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“It has been a really nice resource
because | generally use this to
explain what the value of their
business is and point out areas
they can work on to positively
impact their value. The client and
I watch this happen fairly quickly
once they focus on KPIs to grow
their business.”

- Lani Langton

How Lani Langton Grew Her
Client’s Company Value by
$3 Million in 18 Months

STRATEGY AND APPROACH

Lani’s clients have businesses in a variety of industries, including banks, payroll
companies, and marketing firms. Her clients tend to come to her with the
intention of selling and are often not sure what the value of their business is.

In short, Lani uses the BizEquity platform to figure out what the value of her
client’s businesses are when they want to sell or liquidate.

“It has been a really nice resource because | generally use BizEquity’s data to
explain what the value of their business is and point out areas they can work on
to positively impact their value. The client and | watch this happen fairly quickly
once they focus on KPIs to grow their business,” stated Lani.

Recently, Lani had a case with a construction company looking to sell its
business. An outside buyer had put in an offer at $600,000. Lani was brought

in to value the company, and what she found from an immediate glance at the
numbers and where the business was tracking was that it was worth much more.
Upon conducting the valuation, the company was valued at $1.2 million.

The buyers then decided to pay a CPA firm to perform a formal valuation and that
number was $50 off from the BizEquity valuation. “Why should my clients spend
$30,000 to do this when | charge $2,500 and you get the same results,”

Lani questioned.

The business owners decided to either let the potential buyer walk or come up
with a better offer. Since Lani saved the company from potentially accepting a
low-bar offer, they decided to continue to work with Lani to continue to grow the
value of their business. After 18 months, the company was valued again at $4.2
million and was sold to a different buyer.
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ABOUT LANI LANGTON
Lani Langton

Business Advisor With 20 years of experience in business advising & consulting, Lani Langton has
seen virtually everything when it comes to small business. In her early 20’s Lani

BIZEQUITY BUSINESS VALUE took an interest in the inner workings of a private equity/Consulting firm where

$4.2 Million she was employed. That interest and her inquisitive nature led Lani down the
path to becoming a knowledgeable and skilled advocate business consultant for

INDUSTRY OF THE BUSINESS OWNER businesses of all shapes and sizes.

Construction Lani has taken businesses on the brink of closure, to flourishing local and
national enterprises. Likewise, she has been instrumental in creating multi-

NUMBER OF BUSINESS OWNERS million dollar success stories for corporations looking to rise to the next level.

1 Increasing the value of your business and your time is Lani’s top priority.

BIZEQUITY IMPACT

Educate clients

Reach desirable
business sale value

Provide professional
recommendations to
clients

ROI from software

Retain & Attain
Clients
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