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What does a happy
exit look like to you?



A B
Q: What makes one business more 
desirable to a buyer than another?
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How much your company did (Growth)

How your company did it 
( = Transferable Value)



7 Drivers of 
Transferable 
Value



Today’s Meeting Code:
9500

Point of Contact:
Trey Prophater

Host Name:
Cam Marston

Answer the questions on Pages 1 through 3. When you reach Page 4, please stop and wait. 



Transferable Value Score Assessment

• Measures a company’s Transferable Value across Seven Value 
Drivers incorporating 80 data points

• Used by thousands of companies 

• Analyzes your company in three ways:
1. Transferable Value Score – 0 to 100 points
2. Exit Trouble Index – top 5 Red Flags
3. Valuation Estimator – market-based estimate



House-Keeping

1. If you lead/own multiple companies, pick just one to assess today.

2. Valuation Estimator is skipped for persons who have 0% ownership.

3. If we do not finish the Assessment today, you can close the survey 
and complete it later.
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Sample
TVS Individual 
Report



Sample:
Your 
Transferable 
Value Score



Sample:
Your Score by 
Value Driver



Sample:
Your Exit 
Trouble Index



Sample:
Your Valuation 
Estimator





Key Points

• Growth ≠ Value

• To create happy exits for everybody, leadership teams must 
create value while pursuing growth

• All companies go through exit events—it is a strategic issue to 
discuss and address years before it likely happens

• Preparing a company for future exit is the same as making a 
great company for today



This material is for educational purposes only. You 
must consult your tax, legal, and other advisors to 
discuss how this material may apply in your specific 
situation. 

All information contained in this presentation is the 
sole copyright of NAVIX.



For More Information

Trey Prophater
Partner – NAVIX Consultants
Main: 678-322-3024
Email: tprophater@navixconsultants.com

Visit:
www.transferablevaluescore.com 
www.navixconsultants.com


