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Many new entrepreneurs think they can sell or
grow their way out of a negative cash flow spiral.
The real solution is far less glamorous. 

When I talk to entrepreneurs about cash flow, I often
hear the same story: “We’re growing, but the money’s
just not there.”

Sound familiar? The truth is, growth opportunities can
actually make things harder if you don’t have a solid
cash flow management strategy in place.

I’ve seen too many founders derailed by unexpected
expenses, disorganized business finances, and poor
cash flow management. And oftentimes, this all
happens while thinking they just need to grow more to
fix it.

But here’s the good news: with proper planning and a
proactive approach, you can get ahead of these cash
flow issues before they sink your momentum. The end
goal? Peace of mind, and a real shot at long-term
business success.

The Real Reason Entrepreneurs
Struggle with Cash Flow
In my experience, one of the most common cash flow
problems is treating your business like a personal bank
account. Many founders dip into cash inflows to cover
personal bills or splurge on things that have nothing to
do with business operations. That lack of separation
creates chaos in your financial statements and throws
off your ability to make smart decisions.

Basically, things look great on paper. But when it’s time
to cut a check for payroll or rent, the money’s not there.

Building a positive cash flow starts with respecting the

boundary between personal and business money.
That’s how you create stability and build extra cash in
the bank.

And if there’s one habit that separates successful
founders from the rest, it’s budgeting. Effective cash
flow management starts with a clear and realistic budget
that accounts for:

Business expenses – Think recurring costs
like software, marketing, professional services,
and taxes. For example, you might expect
$4,000/month in expenses.
Expected income – If you're selling a service
at $1,000/month and expect 6 clients, that’s
$6,000/month. But give yourself some wiggle
room — not every invoice will be on time, and
not every client will stay.
A solid cash reserve – Aim to save 1 to 3
months of expenses. If you’re spending
$4,000/month, you want $4,000 to $12,000 in
the bank to stay steady during slow periods.

Here’s a simple example: Let’s say you run an online
coaching business.

Monthly expenses: $1,200 contractor support
+ $800 software & tools + $1,000 marketing +
$1,000 taxes = $4,000/month
Expected monthly income: 6 clients x $1,000
= $6,000/month
Goal: Use $4,000 for expenses, set aside
$1,000 for taxes, pay yourself a fixed amount,
and stash the rest into a reserve fund until
you’ve built up 2–3 months of breathing room.

I always advise clients to build a budget before
launching and revisit it at least twice a year. Cash flow
cycles change. Expenses creep up. Revenue dips.
Without regular cash flow analysis, it’s easy to lose sight
of the movement of money and fall into patterns that
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strain your finances.

Along with keeping an eye on your cash flow, here are
some strategies for fixing the issues and leaks that can
slow it to a trickle.

Don’t Assume You’ll Get Paid on
Time
One of the first things I look at when onboarding a new
client is their Accounts Receivable. And I can’t tell you
how often I see a dangerous assumption: “If we’ve billed
it, we’ll get paid.” Unfortunately, that mindset doesn’t
hold up in real life.

Let’s say your business books $50,000 in revenue for
the month — looks great on the P&L. But $35,000 of
that is still sitting in unpaid invoices, and it’s been 45+
days. Meanwhile, your team needs to get paid. Rent’s
due. Your credit card is creeping up.

Now you’re covering expenses with a line of credit (or
worse, personal funds) while waiting on cash that’s
technically “earned” but not actually in the bank. That’s
not revenue. That’s risk.

Unpaid invoices and slow-paying customers are some
of the biggest threats to operational stability, especially
for businesses relying heavily on a single client or
dealing with client concentration risks.

The fix?

Set clear payment terms upfront
Track customer behavior over time
Follow up regularly

Sometimes, that means having uncomfortable
conversations, but it also leads to quicker payments,
faster payments, and ultimately, more peace of mind.

Find the Leak, and Patch It
One client came to me during a full-blown cash flow
shortage. Revenue was steady, but their pricing was too
low and they were spending without a clear plan. Add a
few surprise costs, and suddenly they were staring
down negative cash flow with no financial cushion.

My first step wasn’t to slash expenses — it was to
assess the real issue. Was it pricing? Overhead? A
flawed cash flow forecast? Every situation is different,
but the process is the same: find the leak before trying

to patch it.

This kind of diagnostic work is crucial to sustainable
growth. Without it, the financial stress becomes a
constant burden that drags down everything else in the
business.

When I first started my own firm, I faced the same cash
flow cycles and growing pains most early-stage
companies do. Cash inflows were inconsistent. Cash
outflows felt constant. I had very little financial cushion
to absorb mistakes.

It was stressful — but it taught me a lot.

What turned things around wasn’t a big breakthrough,
though. It was a shift in how I approached my business
finances. I got serious about pricing — charging what
my time and expertise were actually worth. I set firmer
boundaries with clients to protect my time and energy. I
brought spending under control, so every dollar going
out had a purpose tied to growth or operational stability.

That experience shaped how I help clients today. Yes,
there’s a learning curve to growing a business
(https://eiexchange.com/content/The-learning-curve-of-
starting-a-new-business) . But once you understand
how your money moves, you're accountable.

Identify the Right Tools and Reports
When it comes to staying on top of cash, one report I
never overlook is the Accounts Receivable (A/R)
Turnover.

If you’re not tracking how quickly your clients are
paying, you’re flying blind
(https://eiexchange.com/content/how-long-can-your-
company-go-without-revenue/) . This metric gives you a
clear picture of your operational stability and whether
your finance team (or you, if you're wearing all the hats)
is keeping the cash flowing at the pace your business
needs.

If A/R is lagging and overhead costs are stacking up,
that’s a recipe for cash flow trouble. In those cases, I
often recommend bringing in an outsourced collections
team. It’s not always cheap, but it’s a smart trade-off
when you’re stretched thin. Getting paid faster often
more than offsets the cost.

Establish Realistic Financial
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Rhythms
If you want cash flow stability as a founder, you need to
build habits around your numbers, which starts with
reviewing A/R regularly. I recommend at least a monthly
check-in. You’ll get detailed insights into what’s actually
coming in, spot potential issues with access to credit or
late payments, and stay in control of your future cash
positions.

Another rhythm I push for is quarterly pricing audits.
Markets shift, and if you're not staying competitive — or
worse, undercharging — you’re leaving a lot on the
table. Pricing should be tied to:

Your business plan
Percentage of revenue goals
Your understanding of what makes your offer
valuable
Treat these monthly check-ins not as a chore,
but as part of your overall cash flow forecasting
strategy.

Mindset Shifts and Founder Blind
Spots
Even the smartest, most driven founders can get tripped
up by poor cash flow management. This is because
belief in the business — and in themselves — often
overshadows the need for solid financial planning.

I’ve seen founders push hard for growth opportunities,
convinced they’ll sell their way out of a negative cash
flow spiral. And sometimes they do, until unforeseen
expenses or a slow month knock them off course. This
mindset is often fueled by hustle culture: keep grinding,
and it’ll all work out. But grit without strategy rarely leads
to the kind of growth they want.

When you’re not tracking the movement of money
across bank accounts, investing activities, and revenue
streams on a regular basis, it’s easy to lose sight of your
actual financial health. A solid business plan needs a
financial cushion, strong systems, and the ability to
make informed decisions in real time.

The Mental Shift That Changes
Everything
One of the hardest lessons for founders to learn is that
running a business isn’t always fun — and that’s okay.

In the early days, everything feels exciting. But once

reality sets in -- late customer payments, unforeseen
expenses, maybe even a lack of cash reserves -- the
real work begins. That’s where grit comes in.

The founders who succeed long-term are the ones who
push past that honeymoon phase. They stop fantasizing
about easy growth opportunities and start getting
serious about their financial planning, reviewing
numbers on a regular basis, and learning from their
mistakes.

When you accept that daily operations sometimes feel
like a grind, you’re able to make informed decisions
even in tough times. That shift from chasing big wins to
mastering the basics is what builds true resilience. It’s
not glamorous, but it’s the difference between a
business that survives and one that quietly burns out.

Profit ≠ Cash (and Why That
Matters)
One of the biggest misconceptions I see — even among
seasoned founders — is the idea that if your business is
profitable, your business cash flow must be healthy too.
But that’s not always the case. You can show a profit on
paper while still struggling to make a monthly payment
or cover debt repayments. That's because the cash has
already been spent, withdrawn, or tied up elsewhere.

On the flip side, you might have plenty of cash in the
bank thanks to capital loans, favorable payment terms,
or investor funding but still be running at a loss.

It’s a trap that can create a serious financial burden if
you're not careful. However, cash flow projections and
disciplined debt repayment are your best friends here.
When you’re proactive about your numbers, especially
during economic downturns, you can explore cash flow
solutions like debt consolidation or renegotiating terms
before things spiral.

Advice for Founders: Growth Won't
Solve the Problem
A lot of new founders think growth will fix everything. But
scaling doesn’t magically solve common challenges.
Often, it makes them worse. If you’re already struggling
with efficient cash flow management, adding more
complexity, higher outgoing cash, and excess inventory
can quickly push you into crisis.

I’ve worked with seasonal businesses that looked
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profitable during their busy season, but without an
accurate cash flow projection or a plan for the slow
months, they were constantly scraping for liquid cash.
Others leaned too heavily on a single source of income
or failed to adjust pricing based on market trends and
ended up locked into models that didn’t scale.

Here’s the better question to ask: “What can I do with
what I have now?”

That means reviewing every financial document,
tracking financial metrics, and being honest about
what’s working (and what isn't). Factors like customer
satisfaction, lean operations, and planning for curveballs
(like natural disasters) aren’t exciting, but they keep
your business from imploding under the weight of its
own growth.

Conclusion
Common cash flow problems usually come from
avoidable blind spots, not a broken business. The
strongest businesses I’ve seen aren’t the ones with
endless funding or the flashiest ideas. They’re the ones
whose founders understand their cash flow cycles and
manage their business finances with discipline. But
more importantly, they course-correct quickly when
things go off track.

Ask yourself: Is your cash flow system strategic or
reactive?

Because if you don’t take control of your money, it will
control you. And no matter how great your product or
service is, no business runs on fumes for long.
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