


VALUE GROWTH MANIFESTO 

The Case for Your Value Growth Breakthrough™ 
 

“One of the first success lessons I learned as a teenager is that the 
majority is usually WRONG!  In his "Lead the Field" Program, Earl 

Nightingale said, ‘if you want be successful and don't have a good model 
to follow, then take a look at what everyone else is doing and do the 

opposite’...because the majority is usually WRONG!”  ~ 
 Dan Kennedy 
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Abstract 
Small and mid-size  companies may be profitable, but most are nowhere near their 

full potential. If you know that describes your business, there is a way to get the 
performance, results, and value you seek. Develop Your Value Growth Solution.

http://www.valuegrowthresults.com


Executive Summary 
The collective might of small and mid-size businesses is powerful. It’s 
impossible to overestimate their economic impact. At the same time, 
individual companies face daunting challenges, COVID not-withstanding. 

Significant numbers of businesses are  failing for the wrong reasons. 
When owners fix the "Operational Gap", more businesses survive, thrive, 
and maximize their business value.  

Government data tells us 95% of all owners were in a state of denial 
about why their businesses are not growing explosively, or even 
achieving their stated goals before COVID hit. Symptoms include missing 
sales goals, not achieving market potential, shrinking market share, 
shrinking sales margins, operating losses, and limited corporate value.  

We’ve learned that owners often get stuck because they’ve built an 
income stream, but not a business with a lot of long-term value.  

This Manifesto directly addresses the steps that you can take to leverage 
your market position, accelerate growth, secure your future, create 
more economic opportunity —and, thus, increase the profitability and 
maximize the long-term value of your business. 

Value growth mastery is how you design your future and develop your  
company to get there.  

The Value Growth Manifesto proposes a 3X upgrade for small and mid-
size companies to finance a world of growth opportunities and position 
them to command increased multiples when they do seek a liquidity 
event.  

“[These] companies are crucial to the vibrancy of the domestic 
economy. Strategic competencies must be emphasized to allow a 

competitive edge over leaner start-ups and larger corporate 
counterparts. These firms must channel their unique size in order to 
execute efficiencies and add value in ways that will allow them to 

prosper.” -- Chelsea Virga at Emko Capital 
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Preface 
“[They are] the point of the spear of American prosperity. 

We know from our years of research that these companies are the 
unsung heroes of the American economy. 

Thomas Stewart, National Center for the Middle Market 

As a group small and mid-size businesses are a powerhouse. It’s 

impossible to over-estimate the economic impact of these $1M+ 

companies. 

“Yet, despite their collective economic might, individual companies face 
daunting challenges, including difficulties in hiring and retaining talent, 

controlling costs, and fending off competition from larger entities. In 
addition, on a strategic level, these businesses often need help to 

determine how to maintain profitable growth while keeping pace with 
changing market conditions and customer demands.” 

“These companies need not just capital to grow but access to 
operational and strategic resources. A particular need is to identify and 

execute growth strategies. Outside advisors can provide the specific 
guidance and strategic actions previously beyond the reach of a 
company’s management team. These private and family-owned 

businesses need both financial and intellectual capital to grow in value.”  
-- World Economic Forum  

 

Experts often talk about what CEOS — you! — need, in a vacuum.  

Instead, this Manifesto directly addresses the steps that you can take to 

leverage your market position, accelerate growth, secure your future, 

create more economic opportunity —and, thus, increase your own 

rebound/reinvention to maximize long-term value. 
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Problem 
Even the most motivated owners struggle to find the best ways to grow 

their business because they are too personally involved in the day to day 

running of the business, forever in the weeds or always fighting fires. 

They find that they’re losing money, losing market share or at risk of 

losing the whole business. 

Owners of small and mid-size companies in every sector are leaving 

money on the table. Chances are that they don’t know how much money 

they are losing because they don’t know what their potential could be. 

Most small and mid-size companies may be profitable, but they are 

nowhere near their full potential.  

It is highly likely that the reason your company is underperforming is 

that its current systems, approaches, and practices aren’t designed for 

accelerated growth in this new market. These systems are often 

informal, ineffective, unintegrated, and they may even be holding you 

back.  

This is not because you aren’t working hard enough; it is because you 

are working too hard on the wrong things. As the most senior executive 

in the company, you are spending too much of your life putting out fires. 

When you’re in crisis mode, which has been the case for many businesses 

for the last 12 months, you can’t prioritize what is most important or 

what you do best. You can’t be your most effective or achieve your 

objectives.  

In this current recovery environment, you may find system constraints 

and tight cash flows limit your choices, leading to long-term value 

stagnation. These factors render organizations ineffective operationally, 

slow their growth, and lead them to deliver far below their profit 
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potential, which substantially reduces the overall long-term value of the 

business. This death spiral can be fixed from the inside much faster than 

you might think. 

If you are ready to stop “firefighting”, if you want to halt the insanity of 

ineffective informal systems that just don’t work anymore, and if you 

want to achieve long-term value and results, then this Manifesto is 

written for you. You will discover exactly what it takes to make more 

money, increase market share, and grow your business. 

This Manifesto Is For You If 

➢ Your profitability remains flat, and you find yourself thinking, 

“there has to be a better way.” 

➢ You want to unplug operational bottlenecks that stifle growth  

➢ You spend every day executing all the daily tasks needed to 

establish your market preeminence and delivering superior 

customer value, and you feel there’s too much to do, never 

enough time, and you don’t know where to turn for a fast start in 

this recovery.  

➢ You seek to outsmart, out-position, and out-execute your 

competition to simultaneously grow from strength and increase 

value. 

And: 

➢ You absolutely need to deliver results 

➢ You need to balance improving performance with increasing 

profitability  
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➢ You must grow the company, not just topline sales 

➢ You seek to accelerate the long-term value of the business 

➢ And it’s not fun anymore. 

The key to taking full advantage of this Manifesto is making the decision 

to commit to change; it’s the only way to completely understand and act 

on the previously hidden opportunities revealed by this Manifesto.  

How Do You Know There’s A Problem? 

Let’s look at three core areas where integrated systems and operations 

can address dangerous symptoms to solve risky problems and help you 

deliver the results most important to you and your company. 

PROFITABILITY  

Symptoms of reduced profitability include: 

➢ Missing sales goals 

➢ Not achieving market potential  

➢ Shrinking market share 

➢ Shrinking sales margins 

➢ Losing money 

These symptoms don’t tell you where the problem is. You don’t know 

until you probe deeper. The risk of guessing or ignoring the symptoms 

can exacerbate the problem and ripple through your company. 
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OPERATIONS  

If you can’t describe what you are doing as a process,  
you don’t know what you’re doing.” 

 – W. Edwards Deming 

 Symptoms of informal systems and broken operations may be more 

apparent because of COVID. They include: 

➢ No growth/ Lost market share 

➢ Outdated, ineffective and cumbersome processes and 

procedures that don’t meet the company’s current needs 

➢ Capacity constraints/ Equipment has outlived its usefulness 

➢ Lack of documentation 

➢ Employees operate in silos, rather than as part of a team 

➢ A weak communications structure 

Any one of these symptoms can handicap sales, revenue, and 

profitability objectives. These symptoms point to operational challenges 

that are often tolerated until they become a crisis. The longer that you 

ignore or postpone addressing these symptoms and problems, the 

greater the risk to business viability. 

VALUE  

Some of the symptoms that indicate that you’re not creating value are: 

➢ Lack of measurements or tracking 

➢ Lack of accountability 

➢ Lack of consistent leadership 
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➢ Lack of opportunities 

➢ Lack of long-term value 

➢ Your bank wants more oversight 

Astute owners and CEOs recognize these symptoms. They transform the 

problems of underperformance into opportunities to quickly accelerate 

value growth. 

You Need Effective Operational Systems to Maximize 
Your Corporate Value  

The US Bureau of Labor Statistics reported that the survival rate of 

businesses is crashing. 

     

 

“Certainly, there are many "good" reasons businesses close their doors. 

However, when looking at the data, troubling negative trends suggest 

something more at play.”  

I believe that when owners fix the "Operational Gap" by implementing 

formal structures and systems; more businesses will: survive, thrive, 

maximize their business value, and reverse the current negative trends. 

© Value Growth Results 2018-2021                        www.valuegrowthresults.com 8

http://www.valuegrowthresults.com
https://www.managehubaccelerator.com/small-business-statistics-and-trends/


For a healthy bottom line, executives must plan for the long-term 
financial and operational health of the company. Pro-active review of 

your situation as well as operational standards and processes, position a 
company to maximize value and opportunities in the market in the short 

term and demonstrate a pattern of increasing sustainability and 
valuation in the long term.” – Mike Kramer 

Isn’t that exactly what you want to do?  
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Your Value Growth Solution 
“It is not the strongest, nor the most intelligent that survives. 

 It is the one that is most adaptive to change.” – Charles Darwin 

This is your opportunity. If you act, you will join the best of the best. 

"You've got to jump off cliffs all the time and  
build your wings on the way down." — Ray Bradbury 

Value growth mastery is how you design your future and develop your 

company to get there. 

A particular need of these companies is to 
 identify and execute growth strategies.  

Achieving growth requires a steady hand at the helm to steer your ship 

towards greater profitability and value. Growth occurs at the expense of 

releasing many ingrained operating procedures or moving away from a 

culture that is holding you back.  

This Manifesto emphasizes the importance of follow-through, not just 

getting started.   

It is not enough for you to diagnose the problem and chart your course to 

achieve results. If you don’t execute on it operationally—daily, weekly, 

monthly, quarterly— and adjust your actions to stay on course, you still 

won’t get there.  

In addition, even if your team is highly committed to following through 

on the plan and they implement your strategy as assigned, how can you 

make sure that you are getting the right results and that your successes 

can be repeated next year?  

That’s where the business becomes unsexy. Empower the rest of your team, 

so you are no longer the gatekeeper You are transformed into the orchestra 
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conductor who keeps all the musicians focused to create beautiful 

harmonies. Taking on this new role ensures everyone is doing their assigned 

tasks and working to achieve your corporate objectives. 

“Hold everybody accountable? Ridiculous! – W. Edwards Deming  

Multiply Your Business Value Now 

My background in corporate strategy, business ownership, and work as a 

certified value growth advisor have taught me that owners and CEOs of 

small and mid-size companies are on the hot seat when it comes to: 

➢ Improving profitability   

➢ Optimizing operations effectiveness 

➢ Systematizing for growth 

➢ Delivering long-term value 

I operate at the intersection of strategy, systems, and value growth to 

help these companies achieve measurable long-term results. 

 “Supporting small and mid-size companies is not only about  
providing capital, but also about affording access to much-needed 

operational and strategic resources.” 

As the owner/ founder of your business, you’re the lynchpin holding it 

all together. It’s up to you to lead your company and your team to value 

growth mastery. 

Do you see the need? 

Do you see the problem? 

Do you want to solve the problem? 
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We’ve learned that owners often get stuck because they’ve built an 

income stream, but not a business with a lot of long-term value. We call 

this The Income-Stream Trap™. Ironically, when you fall into this trap 

your business might not achieve its full potential, and the business won’t 

grow significantly in value.   

That’s why we recommend that owners focus on creating enterprise 

value. With a focus on enterprise value, you will make better decisions 

that will increase your income, grow your business, and multiply its long-

term value.   

We offer programs which are uniquely tailored to the small and mid-size 

businesses to help you pinpoint problems, develop the right customized 

solution, and track your performance and results allowing you to: 

➢ Define what’s most important to you 

➢ Identify your primary objectives  

➢ Grow your business three-fold internally 

➢ Maximize your business’s market value 

What Would It Mean To You? 

One of the best strategies to grow your company is 
 “better decisions through greater insight into business operations and 

more efficient, scalable processes” 

Companies who do the work to grow their value, increase their 

intrinsic value up to three-fold in three years. Companies who do the 

operational and performance work and who demonstrate they are self-

sustaining and scalable with the existing management team, can do two 

things: 
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1. Finance a world of opportunities (developing new channels, new 

acquisitions, new industries, new markets, build new space, 

dominate their market, etc.). The leverage that you get from your 

new value, professionalism, growth, and cash flow allows you to take 

advantage of more opportunities from both commercial bankers and 

private funding options because your business is well run. Award-

winning professionalism increases your value and leverage. 

2. Command higher multiples when you do want to cash out. That 
multiple can increase from an average of 3.7 to an average of 6.4, 
just because you do the work to grow value first. 

For example:  
If you have intrinsic value of $500,000 now and apply value growth 
mastery, you could realize an increase to $1,500,000 intrinsic 
value(three-fold) in 24-36 months.  

Would you rather a current market value of     $1.85M   ($.5M x 3.7x) 

OR do the work to command a market value of    $9.6M     ($1.5M x 6.4x) 

That’s more than 19 times your intrinsic value today. 

 

Can you put a number on what it would mean for you in your company? 

How Can You Find Out More? 

If you’re interested in creating value in your business:  

1. Join our Facebook Group: Boardroom Decisions and request a 
free copy of my third book: Secrets to Creating Value – How to 
Rebuild /Reinvent/Re-position your Business for the New 
Normal. 

2. Take the Value Growth Scorecard free assessment as a starting 
point for creating long-term value.  
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“The difference between greatness and mediocrity, mediocrity and 
millions, spectacular and pathetic performance is how well you use your 
time, your opportunities, your efforts, your resources and your assets.” 

— Jay Abraham
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