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THE SECOND WAVE LIFE

Chapter 4 Overview: Taking Care of
Your People, Part 1: Family
Advisor Reference Overview | Based on The Second Wave Life: Finding Purpose, Impact
and Fulfillment, Post-Exit by Andrew Williams

Chapter focus: An owner's transition affects far more than shareholders. Chapter 4 introduces the
broader stakeholder perspective and asks owners to think intentionally about the people whose
lives may be affected by the sale, including family, employees, partners, customers, vendors,
community members, and other important relationships.

Chapter at a Glance
Chapter 4 shifts the owner's attention outward. Before moving deeper into the Second Wave Process, Williams
asks the owner to consider the responsibility of leading people well through the transition. The chapter
emphasizes that family members, employees, and other stakeholders may experience significant change
because of the owner's decision to exit.

The chapter also distinguishes shareholders from stakeholders. While shareholders have a financial ownership
interest, stakeholders are the broader group of people who are affected directly or indirectly by the success,
failure, or transition of the business. The owner is encouraged to identify those people and consider what a
thoughtful transition should mean for them.

Core Themes
1. The exit affects more than the owner
Williams emphasizes that an owner should consider how family members, employees, and others will be
affected throughout the transaction process. Preparing those people well can also contribute to the owner's
own sense of purpose and satisfaction after exit.

2. Stakeholders extend beyond shareholders
The chapter broadens the owner's perspective from financial ownership to the people and groups who have a
meaningful stake in the business. Examples include family, employees, community, customers, vendors,
friends, investors, and supporters.

3. Core values can shape transition decisions
Williams connects stakeholder thinking to the company's core values. A transaction can be evaluated not only
by financial outcome but also by whether it is consistent with the values the owner has used to lead the
company and treat people.
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Core Themes, Continued
4. The Stakeholders Plan makes the conversation practical
The chapter introduces a structured exercise that begins by brainstorming everyone affected by the sale,
narrowing the list to the people who deserve particular attention, and then developing a plan for those
individuals.

5. Gratitude is part of the transition
Once key stakeholders are identified, the owner is asked to consider the role each person played in the owner's
success and the success of the business. The plan creates a way to express gratitude and think about the
owner's desired impact on those people after the sale.

6. The owner should think in terms of desired impact
For each stakeholder, the exercise asks what that person deserves, what the owner would like the transition to
mean for them, and what action could help produce that outcome.

7. Relationships should be considered before the transaction is complete
The chapter encourages owners to think about how the sale will affect important relationships and what could
help those relationships become stronger in the Second Wave Life rather than leaving those questions until
after the closing.

Central idea for advisors: A successful transition is not measured only by valuation or transaction
terms. Owners also have an opportunity to think intentionally about the people who helped build
the journey, how those people may be affected, and what the owner wants those relationships to
look like after the business changes hands.

What the Advisor Should Listen For
• The owner discusses the transaction almost entirely in financial or technical terms.
• The owner has not considered who will be affected beyond shareholders and immediate leadership.
• Family members or employees who played important roles in the owner's journey have not been included in

the owner's thinking.
• The owner expresses gratitude for key people but has not translated that gratitude into specific actions or

conversations.
• The owner has not considered how the sale could affect important relationships after closing.
• The owner's desired transaction outcome may conflict with values they have historically emphasized in the

business.

Advisor Conversation Prompts
• Who are the people whose lives will be most affected by your decision to transition the business?
• Who contributed most to your success and deserves particular attention during this process?
• What would you like each of those people to experience during and after the transition?
• Are there relationships you want to protect or strengthen as ownership changes?
• What would showing gratitude look like in a practical way for the people who helped you build the company?
• What actions can you take now, while you still have influence, to create the impact you want for key

stakeholders?

How Chapter 4 Connects to Personal Readiness
Within the InfusionOS Personal Readiness Methodology, Chapter 4 expands personal readiness beyond the
owner's internal experience. It introduces the idea that readiness also includes awareness of the people,
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relationships, and communities affected by the transition and the owner's responsibility to consider those
impacts deliberately.

Chapter 4 Concept Personal Readiness Connection

Stakeholders extend beyond
shareholders

The advisor can help the owner identify the people and groups who may be
affected by the transition.

The business journey is about people as
well as money

Personal readiness includes relationships, gratitude, responsibility, and the
owner's desired impact on others.

Key stakeholders deserve focused
attention

The Stakeholders Plan helps move the conversation from broad awareness
to specific people, priorities, and actions.

Core values can inform transition
decisions

The owner can consider whether the way they exit is consistent with the
values that guided the business and their leadership.

Relationships continue after the sale The owner can begin preparing for how important relationships should look
in the next chapter rather than waiting until after closing.

Advisor Takeaway
Chapter 4 gives the advisor a practical way to broaden an owner conversation beyond transaction
mechanics. The advisor can help the owner identify key stakeholders, think through the impact of
the transition on those people, and turn gratitude and good intentions into deliberate conversations
and actions.

Suggested Use in the Advisor Portal
Use this overview as a quick reference before or after reading Chapter 4. It can support preparation for
stakeholder conversations and reinforce the Stakeholders Plan exercise. It is not a substitute for reading the
complete chapter or completing the related Stakeholder Tool training and worksheets.

Source: Andrew Williams, The Second Wave Life: Finding Purpose, Impact and Fulfillment, Post-Exit, Chapter 4: "Taking Care
of Your People, Part 1: Family."
© Infused Holdings LLC. InfusionOS advisor resource. For authorized member use. Book content and underlying Second Wave
Process materials remain the intellectual property of their respective rights holder(s).


