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Executive Summary

This report evaluates the financial position and budgeting framework of Silver Stitch Ltd, a chain of twelve premium casual clothing stores, in response to a £30,000 bank overdraft at the beginning of June that must be eliminated by December 31. It draws on the company’s existing plans, which have been prepared for six months from July to December.

Silver Stitch’s stock budget reveals significant inventory accumulation, with closing stock rising from £100,000 to £388,000, far exceeding the minimum £50,000 policy level and tying up substantial working capital. The cash budget, with net sales receipts, lagged payments, refurbishment expenditure, loan repayments, and taxation, projects interim negative balances in July and August, but shows an improvement by year’s end, as there is a positive closing balance of £86,600 in December. This confirms that the overdraft can be cleared within the given timeline. The company is also profitable as depicted by the budgeted profit and loss statement, which has an after-tax profit of £347,100.
Refurbishment costs and excessive stock accumulation, alongside behavioural and structural limitations of the traditional budgeting approach used in a dynamic retail environment. Recommendations include revising purchasing to reduce inventory, rescheduling non-essential capital expenditures, negotiating extended supplier terms, and adopting more adaptive budgeting techniques, such as rolling the key challenges for Silver Stitch include early liquidity strains primarily due to concentrated forecasts. 

While the current plans are sufficient to achieve the bank’s requirement, adjustments to working capital management and budgeting processes are necessary for improved liquidity resilience and mitigating risks. 
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[bookmark: _Toc223137125]Introduction
In recent years, budgeting practices have evolved as organisations operate in highly dynamic and competitive environments. Traditional budgeting, based on historical data and fixed annual targets, has limitations, including rigidity, short-term focus, and potential to encourage dysfunctional managerial behaviour (Seal et al., 2018). As markets become more volatile, businesses increasingly need flexible budgeting approaches.

This report examines budgeting issues at Silver Stitch Ltd, a premium casual clothing business with twelve stores, facing a £30,000 bank overdraft at the start of June. The financial constraint has prompted a reassessment of budget allocations, cash flow, and cost management to restore stability and support future resilience.

The analysis highlights liquidity pressures, rising inventory, and limitations of traditional budgeting, offering practical recommendations to improve financial discipline, working capital management, and adaptability in a fast-changing retail environment.
















(A) [bookmark: _Toc223137126]Budget Preparation 

Silver Stitch Ltd, a premium casual clothing chain, is operating with an overdraft of £30,000, which must be eliminated by December 31. The company's management has requested a review of its operations and financial plans to serve as the foundation for budgets. Here are the prepared stock budget, cash budget, and a projected Profit and Loss Statement for Silver Stitch:

1. Stock Budget and Cash Budget
Stock Budget
	Month
	Opening Stock
	Purchases
	Cost of Sales
	Closing Stock

	July
	100
	180
	126
	154

	August
	154
	170
	138
	186

	September
	186
	200
	156
	230

	October
	230
	210
	144
	296

	November
	296
	190
	150
	336

	December
	336
	220
	168
	388


Table 1: Source: Prepared by Jurje (2026)












Cash Budget

	Month
	Operating Balance 
	Receipt
	Payment
(lagged purchase)
	Admin
	Selling
(Lagged)
	Loan
Repay
	Store
Refurb
	Tax
	Total Payments
	Net cash flow
	Closing Balance

	July
	-26.6
	208.2
	150
	17
	5
	5
	15
	0
	192
	16.2
	-10.4

	August
	-10.4
	228
	180
	18
	6
	5
	12
	0
	221
	7
	-3.4

	September
	-3.4
	257.7
	170
	19
	7
	5
	10
	18
	229
	28.7
	25.3

	October
	25.3
	237.9
	200
	20
	8
	5
	0
	0
	233
	4.9
	30.2

	November
	30.2
	247.8
	210
	21
	9
	5
	0
	0
	245
	2.8
	33

	December
	33
	277.6
	190
	22
	7
	5
	0
	0
	224
	53.6
	86.6


Table 2: Source: Prepared by Jurje (2026)


















2. Budgeted Profit and Loss Statement

Budgeted Profit and Loss Statement for the Period Ending 31 December

	Item
	 Amount (in £)

	Sales
	1,470

	Cost of Goods Sold
	(882)

	Gross Profit
	588

	Administrative Expenses
	(159)

	Selling Expenses
	(45)

	Credit Card Charges
	(12.9)

	Interest Expenses
	(6)

	Profit Before Tax
	365.1

	Taxation
	(18)

	Profit After Tax
	347.1


Table 3: Source: Prepared by Jurje (2026)


Detailed working for the stock and cash budgets has been provided in Appendices 1, 2, and 3.

(B) [bookmark: _Toc223137127]Financial Analysis and Management Implications


Silver Stitch Ltd. needs to repay the £30,000 overdraft by December. The budgets show that, while the overdraft is eventually cleared, there are short-term challenges that pose risks to liquidity and operational efficiency. Elaborated below is an analysis of the major financial pressures emerging from the cash budget, stock budget, profit projections, and their implications on management.

Silver Stitch exhibits moderate financial leverage from a bank loan with fixed repayments, increasing default and liquidity risk if cash flows weaken. Rising interest obligations could further constrain operational liquidity under declining sales (Brealey, Myers and Allen, 2019).



Cash Flow Pressures and Liquidity Management
 
The cash budget of Silver Stitch shows consistent negative cash balances in the early months, with closing figures of approximately -£10,400 in July and -£3,400 in August. Although the balance turns positive in September (£25,300) and increases steadily to £86,600 by December, the interim overdraft breaches the bank's requirement. (Weyandt, et al., 2022) This exposes the company to additional interest costs, potential covenant violations, and restricted supplier relationships. 

There are several factors driving these pressures. Large store refurbishment outflows in July and September coincide with peak purchase payments from the previous month, and a substantial taxation payment in September. A monthly loan repayment of £5,000, including £1,000 interest, steadily uses up cash. (Kieso, et al., 2025) Even though sales receipts (adjusted for 2.5% credit card fees) grow to £277,600 in December, the timing of outflows creates a working capital strain during the high-expenditure period.

Management should focus on maintaining liquidity rather than pursuing short-term growth. Delaying refurbishments past September could free up £37,000 in immediate cash. The company might consider short-term options like invoice discounting to improve cash flow. Alternatively, it could speed up cash inflows by offering early-payment discounts or encouraging customers to pay by bank transfer instead of credit cards. Regular monthly cash flow forecasts and variance analyses are vital to handle future timing gaps effectively.


Inventory Management Issues

Inventory represents a major portion of current assets, increasing from £100,000 to £388,000. While assets support operations, excessive stock reduces liquidity and increases holding risks, indicating inefficient asset utilisation. The stock budget shows uncontrolled inventory growth. Closing stock rises steadily to £388,000 by December, an increase of £288,000 over six months. This accumulation occurs despite the stated policy of maintaining a minimum of only £50,000, suggesting purchases significantly exceed sales requirements. Cost of goods sold (COGS) totals £882,000, but purchases amount to £1,170,000, implying deliberate over-buying or poor demand forecasting (Hogget, et al., 2024).

Management needs to revise the purchasing policy. Adopting a more demand-driven approach, using sales trends and seasonal patterns to target closing stock at £80,000-£120,000, could free up cash by December. Implementing better inventory control systems would prevent overstocking. Regular stock reviews and clearance promotions for slow-moving items could convert excess inventory into cash without having to change prices too much. Additionally, considering CSR initiatives in purchasing, such as sourcing sustainable materials, may strengthen brand value while aligning with broader ethical objectives (Seal et al., 2018).

Key performance indicators (KPIs) such as gross profit margin (40%), inventory turnover, and cash conversion cycle highlight stock inefficiencies. Rising inventory and declining turnover signal overstocking, which can strain cash flow. Adopting a demand-driven purchasing policy targeting £80,000–£120,000 closing stock, combined with regular reviews and clearance of slow-moving items, can improve inventory efficiency and free up cash (Horngren, Datar and Rajan, 2018).
Liabilities, including payables, taxes, and loans, affect cash flow. Early in the year, these outflows can exceed inflows, creating short-term liquidity pressure.
Return on Capital Employed (ROCE) measures how efficiently a company generates profit from its capital. While Silver Stitch remains profitable, high inventory levels inflate capital employed, potentially lowering ROCE. Enhancing stock efficiency would improve overall returns and capital utilisation (Brealey, Myers and Allen, 2019).


Working Capital Constraints

The combination of rising inventory and early negative cash flows highlights working capital strain (Hillier, 2024). Although sales are cash-based, the one-month supplier credit creates a timing gap: purchases are paid one month after receipt, while sales generate cash immediately (net). However, the aggressive purchasing schedule widens this gap excessively.

Trade payables rise in line with purchases, but the net working capital requirement increases because growth in inventory is more than payables. By December, high stock levels freeze funds that could otherwise be used to repay debt or fund growth. The company's operating cycle takes longer than needed, which limits its financial flexibility. To address this, management could negotiate better supplier terms or renegotiate contracts (Carlon, et al., 2025). Additionally, strict control over stock levels would shorten the cycle. Key ratios, such as inventory turnover and the current ratio, could provide early warning of deteriorating working capital efficiency.

Operating Costs

Silver Stitch’s administrative expenses rise steadily from £24,000 in July to £29,000 in December, while selling expenses fluctuate between £6,000 and £9,000. Excluding the £7,000 monthly depreciation, which is a non-cash item, cash administrative outflows show upward pressure. These increases, if unchecked, could diminish the 40% gross margin over time, especially if sales growth slows.

The budgeted profit and loss account shows an after-tax profit of £347,100. However, achieving this result depends on maintaining robust sales throughout the period. If sales were to dip, the business would feel the effect immediately, as costs that don’t normally fall, such as rent, salaries, and other regular expenses, would quickly erode profits. Management should review each expense to save money, such as reducing energy use in stores, adjusting staffing schedules, or renegotiating service contracts. (Coyte, et al., 2022) Using zero-based budgeting for non-essential items next cycle could reset costs and avoid additional expenses.

Impact of Credit Card Charges

Credit card transactions account for 35% of total revenue, with each sale incurring a 2.5% merchant fee. This is cost-effective in reducing overall sales fees by 0.875%. However, these fees will directly affect profits if credit card sales increase or the overall sales growth slows. Management must regularly review if the potential sales increase from these charges outweighs their negative effect on profits.

Management could incentivise cash or debit card payments by offering small discounts or loyalty points with the aim of gradually reducing the number of credit card transactions. Alternatively, negotiating a lower merchant service charge for higher transaction volumes could help save several thousand pounds annually. Monitoring the overall value of accepting credit cards by weighing increased sales from convenience against fee costs can guide future policies.


Capital Expenditure Timing

The £37,000 store refurbishment programme, taking place in the months of July to September, reduces early cash. While refurbishments can make stores more appealing and boost future sales, their timing clashes with the urgent need to repay overdrafts. A better approach is to spread out expenditures throughout the year or delay non-essential costs until October and December, in order to align spending with periods of stronger cash flow. Management should also assess each refurbishment project carefully, prioritising those likely to generate the highest sales increase. Additionally, using equipment leases or supplier credit for fit-out costs could help ease the upfront cash burden. Excess inventory, poorly timed capital expenses, rising operating costs, and credit card fees all drain cash resources and put the business at greater risk of operational and financial issues (Drury & Tayles, 2021). Taking proactive approaches, like revised purchases, deferred refurbishments, cost discipline, and improved capital monitoring, will convert budgeted profits into strong cash flow.

(C) [bookmark: _Toc223137128] Budgetary Control and Organisational Effectiveness 

Budgetary control is a key tool that helps companies like Silver Stitch Ltd. stay on track financially. It refers to setting budgets, regularly reviewing the results, and acting when things deviate from the plan. When done well, a budget improves planning, coordination between departments, and overall performance.

Conditions for successful budgeting systems

For budgeting and budgetary control to work effectively in any organisation, certain basic conditions must be in place. First, the budgets need to be realistic and grounded in solid information (Shah, et al., 2025). When targets are set too high or too low, employees may lose confidence in the system. Achieving realistic budgets depends on accurate forecasting, which involves analysing past performance, market trends, and insights from those who are directly involved.

Secondly, the process should include input from various levels within the organisation. When managers and staff collaboratively set budgets through participative budgeting, there is a sense of ownership (Horner, 2020). This decreases resistance and increases commitment to achieving the targets. Without this involvement, budgets may feel like directives from above, which can lead to lower motivation. Budgets must be flexible. Business conditions fluctuate; sales may decline due to new competitors or unforeseen expenses. A fixed budget that cannot be modified causes frustration. Effective systems have regular reviews and updates, which ensure the budget is a relevant and useful guide and does not become outdated.


Fourth, budgeting systems need clear communication. Everyone needs to understand what the budget means for their department, how progress is reviewed, and the consequences of variances. Effective communication fosters trust and maintains alignment. People should know they are responsible for their share of the budget, and there should be fair consequences, such as rewards for good performance and support to fix problems when things go wrong. When these conditions exist, budgeting becomes a powerful tool for control and improvement rather than just paperwork.

Importance of management support and strategic alignment

Management support is arguably the most crucial element in making budgeting successful. When senior leaders commit to the process, it encourages everyone else to do the same (Jiambalvo, 2025). Directors and senior managers who actively engage, show their dedication, and incorporate the budget in their decisions send a powerful message that this process truly matters. Without this genuine support, budgeting becomes a mundane task for the finance team alone, losing its potential to guide the entire organisation.

It’s just as important to ensure the budget aligns with the company's overall vision (Warner & Hussain, 2022). It should not be solely numbers; rather, it should reflect the larger goals. If the aim is to grow sales by opening more stores or to enhance customer experience through refurbishments, then the budget needs to allocate the necessary funds and resources for those priorities. When budgets support strategy, every pound spent brings the company a step closer to its goals. 

Misalignment in goals can lead to challenges (Bidanda, 2022). For example, investing heavily in stock while the main strategy stresses cost-cutting and improving cash flow can lead to confusion and waste. Ensuring proper alignment helps allocate resources more effectively, clarifies decision-making, and enhances accountability. When teams understand how their work fits into the bigger picture, morale and performance tend to improve. 




Role of information systems and monitoring

Modern budgeting relies heavily on good information systems. These are the software and tools that collect data, produce reports, and track actual spending against the budget in real time. Without reliable systems, monitoring becomes slow and inaccurate, making it hard to spot problems early.

· An effective information system delivers real-time, precise data on sales, purchases, expenses, and cash flow. For Silver Stitch, this might involve software that automatically displays monthly sales receipts, delayed purchase payments, and refurbishment costs. Dashboards and alerts will enable managers to swiftly detect variances. 
· Monitoring is the ongoing process of comparing actual results to the budget and investigating variances. Regular monitoring will allow quick corrective action (Bamber & Parry, 2024). If sales fall short of targets, management can initiate promotions. If expenses exceed budgets, they can reduce costs before it escalates into a major problem. 
· Good systems also support automation, such as preventing overspending through built-in controls or automatically generating variance reports. This saves time and reduces errors. With proper technology and consistent monitoring, budgetary control becomes proactive rather than reactive, helping the organisation stay in control and respond to changes faster.

Behavioural considerations in budgeting

Budgetary Slack: Budgetary slack occurs when managers deliberately build extra leeway into the budget. They might overestimate costs or underestimate revenues to make the targets easier to hit (Ehsan, et al., 2023). For example, a store manager may request a larger stock budget as a cushion for slow sales. Slack is harmful by tying up extra resources or by masking true performance. To reduce it, organisations can set more realistic targets, encourage honest inputs, and base rewards on wider measures rather than just on meeting the budget alone.

Motivation and Performance: A well-crafted budget can motivate employees (Adi, 2022). When goals are considered as fair and achievable, and reaching them results in recognition or bonuses, employees tend to put in more effort. Participative budgeting is beneficial as it makes individuals feel appreciated when their ideas help meet the targets. Additionally, connecting performance and rewards further encourages effort. For Silver Stitch, involving store managers in setting sales and expense targets could boost their drive to succeed.


Dysfunctional Behaviour: Dysfunctional behaviour takes place when the budget pressurises people to act against the company's best interests (Grobbelaar & Ramlall, 2024). For instance, an employee might ignore quality to meet cost targets, or they might cut necessary spending or push sales to meet targets. This is damaging to the long-term reputation and hurts future margins. This happens when set targets are too tight or when short-term budget results dominate performance reviews. To avoid this, budgets should be a balance of short- and long-term goals, and budgetary evaluations should look at the bigger picture, not just numbers.

Goal Congruence: Goal congruence means that individual goals align with and support the overall objectives of the organisation. When each employee’s personal goals match the company’s goals, everyone works in the same direction (Armstrong, 2025). Effective budgeting helps foster a sense of fairness, encourages everyone to get involved, and creates rewards that celebrate our company's achievements. Without congruence, a manager could focus on their own department at the expense of the whole business, like overbuying stock to look busy. Achieving congruence requires careful design of the budgeting process to motivate the right behaviours in the employees.





(D) [bookmark: _Toc223137129]Critical Evaluation of Traditional Budgeting

Traditional budgeting has been around for a long time, and companies have used it to plan their finances for the year ahead. However, in a fast-changing business world, many people question whether this old way still works well.

Traditional Budgeting Approaches

Traditional budgeting generally means making one major plan once a year. Management reviews last year’s figures and adjusts them to fit their goals, such as increasing sales or costs by about 5%, to establish the new budget (Eldenburg, et al., 2024). This approach is known as incremental budgeting because it modifies previous figures rather than creating a completely new plan.

The budgeting process begins several months prior to the new year. The finance team gather reports from various departments, including sales forecasts for revenue and operational plans for costs. These inputs are then put together into one comprehensive master budget that includes sales, purchases, expenses, cash flow, and profit (Langfield-Smith, et al., 2021). After senior management approval, this budget is set as the fixed target for the entire year. The idea of budgeting is simple and clear. The budget acts as a roadmap, setting out what everyone is expected to achieve, helping control spending, and providing a way to measure performance by comparing actual results with the plan. For many years, this method worked well because business conditions did not change much from one year to the next. Companies could rely on steady patterns in sales, costs, and customer behaviour.

For Silver Stitch, the plans from June to December seem to be a traditional budget. Numbers were set a few months earlier and will remain fixed, unless something major happens. These numbers are used as a guide for purchases, expenses, and cash management.


Limitation and Inherent Weaknesses

While traditional budgeting is still used by companies, it has weaknesses. The budgeting process takes a lot of time (Bukh, et al., 2025). The preparation process alone can take months and involves a lot of meetings, filling forms and back and forth between departments and management. By the time the budget is done, some of the information is already outdated.

Budgeting can be inflexible. Once figures are set, they are hard to change (Atrill, et al., 2021). If the business’s sales suddenly decline, either due to a new competitor or because of changing fashion trends, the budget usually does not adjust accordingly. Managers must still meet the original goals, which can be discouraging. Moreover, budgeting can promote undesirable behaviour. Managers often include “slack' by requesting more funds than needed or promising lower sales than they believe possible, as it is easier to succeed against easy targets by year’s end. 

Budgets tend to focus excessively on short-term goals (Datar & Rajan, 2017). People often rush to spend leftover funds at year's end to avoid lower budgets in the future. This results in unnecessary expenses and poor decision-making. Moreover, these budgets are based on past performance rather than future trends. Increasing adjustments assume that previous patterns will remain, but in reality, markets, customers, and costs are constantly evolving. Traditional budgeting methods can trap companies in outdated practices instead of fostering innovation.




Budgeting in a Fast-Paced Environment

The business environment today is highly dynamic. In retail fashion, such as at Silver Stitch, trends emerge every few weeks. Social media can make a style viral overnight, or it will fade just as fast. Supply chains can also be disrupted by weather, politics, or global events. Customer tastes change often due to economic shifts or new trends. In this setting, a fixed annual budget can feel rigid and outdated (Aziz, 2023). By mid-year, figures that seemed reasonable in January may no longer apply. For instance, if Silver Stitch aims for high sales in December but an economic slowdown occurs, sticking to the original purchase plan could result in excess stock and insufficient cash.

The issue worsens when unforeseen costs arise, like increased shipping fees or additional marketing to retain customers. Managers often spend time explaining why they missed the budget rather than addressing the actual issues. The budget becomes a source of stress rather than being a helpful tool. Traditional budgeting also prevents management from making quick responses (Benzenhöfer, et al., 2024). Major decisions, like postponing store renovations, require approval from multiple people because they exceed the budget. In a rapidly changing retail environment, waiting for approval can result in lost sales or unnecessary expenses.

Modern Alternatives to Traditional Budgeting

Due to persistent issues with traditional budgeting methods, many companies are gradually moving away from the old budget system, seeking more flexible and accurate financial budgeting alternatives. Here are a few other alternatives that are being used by companies:

Rolling Budget: Rolling or Continuous budgets have one fixed plan for a year and forecasts that are updated monthly or quarterly for the next twelve months (Bhimani, et al., 2023). This will let Silver Stitch adjust stock purchases monthly based on sales.

Zero-Based Budget: This budget involves justifying each expense and starting from scratch (Scandura & Weinberg, 2023). Zero budgets help prevent wasteful expenditure and force people to focus on what adds value.

Beyond Budget: Beyond budgets are flexible plan that is a combination of many budgeting techniques (Eldenburg, et al., 2024). It is based on twelve core principles and focuses on relative performance and uses benchmarks over fixed targets.

Activity-Based Budget: Activity budgets link expenses and spending to activities that create value (Dance, et al., 2023). Instead of budgeting by departments, money is set for activities, like customer service or stock management.

Strategic Benefits of Adaptive Budgeting

Switching to a more flexible and adaptive type of budgeting can bring several advantages to Silver Stitch (Seal, et al., 2018):

· Improved decision-making: Managers can make quick decisions to change instead of being tied down to old plans, essential for a fast-moving industry like fashion.
· Less wasteful behaviour: When rolling budgets or zero-based budgets are created, there is less motivation to inflate numbers or spend unnecessarily to exhaust the budget.
· Boosts Motivation: People feel trusted as they have the freedom to adjust plans. They can focus on doing what is best for the business rather than meeting a fixed number.
· Better Strategy Making: Adaptive budgeting techniques focus on long-term goals rather than short-term targets. Resources can be moved to areas that matter more, like marketing for a new fashion trend.
· Resilience: Being able to adapt to uncertainties and changes makes the company more resilient. It can tackle major problems and take advantage of opportunities.

For Silver Stitch, switching to rolling forecasts and tighter monthly reviews can help them manage cash better, avoid having too much inventory and respond quickly to sales changes.

[bookmark: _Toc223137130]Conclusion 

Silver Stitch Ltd is profitable and capable of eliminating the £30,000 overdraft by year-end, supported by strong sales and a 40% gross margin. However, short-term cash flow pressures in July and August, driven by refurbishment costs, tax payments, loan obligations, and rising inventory, indicate inefficiencies in working capital and asset utilisation.
Key performance indicators (KPIs) such as inventory turnover, gross profit margin, and the cash conversion cycle highlight stock inefficiencies that reduce liquidity and tie up capital. High inventory levels also inflate capital employed, potentially lowering Return on Capital Employed (ROCE), while the company’s gearing and timing of liabilities affect cash flow and financial flexibility.
To strengthen financial resilience, management should:
· Implement demand-driven purchasing and regular stock reviews to reduce excess inventory and improve asset utilisation.
· Prioritise or reschedule refurbishment and non-essential expenditures to free up cash.
· Negotiate extended supplier terms to manage liabilities and improve liquidity.
· Adopt more flexible budgeting approaches, such as rolling forecasts or zero-based budgeting, to align financial planning with strategic goals.
By addressing these areas, Silver Stitch can optimise capital efficiency, maintain liquidity, and sustain growth in a competitive retail environment.

[bookmark: _Toc223137131]
Appendices

[bookmark: _Toc223137132]Appendix 1: Cost of Sales Calculation

Cost of Sales Calculation
	Month
	Sales (in £)
	Cost of Sales (60% of Sales)

	July
	210
	126

	August
	230
	138

	September
	260
	156

	October
	240
	144

	November
	250
	150

	December
	280
	168


Table 1: Source: Prepared by student (2026)

[bookmark: _Toc223137133]Appendix 2: June Opening Balance Calculation

Sales receipts (after credit card charges) = £180,000 x 0.99125 = £178,425
Payments: £175,000
· Purchases (lagged from May) = assumed £150,000
· Admin expenses = £22,000 - £7,000 = £15,000
· Selling expenses (lagged from May) = assumed £5,000
· Loan repayment: £5,000
· Interest: included in loan repayment
· Store refurbishment: £0
· Tax: £0
Net cash flow for June: £178,425 - £175,000 = £3,425
Opening balance = -£30,000 + £3,425 = =£26,575

[bookmark: _Toc223137134]




Appendix 3: Receipts Calculation

Net Cash Received Percentage = 65% cash sales + (35% x 97.5%)
= 65% + 34.125%
= 99.125% of sales

Receipts = Sales x 99.125%
· July Receipts = 210,000 x 0.99125 = 208,987.50
· August: 230,000 x 0.99125 = 227,987.50
· September: 260,000 x 0.99125 = 257,725
· October: 240,000 x 0.99125 = 237,900
· November: 250,000 x 0.99125 = 247,812.50
· December: 280,000 x 0.99125 = 277,550
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