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PISCANI CONSLULTING SERVICES

The Greater Philadelphia Area's Premier Consulting and
Advisory Service for SMBs!

How We Help Clients

Using our extensive corporate strategy and finance expertise,
we help clients conquer challenges and discover the path to
quick, efficient growth.

Scan for Your
Complimentary
Discovery Session!

Nick Piscani
Managing Partner
(845) 760-0925
www.piscaniconsultingservices.com
nick.piscani@piscaniconsultingservices.com

CONTACT US
TODAY!

STEVE LADNER
PHOTOGRAPHY

Published in GQ, Harpers Bazaar, French Vogue,
| live and work in the Chester Springs area.

Headshots: business and social media

Portraits: individual and family
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My sessions are fun and relaxed. | will coach you to feel good
and look good. The result is a headshot or portrait that is authentic
and engaging. And realtors will love the beautiful, high dynamic images
that put the best possible light on their properties.

contact: 917-584-4503
photo@steveladner.com

www.steveladner.com

Bio Clean uses biocides to eradicate harmful biopollutants.

Where others just clean, we restore.

Clean not just for appearance, but for health...
call Bio-Clean for your floor cleaning solutions!

“We get germs out
with the dirt”.

484.253.6400 « www.Bio-CleanCarpetCleaning.com

BUSINESS PLANNING:
THE NEXT GENERATION

Starting a small business requires extensive
planning and research. But just because things
are up and running doesn't mean your days as
a strategist are done. In fact, they are just
beginning.

Planning is an ongoing necessity because the
environment in which your small business
operates continually changes. New opportuni-
ties and challenges will arise that are different
than those assessed during the start-up stage.
Your initial financial projections may be literally
and figuratively on the money — or trending in
a different and unexpected direction.

Here are some planning tips to help keep your
small business on track for long-term growth:

Revisit your business plan. Your busi-
ness plan shouldn't become a “trophy” of your
start-up success. Refer to it every quarter or six
months to match estimates with current realities.
Update your plan as needed with new or
modified contingencies, and adjusted time
frames for key milestones such as expansions or
new product/service lines.

Watch those numbers. Financial state-
ments provide a window into the health of your
business. Project cash flow several months into
the future based on reasonable expectations for
sales and income, customer demand, regular
payments (e.g. loans and rent), and other
factors. By comparing actual cash flow to
projections, you can spot opportunities to
improve performance.

Watch your industry. In today’s intercon-
nected global economy, any change anywhere

can have a ripple effect on any small business.
The influences may be as far-reaching as a shift
in demand for a certain commaodity, or as local as
a new stoplight near your store. Stay current
with world and community events; study your
sales records; and communicate with customers,
suppliers, and colleagues. You'll be less suscepti-
ble to surprises, and better prepared to antici-
pate and capitalize on these changes.

Develop relationships. Although growth
usually implies investing in additional resources,
there may be more cost-effective options better
suited to your immediate and long-term needs.
Building partnerships with other businesses in
your field and specialty consultants can help
stretch your capabilities. They may also call on
you when they need help—perhaps during a
period when you have time or capacity to spare.

Invest in your staff. Because a growing
business will demand more of your time, identify
employees who can take on routine and
management responsibilities. They'll relish the
opportunity to grow personally and profession-
ally, and you'll be free to focus on more
important issues.

An experienced, outside perspective can
benefit any small business, which is it's a good
idea to contact SCORE “Counselors to America’s
Small Business.” SCORE is a nonprofit organiza-
tion of more than 10,500 volunteer business
counselors who provide free, confidential
business counseling and training workshops
to small business owners. Call 610.327.2673
for the Pottstown SCORE office, or visit
Www.pottstownscore.org.

M&T Bank. Understanding

what’s important.

At MET Bank, understanding what's important means realizing the role a bank plays in

people’s lives. And then living up to those responsibilities, by helping families,

businesses and communities thrive. It's what we've been doing for more than 160

years. Learn more at mth.com.

Tiffany Micale, Birdsboro Manager
610-378-3790, tspotts@mth.com
Rebecca Shugar, Business Banking RM
484-735-0282, rshugar@mtb.com
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