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Behind your score is a desk, and a real person sitting at it.
Your phone tells you what to do today. This is where that comes from — the screen your CFO works
on, keeping your figures current, watching your profit and your cash, and working out what a bank
would actually lend. You never log in here. We are showing it to you so you can see exactly what
you are paying for.

EVERY CLIENT, ONE SCREEN

Your business is watched, not filed away
Every morning your CFO opens one screen showing every business they look after — who is doing well, who is ready for a
loan, and whose figures have gone out of date. If your business slips, it gets noticed that week, not at the end of the year.

EVERY CLIENT, ONE SCREEN

Score, loan-readiness and risk side by side, with a bar showing how much paperwork is on file for each business. The stale data count
flags anyone whose figures are more than two weeks old — the usual way a client quietly gets forgotten.



THE MACHINERY BEHIND THE NUMBER

Your score, opened up
The number you see on your phone is the bottom line of this table. Your CFO sees all eight parts that make it up, how
much each one counts, and how far each is from where a bank wants it.

CLIENT 360

Eight parts, each showing how far it is from the target. The figures underneath are the same ones a bank manager works out with a
calculator before deciding on your file. Nothing is hidden: if one part is pulling your score down, you can see which one and by how
much — which is why the advice you get is specific rather than general.

JUDGED AGAINST YOUR OWN INDUSTRY

A distributor is not a factory
The same figure can be perfectly healthy for one trade and a warning sign in another. MFOS keeps a separate set of
norms for each line of business, and tells your CFO which one it used to judge you.

COMPARED WITH YOUR OWN TRADE

What you keep, what you can pay in a hurry, and how much you have borrowed — each set against the normal range for your own
trade, not a national average. Keeping 2.1% is healthy for a distributor and would be thin for a factory, and the screen says which one
you are being judged as.



TURNOVER IS NOT PROFIT

Margin, month by month
MARGIN

Your sales come straight from your GST returns — nobody types them. Your CFO adds what the goods cost, and what you kept each
month appears beside it. The screen also shows how many months have cost figures, so a half-filled year is never mistaken for a full
one. This is the table that catches sales going up while your earnings quietly go down.



WHAT A BANK WOULD ACTUALLY LEND

Know your number before you walk in
Most owners ask for a round figure and hope. Your CFO works out what you can actually get, using the same standard
method Indian banks use — so you go in asking for a number the bank has already agreed with in its own head.

HOW MUCH YOU COULD BORROW

How much running money a bank could give you — worked out two ways, as the bank does it, and cross-checked against the stock
and unpaid bills you could offer as security. Below that: how big a loan your profits could comfortably repay after what you already owe.
Every assumption is printed next to the answer, so the figure can be defended in the meeting instead of simply claimed.

NOTHING SLIPS

Filings tracked, conversations kept
COMPLIANCE

Every GST return, when it was due and when it actually went in. A late filing pulls your score down, so it is tracked on a screen instead of
being left to memory.



EVERY CALL, WRITTEN DOWN

Every call, visit and promise recorded against your file, with a name against it and a date to come back to. This is the part no software
can do — and the reason advice reaches you as a phone call from someone who knows your business, not an alert on a screen.



IN DEVELOPMENT · DESIGNS, NOT YET IN THE APP

What your CFO will work behind next
Being built now, so the daily advice can go further than cash and collections. These are designs, not screens in the app
today.

Where your money is stuck. How much is sitting in stock, how much in unpaid bills, how much you have put in yourself — and the
loan-readiness score alongside it, because a bank asks the same question. This is where the score will live: next to the capital it is
judging, rather than on the morning screen.



What the business is worth. Four different ways of valuing it — on what you own, on what you earn, and on your sales — shown as a
range, never a single figure. Useful when a partner wants in, a buyer makes an offer, or a bank asks what is behind the loan.

And it is careful about what it is not. The screen says plainly that this is an indicative estimate and not a sale price: the real number
depends on a willing buyer, on how the sector is doing, and on what a registered valuer says. It also shows what would raise the value
— lift the margin, clear the slow stock, bring the borrowing down — which is the part an owner can actually act on.



HOW IT FITS TOGETHER

You send documents. Your CFO does the rest.

You send Your bank statement and GST returns. That is all you ever have to do.

We read them The system pulls the figures out on its own — even from a scanned copy or a photo.

Your CFO checks A person goes through every figure before it counts towards your score. Nothing
reaches you unchecked.

You see the result On your phone: what to do today, how long the cash lasts, who to chase, who to pay —
each marked with how old the figure is.

Why we are showing you the back office at all. Plenty of apps will show you a number. Very few can show you where it came
from. The point of these pages is that behind your number there is a working you can check, standards chosen for your own
trade, and a person whose name is on the file.
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Figures illustrative; every client's data is private to them.


