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Nicolas
Boucher

Performance Tracking Made Simple
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THE

CHEAT SHEET

Oana
Labes

CHIEF EXECUTIVE OFFICER (CEO) KEY PERFORMANCE INDICATORS

[] Revenue Growth Rate F Employee Engagement Score
(| NetProfit Margin Employee Turnover Rate

L Gross Margin E Net Promoter Score (NPS)

o Operational Cash Flow L Customer Acquisition Cost

u Return on lnvestment (ROI) |_J eustomer Retention Rate

- ED":':Z::; v‘,':":‘:,d'd (EVA) .t Customer Satisfaction Index

b QUL hario = Customer Lifetime Value

— cu".n‘. Ratia “‘qmd'w.) L Brand Equity Score

L ?glf{’;;'“’ fixpinae Ruto = Public Sentiment Score

(] Price Earnings (P/E) Ratio [ Number ot il Aaqissh)
|| Total Shareholder Return J Synergy Value from M&As

(] Market Capitalization m Eovol_ntnt Comphanc.‘!hu

L] Return on Assets (ROA) [ of Non-Comp Issues
[ | Dividend Payout Ratio |_I Regulatory Fines Incurred

[]Stakeholder Satisfaction Score
Frequency of Stakeholder Meetings
Number of Identified Risks Mitigated

[C]ESG Score

[[]Carbon Footprint

[[]Energy Efficiency Rate

[CJR&D Spend as a Percentage of Revenue

[[1Technolegy Adoption Rate

[IMarket Share

[[1Succession Planning Score

[[JPercentage of Strategic Goals Achieved

[CStrategy Execution Efficiency Rate

E Business Continuity Plan Coverage Ratio

Number of § ified and Ready

Rolesid

Total Cost of Workforce

Time to Hire

Leadership Diversity Rate

Percentage of Employees Undergeing Training
Social Media Engagement Rate

SEO Rank for Important Keywords
Customer Churn Rate

Employee Net Promoter Score (eNPS)
Capacity Utilization Rate

Frequency of Safety Incidents

Workplace Happiness Score

Diversity and Inclusion Index

Percentage of Women in Leadership Raoles
Average Employee Tenure

OO0 000000

CHIEF FINANCIAL OFFICER (CFO) KEY PERFORMANCE INDICATORS

Market Capitalization
Return on Assets (ROA)
Dividend Payout Ratio
ROI of strategic initiatives

Revenue Growth Rate

Net Profit Margin

Gross Margin
Si:';‘::?g:’::,‘:‘;ir?;gl:)(ocn ] Budget variance (actual vs. budget)
Free Cash Flow to Equity Margin (FCFE) L] Overall budget accuracy

Rolling forecast accuracy
Ret I t t (ROI
E::u:::i: J;:: :::u{i (:\:A) a Woeighted Average Cost of Capital (WACC)

Debt-to-Equity Ratio (D/E) Cost reduction as a % of total costs
Current Ratio (C/R) ] Accuracy of earnings guidance
Operating Expense Ratio ] Number of successful acquisitions
EBIT Margin [[] Post-acquisition performance against
EBITDA Margin targets

Price / Earnings (P/E) Ratis [ Synergy realization (% of expected
Return on Equity (ROE) synergies that have been realized)

OO0 rmmrrm

[] Total overhead costs

[T] Total cost of ownership for key assets
] eBITDA

Revenue growth rate

Caost reduction as a percentage of sales
ROI for strategic initiatives

Profit margins on new business contracts
Operational cost per unit

Inventory carrying costs

[C] % of strategic initiatives completed on time
[] Number of strategic objectives achieved
Cost of Goods Sold (COGS) [] Operational process efficiency

Tlchnoiogy ROI [[] Percentage reduction in waste/errors

Cos ings from gic initiati [] Utilization rate of resources

5‘3"'"9‘ from technclogy-driven process "] Employee satisfaction score

OOOOOrirn

E_ i'"P_W"'“'"“ [[] Leadership readiness index
| Project ROI Employee retention rate

L | Cost “"""‘“’ (CV) for projects " Employee skill improvements
|| Costs d with []Supplier defect rate

Fines paid for regulatory bresches

On-time delivery rate by suppliers

CHIEF REVENUE OFFICER (CRO) KEY PERFORMANCE INDICATORS

[ ]Completion rate of planned strategic initiatives
]No. of identified risks
[]Severity of identified risks
] Timeliness of financial reporting

Number of errors in reported financials
[_]Degree of financial reporting transparency
_|Number of non-compliance issues
jSuuritf of non-compliance issues
[ ]Time to resclve compliance issues
jTiml to resalve risks
Ll Number of shareholder inquiries
[Jinvestor satisfaction score
CINumber of governance issues
[]Time to resclve governance issues

CHIEF OPERATING OFFICER (COO) KEY PERFORMANCE INDICATORS

j!nvcnlory turnover ratio

[1Qrder fill rate

[ ]Defect rate

[ ]Guality score from internal/external audits

[_JPercentage of preducts/services meeting quality
standards

[JNumber of quality certifications achieved

[ |New customer acquisition rate

[_]Number of new markets entered

T INumber of strategic partnerships formed

[]Customer churn rate

[ INumber of identified risks mitigated

[ ] Time to resclve risk incidents

] Risk severity score

[Jbewntime in operation:

[] Covenant campliance rate

[ Employee satisfaction score within the finance
department

[ Employee turnover rate within the finance department

[] Number of leadership training hours

[] Teotal cost savings from negotiations

[] Mumber of contracts ronogabated

tion with stakeholders
§ 3 1 fmat

Freq yole

[] Effectiveness of cross
Number of strategic initiatives proposed and accepted
Impact of strategic initiatives on company performance

[] Degree of al between fi ial strategy and
business strategy

[ innovation success rate

OEE (Overall Equipment Efficiency)

Cyele time of key sperational processes
[] Met Promoter Score (NPS)
Customer Satisfaction Score (CSAT)
Number of repeat customers
Number of processes improved
Process efficiency gaing
Adopnon rate of new technologies

ime due to technelogy issues

Time to impl t new technologi
% of projects completed on time und on budget
Stakeholder satisfaction rate
Number of compliance issues or viclations
Time to resolve compliance issues
Number of successful audits passed

0oo f_ll—ﬂl—l_i Ooog

[JRevenue frem New Product Launches
[J Customer Lifetime Revenue
[JRevenus from Marketing Campaigns

R G h Rate F I
Customar Acquisition Cost (CAC)
Customer Lifetime Value (CLTV)
Sales Conversion Rate

Sales Pipeline Value

Average Deal Size

Gross Profit Margin

Revenue by Product/Service
Revenue by Market Segmont
Revenue Forecast Accuracy
Customer Churn Rate

Revenue from Existing Customers
Upsell/Cross-sell Rate

Retention Rate

Revenue from Strategic Accounts
Revenue from Key Accounts

[[JSales Forecast Accuracy
D Sales Forecast Variance

[ sales Win Rate
[Osales Cycle Length
[[] Sustomer Satisfaction Score (C5AT)
[] Net Promoter Score (NPS)
[[]Sales Team Guota Attainment
[Jsales Team Productivity
Sales Training Effectiveness
[J Customer Onboarding Time

Diversity and Inclusion Index
Total Rewards Cost Ratio
Return on Employee Investment
Employee Praductivity Ratie
HR Technology Expense Ratio
HR Budget Variance

Emplay“ Tummg Hours por Employee
35 Score

1 Cost perHire ; Employee Englagtmlont Score
| Compensation Expense Ratio [JEmployee Satisfaction Score (ESS)
| Training and Devt. Spend per Employee || Employse Retention Rate
| Benefits Cost per Employee [JEmployee Performance Rating Distribution
] HROperating Expense Ratio [ Training Effectiveness Score
| Return on Training Investment t Leadership Development Program ROI
| Absence CostRate CJAverage Days to Fill a Vacancy
| Employee Turnover Cost [lEmployee Promotions Rate

HR Efficiency Ratio E Employee Satisfaction with Benefits

i_

DErnplo\ru DlUQ|6PII'IlI\l ROI

[CJEmployee Wellness Program Participation %
Employee Recognition and Rewards Score
Employee Diversity Index

I

Customer Retention Rate
Content Engagement
Customer Lifetime Revenue
:lSnr.l.lI Media Reach
[Jinfluencer Engagement Rate

Corw-mon Rate
Marketing-Generated Revenue
Sales Growth Rate
Marketing-Sourced Pipeline Value
Marketing-Sourced Revenue

: Marketing RO| o O Customer Engagement Score
Customer Acquisition Cost (CAC) ] Customer Satisfaction Score (CSAT)

-] Customer Lifetime Value (CLTV) []MNet Promoter Score (NPS)

i Marketing Budget Ratio ] Brand Awareness

L Marketing Cost per Lead ] Secial Media Engagement Rate
Revenus per Marketing Channel E Website Traffic

(| Marketing Contribution to Pipeline ™ Organic Search Traffic

[| Customer Churn Rate ‘E cﬂg jon Rate

7] Ret Ads d(ROAS| syl

L. e _on e Sr- 4) [[]Email Open Rate

. A

[JDeal Renewal Rate
[CJoeal Upsell/Cross-sell Rate
Customer Referral Rate
[IMarket Share Growth
[CJCustomar Expansion Rate
[IWin/Loss Ratio
[[JSales Team Turnover Rate
[()Sales Compensation Effectiveness
[JSales Activity Velume
[[]Sales Funnel Conversion Rate
[competitive Win Rate
[JLead-to-Customer Conversion Rate
Sales Response Time
Revenue from Upselling/Cross-selling
Csales Target Achievement

Empl Feedback Resp Rate
DEmpToytc Performance Improvement Rate

ao

Employee Well-being Index
HR Policy Compliance Rate
Employee Absenteeism Rate
|Employee Skills Gap Analysis
|Employee Career Progression Rate

HR Effectiveness Index

|Employee Onboarding Satisfaction Score
|[Employee Morale Index
ility Rate
lusion Training C.
[JEmployee Job Satisfaction Scare
[JEmployes Feedback Action Rate

pletion Rate

Customer Referral Rate

Brand Equity Index
[]Customer Loyalty Index
[ 1Customer Feadback Responie Rate
[ IMarketing Campaign Reach
Ccust Lifetime Engag
[JCustomer Satisfaction with Marketing Efforts
Customer Advocate Score
Marketing Channel Effectiveness
[ JCustomer Journey Conversion Rate
| |Marketing Collateral Usage Rate
[ |Marketing Channel ROI
[IMarketing Campaign Conversion Rate
jMarhling Campaign Response Rate

[ channel Partner Partormance
[] Customer Retention Rate

[] Revenue by Customer Size
[[] Deal Velocity

CHIEF HUMAN RESOURCES OFFICER (CHRO) KEY PERFORMANCE INDICATORS

[] Emplayas Recagnition Pragram ROI
HR Technology Adoption Rate

Employee Satisfaction with Performance Mngt Process [ 4R Process Automation Rate

[[] Employee Self-Service Adoption Rate

[] Empleyee Benefits Enrollment Rate

[[] Employee Learning and Development Participation Rate
[] Employee Performance Management Completion Rate
L] Employee Engagement Survey Participation Rate

[] Employee Performance Imprevement Plan Success Rate
[J Employee Exit Survey Response Rate

STRATEGIC FINANCE EDUCATION & ADVISORY TO TRANSFORM YOUR CAREER AND YOUR BUSINESS

WWW.OANALABES.COM
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ACCOUNTING

FINANCE

Accounting KPlIs

CASH CONVERSION CYCLE
=DSO+DIO - DPO

DAYS SALES OUTSTANDING (DSO)

= A te B ble /

Net Credll Sales x 365

DAYS PAYABLE OUTSTANDING (DPO]
= Average Accounts Payable / Purchases x 365

DAYS INVENTORY OUTSTANDING (DIO)
= Average Inventory / COGS x 365

TOTAL ASSET TURNOVER
=Net Sales / Average Total Assets

RETURN ON ASSETS

= Net Income/ Average Total Assets

GROSS PROFIT MARGIN
=(Net Sales - Cost of Goods Sold) / Net Sales

NET PROFIT MARGIN
=MNet Income / Net Sales

DEET TO EQUITY RATIO
=Total Debt / Total Equity

CURRENT RATIO
=Current Assets/ Current Liabilities

NET WORKING CAPITAL
=Current Assets - Current Liabilities

The Master Budget

OPERATING BUDGET

Sales Fc\weent
Revenue Budget

t—""'_'-'-.-“-'_"_‘-‘-‘_‘-‘_‘-‘_‘_"‘—‘—-_‘

Production Budget

.d-—--'— —
P Oxhond
Fukger

L‘ww
Wudget
Cont of factured
(COGM) and Cost of Goods Sald

(COGS) Budgets

Budget

Cest of Sales (COS)

el
Operating Cash Budget

!
FINANCIAL BUDGETS

CAPEX Cash Financing
Budget Budget Budget
l ! l
Budgeted Financizl Statements

20 Confusing
Accounting Topics

FIXED ASSETS VS
CURRENT ASSETS

ACCRUAL V5. CASH
ACCOUNTING

ACCUMULATED
DEPRECIATION VS

DEPRECIATION V5.

AMORTIZATION
DEPRECIATION EXPENSE
GROSS PROFIT V5. CONTINGENT
NET EROETY LIABILITIES VS
GROSS PROFIT VS. CONTINGENT ASSETS
a:%g?;:m‘” DEFERRED REVENUE VS.
UNBILLED (ACCRUED)
GAAP VS REVENUE
IFRS DEFERRED TAXES VS
FAIR VALUEVS. CURRENT TAXES
HISTORICAL COST PROVISION VS
ALLOWAMCE FOR RESERVE
DOUBTFULACCOUNTSVS | CAPITALSTOCK VS
BAD DEBT EXPENSE RETAINED EARNINGS
GOODWILL VS LEASEVS
INTANGIBLE ASSETS LOAN
CAPITAL EXPENDITURESVY USEFUL LIFE VS.
REVENUE EXPENDITURES | ECONOMIC LIFE

ACCOUNTING POLICY
V5. ACCOUNTING
ESTIMATE

FAIR VALUE VS.
CARRYING VALUE

Accounting vs. Finance

SCOPE

Acceunting invelves recerding, analyzing,
and reporting financial transactions

Fi i I ging and allocating

financial resources for businesses

FOCUS

Acceounting is drive to ensure the accuracy
and compliance of financial data

Finance is driven to create value through
straegic capital allocation

TIMEFRAME

Accounting deals with the day-to-day
recording and reporting of financial

Finance focuses on the long-term financial
health and growth of a business

REGULATIONS

Accounting adheres to regulatory
frameworks such as GAAP, IFRS, and tax
regulations

Fi deals with capital structure,
investments, and risk management

TOOLS OF THE TRADE

Accounting involves recording, analyzing,
and reporting financial transactions

Finance works with financial modeling,
forecasting, and investment appraisal
techniques

Accounting vs. Finance Designations

ACCOUNTING

= CPA US (Certified Public
Accountant)

= CPA Canada (Chartered
Professional Accountant

+ CMA (Certified Management
Accountant)

= CIA (Certified Internal Auditor)

= ACCA (Association of Chartered
Certified Accountants)

= CGMA (Chartered Global

Management Accountant)

FINANCE

* CFA (Chartered Financial Analyst)

« FRM (Fir ial Risk Manager)
« CAIA (Chartered Alternative Inv.
Analyst)

* CFF (Certified Financial Planner)

* CTP (Certified Treasury
Professional)

« CBV (Chartered Business Valuator)

CRM (Certified Risk Manager)

FP&A (Certified Corporate

Financial Planning & Analysis

Professional)

‘Accounting vs. Finance Careers

CAREER PROGRESSION

Staff Accountant + Senior Accountant +
Accounting Manager + Controller +

CFO

WORK

Detail-oriented, technical, compliance-
focused, process-driven

Audit, Tax, Consulting, Risk
Management, Forensic Accounting

Financial Analyst + Senior Financial
Analyst % Financial Manager # CFQ or
Transition to Investment Banking,
Private Equity, or Venture Capital

TYPE

Strategic, forward-looking, analytical,
decision-making-focused
Investment Banking, Private Equity,

Venture Capital, Corporate Strategy,
Treasury, Risk Management

THE CFO OFFICE

) (

[ Controllership

Treasury

) (

FP&A )

Strategic Finance

Reporting, Controls, Cash, Risk, Debt & Capital Budgeting, Forecasting,
Compliance, Accounting Management Variance, Planning
[ N [ Cost ] [ Cash ] [ rinanc ] [ﬂu:lgn’-‘.nﬁ \um] [ Eina ]
rep accounting management ¢ forecasting
compliance complianc
e —\\.ml & Risk bt Profitability
controls benef mznagement ImveAmEnts £ anaiysis
Support Y
Augdit X o o ; Seenaric Business
management I r|| anagemant . planning planning
ra Financia F r Capital 3 P
e Infarmation Exchange Structure Sfe e Ediaetic
A Systems Managemant Maragenment mRnageTEnt i

Finance KPIs

ECONOMIC VALUE ADDED (EVA)
= EBIT (1-tax) - ((Long Term Debt + Equity) x WACC)

EARNINGS PER SHARE (EPS)
= (Net Income - Pref. Dividends) /
Weighted Average Shares Outstanding

PRICE TO EARNINGS RATIO (P/E RATIO)
= Market Price per Share / Earnings per Share
(EPS)

FREE CASH FLOW (FCF)
= Operating Cash Flow - Capital Expenditures

WGT. AVG, COST OF CAPITAL (WACC)
= (E/V x Re) + ((D/V x Rd) x (1 - Tax Rate))

RETURN ON INVESTED CAPITAL (ROIC)
= EBIT (1-tax) / (Long Term Debt + Equity - Cash)

DIVIDEND PAYOUT RATIO
= Dividends / Net Income

RETURN ON EQUITY (ROE)
= Net | 1A Sharehold

s Eqity

RETURN ON ASSETS (ROA)
= Net Income / Average Total Assets

OPERATING CASH FLOW RATIO
= Operating Cash Flow / Current Liabilities

10 Finance Skills

For Managers

FINANCIAL FINANCIAL RATIO
ANALYSIS ANALYSIS
BUDGETING AND PERFORMANCE
FORECASTING MANAGEMENT
BREAK-EVEN RISK
ANALYSIS MANAGEMENT
COST-VOLUME- CASH FLOW
PROFIT ANALYSIS ANALYSIS
CAPITAL PERFORMANCE
BUDGETING METRICS
WORKING CAPITAL BUSINESS/
MANAGEMENT ASSET VALUATION

Financial Analysis

Scorecard

Horizontal Analysis
(Trend Analysis)

v

Profitability

Ratios Efficiency

Ratios

Liquidity
Ratios

Solvency
Ratios

Vertical Analysis
(Common Size Analysis)

v
Ratic, Sensitivity & Scenario Analysis

Cash Flow Analysis

EBITDA RATIOS

EBITDA MARGIN

EBITDA / Revenue x 100
INTEREST COVERAGE
EBITDA / Interest Expene
DEBT SERVICE COVERAGE
EBITDA / (principal + interest)
FIXED CHARGE COVERAGE

EBITDA + Fixed Charges - Cash Taxes -
Unfunded CAPEX - Shareholder Distributions) /

Mergers & Acq

L Analysis Strategic Planning

(P+/+Fixed Charges
FUNDED DEBT TO EBITDA
Total Financed Debt / EBITDA

Follow @Oana Labes for more Finance, Business and Cash Flow Insights



ARR Cheat Sheet

By Aleksandar Stojanovic

"Accelerate Your ARR: The Ultimate Guide and Toolkit for Tracking, Boosting, and Sustaining Revenue Growth.

9 ARR Tracking ) 10 Steps to Increasing Your ARR: 13+ Examples of
Tools to Use: Successful

© Define your target market and customer persona, ARR strqtggias;
ChartMogul: . Develop a pricing strategy that matches your market value.
o Comprehansive subscription
onalytics platiorm. 4 Offer annual contracts. 1. Slack
Baremetrics: / " feps
9 tiisiirdsesnring » Upsell and cross-sell existing customers. 2.Zoom
anolytics and insights. st in customer success to reduce churn.,
Saasoptics I _ 3. Salesforce
9 Financial management for <" Implement a referral program.
So0s businasses. 4. Atlassian
0 Profitwell: & Improve your sales process and reduce sales cycles 5. HubSpot
mﬁb"”mm Tl e + + Seek partnerships to broaden your customer base. - P
(5 m“": ) # Leverage content marketing to educate and attract potential customers. 6. Shoplfy
nue defivery and subscription 7 AdObe
e ) Reqularly review and adjust your ARR growth strategy. -

e Zoho Subscriptions:

s _ iopi
Euﬁzr;ggem 3 Strategies to Prevent ARR Leakage: 9. Avicson Piinie

0 Flaible subscription manogemant Prevent Churn: Invest in customer success and support

OR"U o to maintain customer satisfaction: 10. Microsoft Office 365
ecu
;ﬁm’m’ﬁﬁ" biling , CombatDowngrades: Regularly review customer usage and 11. Dropbox
Seiaib engage before they consider downgrading. 12. Zoho
usebill: ,
mg‘ﬁ;ﬂ?‘? Shdchanle 5 Reduce Payment Failures: Use on efficient payment system to 13. ServiceNow

reduce payment failures and involuntary churn,

{s 15+ Exercises to Improve Your ARR Growth:

Conduct a SWOT Analysis Market Segmentation Study Customer Feedback Review
Role-Play Upselling/Cross-selling Scenarios Competitor Analysis Contract Review Exercises
"What If" Scenarios Sales Demos Churn Prediction Exercises
Customer Retention Exercises Financial Forecasting Lead Conversion Workshops

Product Enhancement Brainstorms Product/Market Fit Analysis Partnership Evaluations

@ 7+ Hacks to Keep Your ARR on Track:
ARR Growth Chart:

laf Regular Reporting: Keep an eye on ARR and other related metrics regularly.
& Alert System: Set up alerts for churn or downgrade,

' How fast i ach
Customer Feedback: Regularly collect and review customer feedback. i e e 3

) $100k ARR milestones
_i. Pricing Review: Regularly check if your pricing is in line with the market.
k¢! Benchmarking: Compare your ARR with competitors.

« Market Research: Stay updated with market trends that might affect your ARR.

# Continuous Learning: Stay informed about best practices and new strategies in ARR growth,

£4 8 Tactics to Boost Your ARR:

% Upsell and Cross-Sell: Maximize the value of existing customers.
. Pricing Optimization: Regularly review and adjust pricing based on value provided.
 Improve Product: Continuously update and enhance your product based on customer feedback.
€. Increase Market Reach: Expand into new markets to reach a wider customer base.
«" Incentivize Annual Subscriptions: Offer discounts for annual payment to encourage higher ARR.
& Customer Retention: Enhance customer service and success to retain existing customers.
© Increase Lead Conversion: Optimize your sales process to convert more leads into paying customers.
' * Partnership and Affiliates: Collaborate with other businesses to access new customer segments. Aleksandar

. P R T

Fractional FP&A, CFO
and Bl Consultant

, : . Stojanovic
1) Stay ahead in your FP&A skills! Follow me on Linkedin



Balance Sheet Chac I NEEn

By Aleksandar Stojanovic

9 Balance Sheet Formats

for Different Sectors:

Manufacturing:
Mon-current Assels (Dloperty, Plant, Equipment)
Current Liabilitizs, Long-term Liabilities, Equity

Banking:

Licbilities (!)eposits, Borrowed Funds), Equity
Insurance:

Aszels {Investments, Fremiums Receivubie)
Liabilities {Unearned Fremiums, Claims), Equity

Retail:
Current Assets (Cash, Inventory)
Mon-current Assets (Equipment, Fixtures)
Current Liabilities, Long-term Debt, Equity

IT Companies:

Assets (Cash, Accounts Recaivable, Goodwil,
Intelleciual Property), Liakilities, Equity

Redl Estate:

Assers (Proparties, Cosh)
Liakilities (Mcrtgages, Loans), Equity

Healthcare:
Liahilities (Accounts Payable, Medical Claims)
Equity
Non-Profit:
Assels (Cash, Receivables, In\.vestrnean)
Liakilities (Payables, Deferred Revenus)
Investment Firms:

Assels (Cush, Investrn':nts}. Liabilities
{Manogement Fee Payable, Distribution Payabie), Equity

L

Current Assets (CCISh. Accounts Recewvables, Inventory)

Assets (Cosh and Cash Equivalants, Investments, Loans)

Azsets (Cash Patisnt Receivables, Medical Equipment}

Met ASSELS (Uniestrictad, Tempo:anly Resirictad, Parmansrtly Restricted)

be prepared.

Sum up total assets.

Sum up total liabilities.

from total assets.

on the right or bottom.

and calculations.

b

Identity the date for which the balance sheet is to

List all assets and their respective values
(both current and non-current).

List all liabilities and their respective values
(both current and long-term).

Calculate the equity by subtracting total liabilities

Ensure that total assets equal total liabilities and equity
(the fundomental balance sheet equation).

Organize the balance sheet in the appropriate format
with assets on the left or top, and liabilities and equity

Review and confirm the accuracy of all figures

Prepare notes to the balance sheet if necessary,
providing additional information about certain items.

10 Steps to Preparing a Comprehensive Balance Sheet:

A

Reg ular Reconciliation:

enaura accuracy,
Proper Classification:
assgets, liabilities, and ecuity.

Valuation:

1 Requlany reconcile your balance sneet accounts with underlying records to

Classify items correctly between current and non-current, ond betwsen

3 Ensure assets and liabiliies are valued approprintely, Certain assets may need to ba
depreciated, and certain liabilities may need to be discounted to present value.

3 Steps to Avoid Common Balance Sheet Errors:

15+ Exercises

to Improve Your Balance Sheet Analysis Skills:

Calculate and interpret the current ratic
and quick ratio.

Analyze the debi-to-equity ratio and Its
implications for the financial risk of the company.

Compute and interpret the return on
ossets ratio.

Assess the implications ol a high inventory
turnaver ratio.

Evaluate the eifects of a low accounts receivable
turnover ratio.

Analyze the consequences of a low accounts
paychbie turnover ratio.

Colculate and interpret the net working cagital

Evaluate the impact of a significant long-term
loan on the balonce sheet.

Aszecs the implications of a large increass
Ininventory.

Analyze the effects of a significant write-off
of receivables.

Evaluate the consequence: of a largs
depraciation expense.

Analyze the effects of an equity issuance.

Assess the implications of a significont
long-term investment in a joint venture.
Evaluate the impact of the buyback of
company shares.

Compute and interpret the cash ratic.

0000 OO0 000000000
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8 ways to analyze your 7+ Tips for Making
assets and liabilities: Balance Sheet Forecasts:
= N = = A
Current Ratio: Use historical trends:
Measures the akility to cover short-term Base your forecosts on historical growth
licbilities with short-term assets. rates for each balance sheet line item.
Quick Ratio: Incorporate business plans:
Similar to the current ratio but sxciudes Include any planned signiticant investments,
inventary from current assets. divestitures, or financing activities in your
. . forecast.
Debt to Equity Ratio: Use industry data:
Measures the proportion of funding that Usa indlustry data ta benchmark and
carnes from debt comparad to equity. valldate your SR
Return on Assets. Forecast linked accounts :
Measures profitability relative to total ossets. Same accounts naturally go together (ke
Asset Turnover: accounts recelvable and soles) - lorecast
Measures how sfficiently o company uses them together te maintain coharence.
itz assets to generate sales. Balance your balance sheet:
Inventory Turnover: R s
Measures how guickly o company sells i ‘? i Eq'f"'y'
its inventary. Scenario analysis:
Accounts Receivable Turnover: || Sreate muiiple scenarics h}:CT‘F’S begt
Measures how effectively a company fose. worsL 1cusle_ anl m?s Teyhensn
manages its cradit sales and collections. ALAPCOLAE UL UNSTCNEY:
Accounts Payable Turnover: Seroty Xou;ﬁforecust_l. G
Measures how guickly a company pays F i pecormes Cm QLG DL S
ils st caonditions change, revise your foracast
suppliers. |
e /
13+ Examples of Balance Sheet Applications Across Industries:
o Manufacturing: Healthcare:
Analyzing asset efficlency and leverage. Analyzing the ability to manage patient
chkin : and the efficiency of assst usage.
9 Aszessing g_:pkui adequacy and liguidity. Non-Profit:
Assessing the balance of unrestricted,
Insurance:

Evaluating the adeguocy of reserves for
claims and the Investment portiolio quality.
Retail:

Examining inventory mancgemant efficiancy
and the ability to handle debt.

IT Companies:

Analyzing the ratio of tangible to intangiole

(4]
(5]
(6]
L7

)

Real Estate:

Assessing the lovel of property asaets,
associoted liabilitizs, and equity.
Agriculture:

Evaluating the adeguocy of land and
machinery nssats

assets ond (s impact on company valuation,

temporarily restricted, and permanently
rogtricted net acsets,

Investment Firms:

Evaluating the proportion of the partfolio In
various assel clusses and assessing the
risk profile.

Energy:

Andlyzing the balance of reserves and the
chility to handie environmantal liabilites.
Construction:

Assessing the manogement of work in
progress and the level of linbllities.
Education:

Analyzing the level of endowment funds
and the ahility to covar futlre expenses Vi

®

Stay ahead in your FP&A skills! Follow me on Linkedin m



COGS Cheat Sheet

By Aleksandar Stojanovic

9 COGS Calculation Tools to Adopt:

- Quickbooks: Zoho Books: Gole:
I. Regularly review suppliers and negotiate better deals. SR S e, MMT&::-':;ECE:‘; fnrg-su?-g\e uca:'nungm
2. Keep a close eye on inventory to avoid waste and spoilage. Invuntory 6nd coleucne COBS: COBS aeuratsy. R Sioies Siars
3. Invest in efficient technology to improve productivity. % P e =
i i ici i ero: arginEdge: nFlow Inventory:
4. Regutcu'ly I'EV[G'W gnd c,d!us_t \./E)UI'" p"‘,cmg struteglef_;. A popultr Gocourting softwone l\las!‘tﬂrm\l THCE eI A Lol 1O anading Inv'l'vrllotf
5. Identify and eliminate inefficiencies in the production process. thet inchudes COGS calbuldtion. software (hat caloulates COGS, and caleulating COGS.
6. Train employees to increase productivity and reduce errors.
7. Consider outsourcing non-core production processes if it's more SOS Inventory: Craftybase: Fishbowl:
7 A software with o strang fecus Anirsntory and COGE An advanosd inventony
cost-effective. aninventary tracking ond COGS managarnent toed designed tracking systam thot includes
cakouiation lor handmods Busingsses COGS coloukations.

10 Strategies for Optimizing Your Gross Profit Margin 10 Steps to Perfecting Your COGS Accounting:

I Negotiate better terms with suppliers. \
— Buy in bulk to take advantage of volume discounts.
' Improve operational efficiency.
' Minimize waste and spoilage.
£ Optimize the use of resources,
_ Find cheaper, but equally effective materials or inputs.

+ Identify all the direct costs associated with the production
of your goods.
< Distinguish between direct and indirect costs.

el Implement a reliable inventory tracking system.
. Regularly review and adjust pricing strategies.

1 Automate processes to save labor costs. Regular!y update your inventory records.
* Train staff to improve productivity.

il Calculate COGS for each individual product.
| Opt for renewabl eusabl ources if possible. 5 . .
besasiskbmeiap ol /& Calculate COGS for different periods

18+ Exercises to Fine-tune Your Understanding of COGS:
=4

(monthly, quarterly, annually).

1 Calculate COGS: Practice calculating COGS for o product-based business using different cost
components.

L identify Costs: Differentiate between costsinciuded in COGS and those exciuded for various
business types.

3. COGS & Inventory: Explore the relationship between COGS and inventory levels,

4. Cost Flow Assumptions: Experiment with FIFO, LIFO, and average cost methods to observe their
impact on COGS.

5, COGS & Gross Profit Colculate gross profit using sales and COGS.

B. COGS & Net Income: Analyze the effect of COGS chonges on net income.

1. Reduce COGS: Generate ideas for reducing COGS without compromising product or service quality.

8, Industry Differences: Research industry-specific COGS colsulation methods,

9. COGS & Pricing: Understand how COGS influences pricing decisions.

10, COGS & Profit Margins: Examine the correlation between COGS and profit margins

1l. Budgeting: Incorporate COGS into budgeting exercises to evaluate profitability,

12, Forecasting: Forecost future COGS based on historical trends.

13. Financial Analysis: Utilize COGS in ratio analysis, such as the gross margin ratio.

4. COGS & Tax: Explore how COGS affects tax calculations,

15. COGS & Cash Flow: Assess theimpact of COGS on cosh flow.

I&. Financial Statements: Practice interpreting COGS on financial statemeants.

7. COGS & ROL Calculate return on investment (ROI) based on COGS and sales revenue.

/7 Monitor changes in COGS over time.
4 Understand the impact of COGS on your profitability.
« Performregular audits to ensure accuracy in your COGS
calculation.
Constantly seek ways to reduce COGS without sacrificing
product quality.

15+ Examples of Effective COGS Management Across Industries:

8. Real-World Case Studies: Analyre cose studies to learn effective COGS monagemeant strategies

19, COGS & Break-Even Point: Determing the break-even poirt considering COGS and sales price,

20. seenario Analysis: Conduct scenario analysis with fiuctuating COGS due to raw material and
labor cost chonges to understand business impact.

Bar plot showing distribution of COGs

How to calculate COGS

| %O .@=COGS

# 6 Strategies to Avoid Common COGS Errors:

l¢® Regularly update inventory records.
2, Distinguish accurately between direct and indirect costs,
s Choose an inventory valuation method that best suits your business
4 = Include all direct costs in the COGS caleulation,
5, Regularly audit your inventory and COGS calculations.

s B Use reliable software to automate COGS calculation and reduce manual errors.

fff Stay ahead in your FP&A skills! Follow me on Linkedin
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Manufacturing: & menutacturing
company may implement lean production
methods to reduce waste ond lower COGS,

Retail: A rewil store might negctiote
bulk purchase discounts with suppliers
to reduce the cost of goods sold,

Food Service: A restourant could raduce
food wasta through careful Inventory
ranagement and menu planning,

thus decreasing COGS.:

Fashion: A ciothing company might use
more cost-effective matenals without
sacrificing quality to raduce the COGS,

Tech: a tach company can manags its
COGS by optimizing its software
development processes and efficiency.

Pharmaoceuticals: 4 comporny
could increase ks production scals 1o
lower the par-urit COGS.

Automotive: A compony could streamiine
its production process or renegoticte supplier
coniracts to reduce the COGS,

madern faming practices to-inerecse yleld ond
reaLCe wWaste, thoreby lowering COGS

Fractional FP&A, CFO
and Bl Consultant

Agriculture: an agr-busiress might implement ?Effbﬁ) A{MJ(

Aleksandar
Stojanovic

Construction: construction companies
can reduce COGS by optimizing labor costs
and managing materiol costs effectively.

Logistics: A logistics firm could
use route optimization software to
save on fuel costs, reducing its COGS.

Furniture: A lumlwra company might scurce
Iess exp 8, bul duratie ials or streamiling
its mcmmucaunng 0100638 12 lows! (he COGS.

Breweries: con munuge‘ coes byrnuhtuwng
efflciant brawi
lowor costs for h\gn}dimt: ike gfzdnn and hnpn

E celr busi gt
work dirsctly with manidocturers or whatesaiers to
lower the purchose price of goods sold,

Tel ications: e o
=oud monage COGE by mgintaining sificknt netvork
operations and optimizing the costol

nstwork eguiprant and infrastructure

Education: srovigers can reduce
COGS by sealing up as the cost o
proding an onfine course dogsn’t
increass with the number of studants.




DISCOUNTED CASH FLOW CHEAT SHEET seiar

Radojicic

Purpose

DCF is used to estimate the intrinsic value of an investment or business by discounting future cash flows to their present
value. It helps determine whether an investment opportunity is undervalued or overvalued.

1 | HISTORICAL FINANCIAL ANALYSIS Pros

Gaths

The discount rate is the minimum rate of return acceptable
to the investor.

The absolute value of the discount rate depends on the
definition of the discount rate, Namely, for cash flow after
debt servicing, a simple discount rate is used, while for
cash flow before debt servicing, a weighted average cost of
capital (WACC) is used.

projectsd.
) _ b A Vity 4! mhwdut
| i 3 f can result in significant
2 INCOME STATEMENT FORECAST : £ variations in the estimated

tad For son

Projections of revenue, COGS, OPEX, salareis, amortization,
depreciation, interest etc..

Difficulty in Determining the.
Discount Rate

¥earl Year feard Yoard Yoar §

Forecasting capital expenditures (capex) is an important
part of the valuation modeling process, as it allows ERITOA 5500 5,885 6297 6,738 7208
businesses to plan for and manage their investmentin

long-term assets. Daprechtion (@00 214 7z ey g
nEEreat 1300y (3= 1345 [E-LU i¥an
| £} | DEFINE PERIOD AND FORECASTING CF i T o T T + AR = Sales / DSO
= + Inevnotirs (I = Cogs / DIO)
e W W e eod - Payables (AP = Costs / DPO)
| 5 . DISCOUNT RATE DETERMINATION i . Lo Lo e s
N Frow Gash faw 3,050 3448 1,766 4108 441
The cost of equity is the expected rate of return that o DCF F orm UIa

shareholders reguire to invest in a company's common

equity. In other words, it is the return that investors expect = i Kaze o — .
to receive on their investment in the form of dividends 3 = ey + ey + (+r)"
and capital gains. DCF bBSEd valuatlon ‘ (® WACC

When conducting a valuation, the cost of equity is an __ Velamion Risk-freerate E:’ : E::: ::2: ;z: E: f:;:)szri‘)d
important factor to consider as it reflects the investors' Equity risk premium e:'iod

perception of risk associated with the company's future Discounted FCF 12,540 Relevered industry EF - Cash flow for “n* iod
earnings. A higher risk perception means a higher cost of Discounted CF Terminal ‘;?;;(L beta = Lash flow for 'n" pen

equity, and vice versa. Total DCF h Sub-total n = Number of periods

r = Discount rate

Specific risk premium

Cash 250 Cost of equity
6 1 Financial Debrs ::ﬁ:; Industry - database
( | LONG TERM GROWHT RATE b i Cost of debt ;
. | Corporate tax rate Tern‘llﬂal Value (TV)
NWC adjustmenits (1,000) Cost of Debt after tax
o b’::g’cﬁ\'! TV = (FCFn % (1 + g)) / (WACC - g}
{ 7 | TERMINAL VALUE CALCULATION Vaiuation before 14,540 Local inflation

ketability discount -
marketability discoun WACC result FC!: free cash flgw.

n = year 1of terminal period or final

n r 2 year.
'- ) 2:‘:1:;::;::?:5; - g = perpetual growth rate of FCF.
8 DISCOUNITNG CF WACC = weighted average cost of
| O capital.
< Final valuation 8,451
Sensitivity analysis example (long term )
rate + WACC

O | FINAL ADJUSTMENT AND SENSITIVITY

¢

Bojan Radojicic /. WTS TAX AN FINANCE W1TS AnD O Time Analytics




EBIT Cheat Sheet

By Aleksandar Stojanovic

10 Steps to Improving Your EBIT

L Increase pricing: Raise prices to boostrevenues. ~

2. Decrease direct costs: Reduce COGS and labor costs. 1

3. Optimize overhead: Analyze expenses (o cut costs,

4. Expand sales channels: Reach new markets for growth. ~

5. Improve productivity: Increase efficiency for cost savings. ()
6. Decrease waste: Minimize physical and oparational waste. &
7. Negotiate with suppliers: Secure lower costs. '

8. Utilize technology: Automate tasks for savings. H

9. Optimize product mix: Focus on high-margin items, 3.

10. Improve financial management: Enhance budgeting, forecasting,
and cash management. .

10 Ways to Increase Your Operating Profit

& Try new marketing strategies, explore new markets, or introduce new products.
£ Streamline your production processes or find cheaper suppliers.
£0 Regularly review your business operations to find inefficiencies.
&} Consider whether a small price increase would be acceptable to your customers,
3 Keep anly what's necessary in inventory to reduce storage costs.
3 Regularly review overhead costs and look for opportunities to cut back.
@ Sell more of the products that yield higher profit margins.
£} Reducing the number of links in your supply chain can reduce costs.
£} Implementing technology solutions can lead to greaterefficiency and lower costs.
Y {300 You may be able to get cheaper pricas for your diract costs, thereby increasing your EBIT. y.
18+ Prompts for Understanding EBIT in Your Bu
- ~
I__CD“’H_J'JFE' EBIT in Révenue: What is the percentage of BBIT to your revenua? 15 1his percentoge INCrEasing OF COcrea g over
gnllt;‘in[.tﬂn EBIT 1o COGS: How does EBIT compure to the cost of goods sokd l:’.'.\)GSIT‘ 5 the ratio inc TeOing or dncll’ﬂsnnlj?

3 EBIT Margln: Colculate your EBIT margin {EBIT divided by ravenue). How does this ligure compare 1o industry benchmarks?
4. Year-on-Year EBIT: Compare your EBIT on o yedr-on-year basis, growing, staying steady, or decreasing?

5 EBIT par Empioyee: How much E8IT aoes sach émployee gerarate? IS This gure increasing or decreqsing?

& EBIT by Product Line: Colcuate ERT for sach product or service line. Which ara the most ond least prolitoble?

TEBIT by Businass Unit: It your business hos multiple unks or departmants, calculata the ESIT for each. Which units are driving
proftabiity?

8 Forecasting EBIT. Foracast EBIT for tha nexl quarntar, year, ond thréa yeors. How dio these Drojections compars 1o your
strategic goals?

8 EBIT Sansithvty Analysis: Conduct o senativity onalysls for E8T. How do changes in sales volurme, prics, or coits offect EBiT?
I, Compare EBT to Dperating Cash Flow: How dees EB1T compare to operating cash flow? Significont differences right
indicats isstes with warking Gopited manngement

11 EBIT and Capital Expenditure: How does EBIT compare o your copdtal expenditure? High coplia expenditure with kow BT
may indicote o need lor #tficlency iImproviements

12 EBIT and interost Exsensa-If you have tignificant debt, compars EBIT ta yeur intarbst sxpetice, San yeur operdtianad
earnings cover interest paymeanis?

13. EBAT and Teoation: How does EBIT compare 1o your 1ax expense? This can provide insight into your ettactive ax rote.

T4 EBIT e Divichoneds Can your EBIT cover yous dividend payrents? I not you right seed to resvaluate your dividend policy.
15 EBIT ond investments: Compare EBIT to your investment incomie, This can show you how much of your profitability is driven
by operotions varaus Nesimants.

1. EBIT ond Nof-Operaiing Expenses. How does BT
dhstort your operational proftabdity.

11, EBIT ond Depraciaton How does EBIT cormporn to deprecation? This can indicots whathar your ossels ore genarating
sufficiert profits.

18, EBIT ond Amortization: if you have signiicant intaongibie ossets, compare EBIT to amortizotion: This con help aossess the
profitapiity of these assets

COFFICOre 10 DO - Oy fating expenses? High non- operating expenses can
e peralng g e

EBITDA Mﬂ'lgil‘l Graph With Annual R ue o in EBIT i Ewropesn Econamies
. - s
A e ariss (1M anct At EISTON 151
= stalista %

# 6 Strategies to Avoid Common EBIT Err

1 & Regularly update financial data: Outdated or incorrect data can lead to wrong EBIT calculations.
2 ¥ Understand the diffs E . ti
- Onlyop o Exp should b
a o Proper classification of expenses: Be careful not to misclassify Indirect expanses as diract expenses.
4 . Include all income: Not just income from the maln butiness activities, but alsa ather
relevant income sowrces

5 | Don't mix up EBIT with EBITDA: EBITDA sdds back Depreciation and Amartization to EBIT,
they’re not the same,

% e } advice: G

yuur EBIT calculation.

g and non-operating expenses:
ted in the EBIT caleufation,

ing with a finance pi can help ‘accuracy of

fff Stay ahead in your FP&A skills! Follow me on

9 EBIT Calculation Tools to Use

Microsoft Excel:
Exceds formnuba functhons midike
It wersatile toot for EBIT

QuickBooks:

Thas i ounting wofbwene oan
holp coloulnte EBIT bosed on yoar

le Sheets:
Sirnitar to Bxcel bul
anywhera with intérnat connection.

caleubations. financiol inpuls.
FreshBooks: Zoho Books: ProfitStol
Anuther ocoouiting Loo! that oo Zohos occounting softwore A Business mmanee app
assist with (51 coleutations. gisa inclides leatures foy which car provide EBIT
EBIT salculction, e o
EBIT Calculator qpp. Sage 50cloud: Xero: .
This EmuﬂphﬂﬂB Acaounting softwans that can Cloud-homest] sccounting .
solely on calculating Es|r calculata and track EBIT software with robust reporting
overtime. that can inciude EBIT,

10 Steps to Improving Your EBIT

55 Increase pricing: If your market will bearit, consider increasing your prices to
raise revenues.

W Decrease direct costs: Look for ways to reduce the cost of goods sold (COGS) and
direct labor costs.

lufl Optimize overhead: Analyze your operating expenses to identify areas where
costs can be reduced.

( Expand sales channels: Reach new markets or demographics to boost your sales
volume.

1 Improve productivity: Greater efficiency can lead to reduced costs and increased
output.

* Decrease waste: This includes both physical waste in products and operational
waste in time and resources,

' *Negotiate with suppliers: You may be able to get lower prices on your direct
costs.

B Utilize technology: Automating manual tasks can lead to significant cost savings.
B8 Optimize your product mix: Focus on selling higher-margin products or services,
/* Improve financial management: Use budgeting, forecasting, and cash
management toimprove your bottom line.

15+ Examples of EBIT Usage in Various Industries

. Manufacturing: eem used te = Construction:
= analyze operational efficiency over time. EBIT determines project profitability,
a Retail: eaiT svaluates store profitability n.l‘gnv' EBIT gauges profitability of
with COGS and operating expenses. n sites or energy methods.
- Healthcare: EBIT assesses ) Telecommunications: tei
L= department or service profitability. W evaludtes sarvices or plan profitobilty.
ta Technology: EBIT shows operational Banking: eer analyzes branch or
22 profitablity without tax ond interest. ™ sarvice operational sfficiency.
& Foqdlqni dmslavsn;sg: ;B;:ﬂm“ o Education: csi compares profiabity of
development processes and efficiency. BRI ob SCEo
IE Real Estate: ea analyzes property Agriculture: ceir dotermine:
= prolitabiity with operating costs. profitabllity of crops or livestock.
Pharmaceuticals:
- blrxrmﬂfﬁr medsures model or 2 EBIT asaesses drug or ressarch
¥ project profability,
Transportation and Logistics: Follow Nowfl
IS EBIT ossesses route of ﬁlz.:;?ipraﬂlabmw_ f N :

e
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A SUGGESSFUL GAREER IN
FINANGE GHEAT SHEET

Technicals

Get a good head start by learning
the basics right.

Here are a few examples of solid
finance certifications:

:-—;&\\ J Chartered Financial

4 = Analyst (CFA)

o

[

7

Chartered Alternative
Investment Analyst (CAIA)

Financial Risk
Manager (FRM)

This is not an exhaustive list. There
are plenty of other Bachelor's &
Master’s degrees + other great
finance certifications out there.

The Basics
| Soft Skills |

Soft skills foster effective
interactions and problem-solving.

They often differentiate top
performers from average ones.

write and present

'\ Communication (learn to
properly)

j Analytical thinking (how

to think critically and make
reasoned decisions)

Attention to detail (ability
p to work accurately and
meticulously)

Mastering soft skills fosters
interpersonal effectiveness and
helps finding solutions to
unexpected problems.

Find A Niche

The engine powering efficiency and
accuracy in the finance industry.

The conerete foundation upon
which innovative solutions are built.

Enﬂlis.h (the language
e that will allow you to work
anywhere in the world)

Generative Al (the skill
B that will save you
thousands of hours)

i Behavioural economics
.t (this will enable you to
= understand markets)

Hard skills will allow you to make
informed investment decisions,
forecast financial trends and derive
insights from data.

Finance Trending Areas

Select a finance field that interests you and become an expert. Here are some hot ones at the moment:

n,g-l.'“

Artificial Intelligence (Al) in finance: Al is increasingly being used for predictive analysis, automation of tasks, and
improving customer service in finance.

ESG investing: Environmental, Social, and Governance (ESG) criteria are increasingly important for investors. There's
a growing trend toward sustainable and responsible investing.

Cryptocurrencies and blockehain: The use and acceptance of cryptocurrencies continue to Igrnw. The underlying
technology, blockchain, keeps being explored for its potential applications in various financial processes.

Regulatory changes: Changes in financial regulations around the world continue to be a hot topic, impacting various
aspects of finance, from banking to investing.

Financial literacy: There's a growing movement to improve financial literacy among the general public, especially
focusing on younger generations and marginalized communities.

Bonus Points

Select a finance field that interests you and become an expert. Here are some hot ones at the moment:

Master the art of storytelling: Data is vital in finance, but the ability to tell a compelling story with that data can set
you apart. It's a powerful way to communicate complex ideas in an understandable way.

Cultivate a wide network: Your network shouldn't just include other finance professionals. Diversify to include
individuals from various industries and roles. They may provide unigue insights or opportunities,

Keep an entrepreneurial mindset: Look for ways to innovate within your role and seek out new opportunities for
growth. This proactive approach can lead to exciting new projects and career advancement.

Compiled by Ignacio Ramirez Moreno, CFA
The Finance Nerd &2



FINANCE = ACCOUNTING b

D E s I G N A I u N s For dlscuss'on pu ol i
I gt.udl: OpINIoNS are My . You are

responsible for your own research

FINANCE ACCOUNTING
1. CPA US (Certified Public Accountant)

* Earning potential: High * Earning potential: High

= Difficulty: High » Difficulty: High

* Duration of study: 3-4 years * Duration of study: 2-3 years

® Kay topics: Investment analysis, portfolio m L] ethics, ics, financial analysis * Key topics: Accounting, auditing, taxation, business law, financial reporting
* Experience: min 3 years of relevant work experience * Experience: 1-2 years of relevant work experience, depending on the state
» Typical jobs: Portfolic manager, research analyst, risk manager, financial adviser, investment banker * Typical jobs: Auditor, tax advisor, financial analyst, controller, CFO

* Regulatory bodies: CFA Institute * Regulatory bodies: AICPA, State Boards of Accountancy

# International recognition: Yes * International recognition: Yes, with some limitations

2. FRM (Financial Risk M 2. CPA Canada (Chartered Professional Acct)

* Earning potential: High » Earning potential: High

* Difficulty: Medium-High = Difficulty: High

® Duration of study: 1-2 years * Duration of study: 2-3 years

* Key topies: Risk management, quantitative analysis, financial markets = Key topies: Accounting, auditing, taxation, finance, strategy, governance, management accounting
* Experience: 2 years of relevant work experience » Experience: 30 months of relevant work experience

» Typical jobs: Rizk analyst, risk feredit risk/operational risk/ market risk manager = Typical jobs: Auditor, tax consultant, financial analyst, controller, CFO

* Regulatory bodies: Global Association of Risk Professionals (GARP) * Regulatory bodies: CPA Canada, Provincial CPA organizations

* International recognition: Yes * International recognition: Yes, with some limitations

3. CAIA (Chartered Alternative Inv. Analyst) 3. CMA (Certified Management Accountant)

* Earning potential: High = Earning potential: High

* Difficulty: Medium-High » Diffic ?tfr: Medium—l'ﬂgh

. Duratlon_‘\ of study: 1._2 years . . » Duration of study: 1-2 years

* Key topics: Alternative investments, private equity, hadge funds, real estate * Koy topics: Man Tta ting, fi | planning, analysis, decision support

* Experience: 1 year of relevant work experience ) R . ® Experience: 2 yaaars of relevant work experience

* Typical jobs: Portfolio manager, hedge fund analyst, private equity associate, investment consultant, s Typical }obs Management tant, fi ial analyst, troller, fi ger, CFO
wealth manager * Regulatory bodies: IMA (Institute of Management Accountants)

* Regulatery bodies: Chartered Alternative Investment Analyst Association (CAIA)
*» International recognition: Yes

4. CFP (Certified Financial Planner) 4. ACCA (Assoc of Chartered Certif. Acct's)

* Interhational recognition: Yes

» Earning potential: High = Earning potential: High

= Diffic ?ty: Medium-High = Difficulty: Medium-High

* Duration of study: 2-4 years * Duration of study: 3-4 years

* Key topics: Personal financial planning, investment, tax, retirement, estate planning ® Koy topics: Accounting, finance, business management, taxation, audit

» Experience: 3 years of relevant work experience » Experience: 3 years of relevant work experience

* Typical jobs: Financial planner/advisor, wealth manager, estate planner, investment consultant * Typical jobs: Auditor, tax consultant, financial analyst, management accountant, finance manager
* Regulatory bodies: CFP Board (US), FP Canada, CI5I (UK) * Regulatory bodies: Association of Chartered Certified Accountants (ACCA) Global

*» International recognition: Yes, with some limitations * International recognition: Yes

ol AV (o Pl e I BT TR D E e el O IEL E)] 5. CGMA (Chartered Global Mgmt. Acct)

* Earning potential: High = Earning potential: High

= Difficulty: Medium-High » Difficulty: Medium-High

* Duration of study: 2-3 years * Duration of study: 2-3 years

* Key topies: Business valuation, financial analysis, litigation support » Key topics: Management accounting, financial strategy, business & risk management

* Experience: 1,500 hours of relevant work experience in valuation engagements = Experience: 3 years of relevant work experience

» Typical jobs: Business valuator, financial analyst, M&A specialist, forensic accountant * Typical jobs: Management accountant, financial analyst, finance manager, controller, CFO
* Regulatory bodies: CBV Institute (Canada) * Regulatory bodies: AICPA (US), CIMA (UK)

» International recognition: Yes, with some limitations * International recognition: Yes

6. CRMP (Certified Risk Mgmt. Professional) 6. CIA (Certified Internal Auditor)

® Earning potential: High, depending on industry and level of expertise * Earning potential: High

» Difficu ‘3= M.dium-ug[g'h i 3 . P * Difficulty: Medium-High

* Duration of study: 1-2 years * Duration of study:1-2 years

» Key topics: Enterprise risk managament, risk asse gsmént. mitigati eontrol, fi i ¥ | ry risk * Kay topics: Internal auditing, risk management, cont rol, governance

* Experience: Min two years of full-time work exp in risk manag t * Experience: 2 years of ralevant work experience . _ o

* Typical job roles: Risk manager, risk analyst, risk consultant, risk management advisor * Typical jobs: Int_emal an!dl!cr. audit manager, compliance officer, risk manager, internal audit director
* Regulatory bodies: primarily the Global Risk Management Institute (GRMI) * Regulatory bodies: Institute of internal Auditors (11A)

» [nternational recognition: Yes, but reciprocity varies * International recognition: Yes

7. FPAC (Certified Corporate FP&A Prof.) 7. CIMA (Chartered Inst. of Mgmt. Accts)

* Earning potential: High » Earning potential: High
= Difficulty: Medium » Difficulty: Medium-High
* Duration of study: 1-2 years * Duration of study: 2-4 years
® Key topies: Financial planning, analysis, budgeting, forecasting, performance evaluation » Key topics: Manag it a ting, busi investment & financial strategy, decision making
* Experience: 2 -4 years of relevant work experience » Experience: Three years of relevant work experience
» Typical jobs: Financial analyst, FPRA analyst, FP&A manager, finance manager, director of finance * Typical jobs: Management accountant, financial analyst finance manager, controller, CFO
* Regulatory bodies: Association for Financial Professionals (AFP) = Regulatory bodies: Chartered Institute of M ants (CIMA)
* International recognition: Yes, with some limitations * International recognition: Yes
. pe .

8. CTP (Certified Treasury Professional) 8. CA (Chartered Accountant)
= Earning potential: High = Earning potential: High
* Difficulty: Medium = Difficulty: Medium-High
® Duration of study: 1-2 years * Duration of study: 3-5 years
* Key topics: Treasury mar t, cash manag t, risk m nt, corporate finance ® Key topies: Financial accounting, management accounting, auditing, taxation, law, business strategy
» Experience: 2 years of relevant work experience = Experience: 3 years of relevant work experience
® Typical jobs: Treasury analyst, cash manager, treasury manager, assistant treasurer, treasurer = Typical job roles: Auditer, tax consultant, financial controller, finance manager
* Regulatory bodies: Association for Financial Professionals (AFP) * Regulatory bodies: Varies (ICAEW in the UK, Chartered Accountants Ireland in Ireland)
* International recognition: Yes, with some limitations * International recognition: Yes, though the exact recognition may vary by country and region

9. CISI (Chartered Institute for Sec & Inv) 9. DiplFR (Diploma in Int'l Fin. Reporting)

» Earning potential: High L Earnm? potential: Moderate to High
= Difficulty: Medium-High * Difficulty: Low-Medium

® Duration of study: 1-3 years * Duration of study: up to 1year
.
.

* Key topics: Depends on certification (securities, investments, wealth and financial planning) Key topics: International Financial Reparli ng Standards (IFRS)
Exparience: rel t ting or f work experience recommended

* Experience: No specific requirement but experience is helpful

® Typical jobs: Investment analyst, wealth manager, financial planner . ‘I'ypical job folu Fmanclal a:caumam audit and assurance associate, financial manager
* Regulatory bodies: Chartered Institute for Securities & Investment (CIS1) *R yb ion of Chartered Certified Accounta nts(ACCA]
¢ International recognition: Yes » International recognition: Yes, especially in countries that use IFRS for financial reporting
o pe i
10. CIIA (Certified Int'l Investment Analyst) 10. CPFA (Chartered Public Finance Acct.)
» Earning potential: High * Earning potential: High
* Difficulty: Medium-High = Difficulty: Medium-High
* Duration of study: 2-3 years * Duration of study: 1-2 years
* Key topies: Financial planning, retirement planning, insurance, investments » Key topics: Financial analysis, portfolio managemaent, investment advice
* Experience: 3 years of relevant work experience * Experience: 3 years of relevant work experience
* Typical jobs: Financial planner, wealth manager, financial advisor, portfolio and fund manager ® Typical jobs: Financial analyst, portfolio manager, investment advisor
* Regulatory bodies: Association of Certified International Investment Analysts (ACIIA) * Regulatory bodies: Chartered Institute of Public Finance and Accountancy (CIPFA)

» International recognition: Yes, with some limitations # International recognition: Yes

Strategic Finance Education & Advisory to Transform your Career and your Business
FOLLOW @OANALABES ON LINKEDIN www.oanalabes.com




FINANCIAL ANALYSIS SHE

SCO R E C R D Gross Profit Margin = (Gross Profit / Total Revenue) *100%
J ‘ Operating Profit Margin = (Operating Profit/Revenue) * 100%

Met Profit Margin = (Met Profit / Total Revenue) * 100%

5 EBITDA RATIOS

THE FINANCIAL ANALYSIS

EBITDA MARGIN

Formula: EBITDA / Revenue
Answers: How much Revenue was
turned o EBITDA?

INTEREST COVERAGE

Formula: EBITDA / Interast
Answers: How many s over can EBITDA
pay for Interest Expense on debt abligations?

Horlzcmtal AI“IHIYSIS (Tre"d Analysm) Return on Assets = (Net Income / Total Assets) * 100%

Return on Equity = (Met Income / Equity) * 100%

Ratio Analysis

Profitability Efficiency
Ratios Ratios Net Profit Margin = (Net Profit / Total Revenue) * 100%

5 befora Interest and

=i0ana Labes, MBA, CPA

Vertical Analysis (Common Size Analysis)

Return on Capital Employed = Earr
Tax / (Long Term Debt + Equity)

Return on Investment = (Met Profit / Investment) * 100%

Earnings per Share = MNet Income / # of outstanding shares

LIQUIDITY

Current Ratio = Current Assets / Current Liabilities

DEBT SERVICE COVERAGE

Formula: EBITDA / (Scheduled Principal + Interest)
Answers: How many times over can EBITDA pay for
Interest expense and scheduled debt payments 7

FIXED CHARGE COVERAGE

Quick Ratio = (Current Assets - Inventory) / Current Liab

Formula: (EBITDA + Fixed Charges - Cash Taxes -
Unfunded CAPEX - Shareholder Distributions)/ (P + | 4
a1

Days Sales Outstanding (DSO) = (Average Accous
Receivable / Total Credit Sales) * Number of Days in Pedod

Fixed Ch: idit Sol £ i )
Answers: times over can net EBITDA pay for all Ra ;s' Y 0;8;‘“ 12315 Inventory Outs:andmg (DIO) = (Average Inventory /
fixed paymant obligations (rant, debt. dividends) S o CostofGoods Seid)™ Nufybar of D"'Yg in-Berind
:- Days Payables Outstanding (DPO) = age Accounts
FUNDED DEBT TO EBITDA "-.2 Payable / Purchases) * Number of D’JYa in Pariod
v Cash Conversion Cycle (CCC) = Days of Salas Outstanding
v Tots sbit/ EBITOMA H] ] g
Formula To e EBh LS A (DSO) + Days of Inventory Qutstanding (D10} - Days of
Answers: Ho : 2 lit take to repay all = Payables Outstanding (DPO)
outstanding financ ec debt if 100% of EBITDA want £ + P SEolE
towards principal payments B Net Working Capital Ratio = (Current Assets - Current
v 5 Lt @ Liabilities) / Total Assets

5 CASH FLOW RATIOS v Sensitivity & Scenario Analysis RO— Ta-'l-
CASH FLOW MARGIN Cash Flow Analysas Debt to Equity = Total Debt / Total Equity

Cash Flow Margin = (Cash Flow from Debt Service Coverage Ratio = EBITDA / (Scheduled
Operations / Net Sales) x 100 Principal + Interest Debt Payments)

<
Ll{ V E RTI AL AN ALYS IS Return on Capital Employed = EBIT/ (Long Term Delat +
FREE CASH FLOW MARGIN S Equity)
= Fixed Charge Coverage Ratio = (EBITDA + Fixed Char
:Irea ?::h‘Fsior Ta;%; = (Free Cash E Vertical Analysis / Common Size Income Statement {Fixed Gharges + Scheduled Principal + Scheduled Interest)
ow /et Sales)x 3 [Revenue 4 100%  100%  100%  100% 100%| Interest Coverage Ratio = EBITDA / Interest Expenses
5 |Variable COGS 20% 18% 205 20% 205 § o & Tetal Li: ae /(T e
CASH FLOW COVERAGE RATIO a |- - 5 : o ; Tangible Net Worth Ratio = Total Liakilities / {Tatal Equity -
3 |Fheed COGS 10% 9% 8% 8% 8% Intangible Assots - Prepaid Assets - Due from Related Parties)

< 2% 2
Cash Flow Coverage Ratio = Cash Flow from Gross Profit =% L% e 2% Funded Debt to EBITDA = Total Interest Bearing Debt/EBITDA
Variable Overhead 32% 305 0% 0%

Operations / (Principal + Interest) S : 1 {70 134 12
Fived Querhea . .— %% H o - E FFICI E NCY
OPERATING CASH ELOW RATIO EBITDA/Operating Income 30% 30% 305 30% 30%: _

Depreciation & Amortization 2% 2% 25 2% 1% Accounts Receivable Turnover = Nat Craclit Sales / Average
Operating Cash Flow Ratio = Cash Flow from ERIT 288 28% 28% 28% 29%|  Accounts Receivable
Operations / Current Liabilities Tax B% B 8% B3 8% Inventory Turnever = Cost of Goods Sold / Average Inventory
Net Income 1% 21% 21% 21% 21%

Accounts Payable Turnover = Purchases / Average
CASH CONVERSION EFFICIENCY (CCE) Accounts Payable
Cash Conversion Efficiency Ratio = Net Sales /
Average Working Capital

Asset Turnover = Net Sales / Average Total Assets

Fixed Asset Turnover = Met Sales / Average Net Fixed Assets

Working Capital Turnever = Met Sales / Average Working

Horizontal Analysis / Income Statement Trend I\nalysm X _ Capital
S : a e Revenue 0% 10% **Note that in all applicable ratios, EBITDA can be replaced with EBIT or
I'HE CASH FLOW Variable COGS 0% 0% 23% Operating Cash Flow far a different parspective which includes DEA expenses
MASTERCLASS Fixed COGS 0% 0% 2%
WWW. OANALABES.COM el e 35 o SENSITIVITY ANALYSIS
Variable Overhead 0% 17% 3%
Fined Overhead 0% 20% 17% 56,925 68310 85,388
EBITDA/Operating Income 0% 108 10%
Depreciation & Amortization 0% 0% 0% 513 i 5 291741 5 350089 -5 437611
EBIT 0% 11% 11% 530 [0 R62SE6Y 5 301852 5 362342 5 452927
Tax 0% 10% 10% 552 & 273068 5 314030 3 376836 5 471044
Met Income 0% 11% 11% 576 & 285357 5 328161 5 393793 5 4mam
% 605 | & 299625 S5 344565 $ 413483 5 516853

I PROFITABILITY INDEX
™ o e e P Gross Profit Margin
Gross Profit / Sales

{  PaveackperioD

LY
:‘ NET PRESENT VALUE }

T o

Inflows - Outflows Discount rate for zero NPV Time to recoup Investment BN ofcastyfionies ts

Fixed Asset Turnover Debt Ratlo
Sales / Fixed Assats Total Debt [ Total Assets
Investment

( Operating Profit Margin ( AR Turnover ) ( Equity Ratio )
Sum of Present Value of NPV =0={Cash Inflow / Initial lnwstmenl !Annual {Sum of Present Value of Cash Sales [ Average AR Equity [ Total Assets
(Inflows — Outflows) [1+IRR)"n) - Initial Investment Inflows) / Investment Opermmg Income / Sales i ! g bt

Use to assess profitability Use to rank project profitabilityy fUse to rank low-risk short-termy [ Use to assess profitability and Pre-tax Profit Margin AP Turnover DUPONT RATIO =
{positive = profitable) {time value of money) projects COMpare projects Pre-tax Income / Sales Purchases/ fverage AP
Profitability
_ Avoid aggressive Avoid using to compare Don't use in isclation Avoid aggressive " X Eff ey
projections & low discount projects with differant because it doesn's factor in projections. Effective Tax Rate Inventery Turnaver % Leverage
rate. Remember risk & fit sizes/ risk ;considar MIRR time value of money Remember risk & fit Taxes |/ Pre-tax Income COGS/ Average Inv. s

©0ana Labes, MBA, CPA

m FOLLOW @OANALABES ON LINKEDIN www.oanalabes.com




Financial Forecasting Cheat Sheet

By Aleksandar Stojanovic

k' 9 Crucial Financial Forecasting Models to Apply Inflows

~ Time Series Models: ' Exponential Smoothing: @ Monte Carlo Simulations: Outflows
0 Usa past data rends 1o A tirne sanes mathod hat gives o This invoives simulating a range of
fomecat future ones, mora weight to recent data. possitle outcomes and probabilibes. Net Cash
“\ Regression Analysis: lL ARIMA: @ Financial Statement: Flows
Fradict one varioble based an 6 This statistical analysis model uses time @ A bottorm-up approach that invohes
thia bahavior of anothar sanies data to understand the data ot forscasting revenuss, costs, and capital
forecast future trends. structure.
ki’ Moving Average Models: .. Econometric Modeling: +" Sales and Revenue:
This mithod uses the averdge This incorporates sconomic theory This is specific to predicting
of past pericds for farscosts. and statistical interance 19 forecost Htsta BERS TRVINE d
future cutcomes. g

8 Ways to Make Your Financial Forecasts More Accurate: I O Steps to Developing a Reliable Financial Forecast:
(1 3

+.Use Reliable Data: Quality data is key to accurate forecasts. = . )
. Utilize Multiple Models: Gain insights from different models for increased accuracy. « Defiria the Scope of Your Forecast: Becide on the time padod and

.Include Confidence Intervals: Show a range of possible outcomes, not just a single the level of detail required.
figure, # Collect Relevant Data: Include historical financial data, industry
. Update Regularly: Keep forecasts up to date with new data. trends, and economic indicators.
.. Understand Model Limitations: Know the strengths and weaknesses of the model l¢! Choose a Suitable Forecasting Model: This depends on the type of
you're using.

data and your business context.
+~ Analyze and Understand Trends: Look for patterns, trends, and
seasonality in your data.

. Validate with Actual Results: Compare forecasts to real outcomes for validation.
. Consider External Factors: Include market trends and economic indicators in your

forecasts.
. Use Expert Judgment: Combine models with expert insights for more accurate #Prepare Initial Forecasts: Use your chosen model to prepare initial
| forecasts. ) forecasts.
' . Review Assumptions and Inputs: Ersure your assumptions are
Forecast {0 pata Collection: realistic and inputs are accurate
Calculation ® itrimm e e Adjust Based on Other Information: Consider other relevant
o e s g 1 - rbgeHmbegib s information such ds upcoming market changes or new products.

prapecied sol figurmi
oo on tha enobyed dota,

Sales

. Review and Refine Your Forecasts: Refine your forecasts based on
Forecasting

feedback and as you get mere data,

@ implement Your Forecasts: Use your forecasts for budgeting,
ety imimmnpectopo] financial planning, and strategic decision-making.
Rty . Monitor and Update Your Forecasts: Regularly compare actuil

results with forecasts to improve accuracy over time.

15+ Exercises to Sharpen Your Financial Forecasting Skills: 3 Steps to Avoid Common Forecasting Errors:

1. Practice forecasting revenus of a retall store bosed on past sales data y Beware of Overfitting: Overfitting happens when your model is too
2. Forecast next year's expenses for a spacific company complex and captures noise rather than the trend.

3. Practice using different madels to lorecast stock prices

4. Predict the impact of a price change on demand for a product

Review and .
Refinement

Conbirescrusly raviow Tha
borsvosied results. gotnies
osdboch, andt il the
fotecast bused on now
Iniferrraticn or shang in
the business erveanmend,

5 Forecast the sales of a new product based on matket research data Handle Outliers Carefully: Outliers con distort your forecast.

6. Estimate a company's future net income based on historical growth rates Identify them and understand their cause.

7. Use a company s financial staterments to forecost its future bolance sheet r

8. Practice forecasting cash flows for a project to calculate its Net Present Value Check for Bias: Bios can make your forecasts consistently

(NPV) 3 overor under-estimate. Regularly review your forecasts versus actual

9. Conduc! a scenario analysis Lo see how different outcomes impact a project’s S outcomes to detect any bias, i
profitabiity

10. Forecast a country's GDP based on historical trends and expected policy changes 13+ Examples of Financial Forecasting Usage in Various Industries
1l Use regression analysis to forecast sales based on advertising spend

12. Estimate future property prices in o city based on past trends

13, Forecast a company's bankruptey risk based on financial ratios (1) i Tech Companies: o @ Non-profit:
14. Predict future unempioyment rates based on economic indicators FOORing S Jon e poOLs Prackating hundrmising revenve
15. Use Monte Carlo simulations to forecast the possibie outcomes of an investrment 9 |¥ Retail: @ Agriculture:
Procicting reosorol demand Farmcosting crop yieids posed on wogther pattarms
- Manufacturing: z
7"' Tricks for Making Your Forecasts More Comprehensive: Farecasting proghuction ?m Q :i,fi'ff“g"f,'w —
—_— — - ———— 0 LI Finance: o) = Education:
1. Consider a range of scenarios: Dot juslt forecast the most likely scanario, bul aiso | e !lx_' =S R Do
consider best-case and worst-case scenarios. s i:ﬁ:'::'f.?::;m“ cip ® “' Construction:
2. Use both quantitative and qualitative information: While hard dala is crucial, Energy: : ool g ook and compiation
don't ignore soft information fike expert opinions and market news (6] Frodicig A by o ~ Travel & Tourtsm:
3. Regularly update your forecasts: As new Information becomes availoble, update Prockbting tourlet oW Bised o
your foracasts, 6 ¥ el Patete PP U S

5 Farecanting proparty pekoa ibends
4.Don tignore I.IMBI'“IIHI)‘.' Include o range of possible outcomes in your lorecasts, .

Government: [ Te—
&. Use a consistent approach: This allows you to compare forecasts for alfferent Estimaating fox revern ?E.é}‘ou Now]

projects or periods. .M I%‘ e
6. Invoive different parts of the business: Gel input from finance, sales, marketing, (ol ,n
elc, 1o make your lorecasts more comprehensive. e

c , CF
7.Don't just raly on software: While forecast] ng softwore is helpful, afso use your Fractional FP&A, CFO

Judgment and understanding of the business. naEyConamtiar AI Eksa nd ar
Stojanovic

[ Stay ahead in your FP&A skills! Follow me on Linkedin



Business The CFOs Guide to Improving Financial Reporting
nstitte'. 10 descriptions and 60 improvement ideas

How to improve what financial reporting teams should dowell |[|///[/]]

Adherence Ease of
Raporting llq:nﬂ:hy User Data Transparent P Stakeholder
acouracy satisfaction integrity disclosures tuandrde standing feedback
Data Understand resuaitided Use plain
povernance Jrlon'md user noads s g language
f Strong s Robust Enhance
ol record- palicies and Transparancy
i Koeping i procadures and clarity

Clear Visusd Ofter
AR Extannad PRI Enhance risk intespretive
tation ¥ cation anatysls
Post- Use T —d T o Fostar opan
reporting exparienced IR adkicalion commun-
reviows auditors cation

LEELTEET

Business Partnering Institute ApS e www.bpidik.org e contact®bpidicorg @ We're currently hiring for senior consultants in Copenhagen!



Gross Profit Cheat Sheet

By Aleksandar Stojanovic

7+ Tips for Leveraging Gross Profit : :
iE Your Business Dgecl.f?l on=-Maoking 9 Gross PrOflt Ca lculdt ion TDOIS to Use

1. Use Gross Profit to determine pricing strategies Gross Profit Margin Gross Profit :r:&nl:my STty
2. Use Gross Profit to identify and focus on your most profitable products Calculator (by Omni) Calculator (v cacusaoe) {6y Goiod Calciiators)

o services.
3. Use Gross Profit to benchmark and measure performance over time: Gross Profit Gross Profit Marain Caietlator
4. Use Gross Profit to identify potential areas of cost savings. Calculator Calculator {by g pidTables)
5. Use Gross Profit to gauge the overall financial health of your business. {y My Accaunting Course]. (by Calculator Soup) :
6. Use Gross Profit to help attract investors by showing strong profitability..
7. Use Gross Profit to make informed decisions about expansion Gross Profit Margin QuickRooke Xera's accounting

or downsizing. : Ratio Calculator Onias Aesourting software

- (by Corporats Finance institute) Software

10 strategies for Optimizing Your Gross Profit Margin 10 Steps to Effectively Increase Your Gross Profit
™

0 Increase prices without losing customers g | Juckpis
~ Enhance production efficiency Ab ICERASE YOUEREDOHICH DEERS

B Roduce dirsctcosts ' Lower your Cost of Goods Sold (COGS)
2 Identifyand focus on selling higher-margin products /" Increase sales of high-margin products

0 Implement cost-effective marketing strategies

L7 Negotiate better terms with suppliers

W0 Utilize technology for inventory management el NEQOtiate with suppliers for lower pl’iCES

' Improve product quality to justify higher prices Lﬂ: Improve inventory management
00 Streamline business processes
0100 Review and adjust pricing strategies reqularly

% Implement cost-saving measures in production

» Enhance productivity and efficiency

!

/7 Upsell and cross-sell to existing customers

18+ Exercises to Enhance Your Gross Profit Analysis Skills # Introduce loyalty programs to boost repeat purchases

I{/I' Calculate Gross Profit from financial statements \.1 2 Streamline your business operatlons
2. Analyze Gross Profit trends over a 5-year period

3. Colculate and interpret Gross Profit Margin

4. Assess the impact of price changes on Grass Profit

5. Evaluate the effect of direct cost changes on Gross Profit 1

6. Assess the impoct of sales volume changes on Gross Profit N Bar Graph Showi ng Gross
7. Evaluate Gross Profit in different scenarios of price, cost, and volume changes : h Profit Margin Comparison
B, Compare your Gross Profit Mcrgin with induslry benchmarks §

9. Analyze the relationship between Gross Profit and Net Profit 8

10. Understand the impact of discounts on Gross Profit 2014 201 2018 2047 2018

1. Evaluate the effect of COGS on Gross Profit T Pt Mg A ReAPHA Marge @ R e Avseny
12, Understand the role of overheads in Gross Profit colculation

13, Identify the products contributing most to your Gross Profit
14. Examine the relationship betwesn Gross Profit und cash flow 15+ Real-World Examples of Successful Gross Pr ofit Management

15. Understand how changes in inventory levels affect Gross Profit

168. Analyze the impact of foreign exchange rates on Gross Profit for businesses Amazon: cptimize warehousing, distribution, McDonald's: rranchising
17. Calculata Gross Profit per unit and assess its implications SngL xEsoTy ICHEREROaT 1D ISWEE CoRLof reduces costs and enhancas gross
5 : St sk . goods eold and higher t ;
18. Perform a sensitivity analysis on Gross Profit using different scenarios IR RO P [l e
e - Apple: Fremium branding ond Google: advertising business
innovative products maintain Righ yields high gross profit margin with
Financial chart showlng Revenue and Gross Profit Margin gross profit margins, lowe direct costs.

Walmart: regotiate low prices from Adidas: continuous innovation
- suppliers for reduced cost of goods and premium priging for higher
sold and increasad gross profit. gross prodit margins.
: : Microsoft: Low cost of goods sold and @ Unilever: eticient supply chain

high grods profit ranging with soltware

3 manogement reduces production
and senvice-based model.

coste and boosts gross profit

Costco: Membership modal boosts Southwest Airlines: ruel price
% 6 Methods to Avoid Common Gross Profit Misconceptions gross profit and adds to revene. o Sh s St

1+l Understand that Gross Profit is not your net income Teslet: romp up preduction to Pfizer: rocus on
spread fixed costs and improve high-margin paterited
= Don't forget to account for all direct costs associated with produiction giass profit drugs for increased grass

= & 2 Netflix: Transition to strearning Oracle: softwars sales with
s Remember Gross Profit doesn't include operating expenses reduces cost of goods sold and Iow Production Costs mgintain

— : ) . ) : Increases gross profit high gross profit margins:
a 3, Understand that a higher Gross Profit doesn't always mean higher profitability

cua}:—culu: Higher prices Tolfow Nowf
- . . . : s with iconic brand and marketing

s - Don't overlook changes in Gross Profit Margin over time AP Grds i u\,‘(
¢ % Recognize that a high Grass Profit doesn't always imply a healthy cash flow Fractional FP&A, CFO

Aleksandar
Stojanovic

and Bl Consultant

f[f) Stay ahead in your FP&A skillst Follow me on Linkedin




Amartisation & the system

of comi

Fair

Bbjan
Radojicic

RECOGNITION

Intangit
Intangible aszets held by sn entity for salée in the ordinary
course of bugness (sew 185 2 Inventories

Dieferred tax assets |aee A5 12 Income Taxes)

) The time should meets the definition The time should meets the
fisisation of an imangib]e asset remgnitinn critena Leases of intangible assets acoounted forin accerdance with

W tha IFRS. 16 Leases

ar its usetul

depreciabl
Financial assets as defined in 145 32,

i = =—— o Assets arising from employes benefits
Itis probable that the expected future economic benefits SEID SO A o U0
that are attributable to the asset will flowto the Emity Contracts within the scope of IFRS 17 Insurance Contracts

The cost of the asset can be measured reliably

An entity shall assess the probability of expected future economic

benefits using reasonable and supportable assumptions that represent

management's best estimate of the set of economic conditions that will R&D PROJECTS
exist over the useful life of the assel.

IS aF §

y An intangible asset shall be measured initially at cost. The cost comprises
al production or use, . )

praducts,

allow!

ngible

IVESTMERTE T devTlopenast

Satrwms, Tmoemarks,
Brand

P o lnas miTmeTIONL

Gonoasmane. Paterts

[Frin preiniation

Company purchased software from suppliers doe 100k and used consultants to make us usable
and bring in working condition for 20k

EASUREMENT AFTER INITIAL RECOGNITI

Debxt IP - 5afh g 120,000 7 e :
OPTION 1; Cast model 2 e 1, usefullife or amartization rate
Credit Payahls to supplier 100,000 ¥ atrortizatonFhathed
redit Payable to consultant 20,000 3 grosscamying amount
Company paid 25k in acitvites for gathering the knowledge in term of new developing praject 4 acumulated amartization and impairment losses
Delxt Cost of research 25,000 5. line itemsin the income statement in which amortization s
Credit Payable to supplier 25,000 incliuced
Company employs researchers based in countries around the world. Employee time is the basis 6. reconciliation of the carrying amcunt at the beginning and
upon which charges to many customers are made. The project team incurs the following costs: the end of the period showing all chagnes, ad:l.i'lcns,
Cost type 5 Captalized armortizatians, disposals imparmante, re-valuation
Cancept design goot . basis for determiningthat an intangible has an indéfinite
Evaluation of design alternatives 2,500 it
S 3 i
Determination of required technology 8,000 &
Software desigh 35,000 & desenption and carrying ameuntof individually material
— Software coding 19,000 intangible assets
Quality assurance testing 15,000 9. certain special disclosures about intangible assets acquired
increase shall be recognizedin Teah o '
#euly urer the heading ot CAunL. 1,20 by wary ol government grants
T Tl e e el o Ongoing maintenance costs 3,500 : : - 2 A 5
BEA 1n tha astont St rmorist s asbont at My cruclt s ¥yt : 10:info aboutintangible assets whose titlejs restricted
revaluation decreare of the same vevabuatioe surphis i respes that Administration 2nd general costs 2,000 : : ey M
et praviasly recogniaed in AL R TOTAL 20,700 69,000 11, tontractual commitments to acguire intangibie assets

REDITS TO Bojan Radojicic | FOLLOW ON LINKEDIN m POWERED BY: WTS TAX AN FINANCE WtS AND OTimeAna:vncs



M&A DEALS CHE/

THE ROLE OF THE SELL-SIDE:

THE ROLE OF THE BUY-SIDE:

p
Initial business
valuation by the most
reliable valuation
method and appoint
external consultant

Reaching out p

Preparation : .
evaluation
business
operations,
financials etc

# \
(1

Negotiate the

E":f c A
I

Syt

. reprasenta
Wlecd it ome )

I warranties, clos

Post transaction
actoins - integrations,
cavenants, PPA

FINANCIAL

Legal aspects and
ownership transfer

Finance due

PROJECTIONS

1. Sales and other revenue
projactions

2. Earnings projections

3. Operating expense
projections

4. Net working capital
projections (receivables,
inventory, and liabilities to
suppliers)

5. Long-term and fixed asset
and depreciation projections

6. Financial liability and interest
expense projections

7. Other balance sheet item
projections

8. EBITDA projections

9. Cash flow projections

POST TRANSACTION

ACCOUNITNG

Financial consolidation and SN
: | =R
integrations ==

Financial reporting requirements
VALUATION
APPROACH
AND
METHOS

Pruchase price allocation:

Indentificaion and valuation of
ingnagbile asset

FMV of tangible assets

Goodwil calculation and recognition

buyer / seller

purchase agresment as the
purchase price,

&

Bojan
Radojicic

‘ Financial analysis of target

Dafi

indicators

& Tor review .. 3-b years

Profitability, liquidity, activity apd structure

EBITDA normalization
Revenue and ex es impact on EBITDA

Initial contacts:

otential Sign confidentiality /

DA agreements

terms of the

intent (LOI) outlining
the proposed terms of
the acquisition
including the purchase
price, transaction
structure, and any
contingencies

tions and
ing conditions

EBTIDA

\2

.

Financial / Tax due
diligence

diligence Tax due diligence

Public Company
Comparable

Valuation by Multiple

Discounted Cash
lows

Capitalization of
Earnings

f— - Income approach

Excess Earning

Replacement Cost

—_— Cost approach

Net Asset

Bojan Radojicic

WTs TAX AN FINANCE  \WTS

Adjustments

Reviewing business units performance

Analysis NWC and debt

—
Netirecurt g fres

{one off sxpenses)

05

Impairments

COVENANTS

Non-Compete Covenant

This covenant prohibits the target
company or its key employees
from engaging in activities that
compete with the acquiring
company’s business for a
specified period of time and
within a defined geographical
area.

Non-Solicitation Covenant

This covenant restricts the target
company from seliciting or hiring
employees or customers of the
acquiring company for a certain
period after the merger or
acquisition. It helps prevent the
loss of key talent or customers to
competitors.

Confidentiality Covenant

his covenant ensures that both
parties maintain the
confidentiality of sensitive
information shared during the
due diligence process and
subsequent integration

Financial Covenant

These covenants are designed to
maintain certain financial
performance levels after the
merger or acquisition. They may
include reguirementsrelated to
debt-to-equity ratios, liquidity,
revenue targets, profitability, or
other financial metrics.

AND O Time Analytics



MANAGEMENT

SHEET

12 FINANCIAL SKILLS e —pa——
PROFIT MARGIN
FINANCIAL STATEMENT FINANCIAL RATIO fit is th I. Hout i
ANALYSIS AMNALYSIS External Drivers product price les 5t
Gross Profit Margin Cont ribution Margin Ratio
BUDGETING AND PERFORMANCE . . : _—re ) . YUt Margin
FORECASTING MANAGEMENT 3 Volume  Efficiency  Process Quallty  Owerhead  Materials PAS = | Gross Prom expresscd s g percentage
5} U | percentage of & @
4 o
BREAK-EVEN o o —= -
RISK = Z  Gross Profit (GF) (CM] =
ANALYSIS (B/E) MANAGEMENT y o s | -coss) o et
% g % Gross Profit Mirgln Gross Contllbuhun erg]n Ratie
COST-VOLUME-PROFIT DEBT MANAGEMENT o = | Profit /Reven M/ Unit Pri
ANALYSIS (CVE) (LEVERAGE/SERVICE 5 5 — -
JCOVERAGE) t S Evaluates the profitability of # profitability of
overall operations. E rvices,
CAPITAL BUDGETING PERFORMANCE i

WORKING CAPITAL
MANAGEMENT

METRICS (KPIS)

VALUATION
(BUSINESS/ASSETS/
UNIT)

xed and

diract |

mariulac

ads, Exeludes
ad o

var ling and variable

b

MARGIN VS. MARKUP

o -

N ¢ b \
inerpresent ) | INTERNAL % 1 o ivBACK 1 fPROFITABILITY!  Usedtounderstand company | [Used for decisions celated
o 1 1 RATE OF 1! ] ! overall operational to individual product or
g1 VALUE 1 ] PERIOD 1 INDEX 1
A J \_ RETURN J | ’y ;
d ‘e S LS . P
- [——— - SU——— —-——————
= 5]
MARGIN = GROSS PROFIT PER PRODUCT / i Inttsws Plssount rarefar Timne 1o recou . : <
i - il et P PV ol tashflows
PRODUCT PRICE X 100 n outfiows zero NPY Inwestment to investment 5
Margin = Markup/ (1+Markup) %
5

MARKUP = GROSS PROFIT PER PRODUCT /
PRODUCT COST X 100

Markup = Margin./ (1-Margin)
20 RED FLAGS

UNUSUAL
TRANSACTIONS

Dol'Luse IR D
COMPATa projectn
of dEferant Lizos or
rigk lveis and
consider MIRR

- @

Avoid Aggressive
prajectiona & Lo
digcount rata
Rawrmimsraliar k&
soratege it

Do T USE ki
isolation beeeuse it
doesn’t factor in

Kol agpressive
propctions
Aemember risk
Autrategls fiv

Definition
Diseount vte ot which ot pregent
waluer INPY) of inyesiment cash
firre valye of Moves exials pero;

ey
HIGH

Formuls
DEBT LEVELS NW'—F_?C;::I'IFI?IW L} L+ IRFY =

HIGH EMPLOYEE
TUR ER

OVERREL IHN[ EON A

cana Labes, MBA CPA

Drivers
Time vabue of money, cash fiow
timiing siried armennts, dissoint
rate: progact duration, and nsk

MNADEQUATE

_ Uses

& Eusluato and compane
Rnestrnent profitabsley

= Detemene estrnent breas-

even discoort i
g
When »n\-mt\'mu:l.:g'.h Tlonas
caun e borth nesgi i andt
e DOSITve
IMNT »\ NTROLS - .
SlnTRLEE gustome.r ;InaﬂClaL 2
POOR CORPORATE = ers pectwe erspective B
IN HPJ,\I‘JU-AI_ R GQ._;EE,\U._,«JEE (=] 4 EBITDA VS-CASH FLOW
NCONSISTENT g :

REVENUE CONFLICTS OF INTEREST I £ Operatin
RECOGNITION 5 3 ( EBITDA )( C:sh Flou?r )
z Education & S
é Internal Learnin ik Inaschs I

: Perspective Perspective

. X
LOW VS ACTUAL VARIANCES 3 G
5. 2
g £
16 TYPES OF COSTS [
£
SUNK COSTS STEP COSTS O
OPPORTUNITY
COSTS DIRECT CO5TS

PERIOD COSTS ALLOCATED COSTS

PRODUCT COSTS ECONOMIC COSTS ( Gross Profit Margin ) ( Fixed Asset Turnover ) ( Debt Ratio )
L3 I T st/ Total Assets
INCREMENTAL CONVERSION COSTS E < THE CASH FLOW MASTERCLASS
COSTS < { Operating Profit Margin AR Turnover 3 WWW.OANALABES.COM
= \ Operating Income | Sales las | Average AR é
MANUFACTURING b3 z
FIXED COSTS COSTS 4 .
- Pra-tax Profit Margin AP Turnover £ | |
g Pre-tax Income | Sales Purchases/ Average Af -
VARIABLE COSTS OPERATING COSTS 8 g i )
Effective Tax Rate Inventory Turnower L i
MIXED COSTS OVERHEAD COSTS Taxes / Pre-tax [ncome COGEr Avarage iy

[ rFoLiow @oanatases ontinkepin  [RMUGEGEIE




IAS 16 — PROPERTY PLANT &

EQUIPMENT CHEAT SHEE

Property, plant and equipiment

mereasa shall s wesgnzed
squity under the headng of
revaiuation surplus. Howavr, tho
incréase shall be recognived in
BSL b the sxtent that it revarsas @
vaiation decresse of tha same
mset previously recognieed in
sEL

Income to the
wntent of anp crudit balanee in the
revaluatian surmplus i fespect that
et

Thi ameust eitd 1o raluaton dupls an etk be tasdired diecty 1o
retained eamings {kut not through PAL) as the asset is being depreciated or it can
be hedd In the rovalsation surplus account untd such time a3 the assat i disposec
ol or retired from service, finy transfer to. wtained sarnings i 1 to the
amcunt equal ta e ciffeience besween depreciation based on the revaluec

i it of thin asset and depreciation based on the asset's arginad dost, It
:shiaticn surplus may be Tansferred directly to retasired samings wher

it dnrmeagriinas,

REDITS TO  Bojan Radojicic

RECOGNITION

The item should meets the
recognition critena

The item should meets the definition
of an tangible(fixed)assat

Itis probable that the expected future economic benefits
that are attributable to the asset will flow to the entity

The cost of the asset can be measured reliably

An entity shall assess the prabability of expected future economic
beheﬁts'using"rei_asqhable and supportable assumptions that represent
management's best estimate of the set of economic conditions that will
exist over the useful life of the assel.

An tangibl_e asset shall be measured in'itially at cost. The cost comprises

ase price, including S i = fana
7 restaring th

nd non-refundablz
fer deducting
and rebates; and

liability can ¢
when all the criteria outlined in

145 37

Examples of directly attributable costs vs Examples of expenditures that are not part of
the cost of an tangible asset

Capitalized vs
Cost 1y

ost iypa Expense
costs of employee benefits (as defined in LAS 19) arising directly from fram the c
constructionor acquisitionof PPE

bringing the asset to its working condition <
professional and agent fees C
costs of testing whether the assetic functioning properly €
costs of site preparation (=
initial delivery and handling costs c
instaliation and assembly costs ¢
costs of opening 3 now Facility ¢
costs of introducinga new product o service (costs of advertising and promotional

activities) E
costs of conductingbusiness in a new location or with a new class of customer (including

casts of staff trainina) E
administration and other general overhead costs E
Incidental operations may occur before or during the canstruction or developrment

activities and as incidental operations are not necessary E
interest costaincurred during the ionof certain qualifying assets must be added

to the cost of the asset (as defined in 145 23) C

O 14 May 2020 the IASE published amandments to-IAS 9 which now protibit deducting from the cost-of an item af PPE
any praceads from selling ftems produced and are sffactive for annual periods beginning on or sfter 1 January 2032

Company acquired a plot of land with a cost of $200,000. After one year land is appraised as
having a current fair value of $210,000. The journal entry to increase the carrying amount of the
land to its fair value is as follows:

Exampla - Initial revaluation

Debit Land $10,000
Other comprehensive income
Credit gain on revaluation £10,000

In the following year, Company determines that the fair value of the land is no longer $210,000.
Assuming the fair value decreased to $195,000, the following journal entry is made to record
downward revaluation:

Example - Subsequent revaluation

Other comprehensive income

Debit loss on revaluation $10,000
Debit Impairment loss - land (expense) £5,000
Credit Land 415,000

L= LT S T T

0.
1

Bbjan
Radojicic

uation s required

a ¢la

recommends that

Fair value |5
appraisers, us:

tan also

t values
yment, but such ite

accum

the ‘accum
ing amaun

055 Sris
at sl

g from the
" iete

the net dis

useful life or depreciation rate

measurement basis used (cost or revaluation approaches)

. depreciation method(s)

. gross camying amount

. accumulated depreciation and impairment losses

. reconciliation of the ran;gring-amnunl from the beginning

ta the end of the penod, all changes, additions, disposals
assets included in dispasal groups or classified as held for
sale, acquisitions, increases or decreases resulting from
revaluations, reductions to recognised impairments,
depreciation; the net affect of translation of forsign
entities financial statements ete,

. restrictions on titles and any assets pledged as security for

debt

. accounting policy regarding restoration costs for items of

PPE

. expenditures made for PPE inchuding “any construction in

progress

il £

of ling com

ts PPE acquisitions
ampunt recelved from any third parties as compensation
far any impaired, lost or given up asset. This is the only
applicable if the amount received was not separately
disclosed in the statement of comprehensive income,

V- WTS TAX AN FINANCE WtS AND O Time Analytics



PURCHASE PRICE ALLOCATION

CHEAT SHEET Radojici

Goodwill . T
Idlenllfyl_ng pu"Cha_se price, '-E" Fair market value adjustments: Fair market value estimation for
Rt torat price paid by acquirer to acquire calculation of fair value of intangibles, by application most
Purchase nrralun the FompanY‘ The purCh_asf—. price acquired company’s tang]bie relevant valuation methods such as
price Aty can include amounts paid in cash st DCF, MPEEM, Reilief from royalty
and in equity etc.
Net book "
Goodwill
Goodwillis anintangible assetthat represents the excess _— P : : Comparison PP withFMV
1 L Z Dol BT Identifying net book value: Identification of intangible ] !
of the purchase price of a company of businessover the L
iﬁln'- VA :-lr— of i1tc 1::-.I Ttifi r\i:naj i.:i: L o Reviewing balance sheet, asset of the campany am‘j Cha|CU|a“0n sl s
tva 4 entifiable net assets write offs, impairment, acquired: brand, weighted average return on
ldentifiable Intangible Assets: write ups etc. technology, customer etc., assets, deferred tax efc.
These are intangiblz assets thatcan be separately P o P -]
identified and valued. Examples include trademarks, CMALLUL A Vraih WO VALUATION METHODS

patents. customer relationships. and technology:

WARA p 5
Local GAAP \ DCF MPEEM  RRM

Represents the weighted rate of return eamed by the |

portfolio of acouired assets including intangible assets ’ ik

such as brand, customer relationships, and geodwill 7. \ Identifiable
2 A

intangibles

Excess prices US GAAP ‘

e price and nelbook

REPLACEMENT COST

The L‘.:i'r:emn-;:_e betweenpurch
value of acquired company — \\_\_..“ COMPARABLE
Assembled workforce IFRS =23 E s TRANSACTIONS

Intangible asset associated with the skilled and . ~
experienced employees that the acquiring company gains
as partof the business combination

Non-compete

Customer
Relationship

Database

Tachniology agreements

Fiyv

Fairvalue represents the estimated marketvalue of an

assetor liability. In PPA, the fair value of acquired assets TargriCo Balence Shwet

and assumed liabilities is determined to-allocate the ol valies in SHint). _Bock Valve Liui
surchase price
. Sep Ba[ance Assets Uiabifitios and Equity
Deferred tax 4 Cash 25 % Totsl Dbt 200 200
Other Current Adsets 155 s Other Liabilities 155 17
Sheet FMW Total Currant Assets 180 w03 Total Lisbilities 55 375
. :
Deferred tax liabilities are createdwhen the tax basis of adjus_tment g oo T TotkEguity 578 1325
| h afi =‘| o i|' {;l'] Identifiatie Intargible Aot 100 550
R v L Geodwill = 7o Total Liabilities and Equity 930 1,700
'-,’I-'il'.] f{)l’hl]{-}lﬁ( |I'El}{‘.|£|'lﬂ'g‘,{]:i!|] ||‘1I5|'!5!Eili;:5|r1 example MNan-Curmnt Assets 750 1487
lower future tax deductions ar higher taxable income,
Total Asssts %30 1,700

leading to h 1 tax payments in the future. Deferred tax
assets, onthe other hand, arise when the tax basis
exceeds the fair value. creating future tax benefits.

m Trademark Royalty Stat
y
® Technol
& Royalty Range
) Intangible Assets

Excess price : ® Customer

10 4 ;!

$10m relationships Thomson Reuters

= Step-up on inventory
Fixed assets

Comparable.ai
Goodwill (excl. DTL)

Working Capital

CREDITS TO Bojan Radojicic | FOLLOW ON LINKE




SaaS Finance Cheat Sheet

By Aleksandar Stojanovic

L4’ 9 Saas finance tools to use

. Sage Intacct:

A cloud-based sottware that ofters noivg subscription
iling and recurming ravenue visibility

& FreshBooks:

Anonilne plotforn that fedtutes nathe recurring
poymants and invoicing. os well os monthiy
Incoms and arpenss racking

' Oracle Fusion Cloud Financials;
& glabal financial piattarm that connects and o=

pavaﬁ'em‘ﬁmd assets;

Xero:

/ Profitwell:

acErmant g

axpenses, and reporting retention, ancl pricing

8 Funding options

laf QuickBooks Online:

-k popular accounting Soltware that supports multipls
curmencies, bax coloulations, invoiing ond mporting

9 A cloud-tosed accounting softwions that Intagrates
with varioug Snas tools and provides real-tine cosh
Fiow visibfity, frwoicing, and reporting

0 A'Sgas analytics plotform that heips you measure
wnd optimize your subscription revenus, chum,

] Equity financing: selling shares of your company to private investors,
venture capitalists, or public markets

.i;, Debt financing: borrowing meoney from banks, lenders, or other sources and
repaying it with interest

&" Revenue-based financing: receiving a Jump surn of cash upfrant and repaying
it as a parcentage of your future revenue
Crowdfunding: raising money from a large number of people online who
support your product or idea

W Grants: receiving non-repayable funds from governments, foundations, o1

_ other organizations that support your cause or mission

. Bootstrapping: funding your business with your own savings, revenue, or
personal loans

(7} Subscription prepayment: offering discounts or incentives to your customers
who pay for your service in advance

" ¥ Corporate venture: partnering with a larger corporation that invests
in your company in exchange for strategic benefits

7+ best practices for Saas finance:

1. lgd Plan your budget and forecast based on realistic ossumptions
and scenarios.

2. & Manoge cash flow by optimizing poyment terrms and collecting
payments efficiently,

3. Trock unit economics to ensure profitability and sustainability.

4.5 Align pricing with the value customers receive from your service.

5. §¥Optimize revenue madel with the right billing frequency, poymeant
method, etc.

6 H Automate accounting and reporting processes with tools and
software,

7. % Comply with industry regulations and standards.

CLV vs CAC Chart:

B Customer Litetims Value

Inthia:

13+ benchmarks and metrics examples

- [oitomer Lifetims

MohE Ay

]

i Retention Rate:

Tho parcantogs ol CLSIrmens who contrLe

1ing your service over o ghvan porod of tme
Net Promoter Score (NPS):

he moasurs ol customer satisfaation and foyalty

based or how Ikady they oro to recommand yout

smrnea fo-cthars

o & Monthly Recurring Revenue (MRR):

The nmount of ravenus genemted by your customers

Who pay 1or your sarvioe &n a monthly basie

9 # Annual Recurring Revenue (ARR): ﬂ.
Thia drmeount of run s generated by your custame s T
WNo pay for your sarvion on an anrudl boss

3) @ customer Acquisition Cost (CAC):

e average: Qmourt of monsy m lﬁm a

DWW CUSTOT

¥ Customer Lifetime Value (LTV):

The ovaage ormount of revenue genenated by o

CUEITH Over Bt antra ralationship with your

compary

= Churn Rate:

e peooitoge of customers who stop using your
sarvice over o ghven panodof tone

@ The meame of custarmae srmstantion bosec on how
1hey A Thair expeniance with your sandce
(9} © Customer Effort Score (CES):
The measure of custormer sotisfuction boged on low
oawy they Rnd 1t 10 use your sorice
@ L2 Cross Margin:

T parcentoge of mvonis Tt ramains ofto:
dedaCTing e Cost of Qoocts sokd

4]

|4/ Operating Margin:
The: ol r
deducting the opérating oxpenses

& Cash Flow:
Tha armaount of meney that Howt inand oot of your
DUSIEEE DV 0 gIvAn period of tme

Burn Rote:
The rate ot which your company spende rmonoy i
aacass of its Neome

L1
e

Fractional FP&A, CFO
and Bl Consultant

Aleksandar
Stojanovic

u Customer Satisfaction Score (CSAT):

l¢! ChartMogul:

A S00% onalytics plotform thot helps you trock and
Improve your key metrics, such s MAR, AR LTV,
churm, and eohar analysis

~ Baremetrics:

A Soos onolytics plotfonn that helps you monltor
and grow your subsorption businass with insights
into revencs, customars, tials, chuem, cnd'maora:

¢ Stripe:

A poyrnent p
Qnline payments (rom your custamars and
managa your subscriptiong and biling

10 steps to creating a Saas financial model

" Define your business model and key assumptions
. Project your revenue streams based on customer acquisition,
retention, and churn
A Project your cost of goods sold based on hosting, payment
processing, and customer support expanses
@ Project your operating expenses based on sales and marketing,
research and development, general and administrative, and
depreciation and amartization costs
4! Calculate your gross margin, operating margin, and net margin
<" Project your cash flow based on operating activities, investing
activities, and financing activities
/ Caleulate your key financial ratios such as return on assets,
return on equity, current ratio, debt-to-equity ratio, etc.
/., Perform a sensitivity analysis to test how your results change
under different scenarios
& Perform a valuation analysis to estimate the worth of your
business based on discounted cash flow or multiples methods
“ Summarize your findings and present them in a clear and
concise way

3 steps to avoiding common pitfalls

Validate your product-market fit by conducting market research,
customer interviews, surveys, etc. before launching your product

8]
©

that enables you (o8

Monitor your unit economics by measuring your customer
2 acquisition cost (CAC), customer lifetime value (LTV), payback
period (PBP), étc. to ensure profitability and sustainability

Plan for grawth by forecasting your revenue and expenses
3 baosed on realistic ossumptions and adjusting them os needed
based on actual perfarmance

MRR Growth Chart:
$2.66M Anex pon 140,000 e300 s sy ]
_’_/

15+ tips for scaling your SaaS business:

1. Validate product-market fit by sclving a redl problem for a specitic
target audience,

2. Optimize pricing strategy by testing differant plans, tiars, ond features

3. Build o strong brand identity with o memorable nome, logo, and story

4, {F‘IVBS': in'marketing and sales to develop a clear valug proposition and
generote leads.

5. Leverags referrals and testimonicls to spread pesitive word-of-mouth;

6. Improve customer retention and loyaity through excellent service and incentives.

7. Increase customer lifetims value by upselling and cross-selling additional
offerings.

8. Reduce customer churm by addressing reasons for dissatistaction.

9. Bxpand Into new markets by understanding different segments and
adapting marketing.

10. Partner with other businesses to enhonce your offering,

1. Hira and retain talent aligned with your vision and provide compatitive
compensation:

12, Delegate and outsource tasks bused on skills and expertise.

13, Automiate workflows with tools ond software.

14, Measure and analyze key perforrmance indicotors to identify strengths

and wedknesses,
18. Innevate based on customer feedback and market trends.

r EP&A skills! Follow me on Linkedin [}




TRANSFER PRICING CHEAT SHEET

OECD Comparability Factors

OECD Risk Indicators

The Transfer Pricing Lifecycle

Characteristics of Property and Services
Physical factures, quolity, ond relabifity of gaods/services

Functional Analysis
Furetinns, fcks asmmad, and aesats used

Significont Transfers of Business
tn‘]tri\ns!o ctu:ns t;ltn nlx_:nl?? resifructur- Contractual Terms
with low tax o relate ngs Flow written of varbiol contracts or ogreements nfluence the
jurisdictions partias traraction canditions {(ike payrmmt Lerms, warsnties, ste)
@ﬁ Economic Circumnstances
Aot Brocdaer merket conditions, like geagraphic location, market
&) P L b onc s
—
- G = Business Strategies
Specific poor'll Nen- _lgnlfl‘_c nt M Long-term commercial steotegles such as rmarket
types of existent varigtions in T e tlan, chearaifivat
payments docurmentation the effective
tax rate
ethods
’\,\'\'
ﬂﬂnu Camparable Uncontralled Price (CUP) methad
Compares the price charged in a controlled transaction to
the price charged in o comparshle urcontrolled transaction
Loss making Poor results Excessive debt Useful for commodity tronsactions, financiol transactions,

and transactions with very refiable internal comparable:

Resale Price Method (RPM)

hssesses the gross margin with which o product purchased in the
controlled transaction wos resold in the uncortrolled transaction.

OECD Local File Requirements

© Manogement structure and business strategy,
highlighting recent significant changes.

Mast oppropticte for sales. marketing, and distribution
fransactions where intermal comparables are avaable.

Comparability Adjustments

Changes that maoke the choractenstics of uncontrolisd tronsactions more

@ List of key competitors, comparable. snabling theirigs in transfer pricing method applicatian

@ Brief overview of controlled transactions.

Cost Plus Method (CPM)

Test the grozs markup on costs incurred by an enterprise
during transactions with related partles;

@ Summary of intra-group poymentsfrecelpts per Y, i

fphidls ear-End Adjustments
transaction type and tax jurlsdiction. End Adj e
Changes that taxpovers can make at year-end to bring the results of their

@ List of ossocioted enterprises in Lanseotions, p 5 5
transactions into the arm’s length range.

Suitable for manufacturing and service provision transactions

@ Copies of significant Intercompany agreements. where intermal comparables are availoble.

© Summary of compdrabllity and functional analysis, neting Piiwiary A diiat &
imary Adjustments

year-to-year changes.

@ Identified transfer

@ ldentification of tested party and reasoning,

pricing method with justification.

& Summary of key assumptions in methodology.

@ Justification for multi-year analysis, if relevant,

@ Overview of comparable transactions and related
financial indicotors,

& Summory of comparability adjustments mada

Adustments to o company’s taxable prefits mode by a tax adminjstration due
to the application of the arm's length principle. These adjustments may lead to
double toxation [ssues.

Corresponding Adjustments
Changes to the tax liebiiity of a reloted party made by the secord tax

jurisdiction cormesponding to a primary adjustment, These adjustments are

@ Justification forarm's length prichg of transactions:

ntended to resolve double taxation.

@ Summary of firancial dota used In methodology.

© Copies of relevant

© Annual financial accounts of the local entity.

@ Schedules linking financial data with annual Francisl

stotements.

APAs and other tax rulings.

& Summary schedubes of finoncial dota for comparables

ypical Functional Profile

iied s

Secondary Adjustments

Constructive transactions introduced after o primary adjustment to align
actugl profit allbcation with the primary adjustment. Can take the forim of
constructive dividends, equity contributions, o loans,

Manufacturer Toll Manufacturer: Fully Fledged Manufacturer:
B Manufacturing services without 1aking title ta aw ® Pertorms. ol importont monufacturing functions
fnaterials er final praducts @ Engoges in production plinning sourcing and
& Mainventory ar seling risks procuring inputs, RED octivities. desigr and
& Limbted quelity contral or lagistics rmonagement angnsoring quality sentel, and lagl
B Mo sgrificent intangibles ® Assumes market risk: Inventory risk, RED risk, product
= | X 4
Contract Manufacturer: |I.Bbe ity rJ.sn. and o’.!'.\er risk:
© Eoms residugl profit
® Manufacturing services with title to raw materials ang
finished products
& Mo risks associated with holding fintshed products or
sefiing them
© Boan stock risk related te rew matatial
|
Distributor Agent: Fully Fledged Distributar:
B Actaas o sces mpresentotive, receives commission or sahs & Lndartakes all of the soles and distribution functions
® Faciftates soles. bt principal canchudes contract @ Baors ol material isks relevant to these functions
B Minimal ricks sinea ne titha te the produsts @ Buys, hokds, & salls producis, dewiops necensanyintangiles
ridar £ R & Heors significont downside risks, as wall os receiing upside
Lirnited Risk Distributor: hesules of G auibenyiots I ety
© Buys goads and markats them to customers & Often antited to residucl prafft
& Risks reloting to invertory and debtars are limited
Sarvice & Provision of low value-odding ar supportive services & Provision of high value-odding orcare sendoes
o 8 No sgnificant ossets or rishs @ Ownarshipof significont assets (e.g., unique skitk,
Provider B Mrodsterminad routine returm propristary softwars, intangbiios)

@ Assumption of substantia operational and financial risks
@ Patantial for highes, non-rauting riums

Transactional Net Margin Method (TRMM)

Tests the net {opemting) profitenrned by o tested party of a
contrefled transaction.

Often applied when a tested party can be identifed, ne
internol comporables are availoble and traditionol methods
ore not reliable: TMNMM is versatile and flexible and typically
relies an external comparables.

Transactional Profit Split Method (PSM)

Splits the profits to arrive ot the result that would be
chleumc By iedeperlant prartlen By corptnbie byt tro,

Used for transactions where both parties make unique and
valuable contributions (such asintangibles). and/or
traditional methods are not appropriate due to the high
integration of business operations.

[

Return on total costs
{also known as full
cost mark-up or net
cost plus)

Applied to controct ond
lowi-risk manufocturees,
service providers, procurers
(often Leed)

Operating (net) margin
Applied to limited risk
distributors {often used)

Retum on ossets Operating {net} profit
Applied to asset-Intensive T Totol Costs
Industries (raaly used) {including CoGS and

coeroting erpehsea)

Operating (ret) profit =
Cperoting System
(usully anly tangibke ossats) Return an
e caopital employed
Applied to capital Intensive
Berry Rutic indhustries (rarely used)

Appliad to distributors,
procurars, & intarmediarnias
{relatively often used)

Chpamting (net) profit
Capital employed
. in atransaction
Carss profit |

Operating expense

Borys
Ulanenko

Follow on
LinkedIn!




VALUATION sojr

PROCESS

Radojicic

Salling busiiass 3 VALUATION APPROACHES Discount rate

Buying business
Fundraising
Litigations

The discount rate is the minimum
rate of return acceptable to the

Financial reporting requirements Income Market Cost WP

Capital gain tax base calculation
Internal decision making

Before servicing debts | After servicing debts
Operabing profit . Operating proft

PNOGO R WD

Partnerships restructuring

Cash flows calculation before

The absolute value of the
discount rate depends on the
definition of the discount rate.
Namely, for cash flow after debt
servicing, a simple discount rate is
used, while for cash flow before
debt servicing, a weighted

approach approach approach

Divorce reasons

DCF Essentials | 3::;39@ cost of capital (WACC) is
Sales & Growth ' WACC
Expenses
CAPEX
Financing :
Working capital - et
Terminal value goatg
Discountrate ittt
Longterm wace
growthrate METHODOLOGY e —

C"/J ), y X (@)

j =

¥

[

£545)%)

7
\\ =

.

1. Net book value method

Discounted cash flow method 1. Valuation by multiple method
. Capitalization of earnings method 2. Economic Value Added {EVA) method 2. Replacement cost method
Excess Earnings Method 3. Market price method 3. Reproduction cost method
. Adjusted Present Value (APV) Method 4. Comparable companies method
. Relief from royalty method 5. Comparable transaction method

and altardebt samvice 6  Types of Valuation Multiples
Price-to-Earnings (P/E) Ratio
Price-to-Sales (P/S) Ratio

Price-to-Book (P/B) Ratio

Enterprise Value-to-EBITDA Ratio
Price-to-Cash Flow (P/CF) Ratio

| Depraciatan
increass) m value of

VEIDEN

MULTIPLE

fixed assets

LEREE CASH FLOW TO FIRM. [ EREE CASH FLOW TO EQUITY

SN

Dividend Yield

| Camh Bow in Wi feRidunl parod

U'Es @ of od coptal | 9
| Vatue of long-erm liabilites !
Estimated value of egudy Estmialed value of aguily

Database Customer list Businesses Intangibles Real Estate Brand Technology Software

Bojan Radojicic in WTS TAX AN FINANCE WIS AnD O Time Analytics



Working Capital Cheat Sheet

By Aleksandar Stojanovic

Unlocking Financial Efficiency for Your Business!

=, Manufacturing:

Inventories, receivables,
and payables.

m|T:

Receivables, payables,
and short-term investments.

Agriculture:

Inventory (craps, livestock),
receivables, ond payablss,

ldl 9 Working
Capital Layouts for

&3 Services:

Receivables and payables.

= Banking: ,— Healthcare:
6 Short-term loans Receivables, payables,
and deposits and medical supplies inventory.

Various Businesses: e

Ways to Efficiently Manage
Your Current Assets and Liabilities:

Inventories and payables.

~' Construction:

Receivables, payables,
and advances from customers.

|E Real Estate

Advances from customers,
payables, and short-term debt.

(6

1 0 Steps to Optimizing Your Working Capital:

/\” Inventory Management: i
Keep enough to meet demand but not so much that it ties up copital.
<" Receivables Management:

Promptly invoice and follow up on collections.

¢ Payables Management:

Take advantage of credit terms but aveid late payments.
% Cash Management:

Keep enough for needs but invest excess.

= Short-term Financing:

Use for temporary nesds but avoid over-refiance.

/ Working Capital Forecasting:
Anticipate needs based on sales and expense forecasts.
l¢f Ratio Analysis:

Monitor ratios like the current ratio and quick ratio.

@ Contingency Planning:

Be ready for unexpected needs or cpportunities.

15+ Exercises

to Sharpen Your Working Capital Analysis Skills:

Calculate and interpret the current ratio. \
Calculate and interpret the quick ratio.

Compare the current ratic with the industry average.

Assess the Impact of @ change In Inventory levels on the current ratio.
Analyze trends in the working capital cycle.

Calculate and interpret the inventory turnover ratio.

Calculate and interpret the receivables tumover ratio.

Evaluate the impact of a change in paymert terms on the payables
turnover ratio.

Analyze the implications of a negative working capital position.
Evaluate the sustainability of o company’s dividends from its working
capital position.

Interpret the cash conversion cycle and its implications.

Analyze the impact of seasonality on a company's working capital needs.

Assess the potential effects of a major sales contract on working
capital needs.

Evaluate the potentiol effects of a major purchose on working capital

© 90O 60 00000000

Froject the future working capital needs based on sales and
expense forecasts.

S /

4! 7+ Tricks for Maintaining Positive Working Capital:

a

Monitor Your Ratios:

Regularly caleulate your working capital ratios to spot potential issues early.
Manage Receivables:

Send invoices promptly and follow up on late payments.

Manage Payables:

Take full advantage of payment tenms and negotiate for betler ones.
Inventory Mﬂnugement:

Keep inventory levels optimized to aveoid tying up funds.

Negotiate:

Waork with suppliers and customers to improve your working capital position.

Use Short-Term Financing:
Use lines of credit, short-term loans, and other short-term financing options
wisely.
Plan Ahead:
n\As actual data becomes available, update your forecast to maintain accuracy.

Efficiently manage your inventory.

Speed up collection of receivables.

Negotiate better payment terms with suppliers.
Use short-term financing options wisely.

Manage your payables effectively.

Regularly analyze your working capital needs.
Monitor your working capital ratios regularly.

Consider the effects of seasonality.

m Stay ahead in your FP&A skills! Follow me on Linkedin

(1)
H
H
4
5
H Have a contingency plan for unexpected needs.
7|
8
9
10

Plan for growth and expansion.
L 4

3 Steps to Avoid Common Working Capital Errors:

1 Overstocking Inventory:
Thiz ties up capital and can lead to obeolescencea.

o Slow Collection of Receivables:
This delays inflows and con lead to bad debts.

3 Late Ple‘I‘IQI‘ItS:
This can darnage supplier relationships and lead to penalties.
" 4
13+ Examples of Cash Flow Management in Various Sectors:

IE Real Estate:
DLFs management of advances fram
customers and payments to contractars.

—¢ Manufacturing:

Toyota's just-in-time inventory system
reduces inventory costs.

|E Retail:

Walmart's efficient supply chain
management minimizes inventary lavels.

(3) i Services:
Accenture's timaly invoicing and
follow-ups ensure fast receivable collection:
mIT:
Apple's management of its cash pils
and short-tarm investrments.

= Banking:
Wells Fargos managemaent of short-term
loons and deposits.

~ Construction:

Turner Construction's managerment of advances

from customers and payments ko suppliors.
Agriculture:

Archer Daniels Midland's management

of crop inventores and payments to fanmers.

. Healthcare:

Kaiser Permanente’s management of

maedical supplies inventory and payments

to suppliers

¥ Pharmaceuticals:
Pfizer's management of drug inventories
and payrments to suppliers.

() = Logistics:
FedEx's managsment af receivables
and payables.

(12) « Telecommunications:
ATET's management of receivables
and payakles.

<4 Food Service:
McDonald's efficient inventory management
and quick turmover.

Fractional FP&A, CFO
and Bl Consultant

Aleksandar
Stojanovic
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FINANGE

by
Nicolas
Boucher

ACCOUNTING KPIS

ACCOUNTS RECEIVABLE TURNOVER
Net Credit Sales / Average Accounts
Receivable

ACCOUNTS PAYABLE TURNOVER
Total Supplier Purchases / Average
Accounts Payable

'WORKING CAPITAL RATIO
Current Assets / Current Liabilities
DEBT-TO-EQUITY RATIO
Total Debt / Total Equity

GROSS PROFIT MARGIN
(Revenue - Cost of Goods Sold) / Revenue
NET PROFIT MARGIN
Net Income / Revenue
RETURN ON ASSETS (ROA)

Net Income / Total Assets

RETURN ON EQUITY (ROE)

Net Income / Total Equity

INVENTORY TURNOVER
Cost of Goods Sold / Average Inventory
FIXED ASSET TURNOVER
Revenue / Net Fixed Assets

CASH BURN RATE

Cash Spent (monthly average) - Cash
Received (monthly average)
AVERAGE DAYS DELINQUENT (ADD)
Days Sales Outstanding (DSO) - Best
Possible Days Sales Outstanding (BPDSO)
OPERATING CASH FLOW (OCF)

Net Income + Non-Cash Expenses -
Increase in Working Capital

FREE CASH FLOW (FCF)

OCF + Interest Payments - Asset Purchase
OVERDUES RATIO

Overdues / Total Receivables

DAYS OF INVENTORY OUTSTANDING
Average Inventory / Yearly Cost Of Goods
Solds (COGS) x 365 days

DAYS SALES OUTSTANDING (DSO)
Average Account Receivables / Annual
Sales x 365 days

DAYS PAYABLES OUTSTANDING (DPO)
Average Account Payables / Yearly Cost Of
Goods Solds (COGS) x 365 days
CASH CONVERSION CYCLE (CCC)
DIO+DSO-DPO
CASH RESERVES IN DAYS

Cash Reserves / Average Daily Expenses

BALANGE SHEET KPIS

CURRENT RATIO

Current Assets / Current Liabilities
QUICK RATIO

(Current Assets - Inventory) / Current
Liabilities

DEBT-TO-EQUITY RATIO

Total Liabilities / Shareholders' Equity
DEBT RATIO

Total Liabilities / Total Assets
INTEREST COVERAGE RATIO
Earnings Before Interest and Taxes (EBIT)/
Interest Expenses

RETURN ON ASSETS (ROA)

Net Income / Total Assets

RETURN ON EQUITY (ROE)

Net Income / Shareholders' Equity
INVENTORY TURNOVER

Cost of Goods Sold / Average Inventory
ACCOUNTS RECEIVABLE TURNOVER
Revenue / Average Accounts Receivable
WORKING CAPITAL

Current Assets - Current Liabilities

CUSTOMER CHURN RATE

Customers lost / Total Customers

NEW BUYER GROWTH RATE

(New buyers this month - New buyers last
month)/New buyers last month
LIFETIME VALUE

Customer Value * Average Customer
Lifespan

CUSTOMER ACQUISITION COSTS

Cost of Sales and Marketing / Number of
New Customers Acquired

NET BURN RATE

Cash Spent - Cash received

RUNWAY

Current Cash Balance / Burn Rate
AVERAGE REVENUE PER USER (ARPU)
Total revenue / Total number of customers
SAAS QUICK RATIO

(New MRRt + Expansion MRRt) / (Churned
MRRt + Contraction MRRt)

MONTHLY RECURRING REVENUE MRR
Number of customers * Average billed
amount

TOTAL ADDRESSABLE MARKET (TAM)
Annual Contract Value per client *
Number of potential clients

REVENUE

The total amount
of money coming
into your business

Money you spend
on things you need
to run your business

PROFIT

The money you have left
over after you subtract
your expenses from
your income

When your
expenses are more
than your income

.637 that

Reception of Payment to Goods Payment from
Inventory supplier sold client
| | | |
[ I I 1
Gain control of Reduce Reduce expenses
"miscellaneous” consulting specific to each Days Inventory (DI0) _
spending services department
Days Payanie (opo)
business processes  and coordinators  UaSH CONVEIsIon Gycle (GCC)
requirements
Restructure or cut Eliminate Shift the burden
cross-department programs to the most

efficient location

BUDGET PROCESS 5,

Sat expectations with managemant

activities

Price Volume

Selling more
Effect of products, even
kg’e’;ig atthe same

n mix and price
constans sales
|
|
s
° B
ncome Balance Cash Flow VERS
Sixiement Sheai ‘Sistement

ACQUISITION PAYBACK PERIOD

Purchase Cost + Direct Costs Total Investment / Annual Cash Flow

COMMITMENTS INTERNAL RATE OF RETURN (IRR)

Future Purchase Contracts (Future Value / Present Value) A [(1/

ASSET TURNOVER Number of Periods)-1]

NET PRESENT VALUE (NPV)

Revenue / Fixed Assets N

Net Cash Flows /[(1 + discount rate) A

RETURN ON ASSETS (ROA) Number of periods]

Net Income / Fixed Assets DEPRECIATION

RETURN ON INVESTMENT (ROI) Acquisition / Useful Life

Net Income / Total Investment UTILIZATION

Actual Production / Maximum Production
x100%

» O

Things you own

LIABILITIES

Money you owe
_ _f_g to others

PUM ANALYSIS 5"

[ BALANCE SHEET | GASH FLOW
It shows how much a STATEM ENT

company has, how much it

owes and how much is left Shows wl:|ere the

for the owner of the company's cash
came from and

company T
where it went

INCOME STATEMENT

It shows how much money
the company made and
how much it spent

have value

Gomparable Analysis

« Comparable Company Ratio x

‘Company Financial Ratio
(oY 0 Discounted Cash Flow

Mix
Even keeping
total

quantities and

prices the
oncranee + 3(Cash Flows / (1+1)xt)

of we sell a
pronnat ot Q@ Asset-Based Valuation

i’iﬁfﬂ'ﬁiff + Market Value of Assets - Liabilities

©
©

ORI L0t Valuation

« Assets - Liabilities

Precedent Transactions

« Transaction Price x Transaction
ipl

Multiples

REVENUE GROWTH

(Current period revenue - Previous period
revenue)/ Previous period revenue Customers Acquired

CUSTOMER LIFETIME VALUE (CLV)

GROSS PROFIT MARGIN
R (Average Annual Revenue per Customer x Average
r:;?:;F;";:’;g:’:ds Sold)/Revenue Customer Lifespan) - Customer Acquisition Cost

EMPLOYEE ENGAGEMENT

Measures the level of employee satisfaction
and commitment to the company

EMPLOYEE TURNOVER
(# of Employees who left during the period /

(Net Income / Revenue) x 100
RETURN ON INVESTMENT (ROI)
(Gain from investment - Cost of
investment)/ Cost of investment
EARNINGS PER SHARE (EPS)

(Net Income - Preferred Dividends) /
Average Outstanding Shares

CASH FLOW

Operating Cash Flow + Investing Cash Flow +
Financing Cash Flow

[ ]
Follow Nicolas Boucher on Linkedin ]n

VALUATION TEGHNIQUES

CUSTOMER ACQUISITION COST (CAC)
Total Marketing and Sales Costs / Number of New

Average # of Employees during the period) x 100

HEADCOUNT KPIS

HEADCOUNT

Number of active employees full time &
part time + leasing employees

FULL TIME EQUIVALENT (FTE)
Number of hours in the employee
contract / Standard working hours
TURNOVER RATE

Number of departure over a period /
Average total headcount

NATURAL ATTRITION

Planned retirement + Planned end of
limited contract

CAPACITY

Number of FTEs over a period x working
hours available for one FTE

CAPACITY INCREASE FLEXIBILITY
Flexible time account not used + Overtime
+Temporary change of hours available in
part-time contracts

CAPACITY DECREASE FLEXIBILITY
Flexible time account + Temporary
change of hours available in part-time
contracts + Temporary workers time
NORIA EFFECT

(New hires salary costs - Leavers salary
costs) / Previous salary costs
ABSENTEEISM

lliness days / Total working days

TIME TO FILL

Average number of days between job
opening & contract signed by candidate

MANUFACTURING KPIS

PRODUCTION ACTIVITY

Sum of monetary value of all finished
goods produced within a defined period
CYCLE TIME

Process time + Inspection time + Move
time + Queue time

TAKT TIME

Production available time / Customer
demand

INVENTORY TURNOVER

Cost of Goods Sold / Average Inventory
(over period of time)

RETURN ON ASSETS (ROA)

Net Income / Average Total Assets
FIRST PAST YIELD

Number of good products finished /
Number of production orders started
(expressed in percentage)

YIELD FACTOR

Number of production orders started /
Number of good products finished
OVERALL EQUIPMENT
EFFECTIVENESS

Good Count x Ideal Cycle Time / Planned
Production Time

ON TIME DELIVERY

On time units / Total units

AVOIDED COSTS

Assumed Repair Cost + Production Losses
- Preventative Maintenance Cost

INVENTORY KPIS

AVERAGE INVENTORY

Average inventory = (Beginning inventory +
Ending inventory)/2

DAYS ON HAND

Days of inventory on hand = (Average inventory

for period / Cost of sales for period) x 365

STOCK TO SALES RATIO

Stock to sales ratio = Inventory value /
Sales value

COST OF CARRY

(Inventory Service Costs + Inventory Risk Costs +
Capital Cost + Storage Cost)/ Total Inventory Value

BACKORDER RATE

Backorder rate = (Number of Undeliverable Orders
/Total Number of Orders)

SELL-THROUGH RATE

Number of units sold / Number of units
received

SCRAP RATE

Scrap expenses over the period / Average
inventory over the period

TIME TO RECEIVE

Time for stock validation + Time to add stock to
records + Time to prep stock for storage
INVENTORY SHRINKAGE

Ending inventory value - Physically
counted inventory value

DEAD STOCK

Amount of unsellable stock in period /
Amount of available stock in period

Nicolas
<*» bBoucher

FOLLOW ON £
LINKEDIN!




5 TYPES OF FINANCIAL

PROJECTIONS

1.BUDGET
Blueprint for company to do business in the next FY
2. ANNUAL OPERATING PLAN (A.O.P)

Broader than budget + practical outline of the company's
targets and key activities.

3. FORECAST OR OUTLOOK

Latest estimates of a company's future financial outcomes.
It shows if the company is reaching its budget or not.

4.LONG RANGE PROJECTIONS

Evaluates business decisions like acquisitions, strategic plans
&alternatives. Has a longer-term horizon of 2 to 7 years.

5. CAPITAL INVESTMENT DECISIONS

Decisions like investing in new equipment, launching a new
product, lease v/s buy, produce in-house v/s outsource etc

7 BUDGETING

APPROACHES

1.INCREMENTAL BUDGETING

We pick last year's Budget & add or subtract a percentage.W.

2.ZERO BASED BUDGETING

Broader than the budget and provides a practical outline of
the company's targets and key activities.

3. ACTIVITY BASED BUDGETING
The budget inputs finalized basis the desired output or result.
4. VALUE PROPOSITION BASED
Ensures everything in the budget creates + delivers value.
5. ROLLING FORECAST

New period is added to replace the previous one as it expires.

6. TOPS DOWN BUDGETING

Top management takes decisions without participation from
middle management

7.BOTTOMS UP BUDGETING

Managers recommend their targets. Inputs start from
operational level and moves top. It is Participative.

3 KEY PAIN POINT

IN BUDGETING

1.INEFFECTIVETECHNOLOGY

More than 60% companies use Excel as their budgeting
software. Excelis user friendly but not best tool for budgets

2.LONG CYCLE TIMES

Avg cycle time for preparing a budget is around 3 months.
Slow to detect problems & doesnt add lot of value.

3. GAMING BEHAVIOUR

The traditional budgeting process incentivies gaming instead
of “stretch behaviour”

TOP 10 FP&A SKILLS

1. ATTENTION TO DETAIL + BIG PICTURE

To produce accurate reports,spot trends and inconsistencies.
At the same time be able to connect the various dots.

2.0WNERSHIP AND ACCOUNTABILITY
Bee answerable and take ownership for what you work
3. EFFECTIVE QUESTIONING SKILLS
Asking right questions, at right time, listening objectively to
various viewpoints, considering the information gathered,
4. BUSINESS ACUMEN

Understand the business model,

objectives and strategy.
5. DATA INTO INSIGHTS

Turning complex data into actionable insights, bringing
numbers to life, making reports useful, interesting, valuable .

6. COMMUNICATION &PRESENTATION

Regularly make presentations on financial and operational
performance to senior management.

organizational  goals,

7. DATA STORYTELLING

Instead of sharing a lot of numbers and data tables building a
compelling story instead around the business performance.

8.COLLABORATION & TEAMWORK
Work closely with cross functional teams on various initiatives

9. LEADERSHIP

FP&A is not just numbers crunching. Emotional, intelligence,
the ability to influence and empathy are equally important.
10. BUILDING RELATIONSHIPS

Building rapport, the ability to deal with conflicts and being
able to influence decision making.

Buigptary Press
& &
i i &
| e

Forecasting and Modelling: Creating, updating, and
maintaining financial models & detailed forecasts in a
spreadsheet a budgeting tool.

Planning & Budgeting: FP&A teams work
with different departments to prepare
budgets. Once they collect all the
information they work on
consolidatinginto one overall company
budget.

The Baslprtinng
Frisoeis i T e

Preparing and
analysing internal reports for senior
management to support their decision-
making

Finance Businesss Partnership:

The mindset is of a Finance business
partner (keeping a business first
approach)

Management Reporting

"FP&A teams act as a bridge between business teams & leadership"

% FPAA Taam y

S0 D00

Budget 2023
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Rolling Forecast Mar - 2023
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3 KEY SKILLS IN
PRESENTATION

5 INTERVIEW TIPS

COMMON FP&A TERMS

1. UNDERSTAND THE BUSINESS

The business model, products and services

1. THETOP LINE

This is eaither Revenues, Cash, Bookings or Sales

2.STUDY THE FINANCIAL

You can get the financials from company’s website.

2. THE BOTTOM LINE

This is usually the Net Income after all expenses.

3. YOY COMPARISIONS

Difference between two values of the same measure
(e.g., revenues this year versus last year)

4. BUDGET V/S OUTLOOK/ FCST
Budget is set at the beginning of year,outlook changes
all the time. This compares outlook against budget

5. EXPENSE V/S EXPENDITURE

An expense occurs when an asset is used for its
economic purpose, and expenditure occurs when the
payment / cash flows out.

3. QUESTIONNAIRE / ASSIGNMENT
More than the final result demonstrating a logical
thought process / approach is more important

4. DURING THE INTERVIEW

Link your experience to the required job description
using stories and examples from the past.

5. ASK QUESTIONS

Based on your reserach ask atleast 2-3 meaningful
questions either during or at the end

By Asif Masal

TOP 12 MANAGEMENT

REPORTS

1. MONTH END REPORTING:

Latest month actuals compared against Budget & forecast
with variance analysis, commentary & recommendations.

2.QUARTERLY BUSINESS REVIEWS (QBR)

Top management examines progress metrics, identifies
adjustments based on previous quarters' performance.

3. OPERATING BUDGET (PLAN) DECK

Prepared in advance of a reporting period as a goal or plan
that the business expects to achieve in the next financial year.

4. LATEST ESTIMATE/ OUTLOOK DECK

The latest forecast is updated and compared against previous
Ccomments are made on what has changed from previous.

5.FLASH REPORTING
Periodic snapshot of key financial and operational data.
6.RISKS & OPPORTUNITIES ASSESSMENT

In this report all the risks and opportunities are listed along
with the probability of its occurrence.

7. HEADCOUNT REPORTING:

Employee data presented in many ways. Example, permanent,
fixed-term or temporary, job titles & positions etc

8. SALES PIPELINE ANALYSIS

Revenue is forecasted on the basis the of the deal stage and
probability of conversion and is usually tracked with CRM tool

9.ADHOC REPORTING

These are one-time reports that helps the senior management
to answer critical business questions immediately

10. BALANCED SCORECARDS

Building rapport, the ability to deal with conflicts and being
able to influence decision making.

11. KPI OR OKR REVIEWS
KPI: set of quantifiable measurements used to gauge a

company’s overall performance. OKR: A goal-setting framework
for defining & tracking objectives and their outcomes.

12. INVESTOR PRESENTATIONS

These presentations are prepared for the earnings call

7 QUALITIES

MANAGEMENT REPORT

1.0ONE PAGER REPORT

The main report has to fit on 1 page. Too many details can
divert the focus and attention.

2. DECISION FOCUSED

The results for each line item should suggest a decision or an
action. Ideally include a recommendation /suggested action.

3.INTUITIVE TO UNDERSTAND
Design in a way soimportant information jumps right out.

4. CONSISTENT LOOK & FEEL
Consistent appearance makes reports much easier to read.

5. SIMPLE LANGUAGE

Avoid using accounting jargons like trueups, one timers etc

6. FREQUENCY

Short enough + allow time for taking decisions between updates

7. ACCURACY

should tie back to the accounting system

10 WAYS TO

ANALYSE DATA
1. DRILL UP/ DRILL DOWN

Move into further detail from the parent to child and child to
parent relationships to uncover root causes of anomalies.

2.SLICE AND DICE
Pivot the dimensions of the data on-the-fly.
3. SEGMENTATION
Grouping data with common attributes like customer
segmentation (small business, enterprise , government)
4. DATA VISUALIZATION

Graphical representations of the data across multiple
dimensions and variables.

5. DRIVER BASED RELATIONSHIPS

Dependency relationships (when one thing happens or
changes, another thing happens or changes

6. BENCHMARKING
Comparing results with internal benchmarks or external
benchmarks (those produced by peers in your industry).

7. SEASONALITY

Comparing results adjusted for selling seasons of the
business (eg: retail in december, hospitality in summer etc)

8.TREND ANALYSIS

Showing whether results are improving o not over time and
compared to related measures that may be improving or not.

9. PROFITABILITY ANALYSIS

Product  Profitability ,Channel ~Profitability, Customer
profitability Segment profitability, Branch ility etc

10. OUTLIERS

Deviations from the norm or anomalies

Follow Asif Masani on
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THE CFO CHECKLIST  }

Irateqic Planning &
* Financial Analysis

Establish a working relationship
with the board of directors
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Develop a strategic plan for
the next 3-5 years

Assess the current financial
position of the company
Evaluate tax implications of
business decisions

Identify areas for cost
savings and revenue growth
Develop a comprehensive
budget for the upcoming year
Review short-term and
long-term financial goals
Establish financial

policies and procedures
Review the company's
banking relationships

Develop a cash flow
management plan
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Inventory
and

Get an overview of the inventory
process

Monitor and analyse inventory
levels

O
O
O

Analyse inventory turnover

Track product demand vs
inventory

Conduct sensitivity analysison \
inventory budgets

Monitor and analyse procurement
costs

Provide input for inventory
policies and procedures

oand
Forecasting

Develop and maintain an
inventory budget

OO0000O00O0Oxs

Build a product demand
forecasting model
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TREASURY CHECKLIST &g

» Management

Understand cash flows and
liquidity needs

Forecast short-term and long-
term cash needs

Develop and implement cash
management strategies

¢ DOO

Operations

Implement and maintain
treasury management systems

Monitor and report on treasury
key performance indicators

Manage guarantees for
commercial projects

000

Consolidate and manage
group cash pooling

Planning

Provide input into financial and
strategic planning processes

Participate in M&A transactions
and provide input on financing

Do oooo#® ooo &
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controls and Risk
Management

Develop a capital
expenditure plan
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Review current investments
and make recommendations

Evaluate current tax strategies
and adjust for better results

Develop a risk management
strategy

Establish internal controls to
ensure compliance

O
O
O

Develop a financial reporting
system

Establish a system to track key
performance indicators

<>

10 and
compliance

Manage relationships with external

auditors

Communicate with internal
auditors for financial audits

Internal
and processes
Develop and implement

internal controls
Oversee the financial
systems and tools
Manage the accounts payable and
receivable processes

“A and procedures

@ Management

O

Evaluate current contracts
and propose changes

Manage the fixed assets and
inventory processes

O

D Maintain a chart of accounts

O

Develop a strategy for debt
management

Review existing compensation
plans & identify improvements

Establish procedures for
accounting and financial reporting

i

Supplier
Management

Develop and maintain
relationships with key suppliers

N
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Establish a cash management
strategy

Develop and maintain a
procurement policy

Manage your treasury
management system
Develop a growth mindset for

. . . Monitor and analyse
innovation and improvement

cash reserves

Inventories policies

Establish a cash
reserves policy
Develop and maintain a product

life cycle management process Set up a cash management

policy
Monitor and analyse foreign
exchange risks

Build a stock keeping unit (SKU)
rationalization process

Develop and maintain a

. Develop and maintain a foreign
safety stock policy

exchange management policy
Create a slow-moving
inventory policy

Establish a

credit policy
Implement a scrap
inventory process

Implement a clear client
payment policy

Update inventory policies and
procedures

Continuously improve
processes and tools

Financial

Manage foreign exchange
and hedging risks

Conduct financial analysis to
identify trends & opportunities

Manage credit and
counterparty risk

analyse financial data to provide
insights and recommendations

Analyse and monitor
interest rate risks

Professional
Development

Stay up-to-date with changes in
financial markets and regulations

Evaluate investment opportunities
and provide ROl analysis

Conduct sensitivity analysis

to assess potential impacts
Prepare and present financial
reports to senior management
Manage financial reporting
Continuously improve processes and dashboards
knowledge of treasury tools

Financial

Keep a growth mindset to seek
out opportunities

Relationship
/ Management

Manage relationships with banks
and financial institutions

Develop and maintain
financial models

Build scenarios to support
business decisions

Build relationships with rating
agencies and bond investors

Create forecasting models
for revenue, costs and profit

Develop strong relationships

Evaluate pricing strategies & make
with internal stakeholders

propositions for improvement

D0DDADODODDDOee

Develop and maintain relationships
with external partners and vendors

O
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GONTROLLER CHECKLIST -

Financial reporting
and statements

Produce accurate financial
statements

T
O
O

[J

Manage the financial reporting
functions

Ensure compliance with

accounting standards D

Team management ]
Process Improvement

Provide training to staff on
accounting & financial processes
Develop a strong team of diverse
accounting professionals

[J
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Explain accounting topics to non
finance teams

Optimize reporting processes &
tools

Leads ERP changes for finance D
topics

Cash Flow
Planning

Develop an understanding of
the cash flow process

O
O
O

Provide input into financial and D
strategic planning processes

Build a cash flow forecasting
model

Conduct sensitivity analysis
on cash flow forecasts

Gash
Improvement
Track your cash
conversion cycle

Analyse payment terms
and timing

Analyse impact of
working capital on cash

Improve cash collection
process

Negotiate payment terms
with vendors

O
O
a
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Learn industry jargon and
competitive dynamics

Conduct market research and
competitive analysis

Continuously improve financial
modeling skills

Keep a growth mindset and
seek out opportunities

Automate repetitive tasks and
reporting

Learn skills on PowerBlI,
PowerQuery, Python

2 Business
Al Partnering

Understand your business
partner needs

000000000

Ile Budget

Management

Set up budgeting policies and
procedures

t
budget

Develop a deep understanding
of the business and industry

Manage the budget process
and timeline

Analyse financial data to identify
trends and opportunities
Evaluate financial
performance against budget

Build and maintain
forecasting models
Identify and manage
budget variances

Conduct sensitivity analysis
to assess potential impacts
Develop accurate and

Provide input into financial and s _ s
timely financial reports

strategic planning processes
Implement a budget
reporting process

Build a budget
performance dashboard

Collect qualitative
information from colleagues

Provide financial guidance

to business units

Collaborate with cross-
functional teams to develop
financial plans and forecasts

Stay up-to-date with macro-
economic changes and their
impact on your business

OO00O0O00O0OO0

r Headcount
W

Implement a headcount budget D

Build a headcount forecasting D

model
Set up a headcount approval

process

Collaborate with cross-functional

teams on workforce plans D

O
O

Conduct sensitivity analysis on
headcount costs

Provide input into financial and
strategic planning processes

Management

Invest in employee and
organizational development

Develop relationships with
internal stakeholders

Develop and maintain a cost-
benefit analysis process for
employees

TAX CHECKLIST

Tax
and

Understand international &
local tax laws and regulations

O
O

Develop a comprehensive
understanding of the tax code
Evaluate tax implications of
business decisions

Prepare and file tax returns
accurately and on time
Maintain accurate records to
support tax filings

Manage tax audits

effectively

Coordinate with legal and
finance for tax compliance
Provide tax advice to senior
management and business units

Build relationships with tax
authorities and regulators

O
O
O
O
O
O
O

o]

Continuously improve
budgeting processes & tools
Adapt tools to budget
processes

Communicate and follow-up
on budget decisions

00,

Business Strategy
and Objectives

Align the business strategy
with headcount planning

Stay up-to-date with labor
markets and regulations

Develop a growth mindset for
innovation and improvement

Continuously improve
headcount processes

Financial Analysis

and Reporting
Analyse headcount trends and
costs

Conduct financial analysis to
identify trends & opportunities
Create a headcount reporting
process

Develop workforce metrics
and dashboards

Monitor and analyse workforce
productivity

Analyse workforce data for
improvement

TaxPlanning
and Optimization

Develop tax planning
strategies to minimize liability

Identify tax risks based on
your business and industry
Look for tax credit
opportunities

Understand transfer pricing
rules and regulations
Implement tax tools for
accuracy and efficiency
Manage tax disputes

and litigation

Provide tax advice to senior
management & business units
Develop tax training programs
for employees & stakeholders

Understand tax implications
of M&A transactions

Develop relationships with
your stakeholders

]
Manage demand and

prioritize tasks

Collaborate with cross-
functional teams

Follow Nicolas Boucher for Finance insights
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CHEATSHEET

CFO Career
Path

A Job at One of the
“Big Four”

It's very possible to get a low-
level job at one of these big
companies and work your way
up, eventually segueing into a
role as a CFO somewhere else.

Deloitte
Ernst & Young (EY)

KPMG

Treasury Role

All big corporations have a
treasury, and the jobs you can
get can include important CFO-
related skills like cash
forecasting, capital/investment
management, risk
management, and mare.

PricewaterhouseCoopers [PwC)

Controller Position

Controllers are responsible for all

types of accounting operations.
They also help companies make
strategic financial decisions,
which is a valuable kind of
experience for CFO-hopefuls.

Top CFO

Certifications

CFO Training

Programs

The Strategic CFO
Training Program
The CFO Program
_ at Deloitte
PwC's Academy

EY Training

Q@f) CPeFlow

CFO-C from the
_ C-Suite Institute

\_

How to Become a CFO in 6 Strategic Steps

&~ Geta Bachelor's
ree in a Relevant

O De
Field

An attractive CFO degree is going
to be in accounting or finance.

It can be general, but needs to be

in the right universe if you hope to

work your way up the ladder one
day.

Get an MBA or
MSF Degree

Having an (MBA) with a
concentration in accounting has
numerous benefits.

Most people who are really serious
about getting to the top of the
accounting field and becoming a
CFO do either graduate studies, a
professional certification, or both.

.| Get a Professional
1 Certification

In addition to college and possibly
graduate work, it's recommended
that people who want to become
a CFO pursue an professional
accounting certification.

The tweo most popular and
respected are Certified
Management Accountant (CMA)
and Certified Public Accountant
[CPA).

O
[c3] Develop
222 Management Skills
Even if you love numbers, the
path to CFO is going to include
lots of people.

CFOs are at the top of the heap.

This means that you will inevitably

be reported to by department
heads and you will need to
manage teams.

Get Well-Rounded
Experience

CFOs need to be more than
master management
accountants.

Build your understanding in a
diverse body of business
knowledge and your ability to
apply it in a capable way. Landing
a CFOroleis along-term
commitment that takes
demonstrated abilities.

Develop & Establish
a Solid Career

Your track record should speak for
itself. So, build it with intention.
Each job you take can contribute
to a body of work that clearly
demonstrates your skills and
abilities.

You need to think strategically
about where you work and how
you build a network that can be
useful to you.

Chief Financial Officer Skills

Leadership

CFOs are expected to be great leaders.
They need to be able to manage
teams, provide directives, and cast
vision that gets people from every

department on board.

Accounting Knowledge

CFOs need to have a significant body
of knowledge about all areas of
accounting & finance. They will be
responsible for managing everything
from daily tasks to ongeoing projects.

Time Management

Managing time is a crucial part of
providing financial leadership at
a company. In addition to self-
managerment, this will be
important for managing staff.

Financial Strategy Vision

The high-level strategies and
visioning that drives a company's
financial planning and operations is
overseen by the CFO.

Technology Prowess and Data Analytics

Finances and accounting are now managed primarily by various software
platforms and technology. Data analytics enables CFOs to see the broader
picture, but also focus on particular areas and identify outliers. A modern CFO
naeds to be able to access and analyze data as well as use and oversee the use of

financial tech.

CMA Exam

~ Academy

By Nathan Liao, CMA ,9’

FAQs

You will probably need a
bachelot’s degree, a master’s
degree or professional
accounting certificate and about
ten years of work experience.

Some of these can overlap, but it
will probably take 10-15 years
minimum to achieve this goal.

You need a degree in a field like
accounting, or something
related to finance/accounting.
It is recommended to get
education and experience in
accounting/finance. After all, that
iswhat a CFO role is all about.

"

It can come with a significant set
of responsibilities, not limited to
making strategic decisions that
impact all employees. While it
can be stressful, it can also be
immensely rewarding and
lucrative. If you have the
ambition, it's well worth the effort.

CFO KPIs

Income from asset [ Asset invested
MNet Income / Shareholders’ Equity
Current Assets - Current Liabilities
Total Debt / Total Equity

Net Income / Average number of
outstanding shares

NET PROFIT MARGIN

Net Income / Revenue

RETURN OF ASSETS

Net Income / Total Assets

INVENTORY TURNOVER

Cost of Goods Sold / Average Inventery

QUICK RATIO

(Current Assets - Inventories) /
Current Liabilities

CURRENT RATIO

Current Assets / Current Liabilities

gﬁ_ Nathan
4= Liao

CMAcoach’



Am@ﬁ[m@ Cheat Sheet ‘

Balanen sthoet ratios

[ Te————

-
-

Cash flow ratioy

[ e LT

[

.

L R

AB{tmrme of pronomis valus
(et lnnglisie i inbangie)

Gty ke
mndnor Motenisting FHALiDie

Wt it
= meons v

& &

Chart of Accounts The 3 financial staterments

i o Limited Siotes

CASHBASIS ACCRUALBASIS
whath B oymoth
[Iae—p— [ e —
Moray 1N vs Incomne EARNED
Money QUT vE Expanses
INCURRED

rvAE’SETS = I.jABILI:I'IES + OWNERS EQUI'!"'I"—-

Vew iberamesrtn were uread.

amwnataand Firgric
pporting Linfoor

T 3 IUTCHRTY i
17y ot countrien
[T 1P sl

¥l (P DL LN Tk L1 1 B Lot B

& 1

] v 1 s 1
[T ——
-
———.——

! m”muu.uﬂf’

0 Aceounting Interview questions e
s e

BaTREn R DA | EHCRITRY

TR (AR IO AT

Whot ore losk BeconclBiations?

# S b mmmms

. b rhparrerd

‘s arn

Ani Eads it
[ — ‘. [ —
- womm T - P
i .
——
[ I e
s & e s ——
[rm——— »
' -
»
Eer—r—.
Fo— Jo—
e ==

10 Common Adjusting Journal Entries

B Frepidtnpensa

I P T e ey

L ]

g oapeeis

& y
s
B Accrued Ixperss oy
- - - ‘m
Im L i o pa e * drersd Preyerd
T —
ﬁmmm o
. Igg e
_____ = & intarcomgany bolances :
- 358 P it
L) - ek
T ey [ amastination
T p— -
'm
Download This Cheat Sheat At yourcloguytoom| accounting - heot-aheet

¢ It Finance & Accounting

yourcioguy

g

&

(= L
[ r—

[, R

[ Y E—

[T ——

[ S ——————
-



Copyright Josh Aharonoff 2023

@ Financial Me_tri_c:s One Pager g

Balance sheet ratios JReliblE LB Cashflowratios [l  Profitability ratios m I'
T Armolnt ol net incams a I 5 DGF = & [ (T4 + ) = ;
“'qu.ﬂtym F@ compeny genstates - wngmm("cﬂ (!vr:24 +CEri | (14rin, @ Gross Profit & Churn
ATt of chebit o Carnpany relarion ta ifs Total aseets GCE = Hel initarmn + Wi CElS £ ORI —  Taral Ravenie - Cost of & Lostievenue | customers who

B 0 i reltion to its sauity

et income | Total Agsets

Bepreciotion + Amartizohon £

diszount rale and n is the

Goods Sold (CoBS)

dre no ongar ar

- B Nor-Cash [berme = Pl pane 0
T Det e S . This talls you haw much i s s
Total Detd | Shoreholdars % I ¥ ustomer Cost
p Total Dbt | THie Righar your RO, e Ehanges in Working Copital £ i5 @ meitod of iking e o @ Cust Acquisition Cost
Equity i v 4 e TN r j
g oo WLl rEtLrm-on your M0 et rata ot it o o |r.qastmg.:;r\r aF O TNy _. Salss + marketing costs | new
by thie Tatio, tha i 3 - ; by discaunting itz expacted : i 5
. The lower the ratio, tha iess assets $% Company GERVIE s con i f;y ; nnng I|I3 : ' EBITDA CUSHOTWE i
T b 8 ftur sh 20 thel S s
e ol omeaned 1 X balonee inte reverise RO oty ul - -
o present valus. Het income ¥ intarest Expenss §° Costtoocquneacostomes |
© Debt-to-Assets Ratio Ahlgher OCF indicates thet.a X - - ihteres wrie ¢ Tones + ==
- s tes | o A Higher DCF indicates thot L} : “ha ; .
m Nt Cradit Sates | fve Sampiciny has mdre cash G. ‘ Bepmriatian -kt T Lifetime Value
_. Amaunt of dabk o campany Accounts Racaivabie g ovailabla tor ks day-to-day th vestment ar |hf:“ ¥ % = Rt
Sy - = = compary s expected to Earvidias R ey TrGnthly reuarLE * o
Hag iy rebetion to s ossets M G b AR operations, investmen g cor |p:n.a: ,:W- % Earnings r. ; terast, o, Ay m.> \. reveriie * avg
- " el clebl rapeyTnents GeRETate rore: COm depraciotion & aomortizat monthis-octive
€3 Totol debt { Totol Assets ® company colects iis svereg it

The tawer tha ratio, the less
the geot compared to Assets

oteEants receivable bak

i o givan perkad

The higher your AR Turnover,

o Free Cash Flow (FCF)

FEF Cosh

Gparati

© NetIncome

Total Revenus - Tatat

Totol ekpeched revenie fram
o custormar over their litets

© Equity Multiplier ng ‘m . B ponses @ Net Dollar Retention
1 the quicker you are collecting Capital Expenditunes 5 IIGES
nv Fli a R e A cash fiow, 1isthe discount
ogainst t il ek Bottom line protit after
i 5 the propartion of sceivable balance rate, and | is the nlmesr o = Skry AL
i e st Reaei Rl bl P e By suntracting abi expenses from The ameutnt being retained . |
| camreahy' et that are company's cash-flow patiads 4
o % that o -

finonced thraugh debt varsis

© Inventory Turnover

bl for distribution to ite

sestors of for UL

Presant volue measures the

allincome

»
y ! Tronoy o customearos cohort
overa spacific perod of time

- Bty Cost of Goods Sokd | Averogs R, i ® current valus of o futire cast) & NetIncome Mﬁ'ﬁh
_ , Rventory i i cifven o st ot = e ol @ Monthly Recurring M
TEpR RS larat qulty = & pasitive F0F hdicares Midt o g NetincomsjRevente
Metisures rriany tirmes o : rc Sl MRR -
A high sxwlity mipliar msans ¥ i cormpany ls gensrating cosh :mn!gne-r prmsenl e P oy ok e S EhioA Oparing MRR:+ new MRR
I ety i ralying more W CORPOrTY antony & zold By from its operations ance con 8 indicotes that the futwe cosh i cadivckrg-ail Rl MRE + apemsion MRR - L
i comp ety i Talying mor _ L H g after deductng
andreplocad over o gien ficiw T8 micre veluabia Eaday 1 &
L an tebt bo fine Ip d ¥ In new projacts, pay ¥ [ ] expenses, including toxes and cantroction kR
o ¥
reither tham sciny G diyidands, o reduce debt oF v intnrest Ravenue from custamars
S - & Wigh inventary tfnoves —- . uture Value R e o
© Current Ratio @ ‘loinsates tatthe © Cash Conversion Cycle (CCC) =GR ¥ (T )AL whisre £ @ Return on Investment (RO1) recuring plans

MeEazures whather o

compary is salling its

cosh flow, 1 is the inteest rote,

i . y oo i i itf Total imvestrment : P
ineribory guickly ¢ = Days of Sotes ‘| cltie gy hiat Prafit] & Recu W
—  cormpomy has anough short- B ool o 'J tis the number of Annual i3 Mﬂg o2 )
B o gssets to cover it short e = e The retwm on investrnent -
S o @ Accounts Payable Turnover Invantary Glstanding - Days A e A Opening ARR + niaw ARR -
of Paycbles Outstanding chim ARR + expansion ARR
- FAT . Total Purchases on oredit | - -
3 Assets | Clsrent Licbilities e - = E
i Rierahg Kebsinte Pt The CCE measures e i Net Operating income ‘
mmicunt of firme it tokes fora = Revenus from custornars
= i L ghean an interest rate: wofit = -
IPEN g T L Jo Jaosures hovw many Dmsa 0 sompany ks convert jt2 2 ‘m e e i subscribed to Annual
w i AE BRIt L SO s off itR i investrnants in inventary and Anigher AUt Yol Bpanoes rBeuTiRg plans
your liakilities X

© Quick Ratio

shows e abliity of
- compmy tomeat

rs oSt

average aocounts poyansa
balance in o given period,

A high Bicoouns payoble
turnover atia indicates that
the compe porying off its

suppfiers.

A lgwar COO indicates thot o
cormpany s efficlents

L1

indicotes that the current
cash fiow will be war o
T e fuiture

@ Cash Ratio

The profit derived from o

@ Contraction revente

Huned revenue from
FTiMG CUSTOITIBS

TR

I'ef"“ coligaticns Wit BltEs qubckty managing s working copital —  [Cosh + Marketibie ii Gross Prailt | Revenue L Budg&tﬂmﬂﬁl
it LI asmts Wiy ond has cash availobile 1o W i) o iabilitles : e
== & v o securives) [ Current Linkilitles % ! Il
-As nove == Faecantage of rnenie that et vatianos | tudgel o
» (Curfent Assats — imvantory) | s sqt Tur i3 et iz obligotions and e oantage of et tha | Foiget vorlnes | Lt
3 k ¥ i exceeds the cost of goodssoia "
L Current Liobiifles = P Imwest in growith X i mur Dt weisved
sates [ Tot ts ; ; N - 4 ol your bldget ochiew
L] oppetuntiss. , ablity terpay aif its £y

Thies hilghar the ratic, the 1

ry your business has

© Net Working Capital Ratio

Meosiures how sifichen)
carmpany is using its oesets)
ti genarole reve

sl v
fiquid ossats
ang marketeble securities

W only fte most
b s COsh

@ EBITDA Margin

i EBITDA | Revenues

Your % of revenus that's

—

@ Average Revenus per User.

Total Revenue-/ # of Users

T S5 i A higher cash ol indicates
A high nsset (mover fotio @ Net Cash Flow iy c |— ’ W v cis EBITOA T Hveroigs TEVEnUS Y Ore
Bhowoases the differance indicates thot the company i e ® thata company, bas o lkarges S R
| Betwesr o cormpany's cument wa gsmprmlq‘q a bigh Ieva’FoI PR T A amart of hignly liquid-ossets generating from o user {rriore
B 0 GO o t sriting o high tevel ° ; R
“ 4 Cosh Flow * Investing Cash b % & Net Other Income FTITCATIY et
assats arid its carment soles reltive (o lts asgets X q sfertlve to it 8 J
linElitios Tow -+ Financing Gash Flow e i Fon
labilities AT ; = i e it & - Dther Expense nwa
‘& Fixed Asset Turnover . L ¥
& LI - B Fix x et cosh flow measures the @ Cash Burn s
gy e = sl crnount ofcash r Tha pet profitobility of yoRg cash jn bank | monthily avg
[ | Mt Ei £ total arnount of cast = G 1 bank | 9
A liablitles) | Tatal Assets W Sabes ) Net Fixed Assets o

4 The higher the ratio, the imere
' urrenit gzsets you have
compared 16 your CUment
llaiiitiss

Toull Debt-to-
caplwbaﬁon Ratio

The total armcunt of debtin

[Cuerent Assets = Curent
Ligbilities) { Total Assets

Thi higliar thie fotio, the more
current assels you Nove
.':nmpmed o your current

® Working Capital Turnover

sales | dvercge Warking

genenatec orused by o
company fram its operating,
investing, and finarcing
acvities

& positive pat cosh How
ndicates that o company is
g noee cash thom it

gamereti
NG

l&

g Flow

Cashidrorn Operating
sotvitias + Cash from

Measures e amount of
eosh consurmed withiou!
counting bar setivities
sedgted to finoncing lequity |

#& higher cosh burr Feeans

other ins v | axpense
tens; ot relgted to your core

@ Earnings per Share (EPS)

o | Total &
Outetanding

Nt nca Shaores

The portian of o compon,
eeocated 0 ench cutstanding
ahire of COMMON Stock:

% it

L]

oS um

= How frcshy mMonths Tl yod e

out of cash

& Net Promotet Score

m  Measures customen iogpalty

based off of likefibood to refar

@ Revenue run rate

relation to o commpany's mta) ‘'m & thie comipany s consuming
5 b Cupital TrGte MGy, = = monthe T * 2
ropitalization (Gakbt & Equity) = ‘Dperating Gershy Fluw | Nt i ’I- t‘ % 2 Operating Profit Margin L
| Meoeuras How fmany times o i AR et = A arsalied version of yous
Total Dt ol Detat - areiting Pro {
g Totol St 1 ot company’s working capital Opfgiting ity Ravarile Y revenue
* shareboiders Equity) e Thiszatio measures the

[Currant ossets MRS curant

prCentage of sqoh sales

2 Levered Free Cash Flow

The percentoge of revenue

Tt o reitla] Thie less podt ligtititias] is turned ovst ina i 3 . T CAC Payback
& : A Gt dollar that is convened-into ERITEA - Tomes ~ Copital W that rerdiena ofter deducting Y
siness is copitofized uss given ps Heat - 7
w d“‘ : =0 i<} operating casn flow, = Expanditires - Changes in b e B — - Customer Actusition cost |
ky % e ™ ot f
A Migh werking copitd et Working Capital - Inferast ’ gross profit
. . [ulri\-er e A Figher rati indicate: s Lt & Prhrm-wnlng_s {PIE] g
© Return on Equity (ROE) B thecompany s ghrsdtiin 8 company |5 ganarcting mare ) s , ) pariad of tifme 1l you moke
& o i iy : o snare | EPS X ¥
PR igh leval of sales ralative o b aparating cash faw per doflar fepresants ths cash flow W Price porShare | B <" | back your Eustbrmer
viclarit of net = e L
i i & of soes » augiiabia to equity holders The retgtianskip betwesn o
company geneates-ih its workifig apital & ! 2
i g £ giter taking into aceourt &) compony's stock pice ond it =
relotion to its aquity : 4
o o Cash Turnover & Pﬂ?bﬂck PWI” interest poyments on dabt eamings per shore @ Cash out date
Mt Incarme | Sharabolders’ . p— -
_\_' i e Pavback Pericd = Ini A Righer leverad tea cosh ] b This month+ runway
Equiity Sates | wug Cash & Cash $ i 3 ¥ o (Roce)
" ivestrnent | Annual Cash flow inclicates a company 15 ¥ -
R T o ELivLiens ki that 3T Gatia in which you rin-aut of &
4 high Cosh Turmover the - Fiowy generating miore cash thet _ Cparating Fofit| Copit
company is atficiently Lsin Meazures the rote ol which o _ con be used to pay down m =
it : sh y eThe high Bg 3T ompariy convarts it's cash The poyback pericd mes: b employed
it cush To g W - z £ £ i

your RIE the batle retum
Yol e gEttinig on yor
Bauityrate revenie

Tk Tevenus

the armount o
on ingestmeat o
ercugh cash o

Helping You Grow In Finance & Accounting

dabt, make-dividend
payments, of e
LeTeTuTel T

T groakth

2 Expansion Revenue

m Added Ravenus fram

rcuring Clustorars




vyl aveeds. BT CrERnting repaeinEie

i ithon s el posil of

gt
Preindically rrdewr asuer reriement obligations lor sornecy snd apdaim.
Meguls®y Lol for impairnenl of sets and docurmm

Commurt permitl reviews. of Tranoll conins s procreses
L uly s aivd i
slanced e Seadhack
Estahish riear Snancial policies and peocedines . and com

=

ooy brilemiied o
{la

| &]

W e managing weasdor manher data
| enprvae LI pretes
s Eieock o few verSers bebore engapmg m Busiess rsnast ons
Prrbcaly deve 2 b
frgiilaimy fee PN BALrEPL
Sert prapem o o experme. dbove a cmital

ithin e reniglia

w SEpreciabion and amortization caltulitons sl capital Bl Equity

el apirr b 1o
3il Fire
. i AR TV &7
g PEOLETSES T IAC
) T il

OOl B0, Por 4

Hiweiharkd

Wity IS snAT |

OERUSsAT aha S mie

Erviusre Coatapdlang e will iraiiue 1eCogeilion p
Hyyphmigid credil chascho 1o A i
Prrindically revies and updabe credil police

e g1 £
1k PRE
lemeal cost ar
o ol
ity bt
tary

lary review lene apiee
Arwe and appme
Wpaes 30 dodim

Do cun

(L1
Bt i

ary and conylbency
iy dow or O N ST
| ity iransaciinem,

eflect rhanging clsks

W recehahies :

Dl eted yeservrs ATFRATES
clal wyatams snd 1w

Likabinih i chuaqlir secovirry, i for Rnsedisl vy

[

LoD oD cLHQoLoLo L
(s gy anysfefaleymfafade]ayafaynsysy5fay =

Contec] g

O Pt

Oodudouag

st a3 Ehe rabonade Deehisd iy Msncisl asier
A 5 risanging D

g A ol B Sl rtves Algn e eIARg forecait wilh M Mraligie plar

ug

W Cyie

g peoces, indusing resdlnes and Ty TR AN voiasery agasal b Erviea and upaate Ak

vF srabyeh b
v it wig
frepars 1

o Rty v e will)

21 erisam e

e vl
toed 10 Reseds porential ks and OEpOTIRINE
ksl Indreasi o0 Sflerent wwenaios
W OEESE W clear paleiines
Bdgel cBarges and sadtnients
date assmpbons used in The Budget
o Establsh b rotesl forecasting prooess be updale financlal projections. regulay

i approamls Ior skin
FEERUNES [ IFLENAS (D Changing Inniness &
8 aridiekl These £1ctiver
recEnabiey and g
waorking capital, f appficatie
e 1o el Eathe

1 arulyTe trends
ORI agaim these Ligets
the scxracy and indegrity

il TrYERATES B i

sl mdeh ae well . el
Beview and vabdate Brancil modeh 8or scomacy and oo
s Bl | PR DpSTEang, waiel and SEher Tusctise
e pla

ainlal
sty and idenbify sreab
ietciinci s

ey
sl AL S BTy

pogddduuoepboucou

alwsn et gy [ ihdern firmal rxdial

Ll T vl of aloustions: rogulaily

Ch T

LhUd do oroboouc

Validaiw i}
Conahuct chaw o

Reviow and maert the ey
Frsure compllanee with &l hanking rrgulations and 1epeeiing o

il Ll Mo g
1 ly by wacbion ared
dew arud waliclahe cash figwr projed
Exiahiish 3 contingency plan 10 aadness cash fige sharifal
Minlai

R

o meases of 1

! Bank chades and feed 509 regonatis @
e ih,

Bisead e i

tew rhamgen. in Bosdk perdorman
i revonileg e pro

Ik PITEAL TR AR S SRk o

Al autircation for ke

T B pREves 5

mligale axd prnirer o

SNt LECUre eleey
AT CORRANTS. ANA AEp

darty review Danowing Reds and nptim

(% ekl g weills Dudvvlon sl

IR ety

copogldoo D

a1 £ Derwwhop 0l i
Toded gnae
Muniton i
Cortrol scrss
Tespn A i
Réguiarty deviw Uarr SEOr tights 10 hasioag plai i

| Ef &

it aiketbes ol paew o
i o documentation o Seed deposis and bviceed 3 tnking sysems sl br

sh e gieduies la®

Uk
8 |
2
|
-
|
= Ny
o
a
a
a
a
¥
a
=]
=]

Hiidge Mieigin eschangs cuged
Bty Fighber of 3

il Lanl ik Bb v bk KoeLa Paia,
#a5h on haset and pr

4 dObo bl gbupgaec

el ranbinh 1 triepe wred iy

u

s cirvh roncpriratinn snd poniing mrangemants oo s fex hank oty

s v wikh Lmics

gl Lane
§ FeDarns-and making payment

RN

P Irguiaily Fedcar And LjWLARE T3k Fis

cCop

Rask | igroud

gl Lo g ife

sy o

oodoo

o
gt el s
o TN IS menty @

sher of o, parpriimia

h Lk sokhoailhes’ recoid

pird ammani

Eabutrialy @ Lis Conhi oF Comdenc] b

Promile s
Fstablish pre

-
zariods, |

L LTS BCUTHETA Lo

Cedsbuck i Lan et 10 abean oaaial Eii cof
wctive achiang iased oh e Sndirgs of the fan review

conitin 10 waily Bk Co0rec] apple stion of withbokfeg Lara
s priocedoiey 100 handing s Samiey and sjpeih

i gt bean at

Ty requesmen e
Comtrot soowy

gy

sire nhjertives ngticen and wyviEm

| s
m crina-bs Irankitiom il kit |FamoTions i
a0 complian

SRAramears and g

sy Lin bl
1, il
ana fllings

% Lan srawemgsd o Cne

1 preric
wieally e o

Conduct feriod
Al ranse

Fites pricing
i ARG &%

docLcoog

Coaurt perindi tam rivi asrcments 10 i
[ T T il

i k)

chbpdcduib b d

i S0 rgbbed party Brardachiont

ARINg 13 Fefepal amplovess e dep
i tfherence b tae mplane po

waliims Homs ey poesimnet and

s
Kinniior the unde
Wiy relevanl, Begire L

deniify and s e
Dol and suppoet ol

copocpooooducop

cooo

ETRE (e

u

Lisieated in reevare lakrhaliers = s nee iy

o ] AW ATEN RS DTORTITIE 10 BRI ool e Tivimes

@ conta

CiHudan® qua

Pegulany redew and wpaate the shil seg

T A

TER

PG o

T

el Mkt epostiag predess

smagEment ane e Bawn

1y g danpoe s
i, eflectivamies

sgular visk repoels. wiih & bt Irrsight, flor decision miling W o valae
PR

able idady

e rhk ssrssmenta o prionitun risks,
ikrihond of cach idenlined

W cortelatoons |

aingar

g Thi

EvaludSe B pu

Conder Fik inbesdapendencie the ideinent

oo CcLouG

ith Lase, seguiations, and ipternal
' I3 R
s prrvioalic 1k srevbrwy ar
Dk o irgevs
Hegulary iy

i Aatnbi el
syl sk o

Lhah il
il &
™

CCO Ccodooouopooo

oo ogoon, oo

[ ER s} Y o

Follow Abdul Khalig on LinkedIn

Like Share



