
Working Capital 
Optimization

Enterprise Value = 
Earnings X Risk & Growth 

Adjusted Multiple

Earnings

Increase Revenues

Increase Clients

Acquisition

Advertising

Print
Direct Sales
Manufacturer's Reps
TV
Direct Mail

Internet

Website
E-mail
Keyword
SEO

Referral Programs

Export JVs
Endorsed Mailings
Product Bundling

Barter
Product Development

Retention

Client Communication Program
Reduce Returns
Refund "Buy Backs"

Reactivate Old Clients

Direct Mail
Telemarketing
Selling Unconverted Prospects

Increase Client Value

Up Sell
Cross Sell
Time Packaging
Import JVs

Conditioning
Identifying Client Capacity
Demand Forecasting

Product Development

Demand Elasticity Analysis
Raise Prices
Lower Prices

Decrease Expenses

Indirect

Benefits
Energy
Finance Expenses
Freight
Insurance
Office Supplies
Packaging
Postage
Printing
Taxes
Telco
Travel
Warehousing
Waste Management

Direct

Business Process Improvements
Manufacturing Efficiency
Outsourcing
Technological Innovation
Vendor Audits

Multiple

In Your Control

Increase Earnings
Increase Sales/Growth Rate

Predictability Of Earnings

Understanding Your Micro-Investment "Portfolio"

Business Systems

Client Acquisition
Client Retention
Human Resources
Fulfillment

Intellectual Property
Brand Equity

Improve Balance Sheet

Reduce Leverage

Eliminate Non-operating Assets

Homes
Personal Autos
Personal Investments
Unrelated Businesses

Sell Excess Capacity

Plant
Office Space
Equipment

Reduce People Risks
Succession Planning
Key Man Provisions

Reduce Concentrations

Customers
No customer over 10% of sales
No 5 customers over 30%

Marketing
No more than 33% from one source
1 Year+ track record for key acquisition mechanisms

Suppliers
Prepare alternative vendor list for key vendors
Transact some business with them on an ongoing 
basis

Products
Distribution
Geographic
Demographic

Out Of Your Control

Industry Factors
Interest Rates
Stock Market
Local/Regional Economic Factors


