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Dear Sir/Madam 

RESPONSE OF THE CHARTERED INSTITUTE OF CREDIT MANAGEMENT TO:  DEPARTMENT 

FOR BUSINESS, ENERGY & INDUSTRIAL STRATEGY (BEIS)–  CREATING A RESPONSIBLE 

PAYMENT CULTURE CALL FOR EVIDENCE 

The Chartered Institute of Credit Management (CICM) is the largest recognised professional body in 

the world for the credit management community. Formed over 75 years ago, the Institute was 

granted its Royal Charter in 2014.  Representing all areas of the credit and collections lifecycle, it is 

the trusted leader and expert in its field providing its members with support, resources, advice, and 

career development as well as a networking and interactive community. In addition to its 

comprehensive suite of qualifications and learning opportunities, events and magazine ‘Credit 

Management’, the CICM administers the Prompt Payment Code for BEIS. Independently, and through 

collaboration with business organisations, it provides vital advice to businesses of all sizes on how 

best to manage cashflow and credit. 

CICM members hold important, credit-related appointments throughout industry and commerce, and 

we feel it appropriate to make comment on this Call for Evidence. Our answers to the questions 

posed are shown below, along with supporting comments.  

If we can help in any further way please do not hesitate to contact us. 

Yours faithfully 

Glen Bullivant FCICM 

Chair of Technical Committee 

E : governance@cicm.com  

T : +44 (0)1780 722912 

W : www.cicm.com  

Follow us on Twitter  LinkedIn  and Facebook 
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Approximately 50% of our member respondents described themselves as ‘large business’, 

35% were SMEs and the remainder were from other organisations. The principal activity of 

their businesses covers every option given, and the majority responded as a supplier of 

goods/services. Our members operate in organisations throughout the UK and internationally. 

The answers to the following questions were provided by members when thinking 

about when they supply to other businesses: 

1a. What percentage of payments from businesses and organisations that you supply to are 

late? 
• 0%

• Up to 25%
• 26-50%

• 51-75%
• 76%-99%

• 100%

Answer: Two thirds of our member respondents reported that 25% or less of payments are 

being paid late. The majority referred to payments being paid late by a minimal number of 
days. We would suggest that the good credit management principles employed by our 

members has a positive impact. 

1b. How has the proportion of payments made late changed over the past 3 years? 
• Increased

• Decreased
• No change

Answer: The general consensus of our members was that there has been little change, 
although many mentioned that this had been achieved through the adoption of more stringent 

credit management.  

1c. Do you research the payment performance of a business before entering in to an 
agreement with them? Please detail how you research this. 

• Yes
• No

Answer: Two thirds of our member respondents said they used payment performance data 
where available through credit reference agencies, with most pointing out that this was just 

one factor in the risk analysis process. 

1d. What, if any, action do you take when you are paid late? 
• I do nothing/wait to be paid

• I contact the business who is late paying
• I calculate statutory interest and debt costs and re-invoice the late paying business

• I contact my trade/sector body

• I contact the Small Business Commissioner



 

 

Answer: Unsurprisingly, members of the Chartered Institute of Credit Management 

unanimously said that they proactively contact late paying customers with a variety of 

supporting actions including suspension of supplies, reduction of discounts and charging late 
payment interest. 

 
1e. How often do you experience invoices that are never paid? 

 
Answer: Our members asserted this to be a rare occurrence and, where it happens, it is 

invariably a result of insolvency. 

2a. On average, what is the typical payment term offered by businesses you supply to? 
• Partial or full payment in advance 

• Payment in full on delivery 

• Payment within 10 days 
• Payment within 11-30 days 

• Payment within 31-60 days 
• Payment within 61-90 days 

• Payment after 90 days 
• Other, please specify 

 
Answer: Over 90% of our member respondents have no payment terms beyond 60 days. This 

is likely to be as a result of their involvement at an early stage of negotiation with customers. 

  
2b. How have the length of these terms changed over the past 3 years? 

• Increased 
• Decreased 

• No change 
 

Answer: Two thirds of members reported no change, one third an increase, but in all but one 
case the extended terms were by negotiation, and often as a means to secure more business.  

 

2c. Do you feel able to negotiate and/or challenge payment terms? 
•    Yes 

• No 
 

Answer: As we would expect, approximately 85% of our member respondents felt 

comfortable challenging requests for extended terms, and frequently impose shorter terms 

where they believe the risk is higher. Our members have a strong view that, as a supplier, 

they are granting credit to their customers and it is for them to set the terms.  

The answers to the following questions were provided by members when thinking 

about when they buy from other businesses: 

3a. On average what is the typical payment term you offer your suppliers? 
• Partial or full payment in advance 

• Payment in full on delivery 
• Payment within 10 days 

• Payment within 11-30 days 

• Payment within 31-60 days 
• Payment within 61-90 days 

• Payment after 90 days 

Answer: Over 95% of payment terms were reported at 60 days or less. 

 



 

 

3b. How have the length of these terms changed over the past 3 years? 

• Increased 

• Decreased 
• No change 

 
Answer: Over 90% of member respondents reported no change or shorter terms. 

 
4a. What do you think are the reasons for long payment terms? 

• Complex invoicing procedures 
• Nature of goods/service 

• Imbalance of power between business 

• Competitive advantage 
• Other (please specify) 

 
Answer: The consensus of our members is that all of the reasons are applicable to varying 

degrees, although imbalance of power between business edged slightly ahead of the others. 
 

4b. How have long payment periods affected you? (Select all that apply) 
• We pay our own suppliers late 

• We struggle to pay our staff on time 

• We struggle to pay business bills like energy, business rates and rent 
• We have to rely on invoice financing 

• We have to rely on our bank overdraft 
• We have to take out loans to cover shortfalls 

• We have been unable to invest in new equipment/and or staff 
• Our staff have had to reduce their salaries 

• Other (please specify) 
 

Answer: Our member responses were fairly evenly spread across the reasons, with several 

pointing out that they would rather not supply a customer than suffer repeated late payment.  
 

5.   Do you use technology to manage the payment process? How has it helped? 
• Yes 

• No 
 

Answer: Two thirds of member respondents use technology and the majority cited efficiency, 
automation, and the capturing of data as the main benefits.  

 

6. Do you think that newly introduced measures, namely the Small Business Commissioner 
and payment practices reporting, will affect the culture of payment practices? How could 

these be enhanced to further promote a best practice payment culture? 
• Yes 

• No 
• Don’t know 

 
Answer: Only 17% of our member respondents believed the Small Business Commissioner 

and payment practices reporting would improve the culture. The remaining 83% didn’t believe 

it would make a difference or had no view. Suggested enhancements included legislating for a 

maximum payment term, giving the measures more teeth, and effective marketing to raise 

awareness of the initiatives.  

What was clear from the detailed responses was an inherent lack of knowledge or 
understanding of the initiatives currently in existence.  

 



 

 

7. Do you think that the legal definition of when a payment term is considered to be ‘grossly 

unfair’ to the supplier is clear? 

• Yes 
• No 

• Don’t know 
 

Answer: Less than 10% of our member respondents believe the legal definition to be clear.  
 

8. Do you think any specific changes or measures could be introduced to make it easier for 
suppliers to charge interest when they are paid beyond agreed terms? 

  

Answer: The primary suggestions made by our members included, that in order to be 
effectively used, awareness of the ability to charge interest needs to be enhanced, interest 

should be automatically imposed on any late payment by legislation and interest-charging 
needs to be normal practice. 

 
9. Are additional measures needed to give confidence in the Prompt Payment Code as a 

statement of good practice? 
• Yes 

• No 

 
Answer: 75% of our members answered ‘Yes’, with the vast majority stating that there was 

insufficient awareness or understanding of the Code and that it needed a more rigorous 
approach. There was a criticism that members had only ever heard of the Code through CICM 

communications. 
 

10. Are there any steps that could be taken to encourage more businesses to identify 
breaches of the Prompt Payment Code by signatories? 

 

Answer: Universally our members believed that greater awareness, publicity, and promotion 
would be the primary steps required.  

 
11. Should the Prompt Payment Code be moved to the responsibility of the Small Business 

Commissioner? 
• Yes 

• No 
 

Answer: Two thirds of our member respondents said ‘No’. The main objections were that 

small businesses are not the only victims of late payment, and moving responsibility for the 
Code makes no difference unless it receives adequate resources and publicity. Where 

members supported the idea, they encouraged a cohesive approach in which organisations 
and government collaborated effectively. 

 
12. What role could business representatives and sector bodies take in fostering a responsible 

payment culture? How could they use existing late payment measures, namely the Small 
Business Commissioner, payment practices reporting requirement and Prompt Payment 

Code? 

 
Answer: Our members believe these bodies should be proactive in publicising the initiatives 

in existence and in promoting good practice through the sharing of case studies and similar. 
 

13. What is your experience of measures to improve payment practices in other countries? 
 

Answer: Experience from overseas is wide and varied, with a general recognition that culture 
is a primary factor. 



 

 

 

14. What measures may be effective in addressing lengthy payment terms? 

 
Answer: We received a wide variety of suggestions. The predominant ones were legislating 

for a maximum payment period, naming and shaming, and educating about the benefits of 
good credit management to minimise the likelihood and impact of late payment. 

 
15. Do you think the measures recently announced to improve board level responsibility will 

have an impact? Does more need to be done to ensure that payment behaviour is 
considered at board level? 

 

Answer: Our members believe the measures may have some impact but, in order to be truly 
effective would need to specify payment behaviour explicitly.   

 
16. What are the main barriers in using technology to enhance the payments process? What 

could be done to encourage greater take up by SMEs? 
 

Answer: Our members cited cost and the resources to implement as the main barrier, while 
recognising that technology cannot influence cultural behaviour. 

 

17. Are you aware of the finance options available to help manage long payment periods? 
Have you faced any barriers to accessing appropriate finance? 

 
Answer: Our members are generally aware of the options available but the issue is not 

generally relevant to them. 
 

18.  Have long payment periods impacted your investment plans for growth? If so, how? 
• Yes 

• No 

 
Answer: Over 80% of our member respondents did not believe long payment periods 

impacted on their investment plans for growth. 
 

19. What role, if any, could industry or sector bodies play in identifying and encouraging good 
payment practices within their sectors? 

• Promotion 
• Enforcement 

• Communications 

 
Answer: See our response to question 12. These bodies could play a significant role in all 

three areas.  
 

  

 

 


