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Just as an NFL head coach relies on coordinators and assistant coaches to provide specialized advice to improve the team’s performance, your company’s external advisors and business professionals should do the same. This includes accountants, attorneys, bankers and strategic planners to add insights that improve your ability to generate profitable long-term growth.


Take care in building a team of individuals that works well together, excels in their respective areas of expertise and focuses on you and your business. For example, find an attorney with in-depth knowledge of your industry and issues, rather than a generalist. Entrepreneurs should use an accountant experienced with small business.

Along these lines, your business banker should bring more to the table than simply offer a venue for credit and cash management. They can contribute the accumulated experiences from clients in a variety of industries and at different stages of the business life cycle. An experienced business banker can offer insights on what your company’s needs might be in the future and provide an early warning to avoid potential pitfalls.


One of the most common challenges occurs with companies that are operating profitably and are experiencing rapid growth, yet have little cash in the checkbook to show for it. The financial security they assumed would come through growth hasn’t yet become a reality.


Revenue growth often involves higher levels of receivables and inventory, additional employees, and increased payroll expenses. These “cash-eaters” habitually occur before the revenue increases are translated into cash. 
Business bankers and accountants can highlight areas where owners might improve cash flow and even leverage the flexibility of loaned money. It’s not uncommon for business owners to know a relationship exists among the cash flow components of inventory, receivables, payables and credit lines, yet struggle with the intricacies of how it impacts their specific business. This provides an advising opportunity for bankers as they help owners expand their business acumen beyond their own process and product line expertise.

Business bankers should hit on these topics during periodic reviews and offer solutions to weather the periodic cash-flow storms. They should be agreeable to meeting with your company’s controller or operations manager to discuss the most effective means of optimizing working capital and liquidity.

Periodic reviews present a great opportunity to bring your team of external advisors together. If you have the right team, a joint meeting should generate great discussion and innovation for your firm as each partner offers different strengths. There should be alignment and open communication among the business’s decision makers and the external advisors. As more knowledge is shared, the more you should benefit.

A few attributes your team should exhibit include:

· Listening skills

· Understanding your issues and industry

· Being trustworthy, ethical and confidential

· Offering referrals to other experts
The relationship component of business banking shouldn’t be underestimated. A business banker’s role is to look at all sides of an issue and put forth the “what if” questions that need to be asked. The focus is on serving your financial needs. The more comfortable a business owner is with their banker and other partners, the more frank and productive those discussions often become.


By utilizing your advisors’ areas of expertise when developing and executing the “game plan,” you put yourself in a position to make the playoffs and win your “Super Bowl.”

