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Budget Review

A Line item review - every item
T Details
T Justify every expense
A Cut out the unnecessary items
A Major Third Party Expenses
T Insurance —look into one vendor discounts
T Facility Rent/Mortgage —10 % to 15%

T Repairs and Maintenance
%
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Increasing Cash Flow

A Collect your receivables
A Retain Cash

A Manage Payables

A Inventory Control

A Look into Leasing

=
Solutions (][ Child Care

"The Business Side of Child Care”

©Copyright 2009 Solutions 4 Child Care

Page 3



Utilize Staffing

A Analyze each room for
appropriate level of
staffing —time analysis —
labor costs are improved
by sound scheduling not
by paying low wages

A Operate rooms at state
ratios

A Keep part time
employees to a minimum

A Can some employees be
utilized in other areas —
i.e. cook also drives bus
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Utilize Facility

Do you need to rearrange
your rooms per age group
and current enrollment to
maximize your facility
utilization?

Could you convert
two small rooms into
one large room and
increase enrollment?
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Summer Programs
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CACFP - Participate

A The Food Program is a major
source of income for the
providers that participate in
the program

Providers that participate in
the program have more
income after taxes than they
would have if they did not
participate in the Food
Program

“The significa
benefits of participating in
the CACFP out weigh all
financial and non —financial
objections.”
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Add Hours

A Open earlier and close later

A second Shift

A Saturday mornings once or twice a month
A Date night
A Interviews
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Part Time Enrollment

A Flexible Program
A Pay by the hour — preregistration required
A Share the week
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Refinance Debt Service

4 N )
AcCurrent Mortgage AAdditional Cash
A$ 800,000 Flow
A15 years A$ 3586 or
A8% interest rate A$ 43,032 year
APayment = $ 7645 AS$ 630,000
A25 years
A6% interest rate
APayment =$ 4059

- —/ U AN J
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To Summarize

A Review Budget A cacFp

A Utilize Staffing A Add Hours

A Utilize Facility A Part time enrollment

A summer Programs A Refinance Debt
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Thrive
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Strengths

What are your centers advantages?
Where are you making the most money?
What are you doing well?

Weaknesses

Where do you lack resources?
What are you doing poorly?
Where are you losing money?
What needs improvement?

Opportunities

Niches that competitors are missing?
Customer needs?

Special Programs?

Threats

Obstacles to overcome?
Successful competitors?
Negative economic conditions?
Regulations?

Changing business climate?
Vulnerabilities?

1-800-276-0429
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Get Back to Basics

Everything starts and

end with the customer

T Getto know your
customers

T Know them by name

T Greetthemin the
morning and afternoon

T Know what is happening
in their life

1 Be a positive part of
their life

T Happy customers are
not lost to the
competition
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Marketing Overhaul

A Who'is your customer?

A Where are you spending
your marketing and
advertising dollars?

A What is the return on the
money you are spending?

A Reallocation of spending

A Develop Marketing Plan
and measure results

=
Solutions (][ Child Care

"The Business Side of Child Care”

©Copyright 2009 Solutions 4 Child Care

Page 9



©Copyright Solutions 4 Child Care

Invest in Yourself, Your Business
& Your People

A Invest in yourself
T take a class
T sharpen your skills

A Invest in your business
I upgrade computer system |
T upgrade playground

T paint —clean up- repair

A Invest in your people
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1 sharpen skills
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Choose to be Successful

A Stop wasting time and
emotions on things you
cannot control

A Stop whining

A Get Busy!

A Develop Good Work
Habits —get in early,
stay late, work on
Saturday — persistence
always pays big
rewards.
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Look for Opportunities

A What market opportunities are not being
met?

A What customer base has unmet needs?

Acan you offer a new service/product on a
part time or full time basis?

A Modeling — what are other successful
operators doing? Copy them.
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Execute. Take Action

A Otherwise, you have
good intentions that
go nowhere

A Layout a written plan

A Review your plan with
someone you trust
and is successful in
child care

A Work the plan
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Track Your Progress

A Reassess your progress
periodically. 60-90 days
is a good time frame to
reeval uate wh
wor king and
so that you can make
needed adjustments.

A Objectively review what
is working

A Revamp or let go of
things that are not
working
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Maximize
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What is the Value of Your
Child Care Business?

What is my child
care business
worth?

What can | sell my
child care center
for?
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Child Care Business Value Components

. - .
Business Value Maximizers o

Orgonized Staff
Operations Educated &

What is my Child Care Business
Worth?

This is the most common question a
business owner asks. The best
answer to the question is_ “it

depends”. Many factors have to be Building &

snmstdan wbas ualidea o shild sane B2 -
PROPERTIES
Allow user to leave interaction: After viewing all the steps ‘ 3% Properti ‘ ‘ | Editin E:
Show 6Next Slided BuShdwaponcompletion é':} s @ LIRS
Completion Button Label: Next Slide

©Copyright 2009 Solutions 4 Child Care Page 13



Child Care Business Value Reducers

Q

Introduction

Having valued and assisted with the sale of child care businesses since 1995, I
am still surprised at the lack of understanding of things that can decrease a
child care business value. Moreover, how little attention is directed toward
controlling these business value reducers.
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Business Evaluation

A Financial Analysis
A Current Market Value
A Areas of Improvement
A FREE — Initial Assessment
A Confidential
Call today:

Donna S. Dailey
1-800-276-0429 X 706
336-617-3181 Direct Line
www.solutions4childcare.com

donnad@solutions4childcare.com
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