
 

 

 
10 Effective Steps You Can Take Now to Improve  

Your Small Business 

 

1. Cashflow management – Debtors.  
Manage your payment terms effectively to increase cashflow. This is 
particularly pertinent in the early stages of your business, cashflow is 
one aspect that is critical to the success of you and your company.  
 
Ideally you should be invoicing your customers in advance and not 
arrears for your goods or services. When you go away on holiday, you do 
not pay for it when you come home, therefore the same should be said 
for your business too.  
 
By receiving the payment of the sale upfront, it eliminates the need to 
make numerous time sapping calls to the customer to prompt payment. 
This time could be spent more productively elsewhere, for example, 
speaking to your new and existing customers more regularly in order to 
gain new business.  
 
Once you have provided the service to your client, on many occasions, 
you will become less of a priority to them and will be simply put on their 
standard payment terms i.e. 30 days, along with all their other creditors.  
 
Where it is truly not feasible to gain 100% of the revenue up front, at 
least aim for 50% as something is better than nothing.  
 
 



 

 

2. Cashflow management – Creditors.  
Conversely, take advantage of payment terms offered by your suppliers, 
usually 30 days. Can these terms be extended? Don’t push too hard 
regards lengthening payment terms as when you want suppliers to go 
the extra mile for you, they may stop short due to the amount of time it 
takes for them to get paid.  
 
You will have a feel for what terms “feel right”. Make sure however, that 
you stick to these terms and do not take advantage of their good nature!  
 
Another way to extend these terms is to pay suppliers via your bank’s 
company charge/credit card. Often, payment of the card is taken 
automatically by your bank at the end of each month and this can afford 
you up to another 30 days credit therefore meaning you could be paying 
for your goods or services up to 60 days from when you received them.  
 
With a charge card, if the payment is taken on time, there will be no 
interest charges added. 
 
Using a company credit / charge card also conveniently keeps a clear and 
concise log of your company’s spending too. 
 
Unless desperate, try to avoid using invoice factoring companies. 
 

3. “Begin with the end in mind”.  
This is a quote attributed to Stephen Covey, author of ‘7 Habits of Highly 
Effective People’ which means to start with a clear understanding of the 
destination of your business. It means to know where you are going so 
that you better understand where you are now and so that the steps you 
take are always in the right direction.  
 
This can be mapped out within your company’s Business Plan and 
broken down into yearly, three yearly and five yearly stages. You should 
always set up your business as if you intend to sell one day… even if you 
do not. 
  



 

 

This means that the business will be able to operate with or without you. 
Afterall, who wants to create a business that feels like a ball and chain 
and doesn’t afford you the time to enjoy downtime in the form of days 
off and holidays?  
 
You want your business to be able to create profit without you having to 
trade your own personal time for money. If not, what security do you or 
your family have if you unexpectedly one day fall ill or cannot attend 
work for one reason or another? 

 

4. Advertise a fixed landline number.  
Make sure you do not use your mobile number on your company’s 
website and literature. By doing so, it does not represent a professional 
image your company requires and gives an impression to your 
customers that your business is transient with a ‘here one day, gone the 
other’. A feeling whereby you could be difficult to track down if any 
problems occur whilst using your services or afterwards.  
 
It generally just doesn’t instil confidence in the buying public. This is 
especially the case if you don’t use an official address for your business 
neither (see point 5). 

If you are constantly on the move and can’t afford to be in one place at a 
time to receive calls, consider using a fixed land line number that can be 
attached to your mobile number. This can be done through many 
telecommunication companies nowadays and will instil further 
confidence within your potential customers. 

 

5. Use a professional business address (not your home’s).  
Along with a fixed landline number, a professional mailing address is 
important too. This could either be in the form of an office or a unit you 
may rent or own. 
 
 Alternatively, if you are a new starter and aim to keep overheads to a 
minimum in your formative years, you can rent a professional mailing 
address.  



 

 

 
An official business address will give your customers confidence that you 
are using a professional and legitimate premises to operate from and 
that you are transparent in advertising this. 
 
NB. The Storage Team offer mailbox addresses to our business 
customers that have a need for such a service. You can find out more 
here:  
 
St Helens  
thestorageteam.co.uk/business-storage-services/mailbox-services/   
 
Wigan 
https://storageinwigan.co.uk/business-storage-services/mailbox-services/ 
 

6. Follow up.  
When you have gone through the expense, time and effort to create an 
enquiry for your company through various forms of marketing, it is 
imperative that after providing a quote, you then follow it up. 

By following up, you remind the customer that their enquiry is important 
to you, you are efficient and you want their business. It is also an ideal 
time to answer any of their questions and to clarify any potential 
obstacles they may have to using your company.  

Quite often, when customers get more than one quote, they mix up the 
services offered by the numerous companies involved in the quoting 
service. They may mistakenly be under the impression you don’t offer a 
service or line of products whereby that is in fact a rival company not 
offering it. 

If you simply follow up your customers, I guarantee you will increase 
your conversion rate by at least 25%. 

 

7. Work with your competition not against them.  
A lot of business owners, particularly new and inexperienced ones, are 
very reticent about working alongside “the competition”. They feel as if 
they will be giving away their own trade secrets ready for their 



 

 

competitors to poach their customers away that they have initially 
fought so hard for to attract. 
 
The fact of the matter is, there is usually enough business to go around 
for everyone. As a small and potentially new company, it can be 
relatively expensive to acquire new business. 

By partnering with bigger and more established companies within your 
industry, you often find that what is ideal work for your company, 
represents work to them that they would either: 

a) Be far too expensive in quoting to the customer; 
b) It just isn’t worth their time to undertake; 
c) Not in the field of work they operate in. 

 
In the above cases, if they are happy to refer these customers to you, 
it can be a great and extremely profitable revenue stream for you – 
and all acquired for free too.  
 
This particularly works well with a company that operates in the 
same industry as you but does not necessarily operate in the same 
field i.e. a solicitor operating in family law but not medical negligence 
for instance. 
 
Conversely, you may receive enquiries for work whereby you are at a 
stage in your company’s development where you are not in a 
position to adequately service the enquiry due to the sheer size of it 
or simply it not being “your field”.  
 
Therefore, you know you can in turn pass this enquiry on to a 
company you know and trust to carry out the work competently and 
effectively and who knows, maybe that same customer will come 
back to you for other further work in the future. 

 

Never is the ice broken so well with the competition as when you 
initially have a hot job lead to pass to them first! 

 



 

 

8. Outsourcing.  
Don’t try and be a ‘Jack of all trades’ and do everything yourself in 
business. You need to accept that you will not be good at everything and 
that you have to hire people and companies in who are a lot better at it 
than you.  
 
These days, this can be very cost effective too and will often form a 
fraction of the cost of what it would be to hire somebody as a part or 
full-time employee to carry out the same work. 

Certain disciplines you may want to consider outsourcing are: HR, 
Payroll, Accounting, Call Answering, Mail & Delivery Handling and Health 
& Safety amongst others. Save the time spending hours over getting to 
grips with such disciplines and spend the time working on your business 
instead. 

 

9. Respond to new enquiries.  
The amount of times I have called or messaged companies and not 
received a response back is staggering. If you simply answer your phone, 
return missed calls and respond to all messages, you will increase the 
amount of enquiries you receive for your goods or services.  
 
If you struggle to answer your phone at times, as mentioned in the point 
above, hire a virtual receptionist to do this for you so you never miss a 
call again.  
 
Converting just one potential missed call, depending on your profit 
margins, will pay for this service whilst also giving a professional image 
to your business by having somebody always available to field enquiries 
without the expense of hiring a full time receptionist / PA. 
 

10. Network.  
Unless you provide goods or services to a very niche market, networking 
is a fantastic way to communicate with, get to know, learn from and of 
course, gain new business from other business owners within your local 
community.  
 



 

 

Networking will open up your horizons, you will learn from people who 
have been or who are on the same journey as you. A sense of belonging 
exists by mixing with people in the same position as you who have often 
encountered the same problems you have and have come out the other 
side better for it. 

Networking will increase your confidence speaking about your business 
publicly, you will gain access to an enormous amount of free knowledge 
and experiences whilst gaining plenty of new customers too. 

If you feel networking isn’t for you, I would suggest you try it. However, 
single one-off networking events often (not always) don’t offer much 
success. You need to get to know people and their businesses and gain 
confidence in them over time, like they will need to gain confidence and 
trust in you too. 

There are various networking organisations and groups that are run on a 
weekly basis such as BNI and 4Networking. I would highly recommend 
these or other more niche groups that fit your industry that meet on a 
regular basis. 

 

Good Luck! 

Regards, 

 

Kevin Thompson B.Sc. 

Managing Director and Business Mentor 

The Storage Team  

 

The Storage Team: 

Unit 17, Lea Green Business Park, Eurolink, St Helens, WA9 4TR 

www.thestorageteam.co.uk e: info@thestorageteam.co.uk  t: 01744 811 822 

 

Unit 2, 263 Woodhouse Lane, Wigan, WN6 7NR 

www.thestorageteam.co.uk e: wigan@thestorageteam.co.uk t: 01942 50 80 50 


