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   Invoice your customers straight away for the goods or services you’ve supplied.  Please don’t 
leave it until a certain day of the week, or the end of the month.

   If you’re attracting new customers, that’s great news but take measures to ensure you’re 
going to get paid.  You should consider:

 •  Proforma payments upfront.

 •  Stage payments.

 •   Credit checks are the norm when taking on a new customer, but do bear in mind that 
the information filed will be very out of date.  Sadly, a good business 12 months ago isn’t 
necessarily a good one today. 

   Use your software to its full potential – most cloud-based packages such as Xero and 
Quickbooks have the facility to send automated email chasers to your customers.  This is a 
great way of driving in cash without spending precious hours on the phone or computer.  

   Control the movements on your bank account – only paying out when you’ve had money in, 
if you can.

   Enable the bank feeds on your cloud software, so that your accounts are up-to-date and you 
can monitor your bank movements daily.

   Make it easier for customers to pay your invoices by enabling the payment services option 
on your accounting software. This allows you to accept payments online, so reducing your 
debtor days and getting cash into your bank quicker.

   Chase your debts sooner – if your terms are 30 days, do chase after 30 days not 45.

   If a customer is struggling, it might be in your long-term interest to be flexible and allow  
a monthly payment plan.  If you do this, monitor it carefully and make sure your customer 
sticks to it. 

   If needed, you can finance your debtors using invoice discounting, and if you have individual 
large invoices, you can even access single invoice finance.  Please talk to us so that we can 
recommend the best solution for you.

If you’re able to trade during the Coronavirus pandemic (and perhaps operating with a reduced 
accounts team), here’s some more tips on preserving your cash.

Keeping the cash flowing

Invoicing and customers:

Credit control and cash:



   If possible, clear your old, slow-moving stock in a discounted sale  
(on-line if needed), to turn it back into much needed cash.

   Take a look at the volume of stock you’re holding generally.  If you carry say  
30 days of stock, could you reduce this to 20?  The flip side of this of course is,  
you need to be happy that your supply chain is reliable enough.

   Contact your suppliers to discuss extending credit terms or agreeing a payment plan.

   If you’re offered an early payment discount by suppliers, make sure that you have sufficient 
cashflow to cover your overheads before paying these invoices early.

   It might be wise to look now for alternative suppliers for critical purchases, so that you know 
where to go if your current supplier ceases trading.

   If you must incur essential expenditure, then talk to us about asset financing rather than 
buying it out of cashflow.

   You could also contract hire the equipment rather than buying it.

   If you have existing asset finance or loans please don’t forget to extend the terms of your 
agreement to reduce your monthly payments, or ask for a repayment holiday.  Most lenders 
will agree to a 6-month repayment holiday at the moment.

   If you need to borrow money, please avoid personal guarantees (PGs) if you can.  Although 
Funding Circle and similar lenders can get money to you quickly (and that’s very tempting), 
they insist on PGs and they WILL pursue you quite aggressively for repayment of the debt.   
In the current climate, the government-backed support is preferable if you can get it. 
 

Please don’t hesitate to contact us if you have any questions whatsoever,  
or need our help.

Stock:

Suppliers: 

Capital expenditure:

Existing debt:

Taking on debt:
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