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there are dozens of proven tools that can dramatically
accelerate the close process and make it easier to identify and

x problems. Analysts armed with Excel spreadsheets should be
reserved for special situations; they shouldn t be the standard
way of consolidating and reconciling routine data. That said,
don t use automation simply to speed up a broken process. In
some cases, its possible to x processes at the same time you re
automating them; if not, get things working right  rst.

Involve other parts of the business. The close process should
not be the exclusive domain of the nance organization.

Other functions and business units provide critical input and
need to be closely involved in  xing problems and reviewing
results. They also need to be held accountable for meeting key
deadlines.

Hardware Manufacturer

A large hardware manufacturing and distribution company was
struggling to provide timely nancial reporting information with their
existing processes due to processes that evolved over time rather than
having been explicitly designed.

The key need was to identify ways to improve the close process and
reduce cycle time by targeting close improvements around critical path
activities. The following approach was taken:

Identify major risk areas and corresponding close activities.
Investigate how to simplify and standardize those entries.
Look to shift non-essential activities closing window.

Hone approaches used for key estimates and judgments based on risk
and value.

Adjust mix of accounting staff activities to strike a better balance
between compilation and analysis activities.

Results
Re-designed overly-complex estimate entries.

Eliminated transactions without consolidated impact (allocations,
intercompanies, etc.)

Shortened closing process by 4 - 5 days.

Communicated clearer closing guidance and initiated closed-loop
close process governance activities (close planning, scorecarding, post-
mortem, etc.).

Established a continuous improvement closing process with better
tracking and controls.

Increased time available for more value added activities.

Discussion
Very numerous, detailed analysis on all kinds of closing activities.

Performed assessment to understand which areas really mattered
(level of detail employed wasn t yielding better information or helping
manage risk - just lots of work).

Redesigned process for signi cant estimates, etc. to free up time and
give more time to understand impact on nancials.

Provided more timely insight into nancials and helped focus staff so
they could do more thorough reviews and analysis.

Complemented with formalized governance, scorecarding, and close
management activities.

Taking the rst step

When it comes to improving the close process, time and risk are
typically viewed as a trade off. According to conventional wisdom,
reducing risk requires a slower, more deliberate approach, while
going faster means taking shortcuts that drive up risk. But it
doesn t have to be that way.

Moving non-essential activities to outside of the close window,
automating routine tasks, and applying a more disciplined
approach to the close process can give you more time to focus on
what really matters. Instead of relying on late nights and personal
heroics just to meet the deadline, you Il have time to focus on the
critical activities that deserve extra attention.

Accelerating the close process while reducing risk might seem
like an unattainable goal; however, the good news is you

don t have to tackle everything at once. In fact, transforming
your close process is best achieved through continuous improve-
ment. Start by focusing on the high risk areas, making a few
improvements every month. Over time, all of those improvements
can really add up.
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