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With traditional sources of credit tightening, businesses are currently forced to manage
their cash as effectively as possible. But if customers delay or default on payments
the flow of cash becomes tighter and the very survival of the business is threatened.

Currently three fifths of UK businesses are experiencing cash-flow problems due to
late payments and defaults.

What can you do to make sure payments are made on time and in full?.

We would be happy to review your credit management
procedures. Call today to discuss how we can help.

Over two thirds of UK businesses
regularly receive incorrect invoices
from their suppliers, and most simply
send them back and ask for a new
one thus delaying payment even
further! Do you check your invoices
regularly to ensure they are valid
and correct?e

Do you run credit checks on new customers?

Do you use credit application forms to gather key information on customers
including where appropriate trade or banking references?

Do you offer the minimum period of credit you reasonably can?

Do you check that your terms are clearly understood by your customers?
Do you insist on a written contract where appropriate?

Do you include an 'all monies' retention of title clause in your contracts?

Do you include your payment terms on all quotes, order confirmations, invoices,
and statements?

Do you have good relationships with your customers' accounts department and
know who to speak to if a problem arises?

Do you know when your customers' monthly cheque payments runs are and time
your statements accordingly?

Do you encourage customers to pay electronically?
Do you offer discounts for early or up front payment?

Do you stay in regular contact with your customers and keep your ears open for
signs that they might be running into difficulties?
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Credit Management:

When is a sale Answer: When it hasn't been paid for! A sale is not complete until the
cash is in the bank - and that requires good credit management procedures.

nO‘I' a sq|e? Here are some suggestions:

Electronic payments

Using an electronic payment system such as BACS is cheaper than
processing cheques, gets the money to your bank much more quickly,
and does away with the age-old late payer’s excuse,

'The cheque is in the post.’

H H By the time a debt is 60 days overdue, many businesses will have lost
Tlme IS money most of the profit on the sale. We recommend you develop an escalating
strategy of debt collection measures and implement them as soon as
payments become overdue.

We would be happy to advise on this subject.
Just call for an appointment.

The cost of debt

35% of UK businesses report that
late payments cost them over £10,000

a year in bank charges and
administration costs




