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Welcome to the May edition of business news.
We hope you find our selection of financial tips and updates useful!
 To discuss any of the topics in more detail, please do get in touch.
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As a business owner, you’re constantly juggling multiple
responsibilities and facing a myriad of challenges. While
there are countless strategies for success, it’s equally
important to be aware of potential pitfalls that could
derail your efforts. In this article, we’ll explore seven
common mistakes that business owners should avoid at
all costs.

Ignoring financial management

7 THINGS TO NOT DO 
AS A BUSINESS OWNER

1
One of the biggest mistakes a business owner can make is
neglecting proper financial management. Failing to keep
accurate records, monitor cash flow, and budget
effectively can lead to financial instability and ultimately,  
business failure.
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Neglecting customer feedback2

Overlooking employee development3

4 Failing to adapt to market changes

need to be monitoring market trends on an ongoing
basis. Stay open to the possibility that things will
change. Sometimes indications that something is
changing can come from reading the news, sometimes
it’s from conversations with a customer or supplier, or
sometimes you will only pick it up from changes in your
sales or accounts figures. When it comes, be ready to
pivot your business strategy as needed to stay
relevant and competitive.

5 Micromanaging everything

basis. Stay open to the possibility that things will
change. Sometimes indications that something is
changing can come from reading the news, sometimes
it’s from conversations with a customer or supplier, or
sometimes you will only pick it up from changes in your
sales or accounts figures. When it comes, be ready to
pivot your business strategy as needed to stay
relevant and competitive.

Ignoring legal and regulatory compliance6
Complying with laws and regulations is non-negotiable
for any business. Ignoring legal obligations can lead to
hefty fines, court proceedings, and irreparable damage
to your reputation. Find a way to stay informed about
the laws that affect your industry. Be willing to seek
legal advice when necessary and implement robust
compliance procedures in your business to mitigate
risks and keep your business on the right side of the
law.

Ignoring legal and regulatory compliance7
As a business owner, it’s easy to fall into the trap of
working excessively long hours and neglecting your 

Your customers are the lifeblood of your business, and
their feedback is invaluable.

Ignoring customer complaints, suggestions, or reviews
can damage your reputation and lead to losing
valuable business.

Look for opportunities to openly communicate with
your customers and seek their feedback. The best
feedback often comes from informal, relaxed
conversations so train your staff to be alert to
feedback given to them and ready to pass it on to you. 
Demonstrate a willingness to address customer
concerns and improve their experience and you will
add to their loyalty to you.

Your employees are your most valuable asset and
investing in their development is essential for long-
term success. Neglecting training, mentorship, and
opportunities for growth can result in disengagement,
high turnover rates, and decreased productivity.
Instead, look for opportunities that could develop your
employees. Be willing to consider training. Provide
regular feedback and recognition to your staff so that
they know what needs improving, but also what they
do well. Foster a work culture that encourages
teamwork and for staff to work together to overcome
problems.

Business is constantly changing, and failure to adapt
can quickly lead your business into a dead end.
Whether it’s changes in consumer preferences,
advances in technology, or updates to regulations,  
staying ahead of the curve is essential for survival. You 



Common types of finance

www.wellway.uk.com

personal well-being. However, burnout can have
serious consequences for both you and your business.
Make self-care a priority and set boundaries between
your work and your personal life. Make time for your
family and for hobbies and relaxation. Remember that
maintaining a healthy work-life balance is essential for
productivity in the long term and your overall
happiness.

In conclusion, avoiding these seven common mistakes
can help you navigate the challenges of business
ownership more effectively and build a resilient and
thriving business that stands the test of time. We can
talk through these tips and more,

FINANCING YOUR BUSINESS
WHAT SHOULD YOU KNOW?

Growing a business often requires capital. If you don’t
have that capital personally or already in the business,
then one option is to get finance from a bank. 

What types of finance are available? How can you
present a request to a bank and have it accepted? We
will endeavour to answer those questions in this article.

Financing can usually be broken down into 3 main
areas: loans, leases, and hire purchase.

Loans are usually provided by a bank and could be
as simple as an agreed overdraft or a fixed term
loan. There are often requirements imposed by a
bank, such as securing the borrowing against
business or even personal assets.
Leases involve renting an asset for a set period
rather than owning it. The initial outlay is often
lower than with other forms of finance. However, if
you look at the total cost, leases can work out more
expensive in the long run.
Hire purchase normally involves a finance
company buying an asset and then ‘hiring’ it to you.
Once you pay the final instalment you get legal
ownership. Interest rates can be more expensive
than for a loan, but it pays to check.

It pays to compare interest rates and look at the total
cost of ownership. Loans are usually the cheapest
source of finance to a business, but there can be good
reasons for considering leases or hire purchase.

Matters considered by a bank

When looking at an overdraft or loan application, a
bank will consider what they know about you and your
business, and the experience they have  of  the  trade
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you are in. They will also look at your experience with
the business and how you handle your accounts with
the bank.

The bank will also consider the amount of finance
being requested and whether it is enough to complete
the aim of the finance. They will want to see cashflow
forecasts and whether other factors relating to the
finance request have been properly considered. For
instance, if the finance is to expand property, are
planning applications needed?

A bank will also look at whether the repayment period
of the finance fits with the use of the asset. For
example, a 10-year loan for a laptop is unlikely to be
accepted. Banks will often flex their interest rates and
fees to cover them for the risk they may feel there is in
lending to you. And, particularly with an overdraft, they
may want to see regular financial reports from you.

When you can show that you have requested an
adequate amount of finance for what you are
proposing, you have demonstrated the need for the
finance, and you have up to date accounts and
forecasts including cashflow projections, you are giving
the bank plenty of reasons for confidence in lending
you the money.

At Wellway, we have years of experience working with
clients to get the finance that takes their business
forward. Please just get in touch and we will be happy
to guide you through the finance maze!

www.wellway.uk.com

AUDIT
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BOOKKEEPING
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START-UP ADVICE

COMPANY FORMATION
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MAKING TAX DIGITAL

OUR SERVICES
A REMINDER OF THE OPTIONS THAT

WE OFFER TO BUSINESSES

For more information about any of our
services, please do get in touch and we will

be happy to discuss further.
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NEW SERVICE TO MANAGE 
IMPORT DUTIES AND VAT ACCOUNTS

HM Revenue and Customs (HMRC) have published guidance on a
new online service to help businesses with their import duties and
VAT accounts. If you or your business are involved in importing goods
into England, Scotland, Wales and Northern Ireland, you can use the
new service to:

Get your import VAT statements and certificates;
Manage your payment accounts; and
Manage or view authorities.

Since it was decided in 2017, landlines across the UK are being
updated by telecom companies to new digital technology using
an internet connection. The switchover should be complete by
December 2025.

SWITCH TO DIGITAL LANDLINES

The old analogue system, referred to as Public Switched Telephone Network (PSTN), has reached end of its
serviceable life, and telecom companies are now finding it difficult to source the parts they need to continue
maintaining it.  The new digital phone lines work using a VoIP service, and you will need to switch to a VoIP service
to continue using your landline.The digital connection should allow businesses to benefit from clearer and better-
quality phone calls. Small businesses may also have the opportunity to get faster broadband services than their
current analogue line allows.

There are some things to be aware of though. Alarm systems, fax machines, card payment machines, and
monitoring equipment that are connected to your phone line need to be checked to ensure that they will still work
with a digital phone line. Analogue phone lines also carried a low voltage power connection which meant that a
basic corded handset could be powered without being separately plugged in. This will no longer be possible with a
digital phone line. This means that if your business experiences a power cut you will have no ability to make a
landline call unless you have a backup power system.

You may feel that the risk is offset by the fact that you and most employees carry mobile phones, however your
provider is obliged to provide a backup solution if you are dependent on your landline phone. In most cases the
migration to digital phone lines is quick and painless and will be organised by your landline provider.

This new service should help to bring everything you need into one place. To use the service, you need to have
a Government Gateway user ID and password, and you must be subscribed to the Customs Declaration
service. If you need help registering with HMRC, please do not hesitate to contact us!

 01670 514433

 enquiries@wellway.uk.com



A critical first step for businesses is conducting a comprehensive data audit to
assess their data processing activities. This involves identifying the types of
personal data collected, sources of data, and purposes for processing. By
conducting a thorough audit, businesses can pinpoint areas of non-compliance
and develop tailored strategies to address them.

Developing and implementing robust data protection policies is essential for
ensuring GDPR compliance. These policies should outline procedures for data
handling, including data minimisation, security measures, and mechanisms for
obtaining and recording consent. By establishing clear guidelines, businesses
can promote a culture of data privacy throughout their operations.

Internal audits can contribute to providing you with reliable
information/insights about the business in areas not easily seen in the day-to-
day business information. This can help explain patterns in business data, or
provide an insight into something that is currently hidden from business
management.

GDPR mandates that businesses obtain valid consent from individuals before
processing their personal data. This requires ensuring that consent is freely
given, specific, informed, and unambiguous. Implementing effective consent
mechanisms and providing individuals with the ability to withdraw consent
easily are crucial aspects of compliance. For example, having an “opt-out” or
“unsubscribe” option at the bottom of your marketing emails provides
individuals with the ability to withdraw consent.

By conducting systematic reviews, internal auditors can pinpoint bottlenecks,
streamline workflows, and enhance the operational efficiency of the business.
Optimising the business can reduce costs and boost productivity, helping your
business stay competitive.

GDPR mandates stringent requirements governing the processing of personal data, emphasising transparency,
accountability, and individuals' rights. Businesses must grasp the fundamental principles and obligations outlined

by GDPR to align their practices accordingly.
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NAVIGATING GDPR

There are fines and penalties of up to 4% of annual turnover or up to 20 million Euros for non-compliance with the
GDPR regulations. As such, if your business is trying to review and update its policies and procedures in order to
comply with GDPR, it may be a good idea to seek the assistance of a specialist consultant in order to ensure that

everything is set up in a compliant manner.

THE GENERAL DATA PROTECTION REGULATION IMPACTS BUSINESS

CONDUCTING 
A DATA AUDIT

IMPLEMENT 
DATA PROTECTION 

POLICIES

ENHANCING DATA 
SECURITY MEASURES

OBTAINING CONSENT
PROPERLY

FACILITATING DATA 
SUBJECT RIGHTS
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HYBRID WORKING
WHAT COUNTS AS A BUSINESS JOURNEY FOR TAX PURPOSES?

HM Revenue and Customs (HMRC) have updated their
guidance on what qualifies as ordinary commuting and
private travel for tax purposes to include hybrid or
flexible working.

Generally, where an employee works at home as an
objective requirement of the job, then HMRC will
usually accept that the employee is entitled to tax relief
for the expenses of travelling from their home to
another workplace, such as the office, when this is in
performance of the duties of their job.

Usually, HMRC will only accept that working at home is
an objective requirement of the job if facilities that an
employee needs to do their job are only practically
available at their home.

On the other hand, if an employer provides
appropriate facilities in other locations that could be
practically used by the employee, or the employee
chooses to work from home, then HMRC will not
accept that working from home is an objective
requirement of the job.

HMRC provide an example to illustrate this. The work
of an area sales manager living in Glasgow requires her
to manage the company’s regional sales team across
Scotland, but the companies nearest office is in New- 

-castle. Since the manager cannot practically attend
that office and is required by her employer to keep all
client information securely at home, she is entitled to
tax relief for her costs on the occasions she travels to
the company’s office in Newcastle.

Since COVID and with the developments in
communication technology, many employers now
allow their employees the choice of working from
home on a flexible or hybrid basis. The employee will
usually have a base office that they attend on the days
they are working in the office.

Since this flexible way of working is voluntary for the
employee, they are not required to work from home.
This means that any journeys they make from home to
the office are ordinary commuting and do not qualify
for tax relief.

This is important to be aware of as an employer if you
reimburse staff using the approved mileage rates. You
must make sure that you do not reimburse expense
claims for home to office travel for employees who are
hybrid workers by their own choice. If you do, the
payment then becomes a benefit and will need to have
tax and national insurance deducted via payroll.

If you are not sure about whether you or an employee
qualifies for tax relief on home to office journeys,
please feel free to call us at any time. We will be happy
to help you!
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PROCUREMENT
CAN THE PRINCIPLES WORK FOR SMALLER BUSINESSES?

The government recently published a press release
congratulating its procurement department on its 10th
anniversary for saving taxpayers £3.8 billion last year.
Larger corporations often have dedicated purchasing
departments to handle procuring supplies, services
and other business purchases. Specialising in this way
allows for finding or negotiating the best deals for
purchases and can save businesses considerable
amounts of money.

Savings are welcome in businesses of all sizes, but
smaller businesses may lack the resources to have a
specialised purchasing function in the business. Can
businesses without a dedicated purchasing
department still harness the benefits of procurement?
We would say yes, here’s how:

1. EMBRACE TECHNOLOGY

There are procurement software and online platforms
available that can streamline purchasing processes.
See how you can make use of them in your business.
Many affordable solutions cater to small businesses,
offering features such as vendor management,
purchase order creation, and expense tracking. These
tools can help you to automate repetitive tasks and
give you insights into spending patterns.

2. CENTRALISE PURCHASING AUTHORITY

Designate a specific individual or team within your
business to oversee purchasing. This will enable you to
establish clear guidelines for how purchases are made
and allow you to introduce some controls to make sure
that purchases are made within the bounds of
predetermined policies. It can be surprising how many
purchase requests disappear, can be reduced, or a
cheaper price can be found if the buying process can
be governed by a procedure.

A further advantage is that duplicate purchases are
avoided, and it is often easier to negotiate better deals
with suppliers when you have a single point of contact
building a relationship with them.

3. FOSTER SUPPLIER RELATIONSHIPS

Even without the leverage of large-scale purchasing
volumes, small businesses can still negotiate
favourable terms, discounts, or flexible payment
arrangements with suppliers. Why not see if you can
take a supplier to lunch or make a point of
remembering an anniversary and sending flowers.
Building long-term relationships may make preferential
treatment or access to exclusive deals possible.
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you spot areas that can be improved and give you
additional savings.

In conclusion, while smaller businesses may lack the
resources for a dedicated purchasing department,
you can still gain significant benefits by applying
procurement principles in your business. Doing so, will
help you gain a competitive edge in the 
marketplace and fuel your ongoing growth and
success. For assistance with identifying how you
could save money with your business’ purchasing, we
would be happy to help. Please just give us a call.

INCREASING PROFIT
WHY IT’S NOT THE SAME AS

GROWING SALES

For any business to be successful and sustain itself
over the long term, it must make a profit, i.e. revenue
must exceed costs. Increasing profit is therefore a
primary objective for businesses that are looking for
sustainable growth and success. But is improving
profitability as simple as increasing sales?

While increasing turnover (revenue) is important, it
doesn’t necessarily lead to increased profits.
Turnover simply reflects the total sales revenue
generated by the business, whereas profitability
focuses on the relationship between revenue and
costs. A business can increase turnover by simply
selling more products or services, but if costs
increase at the same rate or faster, profitability may
not improve or could even decline. So, how can you
improve profits in your business? Have a look at the
following 4-ways:
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4. IMPLEMENT COST EFFECTIVE SOURCING
STRATEGIES

You may have alternatives for sourcing purchases
that go beyond traditional suppliers. Local
businesses, online marketplaces, or group
purchasing organisations might be able to get you
access to more competitive pricing and a wider
range of products or services.

You may find that another business would be happy
to pool resources so that together you can meet
minimum order quantities that give you a lower
price. Or you could explore joining a cooperative
buying network.

5. INVEST IN EMPLOYEE TRAINING

Help your employees to develop the skills and
knowledge to make informed purchasing decisions.
There are training sessions or workshops available on
procurement best practices, budget management
and how to evaluate suppliers. Some of this training
can be accessed free or at low cost.

6. MONITOR AND IMPROVE

As with any aspect of business, measuring
performance helps you to identify where you are
currently and see progress. Monitoring costs savings
and supplier performance could help you to see
areas that can be further optimised. Regularly
reviewing your procurement processes will also help 
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INCREASING PROFIT
WHY IT’S NOT THE SAME AS GROWING SALES

GET MORE CUSTOMERS

SELL MORE TO EXISTING
CUSTOMERS

1

2

Getting more customers naturally leads to higher sales
revenue. But, this doesn’t necessarily lead to higher
profit, but it can do. An increase in revenue may not
only help you to cover fixed costs but also help you to
benefit from economies of scale. For instance, where
you increase the number of products you make then
the average cost per unit of production decreases.
This is because some of the production costs will be
fixed and do not increase proportionally with the level
of output. This means that the cost per sale reduces,
and this leads to more profit.

Acquiring new customers typically involves significant
marketing and sales costs. In contrast, selling to
existing customers takes fewer resources and costs
because of the relationship you already have with
them. By selling more to existing customers, you can
generate additional revenue at a lower cost, thereby
improving profitability. Existing customers are often
more receptive to buying additional products or
services from your business, especially if they have
had positive experiences in the past. As a result, you
may have more flexibility in pricing and bundling
products or services that gain you higher margins on
those additional sales. Upselling premium products or
services, offering value-added upgrades, or
introducing complementary products and services
can all contribute to improving profit. 

3 RAISE PRICES

4 REDUCE EXPENSES

Many businesses use a strategy of pricing to undercut
their competitors. However, controlling costs to a bare
minimum is generally difficult for small businesses to
do effectively, so a low-price strategy often leads a
business to struggle. Instead, it is usually better to
focus on building up the value of what you are offering
so that price becomes a secondary issue. While you
may fear losing customers, higher prices can convey a
sense of premium quality, exclusivity, or value to
customers. It may also help you to target more affluent
customer segments who are less price sensitive

If you can reduce expenses without affecting how
much revenue the business brings in, then this will help
you to earn more profit. Think about the people you
buy things from – like the ones who supply your
products, materials, or even office supplies. Try talking
to them to see if they’ll give you better prices or
discounts. Sometimes, just by asking you can save
money. Look too at all the things you spend money on
to run your business – like rent, electricity, or insurance.
Could you shop around to find a cheaper insurance
plan or try to use less electricity by turning off lights
when they’re not needed?

We can help you to find a strategy that could work for
you in building a business that earns you more. Get in
touch with Wellway, today.

Thank you for reading!

We hope you have enjoyed this month’s business newsletter.
If you wish to discuss any issues further, please don’t hesitate to get in touch!
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