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Abandonment
annual reporting processes 231–232
preached by Peter Drucker 11–13

Accounts payable,
early closing 36–37
“shame and name” lists 87
ban payment by check 84
buyer-created invoices 89
changes in the balance of work
(exhibit) 78

electronic ordering 80
frequent direct credit payment runs 85
improving budget holder cooperation 85
paperless 79–80
purchasing card 81–83
self-generated invoices 89
the accounts payable network 79
timing of payment runs 85
welcome letter to new budget holders 86
working with the main suppliers 88

Accounts payable systems,
payables automation (exhibit) 60
providers and their applications
(exhibit) 62

technology to use (exhibit) 60
Accounts receivable,
aged debtors graph (exhibit) 247
debtors’ collection 248
direct debiting 248
early closing 38
month-end bottlenecks 247

Accruals
early closing 36–37
setting materiality 37

Activity based costing
Why you should avoid it 275–276

Agile techniques 211
Annual planning
a burning platform 283
questionable activity 282–285

see budgeting and planning
speed of (exhibit) 284

Annual reporting
audit coordinator 236
case studies 242–243
collaborative disclosure software
235–236

consolidation software 235
controlling the last mile 240–242
costing the process 227–228
costing the process (exhibit) 228
data capture 241
draft agenda for the quick annual
reporting workshop (exhibit) 233

fixed assets verification 238–239
get organized 229–234
hard close month 10 or 11 231
help get the auditors organized 230
intercompany software 235
internal auditors 239
management letter 239–240
minimize year-end stress 236–240
overs and unders schedule 237
post-it re-engineering 232
quality assurance 242
renegotiate the auditor’s deadline
230–231

scrummeetings 232
selling the need for change
226–229

stocktakes 237–238
the five stages 226
time frames (exhibit) 229
use technology 235–236
work in progress valuation 238
year-end rules 229–230

Baggaley, Bruce 266
Balanced scorecard,
six not four perspectives 332
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Balanced scorecard,
six perspectives (exhibit) 332

Benchmarks
finance team bad habits (table) 5–6
finance team benchmarks 7

Beyond budgeting 150, 284
Board dashboard
key result indicators 362–364

Board papers software
features 67
some providers and their applications
(exhibit) 67

Board reporting
avoiding the rewrites 138
better practices 136
costing the preparation 136–137
costing the preparation (exhibit) 137
examples of key result indicators for a
board dashboard (exhibit) 144–147

one-page board dashboard A3 / fanfold
(exhibit) 143

paperless board meeting 139
scheduling more timely meetings 139
scoping the information requests 138
top mistakes 140–141

Budgeting and planning 4 or 5 week
months 163–164

account codes 159–160
annual targets 285–286
avoid monthly phasing of the annual
budget 154, 156

better practices 152–164
birthday cake analogy (exhibit) 158
budgeting at category level rather than
account code level 159–160

built in a planning tool (exhibit) 163
consolidating account codes
(exhibit) 161

costing template (exhibit) 152
costing the process 151–152
costing the process (exhibit) 152
counting the trees analogy (exhibit) 159
draft agenda for a focus group
(exhibit) 165

Budgeting and planning,
draft agenda for the briefing workshop
(exhibit) 174

Budgeting and planning, efficient processes
hold a focus group workshop

forecasting demand by major customers
by major products

required pre-work
accurately forecasting personnel costs
automate the calculation for some
expense categories

provide automated calculations for travel
and accommodation

prepare a simple reporting template for
the annual plan

have trend graphs for every category
forecasted

if using a spreadsheet simplify the model
to make it more robust

expand your team as budget holders will
need one-to-one support

hold a briefing workshop for all budget
holders 164–174

expenditure trend graph (exhibit) 172
focus group workshop 164–166
forecasting demand by major customers
by major products 166–168

forecasting demand by major customers
(exhibit) 167

Budgeting and planning,
the foundation stones,

separation of targets from
the annual plan.

bolt down your strategy beforehand.
avoid monthly phasing of the annual
budget

the annual plan does not give an annual
entitlement to spend.

budget committee commit to a lock - up
budgeting at category level rather than
account code level

getting it wrong quicker
built in a planning tool –not
in spreadsheets 153–164

one-page annual plan (exhibit) 157
payroll calculation worksheet
(exhibit) 163

questionable activity 282–285
revenue forecasting 166–168
travel and accommodation calculator
(exhibit) 171

two-week timetable (exhibit) 162
wisdom of the crowd 167

Budgeting and planning myths
annual targets 285–286
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plan around calendar months 288
requires months of work 287–288
annual entitlement 287
budget at account code level 287
forecast out only to the current year-end
286–287

monthly targets 286
quicker this year 288

Budgeting software
see planning and forecasting tools

Candour 203
Case studies
a major road contracting company
284–285

Ballance Agri-Nuturients 54–56, 303
British Airways CSF 318–319
Johnson & Johnson 96–98
Motorola 98–99

Cash flow report,
longer range (exhibit) 115
shorter range (exhibit) 114

Celebrate 212 ,214
Change, leading and selling,
annual budgeting and planning
150–152

burning platform 4
burning platform presentation 20,
23–24

default future 18
elevator speech 20,
emotional drivers 22, 24, 150–151
invented future 18, 21
John Kotter’s eight stage process 20–21
power of the focus group 24–25
Self-persuasion (exhibit) 19

Chart of accounts
limiting to 60 P/L account codes
266–267

rules 267
subsidiaries’ chart of accounts 267

Churchill, Sir Winston 18
Collaborative disclosure management
background 65–66
some providers and their applications
(exhibit) 66

Collins, Jim 21, 200, 202, 250, 358
Consolidation software
background 64–65
some providers and their applications
(exhibit) 65

Cost apportionment 267–268
Covey, Stephen 322
Critical success factors
alignment with strategy (exhibit) 317
benefits 317–319
British Airways CSF (case study)
318–319

characteristics (list) 323
differences from external outcomes
321–324

external outcomes 322
first things first (analogy) 322
hierarchy of success factors (exhibit) 318
how CSFs and KPIs fit together
(exhibit) 319

how strategy and the CSFs work together
(exhibit) 321

linkage to strategy (exhibit) 319
operational in nature 321–322,
323–324

the missing link 323–324
what impacts the CSFs (exhibit) 320
relationship among CSFs strategy
and KPIs 319–321

Cunningham, Jean 8, 277

Dashboards
common problems with dashboards
128–129

Data visualisation
better practices 130–133
combination of “sparklines” and “bullet”
graphs (exhibit) 362

common problems with dashboards
128–129

Downsizing
hidden costs 405–407
hidden costs (exhibit) 406
other options 403–405

Drucker, Peter 12, 204, 206, 292
Duarte, Nancy 24, 219

Email handling
golden rules 193–196

Enneagram 200–201

Few, Stephen 102, 113, 125, 128, 358,
361–362

Fiume, Orest j. 266
Ford, Dr. Richard 255
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Forecasting,
a fast light touch (completed in an
elapsed week) 298–301

a quarter-by-quarter funding
mechanism 296–297

a quarterly process using the wisdom
of the crowd 294–295

abandonments (list) 293
Ballance Nutrients (case study) 303
built in a planning tool –not
in a spreadsheet 301

checklists 313
comprehensive blueprint 303
draft agenda for a focus group
workshop 309

efficient processes 303–306
emotional drivers 282
fast because of (list) 298–301
forecast beyond year-end (e.g. six
quarters ahead) 295–296

forecasting at category level rather than
account code level 298

forecasting on a 445 basis exhibit 302
foundation stones 291–303
how the rolling forecast works for an
organization (exhibit) 290

implementation barriers (list) 307
invest in a comprehensive
blueprint 303

involve all budget holders 305
one-page summary 303–304
planning tool with four and five week
months 301–302

post-it reengineering 308
quarterly process 294–295, 305–306
quarterly updated forecast
(exhibit) 304

quarterly updated forecast, fourth
quarter (exhibit) 300

reporting template (exhibit) 312
separation of targets from realistic
forecasts 294

seven-day reforecast process timetable
(exhibit) 299

templates 313
the annual plan becomes a by-product
of the QRF 297

the monthly targets are set a quarter
ahead from the QRF 296

the QRF model should be built
by in-house resources 294

the QRF should be based around the key
drivers 298

wisdom of the crowd 294–295
Forecasting software
see planning and forecasting tools

Fraser, Robin 346

Gallo, Carmine 24, 219
General ledger
avoiding the hard sell to upgrade your
G/L 68–69

delay changing your G/L 95
front-end tools (exhibit) 63
maximize the use of the existing G/L 68

Graphics
better practices 130–133

Gunnarsson, Jan 202

Haas Edersheim, Elizabeth 13
Hermann’s thinking preferences 201
Hope, Jeremy 7, 95, 150, 275, 282, 283,

286, 301, 372, 373, 301, 377, 378
Hope, Jeremy’s quotes 51, 150, 283,

372, 373
Hostmanship 202

IBM
whitepaper library 53
global c-suite study 5

Implementing a new system
“planner tool provider” evaluation
checklist (exhibit) 71

appraising the options 69–70
best three applications 70–72
have three pilots 72–73
the key steps 70, 72

Integrity 202–203
Intercompany software
some providers and their applications
(exhibit) 65

Jobs, Steve 13–14

Kanban board
exhibit 188–189

Kaplan, Robert 331, 335, 346,
Kawasaki, guy 218
Kennedy, Frances 8, 106, 269
Kotter, John 20–21
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KPI myths
all performance measures are KPIs
329–330

by tying KPIs to remuneration you will
increase performance 330

indicators are either lead or lag indicators
331–335

KPIs are financial and nonfinancial
indicators 331

measures are cascaded down the
organization 335–336

measuring performance is relatively
simple 330

most measures lead to better
performance 329

there are only four balanced scorecard
perspectives 331

KPIs
10/80/10 rule 346–348
10/80/10 rule (exhibit) 347–348
A3 (fanfold) one-page board dashboard
(exhibit) 364

British Airways KPI story 318–319
daily human resources (exhibit) 355
daily KPI report (exhibit) 353
daily reporting 352
examples 345–346
financial and nonfinancial indicators 331
financial measures 354
future measures (exhibit) 334
human resources 352–354
information systems monthly team
balanced scorecard (exhibit) 366

key performance indicators 340–343
key result indicators 338–339
KPI myths 328–338
monthly report to management
(exhibit) 360

nonfinancial measures 354
past current or future measures 334
performance indicator 340
reporting progress to staff (exhibit) 363
reporting to management and staff
352–354

research 328
result indicators 339–340
seven characteristics 343–345
suggested performance reporting
portfolio (exhibit) 367

the dark side 336–338

the four measures (exhibit) 338
the four types of performance measures
338–346

the four types of performance measures
(exhibit) 338

unintended consequences 336–338
unintended consequences accident and
emergency department
(case study) 337

unintended consequences late train
measure backfires (case study) 337

weekly human resources report
(exhibit) 359

weekly KPI report (exhibit) 357
weekly team-progress update
(exhibit) 365

Lead / lag indicators 331–335
Leadership foundation stones
minimize personal baggage
“love thy neighbor as thyself ”
mastery of communication and public
relations

have a cluster of mentors and a safe
haven

fearless in pursuit of legacy
be a follower of the paradigm shifters
200–207

Leading change, see change, leading and
selling

Lean management techniques 208–211
Lean accounting
costing of a product 274–275
impact on profitability 271–274
one-off deals 275
rate of flow (exhibit) 274

Lean movement
background 7–11
eight types of waste (table) 9–10
Toyota 14 lean management principles
10–11

Liker, Jeffrey 119
Logan, Dave 18, 20–21
Lorber, Robert 205

Marketing the finance team,
celebrate 212, 214
in-house customer survey 220–222
networking 215, 217
putting the finance team on the map
215–222
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Marketing the finance team (Continued)
relationships with budget holders 220
walkabout 204–205

Maskell, Brian 8, 105–106, 269
Mcgregor, Douglas 377
Mcintosh, David 210
Meetings
action meetings 210–211

Mentors, the four types 205–206
Mills, Harry 19, 21, 255
Mintzberg, Henry 376
Month-end reporting
accruals 37
adjustments 34–35, 41–42
avoiding rewriting 92–93
benefits of quick reporting (table) 31
changing the focus of the finance team’s
work (exhibit) 32

day one reporting 96
early closing of capital expenditure 38
establishing reporting rules 33–34
flash report 39–40
flash report to CEO at end of day
one exhibit 39

four or five week months 93–94
implementing four or five week months
93–94

intercompany adjustments 37–38
inventory 38–39
key activities of a day three month-end
(exhibit) 44

major steps you can do before next
month-end 33–41

materiality 33–35, 37, 39, 41–42
overs and unders schedule 34–35
quality assurance 41–43
speed of month-end reporting ranking
exhibit 30

timing of time sheets 92
virtual closing 99

Neuro-linguistic programming 201
Norton, David 331, 335, 346

One-on-one progress meetings 214–215
Osborne, Mike 210

Performance bonus schemes,
apply the full cost of capital 375
avoid an annual entitlement 378

avoid any linkage to the share price
or share options 376–377

avoid linking to KPIs 384
checklist (pdf toolkit) 385
communication 384
exclude super profits 373–374
exclude unrealized gains 381–382
foundation schemes 372–384
get the management and staff
on side 384

link to a balanced performance 378–381
make bonuses team based rather than
individual based 377–378

NZ bank (case study) 375
remove “profit enhancing” accounting
adjustments 374–375

retention of super profits (benefits) 374
retention of super profits (exhibit) 374
separate at-risk portion of salary from
the scheme 375–376

southwest airlines (case study) 377–378
test scheme to minimize manipulation
382–384

test scheme to minimize manipulation
382–384

testing the performance scheme on past
results (exhibit) 383

the billion-dollar giveaway 372
theory x theory y 377
use relative measures instead of an
annual target 373

Performance management
finance team performance gaps
(exhibit) 5

Peters, tom 358
Planning and forecasting tools 53–59
Ballance Agri-Nuturients case study
54–56

some providers and their applications
(exhibit) 57–59

Planning tools 301–302
Presenting
deliver killer presentations 219–220

Procurement system
see accounts payable

Project accounting 267
Public relations 203–205
Purchasing card 81–83
a free accounts payable system 81
better practices 83
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example of a purchasing card (exhibit) 82
how the purchasing card works 82–83
what it is targeting (exhibit) 81

Quality assurance
error free reporting 125–127
month-end reporting 41–43
text- to- voice 127
two gremlin rule 127
two-person read-through 126–127

Quarterly rolling forecasting, see forecasting

Recognition 212, 214, 219
Recruiting
advert 254
assessment centers 258
Cathay Pacific recruitment (case study)
255–256

ever-present danger 250–251
final check against requirements
(exhibit) 261

finance team involvement 260
first round 255
fourth round 258–260
general motors (case study) 250
human resources team 257
induction 260–262
look for values and fit 252–253
need to up-skill 251
never give a new job to a new person 253
paint the picture first 253
promote your finance team to the outside
world 252

psychometric testing 257–258
recruiting agencies 254
reference checks 258–260
second round 256
seek internal referrals 254
simulation exercises 257–258
the marathon 252–260
third round 256–258

Recruiting, Peter Drucker’s advice
paint the picture first
never give a new job to a new person
focus on interviewee’s strengths
minimum of three candidates for shortlist
previous boss check 253, 256, 259

Re-engineering
annual planning 185
annual reporting 185

instructions (exhibit) 179
post-it reengineering month-end routines
178–185

post-it sticker 178–185
post-it sticker case studies 184–185
workshop agenda (exhibit) 181

Reorganizations
alternatives to a major reorganization
403–405

an addiction to reorganizations 401
checklist to put you off
a reorganization 405

ramifications 400
typical reasons for a reorganization
401–403

some providers and their applications
(exhibit) 63

Report templates
balance sheet (exhibit 110
business unit’s report (exhibit) 104
capex approval report (exhibit) 118
capital expenditure proposal
(exhibit) 120

cash flow reporting (exhibits) 114–115
Report templates,
CEO’s finance report A3 /fanfold
(exhibit) 109

consolidated profit and loss (exhibit) 107
daily sales report(exhibit) 121
late projects (exhibit) 123
late reports (exhibit) 124
one page board dashboard A3 / fanfold
(exhibit) 143

rolling forecasting (exhibit) 111
simple capex slippage report (exhibit) 117
smart phone report (exhibit) 125
sparkline and bullet graphs (exhibit) 116
value stream reporting (exhibit) 105
weekly sales report (exhibit) 122

Reporting using value streams, exhibit 270
Reporting, foundation stones 102
Reynolds, Garr 24, 219
Rolling forecasting
see forecasting

Scrummeetings
annual reporting 232
the daily scrum / fortnightly sprint
(exhibit) 187

the process 185–188
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Selling change,
implementing rolling forecasting 282
Board reporting 136–137

Selling change, see change, leading
and selling

Simons, Robert 377
Spitzer, Dean 336, 338
Spreadsheets
ban spreadsheets from core finance
routines 50–52

career limiting 52
common problems with spreadsheets
50–51

new CFO finds an error (case study)
51–52

removing from the month - end routines
95–96

rule of 100 rows 51
Strategy
a strategy slide deck (exhibit)155
external outcomes 322–323
on slides on in a report 155
relationship between strategy and CSFs
319–320

Surowiecki, James 167
Svenska Handelsbanken,
case study 284

Takeover and merger
AOL and TimeWarner (case study)
388–389

big failures 388–390
culture clash 392–393
GlaxoWellcome / Smithkline Beecham
(case study) 389

hard to conceptualize the intangibles 394
how they go wrong 390–397
investment banker reveals driving forces
389–390

KPMG study 390
Kraft Cadbury takeover (case study) 388
loss of focus on customers 392
loss of years of intangibles 393
mergers are seldom done from a position
of strength 394

Morrisons (case study) 391–392
no heart in merged organization 393
reasons for a takeover or merger 388
salary costs escalation 393–394
synergy calculations 390–391

takeover and merger scorecard 395–397
the wrong management rises to the top
393

there is never enough time to fully
evaluate the target 394–395

Vodafone / Mannesmann
(case study) 389

Team building,
in-house training 214
lessons from a world - class coach 207
making the finance team a great place to
work 207–215

offsite teammeeting (agenda) 213
outdoor adventure learning 207–208

Technology
seven technologies to understand
and evaluate 53

Time sheets
timing of 92

Toyota
Toyota’s 14 management principles
189–193

Toyota management principles
become a learning organization through
relentless reflection and continuous
improvement 192–193

build a culture of stopping to fix problems
to get quality right the first time 191

help your extended network of partners
and suppliers to improve 192

help your extended network of partners
and suppliers to improve 192

level out the workload (Heijunka) 190
make decisions slowly by consensus
and then implement the decisions
rapidly 192

use visual control so no problems are
hidden 191–192

Tufte, Edward 358

Ukleja, Mick 205

Value stream accounting 268–275

Walkabout 204–205
Waterman, Robert 358
Welch, Jack 154–155, 200, 203, 205, 214,

257, 259

Zaffron, Steve 18, 20–21
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