
There is a variety of valuation 

methodologies that can be used 

to determine the value of your 

business, and no one method will 

satisfy every need. Determining the 

value of your business is necessary 

and may affect you in a variety of 

ways, such as retirement income 

planning, buy-sell agreement 

funding, business protection and  

wealth transfer. 

Common questions to consider

•	 �Retirement Income – Do you anticipate your business  

will be the primary source of your retirement income?  

•	 �Exit Planning – Have you identified who will buy your 

business and for how much? 

•	 �Business Protection – Have you considered the effect to 

business earnings and the resulting value of your company  

if you were to lose a key employee?

•	 �Wealth Transfer – Are you confident in the value your  

heirs would receive if you died without a buy-sell 

agreement in place?  

•	 �Survivor Income – Given the amount of business income 

used to support your spouse and/or other beneficiaries, 

would they be able to maintain their desired standard  

of living after your death?

•	 ��Income Protection – Upon an accident or severe illness, 

would you be able to meet present financial obligations 

(business and personal) during that stressful time?	

Sale-to-income challenge

Whether you need to create a market for the sale of your 

business or provide protection in the event of your death, 

creating a solid financial plan for your business may be critical 

to your future. The chart below illustrates the sale-to-income 

challenge for business owners.

Complimentary informal business valuation

Working with a team of CPAs, attorneys and consultants, I can 

provide you with a complimentary informal valuation using five 

commonly used valuation methods. Then we’ll determine a plan 

of action to help meet your business objectives and goals.

Business Planning Services
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Complete and submit the information on the other side of this form to receive your report.

Informal Business Valuation Proposal



1. Business name:__________________________________________

1a. Owner(s) name:________________________________________

1b. What is the nature of your business?______________________

2. Type of business entity: 

	 ____ C corporation   	 ____ S corporation   

	 ____ Sole proprietorship*  	 ____ Partnership

3. Total number of employees: 	

	 ____ 1-9   	 ____ 201-500   

	 ____ 10-50  	 ____ 501+	

	 ____ 51-200

4. Number of business owners:

	 ____ 1   	 ____ 3   

	 ____ 2  	 ____ 4+	

5. How many years has the business been operating? ____

6. �Annual growth rate: ________%	  

7. �Business tax rate (Enter owner’s tax rate if business is taxed as  

a flow-through organization.): ________%

8. �Do you have a buy-sell agreement? ____Yes  ____No 

If yes, provide a copy of the buy-sell agreement.

9. To whom do you intend to sell? 	

	 ____ Family   	 ____ Key employee   

	 ____ Third party  	 ____ Co-owner

10. �Names, phone numbers and addresses of the following 

professional advisers:

	 Attorney:______________________________________________

	 Accountant:_ __________________________________________

	 Banker:________________________________________________

11. �____�Three full years of company income statements and 

balance sheets

or  ____three full years of company tax returns

Please complete the following information:

Principal National Life Insurance Company and Principal Life Insurance Company, Des Moines, Iowa 50392-0001, www.principal.com

Insurance products from the Principal Financial Group® (The Principal®) are issued by Principal National Life Insurance Company  
(except in New York) and Principal Life Insurance Company, Des Moines, IA 50392.

While this communication may be used to promote or market a transaction or idea discussed in the publication, it is intended to provide 
general information about the subject matter covered and is provided with the understanding that none of the member companies of  

The Principal are rendering legal, accounting or tax advice. It is not a marketed opinion and may not be used to avoid penalties under the 
Internal Revenue Code. You should consult with appropriate counsel or other advisors on all matters pertaining to legal, tax or accounting 

obligations and requirements.

Not FDIC or NCUA insured 
May lose value • Not a deposit • No bank or credit union guarantee

Not insured by any Federal government agency
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We’ll give you an edge®

For more information

Provide information for Advanced Solutions use: Date________ Office_________________________________________________________

Advisor Name_________________________________________________________________   CFP    CLU®    ChFC®    CEBS    LUTCF

Advisor Email____________________________________________________________________________  Phone__________________________________________

Email information to newrfps@exchange.principal.com or fax to Case Design Team, 866-946-3209. If you have questions, call 800-654-4278, ext. 75328.

*_In addition to providing three years of Schedule Cs, please include an informal balance sheet of business assets and liabilities.
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