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Please visit the Voluntary Benefits Offering website at swett.com/GSCPA

Exclusive Marketers and Administrators for

The Georgia Society of 
CPAs Insurance Products
The Georgia Society of CPAs provides an alternative 
to all employers offering group health insurance. 

Avoid a large part of the HCR law in Community 
Rating and potentially save thousands of dollars by 
signing up with GSCPA’s Association Plan.

• Term Life with 75 Months of Long Term Care
• Critical Illness Champions
• Cancer Care Protector
• Disability Income Protector
• Accident Champion

Offering voluntary worksite products on a guarantee issue 
basis through payroll deduction or bank draft. 

All GSCPA members, employees of member firms and industry 
companies with affiliated CPA members are eligible!

VOLUNTARY BENEFITS OPTIONS:

ADDITIONAL EMPLOYER SPONSORED BENEFITS:

Dental   |   Disability   |   Life   |   Vision

Sterling Seacrest Pritchard

The LegalShield Membership Includes:
Dedicated Law Firm
Legal Advice/Consultation
Controls/Documents Review
Will Preparation
Speeding Ticket Assistance
Uncontested Divorce Separation

The IDShield Membership Includes:
Social Media Monitoring
Privacy and Security Monitoring
Consultation
Full Identity Restoration
$5 Million Service Guarantee

LEGAL SHIELD/ID SHIELD (New GSCPA Offering):

Please Note: The views and interpretations reflected below are 
those of the author and do not necessarily reflect an expression of 
opinion on the part of The Georgia Society of CPAs.

As your clients close out 2022, now is the best time to help 
them start planning for 2023. We know this time of year is 
"budget season," but to a small-mid-sized business (SMB), 
that concept may seem foreign, daunting or unnecessary. 

As a fractional CFO working with SMBs, I am amazed 
how many do not have an annual planning process or any 
financial reference points against which to measure. I try 
to demonstrate the value in the process itself, but most 
importantly, the financial targets it produces.  

Over my career, I have attempted to simplify the big three 
foundational business planning tools to make them more 
understandable and easier to implement for "main street" 
companies who may not have the expertise of a larger one. 

I know you are familiar with these plans. You know them as 
1) a strategic plan, 2) a business plan, and 3) a financial plan. 
For many SMBs, any one of these may seem daunting to 
prepare. So how does a "main street" company with limited 
resources create these plans? Simply.

A plan is only useful if it can be understood and followed, 
like a map, and a map does not have to be complex to be 
helpful. Neither does planning. I tell clients to simply start 
and start simply. 

Like the Cheshire Cat said, "If you don't know where you 
are going, any road will get you there." So, the first place to 
start is by answering that simple question, "WHERE are 
you going?"

The map of WHERE you are going is the strategic plan. 
A strategic plan communicates the organization's highest 
aspirations, mission, vision, values, and purpose. Most 

SMBs likely already have these components; they just need 
to aggregate them in one document and share them with 
everyone. 

The second map addresses HOW they will get where they 
want to go – the business plan. At its core, a business plan 
answers seven key questions: 1) Who are we? 2) What do we 
do? 3) Why is it needed? 4) Who is the competition? 5) How 
will we sell it? 6) How big is the opportunity, and 7) What are 
the keys to success? These seven questions will go a long way 
in aligning the business and tactical planning for the third and 
most detailed map, the financial plan.

As Stephen Covey would say, "Begin with the end in mind" in 
other words, identify the WHAT you will need to accomplish 
in the business plan. This will determine the WHAT you need 
to get there, the financial plan or budget.  

A budget consists of four components, 1) a cash plan, 2) a 
capital plan, 3) a sales plan, and 4) an operations plan. These 
combine into the annual budget, the most important tactical 
map an organization can use to anticipate how and when 
financial targets will be met.  

I know you know this, and as a professional accountant, you 
may think I have oversimplified these important tools, but 
to an organization that doesn't have them, starting simple is 
much better than not having them at all. 

I encourage you to share this simple approach to planning 
with your clients and remind them that there is no need to 
overcomplicate it. If one or more of these plans are not in 
place, do not try to produce a World Atlas, but simply start 
and start simply. Start mapping the future they want and begin 
tracking progress against it.

"He who fails to plan is planning to fail" - Sir Winston 
Churchill.

We Know the Value of Annual Planning,
But Do Our Clients?

by  ROBERT STEPHENS, CPA
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ROBERT STEPHENS is the managing partner of CFO Navigator. As a fractional chief financial officer, Robert 
fills a critical gap for growing privately held businesses and non-profit organizations that do not have the budget or 
need a full-time CFO. Having advised over 75+ organizations during his 30+ year career, Robert strives to bring 
“Wall Street” worthy financial expertise to local “Main Street” companies by turning his financial insight into their 
business foresight. For more information, visit www.cfo-navigator.com.


