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How To Increase The Value Of Your Business And Make It More Saleable 

 

 (New York, NY) – Ackler Wealth Management of Wells Fargo Advisors, LLC was excited to have Mandeep 

Sihota as their guest for a recent roundtable discussion with a group of business owners.  Mandeep specializes 

in valuing privately held businesses and explained that she has worked with businesses of all sizes ranging from 

mom and pop businesses to large multi million dollar businesses and across all industries.  She opened the 

discussion by acknowledging that while all businesses are different there are “consistent themes in what drives 

the value of a business.” 

“I like to put myself in the buyer’s shoes when analyzing a business’ value,” explained Mandeep.  She 

went on to detail three valuation approaches:  Cost, Income/Cash Flow and Market.   

 The Cost approach arrives as a value by subtracting liabilities from assets.  This method would not 

include intangible assets and may not be appropriate for all businesses but can be a good starting point.  The 

Income approach builds off of the Cost approach but also takes reliability and consistency of cash flow into 

consideration.  The Market approach, Mandeep explained, is similar to the approach used when buying a house.  

You look at sales of other businesses and evaluate comparables to determine where a particular business might 

rank.  “Similar to houses,” Mandeep continued, “no two businesses are the same.”   

 Regardless of the valuation approach used, value is largely driven by: cash flow, revenue growth 

potential and risk.  “How can business owners increase cash flows?” Stephanie asked.  “Routinely monitoring 

expenses, actually collecting on their receivables and having a solid understanding of true economic income are 

all ways business owners can increase cash flow,” explained Mandeep.   

 “When you talk about revenue growth, is it the same as increasing cash flow?” Stephanie asked.  “It is 

similar, but not exactly the same,” responded Mandeep, “Growth can also encompass expansion of the business 

or niche focus area, geographical expansion as well as sales force expansion.” 

 Mandeep emphasized that understanding risks, as well as being able to identify which risks you can 

control and which you can’t is an important key.  The macro environment, the economy, government 
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regulations, as well as technology, demographic and social trends are all things that you cannot control.  

Mandeep continued that while you can’t control these things, you can be defensive by understanding how these 

trends affect your business and planning accordingly so you don’t find yourself behind the 8 ball.  

Understanding industry risks means understanding how intense competition is and knowing how you 

differentiate yourself.  While this is not a risk you can control, it is a risk you can influence.  Benchmarking 

against similar companies and competition can also help business owners track metrics in a similar manner. 

Company specific risks are the risks you have the greatest control over – risks that impact you on a day 

to day basis.  Knowledge transfer is an important risk business owners need to plan for.  “If I’m looking to buy 

a business, and you [the business owner] are the business, I’m not going to pay very much for the business,” 

said Mandeep.  She continued by noting that knowledge transfer can be as simple as formalizing your business 

process in a manual or written processes.  Other company related risks relate to things such as management, key 

people, employees, customer concentration, suppliers and internal controls.  Stephanie added that performing a 

‘SWOT’ analysis to help identify the specific Strengths, Weaknesses, Opportunities and Threats facing your 

business can be an invaluable exercise.   

 In closing, Mandeep summarized, “put yourself in the buyer’s shoes, what would you be looking for if 

you were thinking of buying your business?  Understand how you compare with competitors, where you rank, 

and be aware of the opportunities and risks specific to your company.”  Mandeep and Stephanie both agreed 

that it is also important to have the appropriate advisors at the table when you are considering your sale options.  

They can share their expert opinion to help ensure you don’t leave anything on the table and can get the best 

price for the business you have worked so hard to make a success! 

 
The material has been prepared or is distributed solely for information purposes and is not a solicitation or an offer to buy any security or 

instrument or to participate in any trading strategy. 
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With $1.4 trillion in client assets as of March 31, 2015, Wells Fargo Advisors provides investment advice and guidance to clients through 15,134 

full-service financial advisors and 3,912 licensed bankers.  This vast network of advisors, one of the nation’s largest, serves investors through 

locations in all 50 states and the District of Columbia.  Wells Fargo Advisors is the trade name used by two separate registered broker-dealers and 

non-bank affiliates of Wells Fargo & Company: Wells Fargo Advisors, LLC and Wells Fargo Advisors Financial Network, LLC (members SIPC).  

Statistics include other broker-dealers of Wells Fargo & Company.   www.wellsfargoadvisors.com 

Investment products and services are offered through Wells Fargo Advisors, LLC. 
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Wells Fargo & Company (NYSE: WFC) is a nationwide, diversified, community-based financial services company with $1.7 trillion in assets. 
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households in the United States.  Wells Fargo & Company was ranked No. 30 on Fortune’s 2015 rankings of America’s largest corporations. Wells 

Fargo’s vision is to satisfy all our customers’ financial needs and help them succeed financially.  Wells Fargo perspectives are also available at 
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