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Avoiding the Danger Zone

Date:

Author : Sarah Laidlaw

As is the case with many things, the middle is the largest segment in
business with companies earning $5 million to $70 million in sales
estimated to employ 75% of America. This size of company generally
does not have the means or necessity to employ full time CFOs or
ClOs, which generally cost at least $200,000 annually. Jerry L. Mills
has found a solution to this need, creating B2B CFO/CIO LLP in 1987
to provide part time CFOs and CIOs.

In its almost 20 years, B2B has become the largest CFO and CIO firm
in the U.S. that services privately-held companies with sales up to $60
million annually. B2B a has a nationwide reach, currently working in
35 different cities. Combined, the partners work with some 500
clients, netting between $2 billion and $3 billion inannual sales. Mills
attributes a collection of things to his firm’'s fast growing success,
including longevity, associations an sponsorships by reputable multi-
billion dollar companies, such as ING, Manpower and ADP, and his
partners. Mills and his partners act as the consulting CFOs and CIOs
for B2B's clients, and currently there are 60 partners working with the
company. Mills says, “We recruit great candidates. Our partners
average 25 years of experience.’

Another key factor to B2B's success is their methodology, which
Mills pioneers from his 30 years in the industry. He recently put his
ideas to paper wrote a book to help partners understand his
methodologies. When he was nearly finished, he saw another benefit
of his writing in that his book could actually help his clients and other
businesses avoid the mistakes that cost them money. He scrapped
the original book and rewrote it to speak to business owners as
opposed to his partners, titling it The Danger Zone — Lost in the
Growth Transition.

The "Danger Zone" refers to the 5|tuat|on the book is written to help
companies avoid. Mills explains it as, "the pomt where a company’s
cash needs far exceeds its available cash. He says this must be
avoided because it creates to make dire decisions, which usually
include filing bankruptcy, selling the company or its assets, or
seeking relatives or friends for large loans. Mills says, “My hope is
business owners, especially our clients, are going to read my book
and utilize the principles to never get to the ‘Danger Zone.” Still,
there us a chapter of the book, titled ‘Escaping the Danger Zone,’
that provides help to companies that are already in trouble.

The 194-page hardcover book provides many detailed tools and tips,
but one pertinent piece of mformatlon at this time of year is a
description of what Mills calls "the fourth quarter panic” and
strategies to avoid such a pitfall.
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“The fourth qurter quarter panic’ is the negative situation companies often
find themselves in during the fourth quarter because of its shortened work
period and the number of expenses that occur during it. Mills explains,
‘Labor Day this year is Sept. 4, so starting Sept. 5 everyone is going back
to work after vacations and being out of schools, etc. We have a real short
period of time before Thanksgiving when winter vacations and holidays
start, so we don't really have a full fourth quarter.” In addition to the
shortened work period for the quarter, expenses add up at the end of the
year. Mills cites such necessities as buying assets to take advantage of
taxable income and paying out bonuses and benefits. Beyond that
estimated tax payments are due on Sept. 15 and profit sharing should
start to be calculated during the quarter. Mills says, 'Business have a lot
of uses for cash during the fourth quarter and typically haven't planned for
the cash outflow. The hope is to have positive cash at the end of the
year.”

The Danger Zone — Lost in the Growth Transition provides tips to help
ensure positive cash come year's end. Some include working to develop a
strong relationship and plan with a banker before the fourth quarter panic,
and mapping out all cash outflows and inflows to make sure the business
is not using cash it doesn't have. In general, Mills' book helps businesses
understand how to plan ahead in their operations to eliminate the chances
of a company ending up in the "‘Danger Zone.”

Another aspect of the planning is organizing employees so everyone
understands their roles and how it works with others. Mills describes in
detail an inforal organizational chart that separates a business into three
categories Finders, Minders and Grinders. Finders are the visionaries and
leaders who work to find new ideas to progress the company through the
future; Minders handle the administrative work; and Grinders are the
people actually doing the work, such as building the product or making the
telemarketing calls. Each category of employees is completely necessary
for the company to last, and Mills believes that when employees start
overlapping their duties into more than one category, the company starts
to slow its progress and move towards the ‘Danger Zone.”

B2B works to help companies organize and plan, and Mills' book helps their
clients understand methodologies to further ensure company success. For more
information on B2B or The Danger Zone - Lost in the Growth Transition, visit
www.b2bcfo.com.
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