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As 2025 draws to a close, are you truly prepared for the year ahead? Don't
just close the books—strategically plan for growth. We've compiled a
comprehensive review and planning roadmap to help you enter the new
year focused, profitable, and ready to execute.

Use your 2025 performance data (financials, marketing, and operations) to
set clear, measurable goals for 2026. This plan focuses on strategic
areas like financial stability, team development, process automation, and
maximizing tax-saving opportunities to build a robust, actionable blueprint
for success.

The 6-Step 2026 Business Planning Roadmap
1. Financial & Tax Optimization
This is the foundation of your plan. Look back to move forward.

e Review & Analyze: Examine last year's financials. Which products or
services were most profitable? Where did you experience areas of loss?
Double down on what works.

e Tax Strategy: Maximize your year-end deductions (e.g., employee
bonuses, charitable giving, writing off obsolete inventory). Claim all
eligible credits, optimize asset purchases, and review your entity
structure with an advisor for potential tax savings.

e Cash Flow Health: Forecast your future cash flow to identify trends.
Crucially, prepare contingency plans now to manage any potential
shortfalls throughout the year.

1. Goal Setting & Strategy
A goal without a plan is just a wish. Turn aspiration into action.

o Define SMART Goals: Establish Specific, Measurable, Achievable,
Relevant, and Time-bound goals for 2026.

e Prioritize Themes: Focus on 2-3 key strategic themes for the year,
such as efficiency, market expansion, or a specific revenue growth
target.
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e Scenario Planning: Prepare for the unexpected. Create best-case,
worst-case, and realistic forecasts so you are never caught off
guard.

1. Operations & People

Your processes and people are the engine of your business.

¢ Process Improvement & Automation: Identify workflow bottlenecks.

Upgrade essential systems (especially accounting and reporting
software). Automate manual tasks to free up your team for high-
value work.

o Staffing & Development: Assess your staffing needs for the
projected growth. Plan for necessary training to upskill existing
employees and identify critical skill gaps to fill.

e Employee Recognition: Invest in your team. Plan bonuses, enhanced
benefits, or creative perks to boost morale and retain key talent who

drive your success.
1. Client Relationship Deep Dive
Understand who you serve and how to serve them better.

o Review Your Profile: Re-evaluate your ideal target client profile.
Are you still chasing the right customer?

e Analyze & Forecast Needs: Study market trends to accurately
forecast your clients' moving needs and analyze their current
demands.

e Learn from Losses: Review client departures to identify systemic
issues and areas for improvement in your service model.

e Listen Actively: Solicit and analyze customer feedback of all types

for continuous improvement.
¢ Give Thanks: Take time to honor and appreciate the client
relationship—a little gratitude goes a long way toward retention.

1. Marketing & Sales Execution
Align your outreach with your revenue goals.

e Marketing Audit: Analyze past campaign effectiveness. What
channels provided the best ROI? Refine your customer personas for
more targeted messaging.

e Budget Clarity: Set a precise and clear marketing budget for the
coming year, tied directly to your sales objectives.

¢ Realistic Targets: Set actionable sales goals based on historical
data, market forecasts, and new strategy rollouts.

1. Action Plan & Accountability
Strategy is useless without execution.

e Break Down Goals: Turn large goals into smaller, manageable
monthly or quarterly milestones.

e Assign Ownership: Clearly delegate tasks and allocate resources.
Every goal should have an owner assigned to it.

e Track & Adapt: Implement regular tracking (we recommend quarterly
reviews) to monitor progress. Be prepared to stay flexible and adapt

to market shifts throughout 2026.

This framework is designed to highlight key topics as you review your
business and formulate your 2026 action plan. For additional help and

guidance, we encourage you to look at our past resources or call one of our

advisors to set up a time to brainstorm with your team.
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These are the opinions of Justin Hamlin and Todd Rohrer and not
necessarily those of Cambridge, are for information purposes only, and
should not be construed or acted upon as individualized investment
advice. Investing involves risk. Depending on the types of investments,
there may be varying degrees of risk. Investors should be prepared to bear
loss, including total loss of principal. The strategies discussed herein are
not designed based on the individual needs of any one specific client or
investor. In other words, it is not a customized strategy designed on the
specific financial circumstances of the client. However, prior to opening an
account, Cambridge will consult with you to determine if your financial
objectives are appropriate for investing in the model. You are also provided
the opportunity to place reasonable restrictions on the securities held in
your account.

Cambridge does not offer tax or legal advice.

Securities offered through Registered Representatives of Cambridge
Investment Research, Inc., a broker-dealer, member FINRA/SIPC. Advisory
services offered through Cambridge Investment Research Advisors, Inc., a
Registered Investment Advisor. HFS Wealth Advisors and Cambridge are
not affiliated.

Al was used in compiling this information.
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