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Knowledge without action doesn’t add value to your
business. Take your new knowledge a step further. 

Complete the exercises that follow and implement
these changes into your business and start
maximizing your business value today!

Enjoy! 

Gary K. Aldridge
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Seller’s viewpoint: Buyer’s viewpoint:

Chapter 1
Exercise 1: Taking out the Emotion: Buyer vs. Seller 
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Land Air Sea

Exercise 2: Crossing the Bridge
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.1

.2

.3

.4

.5

Answer the following questions: 

WHAT is your current business value today? 

HOW much value do you want/need when you exit?

WHEN will you exit?

HOW will you get there?

WHY will someone pay you that for your business? (Think like a buyer.)

Disclaimer: This model is for illustrative and teaching purposes only. It is
not intended to follow the valuation standards and criteria as set forth by
the AICPA or NACVA. Several factors could affect your actual business
value such as:

Industry and economic risks, competition, changes in revenue growth,
cost structure, or changes in buyer behavior etc.

There are no guarantees that you will be able to realize any value above or
secure any financing based on this model.
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Chapter 4
Exercise 5: Accountability
Click HERE to access (Go to File, Make a Copy to Edit) 

Chapter 5a
Exercise 6: Turnover
Click HERE to access (Go to File, Make a Copy to Edit)

https://docs.google.com/spreadsheets/d/1hnA4Dng5dn8DAHTaql9fI9OspcR4Q_qM/edit?usp=drive_link&ouid=112623232029975457479&rtpof=true&sd=true
https://docs.google.com/spreadsheets/d/1VFGSEyK7g0KFu19G9oqkHIM7oW3UNw_y/edit?usp=drive_link&ouid=112623232029975457479&rtpof=true&sd=true
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Chapter 5b
Exercise 7: Hire
When it's time for you to hire new people, how do you decide what kind of people you
need? If you don't have criteria yet, use the list of questions below to build your
standards for hiring. If you already have criteria, compare it against these questions to
see what you might be missing.

Questions:

.1

.2

.3

.4

List the most critical factors needed for this position to be successful.

Does this candidate have those factors listed above?

Will this candidate be a good fit for our corporate culture?

What is a fair and competitive compensation package (wage, benefits, time off)
for this position?



.5 What elements are most important to this person when it comes to their long-
term employment? 

.6

.7

.8

.9

10

What specific training is needed for this position to be successful?

What steps can we as a company take to treat this person with respect and
make them feel accepted?

Will this person stay with our company for at least five years?

How would we rate this person on a five-star basis (1 is low, 5 is high)?

This hire will be considered successful when (fill in the blank)
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Chapter 7
Exercise 8: Map it Out
"OK, what do I do now?" you might be thinking. This is where you start applying what
we've covered, where you get creative, involve your team, and blend your people and
your technology into a better business. 

Start with the following: Answers:

1. Map out your processes. Literally draw
them on a whiteboard with your team, tracing
how your product or service actually gets to
your customer today. Be detailed and patient. 

2. Identify bottlenecks and opportunities for
improvement. One place to look is wherever
the most labor dollars are being spent. Another
way to find bottlenecks is to ask, "What would
happen if we increased production by 10%,
20%, or 30%?" That question alone will
surface bottlenecks you didn't know you had.

3. Identify where technology can help. Don't
worry yet about what it is or what it costs. Just
walk through your processes and mark where
the opportunities are. 

The Opportunity Process Answers:

1. Time. How much time does it take to get
your product or service through a given point
or gateway?

2. Money. How much money does each step in
the process cost you? 

3. Effort. How much physical or mental effort
does it take to get the product or service
completed?
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The places where you're spending the most time, money, and effort are your best
candidates for automation. Once you've identified the opportunities, it's time to
research your options. Is the technology available on the market today? If not now, it
may be later. If it is available, what does it cost, and how long does it take to
implement? (Fair warning: it always costs more and takes longer than the salesman tells
you.) Once you've decided whether to build or buy, plug the cost into your cash
forecast to see how it affects your cash flow. And whichever way you go, measure
your return on investment before you build or buy, not after.

Chapter 8
Exercise 9: Store Profit

Exercise 10: KPI

Exercise 11: STARS

Click HERE to access (Go to File, Make a Copy to Edit)

Click HERE to access (Go to File, Make a Copy to Edit) 

Click HERE to access (Go to File, Make a Copy to Edit) 

https://docs.google.com/spreadsheets/d/1Ug1q8sRDBEsVJ3EaShnYQ17io98J-G-Y/edit?usp=drive_link&ouid=112623232029975457479&rtpof=true&sd=true
https://docs.google.com/spreadsheets/d/1v4XvfisJq2v2SpqJdsdqi8v945TGxRQ9/edit?usp=drive_link&ouid=112623232029975457479&rtpof=true&sd=true
https://docs.google.com/spreadsheets/d/1zjGG2e_KxOT5-mUJ7JeLmc_FnbBDMhOh/edit?usp=drive_link&ouid=112623232029975457479&rtpof=true&sd=true
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Chapter 12

Chapter 14 

Exercise 12: Benchmarking

Exercise 13: Collateral Ability

Click HERE to access (Go to File, Make a Copy to Edit) 

Click HERE to access (Go to File, Make a Copy to Edit) 

https://docs.google.com/spreadsheets/d/1mmN6Kvds99dRprhyJi5_r8fShCLdbKXG/edit?usp=drive_link&ouid=112623232029975457479&rtpof=true&sd=true
https://docs.google.com/spreadsheets/d/1JVv3EJsSmsHZ7fGdu0mUcBeS1jhho026/edit?usp=drive_link&ouid=112623232029975457479&rtpof=true&sd=true
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Chapter 15 
Exercise 14: Risk
Click HERE to access (Go to File, Make a Copy to Edit) 

https://docs.google.com/spreadsheets/d/1YURRzHseP9FKuLY_6B70MyYwiOp4PHTs/edit?usp=drive_link&ouid=112623232029975457479&rtpof=true&sd=true
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Facebook LinkedIn YouTube

www.garyaldridge.com www.buildforsale.com

Follow Gary on Social Media:

HOW TO WORK WITH GARY
Private coaching
Business valuations

Business brokerage
Build for Sale! online course 

https://www.facebook.com/aldridgevaluationadvisors
https://www.facebook.com/aldridgevaluationadvisors
https://www.linkedin.com/in/galdridge/
https://www.linkedin.com/in/galdridge/
http://www.youtube.com/@garyaldridgeava
https://www.garyaldridge.com/
http://www.buildforsale.com/
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