
Ask a VR Intermediary 
 

 
 
Robert Fowler, Owner 
VR in St. Louis, MO 

 

How Can VR Educate Me on Finding the Perfect Business? 
 

Tom Strattford 
Fallon, IL 

 

Dear Tom, 
 

When you are considering a business to purchase, VR Business Sales will provide you with a wide 

selection that’s in “the Safety Zone.” These businesses are priced lower than what is considered to be the 
“perfect business” but is far less risky than the closed or failing business. Additionally, they off a strong 

balance between potential and risk. At VR, we will assist you in locating a well-established business with 
some outstanding opportunities for growth.  

 
Educating the Buyer 

One of the roles that every VR business intermediary serves is as an educator. Many established and 

aspiring entrepreneurs that will look for either the “perfect business” or one that is very inexpensive. We 
will educate you as the buyer in seeing the advantages and disadvantages of each type of opportunity.  

 
For example, a “perfect business” may be an easy-to-run organization with high profits, low risk and 

great growth potential, but you will be paying a high price to buy it due to the demand. 

 
An inexpensive business could run you a very high risk, where you will ultimately have to invest 

additional capital to make it profitable. 
 

Valuating the Business 
VR will help you not only determine the “right business” for you based on your interests, skills and 

financial investment capability but we valuate every business to ensure you pay the fair market price. 

When valuing a business, in most cases, price is related to cash flow. The price will vary based on the 
agreed financing terms between VR and the seller of the business.  

 
Other factors determine the asking price of a business such as: 

 

  Type of business; 

  Value of the assets; 

  Attractiveness of the business; and 

  Growth potential. 



 

A business owner should have their books and records recast or normalized to display the true 
capabilities of the establishment’s money-making capabilities – otherwise known as Discretionary 
Earnings (DE).  
 

Typically there are four common methods for valuing a business: 

 
 Cash Flow  – A multiple of the annual cash flow either by DE or Earnings before Interest and 

Taxes (EBIT). 

 Asset  – This combines Furniture, Fixtures and Equipment (FF&E) with inventory and the multiple 

of DE. 
 Gross Sales  – This draws from 3 to 12 months of gross sales depending on the business, the 

economy and current industry trends. 

 Comparable Sales  – You will compare sales of similar businesses as well as the valuation 

multiples from those types of acquisitions. 
 

 

   
 


