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Where Transferable Value Comes
From

One of the most important elements of a successful business
transition is transferable value. No matter what an owner sees for
the future of the business, transferable value can be the common
denominator that makes all goals more achievable.

What is Transferable Value

Transferable value, for a closely-held business, is most simply what
a business is worth to someone else without its original owner.
Transferable value should not be confused with profit. Just because
your company brings in millions of dollars of profit each year, does
not necessarily mean it has transferable value. True transferable
value in a business is determined not by how well you run the
business, but by how well the business runs without you.

Business owners aren’t always aware that transferable value is
more than a formula involving multiples of earnings or some
calculation of discounted future cash flows. To get a more accurate
representation of the current state of your company’s transferable
value, you can start by asking yourself a few questions:
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« If you permanently leave your business today, would it continue with minimal disruption to its cash

flow?

* Who will be responsible for running the business without you—and with minimal disruption to cash

flow?

Value Drivers

One way to start to build transferable value is to evaluate your value drivers. Installing and enhancing value

drivers can help create a company that can be transferred to someone else (whether that’s the next

generation of family members or an outside third-party buyer)—without the owner—with minimal disruption

to its cash flow. Some examples of value drivers that you may need to focus on are:
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Next-Level Management

Operating Systems Demonstrated to Increase the Sustainability of Cash Flows
Diversified Customer Base

Proven Growth Strategy

Recurring Revenue That Is Sustainable and Resistant to Commoditization
Good and Improving Cash Flow

Demonstrated Scalability

Competitive Advantage

Financial Foresight and Controls
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One might measure the effectiveness of value drivers in two ways:

1. Their positive contribution to cash flow.
2. Their ability to continue to contribute to cash flow under new ownership.

A company with strong value drivers might demand (and receive) a higher multiple on the same amount of
EBITDA (Earnings Before Interest, Taxes, Depreciation and Amortization) than a company with weak or non-
existent value drivers.

Build Transferable Value with Your Management Team

Building a management team that you can confidently leave your company with can be challenging. You
may want to create a loyal “next-level” management team that will not only maintain the value of your
business but is just as motivated as you are to grow the business to new heights. Understanding where your
company may have weaknesses is an important step in knowing the type of person you will need to attract
to help fill the gaps. It's worth it to ask yourself whether you are focusing on attracting people with the skills
sets the company needs to accomplish growth independently from the efforts and resources of the current
owners. Establishing this highly qualified team long before you are thinking you’ll transfer the can give them
the time and space to prove their ability to perform.

Attracting the right team is the first step, retaining the team long after your departure is the real task. To hold
onto these vital team members, they may require more money or some percent of ownership as a condition
of employment. Creating an effective incentive plan that fits the needs of your team is the best way to
ensure your management team stays in place and continues to increase business value after your
departure.

The information contained in this article is general in nature and is not legal, tax or financial advice. For information
regarding your particular situation, contact an attorney or a tax or financial professional. The information in this newsletter is
provided with the understanding that it does not render legal, accounting, tax or financial advice. In specific cases, clients
should consult their legal, accounting, tax or financial professional. This article is not intended to give advice or to represent
our firm as being qualified to give advice in all areas of professional services. Exit Planning is a discipline that typically
requires the collaboration of multiple professional advisors. To the extent that our firm does not have the expertise required
on a particular matter, we will always work closely with you to help you gain access to the resources and professional
advice that you need.

This is an opt-in newsletter published by Business Enterprise Institute, Inc., and presented to you by our firm. We
appreciate your interest.

Any examples provided are hypothetical and for illustrative purposes only. Examples include fictitious names and do not



represent any particular person or entity.

Northwestern Mutual is the marketing name for The Northwestern Mutual Life Insurance Company, Milwaukee, WI (NM) (life and
disability insurance, annuities, and life insurance with long-term care benefits) and its subsidiaries. Peter Andrew Racen is a
Representative of Northwestern Mutual Wealth Management Company® (NMWMC), Milwaukee, WI (fiduciary and fee-based
financial planning services), a subsidiary of NM, and federal savings bank. All NMWMC products and services are offered only by
properly credentialed Representatives who operate from agency offices of NMWMC. Representative is an Insurance Agent of NM
and Northwestern Long Term Care Insurance Company, Milwaukee, WI, (long-term care insurance) a subsidiary of NM, and a
Registered Representative of Northwestern Mutual Investment Services, LLC (NMIS) (securities), a subsidiary of NM, broker-
dealer, registered investment adviser and member FINRA (www.finra.org) and SIPC (www.sipc.org).

The products and services referenced are offered and sold only by appropriately appointed and licensed entities and Financial
Representatives. Financial Representatives and their staff might not represent all entities shown or provide all the services discussed
on this Web site. Not all products and services are available in all states.

Peter Andrew Racen is primarily licensed in Missouri and may be licensed in other states.
CA License: #0D29950
AR License: #3201464

Certified Financial Planner Board of Standards Inc. owns the certification marks CFP®, CERTIFIED FINANCIAL PLANNER™ CFP®
(with plaque design) and CFP® (with flame design) in the U.S., which it awards to individuals who successfully complete CFP Board's
initial and ongoing certification requirements.

The Chartered Advisor for Senior Living (CASL®) designation is conferred by The American College of Financial Services.

©2020 Business Enterprise Institute, Inc. All rights reserved.



	
	
	
	


