Your guide to
cashﬂow services
How to launch a new cashﬂow service,
engage clients and price effectively

Why cashﬂow services?
A UNIQUE OPPORTUNITY
Although the pandemic has dealt small
businesses a heavy blow, it has also brought cash
into sharp focus.
Clients now have a better understanding of the
money moving through their business, making
cashﬂow services more viable than ever.
But there’s a lot to think about when it comes to
launching a new service. Most of it comes down to
these three areas:

Choosing

Engaging

Pricing

Identifying
the right
clients to
speak to ﬁrst.

Getting
those clients
interested in
your services.

Showing
value and
pricing
effectively.

With this three-part guide we’re breaking down
everything you need to know.

1. Choosing clients
WHO SHOULD I START WITH?
When you launch a new cashﬂow service, deciding
which clients to start with can be a real challenge.
Asking these questions can uncover who to help ﬁrst:
1. WHO NEEDS IT MOST?
Struggling clients will always beneﬁt most. Catching
their issues early can demonstrate real proactivity.

2. WHO’S ALREADY ENGAGED?
Clients who already do forecasting may be more
open to support – especially if software can pick up
the hard work.
3. CAN YOU ACT ON EXISTING INFO?
Accurate accounting data helps, but if you know clients’
businesses well, you may have enough to provide initial
recommendations.

1. Choosing clients
4. WHICH SECTORS ARE AT RISK?
Hospitality, personal care and other sectors are
particularly hard-hit right now, so it’s worth paying
special attention to your most vulnerable clients.
5. WHAT TOOLS CAN YOU USE?
Software can make your life easier. We use cashﬂow
data to indicate who needs support, so you can get
started more quickly.

Fluidly feature spotlight: Portfolio View
Fluidly’s Portfolio View is designed with advisory
services in mind.
It provides at an at a glance of view of your client
base, highlighting which businesses are suitable
for cashﬂow or funding services.
Even a quick skim reveals crucial insights, so you
can save time and get on with providing advice.

2. Engaging clients
HOW DO I GET CLIENTS INTERESTED?
After choosing who to start with, the next challenge is
actually getting clients engaged.
Try these ﬁve tactics to showcase real impact, set
value expectations and get clients interested:

1. START WITH THE BASICS
Earning trust with basic compliance
services can help you shift into
something more strategic.

2. BUILD OUT FROM THERE
Show that you offer more by
positioning compliance services as a
prerequisite to strategic planning.

2. Engaging clients
3. MAKE AN ANNOUNCEMENT
From social media to email
marketing, reaching clients
en-masse can deliver real results.

4. BE SMART WITH MEETINGS
Whether it’s a check-in or a new
meeting, understand where clients
are now and their vision of success.

5. USE CONVERSATION STARTERS
Something visual, like a Fluidly
forecast, or having data to hand can
bring cashﬂow to life.

3. Pricing your services
HOW DO I PRICE CONFIDENTLY?
Pricing isn’t easy. While you don’t want to price too
high and put clients off, you do need to be proﬁtable.
Use these approaches to ﬁnd the right balance and
communicate value in a compelling way:
1. MAKE IT PERSONAL
From school fees to a new kitchen, show how your
support can make clients’ personal goals a reality.

2. BUNDLE YOUR SERVICES
Value-based pricing and bundling go hand-in-hand.
So group together tools and services that ﬁt well, like
Fluidly for forecasting with Xero for live reporting.
3. DON’T BE AFRAID TO FINE-TUNE
The best way to ﬁgure out a price point is to get
something out there, which you can calibrate over time.

3. Pricing your services
4. BE OPEN AND HONEST
‘Advisory’ can feel vague. So be clear about what is
and isn’t included and what you expect from clients.

5. GET YOUR OWN HOUSE IN ORDER
Your ﬁrm may well have cashﬂow issues of its own,
which are worth factoring into your pricing strategy.

Pricing case study: Raedan
Raedan, a London-based practice that works
with creative businesses, tiers its three pricing
packages in a clearly differentiated way.
Each tier outlines a distinct service offering, from
the ‘Essentials’ to “Growth & Beyond’.
By positioning its services in this way, clients can
see what they’re missing out on.

Find out more
CALL: +44 (0)203 510 8120
“The combination
EMAIL: info@ﬂuidly.com
of artiﬁcial and
VISIT: ﬂuidly.com/accountants/

human
intelligence
enhances our
relationship with
clients.”

“Fluidy helps us stand
head and shoulders
above other ﬁrms.
Being able to look into
the future is an
absolute necessity.”
SEAN TOOMER,
Founder, Diverso Accountants

MARGARET LAIDLAW,
Head of SME, Mazars

