
Benefits	  
•  Maximize	  value/price	  
•  Quicker	  and	  smoother	  sale	  of	  business	  
•  Business	  more	  a<rac=ve	  to	  poten=al	  purchasers	  
•  Prepared	  for	  unsolicited	  offers	  
•  Compe==ve	  advantage	  –	  premium	  pricing	  
•  Return	  on	  investment	  

	  

Investment	  ($)	  
•  Varies	  depending	  on	  size	  and	  complexity	  
•  Forms	  part	  of	  overall	  wealth	  management	  

budget	  
•  Based	  on	  %	  of	  EBITDA	  and/or	  sales	  
•  Guidelines:	  5%	  to	  10%	  of	  EBITDA,	  0.5%	  to	  1%	  of	  

Sales	  	  

VALUE	  ENHANCEMENT	  PROCESS	  

Benchmark	  
Business	  
Valua=on	  

Detailed	  Value	  
Driver	  Analysis	  

Priori=ze	  the	  Key	  
Value	  Drivers	  

Develop	  Ac=on	  
Plan	  

Implement,	  
Monitor	  and	  
Follow-‐up	  

•  Independent	  baseline	  valua=on	  	  
•  From	  perspec=ve	  of	  poten=al	  purchaser	  
•  Business	  valua=on	  has	  many	  other	  benefits	  

•  Take	  Sellability	  Score	  ques=onnaire	  –	  13	  mins	  
•  Detailed	  management	  interview	  	  
•  64	  value	  factors	  assessed	  

•  Each	  value	  factor	  rated	  on	  Relevance	  and	  Impact	  
•  Iden=fy	  top	  5	  to	  10	  key	  value	  drivers	  
•  Presenta=on	  to	  management	  

•  Strategic	  planning	  session	  with	  management	  
•  Iden=fy	  goals	  and	  brainstorm	  obstacles	  
•  Brainstorm	  and	  priori=ze	  strategies	  to	  overcome	  

obstacles	  

•  Assign	  tasks	  and	  responsibili=es	  to	  individuals	  
•  Develop	  short-‐term	  targets/objec=ves	  
•  Quarterly	  mee=ngs	  to	  monitor	  progress	  
•  Updated	  business	  valua=on	  
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Phased	  Approach	  


