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In the Black or in the Red? Jonathan Guenthner, CPA
Using cash receipts and the tax return to assess farm finances Partner, Agribusiness Practice Leader

Key takeaway: Profit on paper is not the same as cash in the bank.
Use your receipts and tax return to spot cash strain before choices get forced.

1. Know your cash position 2. Read the tax return as a checklist @ B @

* Bank balance and available operating line Review Area Question to Ask :

® Saleable inventory and expected receipts : — §§f‘g}§:’“ %

* Notes, interest, input bills, rent, machinery payments, Schedule F Did cash margins improve? §2§:.§§£ ; :

taxes, and family living Depreciation Cash flow or only tax deductions? ..§.2§;.'-f§,. ot X5

Ask: What is due before the next major cash inflow? i i ¥
Interest Can debt be serviced if prices soften? @ gatiiae § iy
Inventory/Prepaids Did timing shift income or costs?@

3. Build two plans before you need them

* Down-side plan: protect liquidity if revenue drops,
inputs rise, yields disappoint, or financing tightens.

* Up-side plan: direct extra cash to working capital,
high-interest debt, maintenance, and investments with
clear cash-flow benefit.

4. Separate must-haves from nice-to-haves

® Protect first: operating note, inputs, rent, key leases, insurance, payroll,
family living baseline, and taxes.

* Can be reduced or timed: equipment trades, discretionary upgrades, extra
principal, capital purchases without ROI, inventory buildup, and expansion.

Four numbers to keep visible Action items after Dakotafest

e 3-6 months of cash runway ® Build a 90-day cash bridge using actual receipts and expected expenses.

® Remaining operating line availability * Review the tax return for debt, inventory, depreciation, and timing indicators.

® 12-month debt service window * Write one down-side plan and one up-side plan before year-end decisions are made.
* Tax cash set-aside percentage e Talk early with lenders, landlords, suppliers, and advisors.

A successful operation depends on trusted advisors, including your accountant, attorney,
banker, marketing professional, agronomist, and other key specialists.

Measure. Prioritize. Communicate. Act before a cash crunch forces the decision.



