User: Budget Owner
Scenario 1: The Overage Before the Review
You are in the middle of the quarter. Finance has flagged that your department's OPEX is trending over budget, but nobody has said where. Your budget review is tomorrow morning, and you need to walk in knowing the specific account or entity driving it, not just the total.
Goal: Pinpoint the driver of the overage before someone else finds it first.
Scenario 2: Forecast or ReForecast?
Your model has two versions sitting close together: the original Forecast and the ReForecast, updated partway through the year to reflect where things actually landed. You want cost of revenue under the ReForecast. If you're not specific about which version you mean, the agent might default to the original Forecast, or you might not even know which one it pulled until the number looks off.
Goal: Get cost of revenue for the right version, the ReFoecast, not the original Forecast.
Scenario 3: The Month That Hasn't Closed Yet
You want to check where you stand against budget for the current month, so you ask for actual spend so far. The number that comes back looks way too low. It's only the 3rd of the month, and just a handful of invoices have posted. The number isn't wrong, it's just incomplete, and if you take it at face value you'll walk into your review thinking you're way under budget when you're not. You need to catch that the data is real but partial, and adjust what you're asking for before you draw any conclusions.
Goal: Notice an answer that's technically accurate but misleading because of timing, and follow up instead of taking the first number at face value.








User: Financial Analyst
Scenario 1: The One-Pager with an Hour on the Clock
Close just wrapped. Your CFO wants a comparison of this quarter's actuals against forecast, broken out by department, before the leadership meeting that starts in an hour. You don't have time to build this in Excel from scratch.
Goal: Produce a department-level view fast enough to still prep talking points.
Scenario 2: Is That the Month or the Quarter?
You're asked to pull expenses for Q1. In your model, values can be stored two ways: as a single month's amount, or as a running cumulative total up to that point. If you ask for "March expenses" without being clear about which one you want, you might get March alone, a fairly small number, or March's cumulative year-to-date total, a much bigger number that already includes January and February. Both are correct numbers. They just answer different questions, and if you use the wrong one in a report, you'll either understate spend by two-thirds or overstate it by 3x, depending on which one you assumed you got.
Goal: Get the specific figure you actually meant, either the standalone month or the cumulative total, and know for certain which one you're looking at before it goes in a report.
Scenario 3: The Big Question That Needs to Be Broken Down
Leadership wants to know which expense category had the worst variance against budget this year. Asked all at once, this kind of broad question tends to come back vague. To get a real answer, you'll need to split it into smaller steps, like listing the expense categories first, then pulling the numbers, then comparing them, instead of asking everything in one go.
Goal: End up with a clear, ranked list of the top expense categories over budget, by breaking one big question into a few smaller ones.






User: Finance Leader
Scenario 1: The Ratio Nobody Combines Ahead of Time
Mid-board meeting, a board member asks for revenue per employee over the past 5 years, as a way to gauge whether the company is getting more efficient as it's grown. You know your revenue trend. You also know roughly how headcount has changed. What you don't have on hand is the two combined into one ratio, tracked year by year, since revenue and personnel numbers usually live in separate reports.
Goal: Get an accurate revenue-per-employee trend on the spot, combining two data sets you already know individually.
Scenario 2: Sanity-Checking the Budget Asks
It's budget season and every department head has submitted next year's request. A couple of the asks look aggressive. Before you approve anything, you want to see how each department's actual spend has grown over the past two years, so you can push back on requests that don't match their real trajectory instead of approving based on how convincingly someone argued for it in a meeting.
Goal: Get actual spend growth by department, ready to compare against what's being requested.
Scenario 3: Leverage for the Vendor Renewal
A major vendor contract is up for renewal and you're heading into the negotiation. You want to know your company's total spend with that vendor across every department for the past two years, since a number like that is the kind of leverage that changes how a renewal conversation goes, and right now it's scattered across department budgets rather than sitting in one place.
Goal: Get total spend with one vendor, rolled up across the whole company, before the negotiation.
