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QI am a SME owner and I need to get more from my existing 
workforce. How do I do that without a cash incentive?

AThis question is frequently brought up in 
classroom discussion at the IMI. During the 

Celtic Tiger years, cash incentives appeared to 
be a quick and easy motivational tool for many 
managers. Interestingly, however, current 
research indicates that cash is rarely  
an effective motivational tool. In fact, the only 
thing guaranteed when cash is used as an 
incentive is that your staff will expect more  
cash the next time. 

Fortunately, considerable evidence exists to 
suggest that with a little creativity, non-monetary 
motivational tools can be far more effective 
than cash. A broad range of non-monetary 
options are available including greater flexibility 
in working hours, additional time off, providing 
training opportunities or even simply giving 
public recognition for a job well done.
A final piece of advice is that when it comes  
to motivation, the golden rule is reversed – we 
should never treat others as we expect to be 
treated ourselves. Different people have very 
different motivational needs. Talk individually  
to your team to work out what they value. The 
answers may surprise you and may not cost  
you a cent.
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Q  I am struggling to manage my company’s 
cash flow, are there any practical tips I 

should know about?

AThat question is so relevant and 
critical in today’s economy. I make the 

following points: Do you have a realistic 
projected cash flow for the 12 months 
ahead? Does this show your business 
living within its cash flow/banking facilities? 
If it doesn’t, see where additional cash can 
come from. Look at getting an outside 
investor/injecting your own equity; getting 
extra facilities or repayment moratorium 
from your bank; grant assistance; finance 
houses outside the main banks; cost-
cutting/employee reduction; closing 
unprofitable parts of the business; 
outsourcing; increasing pricing; scheme of 
arrangement; efficiency/waste reduction. 

You will then have realistic cash flow 
projections. Then, certain fundamentals 
need to be in place such as a credit 
controller who is a rottweiler; payroll 
incentives/penalties for credit days; each 
account manager completing a monthly 
target; reviews by their boss and increases 
if not ambitious enough; credit control 
limits on each account; and the finance 
department should collate all monthly cash 
flow targets and produce a rolling cash flow 
forecast and manage it week by week.  

When dealing with your customers, 
give this area consistent attention until it 
is under control. Each customer needs to 
be dealt with who are outside their terms. 
Customers looking for discounts get better 
pay terms in return. 

Put them on a direct debit mandate – it 
makes such a difference. Work/support 
each of your managers in dealing with large 
problem accounts. Change you’re pricing 
on larger orders; Get deposit payments 
up front. Look at customers who you also 
purchase from and do contras. 

Finally, in these difficult times, the old 
adage of “he who shouts loudest will get 
paid” is very true. Consistently be in the 
face of your debtors and extract promises, 
commitments, post-dated cheques paid 
from the next grant cheques 
etc. and shout loud!
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QOur company does traditional PR in the press and 
broadcast media but I’m told we also need to boost our 

online profile. What’s the best way to do this?

A Newspapers and broadcast coverage remain 
the priorities for most businesses, but these 

days it is important to ensure that you have a 
strong online presence. Most traditional media 
coverage will appear on the newspapers’ own 
websites, which are highly ranked in Google. 
However, there are other very cost-effective 
ways to boost your company’s online profile.

Adding a blog to your website using free 
open-source software such as WordPress is a 
great way to boost your online profile. Google 
loves websites that are regularly updated with 
content so add any news, media coverage, 
events or commentary on issues affecting your 
sector. Also, use WordPress’s built-in tools to 
add keywords and tags – this will help internet 
searches find your content. Sites such as 
Twitterfeed.com can automatically add any of 
your blog posts to your company’s Facebook 
page and Twitter stream, which are also an 
important part of any communications strategy. 

The WordPress blog can also be added to 
your LinkedIn profile, as well as those of your 
employees. You should also add information 
to websites that are highly ranked by Google 
such as irishpressreleases.
ie, irishblogs.ie, GoogleMaps, 
forums and even Gumtree.ie.
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