How to Increase Your Business's Sale Price Before You L

The 7 Value Drivers Buyers Pay a Premium For
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You don't have to wait for market conditions to improve. You can build value into
your business starting today — and capture it at close.

Most owners assume the sale price of their business is fixed — determined by their revenue and
industry multiples, with little room to move. That assumption is wrong.

Business buyers don't just pay for earnings. They pay for risk-adjusted earnings. The lower the
perceived risk of owning your business, the higher the multiple they'll apply to your SDE. Every value
driver below reduces buyer-perceived risk — and increases your price.

Value Driver 1: Recurring Revenue

Businesses with predictable, recurring revenue — retainer contracts, subscriptions, long-term service
agreements — command meaningfully higher multiples than project-based businesses. Buyers pay a
premium for certainty.

How to build it in: Convert month-to-month clients to annual contracts. Introduce a retainer
or service agreement option. Add subscription pricing where possible.

Value Driver 2: Customer Diversification

No single customer should represent more than 15-20% of revenue. High concentration is a red flag
that forces buyers to discount or add contingencies.

How to build it in: Actively develop new accounts in target segments. Pursue referral
programs. Restrict growth with any single client if concentration is already high.

Value Driver 3: Owner Independence



The less the business needs you personally to function, the more it is worth. Buyers are buying a
business — not a job that comes with a departing owner.

How to build it in: Document all processes. Delegate key customer relationships. Hire or
promote a strong operator role. Run a 2-week sabbatical test.

Value Driver 4. Documented Systems and SOPs

Systems are transferable. Owner knowledge is not. A business with written operating procedures for
every major function is dramatically easier — and safer — for a buyer to acquire.

How to build it in: Document your top 10 operational processes first. Then work through
each department: sales, operations, finance, HR.

Value Driver 5: Team Depth and Stability

Buyers worry about key employee departures after close. A deep, stable team — especially one that
wants to stay — is a major value driver.

How to build it in: Implement performance incentives. Create career development paths.
Consider key employee retention bonuses that vest at close.

Value Driver 6: Clean, Consistent Financials

Three years of CPA-prepared financials with a consistent story — growing revenue, stable margins,
clear add-backs — dramatically reduce buyer risk perception.

How to build it in: Engage a CPA now. Reconcile discrepancies between P&L; and tax
returns. Separate personal and business expenses cleanly going forward.

Value Driver 7. Growth Trajectory



A business trending upward at close commands a premium over the trailing 12 months. If you can
accelerate growth in the 12—18 months before listing, your multiple expands.

How to build it in: Prioritize high-margin revenue growth. Sign new contracts and expand

existing accounts. Document growth drivers clearly in your CIM.

The Cumulative Effect

Improving even two or three of these value drivers in the 12—-18 months before you list can move your
multiple from 2.5x to 3.5x — or higher. On a $400,000 SDE business, that is the difference between a

$1,000,000 exit and a $1,400,000 exit.

The effort required is far less than most owners expect. The return is almost always worth it.

Book a free Discovery Call to build your value driver roadmap:
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