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TITAN Business Development 

Group, LLC is a results-driven, 

professional, innovative and 

energetic business development 

firm located in Flanders, New 

Jersey, specializing in business 

coaching, advisory services and 

exit planning.  From formation and 

startup, through all stages of the 

Business Growth and Maturity 

Cycles, Titan’s business coaches 

and advisors work with sole-

proprietors, partners, corporations, 

management, staff and teams to 

successfully create definitive, 

measurable and sustainable results.   

Working together  to improve 

operations, develop strong 

business systems, design robust 

strategies, increase profits, 

enhance knowledge and create 

plans in areas such as financial 

management, sales, marketing, 

leadership, productivity and more,  

Titan BDG’s goal is to help its 

clients become titans in their 

industries.  

The TITAN BDG way is much 

more than the right steps at the 

right times, it is also a highly 

collaborative, professional, 

respectful and effective approach 

to impacting our clients in a 

fashion that empowers them to 

turn ideas into clear visions and 

transform those visions into 

reality. The TITAN BDG way is 

about expanding one’s definition 

of achievement and success – and 

surpassing the rest of the pack. 

As Certified Exit Planning 

Advisors, we are also keenly 

skilled in helping you identify, 

protect, build, harvest, and manage 

the value in/from your Company. 

Our exit planning services apply 

the Value Acceleration 

Methodology of the Exit Planning 

Institute – the global authority on 

exit planning. 

Your 2027 Budget Should Be More Than  

Last Year's Numbers Plus 5%  

If you're a business owner, here's a question worth asking: Are you actually planning for a 

better year, or are you simply hoping next year looks a little better than this one? 

Too many business owners work hard all year, only to enter January with essentially the same 

financial plan they had the year before. They increase projected revenue by 5%, adjust 

expenses for inflation, and assume everything else will somehow fall into place. 

But what if your pricing is wrong, your expenses are out of control, or your business isn't 

generating enough cash? Adding 5% to last year's numbers won't solve those problems. It will 

simply carry them into another year. 

A budget should reflect where you want your business to go, not simply where it has been. 

Before developing your 2027 budget, consider what you want your business to accomplish. 

Are you planning to expand into new markets, introduce products or services, hire employees, 

improve profitability, or reduce your involvement in daily operations? Each objective has 

financial implications, and your budget should account for the resources necessary to achieve 

those goals. 

Revenue projections should be based on realistic assumptions about pricing, sales volume, 

customer retention, and your ability to deliver products or services. For example, projecting 

a 15% increase in sales sounds promising, but can your existing staff and equipment 

accommodate that growth? Will additional employees, inventory, or technology be required? 

How will those investments affect profitability? 
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Expenses deserve the same scrutiny. Rather than automatically increasing every expense 

category, evaluate which costs are necessary, which can be reduced, and which investments 

could improve efficiency or support growth. Just because you spent money on something 

last year doesn't mean you should continue spending it next year. 

Another common budgeting mistake is focusing exclusively on profitability while 

overlooking cash flow. A business can report healthy profits and still struggle to pay its 

bills. Loan principal payments, equipment purchases, inventory increases, and slow-paying 

customers can consume cash without necessarily appearing as expenses on the income 

statement. Your financial plan should include both an operating budget and a cash flow 

forecast. 

Equally important, your budget shouldn't be prepared in December and forgotten by 

February. It should be a management tool that you regularly review throughout the year. 

Compare actual results against projections, investigate significant differences, and make 

adjustments when circumstances change. If sales fall short, determine why. If margins 

decline, investigate pricing or costs. If cash flow tightens, identify the problem before it 

becomes a crisis. 

Your budget is not simply a prediction of what might happen. It should be a financial 

roadmap for what you intend to accomplish. As you prepare for 2027, don't settle for last 

year's numbers plus 5%. Build a budget that challenges your assumptions, supports your 

strategy, and helps you make better business decisions. 

*** 

 
 

The Hidden Cost of Doing Nothing  

Why Inaction May Be Your Business's Most Expensive Decision 

Your business could be losing thousands of dollars right now, and the reason may be 

something you already know needs to be fixed. 

Not a bad economy. Not increased competition. Not rising costs. Something you've been 

putting off. 

Maybe it's the employee who hasn't been performing for months. The prices you know 

should have been raised last year. The customer who consumes far more time than they're 

worth. Or the outdated process that frustrates everyone but somehow never gets changed. 

(continued) 
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“The rung of a ladder was 

never meant to rest upon, 

but only to hold a man's 

foot long enough to enable 

him to put the other 

somewhat higher.” 

-Thomas Henry 

 

 

 

“The difference between 

the impossible and the 

possible lies in a person’s 

determination.” 
 

-Tommy Lasorda 

 

 

 

“The person who gets the 

farthest is generally the one 

who is willing to do and 

dare. The sure-thing boat 

never gets far from shore.” 

-Dale Carnegie 
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You recognize the problem. You know something needs to be done. You've probably even told yourself, 

"I'll deal with it when things settle down." 

But things never seem to settle down, do they? 

Meanwhile, the problem continues, the costs accumulate, and opportunities slip away. And because 

nothing dramatic happens on any particular day, it's easy to convince yourself that waiting a little longer 

won't hurt. 

Here's what many business owners fail to recognize: Doing nothing isn't avoiding a decision. Doing 

nothing IS a decision, and it may be one of the most expensive decisions you'll ever make. 

One of the biggest misconceptions in business is that maintaining the status quo means things will remain 

the same. In reality, businesses operate in constantly changing environments. Customer expectations 

evolve, competitors improve, operating costs increase, and technology continues to advance. While 

you're standing still, the world around you keeps moving. 

Consider a business owner who knows prices need to increase but keeps putting it off out of fear of 

losing customers. Meanwhile, payroll, insurance, supplies, and other operating expenses continue to rise. 

Every month that passes without a pricing adjustment further erodes profitability. The owner may feel 

they've avoided a difficult conversation with customers, but what they've actually done is accept lower 

margins. 

And the financial impact can be significant. Consider a business generating $1 million in annual revenue 

that postpones a justified 5% price increase for an entire year. Assuming sales volume remains 

unchanged, that's potentially $50,000 in additional revenue left on the table. Depending on the business's 

cost structure, much of that amount could have contributed directly to the bottom line. 

The same principle applies to employees. Many business owners tolerate poor performance far longer 

than they should. Perhaps an employee consistently misses deadlines, makes costly mistakes, or creates 

friction within the organization. Rather than confronting the issue, the owner hopes things will improve 

on their own. Meanwhile, productive employees become frustrated, customer service suffers, and the 

owner spends additional time correcting problems. What initially seemed like avoiding an uncomfortable 

conversation becomes an ongoing financial and operational burden. 

Then there's the issue of outdated systems and processes. Business owners frequently recognize that 

certain procedures are inefficient but continue using them because "that's the way we've always done it." 

They may resist implementing new software, delegating responsibilities, or documenting procedures 

because making changes requires time, money, and effort. Yet those inefficiencies quietly consume 

valuable resources every day. Over the course of a year, the cumulative cost can be substantial. 

The problem with inaction is that its costs rarely appear as a separate line item on your financial 

statements. There's no expense account labeled "Opportunities We Ignored" or "Money Lost Because 

We Waited Too Long." Instead, those costs are buried in declining margins, lost customers, unnecessary 

overtime, missed sales, employee turnover, and countless hours of wasted productivity. 

(continued) 
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Perhaps the most damaging consequence of inaction is the opportunity cost. Every dollar, hour, or resource 

committed to maintaining an inefficient situation is something that cannot be used elsewhere. Time spent 

repeatedly fixing the same operational problems is time that could have been invested in developing new 

customers, improving products, strengthening your team, or pursuing strategic opportunities. 

Inaction can also have a significant impact on the long-term value of a business. A company that remains 

heavily dependent on its owner, lacks documented procedures, or consistently postpones necessary 

improvements may generate acceptable income today but be considerably less attractive to a potential buyer 

tomorrow. Business value isn't determined solely by current profitability. It's also influenced by risk, 

sustainability, growth potential, and the company's ability to operate successfully without the owner's 

constant involvement. 

And there's another cost that's often overlooked: the personal toll on the business owner. Unresolved 

problems don't simply disappear when you leave the office. They follow you home, occupy your thoughts, 

disrupt your sleep, and contribute to the stress that so many business owners experience. Ironically, the very 

issues you're avoiding to reduce stress often become some of its biggest sources. 

Of course, this doesn't mean business owners should rush into every decision. Thoughtful analysis, 

appropriate planning, and evaluating alternatives are essential components of effective leadership. There's 

a meaningful difference, however, between taking time to make an informed decision and repeatedly 

postponing a decision because it's uncomfortable or inconvenient. 

So how do you break the cycle? 

Start by identifying the issues you've been avoiding. Most business owners already know where at least 

some of their problems exist. They're the situations that repeatedly cause frustration, consume 

disproportionate amounts of time, or keep appearing on the same to-do list month after month. 

Next, consider what those unresolved issues are actually costing your business. Estimate the financial 

impact where possible, but don't overlook the less obvious consequences, such as lost productivity, 

management distraction, customer dissatisfaction, and missed opportunities. Sometimes putting even an 

approximate dollar value on a problem provides the motivation needed to address it. 

Finally, establish a specific course of action and a deadline. Not every problem can be solved immediately, 

but nearly every problem can be moved closer to resolution. The key is replacing indefinite postponement 

with deliberate action and accountability. 

As a business owner, your responsibility isn't simply to keep the business running today. It's to make 

decisions that position the business for continued success tomorrow. That often means confronting 

uncomfortable realities, challenging established practices, and making changes before circumstances force 

your hand. 

The greatest risk to your business may not be making the wrong decision. It may be allowing an 

important decision to go unmade for far too long. 

At TITAN Business Development Group, we help small business owners identify obstacles, evaluate 

opportunities, and develop practical strategies for moving their businesses forward. If you've been putting 

off important decisions or aren't sure where to begin, schedule a complimentary consultation to discuss 

your challenges and explore your options. 

Call 973-601-3275, email information@titanbdg.com, or visit www.TitanBDG.com. 

Because doing nothing may feel free, but that doesn't mean it isn't costing you. 

mailto:information@titanbdg.com
http://www.titanbdg.com/



