SECOND EDITION

Managing Cashflow Guides

Cash keeps business in business. However
healthy the order book and profit margin, if a
business runs out of cash it won't be able to pay Pl
its suppliers, its wages, or its overheads and it '

will fail. A

fro gIve
custo shft6W forcasts
Can you answer yes to all of these ensure \ancing facilities
questions? . Monitor jainst the plan so that you
spot any early as possible.
* Do you have sufficient cash or finance . If you thin light have a cashflow problem,
availability to meet commitments as they talk to your bank or financier immediately. They
fall due? might be able to help and the earlier you speak to
them, the mofe ons there will be.
e Are you confident that this will remain the . Ifyou can't pa plier on the due date, talk
case for the foreseeable future? - to them as soa now you cannot do so.
~ Again, the earl o them, the more
* Do you have, and update regularly, a cashflow == ilo(oWRGISE| b
forecast to ensure you stay within your ~ikely they are t6
financing facilities? '._ " tension to payt .
- 5. Remember, early con is key — if you
* Are your major customers paying you promptly = G RETleRlel - r bank and other
and not putting you under pressure to extend ‘ gs, you might '
payment terms? withdrawn of
gs will quickly'e
e |s your product or service so vital to your rate failures @
customers that they will pay your invoices first nd July 2008,
if they have to choose who to pay? ; you need to
t become a ste

* Are you sure that none of your customers are
having financial difficulties that might make
them pay you late, or not at all?

e Are you implementing good credit
management practice? (see other guides in
this series for advice and tips).

gement (ICM) in association with The Departme
nnovation and Skills (BIS).



http://www.creditmanagement.org.uk/berrguides.htm

NEW! Credit Services Providers — Your details could appear
here — Email cashflowguides@icm.org.uk for further details
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pplier details in the above list does not
fthat company, its products or services.

6. Factoring and fin.

7. Chasing payment

| 8. When cash runs short
air 9. When all else fails
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