
How To Avoid The Biggest Mistake Owners 
Make In Growing A Business 

After doing more than 100 episodes of Built to Sell Radio, and analyzing more 
than 30,000 users over at The Value Builder System™, we’ve discovered one of 
the biggest blunders most of us make in growing companies. 

Before we get into the mistake, let’s do some basic math. At the risk of over-
simplifying a complex science, the value of your business comes down to a 
single equation. What multiple of your profit is an acquirer willing to pay for 
your company? 

profit × multiple = value 

Therefore, most owners think the best way to improve the value of their 
company is to sell more so they can make more profit. Because the owner is the 
expert in their industry, he or she is the person customers want to deal with, so 
the owner hits the road and starts selling. 

The company grows a little, but the owner’s life gets a lot harder. Customers 
demand more and more of their time, employees disappoint, and soon you run 
out of hours in the day. Your revenue flat lines, your health suffers and 
relationships get strained all because you're working too much. What’s worse, 
you haven’t really grown the value of your business because it's now more 
dependent on you than ever. 

The solution for growing your company's value—without sacrificing your life—is 
to focus on the empirical evidence available on what drives your multiple, the 
other number in the equation above. Once you start focusing on your multiple, 
you’ll also see your profits start to increase. 

What Drives Your Multiple 

After analyzing more than 30,000 users over at The Value Builder System, here’s 
what we have found to matter most to your company’s value: 



Differentiated Market Position 

Acquirers only buy what they could not easily create, so expect to be paid more if 
you have close to a monopoly on what you sell and/or are one of a handful of 
companies who have been licensed to provide a specific product or service in your 
market. 

Lots Of Runway 

Most founders think market share is something to strive for, but too much 
market share can decrease the value of your business in the eyes of an acquirer 
because you’ve already sopped up most of the opportunity. When I interviewed 
Courtney Reum, founder of VEEV Vodka on Built to Sell Radio recently, he told 
me they sold VEEV early in its lifecycle so acquirer Luxco would still have lots of 
market share to capture. 

Recurring Revenue 

An acquirer is going to want to know how your business will do once you leave, 
which is why recurring revenue reassures them there will still be a business once 
the founder hits eject. 

Financials 

The size and profitability of your company will matter to investors. So too will the 
quality of your bookkeeping. In a recent Built to Sell Radio interview with David 
Fairley, the founder of Hammocks.com, Fairley shared that shoddy bookkeeping 
was one of the reasons he was only able to get around two times pre-tax profit for 
his business. 

The You Factor 

The most valuable businesses can thrive without their owners and the inverse is 
also true. 

The Switzerland Structure 

At Value Builder, we describe your dependence on a single customer, employee or 
supplier as the Switzerland Structure, because the most valuable businesses are 
obsessed with independence. 

At CORE Strategic Business Solutions help business owners improve the value of 
their business through the focus on the 8 Key Drivers of company value. 
Sometimes in mine adjustments in these 8 key areas applied consistently over a 



reasonable period of time increase the value of your business while improving the 
quality of life for the business owner.  

   

 


