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Learn the key features of each of
our reports and how to run them.

Best Practices

Learn tips for presenting reports

to your clients.

Additional Resources

Table of Contents

Tools, tips and tricks on how to

successfully implement ProfitCents
into your service offerings.




Getting

STARTED

ofeents



About ProfitCents

Our Software as a Service (SaaS) platform is designed to help your firm streamline

workflow, scale processes and create consistent growth opportunities. ProfitCents
helps firms increase realization rates and add value during advisory engagements.

ProfitCents helps thousands of firms and consultants acquire
and retain clients through differentiated, high-value services.
Build or strengthen an advisory practice and leverage robust

benchmarking.




About Our Data

ProfitCents strives to provide you with the most representative,
relevant, and useful data by maintaining our ProfitCents
database with a uniform, systematic, and statistically valid
filtering system. We believe that useful data must be
representative, relevant, and timely. Our filtering system ensures
that the industry averages used throughout our products
present you with representative information that accurately
reflects the economic conditions of your industry for your

financial analysis, whether you segment the data by geographic

region or sales range.




User Settings

rofiteents

User Settings

Allows you to assign default

settings for all reports.

Set default settings for the

Narrative report

rofteents
gse Settings

Add company logo and contact
information

rofiteents
User Settings

Upload a PowerPoint theme to

apply to Narrative presentation




Support & Training

Access our Support Center and browse

articles
B To schedule a one-on-one training
session, fill out a Request a Training form

Request A Call

Name: *

Phone

Reason For Gall*[—— ] Contact our support team for any

questions
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Instructions:
Creating a New Client

Help us

roffeents o @, SR G nfieets i Tons @ ol O

Home > Companies

Nonprofts | Financia ntiutions | Governmernts

Recent Companies Search / Add

Add/Edit Financial
Information

Run Reports

What We Do With Your Data

All Companies

Help us make

I]r“"mﬂms L supportamanng @ Mstedindil)

Company Information

Hom w Company

State or Equivalent:
Po
Organization Type:

Industry Code - ants o [N vacs

Assign an alphcnumeric ID to
anonymize the company name
Select : :
and

- N N Help us make T

l]l'ﬂ[ltl]ﬂms B swponatanng @, ed e O Income Statement Balance Sheet
Import Client Financials Export To Excel Load Subaccounts.
° o

Period Duration:

Review Financial Data s

Home > Comy ata

Duration Period Description

No financial statements yet

New Financial Statements

Enter financial statement data

For more details,
watch the video ProfitCents: How to Enter a Client



https://youtu.be/HuXFCf0tqsM
https://youtu.be/pYM_BTBMpvI

Instructions:
Determine a NAICS code

ProfitCents uses the NAICS coding system to classify an
industry. The NAICS code can be determined while
assigning company information or running an Industry
Data report, and can be determined three different
ways:

Search

Select an industry
restaurant Q [ES NAICS

7225 - Restaurants and Other Eating Places

nd Other Eating Places

vVvVVVVVVYVVVYY
»

an
56159 - Other Travel Arrangement and

Type part of the number or a keyword Use the list method to narrow
until the desired code populates down your choices

North American Industry
Classification System

; NAICS Search

Redirect to the NAICS website
for more detailed information,
including cross-references and
corresponding index industries

For more details,
watch ProfitCents: How to Determine a NAICS Code



https://youtu.be/SzMIiCWPnck

Instructions:
Entering Financial Data

Jrofilcents
1 Period Duration: | Twelve Months v |
Runeports [ ~4ztzncs _
e Period End Date: 12/31/2021 58

Select and

Income Statement

Import Client Financials Expor
o o

Twelve Months v |

mpanies Search / Add

Period Duration:

2 5 Period End Date: 12/31/202188
Add a new company or choose an ity [T tar

existing one
Enter Income Statement data,

including KPI accounts, if
applicable. and

Duration Period Description

1 2 @ 123172021

months
Income Statement Balance Sheet

AP

Period End Date:
Cash (Bank Funds): |

No financial statements yet

780,039

New Financial Statements

Choose for current | Enter Balance Sheet data,
companies, or including non-financial KPI
for new clients information, if applicable.

and

For more details,
watch ProfitCents: Entering Financial Data


https://youtu.be/HNa1HZB4KeA

Instructions:
Determining KPIs

Below is a list of all 1053 industries with KP1s. By clicking on an industry name, you can preview the Key
try.

Performance Indicators and additional inputs for the chosen industry.
I I Search for Industry: |constructior|

Add/Edit Financial

Run Reports

Information

Search for the industry and
select the proper link

Industry Data with

peesly Company Comparisons

Projections
23611 - Residential Building Construction

Analytical Procedures
For Audits/Reviews

[Subcontractor Expense to Sales ntractor Expen:
Revenue per Employee

The chart will display what
KPIs are tracked, how they are
calculated, and what accounts
et oo are needed to make the
calculations
These will be prepopulated
u subaccounts when entering
financial data

Industry Data Cover Page General

For more details,
watch ProfitCents: Determining KPIs


https://youtu.be/8FEjbID-fuk

Instructions:
Entering KPI Data

Accounts used to calculate KPIs are often highlighted in
yellow and marked as (optional)

23611 - Residential Building Construction

iod Duration: Twelve Months ~

Additional Accounts eriod End Date: 12/31/202118
[ WanAccount | subaccount | .

9,500,398

5,896,364

Depreciatio 110 0
Industry Specific Ratios . _ )

130,387

o5 Subcc 1,876,880

2,089,097

Gross Profit:
Determine the subaccounts needed to Enter relevant fields in the Income
calculate KPIs (see page 12) Statement and Balance Sheet

Total Assets - (Liabilities + Equity):

Mumber of Employees (FTE) (optional): |
Other Non-Financial Accounts: 4

Backlog (optional) 1,255,433.00

Any non-financial information
needed can be entered at the
bottom of the Balance Sheet

For more details,
watch ProfitCents: Entering KPI Data



https://youtu.be/rpwfZi_YGq0

Report

OVERVIEW

oty



1,400 industries covered, Financial data provided by Data is cleansed through

including industry specific CPAs and bankers to a Five-Filters Method to

KPIs ensure high-quality remove duplicates or
information incorrect data

Data can be segmented Export data to Microsoft
by private businesses and Word, PDF, or Excel
nonprofits

Benefits

= Identify macro-level industry trends to help
develop specialized and diversified services

= Filter real-time data by industry, geography and
revenue range

= Useful tool for marketing collateral and prospect
meetings

ProfitCents provides the largest real-time
database of private-company financials in 15
North America.



Instructions:
How to Run an

Industry Data Report

rofiteents rofiteents

Recent Reports

Add/Edit Financial
Run Reports Information

What We Do With Your Data

Analytical Procedures.
For Audits/Reviews

23611 - Residential Building Construction 23611 - Residential Building Construction Q JREEE NAICS
IUEIEGAREIEES  Cover Page | General Industry Data [EeER=Ig==
KPIs ?

KPls
Geographic Filter  Region State
Sales Range |All Sales Ranges

General

Geographic Filter  Region State

Sales Range | All Sales Ranges
Run Report

Select an industry code

For more details,

watch ProfitCents: How to Run an Industry Data Report


https://youtu.be/QPuMTQN5lOc

Instructions:
How to Customize an
Industry Data Report

23611 - Residential Building Construction Q b
Industry Data Cover Page General

KPIs [ ¥ES.

Geographic Filter  Region State

Sales Range | All Sales Ranges

Turn KPIs on

23611 - Residential Building Construction

Industry Data eV gEl S
KPIs

Geographic Filter State | Nofilter

Region [South ~] @ whats

ales Range |All Sales Ranges
Al
lillion
$1 Million to $10 Million
les $10 Million o $50 Million

les $50 Million to $150 Million

les §150 Million to $250 Million
$500 Million

Run Report

Filter data by

23611 - Residential BUM.EM Q
Industry Data Cover Page General
Industry Recommendations

Liquidity | YES| All Recommendations

Profitability | YES All Recommendations v

Sales | YES|

Include industry
specific recommendations:
Liquidity, Profitability and Sales

For more details,

]

23611 - Residential Building Construction

Industry Data Cover Page

KPls

Region |
Sales ge

Northeast

Run Report United States
Canada
Other

Filter data by Geographic
or

23611 - Residential Building Construction
Industry Data [l General

/n'c\ude Cover Page [IVES

Your Name  Kristina Vidal
Your Firm Name ~ ProfitCents
Your Phone Number  (984) 242-2542

Title  sample Report

Add a custom

SHUBW[II‘KS.r._dL.W., ovs

The same report options can
be changed after running
the report by selecting

watch ProfitCents: How to Customize an Industry Data Report


https://youtu.be/4IsDHhF5Du4

Components of an
Industry Data Report

INDUSTRY FINANCIAL DATA AND RATIOS

Average by Year (Number of Financial Statements)

R 2021 20 Las AlYe
@949 r 1720)

" Industry averages over a number

e .= of different periods

Days
Interest Coverage
Ratio

Industry-Specific
Metric

Billings in Excess
of Cost to Total
Assets

Costs and
Earnings in Excess
of Billings to Total

- o Key-performance indicator data

Months in Backlog

Direct Labor Ratio

Lo e for the industry

Working Capital

Expense to Sales
Revenue per
Employee

INDUSTRY DATA COMMON SIZE

Average by Year (Number of Financial Statements)

Last 12
Month
(3,17

2021

_—- - - Ratio comparison for income statement

Overhead or S,G,

Other Operating
Income

o o and balance sheet accounts

COMPANY-SPECIFIC / INDUSTRY RECOMMEND.
LIQUIDITY
Wihat are some potenial ways to improve the company"s abiliy 1o meet obligations as they come due?

) Set longer terms for expenses when possible and allowable by the subcontractor. For example,

Liquidity, Profitability and Sales

h contractual agreements that allow as much collection up front as possible for large j
will ensure that the job is being completed with funds provided by the customer instead of the business.

recommendations relevant to the

collection process, which ifi improve the busine position.

industry




Industry Data with

Company Comparisons

Client vs. Industry SWOT Metrics within the top and Identify clients' % distance
analysis bottom 20% of the from the industry

industry are highlighted in

green and red, respectfully

Industry specific Export data to Microsoft
recommendations Word, PDF, or Excel
included to aid in advisory
conversations
Benefits

= Benchmark clients against their industry

= Customize data sets for individual clients

= Useful tool for providing value-added, proactive
reporting

Decrease time spent per engagement while

delivering high quality services. 19



Instructions:

How to Run an
Industry Data with Company <
Comparisons Report

Analytical Procedures
For Audits/Reviews

Run Reports Industry Data with Company
Comparisons

Select a previously entered Choose 1 or 2 periods of data
Recent Company or to analyze, then Run Report
Add New Company



https://youtu.be/5YXJ3YA_pGg

Instructions:

How to Customize an Industry Data

with Company Comparisons Report

Industry Data e/l General

Keis [WES mic

Geographic Filter  Region State

Time Frame | All Years

Sales Range | Yearly sales under $1 Million

Turn on KPIs
(toggle to )

Industry Data Cover Page General LUCIEOMCIEN  Cover Page | General
Kkpis [[VES
Geographic Filter St No filter

Region |All Areas ~]| @ What's my region?

KPIs | YES

Time Frame [All Years

Sales Range | Yearly sales under $1 Milion

Time Frame
Al Sales Ral

Midwest

Sales Range | goum
Northeast
United States
Canada
Other

Filter data by Filter by

Report Optloni;/ zisllrﬁeswdenn’:«lBwldiugN Q r-u':.u’:i'-:

Industry Data Cover Page
Industry Data General

Industry Recommendations

Include Cover Page | YES Liquidity [¥ES All Recommendations v
Profitability | YES

All Recommendations v
Your Name | Kristina Vidal — :
Sales | YES
Your Firm Name | profitCents

Add a custom Include industry
specific recommendations:
L] Liquidity, Profitability and Sales

For more details,
watch ProfitCents: How to Customize an Industry Data with Company
Comparisons Report


https://youtu.be/U8mCw5I3nU4

Components of an
Industry Data with Company
Comparisons Report

Financial Metric CompanyData  Recent12 Dis from 2021 2000-Present
Months Industry (61) (1613)
(a8)

s : Company metrics highlighted in are

Gross Profit Margin

Net Profit Margin

o B E within the of the industry |
Company metrics highlighted in o]¢=
within the of the industry

Industry Data
(Number of Financial Statements)

Company  Recent12 2020 2000-Present
Data Months

Billings in Excess of Cost to Total 8.80% R o

Asset: (43 ° - .

conts snd EarmigainExcessof i . Key_performqnce indicator data
Billings to Total Assets (a5) 3

%
Direct Labor Ratio 2240

s ‘ for the company vs. industry

Financial Metric Company Data Recent 12 -Present
Months 6 9 (1613)

Cash (Bank Funds)
= oo Ratio comparison for income statement

Accumulated Depreciation

: A and balance sheet accounts

COMPANY-SPECIFIC / INDUSTRY RECOMMENDATIONS

LIQUIDITY

What are some potential i the company's ability to meet ob

Liquidity, Profitability and Sales

» Speed up the billin

Setapteilingof e ' o recommendations relevant to the

industry




Comprehensive written Compare client's Highlight six key areas of
analysis of 2-5 periods of performance with industry strengths/weaknesses on
client data benchmarks a scorecard

Compare clients to their Export report to
historical performance Microsoft Word, PDF, or
and to your other clients in PowerPoint

the same industry

Benefits
A = Value-added tool ideal for year-end reviews and
delivery of financial statements
= Educate the client by quickly converting numbers
into plain language
= Present insightful advice to strengthen advisory

relationships

The Narrative report includes an easy-to-
understand business analysis complete

with narrative, graphs, ratios and industry
comparisons. 23



Instructions:
How to Run a
Narrative Report e

2 I
==

Analytical Procedures
For Audits/Reviews

Run Reports Narrative

Select a previously entered Choose 2-5 periods of data to

Recent Company or analyze, then Run Report
Add New Company



https://youtu.be/RFwQATTq_jg

Instructions:
How to Customize a
Narrative Report

Report Options

Cover Page Industry Data Sections

Scoring Format  Bar Scores Don't Show
Chart Format [JEGIl 3D | Don't Show
Sample Report Company Industry Benchmark Real Time  Client

Chart Color Options.

Include Disclaimer On Analy NO @
e For the period ended 12/31/2021
Real Time Industry Data | Don't Include

Common Size

Include Benchmark r:': Include

Change and

Real Time Industry Data | Don't Include

Report Options

Include Benchmark Data in
Ch:
CoverPage | IndustryData = Sections

Include
Include Client Data
Scoring Format  Bar Score: Number Scores Don't Show

Chant Format [JEGH] 30 | Don't Show Turnover Ratios | YES

Company Industry Benchmark Real Time  Cli ips for Improvement

Chart Golor Cotions . | I | |
Include Disclaimer On Analysis T e e

Set as default for all new reports

Include

Change the Include
or and/or
options

Report Options

General | CoverPage Industry Data

Report Options
Liquidity %)
Profs & Proft Margin [ES] \
General Cover Page Industry Data Sqctions —

sSales [VES

Borrowing
Geographic Filter

Time Frame | All Years

Sales Range | Yearly sales under $1 Million

Raw Data
Common Size

Industry Scorecard Comparison [VES|

Add/change and ' Choose which to
filter include in the report

For more details,
watch ProfitCents: How to Customize a Narrative Report



https://youtu.be/XiJDTQYHhy8

© Indu

Components of a
Narrative Report

Report Summary

Liquidity

Profitability

Sales

Quick, visual highlight of six key areas of

Assots

performance

Employees

forrowing

Profits & Profit Margin 38 out of 100
A measure of whether the trends in profit are fay ompany.

The company has improved all of its prof period, and has done 5o on
relatively flat sales, which is particularly impressive. However, the company needed this
s, because its net profit margin is farly wenk, despit s
means that the company's net margin is not strong overall, but
relative to the net margins that are being earned by other compani
illustrated in the graph area of the report.

Thecompany'spefomance i th r )

Itho rev Du«:L iod, the company's gross - - -
urv)mdvaarcm;svah .uu«,mmm,m s able ,,,Uun,“ omprenhensive ertten analysis
oo maroy messres e cns o aros prart thot th company eoms on & S i

P e 1 mesure o how el heCompary 1 bancg 11

i k! ller-on

of
me amount o revenve. 1t
mpa sa tream

R T of the client's performance

ompany should keep working to improve tability at this time. The company
making brogrss, 25 ts et proft marain and nt proft dollars nave increased ths porod,

but net pros < are il weak. o5 was previously noted. Perhogs addionalsoles woud holp
nake faster progress (although this is It

Company nger 150 ovg with low protabilty. Companies aeed sohd profts o fue long-term

growth

Tips For Improvement
Given results in this area of the report, managers might consider the folowing to improve
performance over time (if any are feasible and approj

«Have an attractive web presence. This could increase revenue by providing an exts

Inventory Day:

Visual representation of the client's

T metric s how much nvcatory (i days) is o band. I icates B quicly s company ca rspond t vkt sndor
roductchanges. No ll ompanies ave ns€ator o (his metrc. The ow (b beter

historical performance and how it

compares to the industry

stry Scorecard

Distance from

Financial Indicator CurrentPeriod  Industry Range Industry

Current Ratio 140 9
Total Current A

Explanation: Ge v Y ofa ny. I
baromete
“current a

Gk Ratk

=
Explanati

amount

Additional resource to benchmark

rainly not a perfect
butitis a e. Walch for | a5 11 P over . Make s tna accounts 1ied
ssols’ iquid the company is

o , T and educate the client

ion: T by itself, it

sted in the denominator (current liabilties). The higher the numbe



Projections

Quickly perform "what-if" Calculate thumbnail Generate a projected,
scenario analysis for Discounted Cash Flow narrative analysis to aid in
consulting engagements valuations presentation conversation

Forecast client financials Produce cash flow
to help plan for the future, analysis resulting from
obtain financing or future debt scenarios

evaluate potential
business decisions

Benefits

= Provide monthly, quarterly and annual forecasts
and projections

= Develop start-up plans, profitability and cost
control modeling

= Useful tool for exit/succession planning

Help clients make changes in their business
strategy that can positively impact their
financial condition. Projections will identify
opportunities for your firm to establish
itself as a trusted advisor.

27



Instructions:
How to Run a
Projections Report

rofilegnts ; I.-.I

Duration Period Description

1 2 G 1273172021

V 1273172020

Review & Run Report Add Period(s)

Add/Edit Financial
Information

Run Reports

Choose 1-5 periods of data to
analyze, then

dustrv Data Industry Data with
J”(J”," -
= 5 ) : :
Analytical Procedures
For Audits/Reviews ..
In addition to

and data, make any
adjustments to the

Income Statement Balance Sheet Statement of Equity Business Loans

Income Statement

Business Loans.

Recent Companies Search / Add

LOR-
‘Add New Company 6

All Companies

Select a previously entered | Itemize any current debt in
or

For more details,
watch ProfitCents: How to Run a Projections Report


https://youtu.be/d80XafaLd3E

Instructions:
How to Run a
Projections Report (cont...) <

Results 1-10f1

7 +Add a New Loan

to download the
Projection into an Excel file

-] Alignment =

content has been disabled. Click for more details.

Perform Worksheet Setup

brin a yellow message bar in your Excel. Please click on these buttons as they
el 2010, 2013, 2016 Users: The following messages may appear in a yellow mess

Open the file

For more details,
watch ProfitCents: How to Run a Projections Report


https://youtu.be/d80XafaLd3E

Projections:
Projection Control Panel

| Panel

Account Projections | Formatting | Log A Purchase Projection Type || Projection Dials [fAccount Projections | Formatting | Log A Purchase

Js;les Eme\h (Annual) Industry Averages
«

Control Panel

Which type of projection would you like? -42.29| % 15.26%

Gross Profit Margin
«

€ Monthly 96.87| 9 66.36%

Gross Profit
i)

" Quarterly ,
2,377,902

@ Annual Overhead Growth (Annual)
« -30.28

. . . Net Profit Before Taxes
How long will the projection be? « 2,098,509

Accounts Receivable Days
5 Yeord | il R | 35.54 days
Accounts Payable Days
‘ 22.84 days
Inventory Days
«

Projection Type | Projection Dials | Account Projections og A Purchase

Projection
ol ay project certain accounts. Begin by selecting
drop-down. Next, you can select the projection You wish to be used
on the selected account. The explanation area below will describe exactly what your choice will -

I show growth rates and variable percentages for each account

[# Show historical data

3) Selact Accourd © ¥ show balance sheet assumptions
Projected

- ¥ show cash flow statement

Explanation Projected

The projected values for Rent are calculated |_F: t Projection Chart

Changes s ercentage can be made on a per 8

Choosing to show the variable percentages for each account (on ormatting fight Sp o s
tab), and (2) Typing the desired percentages directly to the Pr tab. (Note: Edit Accounts. [ Highlight Specific Accounts
If the main account , this account will also behave as if it were a fixed ata

oty [ Show data table [ Round amounts within data table

[~ Show data legend

First Projected Period:
522,573

Fix or Project accounts Make variable changes to
individual subaccounts and periods

New Equipment Purchase Type: | Fixed Asset -
$| 50,000 Purchase Dat¢ 12/31/2022 =

Purchased With: " Cash @ Financing

Loan Terms
Remaining Term
(Months):

Interest Rate: | 6.54 % Loan Type:

60|

Loan Amount: §| 45,000

Add future assets

For more details,
watch ProfitCents: Utilizing the Projection Control Panel



https://youtu.be/I-ydicDdGLs

Projections:

Loan Analysis

Loans / Debt structure Summary
1 ofth loan, and h to ke some agjustmen
Payment _ Interest
Bormower Desari Type Amount Rate
EDIT Marketing Consulting New Equipment Loan _Fixed Payment _ Senior Debt
Update Loan Information
#you wish to work with refinancing, click "Show AllLoans" and then "Refinance Loan(s)".

Calculate Term © Calculate Payment

Name: New Equipment Loan
Primary Borrower for this Loan:

LoanType: Fixed Payment -
Financin Senior Debt E
Amortization Days: Actual 360 =
Payment Frequency: Monthly E
<< Same as Pavment Freauency >>
$45,000
£

Compounding Frequency:

loans

Mew Loan Information

" and then "Refinance

Primary Barrower for this Loan:

Loan Type:

Finand Senior Debt

Amartization Day: Actual 360

Payment Frequency: Manthke

Compounding Frequency:

Loan Amoun!

Remaining Term:

Interest Rat J Prime Interest Rate: 4.75%
First Payment Date: UBOR Interest Rate (6 mo): 3.30%
Payment Amount: I Interest)

to exhibit future debt

Note: Any changes to the loan terms will clear any adjustments you have made to the payment schedule. Market Data from Xignite.

Hide Payment Schedule

To update the payment details of this loan, use the schedule below. Save , sur changes using the Save Loan button above.

Please only change columns marked with a" . Data in these columns can be saved using the Save Loan button above.

Note: Any changes to the loan terms not made in the below payment schedule will dear the payment schedule when the Save Loan button s clicked.
Payment No. Payment Date Payment Amount  Additional Payment terest principal

se20.81

178300
sa1.13551

) et you wond e 1o nchuce in ths resnancing:
ription

Sevior Datt Mackatng
Consutng Services

step2
Frase choose your mecnod ofretnance
@ Use Exsting Proposed Loan

+ Ada Arcmar n
Reiated 1 i Retin

Setact Proposed Loanis) that o woud ke o nckice n e refnancing
Loan Number ower

Enter New Proposed Loan

Payment Amount  Interest Rate
New Markotng

Equpment Consutng Servec

Loan

NewLoan Markatng
Consuting Services

Ratearce Saaced Loanis)

to demonstrate business impact

Key Metrics

See below for a summary of the key metrics; proposed loans ar

included

the "Proposed” column.

Note: All numbers in this section are expressed ANNUALLY.

Calculate the deb service for the "Current Period” below based on: [N R L

‘The "Proposed” column is showing the financial situation as of: 1 month from now

Display income and debt service values a:

‘Show How Metrics are Calculated

Values for each group member
‘View Historical Debt Service

Key Metri Current Period

Proposed

Businesses

$3,735,073
Marketing Consulting Services $3,735073
Estimated Debt Service: $103,52

s
Marketing Consulting Services 510,532
Discretionary Cash Flow: 53,631,581
Debt service Coverage Ratio: 36.08
Marketing Consulting Services 36.08
Interest Coverage Ratio: 287.52

Total Sales (Income}: 4,253,570

Gross profit: 4,116,785

Summary of

For more details,

$3,735,073
$3,735,073
$114,131

watch ProfitCents: Loan Analysis in the Projection Report


https://youtu.be/g9S2cXrqgLo

Projections:
Valuation

‘erminal Value

The terminal value is a

Cash Flow

years, the last p

Terminal Valu
Terminal Valu
Terminal Valu

Caleulation Parameters

$50,000

h I 397333 326 55,195,845
{End of Vear EECST s ’ $2,905,09
G (Estimated Growt

present Value of Cash Flows = et free Cash Flow {1 Discount Rate] A X where Free Cash Fl

Discount Rate Risk Free Ra
12.30%

Determine the

iy ehimisany Compasy c Losng Term
Vaue o & bt mankL

$4B.435.305

Firaal [ gemgany
e

B48,455,305

Update : and

Valuation

Preliminary Company
Walue

S48,433,305

Company Value: 541,168,310

Final Company Preliminary Value *|
Value -0
541,168,310 548,433,305 " 1-|

Calculstion Parameters
K (Marketability Discount]:

Determine the Arrive at

For more details,
watch ProfitCents: DCF Valuation in the Projection Report


https://youtu.be/3PPkgqPeAkY

Projections:
Additional Resources

Income Statement

nitial
upyn |

12/31/2018  12/31/2020 12/31/2021

au
E

Historical and Projected
capitalization analysis

Debt to Cash Flow = Lo

Senior Debt to Cash Flow

toan salysis_| Projection | nancia Rotos | Projection Chori [N aiuation

Visualization of account Histograms of debt ratios
Interaction

Projection Narrative Report
Usging your projected data, this report will give an everview of the projected state of the business.

Run a Projected Narrative Financial Analysis of the Business

Generate Projected Narrative
for presentation purposes

For more details,
watch ProfitCents: Additional Resources in the Projection Report


https://youtu.be/NFc3Y0DNrt4

Analytical Procedures for

Audits & Reviews

Streamline audits by
automatically generating
expected values, threshold
analysis, industry
comparisons and a
narrative report

Identify areas of focus for Clearly communicate
an audit using structured internal audit processes
pre-audit planning and using globally accessible
customizable threshold standardized
values documentation

Quickly comply with audit Enables analysis of
and review guidelines private companies,
using automated government entities,
calculations and field work nonprofit organizations
documentation and financial institutions
Benefits

= Enables more time to be spent on analysis and
review

= Standardized documentation, fewer opportunities
for data errors and compliance with audit and
review guidelines

= Clients receive an audit demonstrating a
comprehensive understanding of their business

Expected values are calculated by using a

combination of Ordinary Least Squares (OLS)

Regression, Simple Exponential Smoothing and
Holt-Winters Exponential Smoothing models. 34



Instructions:
How to Run an Analytical
Procedures Report <

Analytical Procedures
For Audits/Reviews

Run Reports Analytical Procedures
For Audits/Reviews

Select a previously entered Choose 3-5 periods of data to

Recent Company or analyze, then Run Report
Add New Company



https://youtu.be/StvfcHTtF-M

Instructions:

How to Customize an
Analytical Procedures Report

Sample Report

For the period ended 12/31/2021

Report Options

General Cover Page Industry Data Sections

Scoring Format  Bar Scores Don't Show

cnartFormat [JEEJ] 30 | Don'tshow

Narrative Analysis / Charts | VES |

Expected Value Formulas | YES |

Include
and/or

Company Industry Benchmark Real Time Client

Chart Color Options

Scoring Format

Chart Format

Chart Color Options

Bar Scores Don't Show

Company  Industry Benchmark Real Time Client

Don't Show

Include Disclaimer On
Analysis

Real Time Industry Data

Include Benchmark Data in
Charts

Don't Include

Include

Include Disclaimer On
NO
Analysis ©

Real Time Industry Data | Don't Include

Change the
and

Report Options
General Cover Page Sqctions

Geographic Filter  Region State

Time Frame | All Years

Sales Range | Yearly sales under $1 Million

Add/change and
filter

For more details,

Include Client Data

Turnover Ratios

Tips for Improvement

Change the

or

options; Include

and/or

Report Options

General | CoverPage | IndustryData [l

Analytical Procedures [[VES|
Focus Areas [WES| |

Liquidity [VES]

Profits & Profit Margin [[VES|
sales [VES|

Borrowing [[VES|

Assets [[VES|
Employees [VES| |

Industry Specific Ratios [VES|

Common Size [ YES

Industry Scorecard Comparison | YES,

Choose which
include in the report

watch ProfitCents: How to Customize an Analytical Procedures Report

AN

to


https://youtu.be/O42r64ke_lo

Components of an
Analytical Procedures Report

© Analytical Procedure Worksheet

Analytical Proced:
e Report prepared for: Marketing Consulting Serv

s Accounts whose current and expected values differ by more than $15,000 OR 45% are highlighted in red.

GBI NOTE: To change an EXPECTED value, click on the value.

Common Size

View the client's historical financial data alongside

Financial Score petwal | Expected
32020 12312021 127392021

Liquidity Income Statement Data

Profits & Profit Margin

the Expected Values for the current period

© Expected Values Calculations

How were the expected values in the Analytical Procedure Worksheet calculated?

Analytical Procedure ach expected value found in this report is calculated using one of the g metho
Expected Values -
ST ocuments how each account Is

Liquidity

Profis & Profit Margin

© Common Size Statements What is Common Size?.

121312019 121312021

(e e Income Statement Data
Worksheet

Expected Values
Calculations

Common Size
Statements

Ratios used to compare financial

Financial Score

Liquidity

statements by displaying items as a

percentage of a common base figure

Soconing ‘

Analytical

Procedure
Worksheet

Expected Values
Calculations

Common Size.
Statements

Financial Score

Included to obtain an understanding of

EE © Ly ¢ oo how an entity and its environment perform

A measure of the cor s ability to meet obligations as they
Industry Scorecard

Operating Cash Flow Results
PROOFING DATA The company has generated good cash flow from operations and is profitable for the period. These may
be needed resuls, as overall liquidity conditions appear quite weak (this will be discussed in more detail

ssh flow is typically the driver of long-run liquidity for most companis



Instructions:
How to Update the
Analytical Procedures Worksheet

Export to Excel

income Statement Data

Income Statement Dat|

Greater / Less than actual by:

Greater / Less than actual by:

Edit Sales only Edit All Expected Values

$4641829  $4116.785

to flag Edit an Expected Value
accounts

Export to Excel Set Threshold Value

Income Statement Data

Add Notes which can be
found in the where values are zero

Financial Score
Liquidity
Profits & Profit Margin
Income Stateme
Sales

Borrowing

Assets

Industry Scorecard

“ROOFING DATA

For more details,
watch ProfitCents: How to Update the Analytical Procedures Worksheet



https://youtu.be/M_gT627sxFE

Analytical Procedures
for Audits/Reviews:
Excel Functionality

Marketing Consulting Services 541613 - Marketing Consulting Services

>> Notes Threshold << Slm:f (A)::D % | 45 >>Commonsize | >>Variance >>Budget >> Risk Assessment Any Ch(]nges mGde on the Webs|te

" STRICTLY

Actual [ E——— will transfer to the Excel download.
Income Statement 12/31/2019 12/31/2020 12/31/2021 12/31/2021 % Diff C h O n g es to G n d

$7,500,000 7 $2, 2

202,335 S 6 9
eprecation (065 rloted) can be made.
Direct Labor
Direct Materials

& A Expenses

Marketing Consulting Services 341613 - Marketing Consulting Servicil

sahotes | Theesholdes |5 15000 *OR % | Lorp—
AND

STRICTLY

Industry (1711)  Expected Expected
% Diff

Select to populate the data for each period, including Industry Data Common Size.

Marketing Coniulling Serviced 541613 - Marketing Consulting Services

Threshold<< |5 15000 POR x [ a5 » | e il Aol
AND

STRICTLY

W@ Click For heelp OF uikn § comements Actual Expected Expected
Income Statement 12/31/2019 127312020 Warlance (5]  Variance (%)  12/31/2021  Variance [5) Variance (%] 12/31/2021 = Variance [§) % Diff

Select to populate the $ and % variance between each period, as well as between the
Actual and Expected data.

For more details,
watch ProfitCents: AP Excel Functionality-Part 1


https://youtu.be/xaZhm_r7t-g

Analytical Procedures
for Audits/Reviews:
Excel Functionality (cont...)

Marketing Consulting Services 541613 - Marketing Consulting Services

>> Notes Theeshold<< |$| 15000 * OR % 45 Common Size >>
AND

" STRICTLY

@ Click for help on using comments Actual Expected Budget Expected
Income Statement 12/31/2019  12/31/2020 12/31/2021 12/31/2021  12/31/2021 % Diff nce ($)

Select and manually type budgeted amounts to populate Budget Variance.

Marketing Consulting Services 541613 « Marketing Consulting Services

>> Moles Thieaks £ |5 15000 SOR w &% Common S er Wafance »»
AND

STRICTLY

@ Click for help on w sing comments Actual Enpected Expacted :
Income Statemant 12/31/2019  13/31/2020  13/31/2021  13/31/3021 % (Diff 0 dollars

50

Select to determine if a line item is material by either a % of Sales or Dollars.
This will generate the ;

TO USE THIS SHEET: ign Ri: i S rtion Risk Levels, and Enter
Notes. Ple e a number with 3 being the greal

This will nate the overall E ement. Then, choose the b
audit approach. ASSERTIONS
IMPORTANT: This sheet is NOT saved when you save your report through the AP . o S Rights and e Aceuracy and cutoft Approach
Workshewtitab Occurrence Obligations llocati Classificati Average  based upon
Inherent Control Inherent Control Inherent Control h Control h Control Control i Risk

al Statements Risk Assessment Notes Risk Risk Risk Risk Risk Risk Risk Risk Risk Risk Risk Risk Assessment

Make any , change the , assign ona 1-3
scale, and determine the

onsulting Services 541613 - Marketing Consulting Services

Audit

For more details,
watch ProfitCents: AP Excel Functionality-Part 2



https://youtu.be/Y0X6pHOTHqo

Analytical Procedures
for Audits/Reviews:
Excel Functionality (cont...)

Profitability Ratios

Gross Profit Margin

Select for a visual
representation of the client's year
to year performance and how it
compares to the industry
benchmark.

Net Profit Margin

inancial Ratios

Marketing Consulting Services

12/31/2019  12/31/2020  12/31/2021  Industry

Liquidity Ratios
Current Ratio 4.56
Quick Ratio 411 145

Financial Leverage / Coverage Ratios Se | eCt tO Vl eW th e

Debt-to-Equity Ratio

Interest Coverage Ratio . . - .
Dok Loz Rt : : : client's data alongside the industry
information.

148 0.37 1.90
0.35 1.35

2-Score

Profitability Ratios
Gross Profit Margin
Net Profit Margin
Return on Equity
Return on Assets

436.67%
2579.35%

= Select to model a

First Payment Date:
Monthly Payment: (includes nterest)

ey st s e e P e o e loan and view the amortization
———— schedule.

Interest  prinipal Balance

k Assessment Charts

For more details,
watch ProfitCents: AP Excel Functionality-Part 3


https://youtu.be/_jpPkt6VMdI

PRACTICES

oty



PY ° Financial professionals leverage the ProfitCents database with
automated industry reports to provide insights into the environment a

o) [ client operates. Use the Industry Data report to help explore a client's
industry and reveal key trends.

° [
° °
Open the conversation in prospect meetings-
o do your research prior to bringing in a client
°
H B

Build rapport and confidence as their

financial professional and start engagement

early

Filter the data by region, state, and/or sales
range to provide a more granular industry
view

Industry Data

Identify pain points in the industry to open a
line of dialogue with the client

Presenting Tips




PY PY ° Benchmark the client against industry peers by using the Industry
Data with Company Comparisons report. Uncover strengths and

® o [ weaknesses to seque into a more in-depth analysis of the business'’s
health.

Benchmark the client against the industry to

o o identify threats and areas of opportunity

Provide monthly or quarterly reports to show
the client's progress

Establish an action plan with measurable
results by utilizing industry-specific
recommendations

Analyze business health through proportional

Presenting Tips
Industry Data with
Company Comparisons

comparison to common size statement data




PY PY ° The Narrative report is an essential tool for evaluating financial health.
It comes equipped with an easy-to-understand financial analysis

® o [ complete with narrative, graphs, ratios and industry comparisons. Use
it for presenting insightful advice to strengthen client relationships.

Highlight strengths and weaknesses by
o o comparing the client internally and to the
industry

Utilize the report as a health check-up to

uncover areas of opportunity and set goals
for the future

Position the current financial health
conversation to promote additional services
such as cash flow management

Narrative

Present tips for improvement to management

Presenting Tips

teams or key decision-makers




PY PY ° The Projections report allows you to create hypothetical business
strategies that can positively affect financial conditions in your client's

) o) [ future health. Identify opportunity and develop an action plan to create
a deeper connection with the client.

Utilize "what-if" scenarios to demonstrate
° P changes in operation and how change affects
cash-flow

Create a start-up plan based on industry
trends to help guide new business owners

Help the client develop an expanding
portfolio by modeling future asset purchases

Projections

Guide the client into the future by modeling

Presenting Tips

short-term and long-term goals, allowing
them to monetize progress




The Industry Data and Industry Data with Company Comparisons Reports come equipped
with industry-specific recommendations to help guide your client towards progress. Use the
recommendations to develop action plans and set progress checkpoints throughout the

L ® L year. Below you will find examples for Residential Building Construction.

[ [ ([ [ ] Do you establish contractual
agreements that allow as

much collection up front as
(] (] () possible for large jobs?

Yes No

[ o ® This will ensure that the job

is being completed with A
! Ing p Wi Implement an action plan to

establish this process.

funds provided by the
customer instead of the
business.

Yes No

Do you compare the
business to other local
construction businesses and

work to meet and exceed
industry standards?

Yes No

Using Industry

Recommendations as
Conversation Starters

Using a platform like
This can help improve the ProfitCents can help retain
business's competitive customers who might be
position in the market. seeking alternative
contractors.




Additional

RESOURCES

noieents



PY PY ° Use ProfitCents to develop a tiered approach to advisory
engagements. Each report offers components that can help frame

® o [ conversations and be used to generate a financial plan. This guide can
help you decide which reports to use and when.

. Report Client Service
. Components Applications

* Industry research/client meeting
preparation

* Prospect meetings

» Marketing collateral

* Industry newsletters

* Proactive SWOT analysis

* Creating cross-selling
opportunities

» Real-time industry data

* Multi-period industry trends

* Industry Intelligence (KPIs)

* Industry-specific
recommendations

Industry Data
& Company
Comparisons

v « Comprehensive written analysis : .

2 : : « Exit conferences and closing

o * Ratio, trend and common-size meetings

g analysis . Year-er?d reviews

O * Client-to-industry and client-to- . : .

Z client comparison * Interim client meetings
 Charts provide visual performance I\D/I:Iri]\?egr?/rgﬂ;;g:li?:Instg’lcgrrfents

" representation

c

S « Strategic plannin

3] « Monthly, quarterly and annual rategic planning

2, financial forecasts ) g{oﬂtab'“t?/ modeling

() . ) o « Start-up plans

i Cash-flow projections « Cash-flow management

« Loan analysis

« DCFE Valuation * Financing Proposals

* Exit strategy/succession planning

ProfitCents for
Business Advisors



Building relationships with clients requires trust, rapport, and an

° ° ° atmosphere for open dialogue. Use the questionnaire on the following
two pages to engage your advisory clients and uncover areas of

o ° ) ® opportunity.

° e o Liquidity
Do you currently have the resources to grow your business
without experiencing cash shortages? Do you annually budget
(] [ ( for your expected cash requirements?

Profits & Profit Margin

Do you know your Gross Margin and its comparative to your
peers? Does your compensation system encourage increased
productivity, revenue and gross profit?

Sales

What are your sales goals for next year? Can you describe your
ideal customer?

Borrowing

Are there any debt covenants or other issues you have a hard
time fulfilling? Are you able to obtain reasonable terms from
suppliers?

Asset Management

Do you currently estimate the return on investment and set
targets before purchasing new equipment, hiring new
employees or adding new business lines?

Meetings

NNYNNS

Employees

Could you increase production without drastically altering your
workforce? Do you have a profile for an ideal candidate for each
role in the company?

e
-
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Guideline

56

56

56

59

103

104-111

115

Our Analytical Procedures Report for Audits/Reviews complies with a

number of SAS guidelines to help streamline the preliminary analytic

process. See the table below to see which guideline is followed, where

it can be found, and how ProfitCents helps.

Definition

What method was used for
analytical procedures?

What is the acceptable
difference between expected
values and actual?

Non-financial data — financial
(such as employees; non-
financial KPIs)

Going concern (will the
company stay in business)

Documents analytical
procedures

* Demonstrate understanding
of the entity and its

environment; requires quality

outside information

* States responsibility for risk
assessment

* Describes the risk
assessment procedures that
auditors must perform

* Understand the entity and its

environment
* Develop expectations

Exit/management letter

Where

Analytical Procedures Report

Analytical Procedures Report,
Analytical Procedures
Worksheet

Analytical Procedures
Worksheet; Narrative Report;
Industry Data Report with KPIs

Analytical Procedures
Worksheet; Narrative Report;
Industry Data Report

Entire Analytical Procedures
Report and Worksheet

* Analytical Procedures
Worksheet; Narrative Report,
Industry Data Report

* Risk Assessment Worksheet

* Analytical Procedures
Worksheet; Industry
Scorecard

* Narrative Report

* Analytical Procedures
Worksheet, Industry
Scorecard

Narrative Report; Industry Data

Report

How ProfitCents Helps

Ratio analysis, Industry
Comparisons, Non-Financial
Information, Financial Data

Threshold Analysis

Employee section; Industry
Data provides KPIs for
comparing non-financial
metrics

Z-Score: likelihood of
bankruptcy

Report and Worksheet provide
standardized audit
documentation improving
overall audit quality

» Automated industry
comparisons and statistical
trends; Narrative report
analyzes the business;
Industry Data provides
overview of the client’s
industry

* Provides method of linking

analytical procedures

through to audit plan via risk
assessment worksheet

Provides variance analysis

(period to period

comparisons), industry

comparisons, trend analysis
and budget-to-actual

Written analysis of the

company compared to its

industry

Calculates the statistical

trend and regression

analysis, provides expected
industry range (benchmarks)

Provides tips for improvement
and comprehensive written
analysis of the company's
performance




Dranoénts

Client Key Performance Indicators

Liquidity

Do you currently have the resources to grow your business
without experiencing cash shortages?

Do you annually budget for your expected cash requirements!?

Do you have a formalized process for new customer credit
approval?

Do you manage your accounts payable disbursement practices to
maintain good vendor relationships, vendor pricing, and your
credit rating, while still delaying cash cutlays as long as possible!

Profits & Profit Margin

Sales

Do you know your Gross Margin, and is it comparable to your
industry peers?

What are your fixed costs per menth!? Do you need to add
additicnal fixed costs to operate more effectively?

Do you have a comprehensively designed marketing plan, and has
it increased the effectiveness of your overall marketing efforts?

Does your compensation system effectively encourage increased
productivity, revenues, and gross profit?

Have you established sales goals for next year?
Can you describe your ideal customer?

Do you formally track customer satisfaction to determine if you
meet or exceed your customer's expectations?

Does your sales person compensation system effectively
encourage increased revenues and profits?
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Dran(oénts

Borrowing

l. In regards to your relaticnship with your bank, are there any
debt covenants or other issues that you have a hard time

fulfilling?
2. Are you able to obtain reasonable terms from suppliers?
Asset Management

l. Do you currently utilize over 80% of your company's operating
capacity during peak times?

2 Do you currently estimate the return on investment and set
targets before purchasing new equipment, hiring new employees,
or adding new business lines?

Employees

l. Do you have a profile for an ideal candidate for each jeb in your
company!

2. Do you currently have job descriptions and pelicies and
procedures in place for each position that adequately explain
"How we do it here™

3. Could you increase production without dramatically altering
your worlkforce?

4. Do you actively solicit ideas and suggestions from your
employees in an attempt to improve productivity?
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° e e o o Case Study: e o o o °
Acquiring Clients
with ProfitCents

PROFITCENTS ENABLES SMARTER FINANCIAL MANAGEMENT

Despite the benefits of the Foresight CFO's Strategic Financial Management Value Builder method, CFO Kirk
McLaren felt stuck. “We couldn’t be as strategic as we wanted to be. | spent most of my time on the basics. Financial
modeling was time consuming, and we had no hope of benchmarking performance to industry peers. | would
intuitively notice when a client’s key metric was too high or too low, but | didn’t have any way to show the client
exactly how the business compared to industry peers. ProfitCents helped me execute on the best practices—like
benchmarking—that | had known about but was never able to do because they would have been too labor
Intensive.” Once McLaren became a ProfitCents customer, it didn’t take him long to perform a strategic financial
analysis of his prospects and clients. “ProfitCents helped me transform basic financial management into Strategic
Financial Management. The peer benchmarking, valuation and multi-year forecast fit squarely in our mission to help
business owners and their employees thrive by being in the top percentile of their industry. | broke even on the
investment in ProfitCents in the first 26 days”

CLIENT PROSPECTING WITH INDUSTRY DATA

McLaren was able to create a return on his technology investment with ProfitCents by identifying a prospect in
another state who had inventory that was almost three times the industry average. “I typically work with small,
privately held companies that earn revenue between $1 million and $55 million. One of the small businesses that |
had been prospecting was a wholesale salt distributor—he had A LOT of salt inventory and was hurting for cash.”
McLaren spent two to three hours looking at the prospect’s websites, his financials and the ProfitCents reports
before contacting the business owner. “The Sageworks Industry Data reports and Benchmarking allowed me to find
his pain points in Inventory Turn and Accounts Receivable and then, through discovery, to show him how I could
tangibly help him improve his business, specifically cash,” says McLaren. “He was struggling to get the cash flow he
needed—Ilooking for loans and trying to scale up his business. As his advisor, | was able to use ProfitCents to show
him that if we brought his inventory days down to the industry average, we could free up $498,000 in cash from
inventory alone plus $268,000 from accounts receivables. This made his business cash positive instead of giving
away his profit by taking out loans. | offered him a life change so that he can sleep at night and enjoy his business
by building one that thrives.”

By providing this insight McLaren won the client. “The business owner now wants me to manage his day-today
accounting and be his advisor. ProfitCents helped me win a $48,000-a-year client of recurring revenue.”
Additionally, since McLaren purchased ProfitCents, three of the six prospects that he has reached out to have sat
down with him to learn more about his services. “That’s 50 percent! That number used to be 15 to 20 percent. Now
that | can attach ProfitCents reports to my initial emails, | am able to provide a hard number to the benefits | can
bring in addressing a prospect’s pain points. That's what helps me differentiate my services on the front-end."

¢« As his advisor, | was able to use ProfitCents to show him that if we brought his

inventory days down to the industry average, we could free up $498,000 in cash

from inventory...ProfitCents helped me win a $48,000-a-year client of recurring
revenue. ”»

Kirk W McLaren, CFO, MBA, CPA
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ProfitCents Support

profitcents.support@abrigo.com
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