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DISCLAIMER
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Things my attorneys make me say.
• This presentation is for informational purposes only and does not constitute legal, financial, or tax advice. Business owners 

should consult with their own legal, financial, and tax professionals before making any decisions related to business 
transitions or exit strategies.

• Wolcott Rivers, PC dba Wolcott Rivers Gates is not affiliated with Business Owners Strategic Solutions, LLC (“BOSS”).  
BOSS is a separate entity of David M. Bastiaans.  The presenters and their respective company are not affiliated with 
BOSS but partner with BOSS in the dissemination of information to business owners.  

• BOSS does not provide any services.  BOSS is an educational resource for business owners interested in business and 
succession planning. If you are interested in any services, please contact the presenter directly.  

• The BOSS mission is to empower business owners to transform their enterprises into valuable assets. We provide 
innovative business coaching and strategic insights to help you view your business through a new lens, optimize its 
potential for sale, and enhance its overall value. Through valuations and educational content, we are dedicated to guiding 
you towards sustainable growth and a more profitable future, ensuring your business achieves its highest potential both 
today and tomorrow when the owner is ready to transition from their business on their timeline and on their terms.
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• How do you measure success—or understand whether your business is truly progressing?
Many business owners default to a simple benchmark: last year’s performance. It’s familiar, it’s 
easy to access, and it feels intuitive.

• But as we discussed last month, business value isn’t determined by your past alone. It’s driven by 
how the market views your industry. The market establishes a range of valuation multiples—from 
lower tier to best-in-class—and every business falls somewhere within that spectrum.

• If you only compare your business to your own historical performance, you’re measuring progress 
in a vacuum. You might be improving year over year and still be sitting at—or even below—the 
lower end of your industry’s valuation range.

• Real insight comes from looking outward. 
• Industry data, market benchmarks, and clearly defined Key Performance Indicators (KPIs) give you a true picture of 

where you stand. When you align your scorecards and dashboards with these external metrics, you can see how your 
business performs relative to peers, competitors, and market expectations.

• That’s when measurement becomes meaningful—and when your decisions become strategic.



Business Scoreboard
Barb Smith
Cherry Bekaert Advisory LLP
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Agenda

► Benchmarking
● Definition

● Key Drivers

● Industry Norms

● Scoreboards

► Financial Statement Analysis

► Ratios
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Benchmarking - Dictionary

Evaluate or check 

(something) by 

comparison with a 

standard. 
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What is benchmarking?

The practice of 
comparing business 
processes and 
performance metrics to 
industry “bests” and best 
practices from other 
companies



Click to Edit Divider Slide

Why?

To identify strengths, weaknesses and 
improvement opportunities. 
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How? 

• Identify – Define Objectives

• Collect + Analyze – Obtain information from internal 
or outside sources

• Implement – Make changes based on findings

• Evaluate – Monitor and update as needed
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Benchmarking Identification

► Financial
● Revenue
● Profitability
● Shareholder value

► Processes
● Quality
● Efficiency 

► Customer
● Retention
● Satisfaction

► People
● Retention
● Satisfaction
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Collect and Analyze

► National Associations

► Informal Industry Group

► Friendly Competitors

► Other Business Organizations

► Other Data



12

Scoreboards

► Financial

► Sales

► Warehouse

► Safety

► Quality
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Financial Statement Analysis

►  Method of Accounting

● Accrual

● Cash
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Accounts Receivable

► Billing Processes
● Credit Policy

● Payment Terms

● Standard Procedures

► Timely Billing

► Manage + Monitor Receivables
● Aging of Receivables

● Allowance for Doubtful Accents
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Inventory

► Method
● FIFO
● LIFO
● Average Cost

► Inventory Controls
● Forecasting
● Barcoding/Management Software
● Real Time Tracking
● Inventory Costs

► Inventory Valuation
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Inventory
► Types of Inventory:

● Raw Materials

● Finished Goods

● Work In Process
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Fixed Assets

► Depreciation Method

● Book versus Tax

► Age of Assets

► Repairs
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Accounts Payable

► Process
● Automation
● Approval
● Reconciliation
● Discounts

► Aging
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Other Liabilities

► Accrued PTO

► Warranties

► Other Contingent Liabilities
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Income/Expense

► Understanding the Revenue Cycle

► Contract Work

► Installment Sales

► Nonrecurring Items
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Transactions with Owners/Related Parties

► Compensation

► Benefits

► Rents

► Other
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Ratios

► Liquidity Ratios

Current Ratio:   
Current Assets

Current Liabilities

Quick Ratio:
Cash plus Accounts Receivable

Current Liabilities



23

Accounts Receivable Turnover

15,000,000
=  7.5 times

2,000,000
Average Collection Period = 48.67

Credit Sales
Average Account Receivable
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Inventory Turnover

Cost of Goods Sold
Average Inventory

30,000,000
=   4.84 times

6,200,000 Average Days in Inventory = 75.41
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Net Working Capital

Current Assets – Current Liabilities
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Leverage Ratios

Total Debt
Total Assets

13,000,000
=  0.928571

14,000,000
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Debt to Equity

Equity
Long-Term Debt + Equity

3,000,000
=  0.75

4,000,000



28

Profitability Ratios

► Gross Profit Margin

► Operating Profit from Sales

► Net Income from Sales



Trend Analysis
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About Cherry Bekaert
“Cherry Bekaert” is the brand name under which Cherry Bekaert LLP and Cherry Bekaert Advisory LLC, 
independently owned entities, provide professional services in an alternative practice structure in accordance with 
applicable professional standards. Cherry Bekaert LLP is a licensed CPA firm that provides attest services, and 
Cherry Bekaert Advisory LLC and its subsidiary entities provide tax and advisory services. For more details, visit 
cbh.com/disclosure. 

This material has been prepared for general informational purposes only and is not intended to be relied upon as tax, 
accounting, or other professional advice. Before taking any action, you should consult a professional advisor familiar 
with your particular facts and circumstances.

cbh.com

Questions



BUSINESS 
ENHANCEMENT 

SEMINAR 
SERIES, AND 

TOPICS OF  
INTEREST

Seminar Topics and Recommendations:
In addition to the succession planning series, there will be 
other seminars throughout the year on various topics of 
interest such as business assessments and enhancements, 
employee benefits, financial planning, tax planning, and 
business coaching.

If there are particularly topics of interest you would like to 
share, please email your suggestions and recommendations 
to info@theoneboss.com. 
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SUBSCRIBE AND JOIN THE COMMUNITY
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VISION
To be the leading catalyst for business transformation, fostering a thriving community where owners harness their 
enterprise's full potential. Through valuations, targeted coaching, and strategic succession planning, we aim to elevate 
business value and empower growth. By creating a dynamic membership community enriched with interactive 
discussions, exclusive events, and cutting-edge educational resources, we envision a future where every business owner 
is equipped to drive lasting success and achieve their highest aspirations.

SUBSCRIBE
Please subscribe to receive informational content emails, blogs, announcements for seminars and presentations.  To 
subscribe go to www.theoneboss.com and select the subscribe now button … Subscription Signup — BOSS -- Business 
Owners Strategic Solutions (theoneboss.com).  If you want access to resources, please consider joining as a member …  
Membership Signup

JOIN THE COMMUNITY
Business owners have a lot to share and benefit from other business owners.  Join the community board to ask questions, 
offer insights and recommendations.  To join the community board go to www.theoneboss.com and select Community 
Board  … Community Board (theoneboss.com)
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CONTACT US!!
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CONTACT US
Website: www.theoneboss.com
Email:  info@theoneboss.com
Phone: 757-600-7309

FOLLOW US
LinkedIn: https://www.linkedin.com/in/david-bastiaans-624694263 
Facebook: https://www.facebook.com/profile.php?id=100090264010224
YouTube:  https://www.youtube.com/channel/UC24_skQ7zZFjmcRaPff0lLg 
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CONTACT OUR PARTNERS!!

© David M. Bastiaans 34

CONTACT OUR PARTNERS

Gary Baum – Acuity Valuation - gwbaum@acuityval.com – 757-304-0798
Charles Decourt – TransWorld Business Advisors - cdaucourt@tworld.com – 757-231-6557
Michael Fowler – Raymond James - Mike.Fowler@raymondjames.com – 757-807-2841 
Bernd Haase – The Alternative Board – bernd@tabhamptonroads.com – 757-606-9966
Clint Minarik – Dollar Bank - CMinarik346@dollarbank.com – 757-646-507
Barb Smith, CPA – Cherry Bekaert - bsmith@cbh.com –  757-621-0322

Information about our partners can be found on the website here … 
www.theoneboss.com/boss-partners/ 
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NEXT SESSION – BUSINESS SCORECARDS
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Business Intangible Assets 
Social Capital and Brand Awareness

February 17, 2026
7:30 am to 9:00 am

4417 Corporation Lane, 1st Floor Seminar Room
Virginia Beach, Virginia 23462

Presenter: Brian Pascouau

Big Deal Marketing Group is a full service marketing agency providing advertising, website design and 
development, strategic planning, digital advertising; pretty much anything that can grow your 
business! Their clients range in industry type from Military, National Media, Non-Profits, Law Firms, 
Authors, Home Builders…even a nationally ranked surfer.



Help Us Grow — Your Feedback Matters!
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Your insights help us improve—and your reviews help others find us.

How You Can Help:
Leave a review on Google……

Thank You for Supporting Our Mission to Empower Business Owners!
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