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Driving the Value of your Business

As a business owner it is likely that you have
poured significant time, effort and resources into
your business. So when the time comes to sell
your business, it is vitally important that you
have considered all things necessary to bridge
the gap between the perceptions of what the
seller and purchaser believe the business to be
worth.

Below are some key areas which drive the value
of your business to consider:-

Profitable History

A good track record will give the purchaser
comfort if it can be shown that the business has
been profitable for a long period of time,
particularly if steady growth can be shown. A
detailed breakdown of sales and operating costs
can be analysed by the potential buyer to
indicate trends within the business.

Benchmarking

The value of your business can be further
underpinned by showing how your business
compares to the industry. Statistical information
on many industries is now widely available and
should be used regularly to identify strengths
and weaknesses.

Client & Supplier Contracts

Providing evidence of written agreements with
clients or suppliers can be a very contentious
area, particularly if they include confidential
information. A sales or purchasing history could
be used to illustrate dealings between your busi-
ness and major clients or suppliers? The longer
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the history the better. A good mix of clients and
suppliers will make a prospective buyer more
comfortable.

As this information is core to your business,
timing and the manner of disclosure should be
considered very carefully. Confidentiality agree-
ments are strongly recommended.

Leasing of Premises

It is vital that an appropriate lease is in place with
sufficient length and for reasonable terms,
particularly if the business is dependent upon its
location. It may be appropriate to negotiate a
new lease before selling the business. Can the
lease be assigned and on what conditions? Also
note that if the rent is too high then this is likely
to be reflected in the selling price.

Brand, Image & Reputation

Your business may be judged by how you are
perceived in the market place. How does your
business fare with regards to people, brand, logo,
stationery, signage and website?

But perhaps most importantly, be able to define
the strong points of your business so that these
can be emphasised in negotiations.

Indeed conducting your own SWOT analysis of
the business prior to going to market, invariably
better readies you for the process.

Brentnalls SA regularly provides advisory
services. If you require any assistance please
contact our office.




