
 
22. Net Profit 
 
 This takes in account the fact that the higher your net profit, the further you are above the 

break-even point. It is a proven fact the higher profit businesses have a lower failure rate. 
 

Net Profit After 
Management 
(Before taxes) 

Weighted Value 

  
$1 to $30,000   .08 
  
$31,000 to $49,000   .17 
  
$50,000 to $99,000   .31 
  
$100,000 to $250,000   .44 
  
Over $250,000   .49 

 
23. Experience Skills Required 
 

Description Weighted Value 
  

Extensive specific  
industry skills required  
of the owner  
(very technical)        – .31 
  
Some experience  
required of the owner        – .09 
  
Little/no experience  
required by the buyer  
(Can be easily trained  
Or the business is large  
enough to include  
experts in all areas.)        + .27 
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24. Owner Support After the Sale 
 
 The amount of time and effort that the seller will give to the buyer after the sale influences 

the ability of the buyer to succeed. The more support (up to a point) the more chance of 
success. 

 
Weeks of Consulting Weighted Value 

  
Up to two weeks   .13 
  
Over 2 weeks and  
up to 4 weeks   .16 
  
Over 4 weeks   .21 

 
24. Location 
 

 One of the most important assets in most businesses. 
 

Description Weighted Value 
  

Level 1 – Above  
average traffic such  
as a regional mall or  
a key corner        + .47 
  
*Level 2 – The average  
Location. It doesn’t  
add to your profit, but  
neither does it detract.           .00 
  
Level 3 – Below average  
location. The traffic  
count is terrible and  
the business is difficult  
to find.        – .63 
  
  

 *.Please remember – use Level 2 for businesses in which the location is not important in 
  the business such as many distributorships and manufacturing companies. 
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OWNER’S SUMMARY STATEMENT 
 

BUSINESS  REAL ESTATE  
Business Name:   Land Size/Legal Descr.:   
Type of Business:   Bldg. Size:  Storage Facility:   
Business Form:   Living Quarters:  Zoning:   
  Lease terms:  Lease Security:   
Address:   Years left on lease:  Renewal Option:   
City:  State:   Obligations:  Balance:  Per Mo.:   
Zip:  Bus. Phone:   Parking No.:  Location Class:     1    2    3  
Owner(s):  Res. Phone:     
Years Present Owner:  Years Established:   Terms Down Payment: $   
Reasons for Selling:   Financing Available:   
Days Open:  Hours Open:     
 

  ANNUAL NET INCOME 
GROSS MONTHLY SALES ANNUAL OPERATION EXPENSES Sales $  

  Year ______  Year ______  Rent $  Expenses   
  $  $  Utilities   Net Income $  
Jan.      Insurance   Price Includes: (Tax Allocation) 

Feb.      Advertising   Equip.   

March      Accounting   Rolling Stk.   

April      Supplies   Lease Value   

May      Telephone   Leasehold 
Improvements   

June      Taxes   Goodwill   

July      Licenses   Non-Competition   

Aug.      Equip. Rental       

Sept.      Repairs   Accts Rec.   

Oct.      Payroll   ( - ) Accts Pay.   

Nov.      Payroll Taxes   Inventory   

Dec.      Repl. Reserve   Work in Prog.   

TOTAL  $  $  Other   Building   

      Other   Land   

      TOTAL $      

         TOTAL $  

 

GENERAL:  REMARKS: 
No 
Employees  

Owner 
Works  

No. of 
Hours  

 
 

Total Payroll  Owner’s Wages (Draw)    

Inventory Includes:    

Equipment Includes:    
 
The income and expenses listed above are warranted to be the actual figures for the ________ month period ended ________ 19____. The 
undersigned understands that in reliance on the above listed figures, commitments and obligations may be made by one or more persons 
which would not have been made but for reliance on these figures. 
 

Date:  19  Name:  Name:  

Mailing Address:  City:  State:  Zip:  

Owner’s Phone Number:  Broker:  Phone Number:  
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Arthur Hamel Business Seminars 
 
Description of business:  Package No.  

 Value  

 Net Profit  

I Total Sales (Income)   III  
 Cost of Sales   Value:  
 Materials   Assets:  
 Labor   Cash (Working Capital)  
 Total Cost of Sales   Accounts Receivable  
 Gross Profit   Inventories  
 Expenses   Work in Progress  
 Manager’s Salary   Deposits  
 Building Rent       
 Other       
 Total Expenses   Equipment  
 Net Profit   Furniture and Fixtures  
    Vehicles  

II ( + ) Depreciation   Leasehold Improvement  
 ( + ) Interest       
 ( + ) Non-recurring   Lease  
 ( + ) Owners Draw   Licenses  
 ( + ) Travel & Transportation       
 ( + ) Entertainment       
 ( + ) Pension & Profit   Liabilities:  
 ( + ) Insurance   ( - ) Accounts Payable  
 ( + )      ( - ) Taxes Payable  
 ( + )      ( - ) Accrued Salaries  
 Total Adjustment    ( - )    
 Real Net Profit    ( - )    
      

IV [Adjustment in Profit for cost of/or return on the following]  Total Value  
 ( - ) Equipment           (        %)     
 ( - ) Inventory             (        %)     
 ( - ) Receivables         (        %)     
 ( - ) Working Capital                (        %)     
 ( - )    (        %)     
 ( - )    (        %)     
 ( - )    (        %)     
 Total Adjustment     
 Adjusted Net Profit     
      

 HAMEL BUSINESS VALUE =    TOTAL VALUE + [Weighted Business Value X Adjusted Net Profit] 
 =  + [  x  
 =  +   
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Hamel Business Value 
 
 
Weighted  Comment 

1. .05, .12, .19, .41, .58 
 

 

2. –.17, .00, .24, .37 
 

 

3. 1.10, .81, .63, .46, .35, .16, .10,  –.20 
 

 

4. .08, .16, .31, .43, .52 
 

 

5. .21, .15, .00, –.22, –.31 
 

 

6. .57, .36, .21, .09,  -.19 
 

 

7. .95, .12, .19, .41, .58 
 

 

8. -1.0, -.50, -.31, -.22, -.14, .24, -3.7, -3.2 
 

 

9. .63, .46, .35, .16, .10, -.20 
 

 

10. +.24, .00, –.29 
 

 

11. –.71, –.12, +.27 
 

 

12. –.93, –.37, +.09, +.36 
 

 

13. +.27, .00, –.38 
 

 

14. .12, .00, –.09 
 

 

15. +.21, +.16, .00, –.23 
 

 

16. –.17, .00, +.11 
 

 

17. –1.31, –.45, –.43, –.37, .00 
 

 

18. +.17, +.11, +.07, -.05, -.12 
 

 

19. –.87, -.52, –.03, +.27, +.41 
 

 

20. –.14, .00, +.17, +.26 
 

 

21. .02, .13, .28, .41, .46, .48, .51 
 

 

22. .08, .17, .31, .44, .49 
 

 

23. –.31, -.09, +.27 
 

 

24. .13, .16, .21 
 

 

25. +.47, .00, –.63 
 

 

  
 

 ( + ) Plus Total 

  
 

 ( – ) Minus Total 

  
 

 Weighted Business Value Total 
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