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Company:  _______________________  

____________________________________________________________________________________________________

For Business Owners / CEOs / CFOs

Instructions: The attached has been designed specifically for you. It is a comprehensive self-assessment document which can be used to assess readiness of your company to maximize value.

Download this questionnaire, complete it, save it, then attach the file to an email and forward it to us at info@meadconsultinggroup.com. We will send you a readiness score which will tell you how prepared your company might be to maximize value in a transaction. 

Occasionally a business owner might need some assistance in completing the form. If you would like assistance, call us at (303)660-8135 or email us at info@meadconsultinggroup.com.

___________________________________________________________________________________________________________

	
	
	Value Drivers
	Value Discounters
	Questions
	
Your Answers

	
	Assets
	
	
	
	

	2
	Level of Assets
	Assets are within benchmark range for the industry
	Business has excess or inadequate assets (Cash, inventory, equipment, or receivables)
	Calculated
	

	3
	Clear title
	No encumbrances or liens per lien search
	Unknown; encumbrances or liens are present
	Have you had a lien search performed on your assets (equipment, real estate, etc.)? If so when? Are there any liens or encumbrances? Are there documents that establish rights of ownership, such as deeds, bills of sale, invoices, etc?
	

	1
	Accounts Receivable
	Days sales outstanding is appropriate; there are few past due accounts and all are collectable
	DSO is excessive;  many debts are doubtful or not likely to be collected
	Regarding your accounts receivable, what is your current Days Sales Outstanding (what is the current level of receivables and the current sales level?) 

Do you have any receivables that are older than 90days/180 days? Are there any accounts that might be uncollectible?

Is there documentation for the Terms of sale and rights to payment and interest for late payments?


	

	1
	Inventory 
	Reasonable levels; good inventory management practices; conservative accounting methods
	Slow moving or obsolete inventory; non-conservative accounting methods 
	Do you track inventory aging? Is there any inventory older than 90 days? 180 days? Any inventory that is not usable in your current products or saleable to your current customers?

What is inventory costing basis (LIFO, FIFO, Avg Cost, etc.)?
	

	2
	Equipment
	In good repair and current. Book value less than or equal to market value; depreciation schedules are well managed; ownership is well documented.
	Book value greater than market value; Maintenance not current; Some is unnecessary and should be sold or scrapped; depreciation schedules are not well managed. 
	Is all of your equipment listed on the balance sheet in good repair and used to support your current business? Is the book value less than or equal to market value? Is maintenance scheduled and current? Are depreciation schedules documented and maintained?
	

	3
	Real Estate
	Held in separate company; Leases are at Market rates.
	Leases are over or below market rates; real estate is held in the operating company.
	Who owns the real estate? Is the real estate in a separate company than the operating company? Are the leases over or below the market rates? Has an independent third party (such as a commercial realtor) verified the rates? Is all of the real estate ownership and leases documented?
	

	3
	Intellectual Property 
	Patents, trademarks, licensing, and copyrights are current and documented.
	There is no documented intellectual property.
	Do you have patents, trademarks, licensing, and copyrights for the business? Are they current and documented?  Do you have documented rights to use all of your trade names, product names? Do you have any licensing agreements with IP? Is there any IP that is critical to the business that is owned by a separate company or third party?  Is there any information that you would consider a trade secret? 

	

	3
	Advances /receivables from employees, shareholders, or related entities
	None
	Some on Balance Sheet
	Are there any loans, advances, or payments due to the company from you, other shareholders, employees, family, or related entities?  If so, what are they and what are the terms? Is all of this documented?
	

	
	Liabilities
	
	
	
	

	2
	Accounts Payable
	All current
	Past due; poor supplier relations; too many suppliers
	Are all payables current? Do you have a supplier qualification program? Do you have multiple sources/ suppliers for all components or products and services? Any sole source suppliers? Any suppliers in financial or legal trouble?

How would you classify your relationships with suppliers? Who has the key relationships with suppliers
	

	3
	Notes Payable
(may not be relevant)
	All current; no balloon payments are due that seriously impact cash flow
	Company is past due on notes; debt service is excessive; balloon payments may impact cash flow 


	If there are notes payable – are all notes current both with interest and principal? Are there any balloon payments? If so, what are the provisions to make these balloon payments? Is this documented? Are all of the old notes (paid off) appropriately retired and documented?
	

	2
	Non-operating Payables to employees, shareholders or related entities
	None
	Some exist on balance sheet
	Are there any loans or advances that have been made to the company? Any payables due to yourself, employees, family members, shareholders, or related people? If so what are they? Is it properly documented?
	

	
	Equity
	
	
	
	

	3
	Ownership (may not be relevant)
	Investors are well documented and relationships are well managed


	Investor positions are not well documented; relationships are strained.
	Describe the ownership of the company? How many owners / investors are there? Describe the relationship between investors and the company? How frequent is the contact between the company and all the investors? Is the stock register current and complete?  Are there shareholder agreements in place? What kind of approval is needed in order to sell?
	

	
	Revenues and Margins
	
	
	

	2
	Customer Concentration
	No one customer represents more than 10% of revenue.

The top five customers represent less than 50% of total revenue
	One customer or small group of customers dominates revenues; 
	Do you have any one customer that is more than 10% of revenue? What percentage of the revenue is to the top 5 customers? The top 10 customers?
	

	1
	Customer Profitability
	Profitable customers are known and managed; unprofitable ones are quickly identified;
	Unprofitable customers have not been identified; the lifetime value of a customer is not know or is very low.  
	Do you identify net profit by customer? Do you track the lifetime value of a customer?
	

	1
	Market Segments
	Market segments are well managed; all are performing well
	Profit by market segment is not known, or some are very unprofitable. 
	Do you identify net profit by customer?? Are all market segments growing in both revenue and net profit? If no, which ones are not performing?
	

	1
	Routes to market
	Sales and distribution channels are well managed
	Profit by sales and distribution channels is not known. 
	Do you identify net profit by sales channels and/ or distribution channels? Are all channels growing in both revenue and profit? If no, which ones are not performing?
	

	1
	Gross Profit Margin
	Gross margin is at or above benchmarks for the industry
	Gross margin is too low
	What is the gross margin? Is there a business, market, or segment that is a drag on gross margin?

Are there any sales, general, or administrative expenses included in the Cost of Goods?
	


Additional: Are the financial statements compiled and reviewed by a CPA firm? Are the statements audited?

Are there any assets or liabilities of the company that are not listed on the financial statements? If so, what are these?

What is the policy for capitalizing expenses? Are there any expenses that could be capitalized? 

	
	
	Value Drivers
	Value Discounters
	Questions
	Your Answers

	
	Operating Expenses 
	
	
	

	1
	Sales, General and Administration Expenses
	Operating expenses are at or below benchmarks for the industry; there is some flexibility in them; there are few non-essential expenses.
	Operating expenses are too high; there is little flexibility in managing them; there are many non-essential expenses. 
	Are there any unusual expenses in the SG&A? Any nonessential expenses?
	

	
	
	
	
	
	

	3
	Owner’s Compensation
	Salary is appropriate; perks are reasonable; 
	Salary is too small or too large; perks are not reasonable and owner’s discretionary cash flow is difficult to calculate
	What is the total owner’s compensation? Salary, Benefits, Perks? Does the owner know what the market rate is for compensation at this size/type operation? Is there documentation of tax compliance and deferred compensation regulation compliance (if applicable)?
	

	
	
	
	
	
	

	
	Cash Flow or EBITDA
	
	
	
	

	1
	Cash generated
	Company is generating profits and cash reliably 
	Cash generated is low or erratic.
	Calculate Operating Cash Flow (EBIT) and EBITDA
	

	2
	Bank Relations (may not be relevant)
	Bank relationships are well managed and in good shape
	There are no good bank relations. 
	Describe bank relationships? How long has company been with current bank(s) and current account manager? How would the bank describe the relationship with the company?
	

	2
	Lines of Credit (may not be relevant)
	LOCs are well established and reliable. Balances are appropriate.
	LOCs are maxed out; lender relations are poor. 
	What is the utilization on your lines of credit? 
	

	1
	Accounts Receivable
	Days outstanding is appropriate; there are few past due accounts and all are collectable
	DSO is excessive;  many debts are not likely to be collected
	Calculated from above
	

	1
	Inventories
	Reasonable levels; good inventory management practices; conservative accounting methods


	Slow moving or obsolete inventory; non-conservative accounting methods 
	Calculated from above
	


	
	Strategic Growth Story
	Value Drivers
	Value Discounters
	Questions
	Your Answers

	2
	Strategic Plan and 

History of Execution
	Company has strategic plan in place and has a history of executing well against its plans


	No plans or inconsistent record of achievement against plans.
	Do you have a multiple year strategic plan? Is it written? How long have you been doing strategic planning? How well has the company executed against its plans?

If no strategic plan, do you do annual written business plans? How well has the company performed against those plans?
	

	2
	Revenues 
	Revenues are steadily increasing; there is a great plan in place to continue growth; long-term contracts are in place.
	Revenues have been declining or growth is stalled; there is no strategic growth plan; there are no long-term contracts. 
	Discuss recent three year trends in revenue. Is there a plan in place for growth? Are there documented sales contracts in place? Are these long-term contracts? Are they assignable?

Where will the revenue growth come from for the next three years (existing or new - products, customers, markets, channels)? Who are the major competitors and what are they doing in the market? How do they compete (Price, selection, service, innovation, etc.)? Are there any threats to revenue (existing sources or future)?
	

	2
	Profits
	Profits are increasing appropriately with revenues and are appropriate for the industry
	Profits are declining; there is no plan to increase them; they are too low for the industry.  
	Discuss trends in profits over the recent three years? What are the causes for decline or slowing growth?  What is in place to grow profits over the next three years?
	

	2
	Products
	Product development is well documented and effective
	There is no product development roadmap; products are obsolete or becoming so. 
	Where are your current products in their life cycle (new, growth, mature, aging, possibly obsolete)? Where do new products come from? How are they sourced, developed and introduced? What new products have been introduced in the past three years? Is there a specific plan for new products for the next three years?
	

	2
	Markets
	There are many market opportunities yet to be pursued; the customer base is geographically dispersed
	Market opportunities have been exhausted or are unknown. There is no growth plan. 
	What are the market opportunities? Is there a plan in place to take advantage of these?
	

	2
	Brand  or Reputation relevant)
	The brand is well established and well known; customers also have recognizable brands
	The brand is not well established; there are no well-known customers
	How well known is your brand? Are there specific product brands? What is your reputation in the market (what would customers say about you)? Do you regularly survey customers? If so, how frequently and what are the results?
	

	2
	Suppliers
	Supplier relationships are secure and well documented; long-term agreements are in place.
	Suppliers are unreliable; there are no long-term agreements in place.
	Do you have reliable suppliers? Do you track ontime delivery and quality? Any other key measures that you track? Do you have long-term agreements in place? Are these agreements assignable? Are there any questionable sources of supply (sole source, suppliers in trouble, etc.)? How do you qualify new suppliers?  
	


	
	
	Value Drivers
	Value Discounters
	Questions
	Your Answers

	Management Team
	

	    2
	Foundational Coverage
	All key performance areas are well staffed and managed with appropriate experience levels 
	Many gaps in experience and performance.
	Can the company run without the owner? Are there key managers across the company that are experienced and well-trained? Have they been making the decisions? Are there any gaps in management?  Is there a performance management system?
	

	2
	Loyalty and Retention
	There is good tenure in key positions;
	There has been (and is likely to be) a lot of turnover; experience walks out the door everyday.
	What is the tenure among executives? How long with the company? How long in current jobs?
	

	2
	Transition Plan (may not be relevant)
	Transition / succession plans are in place; there is a high likelihood that relationships will move from current owners / management to new ones effectively.
	There has been little thought to transition and succession planning; relationships are very personal.
	Is there a transition or succession plan to move from owner to management?  If so what is it and has it been communicated to all parties? Is there any training or development plan for the transition?
	

	2
	Employment Agreements
	Key employees have signed confidentiality and non-compete agreements
	No agreements
	Are there employment agreements in place for key employees? Confidentiality and Non-Compete agreements?
	

	2
	
	
	
	
	

	2
	Executive Compensation
	Executives are compensated fairly; portion of comp is leveraged; key members are incented to stick around and help the company grow
	Executives are under or overcompensated, and are not incented to stay or help the company grow in the long-term
	How are executive compensation levels determined? Do you track market rates for your industry? For your region? At what level do your salaries fall (upper 25%; 50%; bottom 25%)?

What percentage of compensation is salary vs. bonus? Are there any equity incentives (stock options, etc.)?

Is there appropriate documentation especially tax and deferred compensation regulation compliance?
	

	
	

	1
	Family
	Family members (if any) are in appropriate positions, and are compensated fairly
	Too many family members are on the payroll; some are out of position or overcompensated
	Are there family members on the payroll? Are they in the correct positions? Are they compensated at market rates? Will they be staying with the company after sale?
	

	2
	Team Development
	Careers are managed well; professional development is part of the culture; retention and loyalty are high
	Team members have little incentive to stay, and there is little focus on team growth. 
	What is the turnover of other employees? Is there a professional development or career development program to encourage people to stay with the company?
	

	2
	Cross-training
	Employees are cross-trained
	Employees are not fully cross-trained
	Are employees cross-trained in different jobs? Is it across the board or at certain levels? Is there a plan in place?
	


	
	
	Value Drivers
	Value Discounters
	Questions
	Your Answers

	3
	Corporate and Financial Records
	Current and complete
	Incomplete
	Do you have corporate documents up to date? Minute books, Stock registers? S-election or corporate filings? Articles of Incorporation/ ByLaws?
	

	
	
	
	
	Insurance Certificates for Product Liability, Health, Vehicles, Property, Business Interruption, Key Man, etc?
	

	
	
	
	
	
	

	
	
	
	
	
	


Additional: Is there any pending or threatened legal action against the company or its officers? Any claims by employees, discrimination, product liability, IP infringement, uninsured insurance claims?

	Additional Comments: 


	

	
	

	
	


Report Completed by:  Name: _________________________________________ Title: _________________________ Company: __________________________________________________

Email:_____________________________________________________________ Telephone: ______________________________________
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