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Have you been waiting for 60 days for a customer or 
client to pay you?

You’re not alone. 

That’s how long over half of British businesses wait to 
receive money after sending an invoice to a customer 
or client. We know you don’t want to be worrying about 
financial challenges like getting paid on time when you 
could be winning new clients and customers and growing 
your business. And, here’s the thing:

Ensuring you get paid on time is just ONE of the SIX 
stages of money management that every business 
goes through. The good news is you can draw from the 
experiences of more businesses than ever today.

According to a 2015 report by the Department for 
Business Innovation and Skills1, there were a record 
5.4 million private sector businesses at the start of 2015, 
an increase of 146,000 since 2014 and 1.9 million more 
since 2000.

We’ve talked to some of the smartest business owners and 
managers in the UK and around the world. They told us 
what they do to master each stage of money management, 
from when they were just getting started to the moment 
they achieved financial mastery.  

In this ebook, we’ll explain the six key stages every 
successful growing business goes through and how you 
can move from one stage to the next.
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So you’ve started a new business. Time is 
the one thing you can keep pumping into 
your business but which you’ll never have 
enough of. If you spend it the wrong way, 
you’ll never be able to earn it back. 

A recent report from McKinsey surveyed 
1,500 executives across the world 
about how they spend their time at 
work. Findings revealed that only 9% of 
the respondents deemed themselves 
‘very satisfied’ with their current time 
allocation.2  

Ineffective time management costs money 
too, as you’ll end up wasting resources and 
your team’s energy on the wrong things. 

“The right tools for managing the business 
have to be in place first, in terms of legal 
compliance and company infrastructure 
before taking on your initial projects,” 

says Jorge Gonzales of Britain and Latin 
America Logistics. “This will help ensure 
that both your employees and clients have 
an enjoyable experience when engaging 
with your company which can only 
translate into positive development for 
your business.”

So, how can you get the right tools in 
place and what should you do to reclaim 
your most valuable asset once you 
do? Dr Rob Yeung is an organisational 
psychologist at leadership consulting firm, 
Talentspace. He says:

“Many employees feel battered by being 
constantly accessible. There are dozens 
of different ways of clawing back time. 
The important thing is to do something 
rather than feel powerless. Even small 
efforts may help you to feel more in control.” 

Stage 1: Claiming your most valuable asset
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“I do indeed write to-do lists and prioritise 
items. I live my life by writing lists – there 
is one next to me right now. Without 
to-do lists, I would use my time far less 
effectively, and have a lot less fun.”

The good news is there’s no great secret 
to creating a to-do list that works. Simply, 
record key tasks for each project using 
verbs in one place, e.g. ‘Call Jane about our 
sales report’. 

Focus on what’s important

Productive managers know their time is 
best spent working on important and/or 
urgent tasks rather than things that add 
little business value. When reviewing your 
to-do lists, be ruthless and efficient about 
what gets your attention first. 

You will accomplish more if you focus on 
one task from your list at a time. Of course, 
sometimes unforeseen events take priority 
over what you are doing, but your goal is to 
work through your to-do list methodically 
when possible.

How to finally take charge of your time:

Understand the value of how you and your 
team spend each working hour.

If you know how much revenue each 
activity generates for your business, you’ll 
be less likely to spend your company’s 
money and resources on the wrong things. 

If you’re struggling, keep a log in a 
spreadsheet of what you and your team do 
each day, how long tasks take and if they 
generate revenue (directly or indirectly). 

This quantification will help you manage 
your time and your company’s resources 
more efficiently. 

List your tasks

Many new business owners try to 
remember granular details about each 
project, leading to information overload. 
Instead, use a to-do list to get actions 
out of your head and take charge of your 
projects. Sir Richard Branson is just one 
of many business people who credits his 
success to to-do lists. On the Virgin blog, 
he writes:3 
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• Wunderlist: an affordable, cloud-based 
to-do list app that’s great for sole traders 
and small teams.

• Trello: a powerful productivity tool 
geared towards collaboration.

• Outlook’s To Do List: links directly to 
your email.

• Pen and paper (the process is always 
more important than any tool).

• Any.do: another powerful productivity 
tool geared towards collaboration.

Your next step:

• Assess how much time you and your 
team spend on low-value tasks (like 
preparing basic business reports) 
and on high-value tasks (like business 
development).

• Evaluate the revenue generated by each 
activity. Then, decide what to do in-
house, what to stop doing and what to 
outsource. 

Key signs you’ve mastered this stage:

 You’ve a clear view of what’s important in 
your business (and how much revenue it 
generates)

 You know who is doing what and when
 You’re able to manage your business 

without working overtime each week

Do It, Delegate It, Defer It

Business productivity author David Allen4 
believes business owners and managers 
need to practice the art of rapidly doing, 
delegating or deferring key tasks as 
appropriate.

By doing, you use your cognitive skills in 
a sensible way that delivers a return to 
your business. By delegating a task that’s 
inappropriate for you to work on, you use 
your time and your team’s resources and 
skills more efficiently. By deferring, you put 
off what’s unimportant until a future date 
when you have the required time, energy 
and resources.

This simple three-step workflow will help 
you work on high-priority tasks more 
frequently and grow your business.

Take regular breaks

Overworking is as damaging to your 
health and business as not doing enough. 
Ensure you take proper breaks and get 
away from your office. Otherwise, you will 
feel stressed about working extra hours 
and in the end become unproductive and 
frustrated about your progress.

Essential resources for time-strapped 
business people:

Here are five great (and affordable) 
resources for creating your to-do list:
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When you’re starting off you may be 
able to manage every area of your 
business, but as your company grows, 
it’s difficult (and inadvisable) to work in 
every area of your business. Why? Well, 
consider the common key areas of a 
successful UK business:

• Marketing
• Product
• Sales
• Operations
• Technology
• Financial
• Leadership
• People

It’s a lot to handle for any business 
owner or manager. What’s more, 
members of your team may be experts 
in a particular area (e.g. business 
accounting). You’ve hired them to do 
a job so you can focus your time and 
attention on what you’re best at. 

“You need to be passionate about what 
you do, when you are your own boss you 
need to be excited about getting up in 
the morning and working,” says award-
winning British designer Lorna Syson 
(right). 

Of course, your team still needs 
direction. Setting SMARTER business 
goals for each key area will help you 
lead your business without getting 
caught up in the specifics. Here’s how 
you can do it:

Stage 2:  Setting measurable targets 
for your team(s)
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Specific

Rather than setting a general goal 
like “I want to grow my business,” 
decide what exactly you want 
to achieve. For example, are you 
going to grow your business by 
increasing sales or by cutting 
costs? Doing both at the same 
time could prove problematic. 

Measurable

If you want to increase sales or 
cut costs, set a financial target 
for your goal that you can track 
using financial information. 
For example, you may say, “We 
will cut costs by 10%” or “We 
will increase sales by 10%”. 

Attainable

You must have a means of 
achieving your goal. If you want 
to increase sales, consider if 
you can cross-sell or up-sell 
your products or services. Then, 
include this means in your goal. 
For example, “We will increase 
sales by 10% by up-selling 
X product to Y segment.” 

Realistic

Increasing sales by 10% may be 
ambitious but can your business 
achieve it? Remember, a stretch 
goal pushes your team beyond 

what’s been done before while 
a realistic goal is based on past 
performances. 

Time-framed

Set a deadline for your goals and 
work them into your business 
plan. Typically, quarterly 
business goals work as they’re 
not so long away that they feel 
unachievable, and you can track 
them alongside your financial 
reports. For example, “We will 
increase sales by 5% during the 
first quarter through up-selling 
X product to Y segment.” 

Evaluate

At the end of the quarter, 
review your SMARTER goals and 
consider how you’re progressing 
against a financial target. You can 
do this using up-to-date financial 
information paired with business 
insights from your team. 

Re-do

Once you’ve evaluated your 
progress, adjust your goal for the 
coming quarter by doubling down 
on what works and abandoning 
what doesn’t. You should also 
inform members of your team 
about any changes to a SMARTER 
goal so they work on what 
matters most to your bottom line.

Your next step:

• Set SMARTER goals for 
each area of your business 
(marketing, product, sales, 
distribution, operations, 
technology, financial, 
leadership and people)

• Share your SMARTER goals 
with key managers in your 
business

Key signs you’ve mastered this 
stage:

 You’ve set SMARTER business 
goals that key teams are 
working towards 

 You don’t have to work directly 
in every area of your business 
because your leadership 
guides the work of each team 

 You regularly review your 
company’s progress towards 
each goal and adjust business 
strategy as necessary



9 | The six stages of smarter money management
Setting measurable targets for your team(s)

Marija Aslimoska (right) trained as a 
perfumist in France before setting up a 
perfume shop in Dublin alongside her 
husband and two employees. Today, 
she sells rare scents and handpicked 
perfumes to her valued customers. But 
Marija doesn’t just sell perfume. She 
offers customers something magical.

“Perfume is a story,” says Marija. “We tell 
a story to the customer, the customer 
is able to smell the story as we are 
telling it and finally they fall in love with 
the perfume, and they find that magic 
moment.”

Now, you may be thinking, “I don’t sell 
perfume” and “My product or service 
is nothing like Marija’s”. Well, here’s 
the thing. You still need something 
Marija has, and that’s a VISION for your 
business.

Here’s Marija’s vision for her growing 
business. Over the next year, she’s going 
to achieve three specific things:

Firstly, she will grow Parfumarija in 
Ireland and around Europe by opening 
more shops and moving to bigger 
premises. Secondly, she will build the 
Parfumarija brand by creating her own 
perfume. Thirdly, she will offer more 
bespoke services to select customers 
and companies.

Marija is clear about what she wants 
and she has a plan for realising her 
vision. 

Crafting a vision for your business

Marija is just one of thousands of Sage 
customers who are in this journey for 
the long haul. The people we work with 
have got the vision it takes to grow a 
successful business and the passion 
required to stay the course when things 
get bumpy.

If you want to clarify your vision:

• Find your unique selling point within 
your market

• Dream big about exactly what you 
want your business to achieve

• Clarify how you’re going to realise 
your vision and when

• Tell your team about your vision using 
clear and concise language

• Commit the time, energy and 
financial resources you need to 
achieve your vision

A vision for your growing business



Our research reveals a third of 
employees would look for another 
job if paid incorrectly or late. 
The simple truth is employees work 
hard to help your business and they 
expect to be paid on time every 
time. On the other hand, failing to 
pay employees on time impacts 
everything from staff morale to the 
financial stability (and reputation) of 
your company. 

Ensure accuracy and compliance

Take time to set up your employee 
details correctly on your payroll 
system, such as start dates, up 
to date addresses, and dates of 
birth and so on. Sloppy mistakes 
will only lead to problems down 
the line. Then, decide in advance if 
you want to pay employees weekly, 
bi-monthly or monthly and let them 
know when they can expect to 
receive their wages. 

Your employees’ information must 
be correct so your employees are 
paid the right amount and tax 
obligations are taken care of on 

time. If this sounds overwhelming, 
don’t worry. With a professional 
payroll solution, you can automate 
calculations, link payroll to HMRC 
and reduce the amount of time it 
takes to pay employees.

Keep on top of legislation

As a manager of growing business, 
you must keep up to date with 
recent legislation. For instance, 
RTI has been the biggest shake 
up to PAYE reporting for over half 
a century, while the introduction 
of Auto Enrolment has had a 
substantial impact on payroll.

Benefits and tax change frequently 
and while you don’t necessarily 
need to know all the details, it’s 
worth getting current advice. 
The good news is using the 
latest payroll software can take 
the heavy lifting out of payroll 
maintenance and ensure your 
payday processes comply with the 
latest legislation. You should also 
visit Gov.uk for a comprehensive 
guide to employment and the 
Chartered Institute of Personnel 
and Development.

Stage 3:  Paying your employees and 
suppliers on time, every time
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Paying suppliers on time

Regardless of what type of business you 
run, it’s almost certain you work with 
suppliers and contractors who need to be 
paid too. Assess how often you pay your 
suppliers and then consider if you can pay 
in instalments or if you should seek more 
flexible payments terms. You don’t want to 
get phone calls from your suppliers to say 
they’ve been paid the incorrect amount or 
not at all. 

Know your big deadlines

Ensure you have a good system in place 
that alerts you to important dates, such 
as an upcoming renewal, and if you need 
to do anything in advance (like filling out 
paperwork for example). Working ahead 
gives you time to sort out any blips or 
problems.

“Dealing with accounting deadlines and 
employee returns is much less stressful 
when you know what you need to action 
well in advance,” says Rachel Parkin, 
creative director at the Balagan Group and 
a Sage Business Expert.

Treat your suppliers fairly

Just as being paid late causes problems 
for you, it’s bad business to pay a supplier 

late. Putting off a payment past a due date 
could damage their business and sour your 
relationship with them. Instead, being a 
fair, responsible customer could work to 
your advantage when it’s time for a price 
negotiation or when you need your orders 
to be prioritised. So, what’s the best way to 
treat your suppliers fairly?

Ensure key team members are aware of 
payment terms with suppliers and that 
they understand the system for resolving 
potential disputes. You (or a member of 
your accounting team) should also review 
your accounts to check that invoices were 
paid promptly and correctly. 

Your next step
• Decide and communicate in advance if 

you intend to pay employees weekly, 
bi-monthly or monthly and 

• Regularly review your relationship 
with suppliers so that the terms are 
favourable and realistic

Key signs you’ve mastered this stage:

 You have negotiated terms with your 
suppliers that you can meet without worry

 You and your employees are not 
concerned about being paid on time 

 You’re confident your business’s payroll 
processes are compliant and accurate



Are you one of the many UK 
business people worried about 
managing cash flow? In 2015, 
the Department for Business, 
Innovation and Skills estimated 
small firms in Britain are owed more 
than £32bn in late payments from 
larger entities while (44%) of SMEs 
report cash flow problems. Our 
research backs this up. We found 
60% of companies have to wait 60 
days for invoices to be paid and 
nearly half (47%) say some invoices 
take 90 days to be honoured. 

Cash flow is the oxygen your 
business depends on for survival. 
You need more money coming in 
than going out, and it must arrive 
on time for you to pay suppliers 
and purchase stock.  If you’re a 
new business owner or manager 
and you’ve yet to master cash flow 
management, it doesn’t have to be 
a challenge. 

How Malk Elliot manages his cash 
flow 

Having previously worked for 
a larger company producing 
sportswear, Malk had enough of 
office politics and set up a graphic 
design business with his wife June, 
in Newcastle. 

Elliot’s company Inksville 
specialises in producing graphical 
t-shirts, vehicle decals, banners, 
signs and more, by selling through 
their eBay store and website. 
A typical day for Malk involves 
reviewing the overnight orders and 
ensuring there’s enough stock to 
complete them before checking 
his business bank account to track 
cash flow. 

“You’ve got to check the bank to 
see everything is flowing alright 
and then answer emails,” he 
says. Once Malk is happy with his 
inventory levels and cash flow, he 
moves on to the aspect of the job 
he loves – designing his products.  
“If the design isn’t right, you’re not 
going to sell it. If you don’t sell it, 
you don’t have a product.”

Stage 4:  Mastering your business’s 
cash flow (once and for all)
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Need to approach a late paying client? 

Getting paid on time is key to mastering 
your business’s cash flow once and for 
all. So what should you do about late-
paying clients? Mike Guttridge, business 
psychologist and member of the British 
Psychological Society, offers this advice 
for UK businesses who want to get paid 
on time. 

Review the facts (and your payment 
terms) 

Before communicating with late-paying 
customers or clients, double-check your 
facts and payment terms. If you sketch 
over the details - or worse, get them wrong 
- you’ll lose credibility and it’s easier for the 
client to ignore you.

Contact the person who contracted your 
business

It’s much harder to brush off somebody 
you’ve worked with or built a relationship 
with in the past. Ask if they can pull strings 
with the finance department or have a 
word with the boss. 

Phone regularly, suggest a meeting and 
get in touch often until you get an answer. 
You should also re-send your invoice with 
‘overdue’ stamped right across the page, 
preferably in bright red, as this colour 
commands attention. 

If you have to deal with the accounts 
department, be personable. 

Find out the person’s name and try to 
understand their point of view. Do they 
only pay on certain days? Is the company 
struggling? Treat everyone with respect, 
including the most junior assistant - 
it pays off.

Explain to the client or customer what you 
expect 

Ensure the client understands your point 
of view. Explain you sent an invoice 30 
days ago, the amount is overdue and you 
expect to be paid by the end of the week. 
Certain clients will push you to the back 
of the queue if they think you’ll put up 
with it. Approach these clients calmly but 
persistently and be clear about when you 
expect to be paid. 

Your next step:

• Create a cash flow forecast for the next 
6-12 months

• Establish who your late-paying 
customers are and create a plan for 
approaching them today

Key signs you’ve mastered this stage:

 You have a clear idea how much revenue 
your business will generate over the next 
6-12 months

 You know what your expenses are for the 
next 6-12 months

 You’re confident about the state of your 
company’s balance sheet



1. Keep a cash flow forecast: First, set 
targets for the next six to 12 months to track 
your finances and avoid shortfalls. Then, 
note seasonal variations like heating bills 
increasing during the winter. Don’t forget 
to factor in fixed and variable costs and be 
realistic about your forecasts. 

2. Stay on top of payments: Send out 
invoices to customers and clients promptly, 
and chase overdue bills. Be clear about your 
payment terms; 30 days is standard. Get to 
know your customer payment dates and don’t 
ignore delays because a customer who hasn’t 
paid up might be about to go out of business. 

3. Control your stock: If you know what’s in 
stock and what you need to reorder, you’ll 
avoid tying up your cash in too much stock. 
To achieve this, reconcile your stock records 
at the same time as your bank account – be it 
weekly or monthly. 

4. Stay friendly with lenders: Whether your 
business is new or expanding, you may need 
the occasional cash boost from a bank or 
lender in the form of an overdraft, credit 
agreement or revised payments terms. If 
you keep your bank and lenders updated 
about unforeseen outgoings or changes in 
forecasts, they’ll be more likely to treat a 
request favourably. 

5. Access credit: If your business is growing 
rapidly seek access to a line of credit from 
a bank or financier, such as an overdraft or 
short-term loan. In many cases, banks are 
willing to lend to a business if they can see 
a draft service contract or letter of intent. 
Once the client pays, you can pay your debt. 

6. Tighten up your outgoings: Get in the habit 
of reviewing your utilities, subscriptions and 
general expenses once a quarter. It’s quite 
common for a business to outgrow a service 
or tool only to continue paying for it without 
good reason. Similarly, smaller expenses can 
add up over time if left unchecked.

7. Anticipate problems before they happen: 
Identify potential cash flow problems in 
advance by updating your cash flow forecasts 
and monitoring market conditions. You should 
also consider if your customers or suppliers are 
in financial trouble and take action if needed. 
If you’re worried, talk to your accountant, 
investor or business mentor before a small 
problem becomes an urgent one.

Protecting your cash flow gives you better 
buying and negotiating power, which could 
save you money long-term. If you know about 
a shortfall in advance, you can also extend 
credit if needed. 
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7 practical tips for managing your cash flow
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Do your and your finance team use 
spreadsheets to manage data?

Spreadsheets exist as standalone 
documents, and they are not suitable 
for storing large amounts of financial 
data and can become cumbersome to 
use and maintain if you have dozens of 
spreadsheets in multiple locations.

If you track sales, marketing and 
financial reports with spreadsheets, 
you’re losing valuable working hours. 
You’re spending time gathering 
information and preparing reports 
that you could spend overseeing 
key projects. However, if you move 
information from a spreadsheet and 
into the cloud, you can protect your 
data, track the history of changes and 
isolate errors more easily.

Using the cloud, you can access 
relevant financial information about 
your business, a client or their order 
ahead of any meeting, no matter where 
you are. Similarly, with cloud-services, 
you can give your team what they need 
to work from home.

Migrating to the cloud

It’s relatively painless for new and 
growing businesses to start using the 
cloud to manage their data. Unless 
your finances have been complicated 
to manage, you could simply start 
managing your financial information in 
the cloud. After some basic formatting, 
you can import a spreadsheet list of 
customers, suppliers, inventory and 
general ledger accounts into a cloud-
based accounting solution.

Stage 5: Managing your finances on the move

Alternatively, you could ask your 
accountant to upload your data to the 
cloud. Once your information is in the 
cloud, set aside some time for you and 
your team to upskill on this new way of 
working.

You shouldn’t have to spend much 
time or money to migrate financial 
information to the cloud, and you 
won’t have to worry about storage, 
security or software upgrades. Any 
professional cloud service takes care 
of these business issues for you.
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Working on the go with the cloud

At this stage of business growth, 
you’re spending more time on the road, 
meeting customers and clients and 
relying on your teams to execute on 
business strategy. 

Mobile devices offer great 
opportunities for building customer 
loyalty, keeping up-to-date on the 
financial health of your business and 
managing a growing company. And 
they become even more useful if you 
manage your company’s financial 
information in the cloud.

According to a 2016 report by the 
Aberdeen Group, businesses with 
mobile solutions are 2.7 times more 
likely to have real-time visibility into 
the status of their processes than 
those without.5  

“Employees are always on the move 
with so many expected to do their jobs 
outside of business hours and venues” 
the authors of the Aberdeen report 

found. “Being forever tethered to a 
desk would be a substantial burden to 
this new reality. These reasons make 
mobile workflow solutions attractive to 
both business leaders as well as their 
employees.”

Other cloud services for working on 
the go

Face-to-face meetings can take up 
a lot of time, but you can conduct 
them online with cloud services like 
anymeeting.com and GoToWebinar. 
Most web conference providers offer 
features like recorded meetings and 
screen sharing, and they’re useful 
for hosting collaborating with team 
members on your company’s financial 
reports.

Similarly, with Skype and Google 
Hangouts you can ring customers 
without spending a lot, see who you 
are talking to and share presentations 
and reports with clients or team 
members.  

5  Castellina, Nick Aberdeen Group, 2016 Put Operational Excellence in The Palms of Your Hands With Mobile Workflows. 
Available at http://www.aberdeen.com/research/12429/12429-RR-Mobile-Workflow-BPM.aspx/content.aspx



How Gina Mostert works on the go

Gina Mostert understands the value 
of working on the go while running 
her business. She is the founder of 
a business coaching and consulting 
practice in South Africa. Gina helps 
her clients plan strategically, focus on 
their goals and gain the leading edge 
in their businesses or markets. 

“As a consultant and as a coach, I 
often spend time out of my office, and 
I move around and am even out of the 
country from time to time,” she says. 

Because Gina works as much outside 
the office as she does inside the office, 
she depends on accessing information 
about her clients and also her 
business’s financial information using 
her laptop, mobile and tablet. 

“For any business to be serious about 
what you do, you need to know your 
numbers, and financial software is 
the one way to give you that kind 
of information,” she says. Gina uses 
her iPhone to review outstanding 
quotations and take action on them. 
She also keeps in close contact with 
team members while travelling. 

“I have a financial assistant who is 
helping me in my office,” says Gina. 
“She doesn’t have to be office-bound. 
She can actually do it from her own 
working space or from an alternative 
working space.”  
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The power of the cloud for growing 
businesses

There will always be a place for 
spreadsheets in businesses of 
all sizes. They are a key business 
tool for anyone who likes to 
interpret and manipulate financial 
information, but they have their 
limitations.

The cloud should save you time 
and enable you to ring-fence hours 
of your day that you can use to 
manage projects and grow your 
business faster.

Your next step:

• Set up your financial information 
so that you and your team can 
access it securely from anywhere

• Back up your approach to 
working on the go with a 
company policy

Key signs you’ve mastered this 
stage:

 You and your team can work on 
key business projects from any 
location

 Key members of your finance 
team can collaborate on the 
latest financial information 

 No matter how busy things get, 
you’re able to review the latest 
financial information where and 
when you need it
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According to our recent global survey, it 
takes small and medium businesses an 
average of an hour and thirty minutes to 
report on project spends – and this is just 
one example of the many types of financial 
reporting businesses regularly complete. 

It becomes more complicated if different 
teams can only access data from their part 
of the business or if they are reviewing 
inaccurate data. Similarly, reports from 
multiple apps, products and spreadsheets 
provide a snapshot of a point in time and, 
unless these are all updated, these reports 
age fast. 

And, what would you do if a key member of 
your finance team left? Are you in control 
of the valuable financial information that 
person managed? 

Here’s the simple truth: 

If you want your business to achieve 
financial mastery, your team shouldn’t have 
to spend hours preparing a report to see if 
revenue projections are on target and you 
should be able to review and understand 
the financial health of your business at a 
glance. 

So, evaluate how your team works together 
and if they have the tools they need to 
collaborate on financial information in 
real-time. This way, you won’t lose key 
information or have to reinvent the wheel 
each time a rep, accountant or manager 
leaves.

Better yet, you’ll have the financial insight 
you need to secure future growth and 
measure what matters.

Securing future growth

Are you aware of the 80/20 rule and how it 
applies to the growth of your business?

For most UK businesses, 80% of sales come 
from just 20% of customers. Meanwhile, 
according to a classic Bain & Co report 
published by Harvard Business School, 
increasing your customer retention rates by 
5% can improve profits from 25% to 95%.6 

So, it’s sensible to use your financial 
reports to identify your most profitable 
customers. These customers are the 
foundation of future growth through 
repeat business and from when they refer 
you to others. 

Stage 6:  Using reliable financial insight 
to accelerate growth

6  Bain & Co. The Economics of E-Loyalty. Harvard Business School, 2000. Available at http://hbswk.hbs.edu/archive/1590.html
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Once you know who they are, concentrate 
on providing them with excellent customer 
service so they remain loyal. Similarly, 
knowing their characteristics will help you 
identify and target prospective customers 
sharing these characteristics.

Your financial insights should also help you 
plan ahead. 

Don’t wait for a customer to place a 
business-defining order and then discover 
that you don’t have the means to fulfill it.

To prepare your business for expansion, 
you may need to invest capital in your 
company’s people, processes, materials or 
machinery. For example, if your business’s 
machinery is outdated, can you afford to 
replace it or upgrade? Understanding the 
state of balance sheet will help you make 
that decision.

You’ll be able to understand how much 
money you need, if you have a clear 
understanding of your business’s operating 
cycle and cash flow, which shouldn’t be an 
issue at this stage of your business journey. 
Having this level of financial insight will 
also help you to determine what your 
working capital is and the required capital 
for any expansion.

Measuring what matters

Measurement isn’t just about keeping 
track of revenues; it’s about measuring 
how every part of your business performs. 

It’s about reviewing your business plan 
and checking your progress against your 
SMARTER goals. It’s also about learning 
what works and what’s not delivering and 
then being brave enough to guide your 
company in a different direction. 

It’s about asking your customers for 
feedback and using what they tell you 
to improve your product or service. 
It’s about monitoring your competitors 
and benchmarking yourself against their 
progress. It’s also about assessing your 
employees’ productivity and performance 
regularly.

Throughout your business journey, ongoing 
measurement and regular reviews will 
ensure your operations become more 
profitable as the market changes and your 
business grows.

Your next step:

• Establish a workflow for reviewing your 
finances and growth regularly

• Ensure members of your teams are using 
one solution for financial reporting

Key signs you’ve mastered this stage:

 No matter how fast your business 
is growing, you can see up-to-date 
financial information and act on it

 You’re able to measure and track the 
value of every activity in your business

 You know how much capital your 
business needs to expand and you have 
a plan for acquiring it



Your destination is 
in sight 

No matter the size of your business or what stage of the journey you’re at, help is 
here. We can help your business work towards financial mastery today.

Using an easy and affordable accounting solution, you can give your teams the 
tools they need to work together, prioritise what’s important and see what’s 

happening in your business, in real-time.

DISCOVER THE PERFECT ACCOUNTING 
SOLUTION FOR YOUR BUSINESS
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