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4 questions that every 
CFO should be asking 
their FP&A team



By entering into yet another recession, there are even more new challenges being faced by CFOs as 
they continue to lead their companies through continued volatility within the economy. 

However, the degree to which the current economic climate will impact an individual company will 
be significantly impacted by its ability to forecast and plan for economic dips, while identifying 
emerging growth opportunities as they arise. The reliance on the FP&A team has never been more 
important. As such, we have compiled a list of four questions that every CFO should be asking their 
FP&A team to help guide their decision making process as they look to navigate their company 
through the current challenging environment:

4 questions that every CFO 
should be asking their FP&A team

Is our industry showing signs of 
increased vulnerability?
Not all industries will inevitably be affected even though 
a recession has occurred. Business leaders must 
understand the ways that their industry will be most 
impacted during these turbulent times. At the same time, 
it is to have the same level of knowledge about tangential 
industries that could largely influence a company’s 
business. For example, a retailer that sells home decor or 
appliances will be at risk for sales if sales in residential 
real estate weaken, regardless of the health of the larger 
retail industry.  

Similarly, it is important to be mindful of end-user 
behaviors, even if a company does not directly sell to 
them.  Certain types of consumers will be faring this 
storm better than others, therefore you should think 
about capitalizing on this by targeting your offerings and 
products at these better-off customers.
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What are our company’s 
greatest risks?
Every company will have its own set of risks, whether 
it be within the labor force, supply chain, input costs or 
even a weakening target consumer. CFOs must be able 
to accurately identify the areas of their organization that 
present the greatest potential weaknesses. 

Once these areas have been recognized, it is important 
that the FP&A team develop scenarios and plausible 
outcomes that could lead to these weaknesses being 
exploited and the ways that the company should react if 
those scenarios become a reality. Too often, small holes 
can be the reason a well-built ship sinks when a storm 
arrives.

At this point it is clear that the rising rate of inflation is not 
transitory. Due to the fact that this inflationary climate 
will persist into 2023 and beyond, CFOs and FP&A teams 
should be preparing accordingly by shortening the length 
of contracts with the company’s vendors and focusing 
on walking in input costs whenever it may be possible to 
secure lower points.

During the pandemic and throughout the last year, 
consumers had more disposable income and could spend 
more, so many businesses were able to raise their pricing, 
limiting promotions and sales. That will not be an option in 
2022. In order for businesses to continue to turn a profit, 
input pricing must be corrected, given that consumers 
are now weak and may not be able to keep up with rising 
expenses.

How can our company plan for 
persistently high inflation? 
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What can we be doing 
differently to ensure growth 
despite a volatile economy? 

Conclusion

Embracing change or implementing new ideas can feel 
like significant risks during challenging times. Yet there is 
no time in which implementing new changes and pivots 
can prove to be more vital to an organization’s success. 
CFOs must task their teams with identifying new ways to 
buck the industry trends and consider every option.

Within the next two years, it is almost certain that every 
industry will experience some negative downturns. 
Therefore is it imperative that leaders start thinking now 
about the ways that their company can continue to grow 
through market share within their industry. This should 
start with the evaluation of new products, identifying new 
consumer targets, expanding the company’s footprint and 
reach, or even evaluating the way that the company is 
viewed by general consumers.  

It is important to keep in mind that every economic 
downturn brings with it an opportunity, and new  
consumer habits will be introduced due to these 
conditions. The key is identifying this behavior in your 
consumers. To maintain profitability, it’s critical to 
adapt new match offerings and promotions to changing 
consumer behaviors. You must keep an eye on the 
consumer as new needs are introduced. As long as your 
products and services align with consumer needs and 
trends, you’ll be able to overcome economic downfalls.

Fair or unfair, CFOs are often viewed as the executives most responsible for a company’s success 
during challenging economic times. In this climate, they are the ones that have the greatest 
opportunities to still rewrite their company’s narrative, which will be tightly woven to their own 
reputation. 
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Contact: (888) 686-7746 or inquiries@prevedere.com

Thank you


