
 Logistics Inc. Case Study 

 Profile 
 Industry:  Importing 
 Employees:  9 
 Established:  1993 
 Logistics Inc. is a small family owned logistics company 

 located in the United States. The company specializes in 

 designing and manufacturing custom products for its 

 customers. They primarily import from the Asian Region 

 and have been in existence for almost 23 years. Approx. 

 Company revenue before engagement was $5M. 

 Value Add Opportunities 
 After meeting with Logistics Inc., we identified the 
 following initial opportunities: 

 ●  Owner unsure of overall company tax strategy 
 and working with current CPA 

 ●  Unofficial succession plans 
 ●  Outdated operating agreement 
 ●  Inconsistent employee bonus compensation 

 structure 
 ●  Unsure of proper salary range 
 ●  No company retirement benefits strategy 
 ●  Opportunity Zone Strategy 

 Process and Recommendations 
 Legacy partnered with Logistics Inc. at the beginning of 2019 to provide business services covering the various issues and 

 objectives we identified. Often, we find that although profitable businesses are doing many things right, there are 

 normally major gaps that could turn into real emotional and financial pitfalls if unaddressed. Below is a description of the 

 strategies that our team explored with this client. Page 2 will contain the results of our first 12-month engagement. 

 Tax Strategies  – Logistics Inc. had been with the same local CPA firm for many years. While they trusted this 

 partner, further discussion revealed they did not have a high level of confidence that this CPA partner was providing 

 proactive, creative advice. Once we had the client’s permission to discuss their situation with other CPA groups, we 

 began researching strategies that could benefit their company. 

 Succession Planning  – John was the founder of the company and he had since transferred partial ownership to 

 his two sons and son-in-law. As you can imagine, many conversations about succession planning and fair benefits had 

 been avoided. Utilizing our whiteboard strategy sessions, our team worked through these issues and identified an 

 acceptable succession plan. This plan included buy/sell agreements that protected the company from unexpected death 

 or disability of partners. 

 Retirement Benefits Strategies  – Logistics Inc. did not have any retirement benefits in place. Not only did 

 this make them less competitive when searching for talented team members but it also limited the owner’s ability to 

 save pre-tax and post-tax retirement funds. 

 Operations Agreement  –Logistics Inc. had started the process of obtaining an updated operating agreement 

 but the attorney they had hired stop responding to them. We helped them define their needs and goals around an 

 operating agreement,  and communicate with a new attorney to complete this project. 

 The concepts in this presentation are intended for educational purposes only. They may not be in the best 
 interest and suitable for your client’s particular situation. The recommendation of any specific product or 
 strategy will be dependent upon your clients’ particular situation. 

 Advisory services available through investment adviser representatives only. 
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 Service Model Expectations 
 ●  Meetings 

 o  Whiteboard Session (1) 

 o  Plan Delivery Meeting (1) 

 o  Monthly Strategy Meetings 

 o  Check-In Calls as Needed 

 ●  Services 

 o  Financial Planning for Executives (4) 

 o  Tax Planning & Strategies 

 o  Employee Benefits & Compensation Planning 

 ▪  401(k) Creation 

 o  Protection Analysis 

 ▪  Key/Man Planning 

 ▪  Update Operation Agreement 

 o  Succession and Exit Strategies 

 o  Professional Network Collaboration 

 Results 
 ●  Worked with new CPA partner to identify approx. $200,000 of available tax credits. 

 o  Client applied and received these credits. 

 ●  Established and funded a company 401(k) 

 o  Company  now  has  a  401k  with  match  that  is  part  of  their  overall  team  member  compensation  package. 

 Serves as an incentive to join the company and stay with the company long term. 

 ●  Completed Buy/Sell Agreement 

 o  Logistics Inc. now has a buy/sell plan that is funded by life insurance 

 ●  Updated Operating Agreement 

 o  Legacy worked with a new attorney partner to facilitate meetings and finalize an operating agreement 

 that all partners were happy with. 

 ●  Benefited from independent 3  rd  Party perspective and  mediation 

 o  Our team brought to the surface many topics that had been avoided by the family. As a result, they had 

 new roles and responsibilities and the company hired a COO to handle employee engagement and other 

 administrative needs. This in turn freed up the partners to focus on the tasks they enjoyed and helped 

 the company grow. 

 ●  Moved to New Office Building 
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 o  Near the end of our 2019 engagement, Logistics Inc. felt confident enough to explore building their own 

 office building. 

 o  We helped the owners form a new LLC to own the building that would be leased back to their company 

 and 2 other tenants. 

 o  This building also fell into an Opportunity Zone. We helped locate a CPA group that specialized in this tax 

 code to make sure the LLC and purchase were handled appropriately. If the building is held for over 10 

 years this strategy may allow them to avoid all capital gains tax on this investment. 

 Engagement 
 Based on the complexity and number of items the client wanted to address with our team, we set our initial monthly fee 
 at $3,000. The total 12-month investment would be $36,000. 
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