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USEFUL CONTACTS

Taxation and you
◆ FODO: 020 7298 5151 or visit: 
www.fodo.com
◆ HM Revenue & Customs:

www.hmrc.gov.uk
Business banking
◆ www.moneyfactsonline.co.uk

However, you 
may find that a 
bank loan offers 
an even lower 
rate. Once again 
it comes down to 
knowledge of what 
is available and the 
ability to negotiate 
the best price and 
the best terms possible.

One other option that has been popular in our industry is the 
leaseback facility offered by many of the financial houses. The 
principle is that you buy the equipment you want and immediately 
sell it to your finance company who will then give you an amount 
of cash for the item along with an agreement for you to lease or hire 
purchase it from the company. This was, and still is, very popular 
in some of the more expensive and high-profile joint-venture 
businesses that often have several testing rooms and an in-store lab 
to equip. It is worth remembering that while the rates and terms 
vary from company to company, you should shop around. You will 
lose out by selling at a price lower than you have just paid and by 
paying interest over the agreed period of the lease. 

The ability to manage cash flow is critical and if you look 
at the hundreds of failed businesses in our own industry and 
others, poor cash flow is often the underlying reason for their 
demise. So, how can cash flow problems be resolved? The 
simple answer is to ensure you have money available when 
you need it. In many ways, running your practice’s finances is 
similar to running your own personal finances; be prudent with 
what you spend your money on and assess your needs and the 
potential returns on any and all expenditure. Your ultimate goal 
is to establish a pool of cash that can be used if and when it is 
needed, rather than if and when you want it.

Along with the ability to secure better leasehold properties 
and better prices/terms with suppliers, joint-venture opportu-
nities reduce the worry of cash flow substantially. Optical 
companies that offer partnerships also offer to support new 
stores and have the financial resources to do so. No wonder they 
are so popular these days.

There are also some less mainstream approaches that can be 
looked into. Venture capital companies will often provide cash 
flow in exchange for a portion of your shares and subsequent 
profits. While this may not appeal when you are cash rich, it 
may be essential and your only option if your situation changes. 
Generally, venture capitalists work with bigger companies. 
However, a new opportunity exists in the form of ‘business 
angels’. Specialising in smaller companies, these people are 
often former successful business men and women who not only 
inject funds but will also act as consultants in return for a share of 
the profits and subsequent equity gains.

SUMMARY

To have the ability and facility to examine customers’ eyes and 
to sell them spectacles and/or contact lenses is a vital ingredient 
in a successful optical practice. However, so is the knowledge 
of how to manage finances. 

Sadly, too many new businesses fail because of the owners’ 
lack of acceptance of this fact and their inability to become wise 
to the ways of controlling the movement of cash in and out of 
their business. 

While preferable, it is not essential that you are the manager 
of your finances. But it is crucial that someone you trust is there 
to help and alert you to opportunities and potential problems. It 
may be your accountant or a trusted consultant or even a close 
relative or friend. Make no mistake, the financial health of your 
business will not take care of itself. 

◆ Richard Peck is managing director of Optika Clulow
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