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Would you like a proven profit improvement technique that’s simple and 
requires neither outside consultant nor third-party tool nor report nor MBA 

 

Here’s How

CFS Internal Benchmarking Worksheet

Internal Benchmarking:
Use Past Performance to 

Boost Future Profit

■ Eight Easy Steps to Higher Profit 
(Internal Benchmarking)

■ You’ve Placed Your Order and 
Paid, Now Pull Up and ...

■ Need to Refinance?  
Simply Incredible New  
SBA Programs

■ Q&A: The New SBA  
Loan Programs

■ Know Your Net Worth

■ Read This if the BBB Confuses You

■ Is Your Self-Esteem Derived from 
Your Income Statement?

■ Should You Pay for Audited 
Financial Statements?

■ Time to Exercise Your Option to 
Buy Out a Partner?

■ Health Insurance Costs Rising? Get 
Active, Start a Wellness Program

■ Non-Competes as Part of a 
Business Purchase or Sale

■ Credit Cards More Expensive, 
Riskier as Source of Funds

■ Consistent Advertising Is 
Essential, Smart Strategy During 
a Recession

continued on page 4
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Eight Easy Steps  
to Higher Profit  

(Internal Benchmarking)
1. Pull your historical annual financial statements.

2. View your statements side by side.

3. Design your spreadsheet.

 

4. Identify the historical-best line-item performance for each 
line item.

5. Create your pro forma “best of” income statement.  

6. Assign one person to each line item you wish to tackle.  

7. Investigate strategies for hitting the “historical best.”  

8. Track results and pay incentives for success. 

  ❑

“Here’s where we stepped up our efforts, and here’s where we took  
the elevator.”

© Mark Anderson, All Rights Reserved www.andertoons.com
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expense lines, we used the dollar figures (as opposed to their 

 

Show Me the Money

Get Focused, Rally the Troops

 

❑

Internal Benchmarking: Use Past Performance to Boost Future Profit, continued from cover

  Year 1 Year 2 Year 3 Year 4 Year 5 Best of (Potential)
% % % % % %

62.4% 63.3% 68.5% 64.6% 65.1% 63.3%

29.8% 28.2% 26.6% 23.9% 24.0% 25.4%

7.8% 8.5% 4.9% 1.5% 10.9% 11.3%

100% 100% 100% 100%  100% 100%

15.6% 15.1% 16.5% 17.0% 16.6% 15.1%

25.4% 26.0% 26.2% 25.1% 25.8% 25.1%

17.0% 18.0% 17.9% 18.0% 16.5% 16.5%

42.0% 40.9% 39.4% 39.9% 41.1% 43.3%

9.0% 8.3% 8.0% 7.0% 9.4% 7.0%

2.0% 2.1% 1.1% 9.0% 0.3% 0.3%

18.0% 19.0% 21.0% 20.5% 22.0% 15.2%

3.7% 3.5% 4.0% 3.7% 4.4% 3.1%

2.3% 2.1% 3.0% 2.0% 1.5% 1.2%

1.5% 1.5% 1.0% 0.8% 3.9% 0.7%

5.5% 4.4% 1.3% —3.0% —0.4% 15.7%

CFS Internal Benchmarking Worksheet
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still just working long and hard?

Why do some seem to make it easily, even repeatedly, while the 
rest seem to perennially struggle?

Just Pull up and Accept Your Big Mac

Step 1. Decide What You Want
 

 

 

Step 2. Place Your Order

 

Step 3. Do What It Takes to Get It

 

Step Into Your New Future

❑

You’ve Placed Your Order and Paid,  
Now Pull Up and ...

Maybe your 
future is ready for 
you and you just 
don’t know it.
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F INANCE AND CAPITAL

 
 

Government Guarantee Helps Banks Say “Yes”

 

 

More Businesses Eligible

100 Percent Guarantee, No-Interest Loans

 

Not for Start-Ups

Application Requirements

Business Profile:

 

Loan Request:

Collateral:

Business Financial Statements:

Projections:

Business Tax Returns:

Personal Financial Statements:

  ❑

Need to Refinance?  
Simply Incredible New SBA Programs
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F INANCE AND CAPITAL

Q&A: The New SBA 
Loan Programs

Q:

government?

A:

Q:

A:

Q:
A:

Q:

A:

❑

“We believe the 
program is set up 
to help our current 
customers retain 
jobs and to make 
loan payments for 
that six- to nine- 
month period.”
Tanner Eckler,
Assistant VP –  
Bank of Oklahoma

Net Worth:

Tangible Net Worth: 

Intangible Assets:

Book Net Worth:

Adjusted Net Worth:
total assets after

❑

Know Your Net Worth

January-February 2009 Issue:
> Profit Enhancement Through 

Cost Reduction: The Time Is 
Now

> First Step Toward Profit 
Enhancement? Break Down 
Employee Resistance

> Cost Drivers and Where to 
Look to Lower Cost

> Want to Improve Profit?  
Everything’s Negotiable

March-April 2009 Issue:
> Optimize Your Organizational 

Structure to Eliminate 
Waste, Increase Profit

> Cost Reduction: Setting 
Priorities and Where to Look 
First

May-June 2009 issue:
> Peer Benchmarking: 

Compare Your Company 
to Others, Find Out What’s 
Possible

▼  This Issue, July-August 2009 
> Internal Benchmarking:  

How to Use Your Company’s 
Historical Performance Data 
to Enhance Profit

September-October 2009 issue: 
> Assess Organization-Wide 

Productivity to Maximize 
Profit

November-December 2009 Issue:
> Work Sampling: An 

Inexpensive Way to Assess 
Employee Productivity, Set 
Standards

January-February 2010 issue:
> Using ABC Inventory Control 

to Carve Tax-Free Cash out 
of Inventory

March-April 2010 issue:
> How to Improve Your Sales 

Forecasting

May-June 2010 issue:
> Product and Service Pricing: 

Get It Right to Maximize 
Profit

The Business Owner Series on Cost Reduction and 
Profit Enhancement Strategies
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Support your 

is not your 

— and primary 

what many think 

Get Out Your Wallet

 

What Is the Better Business Bureau?

 
  

 

than it spends, it will send a portion to the 

The Better Business Bureau Mission

Complaint Tracking,  
Dispute Resolution

A Grade for Every Business

 

Pay to Join Your Local BBB?

Read This if the BBB Confuses You

continued on next page    

The Better 
Business Bureau 
will track and make 
available to the 
general public, for 
free, the number of 
complaints lodged 
against a business 
and whether the 
complaints were 
eventually resolved.
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Just a Matter of Time

What About You?

 

Epidemic

This Too Shall Pass
 

 ❑

Is Your Self-Esteem Derived  
from Your Income Statement?

MANAGEMENT

 

 
over time?

 
  ❑

Read This if the BBB Confuses You, continued from previous page
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Company-Prepared Financial Statements:
to as internally prepared and/or management statements, 

Compiled Financial Statements:

 

Reviewed Financial Statements: As the name implies, reviewed 

limited, not nearly as thorough as 

and any opinion or representation 

reviewed statements, one should keep in mind that a review is 

 

Audited Financial Statements: Audited statements have 

 

Even GAAP Leaves a Wide Gap

management to interpret and apply GAAP rules, primarily 

Should You Pay for Audited Financial Statements?

continued on next page    

For the vast majority 
of business owners, 
it’s a choice. The 
correct answer to 
“should I” is not 
readily apparent.  
It’s a judgment call.
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Quality and Credibility of the Auditor

For the Business Sale?

For General Principles?

 

  ❑

The Business Owner

Brent Johnson, assurance partner with HoganTaylor, contributed his 
expertise to this article. 

Should You Pay for Audited Financial Statements?, continued from previous page

OWNERSHIP/INVESTMENT/STRATEGY

Time to Exercise Your 
Option to Buy Out  

a Partner?

 
 

  ❑

My experience is 
that selling firms do 
not need an audit.
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COST REDUCTION/EMPLOYMENT

1

more and more expensive tests, 

determine the treatments, so there is 

Similarly, unhealthy people are more 

It Starts with You

 

How to Get Started
Creating a wellness program is not 

the effort.
 
 

 

goals.

intervention.

 

 

Make It Fun!

employees to walk 10,000 steps a day — 

It involves just a simple setup in your 

Big Cost Reductions

  ❑

1

Health Insurance Costs Rising?  
Get Active, Start a Wellness Program
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PURCHASE,  SALE AND VALUATION OF PRIVATE COMPANIES

Non-Competes as Part  
of a Business Purchase or Sale

Seller Non-Compete Agreements

 

Tax Implications

  ❑
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F INANCE AND CAPITAL

respondents reported using their 

Capital Is Critical

 

So, what are your options?

Traditional Bank Financing

 

The Business Owner   ❑

Credit Cards More Expensive,  
Riskier as Source of Funds

Every business owner 
should endeavor to 
move beyond credit 
card dependence as 
a primary source of 
funds. It’s just too 
expensive.

© CaseyResearch.com by Kevin Brekke
Source: Administrative Office of the U.S. Courts; Euler-Hermes forecast
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Strategy Planning Institute released a study showing that 

Ad Cutbacks Convey Weakness

Don’t Kill the Message, Change It

Savvy Business Owners, 
Advance!

 

 

  ❑

Consistent Advertising Is Essential,  
Smart Strategy During a Recession

Firms that maintained 
or increased 
their advertising 
expenditures during 
the 1981-1982 
recession averaged 
significantly higher 
revenue growth — 
both during and after 
the recession.
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