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AUTHOR, WELL-KNOWN CHIEF ACCOUNTING GURU WESLEY
LINDQUIST (CPA, MBA, QUICKBOOKS CERTIFIED PRO
ADVISOR)
PRESENTS
THE PLAYBOOK TO MANAGING YOUR BUSINESS BY THE
NUMBERS
This essential guide for all small business owners, managers and
accountants explains the approaches and tactics to bookkeeping and
financial management all veteran business owners consider fundamental,
with an emphasis on how to manage the company by numbers and
metrics.
Author and well-known Chief Accounting Guru
Wes Lindquist (CPA, MBA, QuickBooks Pro
Advisor) of the widely popular program The
Numbers Edge, guides every business owner,
operator, and accountant through the business
and financial management tactics all veteran
executives know well, with an emphasis on how
to manage the company by numbers and proper
bookkeeping.
In his practical, experience-based book THE
PLAYBOOK TO MANAGING YOUR
BUSINESS BY THE NUMBERS Lindquist
teaches business owners how to implement the
fundamentals of bookkeeping and financial
management in simple, plain English.
Over the years, as the CFO for well over 100
companies, Wesley Lindquist has seen business
owners experience all ranges of outcomes, from exuberant, life-changing successes to
devasting, heartbreaking failures. He has learned anyone can experience great success with
the right recipe, and no business is too big to fail.
Key content from this educational book includes:
•
•
•

How to manage your bookkeeping and/or bookkeeper to provide the right information.
How to read financial statements, and in what format they should be presented.
Looking ahead to plan the future finances of the company, instead of just looking behind.

•
•
•
•

What steps to follow when cash is tight.
How to manage the business by leading indicators of the company's future financial position.
Deterring & detecting fraud.
Get the edge you deserve on your competition, and your future, by knowing your numbers!

“Business owners who have a basic understanding of their finances are much more profitable
and successful than those that don’t,” says Lindquist. “Most business owners have no idea
how easy the fundamentals are to implement. You don’t have to reinvent the wheel – just
follow the playbook other business owners have used thousands of times before.”
Lindquist’s true version of “winning” is when he helps others win. That is what The Playbook
Managing your Business by the Numbers is all about.
For more information, visit www.thenumbersedge.com and connect through social media at
www.facebook.com/thenumbersedge, www.twitter.com/TheNumbersEdge, or
www.linkedin.com/company/thenumbersedge/.
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to teach business owners how to implement better bookkeeping, to understand financial statements,
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of mind.
Prior to a career shift to consulting and part-time CFO work, Wes was responsible for financial
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experience in the energy industry, including as Controller of a $400 million petroleum distribution and
natural gas trading firm, and as Asst CFO of a 500-employee solar installer. Significant experience with
construction and service companies.
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attending 100+ board meetings.
CPA (California)
MBA, Finance with Honors from the Jack Welch College of Business at Sacred Heart University. BA in
Accounting Information Systems from James Madison University
See more biography below in this Media Kit document in the excerpt from the book titled “My Story”

INTERVIEW QUESTIONS & DISCUSSION TOPICS
QUESTION:
What led you to write the book The Playbook To Managing Your Business By The Numbers?
ANSWER:
As the CFO for a lot of small businesses, I saw the same trend emerge again and again – business
owners who understand their finances and are mindful of the numbers when making decisions and
planning the future are consistently more successful than those that don’t.
Sometimes the difference would be only be a few thousand dollars a year of opportunity to put
money into an IRA or to take advantage of a tax strategy. In more significant situations, I’ve worked
with businesses that don’t understand their numbers as well as they should leaving a million/year on
the table.
This book was written to lay out the fundamentals – the basic strategy that works for nearly all small
business owners to achieve a reasonable amount of success and present major mistakes that can
result in failure. For seasoned CEOs and CFOs, this is all fundamental. This book is about helping firsttime and second-time entrepreneurs learn what experienced entrepreneurs already know. It is
approached from the angle of using numbers and financial statements to understand what to do
when managing your business.

QUESTION:
Who is your target audience?
ANSWER:
All new entrepreneurs, first-time entrepreneurs and second-time entrepreneurs with businesses of
any sizes. Certainly solopreneurs and freelancers – owners of businesses where the owner is the only
employee. This is also great for up and coming accountants, bookkeepers and Controllers who want
to understand how to add more value to the businesses they work with and “think more like a CFO.”
QUESTION:
Why is this information needed? What problem does it solve?
ANSWER:
Nearly all entrepreneurs I’ve met started their business because they were passionate about doing
something… something other than accounting and finance. Then, as their dream grows into reality,
entrepreneurs realize there is much more to being an entrepreneur than concentrating on your
passion. Bookkeeping, marketing, sales, employee retention, strategic planning – all of these become
skills and areas of focus that entrepreneurs need to understand the fundamentals of to maximize
success.

The most important of these is arguably to understand their finances, because financial results tell the
entrepreneur in what area they need to change, and finances measure what level of success the
entrepreneur is already having from operating their business.
Nearly every entrepreneur I meet does not understand the story of their business through the
financial lens the same way I look at it, or recommend looking at it… but it’s so easy to do it yourself if
you just have a playbook to follow. This playbook allows entrepreneurs who didn’t come up with an
accounting or finance background to run their business finances the same way a CFO would.
QUESTION:
What experiences from your past made for stories in the book, or are more helpful to other
entrepreneurs?
ANSWER:
I was fortunate enough to have great mentors as I was coming up in my professional career, and to
work in great businesses. I worked for a really well run $6 billion/year business. I worked for a $100
million/year company that failed after it was sold to a private equity firm. I worked as the part-time
CFO for dozens of businesses. They all contributed to the book in their own way.
The most impactful period on my life was being in a business that failed. The company I was part of
had 600 employees at the peak, but couldn’t afford huge loan payments that coincided with the
2008/2009 financial crisis. It taught me the value of protecting against the unexpected, and the
importance of being decisive when hard decisions need to be made. That turned out to be a real
blessing for a nonprofit I was working with when they had a revenue stream dry up. We needed to
cut about 40% of our workforce overnight and no one else knew what that looked like, whereas I had
just gone through it. That ability to move swiftly when you need to cut saved that nonprofit, and has
saved other businesses I’ve worked with over the years who had expenses exceeding revenue when I
met them.
The overall goal for all entrepreneurs should be: For your business to still be here in 10 years. Don’t
be one of the statistics of a company that doesn’t make it. Focus on the long game.
QUESTION:
If a business owner takes time to read the book, and to follow the steps in the playbook to learn
how to manage their business by numbers – how is that worth the time to them?
ANSWER:
If we “begin with the end in mind,” the financial goal of owning a business should be to maximize
wealth building. (For some entrepreneurs, there might be non-financial goals that are more
important than wealth-building).
The way an entrepreneur should maximize wealth building, according to the book, is to understand
financially where their business is today, where it has come from, and where it is going to be in the
future, then to use that information to build wealth. There are lots of ways to build wealth once you

know that. You can have your tax preparer guide you on how to take some of the profit from your
company and put it into retirement accounts. You can understand where your cash is going are so
that you can reduce them and add to profit. You can see which areas of your business are most
profitable and focus more on expanding that area. You can see whether your marketing efforts are
working. All of that increases profit, and increasing the profit in your business is another way to build
your wealth.
The foundation for how to get to that point is: You need to have all of the activities that happen in
your company recorded correctly in your bookkeeping. Everything comes after having timely,
accurate bookkeeping.
So, working backwards, good bookkeeping allows you to see the results of operating your company in
numbers. Knowing the results allows you to understand where your company is and to look ahead to
plan where your company is going. Knowing where your company is going to be in the future allows
you to improve your strategy to maximizing wealth or accomplishing your other goals.
QUESTION:
If someone only had time to read one section of your book, is there one you’d recommend?
ANSWER:
There’s a section on understanding financial statements where I break down in plain English what
each of the financial statements mean, why they are important, and what kind of presentation format
they should be in. That’s really valuable to most entrepreneurs. Most entrepreneurs don’t review
financial statements regularly because either 1) their bookkeeper doesn’t provide them, or 2) they
don’t know what to do with them when they get them. It’s easy to start having the bookkeeper start
providing them. This section of the book makes it really simple to know what to do when you receive
them.
For example, one of the things the book talks about is: Just start circling numbers on the page and
asking “Why?”
•
•
•
•
•

Why were office supplies $900 this month when they were only $500 last month?
Why was my revenue up this month? What customer activity led to that?
Why was my margin lower than usual?
Why is accounts receivable $10,000 lower than it was a month ago?
Why, why, why?!? Just keep asking. The answers will emerge.

WHERE TO LEARN MORE & CONNECT
•

Facebook Group: This is the source of the most frequent and most useful information, for
those who want to learn how to “think like a CFO” most quickly. Daily useful wisdom. Over a
period of months, the entire book will be shared in bite-size posts. Great information is
available here that is not available through other sources.
https://www.facebook.com/groups/thenumbersedge
The Numbers Edge Facebook group is also the best place to communicate and converse
directly with Wesley Lindquist about business, finance and bookkeeping.

•

Weekly email of tips and useful wisdom for small business owners: sign up at
TheNumbersEdge.com

•

Twitter: Daily updates of useful wisdom for business owners: @TheNumbersEdge

•

Facebook: https://www.facebook.com/thenumbersedge

•

LinkedIn – The Numbers Edge: www.linkedin.com/company/thenumbersedge

•

LinkedIn – Wesley Lindquist: https://www.linkedin.com/in/wesleylindquist/

Want a free copy of the book? As a member of the media, we’d be happy to send you a printed
copy or a Kindle version at no charge. Just email Care@TheNumbersEdge.com with your contact
information (including mailing address if we should send a printed version). We love sharing our
experience and information with the world, so please take us up on this offer!

Excerpt From The Book – How To Use This Book
An excerpt from the introduction in the book
The Playbook To Managing Your Business By The Numbers
There are real life lessons to be learned from experienced, enthusiastic CFOs who have been
working with businesses of all sizes for many years—and that’s what you gain access to with
The Playbook To Managing your Business by The Numbers. In it, I share tools, techniques,
and practices built from hundreds of points of failure, success, and lessons learned.
•

Part One of The Playbook To Managing Your Business By The Numbers is most
applicable to new businesses. In it we explore the entity types you might choose for
your company, the setup of your bookkeeping and accounting software, how to
establish some key standard operating procedures, how to stay organized, and how
to get your bookkeeping into a rhythm so it runs as smoothly as possible. This is the
foundation, and because we intend to build a solid building—namely, your
business—on top of this foundation, we need to be clear about what makes a
strong foundation, put that foundation in place, and then turn our attention to what
comes next. The foundation is only part one.

•

Part Two explains how to review and understand the numbers that result from
having a smooth bookkeeping system in place. We learn about each of the key
financial statements, how to read them, how to arrange the look of them on the
page, and what questions to ask. Understanding financial statements is akin to
knowing how to read the architectural plans for your building. When you know what
you are looking at and why the architect—or in the case of financial statements,
your bookkeeper or accountant—drew them up that way, you are better prepared to
ask for and get the financial results you desire.

•

In Part Three, we look at how to use historical financial statements and information
to look ahead, how to make your cloudy crystal ball clearer, and ways to integrate
regular reviews of your crystal ball into the rhythm of managing your business. The
main purpose of understanding historical financial and statistical information is to
provide insight as to where the business is going. Future expectations should be
written down, planned out, and managed to. Part three explains how veteran
business owners manage their companies by the future and the forecast, not by the
past, and how you can increase your success by doing the same.

•

Part Four provides guidance about how experienced business managers can use
their financial information and forecasts to build strategies and take action to
increase profit, reduce the risk of one unfortunate event crippling their business,
and accomplish their business goals. After all, the information gleaned from the first
three parts of this book is only useful when it gets turned into action.

As a playbook, The Playbook To Managing Your Business By The Numbers shortcuts the
path to success for small business owners by clearly explaining what to do and what not to do
to gain an edge over the 90 percent of other small business owners who don’t have adequate
financial systems in place or the wherewithal to understand the information churned out by
them. These are the plays experienced CEOs and/or CFOs would call when taking charge of
a new business. Think of it as your admission ticket to the game!

Excerpt From The Book – Who Is This Book For?
An excerpt from the introduction in the book
The Playbook To Managing Your Business By The Numbers
Who Is this Book For?
In today’s world of jam-packed schedules, filled with text messages and emails and calendar
appointments buzzing all day on your smartphone—and sometimes even your wristwatch!—
I’m sensitive to how important the efficient use of time is for all of us. That’s why I designed
The Numbers Edge as a type of playbook to dispense the kind of information you might learn
if your best friend were a CFO who invited you to coffee every week so he or she could teach
you how to set up the accounting and finance side of your business and then guide you
through understanding and using the information.
I’ll be the first to admit that what you’re going to read here isn’t entirely original. What is
unique, though, is having all these nuggets of wisdom available in one collection that walks
you first through the basics and fundamentals of running a business by numbers, and then
takes you further down that path by showing you ways to use the data to build strategies and
take actions that increase profit and ensure the viability of your business.
Think of me and this book as a conduit for all the information I’ve gleaned from the great
mentors I’ve been blessed to be around in my career, plus all of my experiences in business
for the past two decades (and counting).
Interested?
This book will be most helpful for:
•
•
•
•
•

First- and second-time business owners
CEOs, business managers, and executives who have responsibility for improving
the financial health of their companies
Freelancers and solopreneurs, including those who have side businesses or homebased businesses
Business owners who are either “also the bookkeepers” or the direct managers of
the bookkeepers or controllers at their companies
Bookkeepers, accountants, and controllers who want to improve their depth of
knowledge, refine their expertise, and increase their skills at “thinking like a CFO.”

How to Determine If this Book Is for You
If you answer “yes” to any of the following questions, this book is for you:
•
•
•
•
•
•
•
•
•

Are you the founder or operations manager of your company, but don’t have prior
experience as a controller or CFO?
Is there opportunity to improve your understanding of your company’s Income
Statement, Balance Sheet, and overall financial health?
Is the crystal ball for the next few months of financial performance at your company
hazy and only in your mind, rather than written down or captured on a spreadsheet?
Are you too busy running the business to spend as much time as you want
understanding your company’s finances?
Have you recently started a new business?
Does the attention required to handle the financial side of your business take focus
away from the main reason you started the business in the first place?
Do you anticipate a future need for outside financing, such as a loan, line of credit,
or investor?
Could you benefit from guidance on how to manage your bookkeeper or head of
accounting to get the most value out of that person and the information he or she
provides?
Do you feel you’re leaving profit on the table, but aren’t sure how to fix it?

Excerpt From The Book – My Story
An excerpt from the introduction in the book
The Playbook To Managing Your Business By The Numbers
I’m the kind of person who can go out with friends or colleagues and talk about business all
night long and come away energized, sometimes to the frustration of others who were looking
forward to leaving work at the office and putting as much mental distance as possible
between their day and their night.
I’ve been a natural student of business for a long time. I grew up with parents and
family members who started or ran numerous business with varying levels of success. I’m
intrigued by how businesses operate. I’m captivated by their similarities and differences. I’m in
awe of how challenging it is for some businesses to stay alive, while for others who get their
recipe for success right, how common it is for the incomes of their owners to far surpass what
their W2 incomes would have been if they worked for someone else.
I’ve been incredibly fortunate to have been surrounded by great mentors at the companies
that hired me, and to have seen first-hand a variety of approaches and principles for running
businesses successfully.
After graduating from college with an accounting degree, I started my career working for a
well-run, $6 billion company that had a great accounting and finance department. I started as
a temp with the company, then was hired as a full-time accounting assistant, got promoted to
a staff accountant in the corporate office, and then was promoted to a financial analyst at one
of the subsidiaries. I spent four great years with the organization under great mentors who
regularly allowed me to be the youngest person in the room with senior management, offering
the finance perspective when called upon. I worked under a CPA and studied during nights
and weekends for two long years to earn my CPA.
My second, major post-college job was with a $400 million business consisting of a variety of
companies and subsidiaries. There, too, I worked with great mentors, albeit in a business
environment that was slow to change. I found myself leading and implementing most of what I
had learned at my first employer, trying to change the culture from that of a 60-year old
business to one that was more modern, agile, and efficient.
Teaching a company how to be better run while being supported by great executives gained
me even more valuable experience as I learned from my own successes and mistakes rather
than simply absorbing theory. While there, I went back to night school and earned my MBA,
embracing business concepts and case studies like a sponge and bringing this knowledge
back to the office where we’d consider integrating it into our operations.
Four years later, the next major chapter of my career took me to a $100 million construction
and service company. There, I reported to a brilliant CFO who dedicated a seemingly
unlimited amount of time to teach me everything he knew. I also spent a lot of time interfacing
with partners at the private equity firm that owned us.
In just two years at this company, I gained more knowledge and expertise through experience
than I had in my entire career to that point. The CFO set the tone with his bold, brazen, and
effective candor. One of his favorite expressions, was “If we don’t like the way we’re doing

something, let’s change it and start tomorrow morning,” which we often did. He opened my
eyes to working in a business environment where we didn’t have to keep doing things a
certain way just because we always had.
From one week to another, if there was a change we decided was for the better, we’d be well
on the way to implementing it. We closed the accounting books for 13 offices around the
country by noon on day three every month. We managed our key performance indicators and
the profitability on every project to the penny as part of the rhythm of the business. We were
agile, efficient, logical, and made fast-paced decisions based on timely, accurate information.
On any given day, we were involved in about 100 construction projects around the country,
each valued at more than $250,000. I knew what the expected profitability was on each
project every day, and how each project’s margins had changed from the week prior and from
the original numbers that came out of our estimating department. Those leading every project
knew which phases of every job were performing better than plan and which ones were not,
and by exactly how much. We knew our finances and key performance indicators and
managed our business by numbers as well as I’d ever seen anyone do it prior (and perhaps
since). This business set the finance standard by which I would measure all companies I
would work with in the future.
Unfortunately, in business, when your company can’t generate the revenue and margin it
needs to compete, knowing your numbers only allows you to get as far ahead of the decline
as possible. I found out the hard way, as many did in 2009, that even when you know the
numbers you can’t always save the company.
We were in the construction business at a time of crushing recession for the construction and
banking industries, and the country’s economy overall. While we were able to maintain a
million-dollar plus operating profit through the downturn, our Balance Sheet was saddled with
a $40 million bank loan to buy out the previous owners, resulting in a principal and interest bill
of $6 million a year. As the person in charge of forecasting, I knew we were in trouble when
my forecast showed we’d blow through our line of credit in just 15 months. Ouch.
To try to stay alive, we cut our overhead in half in less than a year. I had never experienced
anything so swift and decisive in business. Cuts that deep and fast were major decisions
our executive team handled assertively. Witnessing the tactics they used added to the
growing treasure trove of experiential tools in my toolkit—tools that I could never have added
without living through something firsthand. Even though the company had to close its doors
eventually, I consider that experience to be my second MBA.
This led to the fourth major chapter of my professional career, which by itself brought a wealth
of business experience that went exponentially beyond all of my prior experiences combined.
Fatigued by working for companies that ran their businesses through spreadsheets, theory,
and long-term strategies, I was thirsty for something a bit more tangible. I decided to connect
with a young, passionate, up-and-coming consulting firm full of A-Players that was eager to
bring big business accounting and financial management practices to small companies.
Shifting my focus to work with small businesses was exactly the change I needed—a change
that aligned perfectly with my passion for finding little ways to make big differences in a

company’s or business owner’s finances. (For example, when working with a small business,
even finding a way to increase the bottom line by $10,000 can allow a business owner to take
his or her family on a vacation they couldn’t otherwise afford.)
As part of this consulting firm, I worked as the part-time consultant CFO or controller for
dozens of businesses, big and small, across a wide range of industries for six years,
transforming them from companies whose bookkeeping was in shambles (or non-existent) to
companies that were receiving financial wisdom and analysis more insightful than most $100
million companies with big finance departments were getting.
For my first two years there, our team worked to craft our definition of quality accounting and
financial management, teaching our staff to operate under world class standards and
practices. Within six years, this approach grew our own headcount and revenue more than
500 percent!
In my time at this consulting firm, I saw the lives of dozens of business owners change for the
better, with many of my clients selling their companies for well over $100 million in the
aggregate. I came to thoroughly understand how banking and lending works, completing 10 to
15 loan transactions a year. I played an integral part in growing businesses exponentially over
a period of years. By implementing cash flow management practices and helping owners
understand and make expense reduction decisions, I was able to save a number
of businesses from closing their doors.
Best of all, I got to learn from great mentors and gain more experience than most CFOs would
hope to gain in a lifetime. I consider this experience to be my third MBA.
Ultimately, I have found the best role for me is to be a business owner, which is an unusual
place for a trained accountant. Leadership and business strategy have always been more fun
to me than the actual nuts and bolts of accounting, though I will always value being an expert
in the common language of all businesses.
Over the years, I’ve started three businesses with missions, visions, and cultures consistent
with my style, experience, and personality. All were based on a genuine desire to help as
many business owners around the world “win” using my experiences and whatever wisdom I
have acquired during my career.
I like helping other people win, and I like to see the results. That’s what motivates me. As a
life-long student of business, I acknowledge the irony of thriving when I help others win, but at
some point in my career, I recognized that by helping others succeed, I didn’t have to worry
about my own success because it would naturally follow. The result is getting to live a life and
pursue a career doing exactly what I love. To me, that’s success.
I know running a business is challenging, frustrating, and stressful. Lots and lots of business
owners have less success than their potential—probably the majority. And even when a
business does well, it’s rarely comfortable for more than a year or two until the goalpost
moves or when fear sets in because you’re worried your competitors will start to out-innovate
you.

I also know that most businesses come up short or fail after start up due to the inability of their
owners to identify and focus on fundamentals that will ensure their businesses stick around
for the long-term. It’s precisely these prerequisites and processes necessary to manage a
business by numbers that The Numbers Edge covers . . . and once managing your business
this way becomes part of the rhythm of your company, you’ll never want to run another
business again without this playbook and its teachings in place.

