing that I've discovered recently is that the non-financial 
aspects of financial planning are almost just as important as the financial aspects. And 
it's, it's something that not a lot of other financial advisors go into. So, yeah, 
 
(3m 24s): Dave Casey 
I've never heard anyone talk to me about non-financial aspects of financial planning. 
So that's kind of cool.  
 
(3m 29s): Jeff Sandene 
Yeah, I mean, So if you think about anybody that's leaving the workforce, whether, 
whether they're a corporate employee retiring or a more, more specifically a business 
owner selling their business, they spend a lot of time on the business and the exit 
dollars, but they don't really think through what happens when they no longer have 
their business from a, from a sociological and psychological standpoint. Oh yeah. So, 
I'm exploring the different outcomes there. 
 
(4m 2s): Dave Casey 



That's cool. 'cause you know, I, of course I went through that. I had, I did work for large 
corporation for a short period of time, and when I left there, it wasn't very emotional 
'cause I wasn't close to retirement or anything. And then, but I had my own company 
for over 20 years and I guess when I left that company, it was a little bit not probably as 
dramatic as some people 'cause I stayed on with a firm that I sold it to for, for a time. 
But when I actually left, left and never went in, you know, didn't stop going to the office. 
I guess that was, that was a bit of a change and I think, is that what you're describing? 
Just kind of 
 
(4m 41s): Jeff Sandene 
Yeah. So I mean, Void or what you feel. Yeah, so, so Exit Planning Institute did a study 
of business owners post exit and they talked to owners one year after their sale and 
found that 75% of business owners profoundly regret selling their business. And it's 
because they've lost meaning and purpose in their lives. 
 
(5m 4s): Dave Casey 
It wasn't that they missed the work, they just missed the whole environment it sounds 
like. Just, 
 
(5m 11s): Jeff Sandene 
Yeah. And, surprisingly, it had nothing to do with the amount of money that they 
received in the transaction. I mean, there were people that received a life changing 
amount of money, but they still felt depression and, and just a sense of loss one year 
later. Yeah, 
 
(5m 32s): Dave Casey 
Well that's certainly something, I mean, I know when we work with business owners, 
we try to prepare them for that. And I, I've gotta say some are maybe better prepared 
than others, but I think if your dream is I'm gonna, I'm gonna stop working, you know, 
80 hours a week and play golf, that's probably too, too abrupt a change for most people 
to, to Yeah. Adjust to, 
 
(5m 55s): Jeff Sandene 
There's only so many tee times. Right. And, you know, I mean, there certainly a 
person's life will include things like that. Yeah. You know, spending more time with 
grandchildren or parents or your own children, just extra family time. But, you know, at 
some point you need to find, or people need to find an internal reason that motivates 
them and keeps them energized and fulfilled. 
 



(6m 23s): 
So it sounds like you've, you've come across as not just in from a theoretical sense, 
but, but, but an actuality. I mean, can can you share an example how you've helped 
maybe an exiting business owner really look at, you know, care, their planning and, and 
digging into the psychological aspect of what's gonna happen, what the life change is 
gonna be after 
 
(6m 46s): 
Working? Yeah, I mean it's, so there's two things going on there. First, I, I, I try as much 
as I can to focus on the advanced planning aspect of it so that we, so that we think 
about those things ahead of time. Yeah. I haven't seen too many business owners go 
through it, like from beginning to end and, and Right. Experience that regret. But what I 
do know in my life, I saw that happen to my grandfather. Really? Okay. He, he, he, he 
was a farmer up in South Dakota and also had some, had a seed corn and a hog feed 
franchise. 
 
(7m 27s): 
And I mean, he did a number of things wrong, but one, including not really creating a 
business from that. So when he retired, the income dropped 'cause there wasn't 
anything to sell. But in addition to that, he didn't really have a social network that didn't 
include people that he knew from business, whether customers or suppliers or, you 
know, other, other people. He just, so when, when he retired, that social network dried 
up too and Wow. Yeah. It was, it was just not good. 
 
(8m 8s): 
And he didn't have a lot of outside interests. He only had a high school education, so 
he never really developed a mentality for lifelong learning. Yeah. Intellectual curiosity, 
those types of things. And I think the more you can plan for that type of thing to keep 
you going mentally as well as socially and financially, it'll make a big difference, you 
know, after the business owner sells. 
 
(8m 38s): Dave Casey 
Yeah. I, you know, I've seen it firsthand with a couple of my friends that probably went 
both ways, you know, ones that had a business, worked in it very hard, you know, sold 
pretty successfully, but they had a plan after the plan. They, they really were, they 
actually got a second home that was closer to their grandchildren and they spent some 
time there and they traveled quite a bit. So they don't seem to be at a loss for anything 
to do. And in fact, I've just spent this weekend with that guy and he's like, yeah, I've got, 



I got plenty on my plate. You know, he said, even though he is not doing what he used 
to do. 
 
(9m 18s): 
Yeah. Still has a lot to do. Well it feels like he has a lot to contribute, I guess, too, you 
know, which is, see 
 
(9m 24s): Jeff Sandene 
That's great. I mean, because what we were talking about earlier with golf and 
grandchildren and, you know, bingo on Tuesdays, I mean, it's not hard to stay busy, but 
that doesn't necessarily give a person purpose. So Yeah, 
 
(9m 39s): Dave Casey 
That's true. True. 
 
(9m 40s): Jeff Sandene 
I think that's the piece that I, I'm, I'm, I'm, I'm thinking people will find ways to, to, to kill 
time, but I mean, will it give them the satisfaction and fulfillment that they had from 
running their business? Is this the question I'm trying to ask? 
 
(9m 55s):  
And that's, to me that's, it's, I think it's so unique that you're doing that because that, 
again, when I think of financial planning and wealth management, it's kind of that cut 
and dry, okay, what, you know, what's my portfolio gonna look like and, you know, how 
much risk am I gonna take? And all that kind of stuff. That, that, but it sounds like 
you're, when you work with people, it kind of goes way beyond just the nuts and bolts 
of, of financial planning. 
 
(10m 22s): 
Yeah, I mean, I mean, at the end of the day, that aspect of retirement is just a math 
problem, right? So I mean, if all you wanted were numbers, like a target dollar amount, 
you could go to Fidelity's website and get that, but 
 
(10m 37s): Dave Casey 
Invest in the 2030 fund or the 2050 fund or whatever, you know. Yeah. 
 
(10m 42s): Jeff Sandene 
So, I mean, but I've got a process that incorporates six different elements to it, and this 
non-financial piece is one of them. The financial assets are another, but I mean, you 



have to consider tax strategies, estate planning strategies, risk management 
strategies, and, and really make sure that you're doing the right things inside the 
business to help you with your personal retirement plan as well. 
 
(11m 10s): Dave Casey 
Yeah. And that's something again, we, we just, we were together at the Business 
transition summit recently, and there were several of the presentations I saw were in 
GAR regarding tax planning. And I think that's something people think, well, I'll have to 
plan for that after I retire and get this chunk of change. And that's, that's probably the 
worst thing you can do. Wait, yeah. 
 
 (11m 34s): Jeff Sandene 
You know, once you have that check, there's not much tax planning you can do. 
 
(11m 37s): Dave Casey 
No. Except write the check for taxes. Maybe that's your plan. So, pretty wild. So what, 
what do you think is the most rewarding thing, and you've been doing this for 20 years, 
so I mean, you've, you've built, built a heck of a business and a and, you know, a 
clientele. So what's the most rewarding thing that you do, in working with your clients? 
 
(11m 59s): Jeff Sandene 
Well, I mean, that's, that's a really good question. And I, I believe that I initiate 
communication within a household. Oh. And, and, and I've seen, 'cause you know, I'll 
always involve spouses, not just, if it's a male business owner, we'll have his wife Right. 
And we'll talk about things and, and when, when we talk about the life planning aspect 
of it, many times it comes out that they have a different idea of what retirement's 
gonna look like.  
 
(12m 36s): Dave Casey 
Right. Yeah. And, and One that may not have been voiced yet. 
 
(12m 39s): Jeff Sandene 
Yeah, yeah. Well, so it can be a little tense if there's a significant difference. But I get 
satisfaction from seeing them talk about stuff like that. Yeah. And then working it out, 
you know, making compromises and doing things ahead of time so that those issues 
don't come up. Yeah. And unknown to them. Like they, like, there's always, I had an 
example where, and wasn't a business owner, was a corporate person, but he traveled 
almost a hundred percent of the time, and his wife's idea of retirement was traveling 
the world. Right. 



 
(13m 19s): 
His idea for retirement was drinking pina coladas, maybe traveling, but to a beach and 
drinking. Yeah. Yeah. And, and it's like, wow, 
 
(13m 29s): Dave Casey 
We need, you know, I, I've, I've experienced some of that over my career, even even 
week to week. So it'll be Friday afternoon and I get home, and Doris will go, so what are 
we doing? I said, well, I just did it for the whole week. No, no. Where, where are we 
going out for dinner? I've been out for dinner twice this week. She says, you have, but I 
haven't anything else. So it's on a small scale, I've seen that. And then of course it 
changes when you, even when you talk about travel, if, if you travel for business all the 
time, it's probably the last thing you wanna do is get on that plane. Even if you're going 
to a cool place, you know, the travel aspect's not quite as glamorous. So, 
 
(14m 6s): Jeff Sandene 
So, so, so I guess the, I I just get a lot of satisfaction of helping people work through 
things and you know, like there's the old quote from the A team, remember, I love it 
when a plan comes through or something like that. Yeah, 
 
 (14m 19s): Dave Casey 
Yeah, yeah. 
 
(14m 19s): Jeff Sandene 
So, so to be, to be in this business long enough where we've put the plan down and got 
to the point where we're implementing the retirement piece of it, and to see that it 
works is very 
 
(14m 31s): Dave Casey 
Satisfying. Yeah. See it come to fruition, it's gotta be great, you know? Yeah. And 
again, you're changing how you're, maybe you're, I call it you kind of the accumulation 
phase for a long time and then you kind of get into the, the spending phase, if you will, 
or, but still, it's a, and that was a hard mindset for me. It was a hard mindset not to 
make a contribution to my retirement account, you know, but actually start taking 
money out, which is Yeah. That's a hard thing to, to, to face sometimes. So I, I've got 
one last question for you. This has been fascinating and just, you know, just the, the 
aspects that go way beyond just the, like I said, the, the, the numbers and everything 
for financial planning, but you know, this podcast is all about maximizing business 
value. 



 
(15m 15s): Dave Casey 
We really try to work with business owners because their business, in many cases, at 
least until they exit it, that is their, their wealth management or their, their plan to, to 
invest. So what's the, what's the most important thing that you recommend to business 
owners to build value in their business? 
 
(15m 39s): Jeff Sandene 
I love that question. And I, I don't have a, I don't have a single thing, an answer. In fact, 
what I have is not one answer, but one analogy. 
 
(15m 47s): Dave Casey 
Ah, okay. 
 
(15m 48s): Jeff Sandene 
Yeah. So I run marathons. 
 
(15m 52s): 
I love seeing marathons. I run Waka Waka littles.  
 
(15m 58s): 
Well, you can use marathons as an analogy for a lot of things, but I think it applies 
particularly to business owners maximizing value, scaling their business, and 
eventually selling. The first, first thing is, you don't wake up one morning and decide 
you're gonna run a marathon. Now. And the same holds true for business owners. You 
don't wake up one morning and decide you're gonna just sell your business. You're 
done. I mean, I've seen business owners try that before and it doesn't work very 
 
(16m 27s): Dave Casey 
Well. No, those are guys we like to talk to because it didn't work 
 
(16m 31s): Jeff Sandene 
Well. The second thing is, if you decide you wanna run a marathon, you wake up and 
you gonna put a plan together, but you, all you've been doing is running five Ks. The 
plan you had for running five Ks won't work for your marathon training. So you need a 
new and better plan. And that would hold true for a business owner that has been 
running their business and now they're trying to scale it and sell it. That old plan is not 
gonna work. Yeah. 
 



(17m 2s): Dave Casey 
Yeah. 
 
(17m 2s): Jeff Sandene 
And the third, the third piece is, if you're gonna run a marathon and have never done 
that before, it's probably a good idea to surround yourself with people, runners who 
have done it, maybe even a coach who's run multiple marathons and train people on 
how to train for marathons because the business owner, or I might be a good 5K 
runner, but on my own, I may not be a very good marathon runner. And, and same 
would hold true with a business owner. They're good at running their business, but 
they're not, they've never sold a business before. So why not hire an expert that's been 
around the track a few times and you stay in your lane and, and surround yourself with 
owners. 
 
 (17m 47s): 
So it's really, the analogy has three parts, and that is think ahead, get a better plan and 
hire experts. So that's my piece of advice for 
 
(17m 57s): 
Business owners. Yeah, that is awesome. And that, you know, I can see where that 
applies in many aspects for a business owner too. It's just not, it's just not one person's 
advice. Maybe you need to be seeking, you need a, you need a team really of folks to 
help you.  
 
(18m 11s): Dave Casey 
Absolutely. 
 
(18m 11s): Jeff Sandene 
Sure. And that's, that's one, I mean, I love, I love working in this space because no 
single person does have all the answers. And it, and it feels good to bring in other 
experts, subject matter experts that that can solve it a particular problem, because 
that's what they do. And, you know, it's so we do it professionally. And I mean, that's the 
other advantage. Business owners don't necessarily have the network of people that 
are experts in all the areas that need to be, but you and I do. And we can bring those 
people in. And that's, that's why I love the, the tagline, smarter outcomes, is by bringing 
in a team of people, you really do end up with a better and smarter outcome than if you 
had done it yourself or maybe hired somebody that doesn't have those connections. 
 
(19m 5s): Dave Casey 



Yeah, yeah. Well, and I think there's a little more personalization there too, when you've 
got people that they're recommending people that they trust and in many cases use for 
their own stuff too. So that's, that's always important. Yep. Super, man, these are wise 
words. Indeed. I'm glad we had this conversation for sure. So really, thanks for really 
sharing your insights and experiences. I think our folks are really gonna, you know, get 
a lot of value from that. And, and it, and these, what we try to do with these podcasts 
are just tangible benefits. Things that people can actually take action on, and work 
through. So this is the Maximize Business Value Podcast where we give practical 
advice to business owners that are very serious about building sustainable value in 
their business. 
 
(19m 54s):  
Be sure to tune in each week, 'cause we're gonna be doing these on a regular basis, 
and not just me, there's gonna be a variety of hosts as well. And then subscribe to the 
channel so you won't miss a single episode. So this is Dave Casey, we will see you next 
time. 
 
(20m 12s): Tom Bronson 
Thanks for joining us for another episode of the Maximize Business Value Podcast. I 
hope today's conversation sparked new ideas on how you can continue driving value in 
your business. But remember, it's not just about listening, it's about taking massive 
action. Visit our website mastery partners.com for more resources. Grab a copy of any 
of the books in the Maximize Business Value series on Amazon or via the links below. 
And don't hesitate to reach out if you want to know how to apply these concepts to 
your business. 
 
(20m 53s):  
So until next time, I'm Tom Bronson reminding you to relentlessly execute while you 
Maximize Business Value. 
 
 
 


