FREEDOM, SYSTEMS & CASH FLOW

Welcomel!

Facilitator:
Will Holmes will@whcusa.com

Greetings and Remarks

Join the WHC Community for free:
)7 https://www.skool.com/whc

Facilitator Introduction

Download the Cash Flow Tool 1.0 at

Discussion: Freedom https://whcusa.com/cashflow/

Projections, Role Pl

WHC Community Members can
download the Cash Flow Tool 2.0 (as
shown in this presentation) in the
Classroom section of the WHC
Community
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g, /\Will Holmes

RECOGNIZED FOR COMMUNITY SERVICE AND
MIC IMPACT BY:

The Governor of Maryland

The Comptroller of Maryland

The Maryland General Assembly

The Mayor's Office of the City of Baltimore

The Baltimore City Council

The Baltimore City Chamber of Commerce
United States Senator Chris Van Hollen

United States Senator Ben Cardin

Baltimore County Executive Kevin Kamenetz

The Mayor's Office of Employment Development
The University of Baltimore Merrick School of Business
The Greater Baltimore Leadership Association
Network for Teaching Entrepreneurship
Baltimore Urban Alliance

American Cancer Society

Johns Hopkins Carey Business School

Founder of WHC

Established in 2006 | Serving Government Agencies,
Banks, Universities and Entrepreneurs
https://whcusa.com | https://www.skool.com/whc

Entrepreneur in Residence, Johns Hopkins Carey

Business School
Since 2019 | 105 Businesses | 155 MBAs

Chairman Emeritus, Baltimore City Chamber of

Commerce
Elected 2019 | 400+ Members, representing 23,000 employees

Founder, Baltimore Economic Leadership League
Founded in December 2021, providing Micro Loans to small
businesses. JoinBell.org

2024 SBA Maryland Minority Business of the Year

For WHC’s work in the community and our economic impact on
Maryland.

Copyright 2024 www.whcusa.com www.whcusa.com



https://whcusa.com/
https://www.skool.com/whc
http://www.whcusa.com/contact

| need 1
Volunteer!

1. What do you love to
do more than
anything else?
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| need 1
Volunteer!

1. What do you love to
do more than
anything else?

2. How can you create &

the infrastructure in
your business so you
can do what you love,
uninterrupted?
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You should know these numbers.

How much money do you need to retire comfortably?

How many years until you retire?

What happens if you get sick or die early? What happens if you live to be 957

How much profit do you need to generate now to retire comfortably later?

How much profit do you make on each sale?

How many sales do you need to per month to hit your annual profit goal?

How many sales do you need to per week to hit your annual profit goal?

How many sales do you need to per day to hit your annual profit goal?

How much staff and how many sales do you need so you don’t have to work in the
day-to-day of your business?

Without a target, where are you aiming?

® Copyright 2024 Will Holmes | Downloads, resources and a free class on profitability at https://whcusa.com/cashflow/
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R ————————————————————————————
Seriously, what's your financial

plan?

Has your lack of a long-term management
strategy slowed the growth of your business?

Jeopardized its stability?

Threatened your relationships or health?

Do you use projections to plan for retirement?

www.whcusa.com
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Costs rise each year. Price for this year’'s expenses, next
year’'s growth, and your retirement.

Inflation by Year: 1990 to 2024

If your business is part
of your retirement
plan, it must be able
to support your
expenses when you
retire. Average
inflation is 2% to 3%
per year. Over 25
years, costs can

double.

Inflation rate

= 18 20 22 ‘24

Inflation
Inflation is a fundamental economic indicator. For example, if an average pair of shoes costs 100 dollars one

year and 105 dollars the following year, the inflation rate is five percent. This means the purchasing power of the
dollar has decreased. The data presents the average rate of inflation throughout a year. How much will a pair of
shoes cost when you retire? Source: https://www.statista.com/statistics/191077/inflation-rate-in-the-usa-since-1990/




Consider the Rising Costs of Employee Benefits...

Employers expect health benefit cost per employee
to rise 4.7% in 2022

Change in total health benefit cost per employee
compared to CPI, workers’ earnings

Your pricing and projections

are based on your team :: - =«=Annual change in total health benefit cost per employee
performing at a certain level. 120% / \ :m:llr|?lrt|”g
If staff can’t meet their e . / \
d 8.0% SRS
numbers, even with -
management, SOPs, training i
and retraining, they must be 2.0%
replaced with productive 0.0%
workers who can meet T wn mm @n wm @ @m0 @F  @E S @ mEas i
stan d d rd . *Projected. The actual costincrease for 2021 willbs available later this ysar. “Prefiminary data

Source: Mercers National Survey of Employer-Sponsored Health Plans (beginning in 2020 results are based on employers with S0 or more employees), Bureau of Labor Statistics, Consumer Price Index,
U.S. City Average of Annualinflation (&prilto April) 1993-2021; Bureau of Labor Statistics, Seasonally Adjusted Weekhy Earnings fromthe Current Employment Statistics Survey (Aprilto April) 1993-2021.

“ Mercer Copyright ® 2021 Mercer LLC. All rights reserved. 2

www.whcusa.com ° N
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Consider these elements when building your price! It's not just the cost of the cake batter!

i"

Elements for Pricing

If you don’t include pay for your efforts and your profit in today’s pricing, you can’t replace
yourself with a worker, leave day-to-day operations, and focus on your growth. Future
profits come from the combined efforts of the workers who replace you in operations.

m Materials & Production m Current Labor and Planned New Hires
m Marketing m Overhead (Rent, Debt, Utilities, Insurance, Reinvestment)

= Owners' Pay ® Profit



http://www.whcusa.com/

MAKE MONEY FIRST. THEN ADMIN.

Find a Need. Fill a Need. Get Paid. ™

Do you find yourself answering emails, answering phone calls and putting out fires all day? Does
it feel out of control and chaotic?

As the Business Owner, you must focus on making money during your money-making hours. First
thing you do is work on the opportunity that can make/ lose you the most money the fastest.

Then the second most, then the third most... Once you have made your money then you can
decide if you need to do admin. Or maybe, use the money you made to hire an administrative
person so you can stay focused on making money. Everyone benefits when you make money!

Work never ends. So, you must control your day and be intentional about hitting your revenue
goals. If you don’t, who will? Revenue goals drive behavior and admin work can be delegated.
Build something valuable! People will want to work there, and someone may want to buy it.

www.whcusa.com @ B
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YOU NEED A GREAT TEAM.

Focus on creating profitable systems and teams.

Do you have staff running the day-to-day? What steps are you taking to make this happen so you
can focus on growth and sustainability? What will it cost your customer for you to be free to
innovate? What is the right mix of 1099s and employees?

Do you want to be involved in the day-to-day? Is it for the love of what you do? Is it fear of
delegation? Is it the lack of necessary funding? Is it the lack of ideas and innovation? How can you
use technology?

If there is a shortage of people to hire, how can you either automate the tasks or become more
attractive to the limited number of qualified people? How serious are you about your growth?
What are you willing to sacrifice? What are you willing to change? Will you pay a recruiter or
service to assist? Include these expenses in your pricing so your customer can pay for it. Why
should someone work for you?

Build profitable systems that run without you, so you can be free to build more profitable systems
that run without you. Think bigger than just creating a job for yourself. Create jobs for others and
create freedom for yourself!

www.whcusa.com @ B
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Remember These Key Business Functions!!!

Leadership
: : Legal
Marketin Sales Finance/ Technology/ Operations/ Human Ao(ler%?n//
9 Accounting Data Fulfillment Resources Security

Every business needs these functions, no matter how big or small. Some roles may be filled with technology.

These functions needs to be addressed in your cash flow projections and pricing!

www.whcusa.com
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Your SOPs Allow You to Delegate Tasks

Standard Operating Procedures. Keep it simple!

Step || Step || Step W Step l| Step | Step || Step || Step | S
1 p 3 4 5 6 7 8

tep
9
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Your Schedule Must be Protected!!!

Focus on Boss tasks only!

customer’s money

Copyright 2024 www.whcusa.com




Our priorities require our time and attention.
Build infrastructure that creates freedom.

What is important to you? Effects of poor work life balance
‘lr 2= 23
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Lack of Self
Confidence



Time Blockinc

Set Your Priorities

Copyright 2024 www.whcusa.com




What Do You Want to Be?

A Businessperson who creates profitable systems? Or the system that creates profits?

Customer Need Customer Need Customer Need

Product/ Service Product/ Service Product/ Service

i Team/ Tech/ Processes _ i Team/ Tech/ Processes _ i Team/ Tech/ Processes —

Marketing/ Sales Marketing/ Sales Marketing/ Sales

Fill Order and Get Paid

Fill Order and Get Paid

Fill Order and Get Paid

Now that you know what you want, let’s use projections
to plan the growth of your business. Projections will tell
us how much capital we’ll need to make it happen!

Copyright 2024 www.whcusa.com



12 Month
Cash Flow
Forecast

Revenue Drives Behavior! Revenue
comes from sales and covers your
expenses and reinvestments. Your
profit is what you choose to keep.
Use conservative revenue
projections! Consider payment
cycles/ terms and seasonality.
Future purchases? Hiring? You'll
need to sell more to cover it.

How can you use your existing
infrastructure to create multiple
streams of revenue?

How can you sell more services and
products to your existing customer?
What needs does new customer
want you to fill? Talk to them!

Cash Flow Forecast - 12 Months

-
Monih: Y Pre.Sean i 2 3 4 '] ] T B ] 10 11 12 Totals
Rewnipis
Cash saes o g 10,020 10, B 12,525 14,155 15,865 18270 21,710 24.21% 25,408 20, B 33,066 216035
Cobeclions Mom credt saies ] . 0 Fod| &18 Eedl 501 &5 T52 752 1.002 1,002 1,166 6,030
New sgquiy infiow 1] g | " 0 0 0 Q i i | 0 i ]
CanE reCehned ] 16, o0 0 Q 8,350 0 0 g.250 o z 8,35 0 " 41,750
Dahe 0 : 0 : 0 w 0 u 0 . 0 Q 0
Total Receipts 0 16,700 18,0240 11,106 1,23 14,858 16, 366 2T J0% T2462 24,967 35,758 29510 34,032 M4 TIE
Payments
Cash pierchases o 40 o6 1E8 131 37 L 145 148 feg 113 113 16T 2,284
Payments bo creditors o Faeh] aTa 423 352 Tl 455 A4 LLh 455 335 33 s02 [-F.1%
Salssws and wages ] B, 304 5,120 2520 2058 3,728 2 £z 233 2,338 2620 1,780 1,780 283 35,833
Empioytt bena ity o i} 5l 1 1029 1,554 1.310 1162 1.168 1,210 850 B0 1,31% 17,966
Payrol tawes ] 1.051 B53 43T 343 &1 &37 k] 380 437 247 Fal L5 5059
Rl 0 2152 & 267 & 1.715 AL 2,183 1547 1.947 2083 1,483 1453 PR 9,943
Uity o 1521 g L= 333 L4 425 -] 48 L= 258 o] L, 5823
Repains and maintanands ] = &7 4 L 145 243 218 218 243 185 185 244 3529
Fesurance o 1021 830 435 333 EC4 435 i) are 425 288 i} L = 5823
Trawvel ] 1,240 1,007 51 &05 T4 818 48 &50 1% 350 54 & 069
Telmphona 0 G431 B4T ] 341 BT 434 &7 387 4 285 55 435 5040
Foatage o 418 358 182 1 ] 182 162 163 |-* 1 124 182 2499
Offica supplas ] Eok] T 1o o 581 304 152 352 154 268 .} 396 5408
Advaniang o B.535 5635 28D 2.265 403 2,683 2571 2571 2583 1958 1559 1.85% 3,545
Bk etinpiproamoton 1] 413 4418 &5 1,716 2207 2261 2018 2,016 2251 1,536 1.5 2200 3007
Profesaicnal Tees. ] 1.7 1422 L] 572 1038 T2 G435 Ld] T L] dH ™ 082
Traming and deveopeament 1] -] a1 11 5 18 11 10 10 " [ T i1 150
Bank charges ] a ] . ] o ] o ] . ] o 0
Nacaianess 0 Q 0 . 0 Q 0 Q . o G 0
Owner's drawings ! 0 0 0 0 0 0 0
Lo repnyments ] ] 0 0 0 ] v 0
Tax payments 0 25050 0 1 0 | 0 [ 0 i 6,225
Capesl purchases i i 10,000 i 10,0648 i . 21,398 8 I 41,328
Oahai 0 9 0 : 0 . 0 0 0 . 0 0
Total Payments ] 52 054 0,716 19,851 12,346 22,358 15,716 24048 14,016 16,116 J2,001 10,578 15,184 TBE, 105
Cashflow SurplusDeficit |-} 0 (46,064)|  (20,696) 18,785) [1,053) {7,670) 650 3289 8446 9,251 3,757 19134 18451 (21,390}
Opening Cazh Balsncs o a [45,164) | 6 B0 ) (5645 i76,658) {24, 358) (83, 718) (B0 429 (71,583} [EETI2) | 58,575) [38.841) :|'-I.".l-1::-|
Closing Cash Balance 0 {46, 154] ] {7 B 1k5) [TERE) (B4, 355] [&3.718) { B0 A5) (71.863) 162,732 [55.875) (08400 [21,3909]  (TeRE03)|
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n e You need to create ways to generate $83,334 per month in
What is $1 million cales

INn revenue?

That is $4,167 per day if you're open 20 days per month.
 That's $521 per hour if you're open 8 hours per day.

 That's $348 per hour if you're open 12 hours per day.

That is $2,778 per day if you're open 30 days per month.
 That's $348 per hour if you're open 8 hours per day.

 That's $232 per hour if you're open 12 hours per day.

You must create quarterly/ monthly/ daily sales goals for
your team!

_ www.whcusa.com S
Copyright 2024 www.whcusa.com
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n e You need to create ways to generate $83,334 per month in
What is $1 million cales

INn revenue?

Average price of Services?

 Charge $100 per hour? That's 834 total hours per month. If you have FT
staff, you're billing your clients for 5 to 6 FTEs at $100 per hour. You pay
them a lesser amount so you can make a profit.

 Charge $5000 per project? That's about 17 projects per month or 200
projects per year.

« Charge $50,000 per project? That's about 2 projects per month or 20
projects per year.

Think about the infrastructure and target clients you'll need to make this
happen. Don't market to people who can't afford to pay you at this level.
They aren’t your clients anymore. We are in business to generate revenue
and make a profit.

_ www.whcusa.com S
Copyright 2024 www.whcusa.com
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n e You need to create ways to generate $83,334 per month in
What is $1 million cales

INn revenue?

Average Price of Products?

* Average $2 per product? That's about 41,667 sales per month or
500,000 sales per year.

« Average $20 per transaction? That's about 4,167 transactions per month
or 50,000 transactions per year.

« Charge $350 per package? That's about 238 packages per month or
2,857 packages per year.

Think about the infrastructure and target clients you'll need to make this
happen. You may need to become more efficient, shift to different
manufacturers, sell online, add more space, add more staff, increase your
hours, sell different products and target different customers to make this
happen. This will probably affect your pricing and profitability.

_ www.whcusa.com S
Copyright 2024 www.whcusa.com
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Average price? Rverage price of your services and products?

You may offer your customers a wide range of choices. For the purposes of
projecting volume of sales, consider the range of your prices but identify
the average price that you charge your customers. This helps plan for the
infrastructure needed to sell higher volumes.

Example: Salon Services

$35 for a hair wash. $150 for a hairstyle. ($35 + $150)/ 2= $92.5 on average
for a service.

To hit 1 million in revenue, that salon owner would need to consider how
much infrastructure would be needed to support 10,811 services.

$1,000,000/ $92.5= 10,811 services

This is NOT a perfect number. It is a start to assess needed infrastructure.

_ www.whcusa.com S
Copyright 2024 www.whcusa.com
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12 Month
Cash Flow
Forecast
Expenses

How much will it cost to make it
happen? This is the ask when
speaking to lenders and the
foundation for sales goals.

Loan repayment, estimated tax
payments, insurance, reinvestment.
Are you paying yourself? You must
cover your pay in your pricing if you
plan to sell your business or get out of
the day to day. Your personal

expenses determine your monthly pay.

Remember materials, time, labor,
marketing costs, taxes, fees, normal
business purchases, inventory,
packaging, transportation, distribution,
office, utilities...

Cash Flow Forecast - 12 Months

Monih: " Pre-Start i 2 3 4 '] ] T g ] 10 11 12 Totals
Rewnipis
Cash sakes o i 10,020 10 B 12,525 14,155 15,865 18270 21,710 24.21% 5,408 20, B 33, D66 216,035
Cobeclions from chsdi dakes ] g 0 F=d| 418 Eedl 52 752 1.002 1,002 1,166 6,030
New equiy infigw 1] g (1] 0 1] 0 0 i) i i) Q [ ]
Loans receined ] 18,70 o . B350 . ] ] o 1,750
i 0 d 0 : 0 d 0 2 0 . 0 Q G 0
Total Receipts ] 16,100 10,020 11,106 1,23 14,858 16, 366 2T J0% T2462 24,967 35,758 29510 34,232 M TIE
Payments
Cash purchases o 4 6 166 LEL a7 166 145 145 68 113 12 16T 1,784
Payments to crediors ] 1,283 aTe L] a2 T &5y 445 Lap 455 138 k-] 503 & 56
Salanies and wages ] 6,304 5120 Pl ] 2058 3T 2820 233 2,338 2620 1,780 178 2831 36033
Empioyes benglis o 2015 2.550 1,310 1025 1,554 1310 1162 1.168 1,210 50 5] 1.31% 17,966
Payrol tawes ] 1.0%51 B53 &7 343 &1 &37 ] 380 437 247 Fa 1) L5 5059
Rant 0 5153 & 267 &S 1.715 AL 2,183 1547 1.947 2083 1,483 1453 2,182 9,943
Utitities /] 1021 B3 L] 13 [0 £28 e ] [ 288 -} 2% A2
Repairs and mantanancs ] e &7 243 L 45 243 218 218 243 165 185 244 3529
Ingurance o 1021 B30 435 133 B4 425 s £ 435 288 Fi 436 5823
Trawvel ] 1.240 1,007 1% &05 T34 818 LL0] &50 518 150 354 & 069
Telmphona 0 1,043 B4T 4 341 BT 434 T 387 4H 285 55 435 5040
Foatage o 418 358 182 142 =3 182 162 163 -] 124 124 182 2499
Offica supples ] 349 170 T o 581 354 352 352 4 268 Fa} 386 5408
Advariang o 6538 5535 28D 2265 LA LR 2883 2571 2571 2883 1958 1559 1.085% 39,545
MLarketingipromobon ] 433 4418 2% 1,778 37 2081 2e 2,018 2.5 1538 1,538 2270 31,007
Profesaicnal faes. ] 1.7 1422 ] 572 1036 T2 E45 Ll T3 abd A5 ™ 082
Tramng and developament 1] -] Fa 11 g 18 11 10 10 " [ r 1 150
Bank charges ] "] ] ] ] "] ] "] ] "] ] "] o 0
Nacianesys Q 0 Q ] Q 0 -] 0 ] o -] G 0
Owner's drawings ! 0 0 a 0 1] 0 2] 0 1] 0 o 0 0
Loan reguyments ] -] ] -] ] -] ] -] ] ] ] -] 0 0
Tax payments o 25,050 0 4178 0 Q 0 Q 0 9 o Q g 79,225
Capéesl purchases ] "] ] ] 10,000 "] ] 10,060 ] '] 21,328 a o 1,328
Cahar 9 0 : 0 . 0 0 0 . 0 0
Total Payments ] 52 054 0,716 19,851 12,346 22,358 15,716 24048 14,016 16,116 J2,001 10,578 15,184 TBE, 105
Cashilowe SurplusDeficit (-) ] (46, 154) [30,696) 18,785 [1,063) i7.670) BED ] 8,446 2,251 5,767 1914 18,451 1 '."h'l-l
Opening Cazh Balsncs o a [45,164) | 6 B0 ) (5645 i76,658) {24, 358) (83, 718) (B0 429 (71,583} [EETI2) | 58,575) [38.841) :n'-l.'.H::-l
Closing Cash Balance 0 {46, 154] ] {7 B 1k5) [TERE) (B4, 355] [&3.718) { B0 A5) (71.863) 162,732 [55.875) (08400 [21,3909]  (TeRE03)|

Download at https://whcusa.com/cashflow/
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Annual Profit How much do you want to bring home each year or
Goal? month after all your expenses?

You should run your business. It should not run you. Your business should
be a tool to generate the money you need to live the life you want.

Your business should be profitable. Otherwise, it is an expensive hobby
and a liability. If it is not making a profit, you need to move quickly to find
a fix. An unprofitable business it will drain you mentally and financially and
probably negatively affect your health and home life.

Also, you should be paying yourself. And we recommend that you
consider your pay an expense. Why? Someone has to do the work if you
sell the business or get sick. That labor should be accounted for in your
pricing. Plus, lenders want to see that you pay yourself.

What is left over after expenses is profit. So, how much?

_ www.whcusa.com S
Copyright 2024 www.whcusa.com
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Cost to Make One? How much does it cost to make one of whatever
you sell?

Look at your expenses for the month. Divide that number by your average
number of sales per month.

Total Monthly Expenses/ Average Number of Monthly Sales= Average Cost
to Provide One Product or Service to Customer

This is NOT a perfect number. But what it does is that it requires you to
look at ALL your expenses for the month and determine HOW MANY sales
you make in a month.

You should include everything in your expenses! It's not just the
ingredients to make a cupcake. It's also your business insurance, utilities,
marketing, your pay, your team'’s pay and any other business expenses
involved in making that cupcake. This will help you get closer to the right
price to charge your customers.

www.whcusa.com ‘ S
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Knowing your average price and your total
monthly expenses helps you set minimum sales
goals and assess pricing.

Break Even Point?

Look at your expenses for the month. Determine how much revenue you
need to bring in to keep the lights on and cover your expenses.

Divide that number by your average price.

Total Monthly Expenses/ Average Price= Minimum Sales Goal to Stay
Open

That Minimum Sales Goal to stay open is a VERY important number. This
doesn't include any profit. But once you know this number, you can start
to determine if you can keep sales volume the same and increase pricing
or keep pricing the same and increase sales volume. Or maybe increase
both.

www.whcusa.com ‘ S
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http://www.whcusa.com/

The Trade of Money

for Time

TEKY - dp
owrsror -~ El oo
FRYOU = : 0 e
GRAN | GLUTEN-FR6F :

Employees trade their time for money. | _—

As the business owner, you hire people and trade
your money for their time.

This frees you to:

* Think, innovate and work in your “talent area.”

* Find new ways to grow the business.

* Find new ways to make more money so you
can hire more people so you can make more
money.

www.whcusa.com
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If workers do all the work, why {)

should the Boss get rich???

Business Owners create opportunities for all the
stakeholders to benefits from their idea.

Workers get paid.
Suppliers get paid.
The government gets paid in taxes.

Workers, suppliers and the government spend that money to
buy other products and services.

All from the business owner taking the risk and making their
idea a reality.

idea!

www.whcusa.com
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How Do You Want to Make Your Money?

S100k in Revenue

S$30k in
expense

S70k in
profit

m Take home m Overhead ]

Scenario 1. You work alone, all day and all night.

You generate $100k in sales revenue. After
expenses, you keep $70k for yourself (70%
profit). There is no one else to pay because you
do everything.

S270k in Revenue

S70k in
additional
expenses

$100k
payroll

m Profit = Payroll Other Expenses

Scenario 2. You aren’t involved in the day-to-day of your business.
Your team of 2 handles all the work but you check-in to make sure
they have what they need. Their payroll is $100k. Outsourced roles,
plus other expenses are $100k. The company generates $270k in sales
revenue. After expenses, you keep $70k for yourself (26% profit).

www.whcusa.com @ B
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WHC Cash Flow Projections Tool | Copyright 2024 Will Holmes Consulting
a S ow Need Reources? Stay connected with WHC:  htfps:/iwhcusa.com Sign up for our online community at https:/www.willholmes.globalf Need funding? hitps:/fwhcusa.com/lending/
F o re c a s t I o o I Average Revenue per Month | § - |Average Sales per Month 0.00

Your company name: When does this projection start? Jan-24 Average Exg perMonth |$ - |Average Cost per Sale #DIVIO!

Summary (Based on 12 Months)

Your profit goal for the year: Difference: | § - Average Profit per Month $ - |Average Profit per Sale #DIVIO!

« Tell your story with numbers! Use
actual cash flow based on reality. No
place holders or even splits. TR s lpottnagnn

. Slow seasons? What else can | sell? [ S P O N P S I O O R P

- Every action costs money and
requires something to happen prior.

« Set milestones and sales goals or T :
funding needs for hiring, major 0 s e
purchases, expansion. o

* More sales usually require more or
different marketing and that usually

Total Revenue $ - |Total Sales Projected 0

Revenue Source 5

Revenue Source 6

COStS m O n ey_ Revenue Saurce 7

Revenue Source 8

« Savings Plan? Investing Plan? Your :

Customer payS for your retirement in Revenue Source 10
every purChase- Revenue Source 12

Revenue Source 13

Revenue Source 11

i InCIUde repayment plan for IoanS/ RevenueSourceL

lines of credit/ other debt.
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WHC Cash Flow Projections Tool | Copyright 2024 Will Holmes Consulting
a S ow Need Reources? Stay connected with WHC:  hifps:/iwhcusa.com Sign up for our online community at hitps:/www.wilholmes.global/ Need funding? hitps:/fwhcusa.com/lending/ Need help, accountability, or coaching? https-/iwhcusa com/30-60-90/

Summary (Based on 12 Months)

F o re c a s t I o o I Average Revenue per Month | § - |Average Sales per Month 0.00

Your company name: When does this projection start? Jan-24 Average Exg perMonth |$ - |Average Cost per Sale #DIVIO!
Your profit goal for the year: Difference: | § - Average Profit per Month $ - |Average Profit per Sale #DIVIO!
Jan-24 | Feb-24 | Mar-24 | Apr24 | May-24 | Jun-24 | Jul-24 | Aug-24 | Sep-24 | Oct-24 | Nov-24 Dec-24 Total
Total Revenue $ - |Total Sales Projected 0

RO L E P L AY' BANK BALANCE- This row Total Ex; s i — oV
- calculates your projected bank

balance at the beginning of month
This could be negafive or positive 0 0 0 0 0 0 0 0 0 0 0 0
based on your sales and expenses
from the prior month. If this goes

| need a brave volunteer.

Agenda R 0
Revenue Source 1 0 Notes (Revenue)
* Using the WHC Cash Flow Tool e 2 :
» Expenses and Milestones ;
« Revenue to Support Growth = Z
»  Profitability —= z

b Creating an ACtion Plan Revenue Source 9 0

H L Revenue Source 10 0
« Cash Flow is a Lender’s Love
Revenue Source 11 0
La n g u a g e Revenue Source 12 0
Revenue Source 13 0
Revenue Source 14 0
Revenue Source 15 0

Download at https://whcusa.com/cashflow/
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FREEDOM, SYSTEMS & CASH FLOW

Thank youl!

Facilitator:
Will Holmes will@whcusa.com

Greetings and Remarks

Join the WHC Community for free:
)7 https://www.skool.com/whc

Facilitator Introduction

Download the Cash Flow Tool 1.0 at

Discussion: Freedom https://whcusa.com/cashflow/

Projections, Role Pl

WHC Community Members can
download the Cash Flow Tool 2.0 (as
shown in this presentation) in the
Classroom section of the WHC
Community

Copyright 2024 www.whcusa.com 32
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