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PlanGuru By Class
1st Session

a. Introduction to PlanGuru University
b. “Why Are You Here?”
c. PlanGuru Partnership Program
d. PlanGuru Process: Set-up and Import

2nd Session 
a. Budgeting Discussion
b. PlanGuru Process: Forecasting Methods

3rd Session 
a. PlanGuru Process: Consolidations
b. Reporting 
c. Monthly Forecasting Process
d. Strategic Planning and Forecasting Discussion
e. Messaging
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Unless we have the data to support it, the more detailed the variance analysis is, the more we rely on guesswork to set targets and 
the more our measures are infected by noise. Further, the more granular the analysis, the less reliable it becomes. It also makes it 
difficult to uncover the underlying dynamics of performance.  - Beyond Budgeting

• Choosing the correct structure for a project (not the most detailed) is critical to success:
• Different projects require different levels of detail

• Some businesses can accomplish all their requirements within the same structure, others need more

 

Show me the detail

We’re not that good

a. Consolidations: The Right Level of Detail
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c. Monthly Process: Single Scenario

Open Sept Forecast Scenario

Books are closed, data imported 

Review Sept Forecast Reports

Duplicate as October Forecast

Roll-Foward the October Forecast

Pre-Meeting
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c. Monthly Process: Single Scenario

Open Sept Forecast Scenario

Review reports with client

Open October Forecast Scenario

Final Spin of October Forecast

Meeting
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c. Monthly Process: Multi-Business Unit

Open Sept Forecast Project

Books are closed, data imported 

Review Sept Forecast Project Reports

Copy as October Forecast Project

Pre-Spin the October Forecast

Pre-Meeting
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c. Monthly Process: Multi-Business Unit

Open Sept Forecast Project

Review reports with client

Open October Forecast Project

Final Spin of October Forecast

Meeting



a. Strategic Planning

A Long-Term Strategic Plan serves 3 Vital Roles
1.) It sets the direction for the future that the operating budget is 
aligned to achieve.

2.) It is a framework for a “what-if” exercise. 
• Must identify their largest long-term risks/opportunities and understand their 

estimated impact 
• Make tactical adjustments, long-term shifts and contingency plans
• Sensitivity Analysis, Scenario Analysis, Ratios, Breakeven or Business Valuation 

3.) It serves as a personal financial review for the business owners
They can look at their business in the same way they look at their stocks and bonds 
(when can they retire, should they sell?).
• Personal Cash Flow Analysis or Business Valuation 
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a. Forecasting
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It’s About Showing Up
• Can take under an hour with some small businesses

• Stirs up conversations that wouldn’t otherwise 
happen

• Extracts recommendations 

• You see many businesses, wider perspective

Current Year, Rolling 12, Rolling 24
• Set up your scenario for 3 years by month

• If you don’t spend time on year 3, don’t run the reports

• If you do need year 3 it is there

It’s About Being Ready



a. PlanGuru Partnership Program
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https://www.planguru.com/users/accountants-business-advisors/partnership-program/



Your “smaller” business clients serve as the best market for this service
• The complexity of their business does not warrant a true CFO, but the core 

exercises that a CFO does are still needed.  Smaller means EASIER.
• Huge market, millions of small businesses are not doing any budgeting and 

performance review.  The smaller they get, the more that exist.  
• See tremendous benefit because they are so deficient.
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a. Think Small
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My Contact info: 
Christian Wielage     
christian@planguru.com

www.planguru.com
(888) 822-6300


