
The economy is brighter, but companies are still scrutinizing their 

cash positions. They’re concerned about health care and regulatory costs, 

as well as customers who seek to maximize the value of every dollar spent. 

As a result, many are working harder to provide value and win business in a 

fi ercely competitive environment. That pressure is playing out in the steps 

fi nance executives are taking to manage cash.

Companies continue to squeeze money out of operations, build cash 

reserves and renegotiate terms—all to be prepared should business 

conditions shift. To maintain their footing, companies also need to 

maintain and improve collections and credit, revamp internal processes, 

and tap into investors for more than cash.

Here are some ways companies can 
improve cash management:

1. Re-evaluate payment terms and pricing. Push out payment terms to 

hang onto cash longer, but not far enough to fall out of vendors’ good 

graces. If possible, renegotiate pricing. Perform regular internal audits 

to make sure departments are buying from pre-approved suppliers, and 

sticking to contract terms.

2. Simplify processes. Don’t overcomplicate accounts payables by requiring 

multiple sign off s on all supplier payments, which can help avoid problems 

but also be ineffi  cient and add to costs. Instead, re-evaluate to see where 

you can reduce approvals while keeping processes and spending tight. One 

option is switching to requiring purchase orders only for goods or services of 

a higher dollar amount, for instance $2,500 or more, and requiring multiple 

authorizations only for purchases of more than $5,000. Perform regular 

audits to make sure no one abuses the system.

More companies are using cards 

to buy business related goods 

and services purchases that cards 

weren’t traditionally used for, such 

as telecommunications services, 

shipping and office supplies.
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3. Lean on investors for introductions. Gone are the days when investors 

simply wrote a cheque. Today, they’re likely to be involved in the daily 

business of companies they help fund. Tap into knowledge venture capital 

firms or other investors that are likely to have knowledge of what’s happening 

in your market or industry. Ask them to recommend suppliers or make 

introductions to vendors they’ve worked with before.

4. Use a corporate card to pay for supplies. More companies are using 

cards to buy business-related goods and services purchases that cards 

weren’t traditionally used for, such as telecommunications services, shipping 

and office supplies.

5. Automate processes in lieu of adding manpower. Partner with a 

corporate card provider to create accounts payable payment solutions 

that alleviate the need for additional manpower. Such a move may require 

sharing supplier files and other sensitive information with a card provider. 

To overcome resistance to sharing such information, think of card providers 

as consultants who can help with cash-flow management and other internal 

efficiencies as well.

6. Work with multiple financial partners. Don’t limit yourself to one 

supplier’s payment solutions. Instead, be open to maintaining relationships 

with several parties, for example, a treasury bank and purchasing-card 

program provider, to maximize the spend you put on a card program.

7. Encourage customers to use electronic payments. Convincing even a 

relatively small portion of your customer base to switch to a card program 

can help cut costs associated with fraudulent cheques and outbound phone 

calls for collections. From a resource standpoint, it’s an automated way of 

receiving payments.
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