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A MESSAGE TO SMALL BUSINESS OWNERS

Small Business Success loolkit:
7 Core Strategies tor Financial
& Operational Mastery

Owning and running a small business is one of the
most rewarding journeys you can take. It's also one
of the most challenging. Between managing
customers, hiring employees, handling payroll, and
staying on top of your numbers, it's easy to feel
overwhelmed.

At ).R. Martin & Associates, we've spent more than
15 years helping small business owners like you
build sustainable, profitable companies. Our goal
has always been to break down complicated
financial and operational concepts into simple
strategies that help small businesses thrive.

This Small Business Success Toolkit is a collection
of our most valuable lessons — organized into 7
essential steps you can start using today. Whether
you're just getting started or ready to take your
business to the next level, this guide will give you
the clarity and confidence to move forward.

Let’s get started!

— The J.R. Martin & Associates Team
jrmartincpa.com




CORE STRATEGY 1

Plan for Success with a One—Page Business Plan

Too many business owners skip planning because they feel they're too
busy, or because “plans always change anyway.” While that may be true,
the process of planning is just as important as the plan itself. A business
plan gives you clarity, direction, and a filter for making decisions.

Why Planning Matters

e Businesses with a clear culture and vision grow 4x faster than those
without.

e A plan helps you stay focused on priorities instead of getting lost in
day-to-day chaos.

e It serves as a communication tool for your team, investors, and even
your customers.

The One-Page Plan Framework

Forget 40-page binders collecting dust. A simple one-page plan should
cover:
1.Your “Why” - Why does your business exist beyond making money?
2.SWOT Analysis - Identify your strengths, weaknesses, opportunities,
and threats
3.Goals - Set 3-5 SMART (Specific, Measurable, Achievable, Relevant,
Time-bound) goals for the year.
4.Action Steps - What must be done weekly/monthly to achieve them?

Try This
Write down your business “Why” in one sentence.

Example: “We exist to help business owners gain peace of mind by
managing their finances with clarity and care”

J.R. Martin & Associates
jrmartincpa.com



CORE STRATEGY 2

Budgeting & Cash Flow: Your Business Liteline

If your business feels stressful, unpredictable, or “feast or famine,” the
problem is usually cash flow -not profit. You can sell plenty of
products or services, but if payments arrive late or expenses pile up,
your bank account can run dry. That's why a budget and cash flow plan
are more than spreadsheets. They’re the map that shows where your
money is going and when you’ll have it available.

Profit vs. Cash Flow: Know the Difference

e Profit = Sales — Expenses (an accounting measure of overall
performance).

o Cash Flow = The timing of money in and out. Even if you're
profitable, you can run out of cash if customers don’t pay on time.

Example: You land a $20,000 project in January. On paper, that’s
profit. But if your client pays in March, you still need to cover payroll
and rent in February. That gap is a cash flow problem.

3 Quick Wins to Strengthen Cash Flow

1.Bill on time, collect on time: Send invoices as soon as work is
delivered and set clear due dates. Use automated reminders in your
accounting software to follow up.
2.Build a cash cushion: Transfer a percentage of every payment you
receive into a separate account for taxes and emergencies.
3.Track three weekly KPIs:
o Cash on hand — How much money is available right now.
o Outstanding invoices = What clients owe you and how long
payments have been pending.
o Weekly expenses vs. budget — Are you overspending compared
to what you planned?

J.R. Martin & Associates
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> < Quick Budget & Cash Flow Worksheet

90-Day Cash Flow Worksheet
Fill in the numbers for each month to see if your business will have
enough cash to cover expenses and plan ahead with confidence.

Category

Starting Cash Balance

Expected Income (Payments)

Fixed Expenses
(rent, payroll, ubscriptions)

Variable Expenses
(marketing, supllies)

Taxes & Savings
(set aside)

PROJECTED ENDING BALANCE

Month1

Tvpe here

Tvpe here

Type here

Tvpe here

Tvpe here

Tvpe here

Month 2

Tvpe here

Tvpe here

Tvpe here

Tvpe here

Tyvpe here

Tvpe here

Month 3

Tvpe here

Tvpe here

Type here

Tyvpe here

Tvpe here

Type here



CORE STRATEGY 3

Banking Relationships That Work for You

When you're running a small business, your bank shouldn’t just be a
place to park your money - it should be a partner in your growth. The
right relationship can save you money, give you access to financing,
and even connect you with new cpportunities.

A good banking partner offers:

Financing options to help you expand or manage cash flow
Lower fees & better rates for long-term clients
Connections to other professionals and businesses

Fraud protection tools like Positive Pay

Modern tech & convenience with apps and integrations

Questions to Ask When Choosing a Bank

1.What are your monthly fees and transaction limits?
2.What loan products do you offer for small businesses?
3.Do you integrate with my accounting or payment systems?
4.How do you protect against fraud?

5.Will I have a dedicated banker I can call directly?

Pro Tip: Don't just look at interest rates - a true banking partner
will support your growth and treat you like more than just an account
number.

J.R. Martin & Associates
jrmartincpa.com

K




CORE STRATEQGY 4

Smart Debt Management

Some business owners swear by avoiding debt entirely. Others see debt
as a tool for growth. The truth? Both are right - it depends on how you
manage it.

Use Debt Wisely

e Borrow with purpose. Only take on debt if you have a clear plan for
growth or return.

 Stay current. Missing payments hurts your credit and relationships
with lenders.

e Track your total debt load. Understand how much of your cash flow

is going toward repayment.

Debt Prioritization Strategy

« Pay off high-interest debt first (like credit cards).
e Use the snowball method: eliminate the smallest balance first to

build momentum.
« Refinance or consolidate if it reduces interest without extending

repayment unnecessarily.
Warning Signs:
e Using one loan to pay another
e Consistently missing payments

e Debt levels growing faster than revenue

Pro Tip: Don’t wait until it's urgent. Meet with your CPA or banker
early to create a repayment plan.

J.R. Martin & Associates
jrmartincpa.com
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CORE STRATEGY 5

Paying Yoursell the Right Way

You started your business to build freedom, but too many owners pay
themselves last (or not at all). That’s risky for your personal finances
and your business health.

Why Paying Yourself Matters

It shows consistency to banks and investors.

« It helps you plan for personal expenses and retirement.

« It reinforces discipline. Your business isn't “extra cash,” it's your
livelihood.

Owner Payroll Checklist

1.0btain IRS, state, and local tax ID numbers.
2.Complete required tax forms.

3.Set up a payroll system (software makes this easier).
4.Enter your salary, frequency, and tax withholding.
5.Remit payroll taxes on time.

6.Track deductions for benefits (health, retirement, etc.).

Quick Win: Even if your salary is modest at first, pay yourself
consistently. It builds stability and credibility.

J.R. Martin & Associates
jrmartincpa.com
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CORE STRATEGY 6

Employees vs. Independent Contractors

As your business grows, you'll need help. But before you hire, you must

decide: Do | need an employee or a contractor? Get this wrong, and you
risk IRS penalties.

Key Differences

e Employees: You control their schedule, provide tools, pay through
payroll, and may offer benefits.

e Contractors: They use their own tools, set their own hours, invoice
you for services, and handle their own taxes.

When to Hire Each

e Employee: Long-term, ongoing role essential to your business (e.g.,
office manager, bookkeeper).

« Contractor: Specialized, short-term project (e.g., website redesign,
marketing campaign).

Pro Tip: If you're unsure, consult with your accountant to avoid
misclassification issues.

J.R. Martin & Associates
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CORE STRATEQGY 7

Building a Strong Company Culiure &
Retaining lalent

Once you hire employees, the real work begins - building a culture
where people love to work. Why does it matter? Because unhappy
employees leave, and turnover is expensive.

How to Build Your Culture

1. Define your Why. What’s your greater purpose beyond profit?

2.ldentify core values. What behaviors do you expect from yourself
and your team?

3.Align systems and processes. Make sure your policies and customer
service reflect your values.

4. Tell your story. People connect to stories. Share why you started
your business.

5.Reinforce daily. Culture is what happens in small moments, every
single day.

What Employees Want

e Recognition and appreciation
 Flexible schedules & work-life balance
e Professional growth opportunities

e A sense of purpose in their work

Retention Tip: Employees who feel valued and connected to your
culture are far more likely to stay long term.

J.R. Martin & Associates
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A MESSAGE TO SMALL BUSINESS OWNERS

Conclusion & Next Steps

You now have 7 essential strategies to build
a stronger business foundation:

1.Create a simple plan.

2.Take control of cash flow.

3.Build the right banking partnerships.
4.Manage debt wisely.

5.Pay yourself properly.

6.Hire and classify workers correctly.
7.Build a culture that retains top talent.

At J.R. Martin & Associates, we're here to
guide you through each of these steps.
Think of us as your financial partners —
helping you make smarter decisions today
so your business thrives tomorrow.

e Book a consultation with our team to
determine if our services are the right fit
for your business needs.

https://meetings-na2.hubspot.com/joni-
voss/discovery-call



