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Cash Budgeting Principles and Working Capital Management
•    Analyze the influence of member's decisions on sales outcomes or metrics of SNC.
In phase 1, the management’s decision to expand its operations by acquiring a new customer will increase sales. While the company’s decision of tightening accounts receivables and dropping poorly selling products means that SNC’s sales will reduce significantly (Mandal & Goswami, 2010).
In phase 2, the company’s decision to pursue the Big –Box Distribution implies that the SNC’s products will enjoy increased market penetrations and brand visibility, which in turn translates higher sales.
In phase 3, the ability of SNC to successfully renegotiate supplier credit terms implies that sales will not change.
•    Analyze the influence of member's decisions on EBIT outcomes or metrics of SNC.
In phase 1, the management’s decision to expand its operations by acquiring a new customer will increase sales, thus an increase in the EBIT. While the company’s step of tightening accounts receivable and dropping poorly selling products means that SNC’s sales will reduce significantly hence a lower EBIT in the long run.
In phase 2, the company’s decision to pursue the Big –Box Distribution implies that the SNC’s products will enjoy increased market penetrations and brand visibility, which in turn translates higher sales implying that the company will have an improved EBIT (Mandal & Goswami, 2010).
In phase 3, the ability of SNC to successfully renegotiate supplier credit terms, implies that the cost of goods sold will reduce, due to high discounts offered by the vendor resulting in increased EBIT.
•    Assess the influence of member's decisions on Net Income outcomes or metrics of SNC.
In phase 1, the company’s decision to expand its market by acquiring Atlanta Wellness will have the sales increase, implying the business’s net income will be high. On the contrary SNC’s decision to tighten accounts receivables terms and dropping some line products will decrease the sales, therefore, a lower net income.
In Phase 2, the company’s to pursue the Big Box Distribution will directly lead to high sales implying that the corporation’s net income will increase compared to previous years.
In phase 3, the net income will increase due to reduced cost of cost of goods sold, as the company is paying less for purchase due to prompt payment. Besides, The Company will require lesser amounts of working capital, therefore will pay reduced amounts as interest expense resulting in higher net income. 
•    Analyze the influence of member's decisions on Free Cash Flow outcomes or metrics of SNC.
in phase 1, the company’s decision to acquire a new risk customer advertently will increase the company’s sales, but due to that fact that the fact that most sales are on credit, most of the company’s cash will be held in accounts receivables, implying that SNC will not have sufficient free cash to run its day to day operations. Notably, this will force the company to  source its working capital from short term loans. The short term loans come with a cost, interest that will reduce the firm’s margin over the years (Ebben & Johnson, 2011).  Further, the management’s decision to tighten its accounts receivable terms and drop poorly will result in the decrease in the number of sales made by the company but will release cash tied up in accounts receivable and inventory. The decision will ensure that SNC has free cash flow to finance its working capital requirements.
In Phase 2, the company’s policy of pursuing the Big Box Distribution will directly lead to high sales implying that the firm’s net income will increase compared to previous years, but this will result in reduced cash flow  due to money being tied up in accounts receivables and inventory.
In phase 3, the free cash flow will increase due to  reduced amounts paid as cost of cost of goods sold, as the company is paying less for purchase due to prompt payment. Besides, The company will require lesser amounts of working capital, therefore will pay reduced amounts as interest expense resulting in higher free cash flow.
•    Assess the influence of member's decisions on Total Firm Value outcomes or metrics of SNC.
In phase 1, the management’s decision to expand its operations by acquiring a new customer will increase sales. Thus an increase in the EBIT, This in turn will means increased net income, accounts receivable and inventory increasing the firm value in the process. While the company’s step of tightening accounts receivable  and dropping poorly selling products means that SNC’s sales will reduce significantly hence a lower EBIT and net income, thus a decrease in the total firm value.
In phase 2, the company’s decision to pursue the Big –Box Distribution, implies that the SNC’s products will enjoy increased market penetrations and brand visibility, which in turn translates higher sales implying that the company will have an improved EBIT and net income. Similarly, SNC’S accounts receivable and closing inventory will be high, an increase in the total firm value in the process (Ebben & Johnson, 2011).  
In phase 3, the ability of SNC to successfully renegotiate supplier credit terms implies that the cost of goods sold will reduce, due to high discounts offered by the supplier resulting in increased EBIT and net income. Ideally, this will have no impact on the total firm value as the increase in net income is met by a proportionate decrease in accounts payable
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