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ONWARDS AND UPWARDS

The UK is emerging
from recession, yet
we continue to
witness variable
effects on the
charity and not-for-
profit sector. While
some organisations
have been hit hard,
others have been
fortunate enough to
continue on as
previous, with some
even experiencing
growth.

We believe that the impact of the recession will
continue to evolve and in the foreseeable future
fundraising will continue to be increasingly difficult.
Charities must therefore work to retain the
confidence of those who support them.

If you have not already done so, now is the time

to reassess the situation and take protective

measures. Below are our top ten tips:

1. Improving your cash position must be your
primary focus. Measure impact by closely
monitoring cashflow via monthly or even
weekly income statements. Compare this
with income statements from the previous
year and use the variance to project the
impact on cash reserves going forward, on
a rolling 12 months.

2. As the recession continues to bite, funders
may find they have reduced resources and
may not be able to put new funding in place
when existing agreements expire. Analyse
funding agreements - grants or public
sector - to identify expiry dates and
consider the impact on cashflow. Review
your fundraising strategy to ensure you have
diversified and spread risk as far as possible.

3. Focus on the charity’s core work as during
a boom, organisations often drift away from
their core activities. Review your
projects/activities to ensure that they are
serving your central mission - it may be that
some of them need to be cut or deferred.

4. Review the level of activity and bring costs
into line. Ensure you are using resources as
efficiently as possible and that if necessary,
staff can absorb the roles of others. Do not
avoid difficult decisions on staff but consult,
communicate and explain.

5. Don’t be afraid to negotiate with suppliers.
Review supplier contracts and work with
them to produce more cost effective
solutions. There will be savings to be made,
no matter how small.

6. Review treasury management to ensure that
your cash reserves are both safe and
earning the best possible return. Be sure to
seek professional advice.

7. Review capital expenditure/projects.
Although many businesses have cut back
on these, some sectors are expanding and
for those with resources it can be a good
time to invest, e.g. new buildings, etc.

8. Many businesses have been hit hard by the
tightening of credit conditions as they come
to renew facilities. Review the terms of your
facilities and test these out with your cash
flow projections.

9. Financial pressure and legal structures
should be considered as a recession brings
into focus the question of liability when
things go wrong. Consider the structure of
the charity and whether it would be
appropriate to move to an incorporated
structure with limited liability.

10.Maintain fundraising spending. Provided it
is cost effective, fundraising remains vital -
even if the actual amount raised is down on
the previous year. Maintaining the support
of donors and funders will be absolutely
critical as we come out of recession and
need resources for future growth.

For further information or advice,
please contact Stephen Robinson,
Group Charities Director,

on 01772 735000 or e-mail
stephen.robinson@champion-
accountants.co.uk
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ADRIAN SHANDLEY from
Champion Wealth Management
discusses how charities and not-
for-profit organisations should
approach investments...
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KNOW THAT YOUR INVESTMENTS ARE RIGHT?

For further information or advice,
please contact Adrian Shandley,
Head of Champion Wealth Management

on 0845 6077300 or e-mail
A.Shandley@premierwealth.com

PAYING TOO MUCH?"

For more information, contact BOB THOMPSON on 01704 735000 or

e-mail bob.thompson@champion-accountants.co.uk
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comprehensive range of
services focused on adding
value to your business.
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