
Tips For Having A
Valuable & Saleable

Business

Business NOT dependent upon owner

Documented Systems

Lead & sales generation

Customer service

Client retention

Operational systems

Financial systems

Delegate effectively

Automate your business

Employ or contract staff

Train staff / contractors

Don't keep specialist knowledge in your head

Know what your business is worth

Leave something for next person

P & E, Stock and Goodwill
Selling the assets not shares

How much goodwill in the business

Is it over capitalised

What is the maintainable net profit

Selling as a going concern

Have it valued regularly!
CALL ME

Improve the Net Profit

Don't focus on turnover. It's all about "leftover"

DON'T Take cash out

It's ILLEGAL

Reduces profit & value

No proof of cash anyway

Are you over staffed?

Are your prices too low?

Are your expenses too high?

Are you short of clients/sales

Is your stock too high / low?

Financials

Keep all records up to date

Make sure you keep good records

Reconciled your accounts regularly

Your financial statements must agree with tax returns

Record any private / discretionary expenditure separately

Structure your accounts to drive your business

History cannot be changed! Aim to have 3 years
'clean & well structured' financial records.

Avoid Sudden large changes prior to sale

Raises suspicion

Will not be believed

Are you personally ready to sell?

Lack of personal preparation

Avoid "Having to sell"

Are you tired of the business?
Revitalise by preparing for sale!

Don't expose business to market too soon

Present business in best light

Create market impact

Have a target to be "Ready For sale"

Target value

Target timeframe

Is the business prepared well

Presentation of Business

Property Lease Terms

Rent reviews

Renewal options

Transfer or new lease?

Freehold Property

Realistic market rent

Lease term to be offered?

Plant & Equipment

Unencumbered?

Condition?

Stock

What is the right stock level?

Is it consistent with sales?

Client Base Profile

No client database

Reliant on 1 or 2 big clients

It's a business issue

Can be fixed by staff or outside person

Usually systems process or
business practices It's an owner issue

Got to be fixed by owner

Often attitude and emotional issues
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