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INTRODUCTION 
 

Would you like to: 

• Worry less about money? 

• Be in control of your finances? 

• Pay your bills each month with ease? 

• Reach more customers? 

In a recent survey I carried out with 111 business owners, 81 of them said the 
biggest financial challenges they had whilst running their businesses was having 
enough money and finding new customers.  Over the last 20 years I have been 
helping many businesses solve these challenges through my role as a finance coach 
and management accountant. This book can help you too. 

In this book I share 12 of my best tips that I recommend to clients when they 
come to me asking how they can improve their cashflow. It gives advice on how you 
can have a better relationship with your business finances so you can fulfil your 
purpose. It also introduces some key concepts that are discussed in more depth in 
my next book, Successful Business Minds.   

This book is for those who want to provide services and products that help 
others and are looking for insight that will enable them to still pay their bills whilst 
staying true to their business and personal values. It is most suited to therapists and 
coaches but it is of use to anyone who wishes to apply their heart in business. 
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THE 12 STEPS TO IMPROVE YOUR CASHFLOW 
 

To achieve a long lasting impact these should ALL be done continuously. 

1. Remember WHY you are in business. 
2. CATCH UP with your finances REGULARLY. 
3. BE YOURSELF in your business. 
4. TAKE CONTROL of your finances. 
5. INCREASE your SALES. 
6. REDUCE your COSTS. 
7. Be REALISTIC about your TIME. 
8. Ensure your PRICE reflects expertise, cost and personal worth. 
9. BE ACCOUNTABLE. 
10. ACKNOWLEDGE your MINDSET about money and success. 
11. UNDERSTAND your BEHAVIOURS with money and success. 
12. TALK about your finances. 

 

I offer free support which will help you to implement these 12 steps. You can 
sign up by visiting www.hmcoaching.co.uk/ebook-cashflow.  Over twelve weeks, we 
will focus on one step every week in order to assist you further in applying these into 
your business. 

 I also have a graphical summary of the 12 steps that you can print out and 
display on a wall which will help to remind you of these steps. This will be sent to 
you when you sign up for the free implementation support. 
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STEP 1: REMEMBER WHY YOU ARE IN BUSINESS 
 

Most people started their business because they had a vision. This vision 
involved changing the world or helping it in some way and they got excited every time 
they thought about it, yet, somewhere along their journey they forgot. They found 
themselves living through a ‘must do’ list and got caught up in the worry of paying 
bills and getting sales. 

If this sounds familiar to you then I recommend that you remember your vision 
and connect with it every day. Whether it is changing the world or just changing 
YOUR world, it is better for you and your business if you are clear on why you do 
what you do and who you want to help. This will improve your cashflow in a natural 
effortless way. I would suggest that you set aside time each day, preferably first thing 
in the morning, to set out your plan for the day ahead.  

In a recent survey I conducted, 39% of business owners said marketing was 
their biggest challenge, which is why it is important you establish who you want to 
help and how you are going to help them.  

Setting an intention each morning gives you focus and energy throughout your 
day. You may even be surprised to learn that you already set an intention each day 
unconsciously. This happens anytime you have a thought without really thinking 
about where it came from and the effect it has on your mood is interesting.  For 
instance, have you ever woken up and thought “I have so much to do today. Today is 
going to be a nightmare!” dragged yourself out of bed, felt overwhelmed and stressed 
by it then reached the end of the day in a frazzled mess with a glass of wine in your 
hand? Compare that to a day when you woke up and remembered what exciting 
things you had on that day and thought “This is going to be a great day!” whilst 
jumping out of bed eager to get going and arrived at the end of the day that little bit 
happier and more effortlessly than normal. 

It can also be beneficial to think about what you are proud of in your business 
each night before going to sleep. Who did you help today and what were you pleased 
with? This can assist your mind to be more productive with those thoughts in the 
morning and it sends you off to sleep in a very pleasant mood, which is always nice!  

Your thinking has a massive effect on your feelings and the actions you take in 
your business. You would be amazed (I certainly was!) if you knew just how much 
your feelings are a result of the thoughts you think, influenced by your experiences 
and what others have told you. This is why setting an intention, meditating and being 
aware of your thoughts is very effective in making changes in your life. Being mindful 
of what you are thinking allows you to be more in control of your thoughts and this 
gives you back control of your feelings. 

Once you know who you want to help and why, it is useful for your marketing 
to think about where you can find them and how you can tell them about your 
business. When you find them, before you tell them too much about your business 
(unless they ask), I would suggest you get to know them and find out what they really 
need and explore how your business could help them with that. I recommend you do 
this regularly. This is not an action to be picked up when you have some spare time 
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or when you realise you cannot pay your bills next week. It is better if you dedicate 
time in the diary for regular business development each week because this person 
may not be ready for you now and that’s OK. You are both in it for the long term.  

Additionally, it might be valuable to know that if you come across desperate to 
get a sale, your potential client may feel uneasy about this. They may even question 
if you have their interests at heart. It is better to focus on how your business can 
help them. If you approach your potential customers with the mindset of helping 
them, you will find the energy is lighter and you may be surprised at how easily the 
conversation flows. The money comes to you in a more natural effortless way too. It 
may come directly as a sale from that customer or it may come indirectly if you help 
them in some other way and they then later recommend you to others.  

I would advise you to remember your previous and current customers. They 
already like what you have to offer so give them attention. Think of them like a friend. 
Do you forget about your current friends whilst you go out looking for new friends? 
Or do you develop the friendships you have already as well as meeting and developing 
new acquaintances? I suggest you do the latter. Your business requires growth 
similar to how your social circle grows through meeting new friends. I believe your 
business should be the same with its previous and current customers and I 
recommend you continue to help them when you get new customers. Let them know 
when you come up with a new product or service too. You know their needs as you 
have helped them before and they know you pretty well too so it makes perfect sense 
to continue to help them where you can. 

Finally, I believe you must be open to growth. You must be willing to 
contemplate getting bigger premises and employing staff if the demand for your 
services and products increase sometime in the future. This may not be for a few 
years yet but I propose that you stay open to the idea of growth for your business or 
it may never really get off the ground. You maybe work from home just now or even 
run your business part time and that’s OK. Perhaps you don’t ever want to work any 
more hours in your business due to other commitments and that is OK too but you 
do need to consider how your business can help as many people as possible. After 
all – isn’t that why you got into business in the first place? All I’m asking is that you 
think big but equally know how much you can commit (see Step 7 – Be realistic with 
your time for more on this). 
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STEP 2: CATCH UP WITH YOUR FINANCES REGULARLY 
 

I recommend you give your finances attention at least once a week where you 
dedicate time in your diary to check your bank account to see who has paid their 
invoices and therefore who needs to be chased up for payment (if you offer credit) 
and what bills need to be paid by you. It is crucial for your cashflow to ensure you 
invoice your customers as soon as possible, or monthly at the very latest if your 
cashflow can accommodate that, because not everyone will pay within the agreed 
timescale. I suggest that you add up all your sales and expenses to calculate your 
profit each month too. I know running a business is tough on your time and you 
wish there were multiple versions of yourself but there is help available. Ask people 
in your business network or your social circle for help if you do not have time to do 
everything in your business. Avoiding your finances really is a recipe for disaster as 
I have seen a few businesses get into a terrible mess when they have ignored their 
accounts. 

I always think of catching up with my finances as being the same as catching 
up with a friend or a family member. The longer I leave it until the next time, the 
more catching up there needs to be done. I usually allow a couple of hours to catch 
up with a friend regularly but, if I have not seen them for a few months I will double 
that time. This enables me to ensure I hear all their news despite getting snippets 
via text messages and social media in between our ‘get-togethers’.  

Your finances are just the same. The longer you leave it, the more that needs 
to be done. You can choose to make your finances as enjoyable as catching up with 
a friend too, by asking yourself what needs to happen to make it more fun. Perhaps 
listen to uplifting music, have your favourite radio station on in the background, or 
even have a glass of wine/beer whilst doing your finances as you maybe would when 
catching up with a friend. However, please ensure you do not get completely 
intoxicated!  

Alternatively, delegate this task, if it helps, but ensure there is regular 
communication between you and your bookkeeper so you are familiarising yourself 
with the work that they do for you and what your accounts are telling you. Margaret, 
my assistant, helps me out with my own accounts but every couple of weeks I catch 
up with her and review the accounts she has processed on the computer. 

Perhaps there is something else you are avoiding? Maybe you are not looking 
at your finances as regularly as you should, because your accounts are telling you 
that there is something that needs to be done in your business. Most of my clients 
who avoid their accounts are not neglecting their finances but are avoiding having to 
think about growing their business to help more people (see Step 5 - Increase your 
sales for more information). The quicker you take action the better and more 
enjoyable the rewards will be.  

A lot of business owners I know have avoided doing something because it scares 
them and then they become disappointed because they are not reaching their 
potential. I think it’s a real shame when I hear of an amazing business that has so 
much to offer the world, stay small because they are scared and did not take action. 
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Just imagine what the world would be like if some of the greatest leaders had been 
too scared to speak up or show the world a different way to live! 

Finally, to help you see what your accounts are really telling you, there must 
be boundaries in place between your business finances and your personal finances. 
This means a separate bank account along with a separate savings account too, (see 
Step 4 - Take control of your finances for more information). This will make things so 
much easier when looking at your finances. It is important to keep an eye on the 
personal accounts too but keep them separate from your business. 
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STEP 3: BE YOURSELF IN YOUR BUSINESS 
 

Be yourself in your business because nothing sells your business better than 
you do. Everywhere you go and everything you say advertises what you do. If you 
pretend to be someone you are not then it could get quite tiresome acting all the time! 
I know because I have done it. If you are a geek then BE a geek in your business. If 
you hate formal wear then don’t wear a suit. Anyone who knows me will struggle to 
remember me in a suit and yes I am a bit of a geek too. Be authentic, open and 
comfortable about who you are, what you do and what gets you excited. You will be 
surprised how much this is aligned to your cashflow. You may even find yourself 
getting customers when you are socialising but it will only happen when you are 
comfortable with who you are. 

I would also suggest you are clear on your values so that you do not deviate 
from them for anyone. This includes those sales that you think you really need, in 
order to pay the bills. This may give you a short term money fix but if you forfeit your 
values then you will lose touch with who you are and what your business stands for. 
This could even lead to the downfall of your business. If you do any work that 
conflicts with your values then your heart will not be in the job and your work may 
suffer as a result, which could also affect your reputation. Be confident to say ‘no’ to 
the work that is not aligned with your values so you can give your heart to the jobs 
that are. It can be incredibly challenging to say “No” to a sale, especially when you 
need money to pay your bills. However, it will make you feel better about yourself 
and your business and news soon gets around, in a good way! Miracles happen when 
you stand up for what you believe to be true in your heart.  

If you ever find yourself disagreeing with a customer whilst you are working 
with them, I would recommend that you choose to part ways at a convenient time 
rather than leave them in the lurch. However, I sometimes find it can be a refreshing 
insight to learn about a different point of view. I believe as long as it’s legal, ethical 
and you do not push your opinions onto others, it can lead to a very interesting 
discussion as to why someone believes something the way they do. This is why I find 
psychology so fascinating. In my next book Successful Business Minds I will be 
sharing different ways of looking at money and behaviours which can give you insight 
into your own beliefs as well as those of others.  
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STEP 4: TAKE CONTROL OF YOUR FINANCES 
 

Defining what you need to earn is crucial to your business and personal 
finances. It is essential that you identify what you need to pay your suppliers, 
employees (if you have any), what your tax bill is likely to be and how much you 
require to take out of the business to pay for your own personal and household 
expenditure. If you don’t know exactly how much you need then an estimate will do, 
although I would advise that you are cautious about how much you think you’ll need.  

It is recommended that you do this for each month of the year and ensure you 
always have this budgeted for the following twelve months ahead. You could do this 
for both your business and personal finances but it’s suggested that you keep them 
separate. This will give you a forecast of when and how much tax you may need to 
pay and what your regular expenses are estimated to be. Remember to consider 
seasonal costs such as insurance, Christmas and/or other holidays. Planning ahead 
will help you to budget which allows you to keep money aside for anticipated 
expenditure. Budgeting stops you overspending – something that is easy to do if you 
have forgotten you need to pay for something in a couple of months.  This leads to 
peace of mind over your finances. 

 I encourage you to consider preparing a cashflow forecast. This is similar to 
the exercise above but it also includes your estimated income and shows you very 
clearly how much money you have left over each month to spend on other things. It 
is an effective financial planning resource for your forecasted budget as it can include 
the average length of time it takes for your customers to pay you if you offer credit. 
Ask your accountant or a finance coach to help you set one up. If your cashflow is 
tight it is crucial that you take control of your finances and a cashflow forecast really 
does help. I send out access to a cashflow template in week 4 of the twelve steps 
implementation support. You can register here if this would be of use to you 
www.hmcoaching.co.uk/ebook-cashflow. 

Be in control of your spending. Everyone loves a bargain and buying ‘bright 
shiny things’ (as one of my clients nicely describes it), but I suggest that you be firm 
with yourself as to what you can and cannot afford. Budgeting is essential if your 
income is irregular. It helps reduce anxiety if you ensure you have money set aside 
for your bills for at least the next two months before buying anything that is not 
essential. I propose that you have a couple of savings accounts over and above your 
business current account. I recommend one is for your estimated tax, which would 
be calculated each month based on a percentage of your profit. The second would be 
for what I call a rainy day savings account. This is your back-up to pay your bills 
when a customer does not pay their invoice on time. This is where I would 
recommend you keep enough in here to cover your bills for at least the next two 
months. 

You may be able to apply for grants to help with your cashflow if they are 
available. A grant is money from a government body and is linked to a specific 
business growth outcome that your business must fulfil. This could be employing a 
certain number of people in your area, achieving a specific outcome that is 
environmentally friendly or providing help towards the cost of training in a particular 
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subject.  You will be asked to provide proof of accomplishing the outcome and the 
funders may even ask for regular updates if it is a long term project. However, please 
do not rely on this support. Grants can come with strict terms and conditions and, 
if they are not met, the funders may ask that you repay all the funds back. 
Additionally, remember that government funding can also take a while to come 
through and depending on finance budgets the funding can cease at any time.  

Loans are more flexible than grants and they come from banks or private 
investors. However, they must be repaid in full and there is usually interest added 
on. Loans can certainly help and they come with very few terms and conditions. 
However, if you get a loan then it is crucial that your profit forecasts (projected sales 
less expenses) and cashflow forecasts (income and outgoings) are realistic and 
reviewed regularly. Some investors and banks request to see regular accounts that 
detail your profit and cashflow. Please remember that if you ever think you will be 
unable to make a repayment then the sooner you take action on this the easier the 
solution will be. Loans are not gifts (the money has been lent to you in good faith) so 
you must stick to your side of the agreement.  It may affect your ability to get further 
credit if you default on your repayments. 

Some of my clients have also been lucky to receive investments from their family 
and offers of help from their friends too. You may receive this but never rely on it. 
Things could get awkward if a family member suddenly needs their investment back 
or a friend doesn’t have the money or time to help you out as promised. 

To be in control of your finances you should know what every expense in your 
business is and how that cost could increase. Most expenditure is fixed each month, 
for example, rent will usually stay the same every month. However, some costs can 
fluctuate based on your sales. An example of this would be room hire. If you are 
holding an event, the room will normally be dependent and priced on size. If you sell 
more tickets to people than the room can hold, you may have to pay extra for a larger 
room. It is important to know which costs stay the same each month and which are 
likely to change based on sales, then link these up in your cashflow forecast.  

Additionally, become familiar with your income. This will give you useful 
information to add into your cashflow forecast. Consider if there are any seasonal 
patterns in your business such as sales being quiet over summer or Christmas. If 
you advertise, think about how quickly you may get customer enquiries, how many 
of these could convert into a sale and how far into the future the sale is likely to be. 
Remembering that you are in business for the long term and not everyone is ready 
to do business immediately. It can take 6 months, 12 months or 2 years. This is why 
it is recommended that you budget effectively. 
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STEP 5: INCREASE YOUR SALES 
 

Sales targets are useful to have but it is your cashflow forecast that tells you 
what will happen if you do not achieve them. I believe that a lack of money is an 
indicator that you have either got distracted with something and/or you are avoiding 
taking action. A shortfall in your cashflow will encourage you to be more committed 
to take that step outside your comfort zone and do whatever you need to do to reach 
more customers. There is nothing like a big bill to pay looming in the distance to give 
you that kick to go out there and help more people! This is a major driver for many 
of my clients.  

I can be talking to a client about taking action that is a little frightening to them 
and low down on the ‘to do’ list, but when we review their finances that action can 
jump straight to number one. Often the next time I meet up with them that action 
has been completed. Remember, if you want to increase your sales you must 
reconnect into your vision (see Step 1 – Remember why you are in business for a 
reminder). 

To increase your sales, the best thing I recommend to my clients is to explore 
how you could help your current customers more or how you could reach more 
customers further afield. It is important that you always have the customer in mind 
when brainstorming how to increase your sales. As I said earlier (in step 1) it is about 
shifting the mindset from the perceived notion of selling, to how you can help. When 
I review the accounts for my clients I always give suggestions as to how they can save 
money and that even includes how to reduce my own invoice. If I was focussed on 
my income, I would be more inclined to ignore the costs of my services in that list. 
However, I see it as my job to give my clients all options available to them so that 
they can save money. 

Ask your customers if you are helping them to solve their worries, making their 
life easier or if they think you could improve on anything? Remember though, you 
are unlikely to help everyone. Listen to their feedback and enquire as to how you 
could help most of them. Ensure that ALL your customers know everything that you 
offer and not just those customers who you think will buy your additional services 
and products. You never know who they might be talking to and if they are happy 
with your services and products then they are the ideal person to recommend you to 
others.  

Never underestimate customer recommendations. When I started my business 
I paid a hefty sum for a couple of adverts in a business magazine, which failed 
miserably but mainly because I didn’t do anything else (see Step 9 - Be accountable). 
Thankfully since then, I have paid very little on advertising as I have been incredibly 
lucky to get most of my clients through customer recommendations.  

Some businesses offer a referral fee or commission as a good incentive when 
you recommend them which can help give you a little extra income. However, I 
suggest you refer the right business for your client rather than recommending only 
those who give you a referral fee. If this person is not a good fit for your business 
then this could have a much bigger negative impact on your income in the long term. 
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I would also suggest you consider paying a referral fee too although there are other 
ways to reward those who recommend you. Bear in mind though that some people 
recommend others because they want the best for their customer/friend and believe 
the person they recommend to be just that, not because they want something. A 
simple “Thank-You” can be enough sometimes, especially if you are short of cash. 

Remember if you are looking at your cashflow and see that you need a cash 
injection you, ideally, should be thinking of ways to increase your sales at least six 
months in advance. This allows time for finding and connecting with your customers 
(because they may not be ready for you right now), and time for planning and creating 
your products. Many new business owners wonder why sales are still low after a few 
weeks of networking and having a website up. It can take several months for your 
business to get known and this is why you need savings to help you through the first 
six months. However, I would always recommend that you forecast enough savings 
for twelve months trading. Your business may have a good base of customers within 
six months but any profits you make in that time will be needed for business savings 
(see Step 4 – Control your finances for a reminder).  
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STEP 6: REDUCE YOUR COSTS 
 

Paying attention to your finances and other essential information in your 
business will alert you to any expenses that are not giving you a return on your 
investment. For example, you could be paying for advertising but all your customers 
are coming from personal recommendations. Maybe you are questioning paying for 
networking fees after you add on the travel costs and the cost of your time out of 
your business. Additionally, sometimes suppliers will put their prices up or the rent 
on your premises will increase. This is the perfect time to shop around and see if you 
are still getting the best deal. You are in charge of how much is spent in your 
business and what is purchased, so if you are not happy about paying for something 
then stop paying for it.  

However, it is equally important to ask yourself why you are not valuing the 
service or product and is there anything in your own behaviour that could add more 
value. For example, if you are unhappy about paying for advertising ask if you are 
doing everything you can to be seen. Just putting an advert in a magazine is not 
enough, you must be doing other things to be seen, preferably by the same people 
that are seeing your advert. Or maybe you are questioning the networking fees 
because you are hoping that you will walk away from the event with a few sales. 
Networking is not about sales in the traditional way.  

Networking is primarily about telling people what you do so they know where 
to find you if they need what your business offers, or if they hear of others who need 
you. It is about being clear on how you help your customers. Additionally, it is about 
listening to what others do so you know where to find them and where to pass on 
referrals. Networking is about building a support network and asking how you can 
help each other (paid or for free). It is also a great opportunity for developing long 
term friendships too. I have made so many good friends through networking and they 
have been incredibly supportive of my business. I have supported theirs too and I 
often find myself brainstorming ways to help them.  

Additionally, ask if your unhappiness at paying for a particular cost is being 
reflected in your own business in any way. For example, if you are a coach but you 
grudge paying for a coach yourself then how do you expect your customers to pay for 
your services? Or maybe you love saving money and making your own things but 
you do not understand why no one wants to buy your products. Perhaps it is because 
your customers are similar to you and are making their own stuff too. If this is 
familiar, then I would recommend you are appreciative of the products other people 
make and sell instead of doing it all yourself. It does not have to be ‘like for like’ but 
it is about balancing your own behaviour with that which you wish your customers 
to display.  

For example, I thought for a long time I would only do an eBook version of all 
my books to save on publishing costs, yet I was not a fan of eReaders or reading from 
a laptop or smartphone. I realised I needed to change that behaviour if I wanted my 
readers to buy my eBooks so I bought a kindle. I soon appreciated the convenience 
of an eReader as the kindle is lighter to hold and great for turning a page with one 
hand if I am stroking a cat with the other! However, I still prefer a physical book 
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which is why my forthcoming book Successful Business Minds will be published in 
paperback as well as being available on popular eReaders.  
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STEP 7: BE REALISTIC ABOUT YOUR TIME 
 

How many hours you work on your business will be reflected in your cashflow 
but only if you get the balance right. You need to be honest about how many days 
each month you can work IN your business (helping your customers) and ON your 
business (doing administration, finances and marketing). This may change each 
month too if you have any family commitments, holidays and personal appointments. 
Once you have an indication of the number of days you can give to your business 
you then need to assess how many hours in each day you have available. Remember 
to separate out the hours that you work on your business which are not chargeable 
such as introductory meetings, finances, administration and networking. 
Additionally, include time in your day for lunch, some time for clearing a little 
headspace and a little exercise. I recommend a walk in the fresh air which is 
something I do each day either in the morning or afternoon. It is important for your 
own health and the health of your business to include time in your day to nourish 
your soul.  

It is crucial you are realistic about how many hours you can give yourself, your 
family, business development and your customers in any given day. This will help 
with many time management issues. 17% of those who completed the survey I 
conducted said time was the most challenging aspect of their business. I too have 
longed for better time solutions including multiple versions of me and a time 
machine! I have found what works best is when I am realistic about what I can and 
cannot do and I allow time each day to do what I love doing. This means saying no 
to some people. But it is NOT a “No, I cannot help you”. It is a “No, I cannot help you 
right now, however, I have availability in two weeks”.   

I used to feel guilty about not helping people straight away but whenever I did 
I would end up having to spend less time with other clients or my partner. I would 
often forget to look after myself too by missing my daily walk or rushing lunch then 
wonder why I was not having any fun running my business. I believe if running your 
business is not enjoyable then something is wrong and misaligned. That is not to say 
it will be challenge-free but there are challenges that you can learn and grow from 
and then there are the challenges that just stress you out.  I often have to repeat this 
lesson when I get excited about a new project. Whilst writing this book and planning 
Successful Business Minds I took far too much on because I was so excited about 
them both. However I soon realised that I had to take a step back to recharge. I 
display more characteristics of an introvert than an extrovert, which means I need 
peace and quiet to recharge and that is when I often ask for more help and support 
too.  

You must be compassionate with your time and focus. If you thought you could 
do more but you are struggling because of illness or just feeling a bit run down, 
forcing yourself through it is not always the answer. Certainly, for me, it is about 
being realistic about my expectations and learning to listen to my body. If I have ever 
pushed myself through tiredness I soon find myself exhausted. If I ignore the 
exhaustion, I get ill with something that makes me stop completely for a few days in 
order to recharge. Over time, I have found that my business will only run smoothly 
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when I take care of myself. I encourage you to do the same because if you are 
nourished and healthy then so too is your business. 
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STEP 8: ENSURE YOUR PRICE REPRESENTS EXPERTISE, COSTS AND PERSONAL 
WORTH 
 

You are running a business so you must make a profit in order for it to be 
successful and endure the test of time. A profit is not something to be seen as giving 
to the government via your tax nor is it about being greedy. A profit is about 
reinvesting into your business for growth and allows you to have spare money to help 
with any setbacks. It can be used to pay for extra equipment or additional training 
for you and your staff (if you have any) to enhance the products and services that 
you currently offer. Profits can also be used to invest into the foundations of a new 
service/product that reaches out to more people. 

If you provide a service, your price can be calculated by first taking the 
information you gained from identifying all your costs (in step 4) and dividing this 
into how many hours you can work directly with customers (in step 7). This will give 
you your minimum price per hour so you must then consider a profit to reinvest into 
the business. Additionally, you should consider if your price is a true representation 
of your expertise (i.e. a reflection of the time and money that was spent on training 
and education to enable you to offer this service). 

If you sell any products, ensure your price reflects all the costs of bringing that 
product into a physical form. For example, you must include all materials required 
to make the product then think about all the extra things like electricity, equipment 
hire, your time and additional costs that you have incurred. If you sell your products 
at a discount through someone else or at exhibitions which charge an exhibitor fee, 
then these expenses must also be considered in calculating your total costs. The 
price of your product should be a true reflection of how much you would have to 
spend to make and sell that product again. Remember to take into account the skills 
used to make the product and to allow for a profit which you can then reinvest into 
your business. 

Additionally, consider what problems you solve for your customers and how 
much that is worth. Ask yourself what value you are giving your customers and is 
this reflected in what you are charging. Some business owners can charge a low price 
when they don’t value what they are offering. I always ask my clients if they are proud 
of their services/products and enquire if they recognise the gift they are giving their 
customers. It helps to recognise your own value as potential customers can pick up 
on your doubts and insecurities. Connecting with your vision will help with this (See 
Step 1 – Remember why you are in business for a reminder). Sometimes business 
owners can find it challenging to see what value they give others. If this is you, then 
talk to your customers and ask them what they find the most helpful when using 
your services or why your products are useful to them. 

 I highly recommend that you value yourself and your own worth too. Calculate 
an estimated monetary value for the time you spend on your business, time with 
your family/friends and any time you wish to spend alone. When you run a business 
your time is always a trade-off between each of these things. In a recent coaching 
session with a client, we identified all the costs in her business (which were very low) 
and calculated her price after adding a small profit to cover additional training so 
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she could enhance her services. I then asked her to price how much she had invested 
in training, what value did she perceive an hour on her own to be worth and how 
much an hour with her family was worth. This gave her four very different prices. 
Her true price was somewhere in between them all. However as I mentioned earlier 
you need to ensure you nourish your soul and spend time on your own and with 
your family, even if a customer does wish to pay the astronomical fee that your family 
or the time on your own should be valued at (see Step 7 - Be realistic about your time 
for a reminder). 

I believe if you do not value your time then no one else will either. You are 
running a business, and if you provide a service, time is often seen as money. If you 
are giving lots of freebies then no one will buy your services. This is something a 
client of mine discovered recently. After all why would someone pay for something if 
they can get it for free at no extra cost or time?  

However, as I said earlier the focus has to be about helping the customer. It is 
about getting the balance right between helping people and making a profit which 
will fund projects to help more people. You can choose to give discounts if you wish 
but equally you must ensure that you can pay your bills each month. Additionally, 
service swaps can be very effective if you both have something to offer that the other 
person needs. I would suggest that you give people a taste of what you do though 
and let them know how you can help them more. If they want further assistance they 
will then know where to find you. Remember, they may only want a taste just now 
and that is OK. They may come back at a later date or they may recommend you to 
someone else. 

Not everyone I give a free consultation to will sign up for coaching or accounts 
work and that’s OK. Sometimes it’s because they are not ready just yet or that we’ve 
worked on their immediate concern for now. Most of them remember me though and 
recommend me to others that need my help. However this only happens if I am 
thinking of how I can help them. Sometimes I will recommend someone else in my 
network because I feel that someone other than me is a better fit for them.  

Charity work is another freebie you can be asked to do. I think it is an incredibly 
rewarding experience so do it if you feel drawn to it, you can afford to do so and have 
the time available. Remember that it is time out of your business though, so choose 
your time wisely. I signed up for a voluntary befriending service with a children’s 
charity for almost 3 years whilst I was growing my business. The work itself was 
unrelated to my business which was a refreshing change in my hectic week, however 
it did take my focus away when my work needed it the most. I enjoyed volunteering 
thoroughly and I learned a lot, however in hindsight I would have waited a couple of 
years until my business was more established. 
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STEP 9: BE ACCOUNTABLE 
 

When you run your own business, only you are in control of its growth. You are 
the only person who can decide on what happens next. Your time and effort will be 
rewarded but it’s about putting the right amount of effort in whilst enjoying the 
experience too (see Step 7 - Be realistic about your time for a reminder). Strive for the 
balance between how much time and effort you can put in with the enjoyment and 
fulfilment of running a business. If you feel you are financially struggling then 
rethink your actions or pricing. Also talk to your customers and find out what they 
want. Maybe you are not giving them what they need or as I mentioned earlier 
perhaps they do not know the full range of your services and products (see Step 5 – 
Increase your sales for a reminder). Additionally, think of all the other steps in this 
book. Are you implementing them all?  

Remember to sign up for the graphical summary sheet for a reminder and to 
get access to the free weekly implementation support to assist you in applying these 
steps to your business. You can register here www.hmcoaching.co.uk/ebook-
cashflow. 

Consider how effective your time really is in developing your business. Are you 
allowing yourself to get distracted by things in order to avoid doing the one thing that 
you KNOW will grow your business? Perhaps you are avoiding taking action because 
that takes you outside your comfort zone? Courses and webinars are perfect 
examples of this. Both are very effective in developing our skills and knowledge, but 
some people can spend too much time on them and not carry out their 
recommendations. Taking action is the only way you can put the skills and 
knowledge you have learned into practice. Once you have taken that action, you can 
always go back and develop your skills further via more courses and webinars.  

Furthermore, don’t blame the government, the local council or the banks for 
your lack of sales. They may have thrown a spanner in the works by changing 
legislation, digging up the road in front of your shop, putting up interest rates or 
increasing taxes. You need to take the energy from that irritation and use it to your 
advantage. Certainly go ahead and have a moan with some fellow business owners 
to get it off your chest but then use that energy to propel you forward. Look for a 
constructive solution and take action, because that is the only way you will achieve 
your vision. 
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STEP 10: ACKNOWLEDGE YOUR MINDSET ABOUT MONEY AND SUCCESS 
 

In business it is crucial that you understand what you think about money and 
success. How would you feel if you were to suddenly have lots of money or be 
successful? I am sure it would be a dream come true but would you accept it?  If, on 
any level, you perceive success and/or lots of money to be greedy then unconsciously 
you are saying no to extra money in your business. Maybe you are the quiet type and 
are not keen on being popular and seen to be successful. Some people can often feel 
like a fraud when their business is successful. This is particularly common with 
those who feel that they are only doing what comes naturally to them, especially 
through helping people. I believe success should be measured on how many lives you 
have positively influenced, no matter how small an influence. Your finances are just 
an indication of that and the money you gain from your success can be reinvested 
into helping even more people and buying things from others that make your life 
easier too. 

It can help if you are aware of the psychology surrounding the associations you 
have with money and success. A lot of what people believe about money and success 
is absorbed from parents, grandparents and teachers and/or from their culture and 
the media. Additionally, their experiences and the concept they have about 
money/success when younger will also influence how people feel now. Money used 
to always be a driver for me, which I explain more about in Successful Business 
Minds, so I associated it with financial freedom, safety and independence. 
Additionally, I used to measure success based on how independent I was due to a 
very emotional experience I had when younger. However, after recognising these 
associations and connecting into my purpose, which I had disengaged from, running 
my business became easier and far more rewarding. 

  Fear and worry can block money and success. Money worries can weigh people 
down. Many people hide from how little they have due to the perceptions they have 
about money. For example, if they have less than their friends or family members 
they can be embarrassed about it. I had one client who didn’t tell his wife he earned 
less than her and got into lots of debt whilst he kept up the pretence of having a 
similar wage. Sadly it was a major contributing factor towards their divorce which is 
why it’s important to be open about money from the start especially with your partner 
and talk about your finances (see Step 12 – Talk about your finances for more 
information).  

When I work with my clients, I use a series of questions and techniques that 
help us to identify their mindset and the associations they have about money and 
success. However, you can get a good insight into your own THINKING by being 
aware of what you are FEELING whenever you are spending money or talking about 
money/success. Consider how you feel when you discuss your prices or you tell 
someone about your business whilst networking. Additionally, reflect on what you 
think when you hear success stories, or disaster stories, of other businesses and 
organisations. 
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STEP 11: UNDERSTAND YOUR BEHAVIOURS WITH MONEY AND SUCCESS 
 

In addition to the mindset regarding money/success, when I work with a client 
we explore what their BEHAVIOURS are around money and success. We often find 
that what they believe and what they are doing are two different things. This is a 
result of conflicting beliefs. For example, the recent survey I conducted told me that 
73% of people believed that “Money is great. I can do so many wonderful things with 
it” yet 62% believed that “Money does not buy you happiness”. I am curious to know 
what the wonderful things people do with their money if it does not lead to some level 
of happiness. I am also interested in why they are not happy with the wonderful 
things they are buying. I believe the answer is that some people confuse buying 
happiness with being at peace. Money will not necessary buy peace but I do believe 
it can buy a level of happiness and that can bring about peace for some.  

The definition of happiness differs for everyone. For me it can be reading a book, 
having dinner with friends or going on holiday. Spending time with people is free but 
if I have to work to pay the bills then I may not have as much time for others as I 
would like. Going on holiday, having dinner or getting hold of a book all requires 
money unless I am given these as a gift. A holiday in June 2015 with my 89 year old 
gran, which I valued greatly, was only possible because I was able to afford the rent 
of a small cottage, put petrol in my car and take some time out of my business. Later 
that year she became ill and was in hospital by November. Since then she has been 
in and out of hospital frequently and unable to get about like she used to. I am 
immensely grateful that I was able to afford the time and money to go on holiday with 
her last summer. 

Additionally, when younger I experienced a lack of money and I felt restricted 
physically, emotionally and spiritually. I know that money would have made me very 
happy at that time. I explain more about this in Successful Business Minds, but I 
think most people would agree that anyone who lives in poverty would be very happy 
with some extra money! 

When you buy something, you need to question why you are buying it and how 
you are responding to it. For example, imagine you planned and booked a short 
holiday in the hope that you can get a few days away from work to relax and spend 
time with your family. Yet if you spent most of the holiday on your phone and laptop 
replying to calls and emails, connecting to potential customers on social media or 
researching business development ideas, then it is likely that you will believe the 
holiday didn’t give you the happiness  (i.e. rest and time with your family) you craved. 
But that would be an incorrect assumption. The holiday you bought did give you the 
happiness you sought but it was your own actions and behaviour that deprived you 
of being happy; relaxing and spending quality time with your family.  

To get an insight into your own behaviours towards money, when you next 
spend money be aware of WHAT you are buying and WHY you are buying it. Consider 
your behaviours towards success too by reflecting back on a successful time in your 
life; perhaps an exam result, a job offer or a promotion. Reflect on whether you 
celebrated and told everyone about your achievements or were you embarrassed 
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about it. Additionally, reflect on what you did if you’ve ever won money in a 
competition or if someone ever gave you money as a gift. 

Finally, have a think about what success means to you and what that would 
involve. Does this fit into your life? Would success mean big changes for you and 
your family? If you are not keen on change then your success needs to fit in your life 
without too much disruption or it just will not happen. This is why whenever you 
make a decision and take action it needs to be aligned with everything in your lives 
for it to work effortlessly in your business. For this to happen, you need to identify 
what you want and why, then ask if anything is stopping you and explore what comes 
up. In Successful Business Minds I discuss how you can align your thoughts, 
feelings, beliefs and purpose to give you clarity and peace when making decisions so 
you can run your business smoothly and in alignment with your purpose. 
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STEP 12: TALK ABOUT YOUR FINANCES 
 

If you have any financial worries, it is crucial that you get some clarity on your 
situation by talking about your financial challenges. If you’ve ever kept your financial 
problems to yourself then you’ll know you spend a lot of time thinking about your 
money worries but not in a constructive way, especially as it’s always surrounded by 
anxiety! Talking about your financial problems or any problem for that matter, will 
help you clear some space in your mind and allow the creative part in you to solve 
it. Speak to someone who you trust and who knows about business and finances. 
Choose either an accountant, a finance coach, a business mentor, your partner or a 
friend, but DO talk to someone.  

Many of my friends and clients have always felt so much lighter when they have 
spoken to me about their financial frustrations. Sometimes it is just about being 
honest. In the field of coaching and personal development, there is a big emphasis 
on always seeing the positive in every situation and only talking about things we 
want to attract into our lives. This has resulted in many business owners, 
particularly coaches and therapists, not being honest about their lack of sales, for 
example, as they fear that they will make the present situation worse. I agree that 
what you focus on, you get, however, you have to be realistic about what is happening 
right now and then focus on changing it. 

One of my clients is always upbeat about his life but when we met early in 2015 
he was a little down. He confessed to me how he wished that he had more customers 
but he had been telling everyone else that business was great. Because what he was 
saying to others and what he was experiencing were two complete opposites he was 
feeling out of balance. Once he told me how he was truly feeling, he immediately felt 
lighter and had more energy. Then after we talked about it a little more and came up 
with some ideas, he felt much better. When I spoke with him two weeks later he had 
taken action on quite a few ideas we had discussed. This lead to a flurry of more 
ideas and he had taken action on these as well. A month later his sales had improved 
and, two months later, they were at a level he was much happier with. Most people 
are reluctant to accept what they are experiencing but I believe there is a gift in all 
your experiences. Once you have acknowledged what is happening and find the 
inspiration to respond creatively you uncover an opportunity to enhance your 
services and/or products. 

If you are experiencing something similar, get a sense of what you feel and 
believe, then ask yourself how that could be changed. I highly recommend that you 
start by being honest about the situation you are in to clear some headspace. I have 
seen many businesses pretend things will get better but I have never heard of one 
yet that has successfully changed their finances without being realistic about their 
current situation. When you are realistic about your present circumstances you gain 
clarity, which combined with action, improves your situation.  

Never underestimate how good it can be to talk about your problems. Talk to 
an accountant, a finance coach or a business mentor about your frustrations to help 
clarify them so you can take action. If all you do is think or moan about them then 
that will just feed your worries and anxiety. Additionally, if you take action in a state 
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of worry then it can often be misaligned to your purpose and vision which will just 
lead to more worry.  

If you would like to discuss any financial concerns you may have, with me, I 
offer a free telephone consultation, where we can decide if I can help you in any way. 
If this interests you then please email hello@hmcoaching.co.uk for further 
information, or call the office on +44 (0)131 448 1097. 
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SUPPORT TO IMPLEMENT THE 12 STEPS 
 
I hope you have found this book useful. Please ensure you sign up for the free 

weekly implementation support to assist you in applying each of the steps in your 
business and to get your copy of the graphical summary to help remind you of the 
12 steps. You can register here www.hmcoaching.co.uk/ebook-cashflow. 

 

To recap the 12 steps to improve your cashflow which should all be done are: 

1. Remember WHY you are in business. 
2. CATCH UP with your finances REGULARLY 
3. BE YOURSELF in your business 
4. TAKE CONTROL of your finances 
5. INCREASE your SALES 
6. REDUCE your COSTS 
7. Be REALISTIC about how your TIME 
8. Ensure your PRICE reflects expertise, costs and personal worth 
9. BE ACCOUNTABLE 
10. ACKNOWLEDGE your MINDSET about money 
11. UNDERSTAND your BEHAVIOURS with money and success 
12. TALK about your finances 
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SUCCESSFUL BUSINESS MINDS 
 
 Successful Business Minds was published on 28th April 2016. It is a book 

that is filled with great tips on how to have a better relationship with your finances 
so you can bring your vision into being.  It asks you to consider what your beliefs 
and experiences are around money and success. It explains how your thinking is a 
blend of what others have told you mixed in with your own personal experiences. The 
book shows you how to identify any blocks to money and/or success and how to 
change them. It brings together psychology, finance, and spirituality by showing you 
how you can have a successful business that is aligned to your purpose and sits well 
with what you value.  

There are also additional downloads including free self-hypnosis audios that 
will help you to identify any unconscious behaviours or thoughts that prevent you 
from reaching your goal. These will also help you to align your business decisions 
with your head, heart, body and soul. It also includes some great marketing and time 
management tips that have worked for my clients and my business.  

 


