What is the end to end Financial Model?

1. Chart of Accounts

The way we manage 2. Financial Reports

. « Cash Flow Statement,
inflow and outflow  Beenee S

of money in our business »  Profit & Loss

Budgeting & Forecasting REVENUE (PRICE)
Internal COST Controls
Reporting, KPIs & Management Structures

S

Identifying & Mitigating Key Financial Risks




Financial Reporis

Cash Flow Management (Price + Cost settings)
Balance Sheet

Profit + Loss (outcome of Price + Cost




Financial Reports Cash Flow Management

Cash Flow Statement

Revenue (inflows)
and expendifures (outflows)

Cash Flow Forecast

ldentifies months / weeks the
business will be short of cash

Australia
v



Three models of pricing/cosfting in a business

Cost + Profit = Price

X

Price - Cost = Profit X

v

Price - Profit = Cost




The New Marketing & Sales Funnel

Then... ...Now

Marketing

Marketing
Consideration

Sales

Sales




TAM SAM SOM Market Evaluations - Easily Explained

* Total Available Market

I A M ® > Focus on: Total market / size
® > Example: Total LED Market
» Serviceable Available Market

> Focus on:
s A M ® Your own technology/ services
® > Example: The total Living colours LED

market (Segment of total LED market)

» Serviceable Obtainable Market
> Focus on: Which realistic market share
can be obtained by myself, considering
@ competition, countries, trends, expected
SO M e demand/forecast, my sales/distribution
channels and other market influences?

> Example: My realistic goal to sell Living
Color Products into the LED market




HIGH QUALITY
{\

LOW PRICE
A
v
3O1d HOIH

X
LOW QUALITY




D&g@!lg& @H'l‘u@%fs
Chﬂml Ceakf
Or b@mf H." §€€£ 5

| Degc:;éfe LJ/ICEL
¢heats ’S
—fade{ ddm
IA Hhoy o
Loy S

Describe. bad

Outbeones | 10 ks
Obg‘{-cfc[f;s rﬁ{aﬁa‘

fo .*G'/ULS 7Lagkg |
e



(fe}v'/-

TGP%; ;ja}m %t S.
s/Caute

LJI\GQA?:- &/jafq f-aDnS
« s P

Qeviced / sol ' _L L,
felevant ko %m o o ey
Hus VP

(& gi-ru;iH\S Pi{-i/S‘QJJJCEE

B3 el Solu tiong

NQJ'L L;LAE ar<e

E. Cohj u LA

Fﬂﬂ-h
el DV/VP
-



PROBLEM SOLUTION UNIQUE VALUE UNFAIR ADVANTAGE CUSTOMER SEGMENTS#«
PROPOSITION

List your customer's top 3 problems Something that can not be easily List your target customers and
Single, clear, compelling message copied or bought users
that turns an unaware visitor into an

interested prospect

KEY METRICS CHANNELS
EXISTING ALTERNATIVES _ HIGH-LEVEL CONCEPT _ EARLY ADOPTERS

List the key numbers that tell you List your path to customers
List how these problems are solved how your business is doing List your X for Y analogy (e.qg. List the characteristics of your ideal
today ' ' YouTube = Flickr for videos) customers

Add Comment
COST STRUCTURE REVENUE STREAMS
List your fixed and variable costs List your sources of revenue
Lean Canvas is adapted from Business Model Canvas and is licensed under the Creative Commons Attribution-Share Alike 3.0 L ea n ca nva s

Un-ported License. See what's different
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WITH YOUR rovers

PHONE

PATRONS

. Change your sodal life and
Y solve all your cash and

| credit card problems with

" the FREE OneTab app.

VENUES

Register your venue to

\ become a OneTab
J merchant and reap the

benefits. Find out more
here.

MEMBER LOGIM =

APPSTORE

_ The OneTab app is FREE for

\ apple and android users.

| Download it today to open
your tab!
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WE HELP THE WORLD TO FLY

"Cost per landing. This seruvice is offered for
commercial aircraft. The customer pays an
agreed price for each landing on Michelin
tires, irrespective of the number of tires used.

The stock belongs to Michelin.”







Profit & Loss Statement (Outcome of Price + Cost seitings)

BusA
OpeingRoemwe | | [ |

e sess,000 52,226,000 .

meZ 1,426,000 52,934,090 What is another term for
 smlBues | siseoo0 532,000 Operating Revenue?

I N R R

I A N What else would you expect
OpetngEpendtve | | [ ] .

N - I ) fo see in these Profit and Loss
I A N ?
 EwoeeCsb | gies7,000 53,573,309 I
 [SwelesSSeves  sass,oo0  sas1ou

oo sm000 50,992 - -
C mewsChewes | sis000 - SIS Seuel Ineimelien ie
oW T s s1,308,255, determine the costs of

T .
TR 2,800 55,973,358 producing products?

Poft ][ $71,000  $109,692




Business D (Page 14)

Financial Reporis
Profit & Loss Statement (Outcome of Price + Cost seitings)

Av Revenue and GP Contribution by Brand 2104-7

Average 2014-7 YTD Dec 2017
Margin Margin
Revenue Margin ($) Margin (%) Revenue ($) (%)
Brand A 3,404,943 435,907 12.8% 3,617,069 | 452,285 12.5%
Brand B 2,319,392 333,448 14.4% 1,910,062 | 301,901 15.8%
Brand C 1,453,419 274,484 18.9% 682,810 | 146,861 21.5%
Brand D 103,703 17,807 17.2% 13,372 3,793 28.4%
Brand E 1,075,802 169,477 15.8% 781,609 | 117,189 15.0%
Brand F 746,640 121,182 16.2% 877,555 | 136,086 15.5%
Brand H 74,815 16,998 22.7% 45,193 10,664 23.6%
Brand | 1,227,723 238,750 19.4% 534,979 | 135,087 25.3%
Brand ) 1,260,116 110,753 8.8% 1,174,378 | 169,578 14.4%

What is the
difference
between
Mark Up and
Margin?

Which are the
most important
brands for
Business D¢

Why?



Financial Ratios

Liquidity Measurement Ratios,
Profitability Indicator Ratios,
Debt Ratios,

Operating Performance Ratios
Cash Flow Indicator Ratios

Many different
Financial Ratios:

assist in measuring overall
health of the business.




Financial Dashboard

key information in graphs, pictures or
tables that are quick and easy to read.
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https://en.wiktionary.org/wiki/File:Pie-chart.jpg

Budgeting

understand and manage your finances

(ho point setting a budget if you are not going to use if)

Revenue Budget Expense Budget
Who is buying your Understand and control
products and services, expenditures, fixed costs
how much, when and items (locked in) and
where they are buying... variable costs...

Management
Governance
- Australia




Forecasting

understand what the future looks like

Revenue / Expense budget +
Historic performance help with
building up a strong forecasting
tool.

Allows for “what if'’ questions and
to build scenarios around them




Internal Controls

Protect
your cash,

your staff,
your business

Rate your controls

Cash movement

Payroll

Division of duties

Debtor & contractor set up

Verifying & approving payments
Costing & quoting

Use and payment of Credit cards

Use of company equipment (inc. cars)
Movement of assets (inc. digital)
Purchase and use of stock

Financial staff employment

Supply contracts entry

Formal written delegation of authority
Financial policies & procedures



Cost control governance

Job Descriptions / Division Communication / Dashboards

of Labour
Performance

Who's who Management

in the Zoo

Training - Workplace Safety & Safe

Budgeting/Costing Workplace
Succession .
planning Psychological Safety

Data-based Decision M

Controls - KPIs

anagment
Governance
- Australia



Effective Performance Management - KPIs

Knowing and measuring
expectations

KPIs help your business AND people

focus on common goals

and ensure goals stay aligned within
the organisation.




Financial risks

Over / Under

utilised assets Wastage /

Loss of control

Financial — Cash flow,
expenses, revenue
concentiration

Reduced Customer
Service

Capability / Needs Too many Suppliers

mismatch

Product/service delivery

FX Fluctuations inconsistencies
‘Management
Governance
— Australia




Thank you

Management
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Austraha

— V. Australian Government B -
‘ G ROU P 7 Department of Industry and Science u S I n es S

v



	What is the end to end Financial Model?
	Financial Reports
	Financial Reports
	Three models of pricing/costing in a business
	Three models of pricing/costing in a business
	Defining your core pricing
	      Defining your core pricing
	Slide Number 8
	Slide Number 9
	Three models of pricing/costing in a business
	Slide Number 11
	Slide Number 12
	Slide Number 13
	Slide Number 14
	Slide Number 15
	Financial Reports
	Financial Ratios
	Financial Dashboard
	Budgeting
	Forecasting
	Internal Controls
	Cost control governance
	Effective Performance Management - KPIs
	Financial risks
	Thank you

