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Typically, when someone speaks of growing the value of their business, they are talking 
about improving their revenue or profit.  But did you know there is “hidden value” within 
your company that can be discovered if you know where to look?  Furthermore, there is a 
magic that happens if you focus efforts on unlocking this hidden value, that acts as a 
“Value Accelerator”.  In the second part of this article, we will examine the last four drivers 
in the Value Builder system and reveal the “magic accelerator’ for business value. 
 

Hidden Value 
Recall, the often-used business valuation approach: profit times a multiplication factor 

equals value.  [ P x M = V ]. The Value Builder System is a simple but powerful tool, created 

by Toronto based author John Warrillow, to assess your company’s overall performance 

in eight key Value Drivers.  It was created to answer the question, “Why does one business 

command a high value, while a competitor just down the street receives a low value?”  

Statistically, (with a sample set of over 30,000 global companies and growing) companies 

that achieve a score of 80 or higher command over a 70% higher multiple than the average 

business. Focusing on improving your performance in the eight Value Drivers should 

result in your business attracting a higher multiple, and thus a higher value. In the first part 

of this article, we covered the first four Value Drivers in the system: Financial Performance, 

Growth Potential, Switzerland Structure, and Valuation Teeter Totter. 

Eight Value Drivers 

Let’s look at the last four of the eight Value Drivers in the system: 
 
 
 
 
 

 
 
 

 
 
 

 

Your Company’s Hidden Value & 
the “Magic Accelerator” – Part 2 

Monopoly Control  
This measures your company’s ability to differentiate itself from its competitors and 

to set and control prices.  The greater control you have, the higher your multiple.  

Customer Satisfaction  
While this driver seems fairly straight-forward – how happy are your 

customers – there is one very good way to measure customer satisfaction.   

Recurring Revenue  
John’s second book called “The Automatic Customer” deals entirely with recurring 

revenue.  The greater the proportion and quality of automatic repeating revenue, the 

lower risk your business represents, and the higher multiple it can command.  
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Value Builder 

We’ve seen that companies that score high in many of these eight “Value Drivers” can 

command a higher multiple.  At its core, the multiple is a measure of the risk your company 

presents to a potential buyer.  The greater the risk, the lower the multiple, resulting in a 

lower company value.  So, to unlock your “hidden value”, focus on improving your 

business’s score in some or all of your Value Drivers! 

Magic Accelerator 
Now for the “magic accelerator”: The efforts you take in these eight key Value Drivers will 
not only increase your multiple but will likely also drive revenue and profit.  The reverse, 
however, is typically not true; that is, focusing on increasing profits and revenue alone is 
unlikely to have a significant effect on your multiple.  So back to the Value Equation, if you 
increase your Profit, “P” AND you increase your Multiplier, “M”, the result is an exponential 
increase in Value, a “Value Acceleration”.  Magic Eh? 
 

 

 

 

 

 

You drive the economy, you create jobs and you take great risks. At Hero’s 
Guide Inc., we understand that business owners are true heroes on a 
treacherous journey with each day bringing new adversities and challenges.  
Coming from a family of entrepreneurs, we know the burdens you bear and 
the sacrifices you make and at those times when you are at a crossroads, 
you could use an objective lens, a trusted confidant, and a knowing Guide.  
Like all great heroes, you will in the end save the day.  Like all heroes you 
too deserve a Guide! 

If everyone in your company has to come to you for all decisions, if your suppliers and customers 

want to deal only with you to get transactions done then you are the hub. While being the single point 

of focus may be very efficient (think large global airline hubs such as Chicago O’Hare with hundreds 

of flights connecting each hour), it is also very risky (now think of O’Hare in a January blizzard). If 

you took a vacation or turned ill, would the business still function without you around?  The more you 

are at the center of the action (hub) the higher the risk, and thus the lower your multiple.  

The so-called “Net Promoter Score” is a measure that gets at how likely a customer is to 

recommend your business to friends or family.  Companies that score high in Net Promoter 

Score are able to turn referrals into customers, and customers into profits.  

Get Your Scorecard 
To learn more about how you can accelerate your company’s value and to see how 
your company scores on the eight Value Drivers, get your complimentary Value 
Builder Scorecard at www.herosguide.ca.  
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Hub and Spoke  
Finally, the eighth driver measures your company’s dependence on you as the 

owner.  Imagine a bicycle wheel with all the spokes connecting to the central hub.  

As the owner, are you at the hub or are you one of the outside spokes?  
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