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And you don't spend a lot of time on minute details in a financial forecast that depends on an educated guess
for sales. Even if you don't need financing, you should compile a financial forecast in order to simply be
successful in steering your business. Sometimes a bank might have a section like this on a loan application.
They are going to want to see numbers that say your business will grow--and quickly--and that there is an exit
strategy for them on the horizon, during which they can make a profit. Pinson says that it's important to
understand when compiling this cash-flow projection that you need to choose a realistic ratio for how many of
your invoices will be paid in cash, 30 days, 60 days, 90 days and so on. And then use those comparisons to
revise projections in the future. You should be utilizing your financial statements to measure your business
against what you did in prior years or to measure your business against another business like yours. For
example, what you see in the cash-flow plan might mean going back to change estimates for sales and
expenses. Structure of an integrated treasury A mid office set up, independent of the treasury unit, responsible
for risk monitoring, measurement analysis and reports directly to the Top management for control. Berry says
that it's typical to start in one place and jump back and forth. The sections about your marketing plan and
strategy are interesting to read, but they don't mean a thing if you can't justify your business with good figures
on the bottom line. All of the various calculations you need to assemble the financial section of a business plan
are a good reason to look for business planning software, so you can have this on your computer and make
sure you get this right. This unit provides risk assessment to Asset Liability Committee ALCO and is
responsible for daily tracking of risk exposures, individually as well as collectively. Software programs also
let you use some of your projections in the financial section to create pie charts or bar graphs that you can use
elsewhere in your business plan to highlight your financials, your sales history, or your projected income over
three years. And you most likely won't present it in the final document in the same sequence you compile the
figures and documents. It's an elaborate educated guess. But if you break the guess into component guesses
and look at each one individually, it somehow feels better," Berry says. Start with a sales forecast. This is a
summary of your business from its start to the present. Breakeven analysis. You base this partly on your sales
forecasts, balance sheet items, and other assumptions. In the course of their buying and selling transactions,
they are the first point of interface with the other participants in the market dealers of other banks, brokers and
customers. You're going to need to understand how much it's going to cost you to actually make the sales you
have forecast. The financial section of a business plan is one of the most essential components of the plan, as
you will need it if you have any hope of winning over investors or obtaining a bank loan. Here's some advice
on how to include things like a sales forecast, expense budget, and cash-flow statement. One way, Berry says,
is to break the figures into components, by sales channel or target market segment, and provide realistic
estimates for sales and revenue. Pinson also recommends that you undertake a financial statement analysis to
develop a study of relationships and compare items in your financial statements, compare financial statements
over time, and even compare your statements to those of other businesses. You have to deal with assets and
liabilities that aren't in the profits and loss statement and project the net worth of your business at the end of
the fiscal year. A lot are not obvious. This is your pro forma profit and loss statement, detailing forecasts for
your business for the coming three years. Use the numbers that you put in your sales forecast, expense
projections, and cash flow statement.


