
Building Wealth, Value, Profits & 

Equity in your Business: 

 

 

Built to Sell! 
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Your Nest Egg(s) 
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Your Other Nest Egg 
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The Other Nest Egg 

Your Business 
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Why businesses are difficult to Sell 
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• Strategic Buyers 

Who would buy it? 

• Financial Buyers 
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Valuation Methods 

•Value of Sales 

•Value of Assets 

•Discounted Cash Flow 

•Multiple of EBITDA 

E=Earnings 

B=Before 

I=Income 

T=Taxes 

D=Depreciation 

A=Amortization 



Year EBITDA 5% Disc. 15% Disc 50% Disc 

1 $100,000 $95238 $ 86,957 $ 66,667 

2 $100,000 $90703 $ 75,614 $ 44,444 

3 $100,000 $86384 $ 65,752 $ 29,630 

4 $100,000 $82270 $ 57175 $ 19,753 

5 $100,000 $78353 $ 49718 $ 13,169 

6 $100,000 $74622 $ 43,233 $ 8,779 

7 $100,000 $71068 $ 37,594 $ 5,853 

8 $100,000 $67684 $ 32,690 $ 3,902 

9 $100,000 $64461 $ 28,426 $ 2,601 

10 $100,000 $61391 $24,718 $ 1,734 

$772,174 $501,878 $196,532 

How much will they pay? 
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8X           5X          2X 

Strategies For Success Webinar Series  
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8 Factors Driving Value 

Financial 
Performance 

Growth Potential 
Switzerland 

Structure 
Valuation Teeter-

Totter 

Hierarchy of 
Recurring Revenue 

Monopoly Control 
Customer 

Satisfaction  
Hub & Spoke 
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# 1. Financial Performance 
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20% Annual Growth 

Year EBITDA 25% Disc. EBITDA 25% Disc 

1 $100,000 $80,000 $100,000 $80000 

2 $100,000 $64,000 $120,000 $76800 

3 $100,000 $51,200 $144,000 $73728 

4 $100,000 $40,960 $ 172,800 $70,779 

5 $100,000 $32,768 $ 207,360 $67948 

6 $100,000 $26,214 $ 248,832 $65230 

7 $100,000 $20,971 $ 298,598 $62621 

8 $100,000 $16,772 $ 358,318 $60116 

9 $100,000 $13,422 $ 429,982 $57711 

10 $100,000 $10,737 $ 515,978 $55403 

$356,994 $670,336 

3.6X                   6.7X 
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# 2. Growth Potential 
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Growth Opportunities 

Geographic 
Scalability 

Horizontal 
Scalability 

Vertical 
Scalability 
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3.Switzerland Structure 
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#3. Switzerland Structure 

Your 
Company 

Suppliers 

Employees 

Customers 
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Business 
Value 

Cash 
Flow 

Required 

4. Valuation Teeter-Totter 
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Inventory 

Arrives 

Inventory 

Shipped 

Days 
Inventory 

Receivables Payables 

The Cash Gap 

0 20 40 60 80 100 120 140 

Cash 

Paid 
Cash 

Received 

Cash Gap  
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5.Hierarchy 

of Recurring 

Revenue 

#1:  Contracts 

#2:  Automatic-renewal      

       subscriptions 

#3:  Sunk-money renewable 
subscriptions 

#4:  Renewable subscriptions 

#5:  Sunk-money consumables 

#6:  Consumables 
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Revenue Drivers 



# 6. The Monopoly 

Control 
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7.Customer Satisfaction 
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#7.Customer 

Satisfaction 
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Net Promoter Score 

 

How Likely to Refer to Friend or Colleague ? 

0-6 (Detractors) 7-8 (Passives) 9-10 (Promoters) 

20% 40% 40% 
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Net Promoter Score = 20   (Average: 10-15) 
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YOU 

Sales 

Servicing 
Customers 

Finances 

Operations Marketing 

Delivering 
Services 

Management 

#8. Hub & Spoke 
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13 Minute 

Questionnaire 

Self 

Assessment 

Tool 
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Questionnaire 
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What does 

SELLABILITY mean? 
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Strategies For Success Webinar Series  

Franchisitizing®  

What is it? 
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Get your Sellability Score Now! 

 

For more information contact: 

 

Buffie Blesi 

Head Coach 

bblesi@advicoach.com 

http://www.sellabilityscore.com/advicoach/buffie-blesi
http://www.sellabilityscore.com/advicoach/buffie-blesi
http://www.sellabilityscore.com/advicoach/buffie-blesi
http://www.sellabilityscore.com/advicoach/buffie-blesi

