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Case Study
Advisor Jane Doe (name changed for confidentiality purposes) likes working with small business owners.  She likes them because they tend to be interesting, decisive, have complex needs and are wealthier than the general population.  Unlike most other advisors, Jane makes business valuations a key part of her service.  It helps her identify issues, motivate clients and close sales that otherwise wouldn’t close.  Here is a case study illustrating how Jane does it:  

Jane has a client who owns a very successful retail business located in a major airport.  The owner had inadequate death and disability policies in place because he underestimated what his business was worth.  But unless the owner realized he had a problem, Jane was unable to help.  

Since the core issue was the business value, Jane called SPARDATA (800-895-4100) and described the situation.  A SPARDATA Value Consultant suggested she share with the owner a ‘rule of thumb report’ for retail businesses.   (SPARDATA is happy to provide these reports free of charge.)  Jane’s client loved the report, and it helped disturb him about his valuation issue.
Jane cautioned the owner that while rules of thumb are OK for ballpark estimates, they are no substitute for a proper valuation.  She offered to arrange a free consultation call with a SPARDATA Value Consultant to discuss the rule of thumb report, learn more about the owner’s business, and explain how a good valuation would benefit him.  The owner agreed, did the consultation call with Jane and SPARDATA President Brad Davidson, and was motivated to purchase a SPARDATA valuation.  (64% of the time these calls motivate owners to get a valuation.)  

From Jane’s perspective the consultation call was key because from a psychological perspective it got the owner invested in her planning process.  And sure enough, SPARDATA’s valuation revealed the owner’s business was worth more than the owner had known.  Jane recommended a solution, and the owner followed her advice. 

“The valuations I have done with SPARDATA have not only been the best option for the client – they’ve also led to life insurance sales immediately afterward”, she says. “It’s a win-win for me and my business owner clients.”

More and larger premiums are just one of the reasons Jane makes a point of talking valuations with business owners.  She also finds ‘the valuation issue’ helps her:

1. differentiate herself from other advisors and makes her appear more knowledgeable;

2. position herself as the owner’s “go-to” service provider; and

3. build relationships with the owner’s other centers of influence in a collegial way.

Like Jane, advisors should use SPARDATA to help them achieve better results with business owners.  Contact SPARDATA (800-895-4100; sales@spardata.com) today and request a free industry report you can share with a business owner.  Then follow Jane’s approach and discover for yourself how effectively it uncovers opportunities for you to help your business owner clients and prospects.  
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