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What We’ve Been 
Up To Recently...
   Hosted a client’s state franchise 

tax audit at our ofý ce which 
resulted in a refund of taxes 
for the period 2005 - 2007. 

   Integrated the business software 
systems from three separate 
companies with thousands of 
customers and inventory items 
into a single Sage ERP application. 

   Strategized with the company 
owner and top management team 
on creative alternatives to reduce 
labor and operating costs in this 
difý cult economic environment, 
plus maintain gross margin 
percentage. 

   Assisted business client in 
determining Illinois legal and 
tax registration requirements 
for expansion into multi-state 
operations. 

   Prepared net operating loss 
carrybacks for a business client 
to take advantage of the new 
5-year provisions. 

   Reviewed prior tax returns of a new 
client construction contractor and 
prepared amended returns to report 
missing tax deductions. 

   Replaced aging network servers 
with new hardware for three 
clients using ñserver imagingò 
software, to minimize labor cost 
and downtime. 

   Implemented two new disaster 
recovery systems featuring no tapes 
to change, backup server function, 
and ability to restore any network ý le 
from 15-minute interval “snapshots” 
taken over previous days. 

   Developed the ý nancial 
parameters for a companyôs 
business acquisition strategy, 
based on analysis of the historical 
ý nancial statements and 3-year 
projections.

   Assisted client with updating the 
manufacturing overhead rates by 
work center to better capture costs 
and prepare accurate, proý table 
job bids.

C A S H  F L O W  F O R E C A S T I N G

Who do you know has FRAUD?

Preparing and using a cash þ ow forecast is 
considered a best practice for successful businesses. 
Necessary in todayôs difý cult economic situation, 
the purpose of a cash þ ow forecast is to provide 
the business owner with projected ý gures that are 
calculated to ensure the survivability of the company. 
Slow or nonexistent payments from customers and 
more restrictive lending practices by banks force 
owners to focus on ensuring they have the cash 
to keep the doors open tomorrow as well as take 
advantage of opportunities in the coming years.

A cash þ ow forecast indicates the companyôs 
available cash balance at any given point. The 
timeframe used for the forecast varies depending 
on what makes the most sense for your business. 
Generally, a forecast should be prepared to show 
cash þ ow week-by-week for the ý rst three months 
and then month-by-month for the following nine 
months. The forecast should be updated regularly 
so that you always have a rolling twelve months 
of future cash þ ows planned for. 

Ideally, the cash þ ow forecast will be supported 
by and a part of the company’s strategic plan and 
ý nancial plan/budget.

Questions to consider in advance of preparing the 
cash þ ow forecast include:
    Who will use the forecast and for what 

speciý c purposes?
   How precise does the forecast need to be?
    In what format should the forecast be 

presented?

Building the forecast involves making assumptions 
and estimates about the when and how much of 
cash inþ ows and outþ ows. To ensure that the cash 
þ ow forecast is a valuable tool for management, 
consider the following as you construct the models:
    Document how assumptions and estimates 

were arrived at and by whom, from what 
sources of data.

    Keep the model simple; complexity does not 
necessarily equate to accuracy.

    Build the model in a way that it can be easily 
updated.

    Compare the forecast to the actual results and 
ý nd out what the sources of the differences are 
and validate your assumptions and the logic 
you used.

    Complete or update the forecast in time for it 
to be useful.

The question might 
be considered 
funny or rhetorical. 
Unfortunately, you 
probably arenôt aware 

if it’s occurring in 
your own company 
since fraud is, by 

its very deý nition and nature, a clandestine 
activity.  So how do you detect the warning 
signs and protect against it? 

Telltale signs of fraud may include bad 
cash þ ow when business is good, margins 
that are declining for no apparent reason, 
or employees or vendors with low income 
and a high standard of living.

To prevent fraud, you need to identify your 
weaknesses and put anti-fraud controls in 
place. This is best done by knowledgeable, 
experienced professionals. Contact our team 
of Certiý ed Fraud Examiners and let us ý nd 
the most cost efý cient method to minimize 
your companyôs vulnerability to fraud.  




