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Key Performance Indicators

Summary
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1. Selecting Information
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3. Costs
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4. Working Capital
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5. The Power of Drivers
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6. Identifying Your Key Drivers
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7. Presentation

8. Action
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The Signs Were There

Eye on the Ball
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Managing Cash Flow

Summary
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1. Components of Cash flow
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2. Cash Flow Forecasting
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3. Using the Forecasts
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4. Sales and Marketing
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5. Credit Control
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6. Controlling Expenditure
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7. New Funding
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Positive Cash Flow
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No Profits and No Cash Flow
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Credit Control
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1. Before You Give Credit
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2. Checking Creditworthiness
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3. Giving Credit
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4. Fulfilling the Order
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5. The Invoice
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. Chasing Up
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. Dealing With Excuses
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8. Stop Lists
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9. Letters of Claim
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10 the Human Factor
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Interest on Late Payments
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1. Who Can Charge Interest?
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2. The Rate of Interest
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3. Should You Charge Interest?
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4. When Is a Payment Late?
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5. Calculating the Interest
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6. How to Claim Interest
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7. What If a Customer Objects?
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8. Further Help
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What Difference Does it Make?
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The Clock Ticks On
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Debt Recovery

Summary
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1. Is it Worth a Fight?
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2. Debt Collectors
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3. Statutory Demands

% &
GO.E
&

3 % * +

4. Small Claims Track
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5. Claims Over £5,000
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6. Still No Payment?
3 *

G%. EEE



h <

7. Enforcing Judgment
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8. Insolvency Procedures
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Be Firm, Be Reasonable
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Alternative Dispute Resolution
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Managing Creditors

Summary
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1. Your Payment Policy
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2. Key Creditors



$

/+



4. Your Bank
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7. Financial Difficulties
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6. Employer’s PAYE and NI
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Free - With a Sting Attached
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Creditor Rankings
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Cost Control

Summary
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1. Your Costs

2. Systematic Cost Control
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3. Who Is Involved?
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4. Easy Savings
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5. Opportunities
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6. Pitfalls

%

) N @



A

7. Consultants
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Pricing

Summary
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1. The Market
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2. Your Offering
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. Pricing Strategy
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4. Your Costs
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5. Tactics
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6. Checking your Prices
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7. Increasing Prices
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Aim High
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Price Quotes
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Benchmarking

Summary
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1. The Opportunities
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2. Planning
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4. Collecting Information
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5. Managing Improvement
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6. Where to Get Help
% &
!
2
$ 5
3
? 5
<
<
1 :
> 1 : FJ1
3
1
< |
&
1 - *E%.EQ@ . ,EQ@%
1 2 " *EBEE, . DD
? - 1 - *




Benchmarking At your Desk
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