Free eBool

smdrtcompany
10 quick sales and marketing wins for SMEs

Register | Logm
Editor's Note

Once vou've starled a
business that goes
global and then sell

Like
like this.

Jack Delosa and 1,980 others

up, what do you do
next? Stuart Archibald
15 doing t all over
again.

Home PFlanming Home-based Busmess Growth Franchismg Sales & Markelmg Fmance Technology hanagement Community GO

RELATED TCGPRICS

Brad Caltayghan,
business operations.
cashflow managemenl,
CRM, deblor
management, iate
payment, small busmess,
start-up

COMPANIES

Fyst call

Brad Callaughan

Wednesday. 05 Qctober 2011 14 28

How long should | leave it before chasing a new customer
for late payment?

{ne thing you need to become a master ai is debtor management.

New clisnts are always the hardest 1o judge and read. You are aways frightened
that if you chase them 0o early they may become former clients.

But if they are not going 1o pay as new clients what are they going 1o be like every
year down the track o every time they purchase from you?

‘You need to educale them from the start about how you de business, setting oul
strong trading terms and making them aware that you need payment by a particuiar
date and enforcing it with penallies for late payment,

Small businesses are not banks and you can't afford to offer credit card terms,
because you have your own bills to pay.

If you don't pay those hills you will become a late payer in the eyes of your
creditors.

. you let your clienis get away with paying late they will do it every time they buy
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from you.
‘The catch 22 with a new client is the way you handle chasing the payment,

if you are aggressive and threaten them with a debt collector it will leave a sour
taste in ek mouth.

First cali thern o ask how lhey are going with the product or if they are happy with
your service.

During the conversation throw in that the invoice is slill cuistanding and that if falls
due this week.

You need to send ow reminders via post, email or fexi message and follow up with
a friendly phone call.

If they are over their lerms and you have not chased them do something about it
TODAY.

Starl with a phone call, asking when payment wil be made and oring ¢ their
attention the fact that it has fatien out of your trading terms, as well as sending the
invoice or slatement to them via mail or email.

Ifyour clients are businesses they will understand because they have to chase
their own paymenits.

if they are individuals they will also understand, so do not be frightened, you are
entitled to be paid for the work you have done.

ifthey are not going lo pay or become slow payers you might have to consider not
dealing with them again.

Brad has more than nine years' professional accountancy expenence He has worked in
semior management rofes within taxalion and business services dealing with & number of
chents from a range of business sectors www callanghanpantiers com ay
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