










1. Close down any open apps
2. Ask and we’ll answer









1. Budgeting vs. forecasting
2. Communicating value
3. Leverage what you already do
4. Lessons learned
5. How to create a profitable offering







Budgeting vs. Forecasting



1) Tactical vs Strategic.

2) Short Term vs Long Term.

3) Static vs Dynamic.

Key differences:



Options to Track:



How do you communicate
the value to clients?



How to Communicate Benefits to Clients

1. Evaluating past results not helpful for making decisions

2. Ability to see into the future about profit and cash 

3. Have someone in your corner to collaborate with

4. Make more confident decisions



What do you do each month
with your clients?



Our New Client



MEET OUR NEW CLIENT, SHAUNA

Shauna Brooks: Sweat Equity Owner

✓ Former Track & Field college athlete

✓ Graduated Cum Laude in 1995, 
Communications (Economics minor)

✓ Communications Director for SF Giants for 
15 years before returning to college town 
for family (2 kids, 8 and 10)

✓ Opened Sweat Equity in 2014 with goal of 
being the premier gym in town



Package and Price!



What lessons did you learn as 
you developed your offering?



Make it a system

Business process

+

Needed resources

_________________

People
Software

Items for Deliverables



Package and Price!



Package and Price!



Does forecasting make a 
profitable service for your firm?





Wrap Up



1. Budgeting vs. forecasting
2. Communicating value
3. Leverage what you already do
4. Lessons learned
5. How to create a profitable offering











Thank you!




