
HOW DO YOU VALUE A RECRUITMENT BUSINESS PLANS

Philip Olagunju from PEM Corporate Finance considers which characteristics are most important when valuing a
recruitment company.

Also you could go a step further and make your key employees shareholders with long contracts. So simply
start with month one, and take it through to month twelve. The vast majority of recruitment companies are
privately owned. Charitable donations need also to be reviewed for realism. Picture courtesy of Pixabay. Take
emotion out of the valuation process Sellers need to have reasonable expectations about price. Testing
software i. However what you do need is a well thought through plan so you can build solid foundations for
growth, remove as much risk as possible and allow you once you go live to concentrate on the exciting bit,
BILLING, rather than working things out as you go along. A business may look initially very attractive but if
the owner is taking minimum wage and their family is working for next to nothing then the real profit is much
reduced as will the sales price be. So this will help you appreciate how easy or not candidate attraction will be
for your sales forecast. Staffing company valuation How can you assess an employment agency or an
executive recruitment firm? Have a strong management team that knows how the business works: As a big
value-ad for your exit and the value of the business is your succession planning, you need to be able to
demonstrate a strong management team that will be in place when you exit that not only run the business, but
run it well. Research Employment Laws Laws guiding the rules of employment in each state are also in effect
and something you must become familiar with. The purchaser needs to be clear that the price he is paying
allows him to generate value over and above annual profit in the medium term. Sellers should agree a
minimum value and then speak to a professional who can carry out an impartial valuation. It should now be
easier for you to write a realistic sales forecast. Search Sample Recruitment Business Plan A sample
recruitment business plan revolves around basically three words that describe your business philosophy. On
the flip side, buyers too have unrealistic views of how they will be able to run the business. Gathering
Experience Starting a recruitment agency requires the experience that a recruiter uses to find the perfect match
for a company's needs. Also, follow up on each letter. Branding: Branding is part of the value of being a
market specialist so having a very strong name in your market is important. There is never a simpler answer to
this complex question. This is typical behaviour for business owners looking to keep taxes to a minimum and
enjoy their businesses while running them. Charges for your services may be based on a percentage of the
candidate's first annual salary. Business Location Select a business location that's visible and easily accessible
for clients and job applicants. But if your current clients are off limits for the first six months work this into
your plan. This means bringing staff on board who have previous recruitment experience. In particular, you
must have a clear plan for what will change under your ownership. Share it with your network! A contract
book: As the biggest factor in making a business valuable is low risk, having a strong contract business or
division will add value due to virtually guaranteed forward order revenue. Investors understand what they are
buying and in the future the shares will increase in value. A lot of recruitment agency owners worry about the
valuation of their business. Your business plan should look forward at least three years and should plan for the
impact of the changes you expect to make. It's equally important that you're able to recognize someone with
potential even though they may not possess a lot of experience. Since the business valuation multiples are
derived from similar employment agency sales, your business value estimates can be calculated as a range,
from low to high, or a single value such as the median or average. Take advantage of the internet and
newspapers by placing ads to highlight your business. Executive Search or adding more disciplines that your
existing clients also recruit for. Necessary equipment includes: At least one computer. It is always best to be
realistic because the costs of the process are not insignificant and should not be incurred unnecessarily.


