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Objectives of Todays Presentation

1. General information — Not advice
2. Provide a general framework to build upon

3. Provide you with something to think about to improve your business

4. We won't be delving deeply into the financial side of things today
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The Basic Process

1. Determine what you want to achieve
2. Establish a starting position

3. Map your route and metrics

4. Check in on your milestones

5. Do it all again - regularly
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Trading Income Statement
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What do you Want to Achieve?
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1. Wealth —is usually always #1
2. Income

3. Lifestyle

4. Exit Strategy

5. Some Observations

——— S £ =
A » - ;(""7_“,: P
o e . g | =
- ==
:‘f’:‘: -.::t-:':;-- e = T N —f [ JiTL - i
3 2 \l:l:i'«.a -" &""\ — S - B =
- ‘5\::,_:‘ P B I , ;T;;?-:_.,,_,
2 o e = e, ey
- A S et
e - .o ‘ . -
. N Ve 4
) &_X O
) & || o o mage by 3dman_eu on Pixabay

¢



Map Your Route and Metrics
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1. What do you Need Sales to be?

How will you achieve thate Timor Sea
Solomon Sei
2. What are our Costse ‘
How will yYOuU manage them?¢ NORTHERN
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Key Performance Indicators

Strategic (The What)

S pecific Increase wholesale sales

M easureable by 20%

A chievable
R ealistic

imeframe by 31 December 2019
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Operational (The How) accounting

1. Make 10 Cold calls a Week * Conversion isimportant

2. Attend 2 Trade Fairs a Year *Which Ones, When?

3. Do a brochure drop * When, where?

Remember: There are only ever 2 causes of
any variance.

1. We didn’'t do what we planned; or
2. We did what we planned but the result
was different.
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One Page Business Plan - Abridged

Jenny's Chocolates
Business Plan
For the 2019 Calendar Year
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Vision Strategic Objective (The What) Operational Objective (The How) WHO  WHEN SUCCESS METRIC
Grow the Business 1. Increase Wholesale Sales by 20% by 31 1.1 Make 10 cold calls a week Me Tuesday afternoon 1 New customers a week (50 per year)
December 2019 1.2 Attend 2 Trade Fairs by 31 December Me April, September Brand awareness*
1.3 Do a brochure drop John March 10 New customers/Shop Promotion
2. Establish New Shop to be opened 6th 2.1 Open new shop in May 2019 Me Open 6 May 2019 Meeting the opening day
May 2019 2.2 Organise new staff/training in shop Me 30 April 2019 Brand awareness*
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Overlay Your Financials - Simplified m

JennPy Ghie Rl tesBty Ltd
For thggnagts €hded|3tdsergmhdr 2019
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Then do it Again, and Again, and.... QrouJ
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Summary - Key Takeaways growJ
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Budgeting is about behaviour and control to achieve the outcomes

you desire. Planning &
There are only 2 reasons for any variance. Forecashng
] ) . . Learning from past
History can guide your future projections. performance to improve future
. outcomes.
Understand your drivers of revenue and cost
Be flexible, be willing to change , and learn from every review.
Today is tomorrows history.
If your results are not what you wanted, change what you do. Presented by:

Tasha Hungerford

B.Com, CPA
www.growaccounting.com.au

Daffitagain, and again, and again, and ...

Business is Tough - Be prepared, be open to advice, and be prepared Bevan Pierce
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