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01 A routine client question becomes a useful

publishing subject.

This fictional cycle shows ContentPilot after the initial company setup. Marden & Cole does
not prepare a campaign brief, research a list of keywords, or decide how one idea should be

translated across several channels.

The firm supplies a few observations from its actual work. ContentPilot turns that context
into a specific editorial direction, develops the core article, adapts it for the channels the
company uses, coordinates the visual treatment, and prepares the material for review and

publication.
The transformation is the sample.

The finished article matters. So does how little structured input was required to reach it.

~7 min 1 1

Recurring intake Recurring client question Core article

4 1 11 days

Channel adaptions Coordinated visual Suggested sequence

AN AN AN AN
7 7 7 7

Company 7-Minute Editorial Development Article &
Context Input Direction & Review Channels &
Visuals
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02 Company Baseline

The recurring intake stays short because ContentPilot does not begin from an empty prompt
each month. Positioning, audiences, services, terminology, channels, and important
boundaries become part of the company's working baseline.

Company
17-person accountancy, tax, and business-
advisory firm. Three partners.

Primary clients
Established owner-managed businesses and
professional practices.

Core services

e Accounts and compliance
e Tax advisory

e Management reporting

e Business advisory

Desired public impression

Experienced, accessible, and commercially
minded. Technically credible without making
straightforward financial concepts unnecessarily
complicated.

Current business priority
Build greater awareness of the firm's
management-reporting and ongoing advisory

work — not only statutory and year-end services.

Active channels
Website - LinkedIn - Facebook

Editorial voice

Calm, precise and
practical. Explain before
selling. Use real business
situations and clear
reasoning rather than
alarm, novelty or

exaggerated certainty.

Avoid

Generic “X tips” articles
Clickbait headlines
Fear-led tax messaging
Overly promotional CTAs
Individualized tax or
financial advice

Claims that imply

guaranteed outcomes

Future cycles build on this baseline rather than requiring the client to explain the company again
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03 Monthly Input

The recurring form is designed to capture useful signals, not polished content ideas.

Estimated completion time: 7 minutes.

What has come up recently?

Three separate clients have asked some version of: “If we're profitable, why does the bank
account still feel tight?”

Mostly businesses that have grown over the last year. The accounts aren't necessarily bad—
the timing of the cash just tells a different story.

Is there a service or current priority this could support?

Management reporting / business advisory.

We'd like to show more clearly that we help clients understand what their numbers mean,
rather than only producing accounts and tax work.

Anything useful to include?

Receivables and payment timing. Tax payments. Stock or work in progress where relevant.
Investments and loan repayments.

Also the fact that growth itself can use cash before the benefit catches up.

Anything to avoid?

No “cash-flow hacks” or doom messaging. No client figures or identifiable cases.

Keep it practical and understandable for an owner or managing director rather than writing
it for accountants.

Publishing preference
Website, LinkedIn, and Facebook. No hard sell.
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04 Editorial Direction

The obvious response would be another generic article about improving cash flow.
That would miss the useful part of the intake.

Marden & Cole repeatedly encounters profitable, growing businesses whose owners expect
accounting profit and cash availability to move together. The stronger subject is therefore
not “cash-flow management” in general, but the interpretive gap between profit and cash —
and why growth can make that gap wider.

Audience
Owners and managing directors of established SMEs.

Editorial objective
Explain a recurring management-accounting misunderstanding in commercially useful
language.

Business relevance

Demonstrate Marden & Cole's management-reporting and advisory capability without
turning the piece into a service advertisement.

Core tension

A business can perform well economically while simultaneously putting greater pressure on
cash.

Desired reader outcome

Understand why the two measures diverge and know which additional information deserves
attention.
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05 One subject. Several distinct publishing roles.

The material is developed as one editorial cycle rather than a collection of unrelated posts.
Each channel receives the version that best fits its context.

Website Article

The substantial reference
piece. Explains the issue in
enough depth to remain
useful beyond the
publishing week.

LinkedIn - Primary

Introduces the recurring
executive question and
points toward the article.

Facebook - Primary

Makes the core idea
accessible to the firm's
wider business audience.

Coordinated Visual

A restrained editorial
illustration showing why
accounting performance and
cash timing can move along
different paths.

LinkedIn - Follow-up

Develops one narrower
management insight
independently of the launch
post.

Facebook - Follow-up

Creates a practical second
touchpoint rather than
repeating the article
introduction.

v Publishing notes
Suggested sequence, page metadata, internal-link opportunities and final review.
v' Channel adaptation is not copy-and-paste syndication

The common idea remains recognizable; the role, entry point, and context change.
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06 Publishing Plan

II\)/Iz\;n]i-ng Core Article Website @ Ready
2;\(;::]00[1 Primary Post LinkedIn @ Ready
2;2::10% Primary Post Facebook @ Ready
l|\)/|2¥nsing Follow-Up LinkedIn @ Ready
,2;\(;:::)0,1 Follow-Up Facebook @ Ready

Suggested rhythm, not mandatory scheduling

ContentPilot provides the sequence as an editorial recommendation. The company can

publish manually, modify the dates, or use Managed Publishing on supported platforms.
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07 Core Article

Profitable, but short of cash: why growth can
make the gap wider

Category: Management insight

Profit and cash describe different parts of a business. When a company grows, the distance
between them can become particularly noticeable—even when the underlying business is
healthy.

N o B /
g ¢ 7
s
H >

A question we hear surprisingly often from otherwise healthy businesses is:
“If we're profitable, why does cash still feel tight?”

It can be unsettling. The monthly figures show a positive result. Sales may be growing. The
pipeline is healthy. Yet the bank balance seems to demand considerably more attention
than the profit figure would suggest.
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The first point to understand is that there is no necessary contradiction.

Profit and cash answer different questions. Both matter, but they describe the business
from different angles—and the difference becomes particularly important during periods of
change or growth.

Profit and cash are not the same measurement

Profit attempts to show economic performance over a period: revenue earned, less the
costs associated with generating it, according to the relevant accounting treatment.

Cash is more immediate. It records when money actually enters or leaves the business.
Those moments often do not coincide.

A company may complete work and issue an invoice in March, recording revenue in that
period, while the customer pays several weeks later. Payroll, suppliers and other operating
costs may already have been paid before the corresponding customer cash arrives.

The business can therefore have earned a profit while still funding the gap.

The reverse can happen too. A customer deposit may strengthen the bank balance before
the related work has been completed and the economic result fully appears in the accounts.

Profit describes performance. Cash describes movement and timing. A
useful management view needs both.

Growth often makes the difference more visible

Growth sounds like the obvious cure for financial pressure: more customers, more work,
more revenue.

Operationally, however, growth often asks the business to spend first and collect later.
A growing company may need to:

e recruit before additional revenue is fully established;

e purchase more stock or materials;

e fund larger work in progress;

e place deposits with suppliers;
08
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e investin equipment or premises;
e carry a larger value of outstanding customer invoices.

The stronger the business becomes, the more money can temporarily become tied up in
keeping that larger operation moving.

This is why a profitable growing company can experience greater, not smaller, cash
pressure.

That does not automatically indicate a problem. But it does mean that profit alone is an
incomplete management signal.

Five common reasons a profitable company can still feel cash-tight

The precise explanation differs from business to business, but several patterns recur.
1. Customers pay after the business has already done the work
For many companies, this is the simplest gap.

The business earns revenue, issues the invoice and pays its own people and suppliers.
Customer cash arrives later.

As revenue grows, the absolute value sitting in receivables can grow with it. Even if
customers remain perfectly reliable, an expanding debtor balance can absorb substantial
cash.

This is why the question is not only whether clients pay, but also how quickly cash moves
through the operating cycle.

2. More activity requires more working capital

Product businesses may need to purchase additional stock. Contractors may carry more
work in progress. Project businesses may incur staff and supplier costs long before the final
invoice can be raised.

The resulting pressure is not necessarily caused by weak profitability. It may simply be the
financial consequence of operating a larger system.

Understanding that relationship becomes especially important when growth accelerates.
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3. Tax and other obligations have their own timing

The bank balance at a particular moment does not show which part of that cash is
economically free to use.

Tax payments, payroll obligations and other scheduled outflows may relate to activity that
has already occurred while settlement falls in a later period.

A healthy-looking balance can therefore fall sharply when several known obligations cluster
together.

Good visibility means recognizing those commitments before they become surprises.
4. Investment consumes cash differently from operating costs

A business that purchases equipment, upgrades premises or invests in technology may
make a significant cash payment today while the corresponding accounting expense is
recognized differently over time.

The investment may be entirely rational and support future earnings.
It still reduces available cash now.

That is one reason an ambitious investment period can produce good strategic progress and
a temporarily less comfortable bank balance at the same time.

5. Financing movements do not mirror the profit and loss account

Borrowing can strengthen cash without creating profit. Repaying the principal reduces cash
without representing an ordinary operating expense in the same way as wages or rent.

Owner distributions and other financing decisions can create further differences.

The bank account therefore includes movements that the headline profit figure was never
designed to explain.

The useful question is not “Which number is right?”
Both can be right.

A more productive question is:
Can we explain the bridge between operating performance and the cash position?

That bridge is where management information becomes valuable. If profit is improving while
cash is weakening, the business should be able to identify the main movements behind the
difference rather than treating it as a mystery.
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Management accounts should help you see the business, not merely
record it

Traditional accounts remain essential, but a management team often needs an additional
layer.

A useful management view might connect:

e current trading performance;

gross margin or contribution;

e aged receivables;

e stock and work in progress;

e scheduled tax and payroll liabilities;
e investment commitments;

e debt repayments;

and a forward-looking cash forecast.
The correct combination depends on the business.

A professional-services firm with little stock has a different cash cycle from a contractor
funding materials and work in progress. A rapidly growing business has different
requirements again from a stable company with predictable recurring revenue.

The purpose is not to create more reporting for its own sake.

It is to identify the small set of information that allows management to understand what
happened, why the cash position moved, and what is likely to happen next.

When is the gap simply timing—and when does it deserve attention?

A temporary difference between profit and cash can be entirely explainable.

Perhaps the business has just made a planned investment. Perhaps a large invoice will be
collected next month. Perhaps growth is deliberately consuming working capital.

The important distinction is whether management understands and has planned for the
cause.
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More persistent pressure deserves closer examination when, for example:
e receivables are taking progressively longer to collect;
e growth continually consumes more working capital than expected;
e margins are weakening beneath strong headline revenue;

e taxor financing obligations repeatedly create surprises;

or management cannot confidently explain the next few months of cash movement.
In those cases, the issue is not that the bank balance disagrees with the accounts.

The issue is insufficient visibility into the connection between them.

The bridge matters more than either number in isolation
A profitable business can be cash-tight. A cash-rich month can also conceal weak
underlying performance.

Neither figure should be interpreted alone.

When owners understand how revenue, working capital, investment, financing and payment
timing interact, the apparent contradiction usually becomes much easier to explain—and
considerably easier to manage.

If your management accounts explain what happened but leave too many questions
about what comes next, Marden & Cole can help build a reporting view that connects
performance, commitments and cash.

This article provides general information only and does not constitute individual accounting,
tax or financial advice.
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08 Social Media Posts

m LinkedIn Post 1 - Core Launch

“We're profitable. Why does cash still feel tight?”

We hear versions of this question regularly, especially from businesses that have
been growing.

The two observations are not necessarily contradictory.

Profit and cash measure different things. Revenue may already appear in the
accounts while the customer pays several weeks later. Growth can increase
receivables, stock, work in progress and payroll before the corresponding cash
arrives. Investments and loan repayments create further differences.

The more useful question is therefore not which number is “right.”

It is whether management can explain the bridge between the result shown in the
accounts and the movement in cash.

We've written a practical overview of the most common reasons the two diverge—
and the additional information that can make management reporting considerably
more useful.

Read: [Article link]
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m LinkedIn Post 2 - Follow-up Insight

Growth can improve the P&L and put more pressure on the bank account at the
same time.

A larger business often has to fund a larger operating cycle.

More customers can mean more invoices waiting to be paid. More projects can
mean more work in progress. More sales can require more stock, people or
supplier commitments before the resulting cash arrives.

None of those things automatically indicates weak performance.
But they do change the amount of working capital the company needs.

That is why rapid growth deserves more than a retrospective look at revenue and
profit. Management also needs visibility into receivables, commitments and
expected cash movement.

Sustainable growth is not only about winning more work.
It is also about financing the larger system that success creates.

[Article link]
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G Facebook Post 1 - Core Introduction

A good month in the accounts does not always mean a comfortable month at the
bank.

This is particularly noticeable when a business is growing.

Customer invoices may still be outstanding while wages and suppliers have already
been paid. More activity can require more stock, materials or work in progress.
Investments and repayments can reduce cash without appearing in the profit
figure in the same way.

Profit and cash are therefore not competing versions of the truth—they are
different views of the business.

In our latest article, we explain why the gap occurs and which additional figures
can help owners understand it.

[Article link]

G Facebook Post 2 - Practical follow-up

The figures look healthy, but cash still feels tighter than expected?
Before assuming something must be wrong, three questions are worth answering:

1. How much revenue is still waiting to become cash?
Look at outstanding invoices and when payment is realistically expected.

2. What cash has the business committed that the profit figure does not
immediately explain?
Think about stock, investment, tax, financing and other scheduled payments.

3. Has growth increased the amount of money needed to keep the operation
moving?

A larger company often has to finance a larger gap between doing the work and
collecting the money.

The goal is not simply to watch the bank balance more closely. It is to understand
the bridge between business performance and cash. [Article link]



¥ Neoground

09 SEO and publishing notes

SEO Title:

Meta Description:

Suggested URL:

Article excerpt:

Primary editorial topic:

Supporting search language:

Internal-link opportunities:

Profitable but short of cash? Why growth widens
the gap

Profit and cash can move in different directions.
See why growth, receivables, investment and
timing can make a healthy business feel cash-tight.

/insights/profit-vs-cash

A profitable company can still experience
significant pressure on cash — particularly while
growing. We look at the common reasons profit and
cash diverge and the management information that
helps explain the bridge between them.

Profit versus cash flow in a growing business

e cash flow and profit

e profitable but cash poor

e working capital and growth

e management reporting

e cash flow in growing businesses

¢ Management reporting
Service page explaining regular management
information
e Business advisory
Wider ongoing advisory capability
e Accounts and compliance
Where the core financial information originates
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10 The ContentPilot Model

Seven minutes of company context. One complete editorial cycle.

The value in this sample is not simply the number of texts produced.

It is the conversion of ordinary company context into material that is specific enough to
carry the company's name — without asking the client to operate the editorial production
process internally.

Marden & Cole supplied

Company baseline

Already retained from setup
Recurring client question
Current commercial priority
Four useful subject details
Several editorial boundaries
Final professional review and
approval

ContentPilot handled

Topic selection

Editorial framing

Research and development
Article structure and drafting
Language refinement
LinkedIn adaptation
Facebook adaptation

Visual concept and production
direction

Publishing sequence
Metadata and reuse notes
Editorial quality review

Advanced AI makes this production model economical. It accelerates research, synthesis,

drafting, adaptation and visual development.

Neoground remains responsible for the editorial system around it: interpreting the company,

selecting the angle, removing generic output, shaping the material for its intended channels,
checking coherence and preparing the package for professional use.

Built with advanced AL Curated, adapted and approved by Neoground.

Marden & Cole Advisory is a fictional company created solely for this demonstration. The

workflow, package structure and level of client input are representative of ContentPilot; the

professional content remains illustrative and does not constitute accounting, tax or financial

advice.

See what ContentPilot could develop from your company.

Build your content mix at Neoground: https://neoground.com/contentpilot
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Thank
You.

Your company probably already contains
more useful content than it appears to.

ContentPilot
by Neoground

From a short company brief to
professionally developed articles,
channel adaptations and
coordinated visual material.

neoground.com/contentpilot

contentpilot@neoground.com

Strategic technology, carried through to execution.

Neoground GmbH - Altenstadt, DE - AG Friedberg, HRB 9274 - CEO: Sven Reifschneider
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