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Strategic ambition without execution is Key components include:

a missed opportunity. While many Irish Rolling budgets: Updating budgets and
SMEs recognise the importance of strategic forecasts regularly to reflect real-time

planning, few have the financial management data.
systems and operational discipline required

to bring their plans to life. 2. Scenario modelling: Running best-

case, management-case, and base-case

Fitzgerald Power’s survey of over 80 Irish forecasts.

SME leaders revealed clear execution gaps: 3. Cash flow management: Maintaining
o : 3-6 months of working capital as a

e Only 52% of SMEs use a dynamic liquidity buffer.

forecasting model.
4. Funding strategy: Understanding the
cost of capital across all available sources
including senior lenders, equity, State
(KPIs). grants, etc.

e Just 27% have a defined process for
tracking key performance indicators

o o
® 36% have no formal HR function in place. To deliver its strategic goals, SMEs need a

These gaps reflect a broader issue: most dependable, repeatable operating system.
SMESs operate without the financial This operating system should include the
clarity or structural maturity required to following elements:

scale. Strategy may set the destination, 1. Aregular operating cadence.

but finance and operations power the

journey. 2. Clear ownership.

This second whitepaper in the Strategy 3- Accountability mechanisms.

360 series explores how ambitious SMEs
can unlock growth and resilience by
strengthening their financial infrastructure
and operational foundation.

KEY INSIGHTS FROM THE STRATEGY 360 SME SURVEY

52" 27" 36"

OF SMEs USE A DYNAMIC HAVE A DEFINED PROCESS HAVE NO FORMAL HR
FORECASTING MODEL FOR TRACKING KPIs FUNCTION
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WHY EXECUTION IS EVERYTHING
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Throughout this paper, we will continue to
follow the journey of Cloudtech Limited, a

successful but founder-led technology firm
that realised its systems were not built for

scale.

A strategic plan without effective

execution is like a map without a vehicle.

Many SME leaders in Ireland are clear on
where they want to go, but they lack the
financial visibility and operational structure
required to get there efficiently or at all.

In Fitzgerald Power’s Strategy 360 SME
survey, significant gaps emerged between
strategic intent and execution capability:

e Many businesses are still relying on
annual static budgets and spreadsheet
forecasting.

e Operationally, most SMEs lack
documented processes, scalable systems,
and clearly defined roles across teams.

These aren’t just technical gaps, they

are strategic vulnerabilities. Finance and
operations are often viewed as ‘back-office’
functions. In reality, they are strategic
multipliers and essential prerequisites for
valuation maximisation, long-term resilience,
and founder freedom.
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Robust finance systems are critically
important for SMEs. These systems
provide the backbone for sustainable
growth, operational efficiency and financial
resilience.

When designing their finance system, SMEs
should consider:

1.

Management Information: Regular,
accurate Management Information (M)
is the cornerstone of effective, real-time
decision making. It helps management
teams assess progress against the
strategic plan and identify operational
deficiencies.

2. Rolling 12-month Cash Flow Forecast:

All investment decisions should be
supported by clear understanding of
cash flow peaks and troughs

. Tailored KPIs: Clarifying trends by

providing leading and lagging indicators
showing the strategy is on track
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Taking the Pulse of SME Ireland, Part 2: Strategic Financial Planning
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1. Management Information: Data-Driven Decision Making

Regular Management Information (M) is essential for SMEs who hope to operate effectively
in today’s competitive environment. It provides the visibility and insights needed to make
smarter decisions, drive performance, and manage risks proactively. It also helps leadership
teams ascertain whether or not their strategic objectives have been met.

The table below outlines the key benefits to SMEs of maintaining consistent, high-quality

management information:

Table: Key benefits to SMEs of maintaining consistent, high-quality management information

Benefit Description

1 Better Decision Making

Timely, accurate Ml gives leaders clear visibility of financial health,
operations, and risks, enabling data-driven decisions instead of
assumption-based decisions.

2 | Improved Financial Control

Regular reports (e.g. cash flow, margins, costs) help SMEs manage
liquidity, control expenses, and boost profitability, flagging
issues early for quick action.

3  Clearer Strategic Planning

MI provides the hard facts needed to set goals, track progress,
and adjust strategies, ensuring SMEs stay agile but aligned with
long-term plans.

Greater Accountability and

Regular performance metrics foster a culture of ownership

Lender Confidence

4 £ and help teams focus on key priorities through clear KPIs and
ocus dashboards.
Enhanced Investor and f’rofessmnal, consistent Ml improves .SME credlb]llty V\{lth banks,
5 investors, and funding bodies, helping access financing faster and

easier.

6 Early Warning System

MI highlights potential risks (like churn, margin pressure, cash
burn) early enough to act upon, protecting the business from
major shocks.

7 Operational Efficiency

Tracking operational KPIs (e.g. service times, satisfaction) reveals
bottlenecks and process improvements, boosting efficiency and
service quality.




2. Rolling 12-Month Cash Flow Forecast: Understanding Peaks and Troughs

A rolling 12-month cash flow forecast is a critical financial tool that helps maintain visibility
over future cash requirements. It helps businesses anticipate shortfalls, plan investments,
and manage operations with greater financial control.

The table below outlines the key components that should be included in an effective cash
flow forecast:

Table: Key components that should be included in an effective cash flow forecast

Benefit Description

. The cash available at the start of the month - carried over from
1 | Opening Cash Balance the brevio iod
p us period.
. All expected cash coming into the business, including customer
2 | Cash Inflows (Receipts) payments, grants, tax refunds, and loan drawdowns.
3 | Sales Receipts Timing tPer?riqesct(:cét;rgl/zi (()jf;l;sgf)mlng payments based on customer credit
Other Income Non-sales-related inflows, such as investment income, asset sales,
4 or government support payments.
All planned cash out, including supplier payments, payroll, rent,
5| (e (O s (i i) utilities, taxes, loan repayments, and other operating expenses.
. Adjustments for predictable seasonal changes in sales or costs (e.g.
|| SEERNEN G TS higher sales in Q4, slower cash collections in August).
. . Expected cash outflows for major asset purchases (e.g. new
g (i Sl (s quipment, IT infrastructure) J ° =
8 | Debt Servicing (S)cbflzzggféjsrepayments of loans, interest payments, and lease
Tax Pavments Projected VAT, PAYE/PRSI, and corporate tax payments based on
° Y forecasted profits and revenues.
: Buffer for unexpected expenses or delayed receipts (usually a
O | e AR conservative margin built into forecasts).
. Calculated as: Opening Balance + Inflows - Outflows - representing
1 Closing Cash Balance the forecasted end-of-month cash position.
12 Rolling Update Process At the end of each month, actual results replace forecasts, and the
e forecast rolls forward to cover the coming 12 months.




3. Tailored KPIs: The Indicators of Success

Maintaining financial visibility is critical for SMEs to ensure sustainable growth, profitability,
and liquidity. Tracking a balanced mix of leading and lagging financial KPIs enables proactive
management of revenue, cash flow, and operational efficiency.

The table below includes a sample of key finance-focused leading and lagging KPIs that help
SMEs anticipate challenges and measure financial performance over time:

Table: Key finance-focused leading and lagging KPls

Type KPI Description
Leading KPI Sales Pipelines Value € Total valge of open opportunities - predicts future
revenue inflows.
Leading KPI Average Deal Size € Indicates ’Fhe scale of future revenue if pipeline
opportunities close.
Leading KPI Number of New Sales Leads Tra;ks future sales growth potential before revenue is
realised.
Leading KP! Invoice Processing Time Faster billing can speed up cash collections - influencing
(Days) future cash flow.
. Customer Payment Terms Monitoring negotiated payment terms can predict
Leading KPI : T
(Days) future cash inflows and liquidity.
Forecasted Monthl : - o
. . y Predicts future revenue stability and scalability for
Leading KPI Recurring Revenue (MRR) _— .
subscription or contract businesses.
Growth %
Lagging KPI Total Revenue € Megsui’es actual income received from clients - past
period’s sales.
Lagging KPI Gross Profit Margin % Shows profitability after direct costs have been incurred.
Lagging KPI Operating Cash Flow € Measures actual cash generated from business
operations.
Lagging KP! EBITDA Margin % (l\j/leasur.es.operatmg prof!tabilllty before interest, tax,
epreciations and amortisation.
. Measures how long customers take to pay - impacts
Lagging KPI Debtor Days (ARDO) realised cash flow.
Lagging KPI Net Profit Margin % Reflects final bottom-line profitability after all costs and

taxes.




CASE STUDY

Cloudtech Limited: Leveraging Putting a System in Place
Management Information for
Smarter Growth

Maximising Horizon 1 strengths:

Exploiting Horizon 2 opportunities:

Accelerating the flywheel:

Mitigating weaknesses and threats:

Objective

Future-proofing the business:
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CASE STUDY

TYPE KPI DESCRIPTION

Leading KPI

Leading KPI

Leading KPI

Leading KPI

Lagging KPI

Lagging KPI

Lagging KPI

Lagging KPI
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CASE STUDY

The Impact Bringing it all Together
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Operations underpin a business’s scalability. 2. Ownership: Clearly assign responsibility

Without strong systems, even the best for specific outcomes, ensuring every
strategy will falter. SMEs must embed initiative or process has a directly
repeatability, efficiency, and accountability accountable individual who can make
across functions. decisions and drive results.

When building an operating system, SMEs 3. Accountability mechanisms: Establish
should consider: transparent systems - such as goal-

setting frameworks, progress tracking
and review processes - to measure
performance consistently and course-
correct quickly when needed.

1. Operating cadence: Establish a regular
rhythm of meetings, planning cycles, and
check-ins to drive momentum, create
alignment, and ensure the organisation
stays focused on strategic goals.




VIl. TAKING THE PULSE OF
SME IRELAND

PART 3: OPTIMISING OPERATIONS

Fitzeerald
Power



Taking the Pulse of SME Ireland, Part 3: Optimising Operations
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1. Operating Cadence Individual (DRI) for every key

An operating cadence is the deliberate project, process, or deliverable.

rhythm of meetings, planning, » Define roles and responsibilities

communication, and review that keeps the clearly - i.e. job descriptions,

business moving forward consistently. decision rights etc.

» Create a simple ‘single-threaded’
ownership map for major initiatives.
This concept was popularised by

e Why it matters: Growth companies
are dynamic, and without structured
touchpoints, communication breaks

down, priorities drift, and people lose
focus.

Operating Cadence Examples:

» Annual strategic planning offsite:

Amazon.

Principle: Ownership is about
empowerment, not micromanagement.
The person accountable must have the
authority to act.

Set the big-picture vision and

priorities. 3. Accountability Mechanisms

» Quarterly objective setting and
review: Align teams on measurable

objectives.

Accountability mechanisms are the
systems, tools, and processes that measure
whether individuals and teams are

direct reports: Track progress
against key metrics and KPIs.

e Why it matters: Without visible
accountability, good intentions
deteriorate into inconsistent
performance.

» Weekly leadership team
meetings: Focus on tactical

blockers and cross-team updates. e Accountability Examples:

» OKRs (Objectives and Key
Results): Publicly track quarterly
goals and key results.

e Principle: If properly planned and
supported by clear agendas and follow-
up action logs, meetings are work, not
interruptions. As Peter Drucker once
said ‘A good operating cadence creates
predictability and reduces chaos’

» Team member scorecards: Metrics
dashboards reviewed weekly or
monthly.

2. Ownership » Performance reviews: Structured

Ownership means clearly assigning who feedback loops tied to goals and

is responsible for driving outcomes, values.
decisions, and results. » Post-mortems [ retrospectives:

e Why it matters: Ambiguity kills Regular reviews after projects

execution. If everyone owns it, then no
one owns it.

or incidents to capture lessons
learned.

e Principle: Accountability should be
frequent, transparent, and focused on
learning, not punishment.

e Ownership Examples:

» Assign a Directly Responsible
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IX. CONCLUSION: BUILD
THE ENGINE BEHIND THE
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In the race to scale and succeed, SMEs can’t
rely on vision alone.

Strategy without execution is just intention.
Financial discipline and operational
excellence are the engines that turn plans
into performance and ambition into value.

The Strategy 360 framework helps SMEs
move beyond reactive decision making by
embedding:

e Real-time financial insight through
forecasting and KPIs

e Operational structure that reduces
dependency and increases scalability

e A culture of accountability and
continuous improvement

Cloudtech Limited shows what’s possible
when finance and operations are treated as
strategic assets, not back-office functions.
Over 24 months, the company:

Increased profitability
e Boosted recurring revenue
e Reduced cash flow volatility

e Strengthened team performance and
succession depth

These improvements didn’t just enhance
day-to-day efficiency, they directly elevated
the company’s valuation and made it more
attractive to acquirers.

Other whitepapers in this series
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How can we help?

Our team is dedicated to providing you and your business with the absolute
best financial advice out there. We approach each and every case from a
fresh perspective, working with you to find tailored solutions that leave your
business stronger than ever. With our expert analysis, we translate figures into
a language you can understand. Using timely, reliable advice, our experienced
team of experts devise sophisticated plans to encourage cost efficiency

and growth. If you would like to discuss this research, contact our team at
Fitzgerald Power today.

Head Office

Greyfriars
Waterford
X91 K2WV

T: (0)51 870152
F: (0)51 871214

Stuart Fitzgerald
sfitzgerald@fitzgeraldpower.ie

EMAIL STUART

Jennifer Power
jpower@fitzgeraldpower.ie

EMAIL JENNIFER

Waterford Dublin

Saint John’s Parish Hall 50-56
Catherine Street Merrion Road
Waterford Dublin

X91 X827 Do4 V4K3

T: (0)51 870152 T: (0)1 4693739
F: (0)51 871214 F: (0)51 871214
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