
 

 

Cash Flow: The Pulse Of Your Business                                                                                             

 

Cash flow is the life-blood of every business.  A healthy cash flow is as important as (if not more than) your business’s 

ability to deliver its goods and services.  If you fail to satisfy a customer and lose their business, you can make 

modifications to better deal with future customers.  But, if you fail to have enough cash to pay your suppliers, creditors, 

or your employees, you’re out of business. 

 

Cash flow is concerned with the timing of the movement of money. Inflows occur when you make a cash sale, collect 

on receivables, have investment income, or borrow money. etc.  Outflows are generally the result of paying expenses 

such as payroll, inventory, taxes, purchasing fixed assets, etc.  Cash Flow is not the same as “profit”, which is a 

snapshot of income and expenses at an event or over a certain period of time.  You can make great profits, but if it’s all 

in accounts receivable, you have no cash to pay your daily expenses. 

 

Four basic but important components to examine: 

1. Accounts Receivable Collections: The longer it takes for your customers to pay on their accounts receivable, 

the more negative your cash flows will be.  Stay on top of your collection efforts. 

2. Credit policy and terms form the blueprint you use when deciding to extend credit to a customer. The correct 

credit policy is necessary to ensure that your cash flow doesn't fall victim to a credit policy that is too strict or to 

one that is too generous. 

3. Inventory: An excessive amount of inventory hurts your cash flow by using up money that could be used for other 

cash outflows.  

4. Accounts payable and cash flow: Without payables and trade credit you'd have to pay for all goods and 

services at the time you purchase them. For optimum cash flow management, you'll need to examine your 

payables schedule. 

 

Four tips on managing your cash flows: 

1. Contingency plans. You should keep three plans at hand.  (1) Cash flows requirements when business is going 

according to plans (2) when business is slightly lagging (3) when business is hit hard (such as during these 

economic times). 

2. Cash Forecasting. Forecast, make a budget, stick to it.  Modify your budget only after thorough ongoing reviews 

of your cash flows and remember to include expenses that may not be due each month, such as annual insurance 

premiums. 

3. Spending Controls: Make sure you carefully negotiate leases and solicit price quotes.  Frequently analyze 

operations. 
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(continued) 

4. Add Employees cautiously: Actively seek ways to maximize your and your employee’s productivity.   You 

may also want to remember to consider alternatives such as outsourcing . 

 

Cash Flow is the lifeblood of every business.  The concept is much broader than that of profit, alone.  Close 

monitoring is critical to success.  Just as you need to maintain a healthy heartbeat by eating right, exercising and 

consulting your physician, you must have a firm grasp on carefully monitoring and managing the cash-flow pulse 

of your business.  To discuss comprehensive assessment, monitoring & management techniques and 

strategies, contact us at 973 -479-8218, 973-886-9154 or email us at  information@TitanBDG.com.  
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101/2 Rules for Successful Business Risk Taking 

 
1.   Focus on trouble and you will get trouble. Focus on success and you will get success. 

2.   Trust that your people know what a risk is. 

3.   Recognize that your people may not know how to recover from the negative effects of a risk. 

4.   Know that no risk is worth undertaking when proper planning or analyzing cannot be completed beforehand. 

5.   Know that no risk is worth undertaking when a “lessons learned” cannot be completed afterward. 

6.   Recognize that every plan of action and strategy must have a feedback instrument built into it. 

7.   Understand the costs of your risk tolerance and your risk avoidance. 

8.   Know that no one is exempt from making errors in judgment. 

9.   Tell the truth about the risk and its implications. Accept the truth about the risk and its implications. 

10. Be willing to live with the negative results of each risk undertaken. 

10'. Want more rewards? Take more risks! Want more success? Reward risk taking! 
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The Professional Business Coach  
 

 
A professional business coach is an expert in various areas and processes of business.  In 
practice, a coach takes the time to understand the owner’s business completely and pro-
vides systematic development strategies that help the owner reach his or her goals.   A 
business coach works to develop the whole business on a continuous basis, in contrast to a 
consulting engagement where expertise is typically focused on a specific stand-alone is-
sue.  A good business coach is a skilled mentor in the development of areas such 
as leadership skills, marketing and sales training systems, development of customer service 
systems, human resources, as well as financial analysis and intelligence.  
 

Business coaches engage with, among others, new ventures and businesses having difficulties.  A coach can 
prove highly effective in proprietary businesses, especially when the management is planning to expand, 
achieve yearly objectives, or sort out day-to-day problems. They also work extensively with business owners 
who are quite successful.  These owners invest in coaches to help them achieve and maintain even greater 
successes.  Many well established businesses find working with a business coach to be a highly profitable in-
vestment with an incredible Return on Investment.    In fact, a study conducted by Michigan-based Triad 

Performance Technologies, Inc. cites an average 10:1 return on investment in less than one year! 
 
As well, fast growing businesses need to constantly recruit new employees and acquire sufficient capital to sup-
port this expansion. Very often, expansion creates problems related to workforce management, resource alloca-
tion, and delegation of authority and responsibility.  Over time, these problems can escalate and start to seri-
ously affect productivity and profits along with the competitive advantage the business had in the first place.  The 
owners of these fast growing enterprises often have little time to manage the recurring, daily problems.  A busi-
ness coach can address these issues as well as work with the owners to enable them to prioritize their objec-
tives and allocate time and resources to each component of productivity in proportion to their relative contribu-
tions. 
 
Businesses that have failed in the past and are starting out fresh can also greatly benefit from professional busi-
ness coaches. These trusted advisors can assist in identifying and breaking free from inefficient management 
practices, and create positive new ones.  A business coach can also offer a fresh point of view and an unbiased 
opinion about the business as well as provide competent strategies and tools.  In fact, many failed ventures oc-
cur because the owner, such as an electrician or IT specialist, has great technical skills related to the product or 
service they sell, but limited business and financial skills.  A business coach works with these owners to assure 
they have the requisite knowledge and savvy for sustained success.   
 
Working with a coach is challenging, exciting and focused. A professional coach’s goal of fostering dynamic, 
continuous progress creates incredible business momentum.  Combined - exhilaration and remarkable success! 
 

*** 

ñIf we did all the things we are capable of doing, we would literally astonish ourselvesò 

-Thomas A. Edison 
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