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The Big Idea Behind Valuation and DCF Analysis, and How to Project Unlevered Free Cash 

Flow 

Welcome to this first financial modeling tutorial, designed to share with you the type of 

tangible skills that you need to win high paying jobs in investment banking or private equity and 

get promoted more rapidly and rewarded more generously once you're in. In this lesson, you'll 

discover what valuation means and how to set up a discounted cash flow analysis, or DCF 

analysis, to determine how much a company might be worth.  

This is just one of the 45 different topics we cover in our valuation and DCF lessons in our 

Breaking into Wall Street Premium Financial Modeling course, but it's an important one. And 

because all our training is based on real world scenarios, we're going to use the example of how 

you might value Michael Hill, a jewelry retailer based in Australia with over $500 million in 

annual revenue. In this tutorial, you're going to learn the big idea behind valuation and how 

DCF analysis is a simple extension of the most important formula in finance. That formula is on 

screen right here. Company value equals cash flow divided by discount rate minus cash flow 

growth rate, where the cash flow growth rate must be less than the discount rate.  

[01:01] 

The cash flow parts are intuitive because they're similar to earning income from a job in real life 

and then paying for your expenses. They represent how much you earn in cash after paying for 

expenses and taxes. But the discount rate is specific to finance; it represents risk and potential 

returns. A higher rate means more risk, but also higher potential returns. 

A technology or biotech startup would have an extremely high discount rate because its 

chances of failure are high. But if it succeeds, it could grow quickly and become massively 

successful. But companies like Microsoft or Nike would have much lower discount rates 

because they're mature, established companies with less risk, but also less potential upside.  

The intuition for this formula is that a company is worth more when its cash flows or cash 

flow growth rates are higher, and it's worth less when those are lower. The company is also 

worthless when it is riskier, or when expectations for it are higher. That last part directly 

represents the discount rate. If a company's discount rate and cash flow growth rate were to 

stay the same forever, then investment analysis would be very simple. 

[02:02] 

Just plug the numbers into this formula, see how much the company is worth, and compare 

that to the company's current value. But that never happens! Companies grow and change over 
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time. And often, they're riskier and have higher growth potential in earlier years, and then they 

become less risky later on. Valuation is more than this simple formula because we must 

project changes in the discount rate and cash flow growth rate.  And there are two ways you 

can do that, by extending this simple formula into real valuation. 

First, you can project the company's cash flows until it reaches maturity over 5, 10, 15 or even 

20 years and then keep its discount rate and cash flow growth rate the same after that in the 

terminal period. Then you add up the values in each period to get the company's total implied 

value. This is known as intrinsic valuation, and the discounted cash flow analysis is the best 

example. A second approach is to use something called “valuation multiples” as shorthand, skip 

these long-term projections, and value a company based on what other, similar companies in 

the market are worth. 

[03:02] 

These tutorials focus on the first approach because it's more interesting to demonstrate, and 

it's more important in finance interviews. The first step of this approach, the DCF analysis, is to 

project the company's cash flows. There are many types of cash flow, but in a DCF, you almost 

always use something called unlevered free cash flow to reflect all the investors the company 

has, and only its core business operations. It also gets you the most consistent results, and it's 

faster and easier than other methods. 

Unlevered free cash flow should reflect only items on the financial statements that are available 

to all investors in the company and that recur on a consistent, predictable basis for the core 

business. So, you leave out items like interest expense, because interest paid on debt only goes 

to the lenders, not all the other investors in the company. You also leave out items that have 

nothing to do with the company's real business, such as buying or selling investments with its 

cash balance. 

[03:58] 

In practice, that means that unlevered free cash flow should include only revenue, cost of 

goods sold, operating expenses, taxes, depreciation and amortization and sometimes a few 

other non-cash adjustments, the change in working capital, and capital expenditures. You 

ignore the net interest expense, other income and expense, most non-cash adjustments, most 

of the cash flow from investing section of the cash flow statement, and the entire cash flow 

from financing section. 
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Now let's jump into the Excel model and see firsthand how to set up the assumptions that will 

drive our DCF analysis for Michael Hill, and let us determine if the company is valued 

appropriately. If you pull up the “Before” file in the Files and Resources section below, you'll 

see the partially completed model for this investment analysis. In the full course, we go into 

more detail on where to find all this information, and how to think about the proper numbers 

to use. But here, we're going to focus on the Excel setup and formulas. In this Excel model, you 

can start by simply taking a look through the spreadsheets here and seeing some of the 

information that we have already entered. To save some time, all this has already been entered 

on a historical basis. 

[05:01] 

If you want to see where these numbers are coming from, I do have an excerpt here of Michael 

Hill’s financial statements with the key sections highlighted. Also, to get acquainted with this 

case study, you can look at the case study document; you can see it's a DCF/valuation case 

study that's supposed to take us about 90 minutes to complete. 

You can see the basic description of the scenario here: that Michael Hill is well-established in 

Australia and New Zealand. Those regions are mature, and the business there is not really going 

to change that much in the future. They see the most potential in Canada, if you go down and 

keep reading. And that's where they have a growth plan specifically outlined. So, they're going 

to expand greatly in Canada. They will expand a little bit in Australia and New Zealand but 

mostly stay the same there. 

And then we also have some assumptions about the company's expenses and cash flow down 

here. So, in this lesson, we’ll focus on these revenue assumptions, and then the expense and 

cash flow assumptions. And what we're trying to get to, ultimately, is to see if it's correct that 

the company’s share price has plummeted about 50% over the past year. 

[06:04] 

Now, management thinks the market has overreacted and that the company is simply 

undervalued substantially, and they have called us in to get an idea of whether or not that's 

true. Let's go back to the Excel. We're going to focus on the revenue and expenses up here, 

then go to the EBIT margin by segment and CapEx, and then finally fill in our free cash flow 

projections. Now, for a retailer, revenue depends on the number of stores and the sales per 

store and the contributions from other channels such as e-commerce. 
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We're going to break it up here into regions for Michael Hill because Australia and New Zealand 

are already mature, whereas Canada is their growth market. And we're going to follow the case 

instructions to do this. So, let's go into Excel now and start by looking at the number of retail 

stores right here. If we go to the case study document, they tell us that in Australia, the number 

of retail stores will rise to 185 by fiscal 2025 and remain there until the end of the 10-year 

projection period, and in New Zealand, they’ll rise to 54 by fiscal 2023 and remain there. 

[07:01] 

We also have this information about Canada. The store count should be a maximum of 100, 3 

new stores per year, the sales per store growth rate should be 6.5% initially, and decline by 

0.5% per year until reaching 3% by the end. I'm actually going to start by going in and entering 

the assumptions for Canada here. We know they're going to expand to a maximum of 100 

stores there, which is up significantly from the 83 that they have right now. We also know that 

they're going to open three new stores per year. So, let's just enter that information at the top 

so we have it. 

We know the initial sales per store growth rate will be 6.5%. If you look at it historically, it's 

been around 4%, 5%, or 8% for Canada, so it makes sense that we'd start somewhere in the 

middle of that range. And it's supposed to fall by 0.5% per year, so I’ll enter a negative 0.5%  

right there, and the minimum growth rate is 3%. For the annual margin increase and the 

maximum margin, we have some information on that as well. 

[08:00] 

In Canada, the margins are supposed to increase by 0.5% per year, and eventually reach 15% 

and stabilize there. So, let's enter that as well, 0.5% and 15%. And if you look at the margins for 

Canada right now, they're in the 9%, 10%, or 11% range. So, it makes sense that as this region 

grows but also matures and stabilizes over time, the margins would also increase, especially 

once the actual store growth here slows down a little bit. We have all that set up. And now we 

can get into the business of projecting the number of retail stores. 

So, for Australia, we know this is supposed to go to 185. So, I will start this out at 173. In the 

next year, I will just close the historical grouping for now, and then we'll make it go to 175, 178, 

180, and we'll make it go up by 2 or so per year. And by fiscal 2025, we hit that 185 maximum 

number for the Australia region. So, we have that. 

[09:00] 
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Now, in New Zealand, we know that we are at 52 right now, and it's supposed to go to 53 in the 

next year. So, I’ll enter this. And then eventually, it's supposed to go up to 54, they say, by fiscal 

2023. And it's supposed to stay there. So, barely any changes in the New Zealand region.  

And then for Canada, to make sure this works properly, we have to do something a bit different 

here. I'm going to enter a MIN function and we're going to take the minimum between the 

maximum number of stores in Canada, 100, and then we'll take the stores in the previous year, 

so cell I47 right here, and then we’ll add the number of new stores per year. So, what this 

formula does is it just takes the old number of stores, 83, it adds the number of new stores, 3, 

and if that's less than 100, then we're all good. We'll just display the 86 right there. But if we go 

over 100, this formula will take the minimum between 100 and that number, putting it back 

down to 100 and ensuring that we never exceed 100. And that's how we use the MIN function 

here. 

[10:00] 

So, we have that, and I'll copy this across, you can see how this works. And then we can add 

these up and copy across the total store count as well. Now, if you're wondering about where 

these numbers are coming from, and if I'm just making them up, if you go into the company's 

filings, they do disclose all their plans right here. 

They say, for example, that they plan to expand by four new stores in Australia in 2018 to 2019. 

Of course, they're going to close some stores as well, so it's not quite a net of four new stores 

total. And for New Zealand, they say they're going to open one new store. And then for Canada, 

they say that there's a potential for up to 100 stores, the group plans to open 5 stores, but it 

might close some stores as well, which is why we've only assumed 3 new stores, not 5 new 

stores per year. So, these numbers are all based on reality and what the company has disclosed 

in its filings. 

[10:54] 

For the sales per store per year here, we already have these percentages entered, and the case 

study instructions, if you read them, tell us just to follow what has already been entered in 

Excel right here. The first two years are going to show a decline for Australia and New Zealand 

because of the restructuring and the company exiting a few markets. But after that, they will 

return to steady modest growth. So, we're just going to follow the numbers entered there. 

For Canada, it is a little bit different because here we have an initial growth rate. That is the 

6.5% up here. But then this is supposed to decline by 0.5% each year. So, for this one, we're 
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going to use a MAX function, and we're going to say the maximum between our minimum 

growth rate here, 3%, and then our growth rate in the previous year, plus the annual change. 

So, the negative 0.5% right here. 

And the way this formula works is pretty simple. We just compute the second part of this, and 

in this case, it comes up to 6%. We take the max between 3% and 6%, which, of course, is 6%. 

[12:00] 

So, it ensures that we never go below that 3%, just like the MIN formula above ensured that we 

never go above that 100 stores figure for Canada. Let's copy this across, and so we have that. 

And then for the actual sales per store per year, for Australia, we’ll take our old number and 

then multiply by one plus the growth rate. And we can copy the same exact formula down for a 

New Zealand and Canada as well. We have that. And so, we have the sales per store per year 

for the major regions here. 

And then for the revenue now, for Australia, we are going to take our sales per store per year, 

and then we're going to multiply by the average between the stores in Australia last year and 

the stores this year, under the logic that these stores don't all open at the beginning of the year 

or the end of the year; they open throughout the course of the year. So, it makes more sense 

here to use an average figure rather than the beginning figure or the ending figure.  

[13:00] 

And we'll take that formula, copy it down for the others. For corporate and other, we’re given 

no real instructions. So, I'm just going to take the last number; this is very small anyway and just 

represents other miscellaneous revenue sources. And then we can copy all these across. 

And so, we're done with the revenue side for Michael Hill. Now, of course, in the full course, 

this gets a lot more complicated. If you have a pharmaceutical company, for example, you have 

different types of drugs and products and services and you might have different cases: base, 

upside, and downside, and you might have assumptions for the price per patient, and market 

share, and all sorts of other things like that. So, it does get more complicated, but this tutorial is 

just intended to teach you the basic concept. 

The next part of this is to look at the company's expenses, and the expenses and margins differ 

in different regions simply because some, like Australia and New Zealand, are more mature 

than others, like Canada, which are still in growth mode. 

[13:57] 
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So, we're going to assume gradual changes over time for the margins, and once again, roughly 

follow the case instructions to emphasize the Canadian market and how that changes and 

grows over time for the company. The case instructions here give us some guidance and say 

that even margins for Australia should eventually rise to 15.5%, but dip slightly in the first 2 

years because of the restructuring efforts. For New Zealand, they should eventually rise to 

22.5%, but they should also dip in the first 2 years. And then in Canada, as we saw before, 

they're supposed to increase by 0.5% until reaching 15%. And then for many of the others, we 

can use averages. And we have some information on the cost to open new stores as well.  

First, for Australia, you can see there's definitely been a downward trend for the margins here. 

New Zealand has stayed in roughly the same range but we also expect some downward trend 

there. For Australia, I'll make this go down to 14.5% in the first 2 years. And then after that, 

we'll have a gradual recovery back up to the 15.5% level. So, 14.7%, 14.9%, 15.1%, 15.3%, 

15.5%, and we’ll take that all the way across. 

[15:02] 

For New Zealand, it will start at 21.5%, and then go up to 21.7%, 21.9%, 22.1%, 22.3%, and then 

22.5% and then just stay there going all the way across. Canada is, once again, the one here 

that is a little bit different because this changes more according to our formula. I'm going to use 

a MIN function here, and we're going to take the minimum between our previous number here 

plus the margin increase of 0.5% per year, and then compare this to the maximum margin. So, 

this just constrains it. MIN functions ensure that percentages and numbers can never go above 

a preset maximum level, and we're doing the same thing right here that we did for the store 

count for Canada as well. So, we have this. And you can see that once we get up to that 15% 

level, the MIN function ensures that we never go above it, so we have that. 

[16:00] 

Now, at this point, we also fill in the operating income by segment. So, for Australia, we’ll take 

our number right here and multiply it by our revenue for Australia, and then we can copy this 

down for New Zealand and Canada as well. And then we can copy across this whole thing, and 

we have that. 

For many of these other assumptions, we’re supposed to use simple averages. So, for the 

exchange rates, for example, the company reports revenue in New Zealand dollars and 

Canadian dollars and Australian dollars, but ultimately, its financial statements are in Australian 

dollars. So, we need to convert everything back into Australian dollars. 
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They tell us that we're supposed to use simple averages here, so that's what we're going to do. 

And just take these over the past few years and copy them across and assume that they stay 

about the same over time, so we have that. Corporate overhead – these relate to expenses that 

are not directly attributable to one specific region and the stores in that region. So, as I say in 

the slide presentation here, it might be for something like the headquarters, the CEO, the 

accountants, the marketers, and so on. 

[17:00] 

We can make it a simple percent of revenue here because it's relatively small, so it's not going 

to make a big impact. Once again, I will take an average to do this. This will be based on our 

total revenue, which we don't actually have yet, but I'll just go down and multiply this just so 

we can set this up and have this in place for when we actually do have that projection and 

everything here linked in. So, we have that. 

And now we get to this next part here, capital expenditures. What exactly does this mean? 

Capital expenditures represent the purchases of long-term items that will last for more than 

one year and benefit the business for many years to come. Here, and for many retail 

companies, it's split into growth CapEx for new stores and maintenance CapEx for maintaining 

and upgrading existing stores, and we’ll assume some increased spending over time in both 

these categories. When the company opens new stores, it’ll have more for growth CapEx. If it's 

staying more the same and not really changing or expanding much, then most of its CapEx will 

be in the maintenance category. 

[17:57] 

So, for the average cost of new stores here, they tell us directly in the document, it will rise 

from $575,000 to $750,000 by fiscal 2027. So, let's go in and enter those numbers, 0.575, 0.600, 

0.625, 0.650, 0.675, and of course, these are in millions, which is why these have decimals. This 

actually means $700,000, $725,000, $740,000 we’ll say, and then this will end at $750,000. So, 

we have that. 

To figure out how many net new stores we have each year, I can just go up and take our total 

stores at the fiscal year end from this year and subtract the one from the previous year. And 

then for the estimated CapEx for those new stores, we’ll take our average cost of new stores 

and multiply by that figure, and then we can copy this across. Now, our maintenance CapEx 

figures here are already filled in so we don't have to worry about that. These are generally 

rising at a small percentage rate over time as well. 
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[18:57] 

The biggest point here is that when we calculate maintenance CapEx, we want to be careful 

because if we added new stores in the course of the year, those probably should not be 

included. We probably want to base this on the beginning stores at the start of the year 

because those are the ones that will actually need to be maintained. If you just finished building 

a new store during the course of the year, you're probably not going to need too much 

maintenance because you just finished building it in the first place. 

So, we'll take this number, and then we'll multiply by the total stores at the end of the last fiscal 

year, and then copy this across. And then we can add up both these sources of CapEx: 

maintenance CapEx and new store CapEx, and we can also look at this as a percent of revenue 

even though we don't have the revenue yet. And to fix that quickly, I can just surround it in an 

IFERROR function, and I'll say zero if we get an error there, or better yet, N/A if we get an error 

there, and so we have that. So, we're now done with the assumptions for the company's 

expenses. 

[20:00] 

Of course, again, in real life, this can get a whole lot more complicated because we could look 

at things like the number of sales reps, or the number of employees, or which expenses qualify 

as being tax-deductible versus which ones are not tax-deductible. We get into all that in many 

of the case studies in the site, but we're not going to cover it here because, again, this is just a 

simplified introductory tutorial to some of the main concepts. 

Moving on, we need to move into our next task, which is we need to sum up the revenue and 

EBIT by looking at all the segments and then converting them back into Australian dollars. So, to 

do that, we could just copy and paste this formula across, but I'll just enter it again to show you 

how we set it up. We'll take our revenue from Australia because everything is being converted 

into Australian dollars, so it makes sense to start there. And then we'll take our revenue for 

New Zealand and we'll divide by the exchange rate right here for New Zealand dollars to 

Australian dollars. Then we'll go up again and get our revenue for Canada, and we’ll divide by 

the Canadian dollar to Australian dollar exchange rate. 

[21:01] 

And then we'll go up again and get our corporate and other revenue from right there. So, we 

have that. For the operating income, it's very, very similar. Let's go up and get our operating 

income for Australia. And then we'll get the operating income for New Zealand, divide by the 
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exchange rate for New Zealand. And then we'll get the operating income for Canada and divide 

by the Canadian exchange rate. And then after that, we will take our corporate overhead right 

here because we also want to deduct this when calculating the company's overall margins.  

For the revenue growth rate, I'll just copy across the existing formula, there's not much to say 

about that. For the operating margin, it's just the operating income divided by revenue. And the 

growth rate formula is also pretty straightforward. So, let's copy across both of those now, and 

we have that. For taxes, this is pretty simple, and there's not too much to say about it. We 

simply take our operating income right here, and then multiply it by the company's effective tax 

rate. 

[21:58] 

Notice how this says “taxes excluding the effect of interest” because we're calculating 

unlevered free cash flow which is supposed to ignore the company's capital structure and 

represent the cash flow that is available to all the investors in the company.  Now, once we 

have the taxes, we can then calculate NOPAT, or net operating profit after taxes, which is equal 

to EBIT or operating income times (1 – the tax rate). So, we just take that operating income, and 

then we subtract out the taxes. And this represents the company's earnings from its core 

business after taxes, but ignoring its capital structure, and therefore, ignoring interest income 

and interest expense. 

So, let's go down and take our operating income and then deduct the taxes. And then we'll 

copy this across, so we have that. We're making some progress here. The next section we need 

to get to is adjustments for non-cash charges, the net change of working capital, capital 

expenditures, and then finally, we can get to unlevered free cash flow right below that. For this 

first one, for depreciation and amortization, this represents the recognition of previous CapEx 

spending over many years. 

[23:03] 

We want to make sure that it stays slightly under CapEx since the company is growing and 

expanding over time. If that's true, then you generally want CapEx to stay above depreciation 

and amortization so that the company's plants, property, and equipment keep growing over 

time. Let's go up and take a look at this. 

So, our capital expenditures here, if you look at them as a percent of revenue, they're around 

4.4%, dropping to more like 3.6% over time. The case study document tells us that as a percent 

of revenue, this should remain 1% below CapEx as a percent of revenue. So, a very simple way 
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to set this up is to simply take our CapEx as a percent of revenue right here, and then just 

subtract 1% and then copy this across. And then we can copy and paste this as values to hard-

code this. We can then take this number, and multiply by their revenue from continuing 

operations right here and copy this across. 

[24:04] 

And you can see how, overall, the company's capital spending still makes a negative impact on 

its cash flow, because CapEx as a percent of revenue is higher than depreciation and 

amortization as a percent of revenue. 

The next item here, for deferred income taxes, is for differences between taxes on the 

income statement and what the company actually pays in cash to the government. This item 

is often tricky to predict because it moves around and jumps around quite a bit. If you look at 

the instructions, they tell us that should be 25% of book taxes falling to 10% by fiscal 2022. So, 

we're just going to follow that guidance right here, and I'll start this at 25%, then go to 20%, 

15%, and 10% in our fourth year, which is fiscal 2022. 

Generally speaking, deferred taxes should not be a huge contributor of value for most 

companies. You want these to stay relatively small and to decrease over time, even if they're 

higher in the beginning – because for most companies, these types of tax differences are not 

going to make a huge impact on how much the company's actually worth, overall. 

[25:05] 

So, let's take our taxes and then multiply by this percentage, copy this across. And then we 

could actually just hard-code this and copy it across like that, it doesn't really matter. And so, 

we have that. 

This next item, the net change in working capital, if you want to see this in the company's 

filings, you can actually go in and if you go toward the back under page 8 where they have 

“Notes to the Consolidated Financial Statements,” and then cash flow information, they show 

the changes in operating assets and liabilities right here. You can see the company's numbers 

directly for yourself. The basic idea with this one is that it relates to timing differences 

between recording revenue and receiving it in cash, and recording expenses and paying for 

them in cash. 

So, if a customer pays but not in cash right away, but the customer still gets the product, the 

company list it as revenue, even though the company's cash balance has not gone up, because 

it hasn't received the cash from the customer yet. 
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[26:00] 

This type of item tends to reduce cash flow for retailers that must order product before selling 

them, in other words, inventory. But it often increases cash flow for companies that collect the 

cash in advance. It fluctuates quite a bit here, so we're just going to use simple low 

percentages. 

Once again, the case document gives us some guidance here and says 30% of the change in 

revenue initially, falling to 25% by fiscal 2022. Now, it's somewhat unusual here that this is 

positive as a percent of the change in revenue for Michael Hill. For most retailers, this is a 

negative item because of the huge inventory requirements. But for whatever reason, maybe 

the company's business model is different, we don't really know, this appears to be more of a 

positive contributor to cash flow for Michael Hill. We’ll say 30%, 30%, 30%, and then make it 

drop to 25%, and we'll just keep it there afterward. We normally make this a percent of the 

change in revenue. 

[26:58] 

So, we'll take this number, and then we will go up and take our new revenue minus our old 

revenue, multiply by that, and then we can copy this across. We don't need to see all the detail 

here and everything, so I'll just close this grouping. 

Now, capital expenditures, as you already know, we've been over this, and we already have it 

up from above, so I'll just link it down here as a percent of revenue. We can also copy this one 

across as well. And for the net change in working capital, we can copy this percentage across as 

well. We like to look at this as a percent of the change in revenue and also as a percent of 

simple revenue. 

And then finally, at the end, we get to our unlevered free cash flow down here. Unlevered free 

cash flow equals NOPAT, net operating profit after taxes, plus depreciation and amortization, 

plus or minus deferred income taxes, plus or minus the net change in working capital minus 

capital expenditures. When we have this, we want to make sure that growth slows down over 

time. We want to make sure by the end of 10 years, it should be around GDP growth, so low 

single digits, or maybe somewhere around the inflation rate in the region. 

[28:00] 

Let's go in and calculate this now. Net operating profit after taxes, plus depreciation and 

amortization, plus deferred income taxes, plus or minus our change in working capital, and then 

we’ll deduct our capital expenditures, and we have that. 
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For the growth rate formula, I'll just copy across what we already have right here and then I'll 

copy across this whole thing. Now, something else we can do at this point is also copy across 

our EBITDA, which is just our EBIT, or operating income, plus our depreciation and 

amortization. We also have the growth rate for that. 

And for net profit after tax, for this one, it's just a number that will be helpful for us as we fill 

out the rest of this analysis. So, if we take our operating income and then we deduct our net 

interest expense, and multiply it by one minus the tax rate, we can get to this. We’ll only 

project this for a few years. We’ll take EBITDA all the way until the end. 

[29:01] 

So, looking at the numbers here and just doing some quick checks, the growth rate for free 

cash flow definitely slows down from 35% to more like 6%, 4%, 3%, 1%, 2%. So, it's around 2% 

to 3% by the end, which seems reasonable to us at the end of a 10-year period. If you look at 

what the unlevered cash flow was like before that, it was really jumping around quite a bit. So, 

overall, it's good that it slows down and it stabilizes around this 1% to 2% to 3% range here by 

the end. 

That's about it for the first Excel part of our first tutorial here, where we went through the 

company's revenue assumptions, and then the expense and cash flow assumptions and used 

them to project free cash flow for Michael Hill. That brings us to the conclusion of Part 1 of our 

free tutorial series on valuation and DCF analysis. I hope you've gotten a lot out of this lesson 

and that you'll get even more out of the full course. In fact, here's what one recent student had 

to say about it. 

[29:57] 

As Mike described it right here, he came from a non-target school but still won two bulge 

bracket investment banking summer analyst offers in New York, and he found that the videos 

are hands-down the best resource for learning the technical aspects of finance. Coming up in 

the next tutorial video, we’ll take a look at how to calculate the discount rate in a DCF, what it 

means, and how to make quick estimates for it when you have limited information and no 

access to paid sources and databases. 

If you already know you want into our full training, you can sign up right here: 

https://breakingintowallstreet.com/premium/. As soon as you sign up, you’ll be granted access 

to our entire suite of in-depth financial modelling courses to help you get hired, get promoted, 

and succeed on the job. 

https://breakingintowallstreet.com/
https://breakingintowallstreet.com/premium/

