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Vendor and creditor 
relationships
Being in good standing with your vendors and 
creditors is vital to the value of your business. 
Negotiating better terms or agreements also 
works in your favor and can add to the bottom 
line. Establishing good relationships with outside 
resources can keep your business running 
smoothly and make it easier for someone to 
come in and take over if needed.

Build your brand
Stake your place in the market. Market position, 
reputation and strong brand recognition all 
increase the value of your business. If potential 
buyers were to Google your company, what 
would they find? Does your Web site send the 
message you want it to? Are your brochures 
current? Are you active in your industry and 
known as a leader or a company always on the 
cutting edge? Everything about your company 
sends a message. What message is your company 
sending, and is it increasing or decreasing your 
value?

Intellectual property
Patents, trademarks, customer lists and vendor 
relationships are all part of your intellectual 

property. Even if your business has not 
yet fully realized the benefit of its 

patents or trademarks, these 
assets have value if they 

have future potential. 
New technology, 

products or 
p r o c e s s e s 
y o u ’ v e 
d e v e l o p e d 
all may add 

value to your 
b u s i n e s s . 
Also, your 

workforce is one of 
your most important 
intangible assets. 

Take care that it is 
properly developed and 

maintained.

Tangible property
Your equipment, buildings and 

inventory are tangible property that 
can add to or take away from the value of your 
business. What does your building say about 
your company? Is your equipment working 
and in good repair? How about your offices 

and reception area – are they welcoming, or 
are they run-down and uninviting? Assets kept 
in good repair can make a big difference to the 
value of your reputation and your business.

Customer base
Customer stability will add value to your 
company. If you lost your top customer, would 
you be able to make up the loss in a relatively 
short time? It’s better to have a larger number 
of customers, even though they each may 
generate smaller amounts of revenue, than to be 
dependent on a small number of customers for 
a large percentage of your revenue. Long-term, 
loyal customers also add value. Remember that 
keeping an existing customer happy is much 
more cost-effective than trying to obtain a new 
customer. 

Also, are you dependent on one market segment? 
If that segment dries up, will your business 
follow suit? Expanding your customer base and 
looking to new markets can increase the value 
of your business by reducing the risk of losing 
your top revenue source.

The bottom line
In order to get the most value out of your 
business, you may need to clean house – both 
physically and financially. A well-organized 
office, warehouse or factory will add value. 
Well-prepared and current financial records are 
necessary to document earnings, growth and 
cash flow. And, the proper management team 
and advisors add to the stability of the company 
and show forward thinking. 

Just as an investor in the stock market would do, 
you should look for a return on your investment 
in his business from “dividends” such as cash 
distributions and a good salary, and from the 
growth in the value of the entity. Sustaining and 
growing value in your company will ensure you 
are getting the best return on your investment. 
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