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The Value Builder System™ is a statistically proven method for increasing the value of a company by 71%.




Objectives &

Methodology

The Sellability Tracker is a quarterly study designed to track worldwide trends in the
liquidity of privately held businesses.

This study was conducted by the team at The Value Builder System™— a cloud-

based software application that allows business owners to evaluate the “sellability”
of their company.

We analyzed data from over 25,000 users of The Value Builder Score from around
the world between July 1, 2012 and September 30, 2016. The majority of
participants were from the United States, the United Kingdom, Canada, Australia
and South Africa.

Findings are considered accurate +/-0.81% 19 times out of 20.
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SMB Market Vs. Value Builder Users
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*You are ten times
39%%* more likely to find a
company with at
least $1 million in
annual sales in our
database of users
than you would in
the SMB market at

36%
large
24.5% s
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Less than $100K $100K - $499K $500K - $999K $1M - $10M $10M - $20M

B SMB Market B The Value Builder System™

Source: US Census & The Company
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Three Quarters Of Users Are Less Than One Year From Exit

NO. OF MONTHS/YEARS
BEFORE EXIT

B Less than 12 months
B 1-2 years
W 2-5years
5-10 years
® 10 years
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Increase in owner optimism, except in the U.K. and South Africa

Q) “In the next 12 months, do you expect your revenue to...”
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Industry optimism takes a dip

Q “Would you say your industry is...”
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Business Liquidity Index (BLI) has

decreased by almost 15 points

Q) “Have you received a written offer to buy your business in the last year?”
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(%receiving
an offer in
quarter X/ 1100 « =
benchmark 95
%)*100
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Slight decrease in multiples after Q2 spike

“What multiple of your earnings did the offer represent? Please estimate the multiple using the money (or other
Q currency like stock) that was being offered at closing. Please do not include any money being offered in the form
of an 'earn out, or management contract that was contingent on your future performance.”

4.5 1 =& Average Offer Multiple

EE—
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TRENDS SINCE INCEPTION:
DEMOGRAPHICS
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Age
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Younger owners most likely to receive an offer...

“Have you received a written offer to buy your
business in the last year?”

Overall percent 12.29

—

% of 60 or older 12.44

respondents

who had

received an 50-59

offer in the

last year
T 40-49 11.72

39 or younger 16.22

0. 5. 10. 15. 20.
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..but the value offered to younger owners is lower

Q “Whot multiple of your earnings did the offer represent? ”

Average multiple | : <5
Y eooroider | - 7o

Comparing

average
moliple s0-50 [ - -

offered

SR 40-49 [ .o

40 or younger [, : o+

0.00 1.38 2.75 413 5.50
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The Long View
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Owners in it for the long haul
twice as likely to receive an offer

Q) "Have you received a written offer to buy your
business in the last year?”

Average percent

up to 2 years

%0 of > 2 to 5 years
respondents

who received
an offer in the

>5to 10 years
last year

> 10 to 20 years

>20years [, - -
0.00 6.00 12.00 18.00 24.00 30.00
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Long view owners get better offers too

Q “What multiple of your earnings did the offer represent?

Average Muttiple | .55
up to 2 years [N :.75

o >2to 5 years | NN, ¢ 12
Comparing
average
multiple >5t0 10 years [ EEEEEEEEEEE : -
offered

___

>10to 20 years | 3.co
>20 years |, .74
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TRENDS SINCE INCEPTION:
DRIVERS OF VALUE
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Rising Tide
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Companies in a growing industry typically get slightly

higher average offers (especially in the UK)

Q

“What multiple of your earnings did the offer represent?

)

Comparing

wverese | Growth industry - Ui/ireland |, - -

multiple
offered

__________

Growth industry - AusiNew Zealand - | : ¢
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Geo-scalable
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Companies with the potential to scale geographically typically

get slightly higher offers... Less relevant in Down Under

Q

“What multiple of your earnings did the offer represent?

average Mutiple [ 55
Geo-scalabie -l regions - |

)

Comparing

average Geo-scalaple - UKiretand - |

multiple
offered

R .
Geo-scatable - Nortn America |
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Custom vs. Standard

www.ValueBuilderSystem.com

Sellability Tracker Q3 2016. Copyright 2016 - Presented by The Value Builder System™



Companies that offer little or no customization to their

product or service get somewhat higher offers

Q “What multiple of your earnings did the offer represent?

3.55

Average multiple

— )
Comparing .
multiple
offered

Standardization - Aus/New Zealand _ 3.86

32 33 34 35 36 37 38 39 4 41 42 43
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Customer Relationship
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Owner relationship with customer

Q “What multiple of your earnings did the offer represent?

average muttiole | R 355
| know each of my customers by first name _ 2.92

)

Comparing Usually customers want to deal with me rather than _ 3.41

average my employees. :

multiple

offered
E——— | know some of my customers by first name _ 3.95

| don’t know my customers personally and rarely get
involved in serving an individual customer.

4.54

0O 05 1 15 2 25 3 35 4 45 5
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Scalability
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How Easy Would It Be To Accommodate 5 X Demana?

Q “What multiple of your earnings did the offer represent?

Average Muttiple [ 3.55
impossible | -

)

S very Difticult |, :
omparing

average

multiple

offered Fairly Easy | ;-
__

Fairly Dificut | - oo
very Easy [, -5

0 0.5 1 1.5 2 2.5 3 3.5 4 4.5 5
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Opt Ins

www.ValueBuilderSystem.com

Sellability Tracker Q3 2016. Copyright 2016 - Presented by The Value Builder System™



How Easy Would It Be To Accommodate 5 X Demana?

Q “What multiple of your earnings did the offer represent?

Average Multiple | N s 55
None | .02

)

1-000 [, .-
Comparing
average
Tl 1,000-9,900 | - o:
offered
___

10,000 - 99,900 | <62
100,000- | .73
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Market Share

www.ValueBuilderSystem.com

Sellability Tracker Q3 2016. Copyright 2016 - Presented by The Value Builder System™



Market Share

Q “What multiple of your earnings did the offer represent?

Comparing

average
multiple
offered

Average Multiple _ 3.55
Unsure - | s o7
Most of the people who buy what you provide _ 3.28
More than half of the people who buy what you provide _ 3.74
Less than half of the people who buy what you provide _ 3.93
A very small proportion of thg people who buy what you _ 4.1
provide

0 0.5 1 1.5 2 2.5 3 3.5 4 4.5
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Recurring Revenue
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Businesses with recurring revenue get more offers ...

Q “Have you received a written offer to buy your
business in the last year?”

)

Comparing
average
multiple
offered

—

0.00% 4.50% 9.00% 13.50% 18.00% 22.50%
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... And Better Offers

Q “What multiple of your earnings did the offer represent?
Average Multiple - 3.55

)

Comparing
average
multiple
offered

—
>50% reurring 4.14

3.2 3.3 3.4 3.5 3.6 3.7 3.8 3.9 4 4.1 4.2
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Size
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Size matters...

Q

“What multiple of your earnings did the offer represent?

Average Multiple 3.55

)
Comparing
multiple
offered

0.5 1 1.5 2 2.5 3 3.5 4 4.5 5

o
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Multiple goes up in lock step with size

Q “What multiple of your earnings did the offer represent?

average Mutiple | 355

)

Comparing

cverage siv-sav - [ :

multiple
offered

R
sav-s1om | - /-
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Record Keeping

www.ValueBuilderSystem.com

Sellability Tracker Q3 2016. Copyright 2016 - Presented by The Value Builder System™



Record keeping approach

Q

“What multiple of your earnings did the offer represent?

Average Multiple 3.55

)
Comparing
average Accounting Software | - /-
multiple
offered

0.5 1 1.5 2 2.5 3 3.5 4 4.5 5

o
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Growth
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Growing companies get much higher offers

Q

“What multiple of your earnings did the offer represent?

Average Multiple 3.55

)
Comparing
average rowth 30% + Ukiireland - [
multiple
offered

0 1 2 3 4 5
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Differentiation
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Companies with a monopoly in their market get

50% higher offers

Q “What multiple of your earnings did the offer represent?

3.55

Average Multiple

)
Comparing
multiple
offered

1 2 3 4 5

o
(e}
\l
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Industry
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Proportion of owners receiving offers by industry

Q “Have you received a written offer to buy your
business in the last year?”

Construction

Retail Trade

Wholesale Trade

Prof, Scientific, and Tech Services

Other Services (except Public Administration)
Management of Companies and Enterprises

|
|
|
|
|
|
————— Arts, Entertainment, and Recreation - —
% of . Ove.ra” ]
Transportation and Warehousing — =———
respondents .
Manufacturing T ——————
who had . .
received an Educational Services e —————
. Health Care and Social Assistance ———————
offer in the .
last Finance and Insurance m———
ast year Information T — ———————
Accommodation and Food Services m————————
Real Estate Rental and Leasing —s—————
Agriculture, Forestry, Fishing and Hunting e —————
Admin, Support and Waste Mngement Srvces  mm—m"mm———————————
Mining |
PUb”C Administration ]
0 10 20 30 40 50 60
* Caution: small sample www.ValueBuilderSystem.com
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Q

Industry average offers

“What multiple of your earnings did the offer
represent?”

Manufacturing
Real Estate Rental and Leasing 4.38
Mining 4.28
Health Care and Social Assistance 4.23
Mangement of Companies | 420
Wholesale Trade I /. { ()
S Information e /] 08

Prof, Scientific, and Tech Services mm ——— 3 8O

Comparing Finance and Insurance IS 3.83
average Transportation and Warehousing I — 3.8 1
multiple Other Services (except Public Admin) e ——— 3 70

offered Overal| TS 3 55
Educational Services S 3 77
N Arts, Entertainment, and Recreation  mmmm e —— 3 G]
Construction N — S 3 43
Retail Trade S 3 | 3
Agriculture, Forestry, Fishing and Hunting S —_— .2 97
Accommodation and Food Services e ———————— ? 03
Admin Sup and Waste Mngment Services - ——————— 1 G0
0.00 1.38 2.75 4.13

* Caution: small sample
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Industry average offers for businesses with greater
than $3 million annual revenue

“What multiple of your earnings did the offer

represent?”

Manufacturing I, 5.28
Health Care and Social Assistance . 5.23
Finance and Insurance I, 5.03

— Prof, Scientific, and Tech Services I, 4.77

Comparing | Other Srvces (except Public Admmin)  —— 4.77
e Information | £ 75
multiple

offered Average Multiple N 70
) Mining I /5

Construction N, 21 21
Wholesale Trade I, 4. 12
Retail Trade I 4.07

0.00 1.38 2.75 413 5.50
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Value Builder Score
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Company Value Builder Score by offer multiple

Q “What multiple of your earnings did the offer represent?

score: 80+ |,
score: 70-80 | 5

)
score: 60 - 70 |, /17
Comparing .
average Average Value Builder Score: 59.1
Itipl
offered Average Multiple | 3.55
R

score: 50 - 60 [ : o
Score: less than 50 [ EEEEEENENE - 7
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Th e Va I ue BU | |d er SySte m ™ For Business Owners  For Advisors  About Us  Contact Us

THE VALUE BUILDER SYSTEM™ IS A STATISTICALLY
PROVEN METHODOLOGY FOR INCREASING THE
VALUE OF YOUR COMPANY.

Take the 13-minute survey and get your
Value Builder Score

Complete the questionnaire and instantly get your
Value Builder Score out of 100. Companies with a
score of 80 + typically get offers that are 71%

highter than average scoring businesses.

: Get Your Score Now
i HD :i vimeo

It's free and 100% confidential
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The Value BU | |der SyStem ™ For Business Owners  For Advisors ~ About Us  Contact Us

THE VALUE BUILDER SYSTEM™ IS A STA
PROVEN METHODOLOGY FOR INCREA o
VALUE OF YOUR COMPANY.

Take the 13-mind
Value Builder Score

Complete the questionnaire and instantly get your
Value Builder Score out of 100. Companies with a
score of 80 + typically get offers that are 71%

highter than average scoring businesses.

Get Your Score Now

It's free and 100% confidential

Il HD :; vimeo
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The Value Builder System™

For Business Owners  For Advisors About Us Contact Us

FOR BUSINESS OWNER

OR ADVISORS

SIGN IN TO ADVISOR AREA

Email

john@valuebuildersystem.com ‘

Password ‘ ..........

Forgot your Password?

Became a Certified Value Builder

Submit a Request Form
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All contacts  Team management_v. @ sinnort v & Settings My profile v

The Value Builder System ™ Dashboard Event Learning center IJarketing assets

Learning center Case Studies

I Case Studies
Learning Resources Interview with Mark Tepper, President and Founder of Strategic Wealth Partners
Marketing and author of Walk Away Wealthy

Date Published: Sep 1, 2015

Sellability Tracker “Over the last 12 months I've generated 1,000 Value Builder Score reports.”

Attached file(s):

. The Value Builder Score Case Study - Mark Tepper
pdf| Download  Preview

k Nurture Cycle

Put your marketing on autopilot.

The Nurture Cycle cultivates
relationships with existing A W AY

customers and new leads.
WEALTHY
Activate Nurture Cycle STRATEGIC I

WEALTH PARTNERS

Interview with Paul Dodgshon, a business broker from Cheshire, UK, who has
been using The Value Builder Score since 2012
Date Published: Sep 1, 2015

“I know using The Value Builder Score to assess the business gave us an advantage

ot

S — in the sales process with these clients.”
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The Va I ue BU | |d er Syste m ™ For Business Owners  For Advisors About Us  Contact Us

FOR BUSINESS OWNERS | FOR ADVISORS

SIGN IN TO ADVISOR AREA

Email

john@valuebuildersystem.com ‘

Password ‘ .......... ‘

Forgot your Password?

Became a Certified Value Builder

Submit a Request Form
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