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8 Strategies to Increase the Strategic Value of Your Company 

A company is not worth what the owners believe it is worth. A company is worth what 

someone is willing to pay. And the amount buyers are willing to pay is dependent on 

the degree to which they are impressed with what they see during their evaluation 

process. 

Below are key strategies that CEOs, owners, and their leadership teams can use to 

increase the value of the company—which is a good thing for your team to be working 

on every day even if there are no immediate plans to sell. 

Be sure that you can demonstrate the following: 

1. Ownership of a sandbox. Any of your competitors can say that they are a market 

leader. Valuable companies will ensure that their value proposition is clear and 

that they are the best alternative in a particular segment. It is a lot more powerful 

to say, “We are the highest ROI alternative for refurbished semiconductor 

metallization equipment” than “we are the best.” Be specific and relevant to 

stand out. 

2. Leadership Capacity. One of the biggest fears a potential buyer is lack of a 

strong team that can continue to get the results into the future. The solution is to 

make the leadership capacity real through 1) well-defined and documented 

roles with capable people in place and 2) a standard operating procedure for 

succession and backup. Those companies that depend on a few key people 

with little way to guarantee they will stay or no plan to replace will be viewed as 

riskier than those that do. 

3. Management Operating System. A management operating system is how you 

run the company and include tools for managing strategy, key meetings, 

department level results, KPIs, performance management, operations, and the 

like. The more you can demonstrate use of these systems throughout the 

organization to achieve quality results, the better. 

4. Intentional Culture Focused on Value Creation. There are two actions you can 

take to show that a healthy, ROI-focused culture exists: 1) ensure all the culture 

alignment tools are well-defined and reflect value creation and 2) each team 

member understands the tools and how they relate to their work. Cultural 

alignment tools include Purpose, Vision, Mission, Behaviors, and Leadership traits. 

Each team members should be able to explain why they matter. They should 

also be part of performance reviews. 
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5. Degree of Distinction. Related to Owning a Sandbox, being merely competitive is 

a dangerous place to be. Your company does not need to be excellent at 

everything, but is should be excellent in something. Areas to consider include, 

but are not limited to, products, services, and customer experience. 

6. Competitive Attraction. Or as I like to say, be a “Gotta Join” company. Gotta 

Join means that your company has advantages that makes top talent of 

competitors (and other companies) want to join with you. This might be 

achieved though compelling advantages like back-office systems, marketing 

and sales processes, lucrative compensation plans, or proprietary service 

delivery systems. You company will be exponentially more valuable if owners or 

key employees of your competitors see you as a path for them to be more 

successful. 

7. Quality of Earnings. This point should be obvious as it is a ticket to play. Make sure 

your financials are clean and precisely reflect your financial picture. Hire a part 

time CFO of investment banker to make sure financial elements are in good 

shape. 

8. Strategy to Implement. As my colleague Lee Benson says about strategic 

planning: “You have a strategy. Congratulations you are 4% done.” Don’t just 

show that you have a strategy, show that you have a plan to get that strategy 

implemented. At a minimum, you should be able to show all the actions required 

of the plan, estimated ROI for each, and progress to date. Otherwise, the 

strategy will simply look like a dream. 

Whether you are planning to sell your company or not, being intentional about 

improving its value is the ethical and enjoyable thing to do. Ethically, planning for an 

eventual exit affords family members and stakeholders options in the event of illness or 

death of founders and avoids “fire sale” scenarios.  

And if your company is fully or even partially owned by employees, then it is the job of 

everyone to ensure that everyone’s investment is growing. 

On the enjoyment side, it is hard to get tired of winning. Focus on value; you are your 

team will be happy you did. 

 

Additional resources 

If you would like to know more about how to operationalize improving what is most 

important through alignment with your team (including numbers like enterprise value), 

download the MIND Methodology Playbook.  

For even more tools and resources to improve what is most important, read the WSJ 

and USA Today #1 Best Seller Your Most Important Number by Lee Benson. 

 

https://garycovertconsulting.com/wp-content/uploads/2022/04/MIND-Methodology-Playbook-2022-compressed.pdf
https://www.amazon.com/Your-Most-Important-Number-Collaboration/dp/1636800769/ref=sr_1_1?crid=8OKE0K0F3S6N&keywords=lee+benson&qid=1660777194&s=books&sprefix=lee+benson%2Cstripbooks%2C123&sr=1-1
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About Gary Covert 

Gary Covert is a trusted advisor to CEOs, owners, and their 

leadership teams. Through his tailored approaches, Gary helps 

leaders execute strategically, develop great teams, and 

innovate continuously without burning out. He works with top 

companies in energy, construction, logistics, water 

management, mining, healthcare, education tech, and 

national restaurant chains. Gary earned his MBA from 

Thunderbird School of Global Management and his BA in 

Japanese from ASU. Gary is also a certified MIND 

MethodologyTM Facilitator. You can reach Gary at 

gary@garycovertconsulting.com or 480-720-9551. 
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