Financial Planning & Analytics Cheat Sheet

What is FP&A?

FP&A stands for Financial Planning and Analysis. It is a
function within a company that is responsible for financial
planning, budgeting, forecasting, and analysis to support
decision-making and strategic planning.
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Key pain points in FP&A
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Poor data quality can lead to inaccurate forecasts,
incorrect analysis, and poor decision-making

It can be challenging to keep up with new
technologies and to ensure that existing systems are
optimized for the team's need

Tight deadlines can lead to rushed analysis, errors,
and incomplete reports.

FP&A teams may struggle to manage large amounts
of data and to integrate data from different sources

Need to align with sales, marketing, and operations,
to ensure that financial plans align with business

objectives

Financial Terms explained
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7 FP&A Approaches

1. Zero-Based Budgeting

This involves starting each budgeting cycle from scratch, rather
than basing budgets on the previous year's spending.

2. Rolling Forecast

It involves regularly updating forecasts based on the latest data
and trends, rather than relying on annual or quarterly forecasts.

3. Driver-Based Planning

It involves identifying the key drivers of business performance,
such as sales volumes, pricing, or resource utilization, and using
these drivers to build financial models and forecasts.

4. Activity-Based Costing

This involves allocating costs to specific activities or products
based on the resources consumed by each of them.

5. Top-Down Planning

This involves starting with the overall strategic goals of the
company and then breaking them down into specific targets
for each department or business unit.

6. Bottom-Up Planning

It involves starting with individual departments/ business units
and building up to an overall budget or plan for the company

7. Integrated Business Planning

This involves bringing together financial planning and
operational planning into a single, integrated process

Do you khow?

According to a survey conducted by Adaptive Insights, nearly
90% of companies use spreadsheets as a primary tool for
budgeting and planning
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