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Success Habits VS. Failure Habits

Chris@BankersAdvocate.com Strategies... IN THIS ISSUE:
e Develop a better product or service you e |gnore the requirement of planning which
. www.BankersAdvocate.com 1 Success Habits vs. can provide to better customers and clients leads to the lack of direction, confusion, wasted
Leadlng. .Eﬁge Merg.ers and Failure Habits as promised. The most important part of financial and human assets, disappointed cus-
Acquisitions Services... your operation is customer/client rela- tomer and ultimate failure.
2 Could Your Busi- tions...make this the #1 concern in every- e Greed will ultimately undermine the integrity
The Source for Business Ownership Dreams ness Exit Strategy thing you do! of everything attempted. Insure your products
P Benefit From an e Design a realistic business plan with deliver solutions that deliver real value to your
BUSINESS APPRASIALS e EXIT STRATEGIES ¢ TARGETED SEARCHES Enhancement Exer- regular reviews and revisions based on an clients and constantly back test that model.
cise? intelligent market analysis. Price cutting is a race to the bottom.
: e Operate with adequate (but not too e Things don't always happen on your sched-
3 How to Avoid Des- much) funding and honestly account for the  ule and impatience with the reality of timing can
i el best use of it through financial controls, take the wind out of the sails of everyone
. . budgeting, accurate accounting and a con- around you...especially customers and clients.
3 Enjoy Your Busi- servative attitude.

e Loss of trust in your sales department can

e Produce the products and services at the ruin everything. Demand that they promise only
highest quality on a timely basis. what you can deliver, and, then deliver it so
they can maintain integrity.

ness...More!
Continued from Page ...
3 How to Sell Your
Business for More e Develop an economic system of delivery
of the products and services. e Loss of quality control cannot be overcome
easily. Toyota recently became the #1 vehicle
company in the world through quality of prod-
uct...quality is a requirement of all success.

e Determination and persistence
are required, however, there must
be an equal emphasis on patience
and care with individuals at all
levels, including customers, em-
ployees and owners.

4 Our Information e Stay one step ahead of the competition
with constant innovation of products, ser-
vices and processes.

e Expecting production beyond ability leads to
diffused effort. Do a few things really well be-
fore you try to be all things to all people.

¢ Positively comply with all government
regulations prior to the final deadlines.

[ H H "’
Hope is not an Exit Strategy! e Develop personnel policies, training and

rewards that attract the best staff available.
Ensure the highest degree of efficiency,
competence and integrity on the part of all
employees. Be sure there’s understood
expectations and measured production. eBad budgeting and inadequate financial re-
cords will collapse any organization...it’s just a
matter of time, and, how much money you are
ultimately willing to lose.

e The inability of owners to make key decisions
on a timely basis creates indecisiveness on the
part of management which ultimately results in

confusion for all involved.

eOpen lines of communication is vital with
customers/clients, employees, providers,
owners and financial institutions.

e Bad human relations will take the fun out of
even a successful operation. If you don't like
people, stay out of business, or stay away from
the people and let someone else do it!

e Nothing happens until something is sold,
S0, generate and maintain enthusiastic mo-
mentum in your sales division.

(Continued on Page 4)
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from an Enhancement?

As a business owner, you
are hopefully building a busi-
ness for an eventual success-
ful Exit! But what if the busi-
ness is not performing at its
best? Let’s look at common
steps to improve the busi-
ness as a part of your Exit

Strategy.

First, in the Exit Strategy
let’s look at what are your
financial needs. Is your per-
sonal wealth dependent on
the sales proceeds of your
business to fund your retire-

ment!?

Second, let’s look at who
can you sell or transfer your
business to. Is a sale appro-
priate to a third party, key
employees or the next gen-

eration in your family?

Third, when do you exit
your business ownership?
Are you burned out and
wish you had sold yester-
day, or, are you doing well
and need to start planning

the future Exiting process?

All of the answers to these
questions build from one
missing variable, what is

your business worth?

Whether you want to exit
now or in five years, you
must know from a reputable
source the value of your
business. Your business is

worth much more than the
sum of its assets minus li-
abilities. It is an economic
engine that provides a life-
style. The big question is
whether your acquiring au-
dience sees the appraisers

finished product reliable.

Since most transactions
need some type of financing,
almost all will require a 3™
party appraisal from a repu-

table source.

For argument’s sake, let’s
say you have invested in a
business appraisal and you
are ready for the next step.
There can be two out-
comes. One, you are happy
with the dollar amount your
business appraised for; or
two, the amount is too low
and you cannot possibly sell
it for that amount. Under
the first outcome you can
begin the Exiting Process.
Under the second, decisions

have to be made.

The appraisal typically com-
pares your business to oth-
ers in your industry and
gives clues to the financial
and operating areas where
you are under performing
your peers. Using this infor-
mation, do you bring in an
Enhancement professional
to increase the value of
your business, or, do you
and your staff have the abil-

ity to improve the busi-
ness yourselves?

The skill sets to grow
versus turnaround a busi-
ness differ greatly. Also,
many business owners
are in denial to their busi-
ness problems and often
use the excuse that a lack
of money is their only
problem. The appraisal
quantifies your business
value in black and white.
An Enhancement profes-
sional as a seasoned out-
sider without precon-
ceived opinions or emo-
tional ties can see your

business in its true light.

Many private equity
groups exist who buy
struggling companies, fix
their problems and then
sell the business in 2-5
years for a tidy profit.
They are awash in money
and are constantly look-
ing for under performing
opportunities that can be
purchased at a discount.
Do you want to sell your
business on the “cheap”
or invest in an appraisal
and an Enhancement pro-
fessional to “maximize”
your monies at the clos-

ing table?
Chris Curtin
Bankers Advocate Group
Jupiter, FL
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How to Avoid Desperation in Selling

o  First, be sure you're sell-
ing something the pros-
pect really needs. Don’t
waste your time and the
patience of the prospect
on optional products and

services.

e Even though what you're
selling is needed, make
certain you provide the
best in the market.

e Learn and fill the specific
needs of the prospect.

Be prepared to personal-
ize what you offer. Even
commodities can be dif-
ferentiated. Sell Solu-
tions.

If the above are all true
and you still get resis-
tance, ask questions until
the prospect shares their
concerns and needs that
you’re missing.

Don’t get desperate with
any single prospect.

N

There’s more fish in the lake...go drop your

bait in another place.

How 1o Saiely Sell Your Business for More...

How do you want your
money? Determine if you will
finance any, all or none of it
and how you will handle the
tax consequences of your de-

cision.

Prepare for the banking insti-
tutions. Chances are a finan-
cial institution will be in-

volved, so prepare for their
needs from the beginning.

Don’t leave money on the ta-
ble. Get assistance from a cer-
tified Primary Business Consult-
ant (PBC) in the following:

(1) Recast (normalize) your
financial records for a

minimum of 4-5 years to show the
total discretionary income generated
to the benefit of the owner.

(2) (2) Use a certified independent 3™
party Business Appraiser to justify
the maximum price to which you are
entitled so you can drive that price
from your perspective from the be-

ginning of negotiations.
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