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One day we all need to exit our business. Some

people will choose to sell their company, others will

hand it down to the next generation, and some might

choose to put management in place.

Either way, you want to know that you are building

value in your company and creating options for your

future.

THE ULTIMATE FREEDOM IS TO
OWN A BUSINESS THAT’S
VALUABLE AND SALEABLE.



It’s easy to lose sight of the bigger picture when you’re so busy
working on the day to day. It’s the classic challenge of working ‘in’
the business instead of ‘on’ the business.

Unfortunately, when many entrepreneurs decide to exit, they are ill
prepared. Most discover their business is not worth what they
thought because it hasn’t been built for exit value. We help business
owners take control of their future by understanding what drives the
value of their company and how to implement these drivers in their
business as they grow.

Our proprietary tool rates your business against the key factors that
drive company value providing you with a score out of 100. More
than 60,000 businesses have now used this tool and it’s been
proven that those with a score of 80+ are achieving valuations of up
to 71% higher than the average.

In the following pages, you’ll learn what the 8 Core Drivers are, how
you can benchmark your business, and what to do next.

60,000 BUSINESSES

TRUSTED BY 
MORE THAN 

https://teagarden.co/


The true test of value is to look at your
business through the eyes of a buyer.

8 CORE
DRIVERS

Our model is compelling because it’s been tried, tested and trusted by
tens of thousands of businesses worldwide.

We have crystal clear insights and a proven methodology that identifies
the key factors that acquirers will pay a premium for. 

If you want a blueprint for increasing the value of your company, and
you want to create options for your eventual exit, then consider taking
your score and benchmarking your business now.

https://teagarden.co/


FINANCIAL
PERFORMANCE

Has revenue been increasing
over time?  
What growth percentage are we
seeing?  
What margin do you make?  
And how does this compare to
your industry peers or
businesses with a similar model?  

When it comes to driving up the
value of your business, the first thing
that comes to mind for most people
is the financials. 
 
The important thing to note here
is that while the amount of
turnover and profit you make is
important, we're looking at the
overall quality of your numbers
and the story they tell. 
 

 
All of these elements make up the
story your numbers are telling.  
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But there is an additional element
around quality that many people
miss - it's how you manage your
financials, and how defendable they
are.  
 
In other words, if you were investing
in a company and you were shown a
set of financials that was prepared
by a business owner, versus, a set
of fully audited financials by a major
accounting firm, which one would
you have more confidence in?  
 
Clearly, audited financials carry a lot
more weight, and if you are looking
at selling or bringing on investors,
then they will have a lot more
confidence in the accuracy of your
reports. This also suggests a
professional approach to how you
run your business. 



You can sell more of what you currently offer to your existing market.  
You can sell what you currently offer into new markets.  
You start selling new products into your existing market, or 
The riskier option, you sell new products into new markets. 

When looking for an investor or an acquirer, a mistake that business owners
make is to be too focused on the past. 

Of course, as business owners we are proud of what the business has
achieved and how it got where it is. 

But for a business buyer, this is the beginning of their journey. 

They are buying your future stream of profit, so they’ll be far more interested in
where the company goes from here. Will it be successful in their hands?  

It's quite likely they won't be interested in the award you won, or the accolades
you received, except how it pertains to them in the future.  

Your best approach is to think about the future of your company, and what
growth opportunities make the most sense.  

When it comes to growth there are 4 options: 

1.
2.
3.
4.

In this situation, many business owners find themselves broadening the list of                   
products and services they sell. It's the classic cross sell concept.  

Each of these have different risks associated with them, particularly the cross-
sell approach as it can dilute your offering and what you are known for. 

The ideal is to differentiate and sell less things to more people 

To do this you need to meet the scalability trifecta, and identify the products
and services you offer that are teachable, valuable, and repeatable.  This is a
great exercise we take people through.

GROWTH
POTENTIAL2



SWITZERLAND
STRUCTURE3

Most people go into business
because they are looking for some
form of freedom. 

However, too often, they become
overreliant on key employees,
customers and suppliers which
increases risk and drags down the
value of a business. 

Having a Switzerland Structure is
about independence and reducing
your reliance on any key
stakeholders. (Just Like the
country) 

Of course, having high value
customers, employees and suppliers
feels great. However, it is a huge red
flag in business when you have a big
reliance on just a few key people. 

It poses an immediate risk to your
operations today, and if you are
looking for investors, it will be
flagged as a major risk to them.

Savvy acquirers know that any
unforeseen circumstances, such as
health issues, supply chain issues
etc could cripple your business.

Knowing that potential acquirers are
buying your future stream of profit,
it's imperative you look at your
business in the eyes of such
acquirers.

If your future profits are at risk due
to an overreliance on key people,
you may see the valuations from
potential acquirers not meeting your
expectations. 



Reducing key-person risk and other concentration risks will not only safeguard
your business as you grow, but it will also have a positive impact on the
valuation of your business.

MORE INDEPENDENCE = LESS RISKS = HIGHER OFFERS. 

Set up incentive programs to retain your key employees. 
Cross-train employees, adopting automation in your processes and
document standard operating procedures. 
Grow revenue from multiple sources. 
Focus on selling high-margin only products to key customers. 
Diversify suppliers to avoid supplier concentration. 

To avoid being overly reliant on too few customers, employees and suppliers,
here are some strategies you can implement: 

1.
2.

3.
4.
5.



VALUATION
SEE-SAW4

Cash flow is the lifeblood of a
business, and it needs to be
managed effectively to keep working
capital as low as possible. When an
acquirer is determining the value of
your company, they will consider two
figures - one is the lump sum
needed to buy the business, the
other is the amount required to
finance any working capital. 

The catch is, this money comes from
the same wallet, so if your buyer
must inject more money into the
working capital, there’s less to be
allocated towards the price of the
business, which reduces the amount
you are paid. 

Increasing the speed on which
cash comes into your business. 
Decelerating the pace on which
cash is going out of your
business. 

There are two levers in your direct
control to improve your cashflow: 

1.

2.

The great news is within both these
levers, there are many creative
options available which are all highly
implementable to achieve the
desired results.  

This is where the analogy of a
seesaw comes in. 

The less cash your company
generates with more working
capital needed = a lower
valuation of your business when
it is time to exit. 



RECURRING
REVENUE

Consumable Recurring Revenue - Where the customer will buy from your
business regularly because they run out of what you sell. 
Sunk Money Consumables - Where the customer purchased a piece of
hardware first, which they will regularly need to purchase consumables for
to use with the hardware. 
Subscription Model - Where there is a start date and an end date of when
a customer will decide whether to renew. 
Sunk Money Subscription - Where the customer makes an investment in
a platform and then pays for a subscription. 
Auto-Renewal Subscription – Subscriptions where there is no formal date
in place for when a customer can decide whether to renew. 
Long Term Contracts – Where the contract stipulates that the customer
must continue to buy from your business. 

Businesses with recurring revenue have a double advantage. They enjoy a
steady, predictable income, but this in turn also impacts the value of the
business. Why? Because acquirers will pay a premium for the predictability of
income.  

There are 6 distinct types of contractual relationships you can forge with your
customers to ensure your business is creating recurring revenue. However,
you should note that they all rank differently in value from the perspective of an
acquirer.  

1.

2.

3.

4.

5.

6.
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The ‘stickier’ you can make your customers, the more valuable
that stream of revenue will be in the eyes of an acquirer.



Premium performance 
Quality  
Zero emissions 

Does your business have an advantage that sets it apart from competitors?

Is this advantage meaningful to your customers?

Let's look at Tesla’s Model 3 for inspiration...

No other company has an electric car on the market that comes close to the
performance/price ratio of the Tesla Model 3. 

Tesla chose to focus on the following key attributes for this model 

While premium performance and quality are sought after attributes when
looking at luxury cars, Tesla take it one step further with Zero Emissions! This
is a differentiator that really sets them apart and is highly meaningful to their
key target market.

Your competitive advantage and differentiation strategy is very powerful.
Warren Buffet, one of the most well-known investors in the world says that
when he looks for businesses to invest in, they must have a deep and wide
competitive moat around them. 

Your 'moat' is a distinct advantage over your competitors which allows you to
protect your market share and profitability. If you have an advantage that is
difficult to mimic, you will have the best form of defence.

The 'Virtuous Circle of Marketing Differentiation' explains why...

MONOPOLY
CONTROL6



When your customers believe that your product/service is truly differentiated, it
will give you 'Pricing Authority'. 

When you have pricing authority, it means your business will have (within
reason) the ability to set the price for what you sell. 

As a direct result of the pricing authority, it will give you more control for better
margins.  

Better margins will lead to more marketing dollars, which will consequently
mean an ability to invest more in sales & marketing, which will allow you to
differentiate your product/service even further.  

Control of 
Pricing

Higher Margins

More $$ for
Marketing

This is a cycle that will build on itself and it will be the catalyst to building your
company’s competitive moat.  

This will make it difficult for your opposition to compete with you and lead to a
monopolisation of the market share, making your business very valuable.  

The Virtuous Circle of Marketing Differentiation 

Marketing Differentiation



CUSTOMER
SATISFACTION7

How many of your customers refer
you to family and friends?
 
Many business owners answer this
on ‘gut feel’ without a measurable
system to track it. 
 
But there is a way to track this. Many
of you will know about The Net
Promoter Score. 

It is a disciplined approach to
measuring customer satisfaction,
and it is used by the worlds most
recognised and fast-growing brands
like Apple, Tesla and Google, but it
works for any size company because
it’s easy and affordable to
implement.  
 
The beauty of the NPS is that it
offers a common language with
investors and is a benchmark
used to predict growth. 

How much profit will the
company generate in the future? 
How reliable are those
estimates? 

A common theme from the drivers
explored so far, is that buyers are
looking to purchase a business’s
‘future stream of profit’. 
 
So, the value of your business will
come down to two key questions:  
 

1.

2.

A recurring revenue model, as
discussed earlier, is a highly
effective way to predict the future
profit potential of a company. 

There is also another indicator that
helps forecast a company's future
stream of profit. The beauty of the NPS is that it

offers a common language with
investors and is a benchmark
used to predict growth. 



Many of you may have received and filled out a customer satisfaction survey in
the past. But did you know that the 'Net Promotor Score Methodology' is one of
the best predictors of a company's future stream of profit?
 
This is because the Net Promotor Survey asks one vital question which can
determine the likeliness of future growth. 

The Data Speaks for Itself
 
According to the latest 2017 Temkin research, promoters are 4.2 times more
likely to buy again, 5.6 times more likely to forgive a company after a mistake
and 7.2 times more likely to try a new offering compared with the detractors.

Adobe confirmed the finding: customer-centric businesses grew revenue 1.4
times faster and increased customer lifetime value 1.6x more than other
companies. 



HUB AND
SPOKE8

Is this you?
 

Hub & Spoke measures the extent to which your business can thrive without
you. To be valuable to an acquirer, your business must be able to succeed and
grow without you at the hub of all activities. This is also true if you wish to have
freedom and a better lifestyle as a business owner - instead of feeling like the
business owns you.

Business owners often score low on this attribute because they remain
involved in serving customers directly. It feels good to solve people’s problems.
Happy customers shower you with praise, you get the satisfaction of feeling
needed, and you know your customers are getting the best care in your hands.

After all, you know your business better than anybody, and training others to
do the equivalent job without your accumulated knowledge takes a lot of time
and can cost a lot of money.

However, the more your customers need you and ask for you personally, the
harder it is to grow your business, and, in the long run, the less valuable your
company will be.

If you are the 'hub' in your business you
present a bottle-neck for growth and
acquirers will be concerned at how
transferable the business is.



BENCHMARK YOUR BUSINESS
AGAINST THE KEY DRIVERS OF VALUE

After analysing more than 60,000 businesses we know exactly what
drives company value. Our proprietary benchmarking tool rates your
business against the key factors that acquirers pay a premium for. 

We've found that companies with a value score of over 80 received
offers that are 71% higher than the average business. 

Now you can measure you company against the

 8 factors that drive company value 

https://teagarden.co/


Get Access

Click the button below and get started. There's no
obligation, we simply know this will help you.

Understand how attractive your business is to a buyer

Discover what's driving up the value of your business, and what
could be dragging it down

Make your business more attractive than your industry peers

Take Advantage of these 3 Tools (at no cost to you)

Get access to our benchmarking tool and run your first assessment at
no cost to you. You'll also receive your Business Value Scorecard and
a complimentary 27-page report. This is a great starting point to
understand where you are now and where you need to be.

COMPLIMENTARY ACCESS TO THE
VALUE BUILDER SCORE

Access to the
Value Builder
assessment

 

Your Scorecard
that rates your

business against
the 8 Drivers of

Value
 

27-page Report
outlining how
you can build
your business

value

https://exitadvisory.com.au/how-to-value-a-business/
https://exitadvisory.com.au/how-to-value-a-business/


You may simply want to know how much your business is worth
because you are thinking of selling.
You may be considering a partnership buyout, management buyout
or a capital raise.
You may want to step out of the day-to-day and hand the reins to
management.
You may have a specific valuation in mind for your business and
you need a game plan to achieve it.
You may want to get your business 'exit ready' so you can transition
out at any point in time, for maximum value.

We work with entrepreneurs who have been in business for a few years
and are looking at the next steps

Who We Help

ABOUT US
At Exit Advisory Group, we help business owners build valuable
companies to maximise wealth and provide exit options. 

Whether your plan is to scale, sell, transition the business to family, or
exit the day-to-day and stay on as the Chairman, get in touch with us,
we'd love to have a conversation!



www.exitadvisory.com.au

Take the first step and book an obligation-free discussion with an Exit Advisory
Group advisor. We’ll take the time to understand more about your goals and how
we can help you maximise company value or sell your business. Get in touch
today. 

1300 133 540
ask@exitadvisory.com.au

Let's start a conversation

How We Help

Increase the value of your
business

Whether you want to exit in a specific
time frame or reach a desired
valuation. We'll give you a game plan
to maximise company value and
achieve your goals.

Sell your business

If your desired exit option is to sell, we
are a licensed business brokerage and
can take you to market. Find out how
we do things differently to most other
brokers to get the best results.

Discover what your
business 
is worth

Knowing what your business is
worth is the first step in unlocking
the value. Understanding where
you are now will help you achieve
your desired goal.

Understand your exit
options

There are many ways to exit a
business. We'll help you choose
the option that matches your
business, lifestyle and personal
goals.

https://www.instagram.com/exitadvisorygroup/
https://www.youtube.com/channel/UCQ16bg2expmwNDbcHyjWCxw
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