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Building Value for the Sale of Your Business

Performing a detailed review will pave the way for a successful buy-out.
This will bring to light systems, procedures, spending tendencies, etc. that
are the heart of  the business. It will also show which systems are working
and will create clear proven strategies to expand upon.
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Building Value for the Sale of Your Business

Understanding Value
We will determine the value of your business, to help you reach the
highest market price possible and sell for more than originally anticipated.
We provide an array of services such as analyzing the business’s financial
standing and providing robust financial opinions, which help owners
navigate through a successful exit.
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Building Value for the Sale of Your Business

Margin, or profit margin, is how a
business’s profitability is measured.
There are two types of margins for most
businesses: net margin and gross
margin. Net margin is overall
profitability - the bottom line. Gross
margin is profitability per unit of
product sold.

Margin

Revenues/sales indicate the total
amount of money available to pay all of
the business expenses.  Typically, the
higher the sales, the more attractive a
business is. Increasing revenues and
profits, result in higher valuations,
thereby making the business more
attractive to potential buyers.

Revenue or Sales
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Building Value for the Sale of Your Business

EBITDA is utilized as part of the analysis
of a business for valuation purposes
during the sale process. EBITDA is the
most commonly used metric to value a
business.

EBITDA

A multiple is a valuation tool used to
value a business. Valuation multiples
guide buyers. 

Mutliples

EBITDA   x  Multiple  =  Business Value
$2,000,000   x   7   =   $14,000,000
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Building Value for the Sale of Your Business

Get Organized
Keeping your financial books in order allows you to cut costs where
necessary. A steady, trackable growth in clients and sales will attract more
potential buyers. A business’s books allow potential buyers to get a good
picture of the business.
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Building Value for the Sale of Your Business

By strengthening your brand and
building and maintaining a strong
reputation with your customers,
employees, vendors and community,
your business will fetch a higher
valuation and attract more buyers.  

Branding
A solid brand is the promise of repeat
customers, loyal employees, and
clients.

Part of the sale is the business's
reputation. That identity helps drive
the perception of higher value. 
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Building Value for the Sale of Your Business

Great work culture will result in more efficient employees.
A tenured, experienced, loyal, and talented workforce is
important when preparing to sell a business. The new
owner should feel confident that the employees will stay
and carry on growing the business and its value. Providing
employees with immediate appreciation and positive
feedback along with long term incentives is advisable as it
will enhance value.

Work Culture
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Building Value for the Sale of Your Business

Retention pay may be essential if buyers will honor
commitment to keep work culture as is, so that employees
are agreeable and eager to stay. 

It is always better if your workforce can operate
autonomously and can handle most situations without the
owner's attention.
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Matter:
A financial influencer and motivational speaker  
who owned a multidimensional business
featuring several books, infomercials, personal
coaching, and learning based apps was not
savvy to which parts of the business were
making money and which were draining. The
owner was also looking to buyout a shareholder
holding one third of the business. 

What We Did:
Performed interviews and collected data from
each division and analyzed findings. Performed
a business valuation. Discovered which
divisions of the business were earning and
which were barely breaking even. Advised
business owner of which divisions to cease
further operations and which ones to invest
capital in.

Building Value for the Sale of Your Business

Case Example
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Building Value for the Sale of Your Business

Results:

The owner shifted focus on profitable aspects and shut down nonprofitable divisions.
Within one to two years, the business's revenues increased by 25%, profits increased
by nearly 60%, the value of the business doubled, and the owner bought out the
minority interest shareholder and sold to an international consulting firm for a
significantly higher multiple, and higher valuation.
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Building Value for the Sale of Your Business

Case Example
Matter:
A well-established business with two divided
owners were suing each other. They decided to
obtain a business valuation for a shareholder
buyout. The business had no record or way of
tracking which systems and services were
profitable. This business had a business valuation
performed by another provider weeks ago. They
then were steered to SP&H by their advisors.

What We Did:
SP&H performed a business valuation and
gathered information to prove which systems
resulted in growth and increased EBITDA. Our
findings concluded that varying cash flow
adjustments and an emphasis on marketing
significantly increased the value of the business. 
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Building Value for the Sale of Your Business

Results:

Our valuation came in $10,000,000 higher than the previous valuation. The business
implemented Sanli Pastore & Hill's guidelines to organizing the business's IT systems
and procedures, they reworked their HR manual, improved their customer database
and outreach, and intensified training. The business's profits began to increase. The
business's reorganization and proven systems toward profit made the business more
appealing. Both owners decided to sell. The business was sold for more than double
the first valuation.
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Building Value for the Sale of Your Business

About Sanli Pastore & Hill
With four locations in the states and two abroad, Sanli Pastore & Hill is staffed with seasoned providers
of business valuations, mergers and acquisitions, shareholder buy-outs, public offerings, capital raises,
transaction advisory services, financial opinions, and fairness and solvency opinions. Our litigation
support and expert witness testimony for economic and financial issues, valuations, opinions and
damage calculations cover a wide span of complex issues such as estate planning and marital
dissolution. We continue to serve a variety of clients from well-financed startups to large middle market
businesses to Fortune 500 businesses.

Los Angeles                        Sacramento                         San Diego                         Chicago                         Brussels                         Lagos

sphvalue.com
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