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Approach

Develop

Step by

Revisit

your step
‘Master impleme . and.
Plan’ ntation HNPIOVISE
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Prepare your master plan

Components:

-1




Master Plan : Purchase

Design a repayment plan

I /A Category

B Category

BN C Category




Master Plan : Purchase

Understand the supplier market

Immediate ‘halt’ on credit purchase
List payables

Design a repayment plan

Pledge cash purchase in future

Negotiate competitive prices




Master Plan : Purchase

Importance of Accounting
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Master Plan : Purchase

» How to raise capital?
1. Internally (frozen investment / overstocking etc)
2. Qardan Hasano

3.Investing partner



Master Plan : Sales

Understand the customer market
=  Immediate ‘halt’ on credit sales

= List receivables - analyze and categorize

(pareto)

« Design a plan to bring them towards cash (e.g.)



Master Plan : Sales

» An example:

« Category A —loyal customers
« Category B —repayment plan on previous
credit — new terms (90 — 45 - 0)

= Category C — convert immediately to cash
(risk of loosing customers — risk mifigation)



Master Plan : Inventory

-

Fast moving

~

-

Profitable

~

-

Slow moving
/ Dead

~

Analyze current stocks — categorize and plan
Return or exchange
Sale at discounted rates / liquidate stock

Bundle off




Business Impact

« Lower costs (holding cost)

« Lower expenses (stock
management / sales tfeam /
commissions)

« Peaceful (religiously /
personally)

» Focus on excellence (strategic
planning)




Business Impact

e Prudent

Inventory o
Ma ndgemenf » Cost effective

e Business oriented

Business * Home Budget
. * Business Budget
Budgeting « Personal Goals

Budget Monitoring | Disciplined growth

* New products / markets /industries

and Control « Out of Box




Business Impact
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