
 

Take Charge of Your Vision, Change Your Life 

 
Have you ever heard the axiom, "no matter where you go, there you are"? 
The same is true for the life we have created. It is said that we are where we 
are, based on the decisions we have made, the people we have chosen to 
associate with and the sum total of our five closest friends. Interesting formula 
isn't it?  But the buck always stops with you.  Where you are in life is the 
outcome of what you make happen, not what happens to you. It was Henry 
Ford who said, "Whether you think you can or can’t either way you're right".  

 
So what's this got to do with your vision? We have had clients say they struggle with their 
vision and the future of their business. Many have felt their enterprise has become 
complicated, attracting clients is difficult, marketing is confusing, keeping customers happy is 
a mystery, making a good profit is difficult.  Some say they have simply been beaten down 
and aren’t having fun anymore. If any of this resonates for you, it's a good time to stop and 
grab a pen and answer a few questions. At the top of your list answer this:  
 
Why did I get into business in the first place? In other words, what void in the marketplace 
did I hope to fill with my product or service? How was I going to do it better, faster, more 
reliably than anyone else? What pain was I going to alleviate from my customers’ lives that 
would have them choose me? What pleasure was I going to provide better than anyone else? 
What don't people like about buying in my industry in general and how could I demonstrate 
that I am different from the rest?  
 
Your business status right now is the vision you hold. The skills you possess, the level of 
knowledge you have, the competencies you have developed, all are part of the picture called 
your vision. Unless you learn new skills, acquire more knowledge and practice and learn to 
become more competent, your business will look very much the same in the future. Business 
does not remain static, why should you? Take some time right now and describe your 
company (or position) five years from now. Write as if it is in the present and you have 
accomplished your goals and dreams. Think outside the box, bigger than you think is possible 
right now. Be idealistic, positive and inspiring, even challenging. Now take stock of what you 
know and what you don't know or understand. What skills, knowledge and competencies do 
you have to master to fulfill this vision you have written about?  Sometimes when a client does 
this exercise it seems overwhelming or appears to be the size of an elephant. And we say, 
"How do you eat an elephant? One bite at a time"!  Now write down an action step you will 
take within the next 24 hours to move you closer to your vision. Take another bite tomorrow. 
 
When we look at a new client, we don't see a struggling business owner. We see a brilliant, 
capable and intelligent human being that cares and wants to make a difference in this world 
and leave an enduring legacy. How do you see yourself?  
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   Improving Your Cash Flow 
 

 

In last month’s issue of Titan Times we talked about cash flow.  This follow-up exercise is intended to make 
you think about your cash flow gaps. 
 
Cash is essential to the health of every business.  Even businesses that show profits are sometimes forced 
into closure simply because they cannot pay their bills due to a shortage of cash flow.  Understanding your 
business’ cash flow will help you to plan better and as well as to take an active role in improving your cash flow 
situation. 
 
Below is a basic diagramming of the “Cash Gap” that is common for most businesses: 

 
While you may not fit this diagram specifically, your business also probably includes a “Cash Gap.”  Please use 
the timeline below to diagram the “Cash Gap” in your business.  Be sure to include the elements above, as well 
as any elements specific to your business. 
 
 Day 1  Day 30  Day 60  Day 90  Day 120 
 
                    I_______________I_______________I_______________I_______________I  

 
 

Looking at your timeline and Cash Gap, brainstorm about various strategies that you might employ to shorten 
the Gap.  Some examples may be as follows: 
 
1. Require partial or full deposit on contracts to be paid up front 
2. Finish projects more aggressively so that they can be billed/invoiced quicker 
3. Bill/invoice immediately upon completion of job 
4. Complete the billing/invoicing process on a weekly basis 
5. Give 15 day terms instead of 30 days 
6. Send multiple bills/invoices with increasingly demanding tone at 15, 30, 45 days 
7. Give small discount for early paying of invoices 
8. Add and collect interest on overdue accounts 
9. Reduce inventory by using low inventory trigger points 
10. Buy inventory on consignment and pay when sold 
11. Negotiate longer terms from vendors 
12. Obtain a line of credit. 
13. Borrow against assets such as receivables, inventory and fixed assets. 
14. Extend payments on current loans at a lower payment. 
15. Interview new banks for more favorable relationships. 
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"We are managing the operating and com-
petitive fundamentals of the company not 
only to get through these challenging eco-
nomic times, but to emerge as a better 
and more fit competitor."  

 3M CEO George Buckley 

(at the company's annual meeting) 

 
Seven Business Valuation Terms You Should Know  

 

 
   As a business owner, you'll likely need to have your company appraised at some point. Appraisals are 
essential in the event you decide to sell or merge the business, create or update a buy-sell agreement, 
or devise or refine your estate plan. A good way to preempt the uncertainties of the appraisal process is 
to learn some basic valuation terminology. Here are seven terms you should know:  

 
Fair market value.  This is a term you may associate with selling a car, but it applies to businesses 

(and their respective assets) as well.  
Going concern value. This important valuation term often comes into play with buy-sell agree-

ments and in divorce cases. Going concern value is the estimated worth of a business that's 
expected to continue operating in the future.  

The asset (or cost) approach. One of three common approaches that appraisers use to value 
businesses, this approach essentially calculates a company's worth by adding up its assets net 
of liabilities.  

The income approach. Another one of three common approaches to valuing a business, the in-
come approach derives a company's value from its anticipated economic benefits.  

The market approach. Yet another one of three common approaches to valuing a business, here 
an appraiser uses one or more methods that compare the subject company to similar busi-
nesses, business ownership interests, securities or intangible assets that have been sold.  

Valuation premium. Sometimes, because of certain factors, an appraiser must increase his or her 
estimate of a company's value to arrive at the appropriate basis or standard of value. The addi-
tional amount is commonly referred to as a "premium."  

Valuation discount. In some cases, an appraiser needs to reduce his or her value estimate based 
on specified circumstances. The reduction amount is commonly referred to as a "discount."  
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