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INTRODUCTION AND OVERVIEW

For the better part of your life, you’ve poured your 

blood, sweat, and tears into building your business 

into the successful company it is today. You may 

not have a business degree, a particular zeal for 

accounting, or a strong marketing background, 

but you never let that hold you back. Instead, you 

weathered every storm and grew even stronger.

But after years of tireless hard work, it starts feeling 

like it’s time to close the door on those exhausting 

days and sleepless nights and open the next 

chapter of your life — a peaceful retirement. Surely, 

all those years of toil and stress have amounted to 

something substantial, so you just need to sell your 

company, reap the fruits of your labor, and walk 

into the sunset… Right?

If only life were that simple. The truth is, when 

hard-working entrepreneurs — no matter their 

business or degree of success — finally put 

their companies on the market, all too many 

encounter what they perceive to be “lowball” 

offers from prospective buyers, or even worse, an 

utter lack of interest entirely. Naturally, this can 

be an emotionally and financially devastating 

experience, but the pain is particularly acute if 

you’d been planning on raking in a tidy sum to 

finance your retirement.

This doesn’t have to be your fate. The key is to 

focus on building greater value into the right 

parts of your company before you sell — and 

having an expert partner on your side to guide 

you through the process can be invaluable.

In this eBook, the business growth experts at 

Raincatcher will outline what you need to know 

to increase your company’s value while making 

it more appealing to buyers.

This valuable information includes:

  Two Important Questions to Ask Today

  The Solution for Long-Term Success: An Exit Plan

  Knowing Your Business’s Value: Misjudgment Has its Consequences

  Consequences, Suboptimal Solutions, and a Strategy for Success

  Common Obstacles and Successfully Surmounting Them

  Disruptors with Dangerous Effects on Your Company’s Value and Salability

  Optimizing Your Business for Sale 

  The Three-Step Built to Sell System™

  Conclusion
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Two Important Questions to Ask Today

GETTING STARTED

Quite simply, most businesses are too 
underprepared to sell.

That’s certainly not an indictment, but rather a 

reflection of reality. Business owners are primarily 

focused on the current state of business affairs — 

after all, most small companies’ top priorities are 

generally things that need to be done right now 

rather than at some point in the future. So often 

they don’t understand precisely what it takes to 

build into their business the kind of value that will 

ultimately fetch a good sale price. Without a good 

foundation of this knowledge, owners have seldom 

undertaken any of the many steps necessary to 

establish a successful, sale-ready organization.

Fortunately, there is a solution, and its one that 

companies with successful exits have been 

implementing for years.

Maybe the notion of selling is something you’re just starting to consider. Perhaps you believe it’s long past 

time to put your business on the market. Or conversely, you may simply lack an interest in ever selling. 

Although everyone’s situation and business are unique, as a savvy entrepreneur, you would be wise to ask 

yourself just two important questions:

So, what makes these questions so important? 

Perhaps better than any other measurement, 

the responses to these questions reveal how 

successful your company really is — even if 

you’re not planning to sell it — particularly since 

prospective sellers and buyers frequently have 

very different perceptions of a business’s worth.

Yet when sale-ready owners’ dreams collide with 

cold reality, disappointment and disconnects 

often ensue. What could possibly explain the 

frequent discrepancies between buyer and seller?

“Would someone 
want to buy my 
company?”

“ If so, for what 
reasons?”

1.

2.
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AT RAINCATCHER, OUR TEAM OF 
PROFESSIONALS IS DEDICATED TO 

ENSURING OWNERS HAVE EVERYTHING 
THEY NEED TO BUILD A BUSINESS 
THAT ULTIMATELY MAKES FOR AN 

IRRESISTIBLE ACQUISITION TARGET.

If you’re like most Americans, you have a vision for 

your future. Now imagine how shattering it would 

be to learn you could no longer build the frame for 

that future, all because you can’t sell the company 

you worked so hard to construct for every cent you 

thought it was worth. Now picture a solution to 

this problem — one that’s not only affordable for 

you personally, but one that also helps to reinforce 

your plans for expansion and growth.

It may not sound flashy, but companies well-built 

for future sale share a common long-term strategy  

—  a personalized exit plan.

Since these plans entail a great deal more than 

pondering the speech you plan to deliver after you 

close the door for the last time, developing and 

then executing such a strategic plan will require 

partnering with a knowledgeable and skilled 

specialist.

 

Think of it like building or renovating a home. To 

get the job done right, you’ll need an architect or 

general contractor with the right expertise, the 

correct tools and equipment, and relationships 

with the best specialist subcontractors. At 

Raincatcher, our team of dedicated professionals 

is dedicated to ensuring owners have everything 

they need to build a business that ultimately 

makes for an irresistible acquisition target. From 

the foundation to frames, the roof to the fixtures, 

we’ll develop a custom exit plan that includes 

key improvements to build more value into every 

level of your company — the kind of value that 

not only increases your business’s worth, but also 

makes it more attractive to prospective buyers.

Indeed, by carefully inspecting and shoring 

up your exit plan well before the final nail is 

hammered, Raincatcher can ensure you are more 

accurately rewarded for all your years of hard 

work and effort. With a clear focus on providing 

value not just to your business but also to your 

bottom line, we’ll deploy strategies proven to 

transform your company into a “ready-to-sell” 

enterprise — all at a price that won’t break 

your budget.

The Solution for Long-Term Success: An Exit Plan
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THE POWER OF A VALUATION

Perhaps you’re eager to retire and pursue your 

passions like spending more time with family, 

travelling, reviving an old hobby, or simply relaxing. 

You could also be ready to move on just so you can 

launch an all-new business endeavor. Or maybe 

you can’t quite imagine leaving your baby just 

yet, but you’re beginning to recognize that you’ll 

ultimately need to hand it off to someone else if 

you want your company to have a future or wish to 

leave a legacy.

Regardless of your reason for selling and no matter 

where you are in your career, the need for a partner 

who can not only draft and execute a solid exit 

plan, but also provide an accurate assessment of 

your company’s value — is both universal and vital. 

This is particularly critical if you hope to augment 

your retirement nest egg (or cover the cost of that 

vacation you long ago promised your supportive 

spouse) with the proceeds of the sale.

Before you can sell your business you must 

establish its ticket price, and that’s a bit trickier 

than most imagine.

In fact, most business owners think they have a 

good idea of how much their operation is worth, 

but these figures are almost always overinflated 

guesstimates, largely based on empirical evidence 

and a bit of personal bias. Your business may well 

be your biggest asset, but if your estimate doesn’t 

stand on an objective, data-supported foundation, 

the figure in your head is unlikely to square with 

what potential buyers will actually pay.

You see, to get the maximum amount for your 

business, you must first understand how would-be 

buyers value companies. And if you don’t fully 

understand the true market value before listing 

your organization for sale, your expectations are 

likely to crumble beneath the crushing reality of 

the small figures prospective buyers are prepared 

to offer.

If one wishes to avoid such regrettable surprises, 

entrepreneurs should ideally possess a keen 

understanding of the cornerstones and planks of 

the valuation process. Yet as this clearly entails a 

great deal of time, effort, and most importantly, 

expertise. Acquiring this knowledge can be a 

Herculean task — especially since small business 

owners already have their hands full overseeing 

daily operations and trying to balance a personal life.  

To develop your knowledge of the issues and 

processes involved, Raincatcher will lay the 

groundwork with an online, independent 

assessment of your company not only to provide 

you with an honest evaluation of your business’s 

current position, but also to identify specific 

improvements you can make to construct a built-

for-sale future.

Failing to understand how much your company 

is worth — or worse yet, spotting opportunities to 

increase that value once they’ve already passed 

by — can have devastating consequences. You 

may have difficulty securing a broker prepared to 

green-light your sale, or you could learn that the 

amazing business you spent a lifetime cultivating 

is worth far less than you imagined, leaving your 

financial future in doubt.

Knowing Your Business’s Value: Misjudgment Has Its Consequences
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Consequences, Suboptimal 
Solutions, and a Strategy 
for Success

Even if you do find a buyer, you’re likely to be grossly underwhelmed 

by their top offer. If you do proceed with the sale, will the proceeds be 

sufficient to support the kind of lifestyle you’ve been dreaming of and 

planning for years? And more importantly, could there be value hidden in 

your company that, if only it had been discovered before the sale, would 

have driven the price even higher?  

OK, but for how long do you expect that to last? At some point, you 

simply may no longer be able to work. This is why it’s so important to 

consider what it takes to prepare your business for sale from the eyes 

of a prospective buyer.

Would you really be able to watch all that you worked for over the years 

just disappear? Sure, you avoid the bills and the stress, but no more 

business also means no business-generated income. As a matter of fact, 

one of our colleagues took this route with his construction company, as 

he believed there was no way he could sell his company because as the 

owner, it was just too dependent on him.

OPTION 1

OPTION 2

OPTION 3

You could sell your company for significantly less than 

you thought it was worth — and that’s only if you can find 

someone interested in buying it.

You could keep working so you can continue 
making ends meet.

You could just cut your losses and close shop.

If this worst-case scenario does befall you, you may 

be left with surprisingly few solutions, and none of 

these options is particularly pleasant. In fact, these 

are three of the nightmare scenarios most capable 

of demolishing your American dream.
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A Solution for Success

For those dedicated to living a successful 

American Dream, there is another approach 

— partnering with a professional. And that’s 

because in many ways, selling a business is very 

similar to selling a house, and there are just as 

many ways of owning or selling. Think of building 

your business’s success as finishing a first-floor 

remodel. You’ve accomplished a lot at this point, 

and it didn’t require a great deal of specialized 

tools or equipment to get there. Granted, there’s 

more work to be done, but you’re in good shape, 

so it seems manageable.

But completing the first floor is only the first big 

step. If you want to finish work all the way to 

the rooftop, you’ll have to do quite a bit more, 

and the higher you go, the details become 

increasingly important, as every new level or 

addition poses greater challenges and risks.

Making the decision to sell is akin to standing 

on that newly finished first floor. You’re ready to 

move forward, but there are so many decisions 

to make, and your every choice could erode 

value just as easily as it could add it. If you 

don’t have detailed plans or select the wrong 

craftspeople and specialists, you may never 

finish the job, but it would be far worse to 

believe you’ve built a sturdy, safe and beautiful 

structure only to subsequently discover 

significant structural and design flaws.

No two buildings (or businesses, for that 

matter) are the same, so you need a partner 

with a proven record of success constructing 

and managing a variety of projects and clients. 

Raincatcher has helped business owners from 

several industries achieve their dreams, and 

their dedication to transforming your business 

into a “ready-for-sale” enterprise means guiding 

you through every step, identifying and 

overcoming obstacles, and ultimately selling 

your company for its maximum value.

YOU NEED A PARTNER WITH A 
PROVEN RECORD OF SUCCESS 
CONSTRUCTING AND MANAGING A 
VARIETY OF PROJECTS AND CLIENTS.
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COMMON OBSTACLES

These obstacles can manifest in many ways, but here are some of the most common:

   Working Capital Concerns

How much working capital you possess can have an impact on your company’s value, so it is vital we 

address this obstacle. In layman’s terms, working capital represents the money used to run day-to-day 

operations — and remember, cash is always king. It’s calculated as your current assets less your current 

liabilities, so if there are constraints in this area or you experience challenges driving new and existing sales, 

this will be an issue when selling your company.

  Negotiating favorable customer payment terms 

combined with other strategies, such as up-front 

customer deposits, payments in advance of service, 

annual payment plans for a discount, etc.

  Employing alternative customer payment methods, 

such as ACH, PayPal, credit and debit cards.

  Negotiating favorable vendor payment terms and 

reducing your dependency on one or a few suppliers.

  Securing revolving lines of credit with favorable interest 

rates to mitigate the impact on working capital.

If you have cash-flow issues or the sources 

and uses of company cash are less than 

transparent, then buyers may not be 

interested — or not at your asking price, 

at least. The adage that “cash is king” is 

particularly apt, and without a 12-week 

cash flow forecast to understand where 

your potential cash shortfalls may be, a 

prospective buyer will be uncomfortable 

paying your asking price. Likewise, aging 

receivables (slower cash inflows) and 

aggressive vendor payment terms (faster 

cash outflows) are also recipes for disaster. 

As you continue building beyond the first floor, you’ll undoubtedly notice that every level becomes more 

difficult than the last. Small things can easily become big disasters, and the challenges are ever more 

daunting. But if you’re truly committed to leading the lifestyle you’ve dreamed of, you know you must 

persist to sell your business for the best possible price. And a proven way to accomplish this is to work with 

a knowledgeable team with not only the capability to help you overcome obstacles to your success, but 

also the commitment to ensure it’s done right.

At Raincatcher, we have the professional experience and advanced systems to build your company up to a 

higher value when it’s time to exit. We’ll give you a clear plan and use the best equipment to overcome any 

obstacles you may encounter, and specifically those that could limit your options to build a greater value 

for potential buyers.

Common Obstacles and Achieving Them Successfully

Working capital can also be impacted 

by several things, such as:
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Like so many American business owners, you are 

extremely skilled at what you do, but you may 

not be seasoned in professionally building and 

managing a business. And there’s a good chance 

you never needed strategic advisors, accounting 

professionals or an expert management team to 

help guide your operation before. It is, in fact, the 

norm for business owners not to possess extensive 

accounting or executive experience, as everyone 

has his or her own talents, gifts, and strengths.

Businesses with in-house, professional CFO and 

accounting experience are typically run more 

efficiently because the chief financial officers 

Many small business owners either manage 

much of their businesses themselves, or they 

rely on only a few trusted employees or family 

members to help them. Is this the case with 

your company? While this may have worked 

beautifully for you in the past and present, 

what happens when you ultimately step down? 

If your key employees plan to exit alongside 

you, how will the company continue operating 

successfully? You must carefully consider any 

potential dependency-related issues when 

planning to sell your business.

Another form of dependency we often see 

is businesses that rely almost exclusively on 

one or two vital customers or vendors, which 

prospective buyers rightly see as a risk. What 

if the major customers buy less, or worse, take 

their business elsewhere once the new owners 

assume control? Just as anxious about ownership 

changes, suppliers can be tempted to leave once 

that long-established relationship ends.

Buyers see dependencies such as these as bright 

red flags.

Lack of Professional Executive and 
Accounting Experience

Owner and Key Stakeholder 
Dependencies

develop financial management and reporting 

systems, scoreboards, and dashboards they use to 

make informed, effective decisions. They manage 

their accounting team to ensure their financial 

records are accurate, complete, and timely. 

In short, CFOs unleash the power of your 

financials, putting them to work for you. These 

executives also foster valuable relationships with 

banks, securing lines of credit you can use to 

build the company as well as to manage working 

capital.

In effect, they unleash the power of your financials, 

so they work for you. They also build valuable 

banking relationships that help them secure 

lines of credit used to manage working capital 

and grow the business. What’s more, these things 

bolster your company’s value in the minds of 

prospective buyers and are therefore what we will 

focus on as we optimize your company for sale. 

Using your talents to create a business and enjoy 

the many years of success it earned you is your 

strength.

Ensuring that you can continue to enjoy this 

financial success after selling your company 

is ours. 

Undocumented Operations

Another common impediment companies 

looking to sell is the way they leverage and 

maintain documented operations and employee 

manuals to create scalable and sustainable 

operations. Do you have formal, documented 

policies and procedures in place? Believe it or not, 

if your company doesn’t maintain documented 

standard operating procedures, policies, 

workflows, and employee manuals, it could 

decrease your company’s value.

In Raincatcher’s experience, prospective buyers 

are most attracted to turnkey operations — 
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The bigger and higher you construct a building, the 

greater the risk, and though you’re getting close, you 

know that the finishing touches are always the most 

difficult. To make it happen, you must have focus, 

ambition, and a burning desire to succeed. You’ll 

need these same attributes when you get ready to 

sell your business. Like building a home, Raincatcher 

believes you should know what potentially lies 

ahead before you make the next move. In our 

experience, customers have been impacted by 

several key business disruptors on their way to 

success, including:

  Stronger or larger, more established 
competition.

  Commoditized products or services that 
emphasize price over value.

  Less than optimal products compared to 
competitor offerings.

  Market forces or differentiation that impact the 
need for or value of their products or services.

  Labor shortages and the “war for talent.”

  Very high (or very low) barriers to entry into 
their markets.

  Lack of a subscription model that creates 
additional monthly cash flow and long-term 
value. 

These are just a few of the outside forces that 

can impact your ability to sell your company, all 

of which can be overwhelming and seemingly 

costly. Like the tenacious builder, having the 

resolution, strength, and desire to reach the 

zenith of success is critical, but you can’t get 

there on desire alone. In addition to having the 

right tools and methods for the job, you really 

need an expert to take the lead and ensure you 

complete it safely and successfully. And that’s 

where we come in. 

At Raincatcher, helping business owners achieve 

their dreams is all we do. Our dedicated team 

of experts has the knowledge and systems to 

guide you to the top – so your business is at its 

peak value at exit.  And even better, we’ve built 

a system specifically with small business owners 

in mind.  Having owned companies of our 

own, we’ve been in your shoes and understand 

that time really is money, so we’ve designed 

our services to be efficient, cost-effective, and 

sensitive to each business owner’s time. Let’s 

work together and get your American Dream 

started! 

mature companies with great organization and strong processes already in place. Most will seek to scale 

the business to take it to the next level, so these buyers are often rightfully wary of purchasing a business 

that does not have a well-documented history of maintaining policies, procedures, workflows, and step-by-

step processes. 

Any of these obstacles can make completing your dream feel more daunting, especially once you realize 

how much work is involved. Sticker shock is also common, especially since overcoming these challenges 

can seem both costly and time-consuming. But with an experienced team like Raincatcher in your corner, 

we’ll apply cost-effective and efficient strategies to help you negotiate would-be obstacles successfully.

Disruptors with Dangerous Effects on Company Value and Salability
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OPTIMIZING YOUR BUSINESS FOR SALE: 
THE VALUE BUILDER SYSTEM™

No question about it, tackling such a massive build 

or remodel takes grit and stamina, especially once 

you realize what you’re up against. That’s why you 

need to be certain you have a trusted guide who is 

not only honest about the risks you’ll encounter but 

also has a solution to move past them successfully. 

At Raincatcher, we use a proven system to assess, 

plan and optimize your business for sale. The first 

step is to assess your company’s current value 

using The Value Builder System™. This system is a 

statistically proven methodology designed to boost 

the value of your company.

Created by one of the most influential business-

to-business (B2B) marketers in the nation, John 

Warrilow, the purpose of the Value Builder 

System™ is to shift the balance of power away from 

prospective buyers and into the favor of business 

owners preparing to exit. Trust us, this situation is 

far better than the reverse!

Again, to reach the top of your game, you need the 

right tools. That’s why we selected this system and 

its high, proven, and measurable success rate. So, 

how does it work?

Using a questionnaire, we’ll determine your total 

Value Builder Score out of a possible 100 points. 

Companies that score higher than 80 on this 

questionnaire typically receive offers that are 71 

percent higher than average scoring companies. If 

your business is not yet performing at this optimal 

level, then we will help you elevate your score and 

prepare your business for sale at peak value.

But how do we do this? We’ll start by working with 

you to determine a timeline for the process and 

setting the scope. Raincatcher will set realistic 

goals every step of the way and fully disclose the 

details so you know what to expect and when. 

Next, we will use our proven, cost-effective, three-

step Built to Sell System™ to optimize your 

company’s value. Since we built it with small 

business owners in mind, maximizing efficiency 

in an easy-to-implement, step-by-step formula for 

success. 

There’s also a silver lining:  Our services are 

considered one-time expenses that are added 

back to increase seller discretionary cash flow. 

What does that mean? In a nutshell, the buyers 

essentially pay the cost of our services at a 

premium based on the multiple established 

routes to sell your business. Owners are always 

happy to hear this. 

Here’s more on how the system works.

COMPANIES THAT SCORE HIGHER THAN 
80 ON THIS QUESTIONNAIRE TYPICALLY 
RECEIVE OFFERS THAT ARE 71 PERCENT 
HIGHER THAN AVERAGE SCORING COMPANIES.
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THE 3-STEP BUILT TO SELL™ SYSTEM

In this step, our customers 1) take the assessment to determine their Value Builder Score and 2) work with 

Raincatcher to develop business goals, action items and detailed plans for everything from the shingles to 

the kitchen sink. You, the business owner, set the expectations, and our professional team of advisors will 

work with you accordingly, scheduling weekly and/or month meetings. Now you’re really making progress 

preparing your business for sale, and you’re also maximizing its value when it’s time to exit.

The building phase is when you establish your company not only as an attractive acquisition, but also 

one that can run well independent of you. Here, Raincatcher optimizes your organization’s performance 

across eight considerations crucial to buyers:

1.  Financial Performance: Your history of producing profits and revenue combined with the 

professionalism of your record keeping.

2.  Growth Potential: Your likelihood to grow in the future, and at what rate.

3.  Switzerland Structure: How dependent your company is on any single employee, customer 

or supplier.

4.  Valuation Teeter-Totter: Whether your business is a cash sucker or a cash spigot.

5.  Recurring Revenue: The proportion and quality of automatic, annuity-based revenue you 

take in each month.

6.  Monopoly Control: How well differentiated your business is from your competitors.

7.  Customer Satisfaction: The likelihood you’ll generate repeat customers and/or referrals.

8.  Hub & Spoke: An evaluation of how your business would perform if you were suddenly unable 

to attend to matters for a period of three months or more.

The most important takeaway from the building step? Companies that can function in the absence of their 

founder (i.e., you) are the most appealing to buyers. It saves quite a bit of time, money and effort.

STEP 1 BUILDING
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STEP 2 ACCELERATING

The Nine Subscription Models:

1.  The Network Model: A subscription offering in which its value increases as it gains 
more subscribers.

2.  The Surprise Box Model: Shipping a curated package of goodies to subscribers every month.

3.  The All-You-Can Eat Library Model: Offering subscribers access to a content buffet.

4.  The Private Club Model: Providing something in limited supply on a subscription or 
membership basis.

5.  The Front-of-the-Line Model: Selling priority access to groups of subscribers.

6.  The Membership Website Model: Publishing your expertise behind a pay wall that grants 
subscribers access to unique content.

7.  The Simplifier Model: Taking a service you currently offer and establishing a contract with 
customers to provide that service on an ongoing basis.

8.  The Consumables Model: Offering a subscription to a product that requires regular 
customer replenishment.

9.  The Peace of Mind Model: Selling an insurance premium on something customers hope 
they never have to call upon.

As you transition into accelerating your business, the most crucial focus is on creating a recurring stream of 

revenue. By developing a more predictable income, annuity revenue sources make it easier to plan for the 

future, and they also make quite an impression on prospective buyers.

While this process probably isn’t very intuitive for most business owners, Raincatcher provides nine unique 

subscription models from which you can choose, and almost every business can take advantage of at least 

one to increase value.

Each of these models is designed to optimize your company, increase your Value Builder Score, and 

prepare it for sale at the price you desire.
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STEP 3 HARVESTING

Naturally, this final step involves harvesting all 

the value you’ve built. But selling a business is 

just as much art as it is science, and fortunately, 

Raincatcher offers expertise in both aspects. The 

Value Builder methodology will teach you how 

to develop a compelling narrative as well as give 

you a step-by-step guide for avoiding the hidden 

landmines that can throw even the savviest owners 

off course.

This unique approach shows you how to value your 

business, time your exit to maximize your profits, 

find interested buyers and even create bidding 

wars, which gives you a distinct advantage in any 

sales negotiation.

The goal of this phase is to continue building 

momentum and ensuring your business is “ready 

to sell” throughout the due-diligence process. This 

phase is often vexing for business owners, and 

you’ll have to maintain working “on and in the 

business” until the sale is complete. If a buyer sees 

that sales are lagging or notices a downward trend 

during this crucial effort, they may get scared off 

and walk away. The business growth expert will 

work with you and your business broker to provide 

the documents required during the buyer’s due 

diligence, and we’ll keep you focused on the right 

things so you’re able to maximize your value at exit.

Raincatcher will be with you throughout the 

entire process. Our team will conduct “pre-sale 

due diligence” to ensure a successful closing, 

as well as provide ongoing management with 

regular reviews of your company’s progress. 

Each week, we will evaluate your monthly 

and annual goals, and then we’ll tackle any 

open action items that need to be addressed. 

We will communicate our findings with you 

and make recommendations or adjustments 

when necessary to maintain your company’s 

momentum. 

Every month, we’ll review your financials using 

our financial management reporting package. 

What’s more, we’ll also prepare and present you 

with monthly Scoreboard results, which includes 

a review of your key performance indicators and 

relevant industry comparisons.

Raincatcher is your partner in every step of this 

journey to success, and we’re committed to 

ensuring you always know exactly where you 

stand now and what to expect in the future.
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CONCLUSION

Once you’ve started asking yourself if you’re ready to sell your company you need to ask yourself, “Is your 

business truly ready to be sold?” And if not, which option will you accept?  

  Sell your company for less than it is worth?

  Keep working until you physically can’t continue?

  Let your business — and legacy — fizzle out and fade away?

  Or, you can develop an exit strategy that allows you to maximize 

the value and fetch top dollar for your company.

Ultimately, only you can make this decision. If you would like to learn more about our proven strategies 

for optimizing your company’s value, please contact us at support@raincatcher.com or schedule an 
appointment to learn more. 

You can also take our free Value Builder Assessment, a 13-minute online questionnaire that measures your 

company’s value and buyer appeal based on eight key factors. Upon completion, you will receive a one-

page report containing your summary score, and we will then reach out to discuss your more detailed 

report results and next steps.

THANK YOU
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