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The 8 drivers of your company's value.



DOUBLE YOUR VALUE. DOUBLE YOUR OFFERS.
CONTROL YOUR FUTURE.

Dear Thomas:

This report will clarify key drivers of value within Common Sense Services.

Marigold Resources is thrilled to provide you this report. Having worked with other owners like you, this information can have a tremendous impact 
on unlocking value in your business.

With over 50,000 questionnaires and counting, first time Value Builder Scores average 59 out of 100.  

For those who have received a written offer to sell, the average price is 3.5 times their pre-tax profits.

A business can double its value and offers by adopting characteristics of the most successfully sold companies. 

Businesses that score 90+ are seeing offers more than 7.0 times annual pre-tax profits.

An easy and quick orientation to these 8 Key Drivers detailed in the report below is to watch the short (less than 2 min each) videos at

www.marigold.mobi/8.

And, if you have 6 minutes to spare, we highly recommend you watch this short video about "Timing the Sale of Your Business" by author

and Value Builder founder John Warrillow. Go to www.marigold.mobi/timing.

I'm looking forward to discussing this in more detail after your review. Do not hesitate to contact me if you have any questions regarding this report.

Sincerely,

Todd McGreevy, Managing Partner

308 E River Drive | Davenport, Iowa 

(563) 650-0120 mobile

(563) 424-5707 office

p.s. Be sure to review the Next Steps at the end of this report . . .

YOUR ADVISOR: Todd McGreevy

Todd McGreevy has gained expertise in helping owners just like you. As a Certified Value Builder,

Todd is an expert on building value and developing a plan for success using a systematic

approach to measure and improve the value of a business.

More than that, Todd McGreevy is a skilled facilitator who can help you enable your business to

thrive without you, enabling you to gain control back of your life or exit your business.  

Learn more about Todd at www.marigold.mobi/todd. 
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Financial Performance

Your history of producing revenue and profit combined with

the professionalism of your record keeping

Growth Potential

Your likelihood to grow your business in the future and at what

rate

The Switzerland Structure

How dependent your business is on any one employee,

customer or supplier

The Valuation Teeter-Totter

Whether your business is a cash suck or a cash spigot

The Hierarchy of Recurring Revenue

The proportion and quality of automatic, annuity-based

revenue you collect each month

The Monopoly Control

How differentiated your business is from competitors in your

industry

Customer Satisfaction

The likelihood that your customers will repurchase and also

refer you

Hub and Spoke

How your business would perform if you were unexpectedly

unable to work for a period of three months

8 KEY DRIVERS OF COMPANY VALUE

INDUSTRY
AVERAGE : 55

OVERALL SCORE

61

Score: 52

INDUSTRY

AVERAGE: 40

Score: 65

INDUSTRY

AVERAGE: 64

Score: 88

INDUSTRY

AVERAGE: 73

Score: 63

INDUSTRY

AVERAGE: 59

Score: 0

INDUSTRY

AVERAGE: 26

Score: 50

INDUSTRY

AVERAGE: 50

Score: 81

INDUSTRY

AVERAGE: 82

Score: 76

INDUSTRY

AVERAGE: 56
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Value Builder Score: 61

Current Estimate of Value

RANGE: $3,292,994 - $4,390,659

MEAN VALUE: $3,658,883

MULTIPLE: 5.04X Value Builder Score: 80

Potential Value

ESTIMATE: $5,225,083

MULTIPLE: 6X

How Are Companies Valued?

Discounted Cash Flow Method (DCF):

In this method, the acquirer “buys” future income discounted for

risk. The discount rate is influenced by internal factors (e.g.,

dependency on the owner) and external market factors (overall

industry stability/growth, interest rates).

Market Comparables (“Comps”) & Rules of Thumb:

In this method, the acquirer arrives at a value by comparing a

business with companies of a similar size and industry that have

sold recently. Rules of thumb have developed over time to provide a

close approximation for certain industries.

Liquidation Value:

This is usually a worst-case scenario and involves the hypothetical

value of the business if it were to be closed and all assets liquidated.

Our Method

Our Estimate of Value makes use of the first two methods by

comparing industry standard data sources of over 50,000 market

transactions along with Rules of Thumb for hundreds of NAICS

codes to determine an average market price.

Your Value Builder Score is used to measure soft risks and

therefore where you will likely land on the range of value typically

found among similar businesses in your industry.

While we always show an estimate of value, higher-scoring

businesses can command strategic prices that may go significantly

higher than estimated, while lower scores may indicate that the

business is not sellable beyond its liquidation value.

While a valuation may sometimes include inventory, usually the

business is sold on a debt-free, cash-free basis, meaning the seller

would assume any cash or debts as well as non-direct assets (i.e.,

real estate).

YOUR ESTIMATE OF VALUE

By increasing your Value Builder Score to 80, we estimate you would add up to approximately $1,566,200, or 43%, to the value of your company.

Your estimate of value is based on a weighted average of your annual Earnings Before Interest, Taxes, Depreciation, and Amortization (EBITDA)

over the past three years, which we have calculated to be $725,706. EBITDA is an estimate of the total financial benefit a full-time owner/operator

would derive from your business on an annual basis. To make changes to your adjusted EBITDA, talk to your advisor.

Limitations of Model

The estimate of value in this report is based on information derived from your Value Builder Score questionnaire. It assumes the information

provided to be accurate and complete. This Estimate of Value is for information purposes only and should not replace a formal Opinion of Value.

A business is only worth what someone will pay for it, and therefore the market will ultimately be the most accurate reflection of the

value of your company.

Multiple 3.5x 4x 4.5x 5x 5.5x 6x 6.5x

Estimate of

Value

$2,539,971 $2,902,824 $3,265,677 $3,628,530 $3,991,383 $4,354,236 $4,717,089

Distribution of Business Value for

NAICS Code: 444190

Other Building Material Dealers

Proportion of

Businesses

Not Sellable /

Liquidation Range

Value Builder

Score of 30

Value Builder

Score of 80

Strategic Range

4

YOUR SCORE

61
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THE SWITZERLAND
STRUCTURE

OVERALL SCORE: 88

A business' sellability requires that the business not be overly reliant on any one customer, employee or supplier. The name “The

Switzerland Structure” was inspired by Switzerland's focus on neutrality. The country has not declared a State of War since 1847 (it never entered

the World Wars or the Iraq war), opted out of joining the European Union and entered the United Nations only after a countrywide referendum.

INDUSTRY

AVERAGE : 73

Your score of 88 out of a possible 100 shows you're performing very well in this area of your business.

Given your score, you may want to skim the information below and skip ahead to your performance on

the next attribute.
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SUPPLIERS

How easy would it be to replace your

most important external supplier?

If your business is dependent on one or

two key suppliers (companies or

independent consultants), you are at their

mercy.

Cultivating a bench of suppliers, on the

other hand, means you will never feel

beholden to anyone. Spread your business

around—even if you lose some special

pricing discounts. Neutrality is worth more

than a few dollars in savings.

EMPLOYEES

How easy would it be to replace your

most important sales & marketing

employee?

If you're too reliant on any one employee,

you are at significant risk if that employee

chooses to leave and at a disadvantage

when it comes to negotiating his or her

salary.

CUSTOMERS

What percentage of your overall revenue

did your largest customer represent last

year?

If you're too dependent on any one

customer, your business will be highly

unstable. Try to work your customer

concentration down to a point where your

largest customer represents no more than

15% of your revenue.

You'll sleep better at night and have a more

valuable company when it comes time to

sell.

Consider The Switzerland Structure in all areas of your business:

Consider the Following:

Rank your employees from easiest to most difficult to replace. What can you do to become less dependent on those most difficult to

replace?

How could you create a bench of potential hires for key roles in the event of an employee defection?

Identify your most important raw materials. What other companies could supply them? How could you negotiate the same discounted

rates from another supplier?

Rank your customers by the percentage of your overall revenue each represents. How can you increase sales to your smaller customers

or find new customers so as to lessen your customer concentration without shrinking your revenue?

Unsure

Impossible

Very Difficult Fairly Difficult

Fairly Easy

Very Easy Unsure

Impossible

Very Difficult Fairly Difficult

Fairly Easy

Very Easy
Unsure

51%+

26-50%

16-25%

1-15%
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Every paid Estimate of Value Engagement includes Scenario 
Planning tools shown above.   In-real-time, modify key value 
driver scores and pre-tax income to recalculate Estimate of 
Value. The following pages are examples from the full Value 
Builder Report & Estimate of Value.  All Listing Engagements 
include this report and tools above.  

3 year average from recent score. Scenario forecast
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