	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	

	
	
	Cash Flow Forecast Template
	
	
	

	
	
	
	
	
	
	
	
	
	

	
	A cash flow is the most important indicator as to how your business will survive, especially over the first 12 months. If you run out of money, your business will not last – and a cash flow will help you assess when cash might be tight, so you can plan a solution in advance (such as contributing more of your own money, borrowing money or arranging an overdraft with the Bank). The absolute worst scenario is running out of money and not being aware it was going to happen.

	
	

	
	

	
	
	
	
	
	
	
	
	
	
	
	
	

	
	When preparing your cash flow remember:
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	

	
	1. A good cash flow is not just a spreadsheet of numbers that you have quickly made up.  It will be the document that anyone looking at your business will spend the most time on. If part of this is weak, or you have no real idea why you put the numbers in that you did, then outside people will think ‘what else is weak in your plan?’ As you complete the cash flow, make notes as to the assumptions that underline these figures. Then write them into the additional notes so anyone reading your cash flow will have some understanding as to how the calculations were determined.

	
	

	
	

	
	

	
	
	
	
	
	
	
	
	
	
	
	
	

	
	2. Your forecast for the business reflects a realistic balance between proper market-driven sales projections (not guessing!) and an accurate costing and pricing of your goods and services. Even though you have not started yet, the amount of time you spend on assessing a realistic sales level is crucial. You should also outline exactly how you came to the sales figures for each month (and don’t forget seasonality – it is highly unlikely that you will have the same sales level for all 12 months of the year).

	
	

	
	

	
	

	
	
	
	
	
	
	
	
	
	
	
	
	

	
	3. Once you have outlined the sales for each month, you will then be able to estimate your costs. Again, you need to explain in detail how you calculated these amounts. Some costs can be actual (you can find out rent and lease costs, set up costs like office supplies, advertising) and some will be estimates (power and phone charges).

	
	

	
	

	
	
	
	
	
	
	
	
	
	
	
	
	

	
	4. Check your capacity. If you state in your cash flow $50,000 for a month, then can you physically do this? You will only have a certain amount of hours in the day, or only be able to deal with a certain number of customers.  Tip: Remember that just because you invoice out $50,000 of sales in a month, you can’t guarantee that it will all be paid on time. For example you might decide to estimate 80% of sales come in on time, 10% a month later, and 10% two months later (this is not a problem if you are a cash only business such as a retail business).

	
	

	
	

	
	

	
	
	
	
	
	
	
	
	
	
	
	
	

	
	5. Find out your industry information such as average net profit and gross profit amounts. If you are different from the average, people assessing your business will want to know why.

	
	

	
	
	
	
	
	
	
	
	
	
	
	
	

	
	6. Make sure your drawings are realistic. Do not take out too much money, or too little (you have to live).

	
	
	
	
	
	
	
	
	
	
	
	
	

	
	7. Do not forget one off items like accounting fees and your tax obligations – many businesses struggle to find the cash to pay taxes when they fall due.  It is very important to get an accountant to help you estimate what your likely tax obligations will be.

	
	

	
	
	
	
	
	
	
	
	
	
	
	
	

	
	8. If you can, prepare at least two years of cash flow (it is not recommended to prepare five years of cash flows, as it is almost impossible to predict what will happen so far ahead).

	
	

	
	
	
	
	
	
	
	
	
	
	
	
	

	
	Tip: It’s always a good idea to run all your figures past your Accountant before you present your cashflow to outside readers such as potential lenders or investors.

	
	

	
	
	
	
	
	
	
	
	
	
	
	
	


