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Disclaimer 

This e-book is for general guidance for Indian SMEs. Rules, timelines, and tax requirements 

can change. Use this as a practical operating guide and validate specifics for your business. 

Introduction 

January to March is a decisive stretch for most businesses. Collections, vendor settlements, 

tax outflows, year-end commitments, and growth decisions often collide in the same window. 

Even when the business is doing well on paper, cash can feel tight because cash moves on its 

own timeline. 

This guide is written for founders and operators who manage the business day-to-day and 

want clarity without heavy finance language. The aim is simple: help you make better 

decisions from January through March by understanding what drives cash in and out, and by 

building a calm routine for visibility and control. 

 

1. What Cash Flow Really Means for an Owner 

Cash flow is the movement of money into and out of your bank accounts over time. Owners 

usually experience cash flow as answers to practical questions: 

• Can we comfortably pay salaries, rent, and key vendors through March? 

• Can we afford a big purchase, bonus payout, or marketing push right now? 

• Why does profit look fine, yet bank balance feels strained? 

 

Profit and cash rarely move together 

Profit is an accounting measure. Cash is timing. Three common timing gaps show up strongly 

in Jan–Mar: 

• Sales made, cash pending (invoices raised, payments yet to arrive) 

• Expenses booked, cash already gone (advance payments, large vendor settlements) 

• Tax and compliance outflows that come in bunches and feel sudden 

 

A founder-friendly way to view cash is through liquidity: 

• your current bank balance 

• the inflows that are likely to arrive soon 

• the commitments that must be paid soon 
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2. Why the Jan–Mar Window Feels Different 

This period often brings a unique mix of pressure and opportunity. 

 

Common drivers in this window 

• Customers pushing payments to later dates or holding payments due to internal 

approvals 

• Vendors requesting clearances or year-end settlements 

• Teams planning bonuses, incentives, or new hires 

• Businesses buying inventory or materials to meet Q4 demand 

• Tax outflows and compliance-related payments that need planning 

• Management needing “final quarter clarity” for decisions and reporting 

The goal for this window is not perfection. The goal is visibility, prioritisation, and steady 

control. 

 

3. The Founder’s Cash View: Three Buckets That Explain 

Most Situations 

If you only remember one framework from this e-book, use this: 

 

Bucket A: Operating cash (core business cash) 

• Customer collections 

• Vendor and expense payments 

• Salary and routine overheads 

This is the heartbeat. If this bucket runs well, the business stays stable. 

 

Bucket B: Working capital (cash trapped in day-to-day cycles) 

• Receivables: money owed by customers 

• Inventory: money parked in stock/materials/work-in-progress 

• Payables: money you owe vendors 

Working capital can absorb large amounts of cash even when profit is healthy. 
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Bucket C: Compliance and finance (structured outflows) 

• GST and related payments 

• TDS-related payments 

• Loan EMIs and interest 

• Any planned statutory or finance commitments 

These outflows feel “fixed” and tend to create pressure when visibility is low. 

When cash feels tight, one of these buckets usually needs attention first. 

 

4. Build Cash Visibility That Works for a Busy Founder 

Cash clarity improves quickly when you adopt a consistent review rhythm. Many founders 

rely on bank balance alone, and that leads to reactive decisions. A better approach is a simple 

rolling view. 

 

A practical weekly cash review (15–20 minutes) 

Once a week, review: 

• Opening bank balance 

• Expected collections over the next few weeks 

• Major payments committed over the next few weeks 

• A short list of “cash risks” (late collections, large vendor dues, upcoming tax/EMI) 

The purpose is decision readiness. When you see the next few weeks clearly, you choose 

better actions today. 

 

Make your assumptions explicit 

Cash forecasting is a list of assumptions. For Jan–Mar planning, keep assumptions simple: 

• Which customers are likely to pay, and when 

• Which payments are committed, and which can be scheduled 

• Which outflows are mandatory, and which are discretionary 
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5. Inflows: Turning Receivables into Real Cash 

Most SMEs do not face a sales problem in Jan–Mar. They face a collections timing problem. 

 

Start with receivables reality 

Receivables look clean on a report until you split them by behaviour: 

• customers who pay on time 

• customers who pay after reminders 

• customers who pay after escalation 

• customers who pay only after dispute resolution 

Each group needs a different approach. 

 

Improve collections without damaging relationships 

Three moves consistently help: 

1. Invoice hygiene 

Ensure invoices match purchase orders, delivery proofs, and required fields. Small 

errors create big delays. 

2. Clear payment follow-up ownership 

Collections improve when one person owns follow-ups and communicates clearly 

with customers. 

3. Faster dispute closures 

Many delayed payments sit behind minor disputes. A short weekly dispute review 

often unlocks cash. 

 

Tighten payment terms during this window 

If you can, use January to reset expectations: 

• encourage partial payments for large invoices 

• confirm payment dates in writing 

• align delivery milestones with billing milestones for service businesses 
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6. Outflows: Paying Smart Without Slowing the Business 

Cash strain often comes from outflows that feel urgent but can be scheduled with a plan. 

 

Classify payments into three types 

1. Essential and time-bound 

• Salaries 

• Rent 

• Utilities 

• critical vendors needed to deliver ongoing work 

• compliance and finance commitments 

 

2. Operational but schedulable 

• non-critical vendor clearances 

• annual renewals 

• discretionary purchases 

• marketing spends that can be phased 

 

3. Optional or deferrable 

• upgrades, replacements, nice-to-have tools 

• purchases without immediate ROI clarity 

Once you classify, decisions become easier. You protect essentials, schedule the rest, and 

avoid stress spending. 

 

Use vendor communication strategically 

Many vendors respond well to clarity: 

• confirm a payment plan instead of leaving payments uncertain 

• bundle multiple small dues into a scheduled settlement 

• negotiate credit terms for the quarter where possible 

The biggest benefit is stability. Predictable outflows reduce panic decisions. 
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7. Taxes and Compliance: Plan the Outflows Early 

In Jan–Mar, compliance outflows can feel heavy because they arrive alongside working 

capital pressure. Planning improves outcomes because it avoids sudden cash drain. 

 

GST: build visibility around liability and credit 

A practical approach: 

• keep sales and purchase reporting aligned through the quarter 

• monitor input credit visibility and vendor compliance behaviour 

• account for mismatches early rather than carrying them forward 

When input credit gets delayed, cash outflow rises. A simple monthly review of credit 

visibility reduces surprises. 

 

TDS: prevent year-end cleanups 

TDS issues tend to appear when: 

• vendor type and TDS category mapping is unclear 

• PAN or vendor details are incorrect 

• deductions are missed on certain payments 

• deposits and reporting fall out of sync 

A steady review through Jan–Mar avoids scramble at year end. 

 

Advance tax planning: focus on estimate quality 

Owners do better with a reasonable estimate updated in this window than with a late, reactive 

payment. Use your year-to-date numbers, adjust for expected quarter performance, and plan 

the outflow in advance with your advisor. 
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8. Working Capital Decisions That Matter in Jan–Mar 

This is where many founders gain or lose cash. 

 

Inventory and purchasing 

Inventory absorbs cash quietly. In the Jan–Mar window, review: 

• slow-moving stock 

• safety stock levels 

• high-cash items that can be bought in smaller phases 

• commitments that lock cash for long periods 

The goal is stable operations with controlled cash exposure. 

 

Service businesses: billing discipline 

For service firms, cash often gets delayed due to: 

• unbilled work 

• milestone approvals pending 

• unclear scope changes 

A tighter billing cadence and clear milestone documentation helps collections. 

 

Customer and vendor concentration risk 

If a large share of cash depends on a few customers, build a buffer plan: 

• secure part payments 

• confirm dates 

• diversify collections sources where possible 
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9. The Jan–Mar Founder Routine: A Practical Flow 

Here’s a simple way to think about the quarter. 

 

January: visibility and reset 

• build a clear view of inflows and commitments 

• clean up invoice issues and disputes 

• align internal teams on collections and payment priorities 

 

February: convert and control 

• push for timely collections and dispute closure 

• schedule payments rather than reacting to them 

• keep compliance visibility current 

 

March: stabilize and prepare for closure 

• prevent last-week spending spikes 

• ensure major reconciliations and documentation are orderly 

• keep cash buffer healthy for early April commitments 

This rhythm keeps decisions calm and reduces end-of-year pressure. 
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10. What to Delegate and What to Personally Understand 

A strong finance team or CA can execute many tasks. Founder clarity still matters because 

cash decisions sit with owners. 

Suitable to delegate (with review) 

• bookkeeping entries and routine reconciliations 

• GST and TDS preparation with proper documentation 

• standard reporting and compliance tracking 

• bank reconciliation and ledger clean-up 

 

Founder-level understanding that pays off 

• which customers drive cash and which delay it 

• which payments are truly essential this month 

• how compliance outflows impact runway 

• whether inventory and receivables are absorbing too much cash 

• whether growth decisions fit the next 60–90 days of liquidity 

When founders understand these, delegation becomes more effective because direction 

becomes clearer. 

 

Conclusion 

Cash flow clarity in the Jan–Mar window is less about complex finance and more about calm 

visibility, disciplined follow-through, and better timing decisions. When you see the next few 

weeks clearly, collections improve, payments become easier to schedule, and compliance 

outflows become manageable. 

If you carry one idea forward, carry this: 

Cash improves when visibility becomes a habit. 

DAIM supports SMEs with accounting, compliance, and advisory systems that keep cash, 

reporting, and filings aligned through the year. 


