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Hello I’m Ian Rodgers

I am pleased you are reading this report and I hope

that you can glean a few ideas from it to increase the

value of your business.  Over the coming pages you

will read about thirteen ways in which the value of a

business can be increased.  Not all of them may be

relevant to you but some of them will be.

If you have any questions about anything in this report

then I’d be delighted to hear from you.  Just send me

an email to growth@theprofitkey.co.uk and I’ll

come back to you...I promise

So let’s get started.
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TIP 1#
DEVELOP YOUR

BRAND
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A buyer will see significant value in an established and

respected brand.  No matter how small any business

has the potential to differentiate itself from its

competitors and become the market leader in a

defined niche.  To achieve this you need a brand which

captures the essence of your business.

A brand builds your market credibility over time and

its reputation helps to sustain revenues as you grow.

What do your products or services offer that sets them

apart from that of your competitors?  This is your USP

and is the basis of successful branding.  Conduct a

brand review and make any changes to enhance or

reinvent your branding.

“Your brand is the single most important

investment you can make in your business.”

Steve Forbes



TIP 2#
FORM STRATEGIC

ALLIANCES
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“Creating a better world requires teamwork,

partnerships and collaboration, as we need an

entire array of companies to work together to

build a better world within the next few decades.

This means corporations must embrace the

benefits of cooperating with one another.”

Simon Mainwaring

Strategic alliances can be an important source of

growth, particularly if you don’t have the skills and

resources to exploit your opportunities.

Forming an alliance with a complimentary business can

help you tender for work that your business couldn’t

normally deliver on its own.

Working with a major distributor may be more

effective than developing your own sales channels.

Alliances such as these can increase the value of your

business when it comes time to sell.



TIP 3#
SHOW GROWTH

POTENTIAL
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A potential buyer will be more interested if you can

demonstrate that your business has the potential to

grow.  So aim to create a business that can be

scaled up.  For example, if you develop good

business systems and operating manuals you can

demonstrate to buyers that the business has the

potential to:

• Become a franchise

• Expand into other geographical areas

• Acquire smaller competitors

“You cannot change your destination overnight,

but you can change your direction overnight.”

Jim Rohn



TIP 4#
MAINTAIN PHYSICAL

ASSETS AND PROTECT
INTANGIBLE ASSETS
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Maintaining assets helps to generate value.  Failing

to do so can see your assets decay beyond repair.

Tangible assets such as machinery, equipment and

property are relatively easy to register and protect

through insurance and maintenance schedules.

If possible try to own the core physical assets that you

rely on for success.  Owning the premises can provide

both security and the potential for capital growth.

It’s important to recognise and protect all the

intangible assets that add value to your business.

Once you start listing them you may discover there

are more of those assets that you realise.  Assets

such as intellectual property (IP) can add both

security and value.  Review the position to see what

could be patented, copyrighted, design protected

or trademarked. Review the less obvious assets too,

“Caution is the most valuable asset in fishing,

especially if you are the fish.”

Anon
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for example in a “knowledge” business where

value largely reflects the skill of its employees, the

business risks losing value if the employee leaves or

takes tangible business assets with them such as a

copy of the customer database.

Consider these measures:

• Protect the customer database and other key

records by creating back-up copies and keeping

them off site.

• Use passwords to limit employees access to

sensitive or confidential information

• Periodically check you can successfully restore

copied data
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TIP 5#
RETAIN

KEY STAFF
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Dedicated and experienced staff can be a key assets
in the eyes of a buyer.  Key staff who have helped
you create a valuable business are themselves an
important part of the value.

To retain them make sure you provide opportunities
for career progression and use incentives to align
pay with the value they create.  Make your
business an attractive place to work.  Good
working conditions and competitive wages help
retain their skills.

Strengthen your team through selective
recruitment and training.  Look for staff who will
create value for your business, and managers with
transferrable skills who can help you manage
growth and achieve the best standards.

Clearly communicating your vision and strategy to
staff will also help to motivate staff and gain their
buy in to value adding goals.

“Once employees feel challenged, invigorated and

productive, their efforts will naturally translate

into profit and growth for the organisation.”

Ricardo Semler



TIP 6#
CONSISTENTLY

IMPROVE
CASHFLOW
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Free cashflow is the main measurement for
company valuation when it comes time to sell your
business.  A common measure of free cashflow is

“earnings before interest, tax, depreciation and
amortisation (EBITDA)”

As an owner looking to sell your company you need
to increase EBITDA year on year for the 36 months
prior to selling your company in order to realise the
highest value.  This may mean managing your
company differently over that period.  Most owner
of private companies manage their business to
minimise taxes.

“Number one, cash is king.... number two,

communicate… number three buy or bury

the competition.”

Jack Welch



TIP 7#
INCREASE

SALES
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Why would you want to spend long hours boosting
the revenue of a company you are about to sell? –
BECAUSE you’ll get more money from the sale.  If a
business’s revenue is consistently growing for two
to three years the buyer is willing pay a higher price
because sales are an indicator that they’ll be
making more money down the road.  Buyers are
also more enthusiastic about purchasing a growing
business.  When things are improving and
expanding people get emotionally excited and
naturally emotions can drive a purchase.

“I have always said that everyone is in sales.

Maybe you don’t hold the title of sales

person, but if the business you are in

requires you to deal with people, you, my

friend, are in sales.”

Zig Zigler



TIP 8#
GET SYSTEMS IN PLACE
TO PUT THE BUSINESS

ON AUTO PILOT
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From a buyers point of view, a business is a series of
processes and systems that develops a service or
product which is then sold on to generate a profit.
It is not a hobby or a way of life as you might see it.
It must be a well oiled machine that can operate on
its own.

The price of the business will go up if it is a
systemised and the seller can demonstrate that the
processes operate automatically and have been
optimised.  What have you done over time to
increase the efficiency of the processes and ensure
that they are followed by all the employees in the
business.  Buyers place a higher value on companies
that can run themselves.

“All wealth is based upon systems.”

Dan Kennedy



TIP 9#
REMOVE
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By the time you put your business on the market
you should be as hands off as possible.  This
demonstrates that your managers and employees
can handle running and continue growing the
business without you, because eventually they will
have to.

If everything revolves around you what is a potential
buyer going to buy?

This can be one of the biggest challenges for many
business owners as they can find it hard to
delegate and tend to be in all the key “boxes” in
the business.

“If your business depends on you, you don’t

own a business – you have a job.  And it’s

the worst job in the world because your

working for a lunatic.”

Michael E Gerber



TIP 10#
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BUSINESS IN
ORDER

25



26

Your business will sell at a higher price if the details
of your business are in order.  If you own a
convenience store for example and its success
hinges on its prime location, you better have a long
term lease in place.  But if you own an engineering
firm that is outgrowing its small office space a
short term lease is better.  Details such as these are
a good area to increase the value of the business
and can also stop them being a barrier to a
potential sale.

“Organising is what you do before you do

something, so that when you do it, it is not all

mixed up.”

AA Milne



TIP 11#
INSTALL A
CAPABLE

MANAGEMENT
TEAM

27



28

Most owner managed businesses revolve around
the owner making many of the decisions.  In these
organisations the company couldn’t continue
without the owner on a daily basis.  Most buyers
are looking for a stand alone business with
management teams that can run the day to day
activities after the owner is bought out and has
moved on.  Key management positions need to be
filled with strong individuals with the ability to run
their function.

“Leaders are people who do the right thing,

managers are people who do things right.”

Warren Bennis



TIP 12#
DIVERSIFY YOUR

CUSTOMER
BASE

29



30

Buyers of businesses are interested in where the

revenue and sales for a company are based.  This is an

indication of the amount of risk that they may or may

not exist in future revenues.  The smaller percentage

of revenue that is dependent on a group of customers

the better.  A company that has 30 customers that

represent 20% of their sales represents much less risk

than a company that has only one of two customers

that amount to 20% of their annual sales.

“If your customer base is aging with you then

eventually you are going to become obsolete

or irrelevant.  You need to be constantly

figuring out who are your new customers and

what you are doing to stay forever young.”

Jeff Bezos
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Recurring revenue streams also limit the risk to a
potential buyer of your business.   If your revenues
are based only on the sale of product that is a one
time occurrence then there is a need every day,
month and year to sell new product.  Recurring
revenue streams allow you to generate revenue
without winning new work or selling new product.

Having a recurring revenue takes some of the
uncertainty out of the business performance.
Examples include selling annual or multiple year
service contracts.  Where this isn’t possible it is
important to identify recurring sales which take
place without a formalised contract such as
consumables and parts sales together with ongoing
maintenance.

“Business opportunities are like buses

there’s always another one coming.”

Richard Branson
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SO WHAT
NOW?
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So that’s it

You’ve read about 13 ways you can unlock the value

of your business.  Congratulations on getting this far.

However reading this report is a waste of time if you

don’t take action or use what you’ve learned.

If you take action and act on the criteria outlined in

the report you will be taking positive steps to increase

the value of your business.

So what would I do first?

Well if you’d like any help with anything highlighted in

this report then call me on 01530 416555 and I’d be

delighted to discuss how I can help you take further action.

If you’d like to assess how your business stands at

the moment why not go to our website and take the

Sellability Score at www.theprofitkey.co.uk/

free_stuff/sellability_score.php This is a free

confidential 13 minute survey which generates a

Sellability Score out of 100 along with instructions to

interpret the results.
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It will also generate a FREE full report which we’ll be

in touch with you to arrange a complete review of.

Go on then...



The Profit Key
Prince William House, 10 Lower Church Street, Ashby-de-la-Zouch, Leicestershire LE65 1AB

Telephone 01530 416555   Fax 01530 415602
www.theprofitkey.co.uk   e-mail growth@theprofitkey.co.uk

Ian Rodgers is a Chartered Certified Accountant and a Fellow of the
Institute of Sales and Marketing Management. He has been working
with owner managed businesses for the last 25 years and over the
last five years has concentrated on working closely with business
owners for them to achieve the desired results for their business.
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