Please click below.

I also have these other businesses for sale. PLEASE SCROLL DOWN TO SEE ALL 8.
Please see below 8 new businesses I am representing for sale in Denver. If you seek sales packets, please
just email be back exactly which businesses you seek sales packet for and then I can email them to you
today.

For Sale - New Listing: Oct. 10, 2013

4 Wheel Drive Auto Repair Shop

For Sale:
4 Wheel Drive Auto Repair Shop, Denver-Based, We ARE
Recession-Proof...
Sales Price: $3,000,000. The seller is open to carry some for a
qualified buyer.
We Cash Flow almost $1MM every year, even during the past 4
year recession, where others have fallen hard or gone out of
business completely.
2013 WILL Cash Flow over $1,000,000 “solid”, says the owner.
2012 Cash Flow was $979,000 on $2,742,000 in Sales per CPA
2011 Cash Flow was $896,995 on $2,880,597 in Sales per CPA
2010 Cash Flow was $849,766 on $2,526,546 in Sales per CPA
This business sale includes: over $1,300,000 in total Assets,
including $140,000 in "cash", $100,000 in current Accounts
Receivables, 7 vehicles, and over $1,000,000 in shop tooling,
equipment, etc. Please call for comprehensive asset list and a
recent balance sheet. The buyer will receive all assets
COMPLETELY DEBT FREE!
Selling for 3 X's 2012 cash flow! The owner is a second
generation owner and is committed to make this sale very
successful and stay on for however long it takes to optimally
transition to the new owner.
Please email info@companybroker.com or call Paul at 303382-1900 for a comprehensive sales packet with the past 5
years of financials and tax returns, and a detailed 40
minutes video interview with the owner and a full site walkthrough. We can immediately email the sales packet.
WE ARE THE BEST AUTO CARE CENTER IN
COLORADO!! Our 4 X4 Niche is Solid in Good Times and
Bad Times. We are a full-service auto repair company: We
are VERY unique in our niche industry in that we SELL retail
parts and we do comprehensive AUTO REPAIR, concentrating
on 4 X 4 vehicles of all models. Very few auto businesses do
BOTH. This is the reason we enjoy the great profits that we do
year-after-year. "There is much more money to be made in
repairing vehicles, than there is in accessorizing vehicles, but if
you can do both, the profits are even greater", the seller states.
There really isn't anyone who can do the work we do and sell
the retail parts we have for 4 X 4 vehicles, in our entire market
or at least a 20 mile radius. We have held a lock on this industry
and market for almost 40 years now.
We Specialize in 4 X 4's and Our Services Include: oil
changes, maintenance, drive train/transmission, engine repairs

and recomplete rebuilds, alignments, steering and suspension,
brakes, diagnostics, tire sales, used vehicle inspections, cooling
systems, safety features, and offer full service, and fleet
solutions for our larger long-standing customers.
We have been highly profitable for every year in operation for
39 years. For many years we have an enormous amount of
drive-by traffic at our location. The drive-by traffic in front of
our location is expected to explode in the coming years due to a
road expansion which may double the passer-by traffic, which
will help grow our location greatly.
We have substantially more work available to us than we can
handle because of our great reputation. Currently, we have
JUST 7 bays, which we are now expanding in to 9 bays. So
unfortunately, we have had to turn down work every day; high
margin, and very profitable work. However, the new owner can
immediately double the sales by doubling the bays to 14. As
stated above, we already have the space for 2 more bays in our
current facility which we are now expanding into. Going
forward however, it is an obvious first step to complete the
construction to expand with the other 5-7 new bays. The seller
will pay for the costs of construction since it will increase his
property value anyway. The current owner owns the real estate
is completely committed to construction the expansion, if that is
what the new owner seeks. (He will invariably raise the rent to
cover the costs over time.)
The seller insists that a new owner can easily get the cash flow
to $1.5MM-$2MM/year once the expansion is complete. The
seller states that we have "excellent SYSTEMS" in place. "The
systems run the business, and the people run the systems". Also,
we have spent almost $100K on the most advanced state-of-theart software and computer systems to streamline ever procedure
in our operation. All the kinks have been worked out. If the
buyer puts down $2MM at closing, they will invariably get at
least 1/2 that amount back every year for the next 10 years,
assuming no growth. If sales double in the next 3-4 years, them
the cash flow will triple since you have covered many of your
fixed costs at the first $2MM-$3MM/year, much of the rest falls
to the bottom line. This is now a fully turn-key operation at this
stage.
"We have a great niche in auto repair and retail auto parts in one
of Colorado's best markets", the seller states. We have the
largest auto 4 X 4 auto shop and we have almost NO
competition. We have 14 great employees that have been with
us for an average of 8-10 years and we have 2 of the most
efficient and state-of-the-art facilities to service cars and trucks
in. We have invested heavily into the finest equipment in the
auto industry.
The current owner works just part-time because he is semiretires and owns another business and has other personal

interests. In addition to expanding the number of bays, another
way to dramatically increase the gross sales and cash flow is to
"squeeze" the current operation. What we mean here is that the
seller knows that because he is not there full time, he knows that
the techs and front office staff is not working to capacity. He
feels that the shop techs, for example, are operating at
approximately 60% of their potential capacity. In short, a new
owner who is full time would expect more and push them
harder, thus increasing volume. In addition, for over 30 years
now we have NOT been open on the weekends, or after
4:30PM. WHY?.. If we have a much greater demand for work
than we are taking on, why NOT take on more work through
expanding hours in a week beyond just 40? The new owner can
immediately add shifts during the work week and also work
Saturday and/or also Sunday. As stated, almost 30% of our total
operating costs are fixed, i.e., rent, insurance, etc. So once you
hit approximately $2.5MM or so, a great portion of the
incremental gross sales falls to the bottom line in profits. Thus
$5MM in sales would invariably cash flow approximately
$2MM/year. "Squeeze the existing shop capacity before you
construct the expansion, the seller says. AND the workers are
always looking to make more money and then we will not have
to turn down work from our long-standing customers, who get
disappointed when we have to put them off.
In terms of a new owner with more passion, we already have or
can build the capacity to handle over $5-7MM/year as stated
above, the seller insists. Today, we just need someone who
wants to get the sales up to capacity. We have "everything" in
place. The new owner needs nothing other than the talent and
the vision for growth. We will have everything in place after
expansion of the 5-7 new bays; we will then have all the
equipment, inventory and techs to handle $6MM/year...The
buyer needs no specific mechanical experience or licensing.
Our people: We have 14 seasoned technicians that have been
with us for many years who can perform any shop work. You
are "as good as your people".. And we have the best, they just
need full time leadership and to be pushed. It took years to
hand-select these people and train them.
The seller is committed to make this transaction largely
performance driven and seeks a win-win structure that motivates
both the buyer and seller to grow the company going forward.
The seller will carry a portion of the sales price for a qualified
buyer. This speaks volumes about his confidence in its ability to
grow fast going forward with a new "operator - owner". Again,
$3MM and the buyer gets over $1.5MM in high-tech equipment
and inventory, AR and Cash, forgetting about the incredible
value of a business that generates almost 1MMK/year in cash
flow as a part time owner/operation.
Our website and web presents alone are worth a fortune. We
have the finest sites and strong SEO (search engine
optimization) for key words that bring steady business to us.

For the past 39 years now we have built a solid name and the
finest reputation for fair dealings. The seller is fully committed
to sell the business and will agree to full Reps and Warrantees to
a solid legal and business standing, no “ghosts in the closet”.
We have never had legal battles. Also, we have the finest record
for safety (OSHA) and NO client complaints. As stated, the
seller’s commitment to carry most of the sales price speaks
volumes about his confidence in the short and long term
performance of the business and the achievement of the
aggressive cash flow and revenue targets stated above.
We are completely recession-proof and provide a highly
“inelastic” services. People will always need auto repair,
especially on high-end 4 X 4 vehicles. Even now more than
ever... Prior to the recession, people bought new cars every 3-4
years or so. Today, people are holding on to older cars longer,
so repairs are critical now more than ever. In short, during this
great economic downturn we have thrived and grown steadily.
We are so confident in our repair work that we are one of the
few that offer a 3 YR/36,000 mile warrantee on our service
work - and our long-standing customers love us for it. Further,
we have the strongest relationships with all of our suppliers in
the industry. Our suppliers love us and give us the finest pricing
available. The new owner will step into this incredible value.
Seller will stay on and Assist in the Full Transition to the New
Owner - The final and most critical aspect of this offering is the
following: the seller has an absolute wealth of knowledge, but
he just doesn’t have the energy or passion to commit when the
business needs it most. We are at a point in time when we are
ready to explode in growth going forward, he states. Postclosing, the seller is 100% committed to give direction to the
new owner take the business to the next level in sales and
business development. In fact, the seller has such a wealth of
experience in sales and marketing for 4 X 4 accessory sales and
marketing and auto service that he has earned thousands of
dollars consulting owners of other similar shops in other
markets on how best to grow their business.
The seller states that he has in his head a “blueprint” of exactly
WHAT TO DO to get the business to $5MM/year or more
within 3 years and double the current cash flow. He just does
not want to implement the expansion himself as he is trying to
spend more time in his other interests. What we need today is a
new owner with energy and commitment to grow the business
going forward. The new owner should have sales, marketing,
financial and business development experience, and should also
know how to manage people. This is the skill set we need today.

Call Today

Please email info@companybroker.com or call Paul at 303-3821900 for a comprehensive sales packet with the past 5 years of
financials and tax returns, and a detailed 40 minutes video
interview with the owner and a full site walk-through. We can
immediately email the sales packet.

For Sale: 10 Yr. Old Trailer Sales
and Service Co. In Denver.
Sales Price - $200,000
2012 Cash Flow was $147,14730K on $953,153 in
Sales
2013 WILL Cash Flow over $130K on over $1MM
in Sales, the seller asserts.
Selling for 1.5 X's Cash Flow AND Includes over
$200K in solid assets, inventory and equipment
(Completely Debt FREE at closing, except for the
floor plan on the inventory.)
We are the leader in our 10 year history and the
second largest and trailer sales and service companies
in our market.
We are having our best year in 5 years. We have 2-3
X's more work than we can handle because the seller
is burned out.
The new owner need NO industry or technical
experience, but should have a solid business, sales
and marketing mind and be committed to work.

Brief Overview:
Simply put, we can sell and service ANY trailer: ATV Trailers, Cargo
Trailers, Construction Trailers, Dump Trailers, Gooseneck Trailers,
Recreational, Single Axel Trailers, Tandem Axel Trailers, Landscaping
Trailers (BIG) Tilt Trailers, Used, Build a Trailer. We think after 10 years
we have seen it all. Out West, people have trailers for 2 reasons; fun
recreation and their toys, OR work and run their company/business. Both
markets and end users find the use of their trailers to be critical to their
fun or business operations. Even during the economic downturn we stood
solid. The work and sales never slowed down.
What types of trailers do we sell? We carry new and used utility
trailers, flatbeds, dump trailers and boat trailers. Brands we carry include
United, performance, Carry-on, and Shoreland’r.
Do you offer maintenance repairs and service? Yes, we carry spare tires
and parts for most major brands of trailers. We also can find parts or have
our welding and fabrication shop devise a custom solution. More about our
Trailer repair service. We do a good portion of our work in the field on
service calls with our mobile unit. We can fix or repair ANTHING
ANYWHERE for ANY Unit; our welding skills and creative fixes save our
clients the expense of buying a new expensive trailer and they love us for
it.
Mobile and Shop Repaid and Service Work: No one in the trailer business
wants to do service and repair work. Their solution is always to just sell
the customer a NEW trailer, which of course is wasteful and
expensive. People would much prefer to pay us say $300-$600 for a repair
that will give them another 2-3 years for their unit vs. being gouged for a
new $2,500 trailer. People are smart, they want choices and we are the
ONLY high quality trailer repair, service and sales shop in all of Denver

Metro, or the entire Front Range for that matter. We have just raised our
prices for service and repair work because we have been "way below
market" in pricing in the past. Our customers love us and never push back
our on invoices. In fact, we have VERY underpriced our service work over
the past 5 years. In short, the service side of the company is expected to
cash flow much better going forward.
Very few companies have the equipment and trailer repair skills to
complete this work in tight areas and in short time periods. This is why we
can charge higher prices. "We charge for it, and they pay it", the seller
asserts.
Since 2003 we have completed over 3,000 Sales, Service, or repair
jobs. Today we enjoy an incredible steady stream of call-ins and referrals
from our excellent reputation for fair dealings and great work. The phone
just rings; we have made no efforts to speak of to grow the company from
a marketing and sales standpoint.
We have thousands of long-standing customers that year-after-year call us
to get jobs done, and often we don't even have to compete for them. We
often write our own ticket - which has incredible margin. As stated above
we have done almost no form of sales and marketing efforts. We don’t
even have a phone book advertisement. This is one of the areas that need
to be improved by the new owner. They rely strictly on call-ins in the
past. The work just comes to us from the past 10 years of jobs we have
done in the past.
The seller is 100% confident that if the new owner did any form of business
development or marketing efforts, including website development and SEO
etc., the business could triple in 2-4 years. Our 3,000-plus existing
customer base is very loyal to us, but we have not tried to tell the Denver
market ‘we are here’. The seller spends 100% of his time in the office of
the shop working, therefore, no one has been able to take the time to grow
it.
Please email info@companybroker.com or call Paul at 303-382-1900 for a
comprehensive sales packet with the past 3 years of financials and tax
returns, and a detailed 40 minutes video interview with the owner and a
full site walk-through. We can immediately email the sales packet.
The seller is fully committed to sell all the assets (expect his personal
assets in the company.) of the business and will agree to full Reps and
Warrantees to a solid legal and business standing, no “ghosts in the
closet”. We have NOT had one client complaint in all 10 years of
operation. We have a stellar track record of finishing jobs on time and on
budget. We also have a stellar worker’s safety history without one
workman’s comp claim in the past 10 years! We have the lowest insurance
and workman’s’ comp rates available due to our “perfect” safety
record. We also have a perfect OSHA and safety record.
A trailer needs to be sturdy enough for the wide temperature changes,
stormy weather conditions and bumpy roads of Colorado. That is why we
carry the best brands in trailers. We are a one-stop shop for your trailer
needs, we believe in a no pressure sales approach. We want our clients to
feel welcome and comfortable every time they visit, whether it’s for a
$20,000 trailer or a $4 replacement bulb.

We are fully turn-key and are a full sale and service business. We have just
1 real competitor. The rest are smaller shops that carry 1-2 trailer brands
and again, do little, if any service and repair work. We do it all and as a
result, our top 1000 customers use us over and over again. We are “onestop shopping” for them – this is key to our success.
The seller has been the “bottle neck” of the business because of his many
other commitments. The business also needs updated systems and
procedures to get up to $3MM-$5MM/year levels. But these can all be
easily implemented.
We have LOW DEBT and have the lowest overhead structure possible. Our
Achilles heel has always been lack of money. We have never had enough
working capital to maintain the inventory needed to offer our clients all
the choices we know they want to see. We simply never managed our
money and cash flow very well. As a result we just maintain about $70,000
in inventory, because that is all we can afford, which is just 10-50 trailer
units or so. This simply is NOT enough choices. As they say, “you can’t sell
from an empty trailer”. If we had, or if the new owner had say, $200,000
in cash to put in to the business in inventory and also to hire 1-2 more
service techs we could double/triple sales immediately. And of course the
more you make, the more you MAKE since you cover your overhead costs at
the first $800K-$1MM in sales. The incremental sales is almost all
profit. Plus by having the funds to stock more inventory, we can get better
pricing and save $10,000-$20,000 in flooring interest
expense. Unfortunately, we see sales walking away everyday simply
because when someone wants a new trailer and we don’t have what they
want, they will go to a competitor to buy it, even though they want us to
get the business. In summary, an additional $200,000 would make a world
of difference and get us quickly to $2MM-$3MM/year or more.
The seller asserts we now have the perfect location and overhead structure
for solid growth going forward. We have 2 full acres of yard and facility
space and a 2,000 SF office/shop to operate in.
Please email info@companybroker.com or call Paul at 303-382-1900 for a
comprehensive sales packet with the past 5 years of financials and tax
returns, and a detailed 40 minutes video interview with the owner and a
full site walk-through. We can immediately email the sales packet.
The seller will stay on for however long it takes to ensure a comfortable
transition of employee, vendor and customer relationships. Again, the
seller has a tremendous commitment and financial interest to ensure a
smooth transition.
The seller has a wealth of knowledge and many innovative ideas to grow
the business, but he just does not have the time to commit to the
business when the business needs it most. In short, he is committed to
help the new owner take the business to the next level.
The new owner will step into very strong reoccurring cash flow from solid
and long-standing relationships with customers that can send millions in
trailer sales and work every year. We have all the work available to
us. The new owner would just need to expand the relationship we already
have with existing customers to double or triple the sales.

We have the finest reputation in the Denver Front Range area. No legal battles.
Sincerely,
Paul Olsen
Business Sales | Mergers and Acquisitions
Bringing Buyers and Sellers Together Since 1993
Main: 303-382-1900, Direct: 303-382-1906, Fax: 815-301-3483
999 18th Street, Suite 3000, 30th Flr. Denver, CO 80202
paul@companybroker.com, www.companybroker.com

Cash Flowed $2.7MM on $15MM in Sales 2012!
For Sale:
40 Year Old Niche Water and Wastewater Service Company
2012 Cash Flow $2,700,000 on $15,000,000 in Sales!
Update - 2013 has "twice" the amount of contracted work heading into 2014,
compared to this time last year.
Sales Price - $4,500,000 Down, plus another $3,000,000 over 5 years.
Sale Includes over $1,400,000 in "Solid" Accounts Receivable and over
$3,000,000 in over 200 pieces of equipment (per certified equipment
appraisal) - Completely Debt Free!
That is almost $4,500,000 in Assets for Just $4,500,000 Down.
2014 Outlook:
As stated, 2013 has "twice" the amount of contracted work heading into 2014,
compared to this time last year. The seller states that, "we have 3 X's the
amount of work to do, but just "1" estimator doing $50MM-$80MM in
bids/year. This is a massive bottle neck. "

We have 7 solid and long-standing employees who run the entire
office and field operations. The new owner need NO industry or
technical experience, but should have a solid business mind.
Located in: North Denver

Founded in 1973; this North Denver-based Water and Wastewater Service
Company is an S-corp. and cash flows $2.7MM in 2012 on $13MM in sales.
(We have CPA "Audited" financials for the past 6 years.) The buyer will put
down $4.5MM at closing and will get approximately $4,5000,000 in assets
on the balance sheet including $1.4MM in Solid Receivables, and $3.1MM in
well-maintained and state-of-the art equipment for our specialized field. (per
a certified equipment appraisal) In terms of the 'collectability' of the
receivables the buyer will get, it is worth stating that over the past 10 years we
have collected $92,5000,000 and have written off just "$2,000" in bad
debt. That is a 99.9999% collection rate. We collect everything, and
that speaks volumes about our company and how we treat our customers and
their commitment to pay us. In fact, the seller will "guarantee the AR for the
buyer. This says it all. We have NO debt on our balance sheet so the buyer
will step into a clean slate with an enormous level of working capital already
on the books.
The work we do is highly technical and very unique to the ever-growing
demands of the water and waste water industry. BUT, we have 7 solid and
long-standing employees who run the entire office and field operations. The
new owner need NO industry or technical experience, but should have a solid
business mind. The barriers to entry are the highest there are to get into this
market and we have a solid lock on this market with just a few real
competitors. We have just 3-4 competitors in our market that big against us,
and there is plenty of work for all us to enjoy 10%-15% gross profits. It is
VERY difficult for a new competitor to enter our niche. Our customers expect
the very best service from the most capable service companies and will pay a
great premium for it. Very few companies have the quality equipment, the
bonding capacity ($25MM in our case), the skilled labor, and the reputation
to take on some of these highly technical jobs. In fact, we are completing an
$3.3MM job this month. Our customers would not consider allowing a
company take on projects like this with a company that they have not dealt
with for many years and build the trust that we have built. In fact, because we
are regarded as the experts in our field we are often asked what needs to be

done on a given project, or consulted on how best to do it. Our customers
often do not even know the scope of work. We have the expertise in all areas
of our service work, we are often asked to help design the project, so of course
we are most likely to get the job...
Please email info@companybroker.com or call Paul at 303-382-1900 for a
comprehensive sales packet with the past 10 years of CPA "Audited" financials
and tax returns, and a detailed 30 minutes video interview with the owner
and a full site walk-through. We can immediately email the sales packet.
2013-14 Outlook: As of Oct. 1, 2013 we were just awarded $12MM in new
work to be completed in 2013. Thus 2013 will likely be at least $2.7-$3MM in
cash flow on say $15MM in sales. But to achieve an even higher level of
growth the new owner will need to hire a few more people and process more
bids. We have all the work the new owner wants, however, the current owner
has recently elected to pass-up a great amount of the work that we are asked
to bid. The current owner is age 68 and has pulled back in recent years and
seeks to spend more time on his ranch in another state. The owner states,
"that we have $15MM, $20MM or $25MM of additional work we can take on
or at least bid for next year." "But I just don't want to grow the business any
bigger", he states. It's whatever the new owner wants. Recently, we have
been getting over 40% of the work that we bid for. Normally this ratio or
percentage is 20%-30%, which is well above the conversion rate that our
competitors enjoy.
It's easy to get 40% of your bids if you charge low rates or come in low in the
bid hat. "But not us - we earn greater profits/margins than anyone we know
in or industry", the owner states. We hear from our bonding agent and
bankers all the time (who know the construction industry), that we are the
MOST profitable company year-after-year in the industry. To double the
gross and triple the cash flow over the next few years, the new owner would
simply need take on more of the bids we are asked to pursue by our longstanding customers; that how to double or triple the company. You WILL,
however, need more equipment and more office and field staff, but the work
is there.
Equipment: The sale includes over 200 pieces of equipment that originally
cost over $6,000,000 and is in various ages of lifespan. "You are as good as
your equipment", and if you treat your equipment great, it will treat you great
for many years to come", the seller states. All equipment is well-maintained
by our in-house mechanics. The quick sale value or bank lending value on the
equipment today is estimated to be worth $3,100,000 and we have all the
equipment needed to complete over $15,000,000/year. We have over 200

pictures of the equipment and a detailed valuation of all heavy equipment on
the website I can send you.
Water is Everything out West: We are in the water service industry, and
water is everything in Colorado, and the West in general. In fact, Colorado
has more water resource problems and limitations than most other
states.. We service many of Colorado's water districts including Denver Water
Board. For the past 40 years we have completed between 20-30 projects per
year for Colorado's city, count, state governments and water districts and
water boards. The projects typically range from $1MM - $4MM, with some of
the marquee jobs reaching $7MM or more for us. The seller has gone on
record to say that "no one in the state in our industry makes the money that
we make; other than 2009 and 2010, we have consistently held a 15%-20%
gross profit and a 10%-15% cash flow over the years".
Seller's Representations and Warrantees on the Sale: The seller will
guarantee in contract that the business has absolutely no legal battles,
conflicts, or claims against it and that the business is in the finest standing in
EVERY respect. In fact, this business has operated for 40 years without "one"
legal battle, bond claim, or job dispute, that was not addressed and
settled. We don't have one "scratch" on our perfect reputation and record of
operation - nothing! We are invited to most-every bid because we are the best
at what we do. We have only 32 employees, but they are the best in the
industry, and it took years to groom the workers.
Demand for Our Service Niche: Colorado like most-all western states
went through a large growth spurt in the 1960s-1980s. During this time city,
and state governments, water districts and water boards spent billions lining
the state with a complex system or grid of water pipes, and water mains that
provide transfer fresh water in, and wastewater and storm water out to be
treated. Today there are literally tens and tens of thousands of miles of water
pipes that transfer clean water in, or disposing and treating wastewater on the
way out. Of course most people don't visually see the service work that we
do. It's not like a road paving service where you actually "see" the work being
done. But the service work that we do for Colorado happens all around us; or
in fact, under us... Today this 30-45 year old incredibly complex maze (grid)
of aging and decaying water pipe system is falling apart below our feet. The
materials and construction methods used 40 years ago are very obsolete
today. In fact, the entire system is not only aged and breaking apart, it is also
simply NOT able to handle the demand and capacity that water users need
today. The Colorado population has more than doubled since this system was
installed; also the amount of water usage per person has risen sharply during
this 40 year period.

All this means that over the next 5-10 years Colorado, and more relevant to us
is that our top customers, have the enormous task of upgrading the entire
system and installing new piping and water products and materials that will
service Colorado's Front Range fast growing population projections for many
years to come. Our top 5 customers alone already have received budgets and
bond issues for between $3BB - $6BB to be spent on this system and our
services over the next 5-7 years. We are in the greatest industry at the
greatest time possible. For many years to come the new owner can easily
double the business and triple the current cash flow within just 3-4 years due
to the incredible demand for our services. In short, providing water is
critical, the demand has never greater, the entire system transferring water is
inadequate and obsolete, our customers are plush with water budgets to
upgrade the entire system, and finally, we are the best and most profitable
company to meet the demand and prosper. THIS is why the seller
is comfortable carrying over 50% of the total sales price and is even open to
an earn-out on a portion of the sales price.
Facility of operation: For 29 years now we have operated on a 5 acre
facility centrally-located in Denver Metro and is right in the middle of two
great markets that we can serve for many years to come. In our industry drive
time and many hours getting to sites can be a big part of costs and
overhead. Our overhead is as low as it can be. Again, this is one of the
reasons our net profits are so strong. You are 'as good as your people', as we
have the best in the industry. We have 2 great bid and operations managers
who can run everything going forward for the new owner. In addition, we
have 5 solid field supervision who took years to groom to be able to run
almost completely independent of the owner. We have great employee
benefits and profit sharing for all workers. Our team of 32 employees are wellpaid and love their jobs, so the new owner should have no concern for losing
field or office staff in the company transfer.
Sales, Marketing and Business Development Efforts: Simply put, we
have done NOTHING in the area of sales and marketing of our business over
the past 10-20 years. We have just a '1' page website. We have steadily
completed about $9MM-10MM of work per year for over 2 decades, with no
pro-active sales and business development efforts. "The work just comes to
us", the seller insists. We have not made one outbound call or any efforts to
build the brand of the company to seek out work. The phone rings and the
emails come in asking us to bid work all over the region. We cherry-pick the
work we like with the greatest margins in our market radius and we leave the
rest for other to take on. A new owner who wants to 'widen the spigot' can
easily just accept more work in an effort to grow the company.

The new owner needs no specific industry experience as the company now
runs itself with great management. However, if the new owner wants to truly
grow the company at even a greater rate, then they probably should have
strong sales, marketing experience, finance and people management
experience, etc. This is a fast-paced business and decisions are being made all
the time. The business model that the owner and key management has built
is excellent. It took years to build what we now have and have everything in
place to grow quickly from here.
The seller has a wealth of knowledge on how best to take the company to the
next level of sales and profits and is 100% committed to stay on for 4-6
months on an as-needed basis to ensure a smooth business transfer. But
again, we have great management in place to assist the new owner in their
quest to grow the business. As stated above, the seller is 100% committed to
carry 40% of the sale price in a note. In this transaction the seller is wellmotivated to ensure a solid transfer of the employees and the wealth of
industry knowledge he has to the new owner IF he is to get full sales price.
Please email info@companybroker.com or call Paul at 303-382-1900 for a
comprehensive sales packet with the past 10 years of CPA "Audited" financials
and tax returns, and a detailed 30 minutes video interview with the owner
and a full site walk-through. We can immediately email the sales packet.

Paul Olsen
Mergers and Acquisitions
Main: 303-382-1900
Direct: 303-382-1906
Fax: 815-301-3483
999 18th Street, Suite 3000-30th
Flr. Denver, CO 80202
paul@companybroker.com
www.companybroker.com

For Sale:

Stylist and Spa /Salon 2014 Cash Flow Will
Be Over $250K/year.
South Denver, Colorado (Denver County)
Seller Financing Available

Please email or call 303-382-1900 for the sales packet and video for this
business sale.
Business Description
Sales Price - $250,000 (plus $35,000 for inventory costs) - The seller will carry some of the sales
price for a qualified buyer.
2013 Cash Flow over $120,000. BUT.. 2014 Cash Flow WILL be over $250,000 once the new
owner implements the new stylist compensation program. 2015 should be $300,000-$350,000.
The seller has invested over $400,000 documented in to the business operation over the past 3
years including the payment of $134,000 that she paid the previous owner for it in 2010. Today
the 18-booth shop is state-of-the-art and literally an "A++" looking facility.

Please see the WEB LINKs above containing a detailed Data Room and comprehensive video
link on the entire operation and a full interview with the owner. Contained in the website data
room is 3 years of business tax returns and other relevant materials. However, you MUST see the
entire video with the seller to fully understand the salon operation and opportunity. Please call
303-382-1900 or email info@companybroker.com and we will immediately email you the entire
VIDEO of the salon/operation and all details on this business for sale. The sales packet is
Incredible...
During the past 3 years the seller as reinvested almost 100% of all free cash flow back into the
salon to make in what it is today.
Location, Location, Location... Castle Pines, Colorado IS the "Beverly Hills" of Colorado. We
are in the very center of the second most exclusive community/neighborhood in all of Colorado!
We are literally the ONLY hair salon in an 8-10 mile radius, and in this entire area, in every
direction, are the most valuable homes and finest demographics for our high-end service and
products.
We have a comprehensive database of 3000-plus solid and long-standing customers that have
been coming to us exclusively for the past 5-10 years. This IS the main asset of the sale. The new
owner need NO industry or technical experience, but should have a solid sales, marketing and
business mind.

Detailed Information
Facilities:
The seller has invested over $400,000 documented in to the business operation over the
past 3 years including the payment of $134,000 that she paid the previous owner for it in
2010. Today the 18-booth shop is state-of-the-art and literally an "A++" looking facility.
Competition:
Location, Location, Location... Castle Pines, Colorado IS the "Beverly Hills" of
Colorado. We are in the very center of the second most exclusive
community/neighborhood in all of Colorado! We are literally the ONLY hair salon in an
8-10 mile radius, and in this entire area, in every direction, are the most valuable homes
and finest demographics for our high-end service and products. We have a
comprehensive database of 3000-plus solid and long-standing customers that have been
coming to us exclusively for the past 5-10 years. This IS the main asset
Growth/Expansion:
Also another area to immediately increase cash flow and gross sales is hiring 6 more fulltime stylists. We have 18 chairs to handle 18 FT and PT stylists and we just have 12 on
the floor. This means we would immediately have another 33% increase in gross sales (or
booth rentals) and another 6 more stylists selling our fast-selling, high-end retail
products. Because of the sellers severe medical condition and limitations, she simply has
not had the energy to recruit 6 more stylists. However, the line would be out the door and
around the corner for 6 n
Financing:
Seller will carry some of the sales price for a qualified buyer

Support/Training:
The seller will do whatever it takes to transfer the business to the new owner as smoothly
as possible.
Reason Selling:
Seller had a severe car accident and has many medical and physical complications

Asking Price:
$250,000
Gross Income:
$550,000
Cash Flow:
$120,000
EBITDA:
$120,000
FF&E:
$275,000.00 *
Inventory:
$35,000.00 *
Year Established:
1998
Employees:
19
Hair:




















Shampoo & Blow-dry
Women's Cut
Men's Cut
Mustache/Beard Trim
Kid's Cut (12 and under)
Girl's (age 13-17)
Boy's (age 13-17)
Perm & Spiral Perms
Color/Color Retouch
Balayage-Freehand Highlighting technique (Finger Painting)
Color Correction-taken case by case only.
Partial Highlight/Full Highlight
Halo Hilite
Smoothing Treatment
Express Keratin Blowout
Relaxers
Up Do's - Wedding, Prom & Special Occasion
Hair Extensions
Feather Extensions

Facial Waxing:





Eyebrows
Lip
Chin
Neck

Makeup:






Bridal & Bridal Party Makeup
Prom & Homecoming Makeup
Photo Shoot Makeup - Modeling, Headshots, Senior Pictures, etc.
Special Occasion Makeup - Parties, New Year's, Halloween, etc.
Makeup Consultation - color testing, product recommendation, makeup application,
makeup tips.

Why should I buy Professional salon products instead of drugstore brands?
The ingredients used in professional salon products are generally better quality and are more
concentrated than drugstore offerings. This means the effect on your hair is better and the results
will be longer lasting. Drugstore offerings may be thickened with sodium chloride, common
table salt, which dries the hair & scalp. Professional salon products are naturally thicker because
the professional products contain less water. Also, those "bargains" you pick up at the discount
and drugstores, have been sitting on a shelf for awhile and perhaps that bargain is not really what
it appears. You truly get what you pay for.

PRODUCTS
Aquage - Aquage hair products are formulated in algaeplex sea botanicals- bringing you the best
of sea and science. Gently harvested from the coastal waters around the globe, Algaeplex
combines the healing nutrition powers of eight different seaweeds and algae; each carefully
selected for their curative properties. Our fresh, clean, sea inspired fragrance invigorates the
senses and calms the sprits. Immerse. Aquage.
B the Product - A hot new product out of Los Angeles and cannot be found just anywhere; but it
is at Salon 188! The product line is amazing! Nourishes the hair with vitamins & UV protectors
and without harming the hair with sulfates, parabens & sodium chloride. The products are lightly
scented with fresh scents. Finally, a product that won’t weigh your hair down!
Biomega - Biomega was created by Aquage for lifeless, color treated hair. Biomega shampoos,
conditioners & styling aids have UV protectants as a "fade stopper" and are infused with
nourishing Omega-rich extracts. Designed to revive dull, dry, fine & color treated hair without
weighing it down. No Sulfates, No Parabens, No Gluten.
Brocato - Shimmer sprays for hair and skin. Offered in Platinum and Gold.

Eufora - Eufora's advanced technology utilizes important botanical extracts that have been
scientifically proven to benefit the hair and scalp. You won't find any fluff ingredients that sound
good on the label, but don't provide any real benefit.
Kevin Murphy - Kevin Murphy products are relevant to today’s ever changing looks and are not
heavy or greasy on the hair. The product line in environmentally friendly without compromising
on product performance. Sulfates fade color and parabens have been linked to a myriad of health
problems. All Kevin Murphy products are sulfate free and paraben free. The products are made
from renewable and sustainable resources whenever possible, using pure essential oils, plant
extracts and natural antioxidants.
Moroccan Oil - A powerful antioxidant and UV protector, Moroccan Oil's proprietary Argan Oil
blend is rich in vitamins and natural elements that fortify the hair; including vitamin F (Omega
6), vitamin A to improve elasticity, vitamin E to protect against free radicals and Phenols to
shield against environmental stressors. Salon exclusive and NEVER sold on the internet.
Paul Mitchell - Super Skinny Serum great for flat ironing!
______________________________________________________________________________
___________________________________________________________________

Boutique Offerings at the Salon

HAIR ACCESSORIES
Hope Clips ***
Hand beaded by a South African Tribe, these gorgeous hair clips not only give back to help
support the tribe but also help rescue children who have been placed in sex trafficking rings all
over the world. These clips come in S, M & L and won't fall out of your hair even on a run.

Bling Headbands
Rhinestone Headbands in clear and multi-color.
Bling Lanyards & Wristlets
for ID's, Keys, Jump Drives, etc. In an array of colors to choose from!
Bling Engineer Hats
in many colors- Cute, Cute, Cute!
Bling Strands/Bling Jewels
Bling Strands are almost as thin as a human hair adds zing to any hair & comes in a rainbow of
colors. Jewels for the hair are just flat ironed in.

BEAUTY and SKIN
Caren lotions, face scrubs, lip shine, foot treatment & hand treatment ***
This entire line was formulated by Caren's world renowned cosmeceutical chemist. Each product
has been infused with antioxidants, aloe vera and glycerin to provide ultimate hydration
enhancing your skin's appearance with a radiant and youthful glow. Caren products do not
contain mineral oil nor have they been tested on animals. A portion of the proceeds goes to help
fight Breast Cancer.
Color Me Wands
Temporary hair color for a “peek-a-boo” look. In 6 vivid colors.
Eyebrow tweezers
Not just ANY eyebrow tweezers. These come with its own case that has a mirror and the
tweezers light up so you can see what you are doing- These are really Awesome!

JEWELRY



Firefly-Bedazzled necklaces, bracelets & earrings
Zhenbala (means Good Luck) Bracelets in Natural stone & Rhinestone beads. 12 colors
to choose from.

ACCESSORIES
Spartina cell phone cases & clutches in fun colors
Samoe Style Purses - very unique!

GIFTS
Cards
Award winning, unique cards that support jobs at the Goodwill.
Signs
Eclectic signs for everyday & everywhere.
Lights
96 Pussy willow lights in 3 stems. Gorgeous anywhere in the home & makes a terrific gift!
Crystal Spray
Chocolate Topaz Crystal Sprays added to a vase of pussy willow lights just makes it glisten!
Snow-So very Cool! ***
Comes in Test Tubes or Jars, "Snow to Go" in Chinese take-out containers or cards to mail (no
extra postage required). Stays for several days, simply spray with a water mister. Snow can be
dried and stored to be used "next season". A portion of the proceeds help to improve our
environment.
Wine Charms
Wine charms have a number of different themes to choose from and are also boxed and ready for
gift giving.
Lalo Keychains
Unique designs made of molded plastique in an array of whimsical characters.
TheraPearl Packs
These are available in both a neck wrap and a rectangular pack. TheraPearl is hot/cold therapy
pack designed by a renowned doctor for patients in her practice. The beads are made of water
and Glycerin. The uses are endless and the pack conforms to the site are. Uses include: postsurgery, reduce swelling and puffiness, sprains & muscle aches, post-waxing, post-workout,
migraines & headaches, toothaches, spa treatments, bruising and workout soreness.
Two-Wired Women
Hand-crafted entertaining ware- Made in Colorado. Wine topper & pourer, bottle opener, mini
tongs, ice tongs, serving set, cheese plane, letter opener, dessert server & Clip-on coffee
scoops(make great hostess gifts)

For Sale
New Offering - 17 Yr. Old
Large

Commercial/Residential
Excavation, Demolition,
Sewer and Water Company
Sales Price - $1,350,000
2012 Cash Flow was
$786,365 on $2,552,459 in
Sales
2013 WILL Cash Flow over
$1MM on over $2.8MM in
Sales, the seller asserts.
Selling for 1.2 X's Cash Flow
AND Includes almost
$900,000 in solid assets and
equipment
(Completely Debt FREE at
closing!!)
We are the leader in our 17
year history and are one of
the largest and most
profitable excavating and
demolition companies in our
market.
We are having our best year
in 5 years. We have 2-3 X's
more work than we can
handle because the seller is
90% absentee.
The new owner need NO
industry or technical
experience, but should have a
solid business mind and be
committed to work.

Brief Overview:
2012 Cash Flow was $786,365 on $2,552,459 in Sales.

2013 WILL Cash Flow over $1MM on over $2.8MM in Sales, the seller
asserts with the incredible start we have had this year vs. last year at this
time.
We are a 17 year old Commercial/Residential Excavation, Demolition,
Sewer and Water Company. We specialize in high-end home tear-downs,
excavation and demolition, and sewer and water hook-ups. We also do some
of the highest profile large commercial demolition work in Denver
metro. This work is roaring back right now, and this is our sweet spot.
The seller is fully committed to sell the assets of the business and will agree
to full Reps and Warrantees to a solid legal and business standing, no “ghosts
in the closet”. We have NOT had one client complaint in all 17 years of
operation. We have never had a bond called, ever been removed from a job,
or had an insurance claim. We have a stellar track record of finishing jobs on
time and on budget. We have a perfect track record. We also have a stellar
worker’s safety history without one claim in the past 7 years! We have the
lowest insurance and workman’s’ comp rates available due to our “perfect”
safety record. We also have a perfect OSHA and safety record.
Since 1997 we have completed over 1,000 demolition and excavation
jobs. Today we enjoy an incredible steady stream of call-ins and referrals
from our excellent reputation for fair dealings and great work. We are the
largest Demolition and Excavating business in Colorado based on the number
of permits issued the past 5 years. In fact, we have been issued more than
1/3rd of all permits issued in the entire Denver area in the past 5 years. We
consistently work for the largest and busiest contractors, and also public
entities and municipalities. Denver has a solid tax base and tax revenues are
some of the strongest in the country. Therefore, there is plenty of money to
upgrade infrastructure and begin new work, etc. But our bread and butter has
always been high-end residential tear-downs and excavation in tight
areas. Very few companies have the equipment and skilled equipment
operators to complete this work in tight areas and in short time periods. This
is why we get the biggest margins. "We charge for it, and they pay it", the
seller asserts..
The sale includes over $900,000 in heavy equipment – the is “quick sale” or
auction value. Over the past 2 years the seller has invested over $800,000 in
back into the new equipment included in the sale. The equipment is late
model, and well-maintained and will run for years to come without
replacement. The seller says, “everything is here to make $4MM/year and
no other equipment is needed. At this level the business would cash flow
over $1,800,000/year. We just need someone to work it full-time and stay
committed.
The seller has been running the business 90% absentee owner as he owns 2
other businesses (landscape and recycling materials companies) that are

growing at an explosive rate. “If the new owner worked full time and hustled
the jobs, sales and cash flow would immediately double or triple over 5
years”, the seller insists. We literally have jobs "racked and stacked" for the
next 2 months out. We have hundreds of long-standing customers that yearafter-year call us to get jobs done, and often we don't even have to compete
for them; just estimate the job, then do it. We often write our own ticket which has incredible margin. We have never done any form of sales and
marketing efforts. We don’t even have a website or phone book
advertisement. This is one of the areas that need to be improved by the new
owner. They rely strictly on call-ins in the past. The work just comes to us
from the past 17 years of jobs we have done in the past.
Please email info@companybroker.com or call Paul at 303-382-1900 for a
comprehensive sales packet with the past 5 years of financials and tax returns,
and a detailed 40 minutes video interview with the owner and a full site walkthrough. We can immediately email the sales packet.
We are fully turn-key and are a full service demolition and excavation
business. Most companies do just 1-2 aspects of the work that our client
demand of us. We do it all and as a result, our top 100 customers use us over
and over again. We are “one-stop shopping” for them – this is key to our
success.
There is a tremendous opportunity for growth by simply taking on more work
that we are asked to do. The seller has been the “bottle neck” of the business
because of his many other commitments. The business also needs updated
systems and procedures to get up to $6MM-$7MM/year levels. But these can
all be easily implemented.
We have 15 solid and long-standing employees that love and take pride in
their work. The operations manager/estimator has been with the company for
all 17 years and is committed to stay on to grow the business back up to 2008
levels. We just need another estimator, additional office staff and obviously
more field hands for the additional volume to get to $6-7MM/levels.
We are a mid–size demolition company with very little competition in our
market because much of our direct competitors have gone out of business due
to the economic downturn. Most-all other companies have substantial debt
on their equipment and held large overhead in their companies. So, when
things fell in the economy they couldn’t make payments or make
payroll. Conversely, we have NO DEBT and have the lowest overhead
structure possible. Again, this is why we cash flow is always so strong on
$2.34MM in sales. Other companies can't hold these margins. Over the past
17 years we consistently hit a 65% Gross Profit Margins which is incredible
with our low overhead. In short, the cash flow is excellent whether we gross
$4mm or just $2.5MM. The average GP in the industry (our competitors) is
just 30-40%.

The buyer will step into a great work in progress (WIP ) report of large to
mid-size commercial jobs we have on the books for the summer and fall of
2013. We are slammed with work right now and for the next 4-5 months at
least. High-end home tear-downs and re-builds are roaring back right now,
and so is large scale commercial demolition. This is our sweet spot. We have
all the work we want and the new owner can take on $3MM, $5MM or
$10MM in new work if they want - all the highest-margin and profitable work
is out there for the taking, at least for us. This is because we are tried and
true. Other smaller and less established competitors do not have the
equipment, experienced employees, but more importantly, reputation and
trust that we have spent years building with these contractors and municipal
entities.
We have very low overhead and an excellent business model for growth. The
seller works just 5-10 hours/week on this company, and is selling because he
has 2 other businesses and over $8MM in commercial real estate he needs to
manage.
Please email info@companybroker.com or call Paul at 303-382-1900 for a
comprehensive sales packet with the past 5 years of financials and tax returns,
and a detailed 40 minutes video interview with the owner and a full site walkthrough. We can immediately email the sales packet.
The seller will stay on for however long it takes to ensure a comfortable
transition of employee, vendor and customer relationships. Again, the seller
has a tremendous commitment and financial interest to ensure a smooth
transition.
The seller has a wealth of knowledge and many innovative ideas to grow
the business, but he just does not have the time to commit to the business
when the business needs it most. In short, he is committed to help the
new owner take the business to the next level.
The new owner will step into very strong reoccurring cash flow from solid
and long-standing relationships with contractors and insurance companies
that can send millions in work to him every year. We have all the work
available to us. The new owner would just need to expand the relationship
we already have with existing customers to double or triple the sales.
We are centrally location and near 3 major highways for great access to the
entire Denver Metro area.
We have the finest reputation in the Denver Front Range area. No legal
battles.

For Sale:
30 Year Old Commercial Glass Company in Denver,
Selling for "1 X's Cash Flow"!

2012 The Business DID Cash Flow $315K on
over $2.6MM in Sales.
Sales Price - $350,000 Down, plus another $350,000-$450,000
over 3-4 years through an earn out.
Includes over $270K in Assets/Equipment/vehicles, Including
over $150K in "Guaranteed" NET Receivables, completely
Debt Free.
Since 1984, we are the leader in our 29 year history and are one
of the top 5 largest and most profitable of our kind in Colorado.
We have 14 solid and long-standing employees who run the entire
office and field operations. The new owner need NO industry or
technical experience, but should have a solid business mind.

Just $350,000 Down and easy SBA finance with just $200K
down. The sales includes all assets and equipment to run a fullyfunctioning 6,000 SF Centrally-located shop and office setting. It
also includes 9 full-stocked field trucks/vehicles (3 of them need
small work) The buyer will need NO working capital to start as the
sale includes over $250,000 in Accounts Receivables at closing
($150,000 Net), and these receivables will be personally guaranteed
by the seller for collection. The real estate is also for sale for another
$550,000. (see broker) The business will have NO DEBT on the
balance sheet at the closing - all debts will be paid off..
We are 1 of the top 5 largest Commercial Glass installers in all of
Denver. We install some of the biggest and most profitable high-rise
jobs in the area. These include: a recent 11 story building, the
Denver Regency Tower, Skyline Towers, Green Box Storage,
various medical centers, strip malls, store fronts, Tennant finish,
schools, and curtain wall work. See the broker's comprehensive
video interview with the owner to cover more details here..
We have long-standing relationships with 25-30 general contractors
that for 30 years now have sent us almost 100% of the work we have
completed. This is a critical and valuable asset. It took years to
build the trust and confidence with these GC's and commercial
builders and renovation companies. They call us every day or email
us bid solicitations to bid for their work. The work just comes to
us.. However, the current owner knows that the business has been

Please email
info@companybroker.com
or call Paul at 303-3821900 for a comprehensive
sales packet with the past
5 years of financials and
tax returns, and a detailed
40 minutes video
interview with the owner
and a full site walkthrough. We can
immediately email the
sales packet.

"stuck" below the $3.5MM level in sales because he has NEVER
attempted any pro-active sales and marketing efforts to "get out
there" and chase the work that we are not invited to bid on. We have
always known that there is an entire world of work out there that we
have never pursued in any way. We are aware of and bid on less
than 1% of the work in Denver alone that can be available to us. we
are missing out on the other 99%. It's a shame, but the seller is not
the business development type. But a new owner could immediately
get out there and within 2-3 years triple the sales just by being more
pro-active with our existing client base and also expanding it.
Small Business Certification: Last month we finally received the
coveted Small Business Certification from the Federal
Government. This allows us to have a strong edge in bidding work
for federal and state public entities. In the past over 99% of our
work has been private sector or commercial work. We simply never
pursued t eh public sector. However, this is a solid market that we
will now have a strong edge in since most company don't have or
can't get this certification. Many of our large GC customers don't
even ask us to bid this work because we always pass on
it. However, the margins are great, and will be even greater for us
since with the certification we will have "preferential treatment" in
the bid. Therefore, we can bid the work higher and make more
money.Bonded work: This is the first step the new owner should
take to growth business and increase the gross profits (margins on
jobs). Over the years w e have not pursued bonded work for many
reasons, but I guess the main one is that you need about $300k or so
on the balance sheet ion cash to bond the bigger jobs and we have
never had it. "It takes money to make big money in the commercial
glass business", the seller says. These bigger jobs are far more
profitable and far less completive, but again the new owner would
need about $300K parked on the balance sheet to pursue this
work. This is a great opportunity for the new owner.
The work we do is highly technical and very unique to the evergrowing demands of the industry. BUT, we have 14 solid and longstanding employees who run the entire office and field
operations. (9 of these workers are installers. The barriers to entry
are high to get into this market and we have a solid lock on this
market with just a few real competitors. We have just 3-4
competitors in our market that bid against us, and there is plenty of
work for all us to enjoy 35% plus gross profits. It is VERY difficult
for a new competitor to enter our niche. Our customers expect the
very best service from the most capable service companies and will
pay a great premium for it. Very few companies have the quality
equipment and the skilled labor, and the reputation to take on some
of these highly technical jobs.
Please email info@companybroker.com or call Paul at 303-3821900 for a comprehensive sales packet with the past 5 years of
financials and tax returns, and a detailed 40 minutes video interview
with the owner and a full site walk-through. We can immediately
email the sales packet.
Seller's Representations and Warrantees on the Sale: The seller will
guarantee in the contract that the business has absolutely no legal
battles, conflicts, or claims against it and that the business is in the
finest standing in EVERY respect. In fact, this business has
operated for 30 years without "one" legal battle, job dispute, or even
a complaint about our work. We don't have one "scratch" on our
perfect reputation and record of operation - nothing! We are invited
to most-every bid because we are the best at what we do. We have

14 awesome employees that are well-paid, happy and they are the
best in the industry, and it took years to groom the workers to be
able to run completely independent of the office staff. As stated, our
team of 14 employees are well-paid and love their jobs, so the new
owner should have no concern for losing field or office staff in the
company transfer.
Facility of operation: The monthly rent is just $3,370/mo. For the
full 1/2 acre and over 6,000 SF of very functional A+ office and
work space. For many years now we have operated on a 1/2 acre
facility centrally-located in Denver Metro and is right in the middle
of several great markets that we can serve for many years to
come. In our industry drive time and many hours getting to work
sites can be a big part of costs and overhead. Our overhead is as low
as it can be. Again, this is one of the reasons our net profits are so
strong.
Sales, Marketing and Business Development Efforts: As stated
above, simply put, we have done no pro-active sales and marketing
efforts at all over the past 30 years. Throughout our history the
"work has just come to us". We have done no pro-active sales and
marketing efforts at all. We have had just a '1' page website and a
small line in the Yellow Pages. The seller strongly feels that new
efforts in sales and marketing the company will produce at least $2$3MM in new work in 2014 alone. In fact, the seller is so
committed helping the new owner grow the business going forward,
he will be willing to put "his money where his mount is" and subject
his seller's carry to a reasonable earn-out.
The new owner needs no specific industry experience as the
company now runs itself with great management. However, if the
new owner wants to truly grow the company at a greater rate, then
they probably should have strong sales, marketing experience,
finance and people management experience, etc. This is a fast-paced
business and decisions are being made all the time. The business
model that the owner and key management has built is excellent. It
took years to build what we now have and have everything in place
to grow quickly from here.
The seller has a wealth of knowledge on how best to take the
company to the next level of sales and profits and is 100%
committed to stay on for 3-4 months on an as-needed basis to ensure
a smooth business transfer. But again, we have great management in
place to assist the new owner in their quest to grow the business. As
stated above, the seller is 100% committed to carry over 50% of the
sale price in a note/earn-out. In this transaction the seller is wellmotivated to ensure a solid transfer of the employees and the wealth
of industry knowledge he has to the new owner IF he is to get full
sales price.
We have built strong relationships with engineers, architects,
attorneys, homeowner associations, and property managers of
residential, commercial and government properties. Since our
beginning, we’ve completed more than 5,000 jobs covering a wide
variety of projects.
Demand for Our Niche Service: As you can a great portion of our
gross sales is on large commercial and industrial exteriors. There
are 2 main reasons we have enjoyed steady sales throughout our past
and why 2013 is expected to explode going forward. 1) Our longstanding customers are some of the largest commercial real estate
owners in the US. We work for some of the largest pension funds,

Private equity groups and large bank and institutional investors in
real estate. The point is that our customers, even during a major
economic recession, are constantly buying and selling off large
commercial, industrial and multi-family housing projects. When
they buy or sell a large property, almost always the bank requires
that the new landowner (who is borrowing the funds to buy the land)
must set-aside funds to update or upgrade the exteriors even if it is
not desired or has been recently done. For instance, if Wells Fargo
is going to loan say $100M on a 1,000 unit multi-family housing
project, they will almost always insist that the borrowing entity
borrow an extra $5MM which will be set-aside in an escrow account
earmarked for exteriors, etc. They insist in this since the lender/bank
wants to be sure that "their" assets that they are liening is in great
shape form a curb appeal standpoint, if they need to reposes it and
resell it "before" they loan the money. And glass, window casings
and moldings and glass doors, etc. are part of that curb appeal.
Lenders and underwriters' require this provision today more than
ever before. This plays directly into our company's hands since we
may an opportunity to update and restore the same property perhaps
1-2 X's over 15 years as these properties change hands frequently.
Finally, the most cost-efficient and cheapest way to protect the most
valuable assets in the US, real estate, is to update and upgrade
exteriors. Not plumbing, not electrical, not floors, not walls, but the
exteriors form the outside elements that can quickly corrode the
assets itself if it is not maintained, and the banks know this.
The second reason for out expected solid growth is simply that
Colorado, more than any other state, has the WORST climate for
building and real estate in general. In Colorado we have the greatest
degree of temperature swings in any given day. It can be 70 at 4pm
in March and 20 degrees say 3 hours later. This extreme change in a
short period of time is tough on window moldings, casings and
exteriors in general. Also, we are a full 'mile high' in the Front
Range (Denver). That means that we have 1 mile less atmosphere
than most other cities have for protection from ultra-violate
radiation. This means that the sun is very tough on exteriors and can
"age" a building far quicker than the same exteriors can in say
Seattle or Chicago for instance. Property managers, banks,
developers and large real estate investor/owners know this fact all to
well since they have to update and protect their properties in
Colorado more frequently than anywhere else in the US..
Reliability and Stability: Doing business in Colorado since 1984,
we are a stable company with proven financial backing for current
and projected work. Longevity is an important point to consider
when deciding which company to hire. All contractors are easy to
find when they are soliciting your business. Choose to work with the
company that will be around after the job is done. We are licensed
and insured.
Our Commitment: We take pride in exceeding expectations. For
the last 29 years, we’ve built a reputation of unsurpassed excellence
throughout the Front Range and Colorado. As a result of our hard
work and high standards we continue to cultivate long-standing
client relationships, project after project. Our clients have my
personal commitment for the upmost professionalism from our team.
Please email Paul@companybroker.com or call Paul at 303-3821900 for a comprehensive sales packet with the past 6 years of
CPA financials and tax returns, and a detailed 30 minutes video

interview with the owner and a full site walk-through. We can
immediately email the sales packet.

For Sale:

Large Commercial Exteriors and Restoration Business for sale in Denver, Cash Flows
$950K/year on $5MM in Sales (2012). 2013 WILL Cash Flow over $1.3MM on over
$9MM in Sales that is already contracted.
Selling for 2X based on 2013 Cash Flow AND Includes $2MM in Assets. (1MM in
Accounts Receivable, AND over 1MM in Vehicles and Assets "debt Free"!)

Sales Price - Just $1.8MM Down and another $1.3 -$1.5MM over 5-7 years.
Sale Includes over $1MM in Current Inventory and New Assets and Equipment

We are the leader in our 30 year history and are one of the largest and most
profitable of our kind in Colorado with our cutting edge business model.
We have 60 solid and long-standing employees who run the entire office and field operations.

The new owner need NO industry or technical experience, but should have a solid
business mind.
Located in Denver

What We Do:
We are reconstruction and restoration specialists. Our expertise includes commercial,
industrial, mountain properties, multi-family and single family projects, along with
residential remodel jobs. We do it all: General Contracting, Project Management, Intrusive
and Destructive Testing, Building Envelope Systems, Full Concrete Reconstruction,
Structural Repairs, Foundations, Windows and Doors, Roofing, Water Intrusion, Major or
Total Loss Consulting and Estimating, Infrastructure Problems, Concrete Repair and
Restoration, Building Materials Failure, Stucco and EIFS, Sealants, Waterproofing,
Coatings, Membranes and Caulking, Mold Remediation, Leak Detection and Repair, Gutter
and Drainage Systems, Flashing Systems and Weather Stripping, Masonry, Sandblasting
and Welding, Electrical, Aggressive Schedules to Minimize Disruption, ADA Compliance
and Code Upgrade, Value Engineering, Tenant Upgrades Safety Considerations During
Renovations, Knowledge and Experience in Local Building Codes, Manufacturer’s
Specialized Products, Strict Adherence to Means and Methods of Application for Severe
Weather, Support All Product Warranties, Decks, Patios, Balconies, Stairways and
Walkways, and Stone Installation.
Founded in 1983; this Denver-based Commercial Exteriors Company is an S-corp. and cash
flowed $1MM in 2012 on $5.1MM in sales. (We have financials for the past 6 years.) The
buyer receive over $2.3 in assets on the balance sheet including approximately $1MM in
Solid Receivables, and $1.2MM in well-maintained and state-of-the art equipment for our
specialized field. In terms of the 'collectability' of the receivables the buyer will get, it is
worth stating that over the past 10 years we have collected 99.9% and have written off just a
few thousand dollars in bad debt. In fact, the seller will Guarantee the AR that you will
get at the closing! This says it all. We collect everything, and that speaks volumes about
our company and how we treat our customers and their commitment to pay us. We have
very little debt on our balance sheet, but the buyer will pay every debt off at closing, so the
buyer will step into a clean slate with an enormous level of working capital already on the
books.

The work we do is highly technical and very unique to the ever-growing demands of the
industry. BUT, we have 7 solid and long-standing employess who run the entire office and
field operations. The barriers to entry are the highest there are to get into this market and we
have a solid lock on this market with just a few real competitors. We have just 3-4
competitors in our market that bid against us, and there is plenty of work for all us to enjoy
40% plus gross profits. It is VERY difficult for a new competitor to enter our niche. Our
customers expect the very best service from the most capable service companies and will
pay a great premium for it. Very few companies have the quality equipment, the bonding
capacity ($5MM in our case), the skilled labor, and the reputation to take on some of these
highly technical jobs.
Please email info@companybroker.com or call Paul at 303-382-1900 for a comprehensive
sales packet with the past 5 years of financials and tax returns, and a detailed 40 minutes
video interview with the owner and a full site walk-through. We can immediately email the
sales packet.
2013 Outlook: As of March 2013 we have over $25MM in work to bid for. Over the past
10 years or so we typically get about 35% of the work we bid for. This means that we are
likely to get 35% of $25MM to start out this year. That is about $9MM. Most-all of this
work is bid at a 35%-45% gross profit. In 2012 we did about $950K in cash flow on
$5.2MM in sales. Therefore, we are likely to cash flow at least $1.5MM on $7MM$10MM in sales or more for 2013, given the great start we have for the new owner to
take over.
Demand for Our Niche Service: As you can a great portion of our gross sales is on large
commercial and industrial exteriors. There are 2 main reasons we have enjoyed steady sales
throughout our past and why 2013 is expected to explode going forward. 1) Our longstanding customers are some of the largest commercial real estate owners in the US. We
work for some of the largest pension funds, Private equity groups and large bank and
institutional investors in real estate. The point is that our customers, even during a major
economic recession, are constantly buying and selling off large commercial, industrial and
multi-family housing projects. When they buy or sell a large property, almost always the
bank requires that the new landowner (who is borrowing the funds to buy the land) must setaside funds to update or upgrade the exteriors even if it is not desired or has been recently
done. For instance, if Wells Fargo is going to loan say $100M on a 1,000 unit multi-family
housing project, they will almost always insist that the borrowing entity borrow an extra
$5MM which will be set-aside in an escrow account earmarked for exteriors, etc. They
insist in this since the lender/bank wants to be sure that "their" assets that they are liening is
in great shape forma curb appeal standpoint, if they need to reposes it and resell it "before"
they loan the money. Lenders and underwriters' require this provision more today than ever
before. This plays directly into our company's hands since we may an opportunity to update
and restore the same property perhaps 2-3 X's over 10 years as these properties change
hands frequently. Finally, the most cost-efficient and cheapest way to protect the most
valuable assets in the US, real estate, is to update and upgrade exteriors. Not plumbing, not
electrical, not floors, not walls, but the exteriors form the outside elements that can quickly
corrode the assets itself if it is not maintained, and the banks know this.
The second reason for out expected solid growth is simply that Colorado, more than any
other state, has the WORST climate for building and real estate in general. In Colorado we
have the greatest degree of temperature swings in any given day. It can be 70 at 4pm in

March and 20 degrees say 3 hours later. This extreme change in a short period of time is
tough on exteriors. Also, we are a full 'mile high' in the Front Range (Denver). That means
that we have 1 mile less atmosphere than most other cities have for protection from ultraviolate radiation. This means that the sun is very tough on exteriors and can "age" a
building far quicker than the same exteriors can in say Seattle or Chicago for
instance. Property managers, banks, developers and large real estate investor/owners know
this fact all to well since they have to update and protect their properties in Colorado more
frequently than anywhere else in the US.
Equipment: The sale includes over 200 pieces of equipment that originally cost over
$2,000,000 and is in various ages of lifespan. The seller states, "you are as good as your
equipment, and if you treat your equipment great, it will treat you great for many years to
come". All vehicles and equipment are well-maintained by our in-house mechanic. The
quick sale value or bank lending value on the equipment today is estimated to be worth
$1,100,000 and we have all the equipment needed to complete over
$10,000,000/year. Please call or email for the lengthy list of equipment and the values of
each item.
Seller's Representations and Warrantees on the Sale: The seller will guarantee in the
contract that the business has absolutely no legal battles, conflicts, or claims against it and
that the business is in the finest standing in EVERY respect. In fact, this business has
operated for 30 years without "one" legal battle, bond claim, or job dispute, that was not
addressed and settled. We don't have one "scratch" on our perfect reputation and record of
operation - nothing! We are invited to most-every bid because we are the best at what we
do. We have over 60 employees, and they are the best in the industry, and it took years to
groom the workers.
Facility of operation: The monthly rent is just $3,500/mo. For the full 1.5 acres and over
2,000 SF of very functional A+ office space. $3,500/mo is in fact $3,000/mo under
market. The buyer will step into this great monthly savings and the landlord is open to a 79 year lease at a similar rate. For 10 years now we have operated on a 1.5 acre facility
centrally-located in Denver Metro and is right in the middle of several great markets that we
can serve for many years to come. In our industry drive time and many hours getting to
work sites can be a big part of costs and overhead. Our overhead is as low as it can
be. Again, this is one of the reasons our net profits are so strong. You are 'as good as your
people', as we have the best in the industry. We have 2 great estimators and operations
managers who can run everything going forward for the new owner. In addition, we have 7
solid field foreman and 2 of the best supervisors in the industry who took years to groom to
be able to run completely independent of the office staff. Our team of 60 employees are
well-paid and love their jobs, so the new owner should have no concern for losing field or
office staff in the company transfer.
Sales, Marketing and Business Development Efforts: Simply put, we have done no proactive sales and marketing efforts at all over the past 30 years. Throughout our history the
"work has just come to us". We have done no pro-active sales and marketing efforts at all.
We have had just a '1' page website and a small line in the Yellow Pages. However, last
May 2012, for the first time we took our first steps in the area of business development and
it has paid off BIG. We hired a new sales rep to go out and visit old customers and new
prospects. The seller strongly feels that her efforts will produce at least $2-$3MM in new
work in 2013 alone. In fact, the seller is so committed to growing the business faster he is

committed to hire a few new business development employees, since there is so much work
out there to bid for today.
The new owner needs no specific industry experience as the company now runs itself with
great management. However, if the new owner wants to truly grow the company at even a
greater rate, then they probably should have strong sales, marketing experience, finance and
people management experience, etc. This is a fast-paced business and decisions are being
made all the time. The business model that the owner and key management has built is
excellent. It took years to build what we now have and have everything in place to grow
quickly from here.
The seller has a wealth of knowledge on how best to take the company to the next level of
sales and profits and is 100% committed to stay on for 3-4 months on an as-needed basis to
ensure a smooth business transfer. But again, we have great management in place to assist
the new owner in their quest to grow the business. As stated above, the seller is 100%
committed to carry over 50% of the sale price in a note. In this transaction the seller is wellmotivated to ensure a solid transfer of the employees and the wealth of industry knowledge
he has to the new owner IF he is to get full sales price.
Who We Are:
Our breadth of experience is unmatched. We are reconstruction and restoration specialists.
That includes commercial, industrial, mountain properties, multi-family and single family
projects, along with residential remodel jobs. With every project, we’ve built a reputation as
a full-service contractor—offering implementation, skill, and personnel resources with the
cost and quality advantages of using in-house equipment and staff.
Based in Denver, Colorado, we are a problem-solving construction company specializing in
structures, building envelopes, structural repair, and restoration. Our clients depend on us as
their single-source reconstruction and restoration services provider. We work throughout
Colorado to provide service to the Front Range and mountain areas.
We have built strong relationships with engineers, architects, attorneys, homeowner
associations, and property managers of residential, commercial and government properties.
Since our beginning, we’ve completed more than 10,000 jobs covering a wide variety of
projects. Led by an experienced core of construction professionals, we have an exceptional
team of dedicated employees to provide our clients with high-quality, cost-efficient
solutions.
Initially launched as a stucco and building envelope specialist, we quickly broadened our
scope of service in order to fill our customers’ needs for the same superior work in all
phases of construction and renovation. Our scope of work ranges from basic repairs to
complex work with innovative solutions.
Reliability and Stability:
Doing business in Colorado since 1982, we are a stable company with proven financial
backing for current and projected work. Longevity is an important point to consider when
deciding which company to hire. All contractors are easy to find when they are soliciting
your business. Choose to work with the company that will be around after the job is done.
We are licensed and insured with bonding capability. Our scope of construction capabilities
includes Reconstruction, Restoration, Renovation, Mountain Projects, and a Residential &
Small Projects Division.

As a successful construction company, we seamlessly tie together critical elements of a
project. We take great pride in the management of large multi-task projects, along with the
ability to work small projects into the schedule without reducing their importance.
Unsurpassed Quality at a Fair Price
Our Estimate and Management Teams have extensive backgrounds in construction. With
our experience, your job is completed with the highest standards. Our staff who are assigned
to your project are full-time employees. During peak work months, we employ as many as
100 construction professionals on our crews. We "self-perform" work whenever possible. If
it is in the client’s best interest, we bring in companies who we have thoroughly vetted to
ensure the work is done correctly and on time.
Our Staff:
Our core company staff has managed thousands of projects. Dedicated construction
professionals who have experience in finish and construction work support our staff. We
understand that staff education is a vital component of our strength. Through continuing
education, our employees gain the latest knowledge to ensure a successful outcome to your
project.
There are three areas of focus into each job to ensure project success: Planning: We design
a comprehensive plan before anyone shows up on-site. This has a direct correlation to the
success of any project. We review cost estimates, schedules, and on-site logistics with the
team. We make sure client’s priorities are addressed. Since weather and other unforeseen
issues can occur, our logistics planning covers any potential problems. On-site project
management: Our team takes the plan to the site and we get the job done. Our approach
establishes priorities for each project. We strive to identify issues prior to beginning the
project. If conflicts arise, we have processes in place to quickly resolve them to minimize
consequences. A supervisor oversees each job—their years of experience and leadership
skills ensure the project seamlessly moves forward. Each project is discussed on a regular
basis with the project managers to ensure no surprises are waiting for the client. We believe
a rapid resolution is key to minimizing any issues that may arise.
Subcontractor guidance (if applicable): In the event we feel it is in the best interest of the
client to bring in a subcontractor, their tasks and management are integrated into the project
management. Our project managers create and maintain communication, safety and quality
expectations, and schedules. We take complete responsibility for our subcontractors.
Our Commitment:
We take pride in exceeding expectations. For the last 30 years, we’ve built a reputation of
unsurpassed excellence throughout the Front Range and Colorado. As a result of our hard
work and high standards we continue to cultivate long-standing client relationships, project
after project. Our clients have my personal commitment for the upmost professionalism
from our team.
Please email Paul@companybroker.com or call Paul at 303-382-1906 for a comprehensive
sales packet with the past 6 years of CPA "Audited" financials and tax returns, and a
detailed 30 minutes video interview with the owner and a full site walk-through. We can
immediately email the sales packet.

Cash Flow $2.9MM on $13MM in Sales 2012!
For Sale:
40 Year Old Niche Water and Wastewater Service Company
2012 Cash Flow $2,900,000 on $13,000,000 in Sales!
Sales Price - $3,500,000 Down, plus another $3,000,000 over 5 years, Seller is
open to some Earn-Out.
Sale Includes over $1,700,000 in "Solid" Accounts Receivable and $3,000,000
in over 200 pieces of Equipment - Completely Debt Free!
That is almost $5,000,000 in Assets for Just $3,500,000 Down.
Located in: North Denver

Founded in 1973; this North Denver-based Water and Wastewater Service
Company is an S-corp. and cash flows $2.9MM in 2012 (est.) on $13MM in
sales. (We have CPA "Audited" financials for the past 6 years.) The buyer will
put down $3.5MM at closing and will get approximately $4,700,000 in assets
on the balance sheet including $1.7MM in Solid Receivables, and $3MM in wellmaintained and state-of-the art equipment for our specialized field. In terms of
the 'collectability' of the receivables the buyer will get, it is worth stating that
over the past 10 years we have collected $92,5000,000 and have written off
just "$2,000" in bad debt. That is a 99.9999% collection rate. We collect
everything, and that speaks volumes about our company and how we treat our
customers and their commitment to pay us. In fact, the seller will "guarantee
the AR for the buyer. This says it all. We have NO debt on our balance sheet so
the buyer will step into a clean slate with an enormous level of working capital
already on the books.
The work we do is highly technical and very unique to the ever-growing
demands of the water and waste water industry. The barriers to entry are the
highest there are. We have just 3-4 competitors in our market that big against
us, and there is plenty of work for all us to enjoy 10%-15% gross profits. It is
VERY difficult for a new competitor to enter our niche. Our customers expect
the very best service from the most capable service companies and will pay a
great premium for it. Very few companies have the quality equipment, the
bonding capacity ($25MM in our case), the skilled labor, and the reputation to
take on some of these highly technical jobs. In fact, we are completing an
$7.3MM job this month. Our customers would not consider allowing a

company take on projects like this with a company that they have not dealt with
for many years and build the trust that we have built. In fact, because we are
regarded as the experts in our field we are often asked what needs to be done on
a given project, or consulted on how best to do it. Our customers often do not
even know the scope of work. We have the expertise in all areas of our service
work, we are often asked to help design the project, so of course we are most
likely to get the job...
Please email info@companybroker.com or call Paul at 303-382-1906 for a
comprehensive sales packet with the past 6 years of CPA "Audited" financials
and tax returns, and a detailed 30 minutes video interview with the owner and a
full site walk-through. We can immediately email the sales packet.
2013 Outlook: In terms of our 2013 outlook for performance, we already are
going into the year with over a great deal of new work already contracted for the
new buyer. This is up sharply from this time last year. 2013 could easily be a
$14MM/year with cash flow over $3MM.. But to achieve this level of growth
the new owner will need to hire a few more people and process more bids. We
have all the work the new owner wants, however, the current owner has recently
elected to pass-up a great amount of the work that we are asked to bid. The
current owner is age 68 and has pulled back in recent years and seeks to spend
more time on his ranch in another state. The owner states, "that we have
$15MM, $20MM or $25MM of additional work we can take on or at least bid
for next year." "But I just don't want to grow the business any bigger", he
states. It's whatever the new owner wants. Recently, we have been getting over
40% of the work that we bid for. Normally this ratio or percentage is 20%-30%,
which is well above the conversion rate that our competitors enjoy.
It's easy to get 40% of your bids if you charge low rates or come in low in the bid
hat. "But not us - we earn greater profits/margins than anyone we know in or
industry", the owner states. We hear from our bonding agent and bankers all
the time (who know the construction industry), that we are the MOST profitable
company year-after-year in the industry. To double the gross and triple the
cash flow over the next few years, the new owner would simply need take on
more of the bids we are asked to pursue by our long-standing customers; that
how to double or triple the company. You WILL, however, need more
equipment and more office and field staff, but the work is there.
Equipment: The sale includes over 200 pieces of equipment that originally
cost over $6,000,000 and is in various ages of lifespan. "You are as good as
your equipment", and if you treat your equipment great, it will treat you great
for many years to come", the seller states. All equipment is well-maintained by
our in-house mechanics. The quick sale value or bank lending value on the
equipment today is estimated to be worth $2,800,000 and we have all the
equipment needed to complete over $15,000,000/year. We have over 200
pitures of the equipment and a detailed valuation of all heavy equipment on the
website I can send you.
Water is Everything out West: We are in the water service industry, and
water is everything in Colorado, and the West in general. In fact, Colorado has
more water resource problems and limitations than most other states.. We
service many of Colorado's water districts including Denver Water Board. For
the past 40 years we have completed between 20-30 projects per year for
Colorado's city, count, state governments and water districts and water
boards. The projects typically range from $1MM - $4MM, with some of the
marquee jobs reaching $7MM or more for us. The seller has gone on record to
say that "no one in the state in our industry makes the money that we make;
other than 2009 and 2010, we have consistently held a 15%-20% gross profit
and a 10%-15% cash flow over the years".

Seller's Representations and Warrantees on the Sale: The seller will
guarantee in contract that the business has absolutely no legal battles, conflicts,
or claims against it and that the business is in the finest standing in EVERY
respect. In fact, this business has operated for 40 years without "one" legal
battle, bond claim, or job dispute, that was not addressed and settled. We don't
have one "scratch" on our perfect reputation and record of operation nothing! We are invited to most-every bid because we are the best at what we
do. We have only 32 employees, but they are the best in the industry, and it
took years to groom the workers.
Demand for Our Service Niche: Colorado like most-all western states went
through a large growth spurt in the 1960s-1980s. During this time city, and
state governments, water districts and water boards spent billions lining the
state with a complex system or grid of water pipes, and water mains that
provide transfer fresh water in, and wastewater and storm water out to be
treated. Today there are literally tens and tens of thousands of miles of water
pipes that transfer clean water in, or disposing and treating wastewater on the
way out. Of course most people don't visually see the service work that we
do. It's not like a road paving service where you actually "see" the work being
done. But the service work that we do for Colorado happens all around us; or in
fact, under us... Today this 30-45 year old incredibly complex maze (grid) of
aging and decaying water pipe system is falling apart below our feet. The
materials and construction methods used 40 years ago are very obsolete
today. In fact, the entire system is not only aged and breaking apart, it is also
simply NOT able to handle the demand and capacity that water users need
today. The Colorado population has more than doubled since this system was
installed; also the amount of water usage per person has risen sharply during
this 40 year period.
All this means that over the next 5-10 years Colorado, and more relevant to us is
that our top customers, have the enormous task of upgrading the entire system
and installing new piping and water products and materials that will service
Colorado's Front Range fast growing population projections for many years to
come. Our top 5 customers alone already have received budgets and bond
issues for between $3BB - $6BB to be spent on this system and our services
over the next 5-7 years. We are in the greatest industry at the greatest time
possible. For many years to come the new owner can easily double the business
and triple the current cash flow within just 3-4 years due to the incredible
demand for our services. In short, providing water is critical, the demand has
never greater, the entire system transferring water is inadequate and obsolete,
our customers are plush with water budgets to upgrade the entire system, and
finally, we are the best and most profitable company to meet the demand and
prosper. THIS is why the seller is comfortable carrying over 50% of the total
sales price and is even open to an earn-out on a portion of the sales price.
Facility of operation: For 28 years now we have operated on a 5 acre facility
centrally-located in Denver Metro and is right in the middle of two great
markets that we can serve for many years to come. In our industry drive time
and many hours getting to sites can be a big part of costs and overhead. Our
overhead is as low as it can be. Again, this is one of the reasons our net profits
are so strong. You are 'as good as your people', as we have the best in the
industry. We have 2 great bid and operations managers who can run everything
going forward for the new owner. In addition, we have 5 solid field supervision
who took years to groom to be able to run almost completely independent of the
owner. We have great employee benefits and profit sharing for all workers. Our
team of 32 employees are well-paid and love their jobs, so the new owner
should have no concern for losing field or office staff in the company transfer.

Sales, Marketing and Business Development Efforts: Simply put, we
have done NOTHING in the area of sales and marketing of our business over
the past 10-20 years. We have just a '1' page website. We have steadily
completed about $9MM-10MM of work per year for over 2 decades, with no
pro-active sales and business development efforts. "The work just comes to us",
the seller insists. We have not made one outbound call or any efforts to build
the brand of the company to seek out work. The phone rings and the emails
come in asking us to bid work all over the region. We cherry-pick the work we
like with the greatest margins in our market radius and we leave the rest for
other to take on. A new owner who wants to 'widen the spigot' can easily just
accept more work in an effort to grow the company.
The new owner needs no specific industry experience as the company now runs
itself with great management. However, if the new owner wants to truly grow
the company at even a greater rate, then they probably should have strong sales,
marketing experience, finance and people management experience, etc. This is
a fast-paced business and decisions are being made all the time. The business
model that the owner and key management has built is excellent. It took years
to build what we now have and have everything in place to grow quickly from
here.
The seller has a wealth of knowledge on how best to take the company to the
next level of sales and profits and is 100% committed to stay on for 4-6 months
on an as-needed basis to ensure a smooth business transfer. But again, we have
great management in place to assist the new owner in their quest to grow the
business. As stated above, the seller is 100% committed to carry 50% of the sale
price in a note and partial earn-out. In this transaction the seller is wellmotivated to ensure a solid transfer of the employees and the wealth of industry
knowledge he has to the new owner IF he is to get full sales price.
Please email Paul@companybroker.com or call Paul at 303-382-1906 for a
comprehensive sales packet with the past 6 years of CPA "Audited" financials
and tax returns, and a detailed 30 minutes video interview with the owner and a
full site walk-through. We can immediately email the sales packet.
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