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Live Demo: Revenue Snowball from Customer Data

Scenario
» Using Claude’s excel plugin to do a relatively simple conversion of raw revenue data into a meaningful analysis
« Starting point: a raw list of customer monthly recurring revenue (MRR) (customer name, month, amount)

* Claude will build an “MRR Snowball” — calculating New, Expansion, Contraction and Churned revenue. This is a
standard way of reviewing SaaS revenue

« The prompt will ask it to build the snowball, add additional analysis, add annual totals, and then format the spreadsheet
to look presentable

Why this matters for financial modelling

 An MRR Snowball feeds directly into subscription / recurring revenue models

« Derives the key assumptions you need: churn rates, expansion rates, net revenue retention

We'll run this in the background and come back to the results later
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InfiniteCFO
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2026

« >30 fully-employed
colleagues; 11 CFOs

o« ~25 customers

» >100 scale-ups supported
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Founder DIY-ing Budgeting & Seeking Navigating growth Reorganising or Planning M&A
finance Cashflow equity or debt & expansion scaling teams or exit
*---—-————- X ® ® ® O

C}(\_) Infinite CFO Confidential www.infinitecfo.com 3




What is a Financial Model?

A financial model is typically a spreadsheet that projects a company's future financial performance, typically revenue, costs,
cash flow, and valuation, based on a set of assumptions and drivers.
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Where we spend time building financial models

Financial modelling is not spreadsheet work — it's decision design supported by spreadsheets.

Even though many people feel like modelling is Excel-heavy, a lot of the time (and value) sits outside the Excel
mechanics, e.g.
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Financial Modelling with Claude... but not how you think

There are Al tools designed to build financial models from scratch (e.g. Shortcut), and they're often better
suited for that purpose.

But at InfiniteCFO, we don't typically build from scratch.
We:

Work from a standardised internal template (used for
fundraising and exits)

« Customise and extend that template for each scale-up

So our use of Claude is less about model generation and
more about working within and enhancing existing
models.
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Understanding key business drivers
What drives revenue, costs, and growth? Using historical data to defend model assumptions

Adding bespoke mechanics

Adapting our standard template to fit a new business, building custom revenue models, which are almost
always unique to each business

Bespoke analysis
Layering in additional cuts of data or scenario analysis

Error checking and review
Sanity-checking logic and output, review it as persona (e.g. CFO, Investor)

Generating and updating presentations

Building and refreshing investor decks directly, rather than manually copying and pasting between Excel and
PowerPoint

Simple / thumbnail models

Claude can be useful for simple or thumbnail models where you want to quickly test a few key mechanics
without the overhead of a complete build
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Not a Specialist Modelling Tool Security & Data Constraints

Claude isn't purpose-built for financial This is a major consideration for us as

modelling, so: responsible, accountable finance professionals:

» It requires iteration and back-and-forth « The Claude Excel plugin uploads a copy of the
prompting spreadsheet to the cloud

« The output relies on the quality of the prompt - Data may be retained for up to 30 days

« This creates some challenges when working with

« The user still needs strong modelling
sensitive and confidential client data

knowledge to guide it effectively
There are also risks around:

 Prompt injection attacks embedded in
spreadsheets which limits safe usage with third-
party files

As with every tech tool, we're evaluating the benefits and efficiencies against the risks and alternatives
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Demo Results

What worked well:

Transformed raw customer revenue data into a structured MRR
Snowball in minutes

Derived key model inputs (churn, expansion, and NRR) as a first pass

Quality improved significantly when the task was broken into
sequential, focused prompts

What to be mindful of:

(¥) InfinitecFO Confidential

Works best with staged prompts and clear logic definitions. One big
prompt yields weaker results

Can miss edge cases or misinterpret revenue movements without
guidance

Outputs still require validation and review - you need to know what
“good” looks like
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Wrapping Up: Our Perspective

Claude is not the best tool for building sophisticated models
from scratch, but it is very powerful for working within existing
models and is improving all the time. We’d recommend using it for:

* Analysis - rapid deep-dives into large datasets
« lteration - faster cycles on model changes
* Review - sanity-checking logic and outputs

« Customisation - adapting templates to different businesses
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W/ Any questions?

Tim Cadbury
CFO
Tim.Cadbury@infinitecfo.com

Sally Edwards
FP&A
Sally.Edwards@infinitecfo.com
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