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Every business can do more to increase revenue and reduce expenses, and it 

doesn’t have to take tabs of complicated spreadsheets or intricate strategic 

planning. We’ve created this guide to show you how a few changes can instantly 

speed up your journey to realising your business potential.


Increasing sales while lowering costs is the optimum way to maximise your profits. 

We’ve split each side of the equation, so you can put any of our 15 tips for increasing 

revenue or 15 tips for reducing expenses into practice at the same time.
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Top tips for increasing your business revenue

How well do you know your customers? 

01 Love your customers

Everyone wins when customers feel appreciated and valued. Make sure the service you’re providing 

stands out from the competition. Nurture relationships in person, but also through social media and 

your digital interactions. Offer personalised experiences to keep customers coming back. 

02 Encourage loyalty

You may only have a handful of customers during the early stages of your business, so roll out the 

red carpet. Focus on retaining their business through special offers, price drops and loyalty 

discounts. Retaining customers is easier than finding new ones: your aim is to keep them for life.
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03 Get to know who buys from you

By nurturing your customer base through quality interaction, you’ll quickly learn more about their 

buying habits and how likely they are to respond to incentives. Try to develop ideal buyer personas 

so you can tailor products and offers to specific groups of customers.

Sometimes it’s good to turn up the volume on word of mouth referrals. Offer rewards like gift cards 

or discounts to existing customers every time they refer a new one.
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Welcome reviews

Reward referrals

Online review websites can boost trust in your business while helping you to improve your service. 

The more positive reviews your business or product has, the more sales you’re likely to get.
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Are you keeping on top of your prices?

The first route to keeping customers is to acquire them first! So go after your competitors on price. 

Do your research to find out what your key rivals are charging and try to beat them. In the startup 

phase, you can introduce products at lower price points, then gradually increase them as demand 

allows. Alternatively, you can offer your customers greater choice. As you grow your stock you can 

pass on the savings that come with bulk buying, even if it’s just for the short-term.
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Know your profit margins

Offer promotions

Keep a close eye on the profit margin of every product you sell. That helps you act on opportunities 

when they arise. If in doubt, prioritise growing sales of products with higher margins.
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08 Introduce free trials

Free trials are a great way to showcase your new products and services. ‘Try before you 

buy’ is increasingly popular with small companies because it builds trust with customers 

and makes them more receptive to the product. Make sure your social media channels are 

optimised for feedback and keep the conversation flowing. 

09 Sell in bundles

Selling your products or services in bundles can rapidly increase overall sales. For example, 

if you’re rolling out a new product, why not offer it as part of a bundled promotion with a 

well-established product until it’s found its market? Awareness of your margins allows you 

to boost key products through bundles, without denting your profit.
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How is your business growing?

Their use depends on your product or service, but you should be aware of new digital 

channels and forums as they appear. Even if online sales or e-commerce are not 

relevant to your business at the moment, future channels could give your business 

access to a wider audience.
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Tap into new markets

Find new channels

If you already have an established business, consider offering a supplementary 

service or seek partnerships with companies that sell into similar customer 

demographics. A mutually beneficial partnership will help drive prospects to your 

business that have a higher chance of converting.

0
7

18



Are you making the most of your inner strengths?

You shouldn’t just be selling your products. They’ll be even more attractive with some 

reputational heft behind them. Provide valuable content and proof of your abilities on 

social media and subscriber newsletters. Keep an eye out for events where you can 

relate your experiences to a wide audience.
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Build your brand

Sell your experience

Tell your backstory on your webpage, sell your products on social media, and nurture a 

database of customers. You have a sales advantage if potential customers know about your 

brand before they buy from it. Once you have an established brand, higher demand will give 

you the option of increasing your prices and widening your profit margin.
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14 Incentivise your team

If you employ sales staff, offer performance-related commission or bonus 

schemes. Monthly, quarterly or yearly incentives can drive consistent revenue 

while ensuring team engagement.

15 Review your strategies

When you put any or all of these ideas into practice, keep track of them too. Turn them into 

habits. None of these tips should be one-off activities and the more you address them the 

more effective they will be.
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Top tips for reducing your business expenses

Are you keeping an eye on your rates?

01 Utilities

Take a look at what you’re spending on utility bills like gas and electricity to see if you can find a 

cheaper supplier. There are lots of websites that allow you to compare utility costs. Unless you’ve 

recently switched, it’s likely that you can save some money with a new contract.

02 Business rates

eligible for discounted business rates

Check that your local council is charging you the right amount of business rates. Certain small 

enterprises are . 
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03 Bank charges

Banking on the high street often result in charges that quickly mount up and transaction 

fees that can sting at the end of the month. High street banks no longer have a monopoly 

on business services. Switching to an account like the one offered by Amaiz will provide you 

with the same, if not better, level and breadth of service at a reduced cost.

04 Borrowing

Have you borrowed money from your bank to grow your business? If you’re currently using 

an overdraft to fund some of your operations, there might be a cheaper way to borrow 

money. Keep an eye on alternative borrowing options such as bank loans
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Are you on top of your supplies?

Double-check every supplier invoice you receive against delivery notes to make sure you 

haven’t been overcharged or undersupplied. Check the price per unit against the previous 

period's invoices. If the unit cost of buying some of your raw materials has gone up, query it 

with the supplier to make sure you’re not being accidentally overcharged.

05

06

Supplies

Supplier invoices

Negotiate prices with your suppliers to increase your chances of getting the best deal. You 

might be able to agree a better price if you buy in bulk. Bear in mind that bulk buying 

means more of your cash will be tied up though, so check your cash flow before paying 

your supplier upfront.
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07 Early payment discounts

Some suppliers offer discounts for early payment. If you have enough cash 

to pay your suppliers ahead of time, explore this option with them to lower 

your costs.

08 Manage stock levels

If you are a retail business that sells perishable goods such as fruit and vegetables, 

analyse your sales and stock only what you know you can sell to reduce wastage. 

Identify peak sales periods and stock accordingly.
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How’s your communication?

Many businesses overspend on travel, from flights to train tickets. If you think you’re 

spending too much on meeting customers or suppliers face-to-face, consider online 

alternatives like telecom apps. If you do need to make a business trip abroad, shop around 

for flights and accommodation rather than sticking with a preferred supplier.
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Phones

Travel expenses

If you use an office landline why not look for a new supplier? Many landline options are now 

cloud-based. You may well secure a better price in this growing and competitive market. 

Likewise, business tariffs on mobile phone contracts tend to be quite expensive, especially if 

you’re upgrading your phone regularly. A sim-only business tariff could be much cheaper.
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What do your staff think?

Offer salary sacrifice benefits to your employees to save on employers’ national insurance. This lets an 

employee sacrifice part of their gross salary in return for benefits such as additional holiday or childcare 

vouchers. It reduces the employee’s gross salary and the amount of Employer NI you pay along with it. If 

you offer staff bonuses, paying all or part of them directly into an employee’s pension could save you 

money on NI.
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Staff costs

Employer’s NI

If you employ staff to help you run your business, it’s likely to be your greatest cost. Making 

efficiencies in this area is naturally difficult and it’s all about balance. Pay too little compared to your 

competitors and you may not find the right people. If you do find them, they may not stay with the 

business for very long. Both are significant blockers to business growth. Even though your ultimate 

goal is to reduce expenses, unhappy staff won’t help you maximise your profits.
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How’s your admin?

Government cash is available to support small business. For instance, if you're running a limited company 

and you spend money on research you might be entitled to R&D Tax credits.
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Watch out for errors

Keep up with government incentives 

Encourage electronic communication and reduce the amount of printing you do. If you are still invoicing 

customers by post, you should switch to electronic delivery. apps like Amaiz’s allow you to customise and 

send invoices on the go. Keeping everything digital will benefit your admin as much as the environment.

15 Go paperless

Accounting errors reduce your profits. Make sure expenses such as prepayments for insurance are accounted 

for in the correct period. If you have any capital expenditure (such as computers or machinery), remember to 

record these as assets on your balance sheet rather than as expenses on your profit and loss account.
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Financial stats and analytics

Hassle-free account setup

Unlimited invoicing on the go

No hidden fees

Stress-free 
business banking



Stress-free 
business banking

With Amaiz business banking you can prepare for 
Self Assessment nice and early and here’s why:

We categorise the expenses as you go –  you can 

estimate how much you can write off 

You can issue invoices right from the app and keep 

detailed records of your sales

You can link your transaction feed to an accounting 

system or import a CSV with your transaction history

When in doubt, you can ask our accounting experts

Open account


