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How To Get Financing For A Business 
You Want To Buy In A Fraction Of The 

Time It Takes Everyone Else! 

 
This is the single most valuable interview I've done with Art yet. Why? Because it 
introduces a brand new "tool" Art created to help people get investor financing for 
businesses in a fraction of the time it would normally take. In fact, Art considers this 
information to be so valuable; he won't even let me sell it to the general public! (I can 
only give it to certain people who qualify.) However, Art has let me post an 8 minute 
sample of this interview, and you can read it right now. You’ll get the full recording 
with your Art Hamel System. 

 

Michael: Tell me how this all came about. 
 
Art: Okay, well, let’s go back a few years to the first thing that we did many years 

ago when we were teaching classes.  We gave all the people going to our class 
at that time free help up until the time they bought a business, and because of 
that we had a lot of feedback, and the feedback basically was people were 
really afraid of the price. They weren’t getting the right value. They’re 
overpaying. 

 
 So, I sat down and over a period of a couple of years, I developed 

mathematical equations called weighted values to come up with the value of a 
business. In fact, it worked so well, that right from the day we started doing 
this thirty years ago, the IRS and the Small Business Administration adopted 
our program. 

 
 Of course, the IRS did because we were the IRS approved seminar. IRS 

agents had to attend our class to get promoted and stuff like that. So, it was 
interesting. 

 
Michael: The IRS – had did that all come about? 
 
Art: I don’t have any idea. I think they heard about it. In fact, I could probably 

spend an hour or so just showing you programs that have been changed for the 
IRS because of them attending our class because they got an insight into what 
business owners were doing because I had to show buyers what the sellers are 
doing to keep them from getting shafted by the seller in the transaction. 

 
 So, the IRS agents enjoyed coming. Again, we’d have three or four in a class. 

I still remember the one in Washington, DC when the agent showed up. I 

   



 

remember he three piece pale blue suit on, sat in the front row, and every time 
he’d lean forward, I could see the gun in his holster, and he had told me 
during break that he was not only with the IRS, but he was the head of their 
enforcement division. That was a good thing. 

 
 So, what happened is up until working with you about a year ago, when you 

suggested that maybe I start working with buyers because I had complained to 
you about the fact that in all the years in Mexico, we had developed millions 
of dollars in investment dollars, and then when I sold out, I really didn’t move 
too fast to get involved in business again. So, I had these people calling me 
every month. 

 
 Well, again, I had not worked with buyers before directly. The office had. So, 

going out and doing this, I spent a lot of time and in person talking to different 
people trying to explain to them the subjective stuff that I had in my head. In 
other words, I’ve been doing this for fifty years. I knew what I was doing. I 
knew all the details that I wanted to look for, but I was having a hard time 
putting it across because even with 25 basic categories, I’m sure I didn’t cover 
all 25 with everybody, but just taking a few of them and covering them took a 
lot of time which means I bored them because if you look at something like 
this, if I took all 25 and sat down with a new buyer and went through all 25, 
he’d be asleep by the time we got through five.  

 
 So, what I did is I sat down and developed this program, and again we’re not 

using weighted values, I did not go into great mathematics. All we have is 
basically is eight of the 25 categories. 

 
Michael: So, now let me ask you this for anyone who doesn’t know, what is a weighted 

value? What does that mean? 
 
Art: I take a complete price that a business pays, and basically work the thing 

backwards, like reengineering it, taking something apart. What I do is just 
work the thing backwards, and then took all the areas that made up business 
values, and then based on the importance to the total, we ended up with a 
weighted value. 

 
 It’s really very simple, but the only problem is trying to break the thing down 

which took me a couple of years. 
 
Michael: So, how is a buyer going to benefit from understanding this checklist? 
 
Art: Okay, they can do a better job of analyzing the business purchase is what I 

said on the sheet, but the key thing is the average buyer does not what they’re 
really looking for. They don’t know on a scale say of one to four, how 
important each one of the things is. 
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