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WHAT IS YOUR BUSINESS WORTH?WHAT IS YOUR BUSINESS WORTH?

1 The business is generally the Owner’s most valuable1. The business is generally the Owner’s most valuable 
asset. Financial security depends upon maximizing 
value and CONVERTING that ASSET to CASH.

 

2. The Owner and Advisors need to know the current value 
of the business so that it can be determined if the

Keystone

of the business so that it can be determined if the 
Owner’s financial objectives can be met at present.
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WHAT IS YOUR BUSINESS WORTH?WHAT IS YOUR BUSINESS WORTH?

1 What IS your business worth?1. What IS your business worth? ____________.

How did you get that number?___________

 

2. Do you update the value of the business at least 
annually?
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annually?
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PRIVATE  CAPITAL  MARKETS – AN OVERVIEW

Sales
($millions)

5 150                500                   1,000

Small Lower Middle Upper Large

 

Small          Lower Middle         Upper Large 
Businesses             M  i  d  d  l  e      M  a   r  k  e  t       Companies

5 4MM 300 000 2 000

Keystone
2-3x 4-7x 8-9x             10-11x             >12x

5.4MM    300,000 2,000
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THREE VALUATION COMPONENTSTHREE VALUATION COMPONENTS

1. Preserving value from grasp of IRS.

2. Protecting value from Creditors.

 

3. Promoting value through Value Drivers.
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PRESERVING, PROTECTING ANDPRESERVING, PROTECTING AND 
PROMOTING VALUE

•Focus on increasing cash flow.

•Develop operating systems to improve 
sustainability of cash flows

•Pay down debt.

•Solidify and diversify customer base.

I l t t t t th

 

sustainability of cash flows.

•Document sustainability of earnings.

•Improve facility’s appearance.

•Implement a strategy to grow the company.

•Build solid management and groom a 
successor.
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SALES PROCESSSALES PROCESS
1. Liquidation

2. Negotiated Sale

 

3. Competitive Interview Process
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MINIMIZEMINIMIZE

Mi i i I TMinimize Income Tax consequences 
to Buyer and Seller.
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• Have you focused on why you want out 
of your business?

• AND, what does  “RETIREMENT”

 

mean for YOU?
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CONTINGENCY PLANNINGCONTINGENCY PLANNING 

• Continuity of Business Ownershipy p

• Company’s loss of Financial Resources

 

• Loss of Key Talent – Owner

Keystone

• Loss of Employees and Customers

• Long Tern Disability - OwnerKeystone
Family
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Th 9 St t S t ti i B i

• Vision Statement • Positional Contracts

The 9 Steps to Systematizing a Business 

• Mission Statement
• Culture Statements

• KPI’s
• How-To Manuals

 

• SMART Goals
• Organization Chart

• Management 
Milestones

Keystone
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WEALTH PRESERVATIONWEALTH PRESERVATION 

The Exit Planning process often begins with this step:

• Preparation of estate planning documentation and 
funding.

 

g
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• Is your estate plan up to date?

• Is it integrated with your business plan?
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CONCLUSION - ORGANIZES 
Owner’s 

Exit 
Objectives
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Financial 

Plan

Business 
Valuation
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CONCLUSION

At some point, every owner leaves his or her business -
voluntarily or otherwisevoluntarily or otherwise.

At that time, every owner wants to receive the 
i t f t li h

 

maximum amount of money necessary to accomplish 
personal, financial, and estate planning goals.
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