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Help you get GOMFORTABLE with numbers
Offer a HIGH-LEVEL perspective
You’re NOT alone

Choose DISCOMFORT... now
START with the end in mind
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e Limiting financial behaviours and e Abdication vs. delegation of
beliefs financial responsibilities
e Limited financial management e Financially vulnerable businesses
knowledge and owners
e Societal stigma and bias towards e Resistance and/or guilt towards
bottom-line profit profiting in business

*Failing Concerns: Business Bankruptcy in Canada, Statistics Canada
**Personal findings collected from eight years of working with over 192 small businesses (under $20 million in revnue), across, ON, MB, SK, AB, BC.



THE IMPORTANGE
OF BOTTOM-LINE
PROFIT

=  Pay yourself dividends

= A confidence booster

=  Recruit and retain quality people

=  Expand operations (space, geography, ideas)

=  Aquire assets

= Increase the value of your business investment






| THE INCOME STATEMENT |

| THE CASHFLOW FORECAST |
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*= Notsaving
= Cashingin

= Overspending
= Credit Cards
= Mixing biz w/

personal

* Not investing
= CashinglIn

= Oblivious

* No ROl on biz

INVEST

= Not sharing
= Not setting

aside taxes

= Programs

= /Accepting

what the biz
can afford to

pay you




THE MAGIC
NUMBER
IN LIFE

=  Emergency fund (short-term security)

=  Nest Egg (long-term security)

=  Paydown debt (limit exposure, save interest)
= Investin your child’s future

u Invest in enriching experiences

= Take pride in your philanthropic impact

=  Pay your taxes on time



TEAM + PERSONNEL

Owner’s Salarv.. s
Wages
Source Deductions
Benefits

Pension Plans
Bonuses

Recruiting + Training
Developers

Prof Development
Org Development
consultants

SPACE + OPERATING

Rent

Utilities
Telecommunications
Insurance

Bank Fees
Professional Fees
Maintenance
Security
Software/Hardware
Permits
Kitchen/Cleaning

SALES + MARKETING OTHER

Basic Materials Loan Repayment
Website Personal CCs
Meals+Entertainment Amortization
Travel / Mileage Contingency
Subscriptions (CRM) Inventory Surplus
Marketing Support vwner’s Diyjdene
SWAG

Donations \\\\

Marketing Mix (
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Revenue Stream 1

Revenue Stream 2

Luuos nevenue Stream 1
COGS Revenue Stream 2

Net Profit
AKA: The Bottom Line




VALUE-BASED PRICING 14 PROFIT)

1. Select your product

2. Research competitive offering and price
3. Determine consumer’s top decision-making criter§
4. Score your product |
5. See where you land

CRITERIA Scale: 1to 5

Soft Skills Score 3 Total Score = 23
Hard Skills Score 4 g /6= 4
Industry Experience  Score 4 ]
Brand Promise Score 5 s25 850 75 $100  $125
Unique Offering Score 4

Pain Point Score 3




MATERIAL

ltem one
ltem two
ltem three
ltem four
ltem five

Total = $25

Shipping
Duties
Exchange
Sub-

contractors

Total = $25

PART 1

Material + Inputs = $50
$50/$100 Selling Price
= 50% COGS

PART 2
Material+Inputs+Labour = $75

$75 [ $100 Selling Price
=75% COGS

Task 1
Task 2
Task 3
Task 4
Task 5

Time x Rate

Total = $25




DOLLAR
VALUE

otal Sales $250,000

Add dollar value of all Indirect Costs [Step 2]

2. Average your combined Direct Costs % for each
product [Step 5]

3. Determine what Net Profit % you'd like to achieve

4. Determine the % of your Indirect Costs by adding
Direct Costs % and Net Profit % and subtract by
Total Sales %

5. Determine Total Sales $ needed by dividing Indirect

Costs $ by Indirect Costs %

Multiply Total Sales $ by Direct Costs %

Subtract Indirect and Direct Costs $ from

\ Total Sales $ to arrive at Net Profit $

$125,000

$100,000
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THE MAGIC
NUMBER
IN BiZ

=  Foryou, your employees, clients, investors

=  You get paid equitably

=  Grow an investment

=  Rideout economic downturns

=  Expand and acquire

=  Give back, increase social impact

=  Easily secure funding

= Recruit and retain qualified team members...
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How to bring your Magic Number to life
Example // 2500 widgets @ $100 each |

Conversion Rate 10% 10% 10%

Size of Audience 2,500,000 250,000 25,000

Message + Ask

Medium B2C: Social Media Website Discovery / Tour
B2B: Direct Discovery Proposals

Materials

Cost

Time Period

w You SOIVe them

It’s always

ab0ut
Never 5 thenL

bout yoy,

Repeat and Refer

Product or Service







Statement of Earnings (Loss) and Retained Earnings (Deficit)
{(Unaudited - See Notice to Reader)

\I ‘ Yenr ended Sepiember 30, 2016, with comparstive figures for 2015
& " Toi6 015
] = Sales $1955,043 51952781
= Cost of sales 3,186,302 183819
“ u Gross profit (-10.3%, 2015 5.8%) (201,259) 113,962
= = Espenses:
Professiomal fees 12989
u h Accoanting 12000
Imterest om long-lerm deba 8,933
= h Imterest and hank charges 8,358
Adveriising and promotion 8,297
[rsurance .00%
; = e o
Memberships & Licenses 178
e ‘ Menls snd entoriainssmt 1587
Travel a0
= Telephone and utilities 1476
Repairs snd mainbenance -
a a Bad debis (recovered) {5,453)
- .
[ ] {Loss) enrnimgs from opernlions (283, 665)
-~ Gaan oo sale of property and equipment .
‘ {Lass) earnings before income taxes (283,665)
h Income tnx (recovery) (10A475)
(Linas) Mel enmengs (373.190)
Resnined eamings, beginning of year 121,201

(Deficit) retained carnings, end of year $ (151899)  § 121,291




Gonvert your
numbers into
percentayges
and watch
the runways
light up.




Sales

Framing, Renovations and
General Construction
House Sales

Misc. Income

Interest Income

Total Revenue

% Change / Previous Year
Total Direct Costs

Team / Personnel

Space and Operating
Sales and Marketing
Miscellaneous Expenses
Total Indirect Costs

Net Profit

2010

2011

100.00% 100.00%

0.00%
0.00%
0.00%
0.00%

218,521
na
82.93%
0.55%
8.77%
0.26%
8.59%
18.17%
-1.10%

0.00%
0.00%
0.00%
0.00%

529.028
142%
65.98%
1.37%
8.45%
0.00%
5.71%
15.53%
18.49%

$INTO %

2012
100.00%

0.00%
0.00%
0.00%
0.00%

485,867
-8%
90.75%
1.35%
14.86%
1.18%
6.62%
24.01%
-14.76%

»

2013
0.00%

62.75%
37.08%
0.16%
.02%

2014
0.00%

61.78%
37.74%
0.12%
0.36%

2015
0.00%

56 54%
43.35%
0.09%
0.02%

2016
0.00%

19.69%
11.36%
68.95%

0.00%

2017
0.00%

25.85%
42.68%
31.46%

0.00%

1,062,0311,563,918 1,952,781 1,955,043 4,100,000

119%
85.36%
0.89%
6.61%
0.18%
4.07%
11.76%
2.89%

47%
95.75%
0.22%
1.07%
0.47%
1.36%
3.11%
1.14%

25%
94.16%
0.88%
1.38%
0.40%
1.35%
4.01%
1.83%

0%
110.29%
1.79%
1.39%
0.00%
0.61%
3.79%

110%
0.00%
0.00%
0.00%
0.00%
0.00%
0.00%
0.00%

NailtheNumbers.com
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NET PROFIT

10

Total Sales

Renovations (Med)
Renovations (Large)
Renovations (xLarge)
Custom Homes
Direct Costs
Renovations (Med)
Renovations (Large)
Renovations (xLarge)

Custom Homes
Indirect Costs

Team / Personnel
Space and Operating
Sales and Marketing
Other Expenses

Net Profit

$4,100,000
Not available
Not available
Not available
Not available
110.3%
Not available
Not available
Not available
Not available
3.79%
1.79%
1.39%
0.00%
.61%
-14.09%

$3,803,600
$600,000
$450,000
$1,250,000
$1,500,000
$3,040,000
$425,000
$340,000
$1,000,000
$1,275,000
$410,028
$238,866
$95,090
$38,036
$38,036
$353,572

100%
15.77%
11.83%
32.86%
39.44%
79.92%
70.83%
75.56%
80.00%
85.00%
10.78%

6.28%

2.50%

1.00%

Revenues
decreased
Separated revenue
streams
Calculated COGS
for each stream
Added owners’
salaries

Increased indirect
expenses

Created a planto
sell the most
profitable of
products
Increased profit by
+23%
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IMPORTANT
TAKE-AWAYS

Only you can do this work.
It can't he delegated out.

=  PUT yourself first

= PAY yourself fairly

=  PRICE based on value

=  Plan for PROFIT

=  Profiting is a proven PROCESS

=  PROCEED with the first of 8 small projects



DX TAUNYAQEPIFANY.CA
Y 306.713.8321
EPIFANY.CA
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