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Why does an entrepreneur struggling through 80 hours a week only make half as much as another working no more than 40? What actions
determine whether you end up with a small business pulling in five figures a year or a billion-dollar behemoth blazing a path to market
dominance? As an entrepreneur, you're told the secret to success is working hard and fighting your way to the top. But what if this advice
came from all the wrong people and places? What if there was more to the success stories you read in magazines, watch on TV or hear on
the radio? Uncovering the true secret to success is marketing expert Charles E. Gaudet II's obsession. Gaudet discovered nearly every great
organization - whether Apple, Nordstrom, Zappos, FedEx or Disney - follows a stunningly similar formula. And surprisingly, this approach
defies the principles followed by most entrepreneurs running businesses today. Gaudet finally reveals why some businesses find growth
opportunities in any economic situation and others balance on the edge of failure. His research shows many small business owners seek out
success strategies from other small business owners and, for this reason, most remain small. Fortunately, today's advances in technology
and media level the playing field, allowing small businesses to compete using a "big-business playbook," even when they don't have a bigbusiness marketing budget. Inside The Predictable Profits Playbook, you'll learn time-tested lessons from leading small business owners and
discover how to: Succeed in a down economy Become the preferred provider sought by only the best customers Swipe market share from
your competitors Increase margins while growing demand Multiply your prospect-to-sales ratio Boost customer loyalty and build a raving fan
base Create predictable and rising profits from one month to the next Become known as a business of excellence The Predictable Profits
methodology avoids gimmicks, schemes or stunts - and you won't need to outspend your competitors. Instead, you'll focus on optimizing your
existing marketing dollars and delivering the greatest advantages to your customers. Some entrepreneurs want to experience growth and
others just wish for it. This book is for the motivated entrepreneur committed to making growth happen."
Defining the value of an entire company can be challenging, especially for large, highly competitive business markets. While the main goal for
many companies is to increase their market value, understanding the advanced techniques and determining the best course of action to
maximize profits can puzzle both academic and business professionals alike. Valuation Challenges and Solutions in Contemporary
Businesses provides emerging research exploring theoretical and practical aspects of income-based, market-based, and asset-based
valuation approaches and applications within the financial sciences. Featuring coverage on a broad range of topics such as growth rate,
diverse business, and market value, this book is ideally designed for financial officers, business professionals, company managers, CEOs,
corporate professionals, academicians, researchers, and students seeking current research on the challenging aspects of firm valuation and
an assortment of possible solution-driven concepts.
Thorough guidance and detailed analysis of the valuation business engagement Discussing the practical aspects of business valuation that
arise in the context of a tax valuation, this book provides you with detailed analysis of the valuation business engagement process. Detailed
discussion is included of various cases outlining errors that appraisers have made in appraisal reports, as well as in-depth discussion of the
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current appraisal industry issues that are impacting tax valuations. Examines concepts and topics including level of value, the role of estate
planners in the business valuation process, the use of appraisers in estate planning and litigation, and the appraiser identification/selection
process Provides insight into the nature of the major appraisal trade associations Offers insights into preventing errors from getting into
appraisal reports This helpful guide provides you with the detailed discussion you need on the various business valuation standards that have
been promulgated by the Appraisal Standards Board as well as several appraisal trade associations.
This book is the most comprehensive publication ever written for business valuers who prepare appraisals for federal tax purposes. Parts
One and Two discuss IRS structure, process and conflict resolution, and Parts Three to Five address the most common adjustment areas by
the IRS.
An updated edition of the bestselling guide to valuing everything from mom-and-pop stores to businesses worth $5 million or more Valuing
Small Businesses takes valuation professionals and small-business owners step-by-step through the process of determining the exact worth
of a company using the most up-to-date methods and resources available. It includes new or revised chapters on valuation for estate plans,
employee stock ownership plans, and corporate partnership dissolutions/buyouts. Shannon P. Pratt is chairman and CEO of Shannon Pratt
Valuations, Inc.; Publisher Emeritus for Business Valuation Resources, LLC; and a member of the board of directors of Paulson Capital
Corp., an investment banking firm specializing in small-firm IPOs and secondary offerings.
"Takes the confusion out of finding the dollar value of a business. This new publication takes the established methods used by experts &
breaks them down into easy-to-understand, well-defined steps. Designed for both the professional & the non-expert."--NATIONAL PUBLIC
ACCOUNTANT. "For our money, the best primer is Thomas Horn's BUSINESS VALUATION MANUAL. It can show where the real sources of
value are & where the real potential to improve is."--INC. MAGAZINE. "Horn's guide should be in the library of every small businessman (and
quite a few larger organizations)."--THE MIDWEST BOOK REVIEW. "Extremely well-organized & easy to understand. Readers can skip to
whichever techniques best fit their needs."--PERSONAL INVESTOR MAGAZINE. "Suggested reading on the ins & outs of buying & selling a
business."--SUCCESS! MAGAZINE. "Gives you all the information you need to be on equal footing with Carl Icahn or Donald Trump when
assessing a business's worth."--THE ROTARIAN. The newly revised, 1990 edition is now available directly from Charter Oak Press for
$29.95, plus $2.50 for UPS shipping. (Booksellers - send STOP order).
"For close to twenty years I have observed Mr. Chalfin helpingowners, business advisors, and students get a grip on the slipperyissues of
selling a business. This book is a valuable distillationof his expertise. " --Ian MacMillan, Dhirubhai Ambani Professor of Innovation
andEntrepreneurship The Wharton School, University ofPennsylvania "Bob provided us with valuable outside perspective while weprepared
our business for sale and during the sale process. Hisbook is an excellent guideline for business owners thinking aboutselling their company."
--Steve Gerlicher, Entrepreneur "Bob Chalfin's experience and intellect make this book essentialreading for IT business owners. Provides
thoughtful analysis andpractical advice invaluable to anybody who is even consideringselling their business." --Louis W. Fryman, Esq.
Chairman Emeritus Fox Rothschild LLP "Bob Chalfin brings unparalleled experience to developing andexecuting these transactions. His
insights are tempered by years offormulating these deals and then describing the methods to hundredsof students at The Wharton School."
--Stephen M. Sammut Senior Fellow, Wharton Entrepreneurial ProgramsManaging Director, Burrill International "This book covers all the
bases for someone selling an IT (orreally any) business. The observations on buyer motivations areparticularly insightful." --Mark Goodwin
Executive Vice President and Chief Operating OfficerPioneer Investments
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A woman looking to retire said to author and valuation expert Tim McDaniel, “I need to sell my business for $2.5 million to support my country
club lifestyle.” The reality was that her business was worth $750,000. How could she have been so wrong? As McDaniel—a veteran of over
2,000 valuation engagements and dozens of M&A deals—knows all too well, most owners work in their businesses and not on their
businesses. He has seen the look of surprise on client faces far too often: “It’s only worth that much?!” In the rush of day-to-day work and
decisions, business owners sometimes forget that their business is an investment—and something they need to watch, nurture, and care for
just as they would a valuable antique vase or painting. Know and Grow the Value of Your Business: An Owner's Guide to Retiring Rich shows
readers how to develop the “investment mindset,” value the business, bolster that value and maximize the return on their investment, and,
finally, exit the business either through a sale to outside parties or by passing it on to family or other business insiders. This information
couldn’t be more important: Typically, 60–80% of a business owner’s wealth is tied up in the value of the business. This is their most
important asset, but they usually guess at its value and have no concrete plan to increase it. That’s why this book shows: The importance of
treating your ownership interest in a business as something deserving near-daily attention. How a company is valued, and how others outside
the business view that value. Steps you can take immediately to increase the value of your business. The different kinds of potential buyers
and what attracts them. How to remove yourself from the day-to-day work of the business to plan for a brighter future. How to exit the
business on your terms. In short, this book helps business owners get the most for their business when they decide it’s time to move on.
What you’ll learn The importance of treating your ownership interest in a business the same way you would treat the shares in your stock
portfolio: “Like an Investment.” How a company is valued, using terms that business owners can understand. The ways you can increase the
value of your business and how an outside buyer will view your company. Existing exit strategies, and the advantages and disadvantages of
each. Why timing might be the most critical component of your exit strategy. How to begin the succession planning process and knowing the
critical components of a good succession plan. Who this book is for Those with businesses with revenues up to about $30 million—90 percent
of all business owners in the U.S., according to the United States Census Bureau. This amounts to over 12 million businesses in the United
States alone. The principles the book espouses will be just as valid in countries besides the U.S. except for the tax advice author Tim
McDaniel offers. Table of Contents Country Club Lifestyle The Investment Mindset Valuation Fundamentals Valuation Approaches Growing
Your Value Selling Your Business The Hardest Step: Succession Planning Know Your Exit Options Know your Exit Strategy Time for Action
Epilogue IRS Revenue Ruling 59-60 Sample Engagement Letter Sample Due Diligence Request Sample Family Business Creed AICPA
Statement on Standards for Valuation Services No. 1

Business Valuation Discounts and Premiums SECOND EDITION Discounts and premiums do not just affect the value of a
company; they play a crucial role in influencing a host of other factors and conditions that can make or break a deal. When it
comes to business valuations, it's the business appraiser's responsibility to be intimately knowledgeable with every aspect of
discounts and premiums: the different types, the situations when they may or may not apply, and how to quantify them. In this
newly updated edition of Business Valuation: Discounts and Premiums, Shannon Pratt—one of the nation's most recognized and
respected business valuation consultants—brings together the latest collective wisdom and knowledge about all major business
discounts and premiums. Addressing the three basic approaches to conducting a valuation—the income approach, the market
approach, and the asset approach—Shannon Pratt deftly and logically details the different discounts or premiums that may be
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applicable, depending on the basic valuation approach used, and how the valuation approaches used affect the level. Clearly
written and thorough, Business Valuation: Discounts and Premiums, Second Edition provides business appraisers, accountants,
attorneys, and business owners with an arsenal of information for their professional toolkit that can be applied to every major
evaluation case they might face in any deal. This updated edition features timely, comprehensive coverage on: Strategic
acquisitions Extensive empirical data Pre-IPO marketability discount studies Merger and acquisition negotiations, empirical
evidence from completed transactions, and positions taken by courts in litigations Strategic acquisition premiums Studies on
minority discounts Detailed, authoritative, and complete in its coverage, Business Valuation: Discounts and Premiums, Second
Edition gets to the core of one of the more complex challenges faced by business appraisers, and arms readers with the
understanding and techniques needed to successfully meet and exceed their job expectations.
The number one guide to corporate valuation is back and better than ever Thoroughly revised and expanded to reflect business
conditions in today's volatile global economy, Valuation, Fifth Edition continues the tradition of its bestselling predecessors by
providing up-to-date insights and practical advice on how to create, manage, and measure the value of an organization. Along with
all new case studies that illustrate how valuation techniques and principles are applied in real-world situations, this comprehensive
guide has been updated to reflect new developments in corporate finance, changes in accounting rules, and an enhanced global
perspective. Valuation, Fifth Edition is filled with expert guidance that managers at all levels, investors, and students can use to
enhance their understanding of this important discipline. Contains strategies for multi-business valuation and valuation for
corporate restructuring, mergers, and acquisitions Addresses how you can interpret the results of a valuation in light of a
company's competitive situation Also available: a book plus CD-ROM package (978-0-470-42469-8) as well as a stand-alone CDROM (978-0-470-42457-7) containing an interactive valuation DCF model Valuation, Fifth Edition stands alone in this field with its
reputation of quality and consistency. If you want to hone your valuation skills today and improve them for years to come, look no
further than this book.
The Art of Business ValuationAccurately Valuing a Small BusinessJohn Wiley & Sons
Dramatically Increase Your Wealth and Secure Your Retirement by Unlocking the "Real Value" Hidden in Your Business Whether
you're looking to attract investors, sell your company, retire in style, or reach a new level of success, maximizing the value of a
business should be the heart of all operational and longer-term strategic planning. But how do you identify and focus on those
factors that improve value while reducing risk? This insightful book by business valuation expert and international best-selling
author, Richard Mowrey shows you exactly how to use the information in your valuation report to take meaningful stress-free steps
toward financial freedom as well as personal and business success. Who is this book for? How Can I Increase the Value of My
Business? was specifically written to help business owners and their advisors who want to: Discover exactly what really impacts a
business's worth Learn what specific operational focus matters most to potential business investors Deploy value measures to
accelerate major value increases Understand and reduce the potential loss of value in an "unplanned" ownership transfer Reduce
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the risks as seen through the eyes of prospective buyers Reduce operating risks that can negatively impact transaction values For
more than three decades Certified Management Accountant and Certified Business Appraiser, Richard Mowrey has built a
reputation as an expert in the valuation and the ownership transfer of privately held businesses. His direct, conversational
approach has provided invaluable guidance to business owners that has dramatically increased the value of their businesses. The
examples in this book are an extension of the methods Mowrey uses with his private clients to ensure owners fully understand
valuation principles and how to impact value drivers. This book shows you how to: Cultivate a value planning environment to
optimally use new-found business intelligence Examine and benefit from your business's primary value drivers Find hidden assets
that can contribute to your financial goals Deploy the Gordon Growth Model as you start the planning journey Quickly gain
momentum toward better estate, financial and business planning You'll learn why it is important to understand the basics of
business valuation and readiness assessment - both qualitative and quantitative. By systematically measuring and increasing the
value of your business you can aim at the valuation target needed to fill your long-term retirement financial gap. Preparation for the
future based on a current valuation report when used effectively, will pay big, big dividends! This easy to read book also
addresses: The mindset required to break away from the pull of daily business issues How big a difference an early focus on value
assessment can make to your family How small improvements in multiple business areas combine to dramatically increase value
What you should know about the "transferability pyramid" to foster continuous improvements For any business owner, there are
sometimes more questions than answers about how to create a "value-building" blueprint they can use. How Can I Increase the
Value of My Business? offers a time-tested approach to answer those questions and to put any business owner on a path to
consistently increase the value of their business. Order your paperback, Kindle eBook today and take this important step toward
increasing the value of your business for you and your family.
When was the last time you wondered "what's my business worth?" Or maybe you needed a business valuation but didn't have the
first idea where to turn. Perhaps you took the advice from an adviser. If so, how did you know the appraiser was qualified to do the
job? Did you pay too much? Did you even really need a valuation? On the other hand, what happens when an owner needs to sell
his or her stake in a company because of death, divorce, termination, etc. (the list is never-ending)? Who buys the interest? What
price is paid? Is the price fair? Can your company afford the financial impact of a large buy-out? Now there is a book that answers
these critical business valuation questions (and more) in an easy to read format. Business Valuation for Business Owners has
been designed to answer your questions and concerns in a concise and easy to read manner. This book is for people who want to
protect their company, drastically improve its value, find the best business appraiser for the lowest possible price, and uncover the
landmines that every company has (but doesn't know). As a professional business appraiser of both operating companies and
investment partnerships, Zach has read hundreds of the best books and articles on the subject of business valuation. After years
of answering questions from business owners like you, he's mastered the art of explaining these complex issues in an easy to
understand manner, breaking down the pertinent and valuable information you need. In this practical, non-technical jargon actionPage 5/14
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oriented book, Zach shows you how to master a business valuation report, find the perfect appraiser for your business, and fix the
lurking disasters that every privately held company has but doesn't know about.After reading Business Valuation for Business
Owners, you'll be able to: Navigate through a business valuation report with greater ease and understanding Become acquainted
with the approaches and methods of valuation Learn the tricks of the trade and how appraisers can manipulate areas to the
owner's demise Discover errors business appraisers frequently make in valuation reports Be able to find a qualified business
appraiser that is truly qualified for the job at an affordable price Uncover hidden landmines and protect your company from disaster
in The Business Owner's Solution (Chapter 16) And More! Business Valuation for Business Owners is succinctly written with you,
the business owner in mind. You will learn how to improve your company's value, reduce costs, avoid heartache and discover the
looming disasters just waiting to happen and eradicate them for good. Take control of your company's future right now, make it
productive and enjoy the new company (and life) you'll be creating.
Financial Modeling for Business Owners and Entrepreneurs: Developing Excel Models to Raise Capital, Increase Cash Flow,
Improve Operations, Plan Projects, and Make Decisions may be one of the most important books any entrepreneur or manager in
a small or medium-sized enterprise will read. It combines logical business principles and strategies with a step-by-step
methodology for planning and modeling a company and solving specific business problems. You’ll learn to create operational and
financial models in Excel that describe the workings of your company in quantitative terms and that make it far more likely you will
avoid the traps and dead ends many businesses fall into. Serial entrepreneur and financial expert Tom Y. Sawyer shows how to
break your company down into basic functional and operational components that can be modeled. The result is a financial model
that, for example, you can literally take to the bank or bring to local angel investors to receive the funding you need to launch your
business or a new product. Or it might be a model that shows with startling clarity that your new product development effort is a
likely winner—or loser. Even better, you’ll learn to create models that will serve as guideposts for ongoing operations. You’ll
always know just where you are financially, and where you need to be. The models you will learn to build in Financial Modeling for
Business Owners and Entrepreneurs can be used to: Raise capital for startup or any stage of growth Plan projects and new
initiatives Make astute business decisions, including go/no-go assessments Analyze ROI on your product development and
marketing expenditures Streamline operations, manage budgets, improve efficiency, and reduce costs Value the business when it
is time to cash out or merge In addition to many valuable exercises and tips for using Excel to model your business, this book
contains a combination of practical advice born of hard-won lessons, advanced strategic thought, and the insightful use of hard
skills. With a basic knowledge of Excel assumed, it will help you learn to think like an experienced business person who expects to
make money on the products or services offered to the public. You’ll discover that the financial model is a key management tool
that, if built correctly, provides invaluable assistance every step of the entrepreneurial journey. Tom Y. Sawyer has used the
principles this book contains to create financial models of numerous startup and early-stage companies, assisting them in planning
for and raising the capital that they needed to grow their businesses and ultimately exit with multiples of their initial investment.
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Financial Modeling for Business Owners and Entrepreneurs, a mini-MBA in entrepreneurship and finance, will show you how you
can do the same. Note: This book is an updated version of Sawyer's 2009 title, Pro Excel Financial Modeling.
In Valuing and Selling Your Business: A Quick Guide to Cashing In, author and valuation expert Tim McDaniel, a veteran of over
2,000 valuation engagements and dozens of M&A deals, covers the essentials in a short value-packed book of valuing and selling
your business for an acceptable price. And if the valuation doesn't suggest the price you have in mind is possible, McDaniel shows
you how to increase the value before putting your company on the market. It probably won't surprise you that 60–80% of a
business owner’s wealth is tied up in the value of the business. This is your most important asset, but you probably only guess at
its value and you may have no concrete plan to increase that value. Even if you're not planning to sell in the near future, it's good
to know what your business is worth so you can take the steps McDaniel outlines to make it more attractive to prospective buyers.
This book covers: How valuations are done Whom to engage as a valuator How to increase the value of your business Insider tips
on the sales process Best sales practices Valuing and Selling Your Business: A Quick Guide to Cashing In—an abridgement of
McDaniel's Know and Grow the Value of Your Business—helps you get the most for your business when you decide it’s time to
move on.
International cost of capital...blockage discounts . . . valuation issues unique to ESOPs...specific valuation issues for sports
teams...capital structure in emerging growth companies...methods for calculating equity risk premiums...These days,
understanding the complex issues in advanced business valuation requires a team of experts. The HANDBOOK OF ADVANCED
BUSINESS VALUATION is your team of valuation experts—nationally recognized practitioners and legal minds from across the
country who provide authoritative answers and innovative solutions to your most perplexing valuation questions. Structured in a
user-friendly, general-to-specific arrangement, The HANDBOOK OF ADVANCED BUSINESS VALUATION represents a broad
cross section of the latest conceptual thinking on the subject. Only in this thought-provoking volume will you find: Abstracts and
interpretations of recent empirical studies in lack of marketability, blockage, and more; In-depth treatment of specialized valuation
issues from many industries—including healthcare, technology, and sports franchises; Lucid, intuitive explanations of complex and
esoteric procedures for intercompany transfer pricing analyses and ad valorem property tax appraisals. Like its predecessor
volume VALUING A BUSINESS—which covered basic business valuation concepts and practices in authoritative, allencompassing fashion—The HANDBOOK OF ADVANCED BUSINESS VALUATION provides a new benchmark of advanced,
contemporary discussions for investors and experienced business valuation practitioners. Valuation experts from
PricewaterhouseCoopers, Ernst & Young, Willamette Management Associates, Arthur Andersen, American Appraisal Associates,
and more combine their expertise in this well-written, thoughtful, and convincing reference—one with absolutely no close rival in the
flourishing field of business valuation and security analysis.
Buy-sell agreements are among the most common yet least understood business agreements and many are destined to fail to
operate like the owners expect. Many, in fact, are ticking time bombs, just waiting for a trigger event to explode. If you are a
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business owner or are an adviser to business owners, this book is designed for you, providing a road map for business owners to
develop or improve their buy-sell agreement.
Determining the value of a company in the market is not a simple task. The assumptions involved in calculating this value are the
most diverse and include, in addition to the balance sheet items, other more subjective data and difficult to measure, as market
trends, the strategies adopted, or even the human capital involved in business management. The complexity of the issue becomes
even more on the fact that there is a multitude of different markets which are operated by companies of various natures. Given this
enormous number of variables, there is the need to adopt criteria already used and tested by the market that allows establishing
reliable parameters of measurement.
Discover the tools necessary to determine what your company's value is, what drives its value, and how to enhance that value
during an M&A transaction. The only book to focus on valuation specifically for mergers and acquisitions, Valuation For M&A:
Building Value in Private Companies, Second Edition lays out the steps for measuring and managing value creation in privately
held businesses. This groundbreaking work led directly to authors Chris M. Mellen and Franck C. Evans being named the joint
2010 AM&AA Middle Market Thought Leader of the Year by the Alliance of Merger & Acquisition Advisors, and its thorough
overview of the subject: Recognizes a company as an investment and explains how to manage that value to maximize shareholder
returns, focusing on returns, risks, and capital invested Explains investment or strategic value versus fair market value and
provides a document request checklist; sample interview questions; and formats for adjusting financial statements, developing
discount rates, the computation of net cash flow; and a valuation reconciliation form Includes a comprehensive case study to
illustrate concepts and calculations Now covers fair value accounting and the impact of SFAS Nos. 141, 142, and 157 and their
IFRS counterparts, intangible asset valuation techniques, exit planning, international M&As, and venture backed/early stage
companies Showing corporate executives as well as M&A professionals and business appraisers how to value privately-held
businesses for merger and acquisition purposes, this book helps investors, executives, and their advisors determine the optimum
strategy to enhance both market value and strategic value to maximize return on investment.
According to John Warrillow, the number one mistake entrepreneurs make is to build a business that relies too heavily on them.
Thus, when the time comes to sell, buyers aren't confident that the company-even if it's profitable-can stand on its own. To
illustrate this, Warrillow introduces us to a fictional small business owner named Alex who is struggling to sell his advertising
agency. Alex turns to Ted, an entrepreneur and old family friend, who encourages Alex to pursue three criteria to make his
business sellable: * Teachable: focus on products and services that you can teach employees to deliver. * Valuable: avoid price
wars by specialising in doing one thing better than anyone else. * Repeatable: generate recurring revenue by engineering products
that customers have to repurchase often.
The first easy-to-follow valuation handbook for business owners of every size Accurate valuation of a business is generally
complex to determine and costly to obtain. What Every Business Owner Should Know About Valuing Their Business provides
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business owners with the knowledge they need to obtain and understand a valuation and ensure they receive what they're paying
for. Explanations include valuation basics, situations in which a valuation should be performed, what it should cost, and much
more. Numerous case studies illustrate valuations for a wide variety of industries, variables, and situations. Practical valuationrelated issues are given in-depth yet easy-to-understand coverage, including: What owners should and should not do during a
valuation Pros and cons of various methods for buying or selling a business Legal and accounting aspects essential to fair
valuation
How much a small business is worth can be difficult to determine, but when a business is about to change hands, a fair and
objective valuation is crucial to the sale. This book is an invaluable resource for business owners or buyers looking for accurate
small business appraisals. This completely revised and updated book outlines the major valuation methods, including discounted
cash flow, excess earnings, asset value, and income capitalization. This edition includes completely new material on the following
topics: exploring the 8 myths of business valuations; using the Internet for research; and advice on startups and first generation
service businesses. With this book, appraising a business has never been easier—or more accurate!
First Published in 1968. Routledge is an imprint of Taylor & Francis, an informa company.
How to Buy and/or Sell a Small Business for Maximum Profit 2nd Edition is geared toward the budding entrepreneur who wants to
buy or sell a small business. Topics covered include: finding and evaluating a business to buy and/or sell, performing due
diligence, how to value a business, raising the necessary capital, evaluating a business financial condition using discounted cash
flow, excess earnings, asset value, and income capitalization, brokers, leveraged buyouts, letters of intent, legal and tax concerns,
and contracts. How do you decide what kind of business suits you? How do you find the money to get started? How do you
determine what your business or the business you hope to purchase is worth? How to Buy and/or Sell a Small Business for
Maximum Profit 2nd Edition will help you answer these fundamental questions. The book provides a road map of suggestions,
insights, and techniques for both buyers and sellers. It covers the entire selling process step-by- step from making the decision of
when to sell or buy, through determining how to market the company, to understanding the various legal and financial documents
involved in a sale, and on to closing the deal and handling the transition afterwards. In addition, it contains the personal stories of
numerous small business owners, their motivations, their challenges, and their rewards. The companion CD-ROM is included with
the print version of this book; however is not available for download with the electronic version. It may be obtained separately by
contacting Atlantic Publishing Group at sales@atlantic-pub.com Atlantic Publishing is a small, independent publishing company
based in Ocala, Florida. Founded over twenty years ago in the company presidentâe(tm)s garage, Atlantic Publishing has grown
to become a renowned resource for non-fiction books. Today, over 450 titles are in print covering subjects such as small business,
healthy living, management, finance, careers, and real estate. Atlantic Publishing prides itself on producing award winning, highquality manuals that give readers up-to-date, pertinent information, real-world examples, and case studies with expert advice.
Every book has resources, contact information, and web sites of the products or companies discussed.
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Starting from the practical viewpoint of, “I would rather be approximately right than perfectly wrong” this book provides a
commonsense comprehensive framework for small business valuation that offers solutions to common problems faced by
valuators and consultants both in performing valuations and providing ancillary advisory services to business owners, sellers, and
buyers. If you conduct small business valuations, you may be seeking guidance on topics and problems specific to your work.
Focus on What Matters: A Different Way of Valuing a Small Business fills a previous void in valuation resources. It provides a
practical and comprehensive framework for small and very small business valuation (Companies under $10 million of revenues
and often under $5 million of revenues), with a specialized focus on the topics and problems that confront valuators of these
businesses. Larger businesses typically have at least Reviewed Accrual Accounting statements as a valuation starting point.
However, smaller businesses rarely have properly reviewed and updated financials. Focus on What Matters looks at the issue of
less reliable data, which affects every part of the business valuation. You’ll find valuation solutions for facing this challenge. As a
small business valuator, you can get direction on working with financial statements of lower quality. You can also consider
answers to key questions as you explore how to value each small business. Is this a small business or a job? How much research
and documentation do you need to comply with standards? How can you use cash basis statements when businesses have large
receivables and poor cutoffs? Should you use the market method or income method of valuation? Techniques that improve
reliability of the market method multiplier How might you tax affect using the income method with the advent of the Estate of Jones
and Section 199A? Do you have to provide an opinion of value or will a calculation work? How do you calculate personal goodwill?
As a valuation professional how can you bring value to owners and buyers preparing to enter into a business sale transaction?
How does the SBA loan process work and why is it essential to current small business values? What is the business brokerage or
sale process and how does it work? How do owners increase business value prior to a business sale? This book examines these
and other questions you may encounter in your valuation process. You’ll also find helpful solutions to common issues that arise
when a small business is valued.
Running a small business is hard and confusing. Most entrepreneurs start a company to solve a problem and just want to focus on
doing only that. Unfortunately, starting a business gets in the way and everything that comes along with it. Like: Marketing Sales
Customer Service Employees, Freelancers and Vendors Money and Finance This book solves that problem. It is a simple
guide for anyone in a small business to be able to accomplish one of these tasks in five steps or less. No more angst over the
issue or searching for the solution on the web. These 100 small business hacks are your shortcut to success. We assemble these
after our combine 50 years in business both as small business owners ourselves and as journalists interviewing thought leaders
about their path to prosperity. It has never been easier to start a business, but with so much competition moving at the speed of
the internet, it has also never been so easy to fail. This does not have to be you. This book is not meant to be read from beginning
to end. Jump to the problem that you need to solve and get started. Keep this guide nearby on your desk, your tablet, smart phone
or under your pillow. It will allow you to quickly bust through most problems you will encounter and leave more time to do what you
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love at your company.
Thinking about selling your business or selling your medical practice? This 150 page comprehensive workbook helps you
understand the many complexities and decisions you have to make. Written by a professional business broker with many years of
real world business experience, this guide shows you how to sell your business in the shortest possible time for the best possible
price. It includes reasons why you need to plan ahead for taxes, how to avoid potential legal, accounting, and other roadblocks,
how to value your business and other assets, the different types of professionals available and how to research and properly
prepare for selling. Also includes how to search for and qualify potential buyers, address finance concerns, protect you and your
business with confidentiality agreements, prepare an executive summary, confidential business review and conduct effective
negotiations. Also includes dozens of worksheets, checklists, and charts for you to track during the steps of selling.
"The very best way to predict the future is to create it"In his new book, When Is The Right Time To Sell My Business?, Rich
Mowrey tackles a decision point that many business owners inevitably find themselves in, but is one that can be difficult, stressful,
and full of trepidation. It is a decision that can bring regrets and questions about timing and planning they never considered, and
Mowrey's objective is to help a business owner sell their business without regrets. In this intelligently written book, Mowrey
answers one of the biggest questions that business owners who are interested in selling their business always ask: When is the
right time to sell to my business?To really ensure an informed decision can be made, he delves deeper into this question to get at
the underlying, interrelated knowledge acquisition, purposeful action, and timing. Mowrey helps business owners examine their
business' value attributes, personal assets, and the types of plans that need to be in place in order to sell the business. He then
focuses on four major areas of personal assessment to help crystalize one's personal readiness to start the process of selling their
business. Mowrey emphasizes, "It is time to stop silently asking the question and formulating the answer. It is time to focus on the
answer more often than the question." By shifting one's focus, hesitation and fear can be minimized, resulting in a decision backed
by confidence. In addition to providing guidance and expertise to the decision making process, Mowrey offers specific objectives
required of the business owner as they start the next phase of their life. By examining the factors addressed in this book now, a
business owner will have all the necessary components in place when the opportunity to sell arises or when they decide to initiate
the opportunity themselves. Mowrey focuses on the basics of business valuation and readiness assessment - both qualitative and
quantitative - in order to help the reader prepare to sell their business and plan for action. From there the focus shifts to value
enhancement and strategic planning because as he explains, "Price is what you receive, value is what you deliver." Together, all
this preparation and the ultimate execution of a transfer plan will require both focus and a good measure of personal energy.
Mowrey also addresses: The timetable of preparing to be without the business once it is sold How family plays a role in decisions
and succession planning Which environments to analyze to find out when the time is right Financial buyers vs. strategic buyers vs.
industry buyers Different ownership transfer scenarios Each reader will focus on specific action steps to begin taking now to lead
to their ultimate decision, including: Twenty questions to fire you up to start planning Four distinct actions to complete now to
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prepare to sell your business Questions to help with planning initiation, strategic planning, business planning, and market
knowledge Who needs to be on a top-notch advisory team? For any business owner, the thought of someday selling their
business can be overwhelming and confusing - generally raising more questions than they are prepared to answer. But thanks to
his expertise and ability to guide readers through a carefully thought out, systematic approach, Rich Mowrey is able to reduce the
uncertainty and provide a path that will lead to a confident and ideally more profitable sale of their business.
The Groundwork of Company Valuation for First-time Buyers and Sellers A Basic Guide for Valuing a Company has helped
thousands of first-time buyers and sellers realize a fair, substantiated value for small businesses. Now in its Second Edition, this
book covers common valuation techniques and myths, tips for determining tangible and intangible values, sample balance sheets
and income statements, and approaches to valuing start-up technology and dot-com businesses. This nuts-and-bolts guide
addresses publicly traded and privately held firms, including traditional brick-and-mortar companies and the intellectual property
industry. With a clear, concise writing style, the author walks readers through common practices for valuing, from collecting data to
arriving at a saleable figure for all types of businesses, including professional practice, manufacturing, wholesale distributors, and
a variety of retail operations. This new edition features perspectives on nontraditional valuation practices, guidance for using an
excess earnings method, and an abundance of case studies from actual companies. In order to make the most profitable
decisions, before putting a business on the market or making an offer to acquire one, every beginning business purchaser and
seller should read A Basic Guide for Valuing a Company, Second Edition.
Learn the latest valuation techniques to price almost any small business and identify business bargains. This user-friendly manual
includes forms, checklists, tables, examples and anecdotes that enable entrepreneurs to get professional valuation results. With
this book in hand small business owners and buyers will have the ammunition needed to win negotiations by dealing from a
position of strength.
Valuation lies at the heart of much of what we do in finance, whether it is the study of market efficiency and questions about
corporate governance or the comparison of different investment decision rules in capital budgeting. In this paper, we consider the
theory and evidence on valuation approaches. We begin by surveying the literature on discounted cash flow valuation models,
ranging from the first mentions of the dividend discount model to value stocks to the use of excess return models in more recent
years. In the second part of the paper, we examine relative valuation models and, in particular, the use of multiples and
comparables in valuation and evaluate whether relative valuation models yield more or less precise estimates of value than
discounted cash flow models. In the final part of the paper, we set the stage for further research in valuation by noting the
estimation challenges we face as companies globalize and become exposed to risk in multiple countries.
Praise for Business Valuation, Second Edition "The Second Edition of Business Valuation: An Integrated Theory manages to
present the theoretical analysis of valuation from the first edition and expand on that discussion by providing additional guidance
on implementing the relevant valuation theories, notably in its expanded discussion of the Quantitative Marketability Discount
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Model." -Dr. David Tabak NERA Economic Consulting Your Essential Valuations Reference Whether you are an accountant,
auditor, financial planner, or attorney, Business Valuation: An Integrated Theory, Second Edition enables you to understand and
correctly apply fundamental valuation concepts. Thoroughly revised and expanded, the Second Edition demystifies modern
valuation theory, bringing together various valuation concepts to reveal a comprehensive picture of business valuation. With the
implementation of new accounting pronouncements mandating the recognition of numerous assets and liabilities at fair value, it
has become critical for CPAs charged with auditing financial statements to understand valuation concepts. With thoughtful and
balanced treatment of both theory and application, this essential guide reveals: * The "GRAPES of Value"-Growth, Risk and
Reward, Alternative Investments, Present Value, Expectations, and Sanity * The relationship between the Gordon Model and the
discounted cash flow model of valuation * The basis for commonly applied, but commonly misunderstood valuation premiums and
discounts * A practical perspective on the analysis of potential business acquisitions Grounded in the real world of market
participants, Business Valuation, Second Edition addresses your need to understand business valuation, providing a means of
articulating valuation concepts to help you negotiate value-enhancing transactions. If you want to get back to valuation basics, this
useful reference will become your guide to defining the various levels of value and developing a better understanding of business
appraisal reports.
Today, small businesses have the deck stacked against them in accessing lending, getting financial support, planning for their
future or simply selling their business. Knowing your business' value magically unlocks these doors and connects business owners
to services and support they sorely need.
This is a guide to valuing small businesses (family ones up to those worth around 5million) and professional practices. This edition
has been updated and includes new chapters on trends in the field of business and professional business valuation.
Business Valuation For Dummies is filled with expert guidance that business owners, managers at all levels, investors, and
students can use when determining the value of a business. It contains a solid framework for valuation, including advice on
analyzing historical performance, evaluating assets and income value, understanding a company's financial statements, estimating
the cost of capital, business valuation models, and how to apply those models to different types of businesses.
“Paul's book is written in plain language that even a client can understand, yet it still manages to cover virtually all of the key
issues that a business owner needs to address…. Buy this book.” —Howard M. Zaritsky, Esq., co-author, Structuring Buy-Sell
Agreements: Analysis with Forms, Second Edition. “Paul is extremely knowledgeable about buy-sell agreements, valuation and
estate planning for the business owner. He clearly has a passion for the topic and depth of experience that shows throughout the
breadth of the work.” —Edwin P. Morrow III, J.D., LL.M., CFP®, Huntington National Bank, co-author, The Tools & Techniques of
Estate Planning (19th Ed.) A buy-sell agreement (BSA) must set the rules of transition for a closely-held business. Author L. Paul
Hood, Jr. shares 30+ years of experience writing BSAs to help business owners avoid the ugly consequences of a poorly drafted
BSA. You’ll learn about: Types of BSA agreements BSA trigger events Tax consequences of BSAs Best practices for best
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outcomes Filled with expert information, handy checklists, and useful templates, Buy-Sell Agreements: The Last Will & Testament
for Your Business will help you prepare a quality BSA as well as be the lifeline for your business in times of transition.
The book serves three purposes: a comprehensive reference and update for currently active business appraisers, a complete selfcontained text for both academic courses and beginning practitioners, and an easy-to-use reference for nonappraisers who use
and/or evaluate business appraisals. Updated and revised, Valuing a Business, Third Edition, includes theoretical principles and
practical techniques for effective business valuation, including the valuation of limited liability corporations, S corporations, and
partnerships; greatly expanded treatment of valuation approaches and methods; new and expanded chapters on minority control
and lack of marketability issues; a new checklist on reviewing a valuation report, designed for nonappraisers as well as active
practitioners; hundreds of new data sources and bibliographical references; dozens of additional court case references; a new
three-chapter section on valuing intangible assets; and new chapters on valuations for ad valorem taxes and income tax planning.
Whether you're looking to buy or sell a business, to invest in the stock market or become a business angel, or simply to get a
better idea of what your business is worth, this book contains the information you need.
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