How to Increase Your Business’
Value Using Value Drivers
A fundamental aspect of a successful business exit is assuring that
your business has enough value to allow you to exit with financial
security. This, coupled with wisely invested non-business assets,
gives you the best chance to pursue the Exit Path you want on the
timeline you want. Obtaining a proper, professional business
valuation is the first step in determining how much your company is
worth, but what happens if the valuation shows that your business
isn’t worth enough to allow you to exit your business with financial
security? How can you increase your business’ value if everything
that’s made it successful thus far isn’t enough?
The answer lies in installing Value Drivers.

What Are Value Drivers?
Value Drivers are specific business characteristics that drive growth.
While each business is unique, there are six areas of your business
that, with focus and a little time, can have the greatest impact on
your company’s value.

Peter Racen, CLU®, ChFC®, CASL®,
CFP®, AEP®
peter.racen@nm.com
Northwestern Mutual Wealth
Management Co., LLC
www.peterracen.com
424 S. Woods Mill Road
Suite 110
Chesterfield, MO 63017
314-744-5270

1. Next-generation management.
2. Operating systems demonstrated to increase cash flow
sustainability.
3. Demonstrated scalability.
4. Diversified customer base.
5. Proven growth strategy.
6. Recurring revenue that is sustainable and resistant to commoditization.

The existence of next-generation management appears first because it is the most important Value Driver.
The others are ordered by how likely they are to affect business value.

Why Establishing Value Drivers Matters
Growing business value and cash flow can help you close the gap between what your business is currently

worth and what it must be worth to satisfy your exit goals. Thus, growing business value and cash flow is
key to your ability to exit when you want and for the money you need.
Beyond the enormous benefit of being able to leave on your own terms, there are other benefits of
identifying and enhancing Value Drivers:
• Perspective. Identifying and enhancing Value Drivers can help you view your business through the
eyes of a prospective buyer or another successor owner, such as a business-active child. This helps
you overcome sentimental attachments to your company and decisions that only benefit you
personally.
• Action. Because you’ve already set your goals and determined how much your business is worth,
you know how much and how quickly growth needs to occur. (If you have not yet set business-exit
goals or obtained an estimate of value, contact us to get started.)
• Triage. By identifying Value Drivers in your business, you can concentrate your efforts (and
management’s efforts) on areas that need the greatest improvement. Your business is obviously
successful, but even the best-run businesses have areas that need improvement.
Contact us today to begin identifying, prioritizing, and installing the Value Drivers your company needs for
you to leave your business on your terms.
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 advisor. 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 advisor. 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.
©2017 Business Enterprise Institute, Inc. All rights reserved.

