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Together, we can deliver
positive change and set
the global standard for
payment practices.

Will They Pay is an essential platform,
created to empower businesses, and
provide you with the confidence that all
your business-to-business transactions
will be transparent, reliable and ethical.

Our You + Us campaign provides a space

to review and feedback on invoice policies,
payment procedures and shine a light on
the real-life consequences of late payments.

By sharing your story and signing
the petition, you join a movement
where your voice is not alone.




Your Story

What inspired you to start your own business? What problem were you trying to solve?

The inspiration behind starting my own business came from a combination of personal experience and
professional ambition. | entered the cladding industry at the age of 20 and spent eight years learning the
trade, gaining valuable skills, and accumulating various certifications. Over time, | found myself taking on
more responsibilities, working longer hours, and completing projects efficiently—yet | rarely saw this
reflected in my pay or recognition through bonuses or incentives. While | never expected anything extra, it
made me think about how | would do things differently if | had the opportunity to run my own company.

One of my core beliefs is that a motivated team leads to better productivity and a happier work environment.
| wanted to build a business where employees felt valued and were rewarded for their hard work and
dedication.

Eventually. | was offered the chance to work directly with a company. | took the leap and fully committed. |
What were the aims and objectives you set out to achieve?

When | first started the business, my initial goals were to begin on a smaller scale and focus on building a
highly skilled and reliable workforce. | wanted to ensure we were delivering work to the highest standard
before expanding into other cladding systems.

We started primarily with twin-skin systems on industrial units, which often meant completing one-off
projects and then having to seek out the next opportunity. Without an established network in the industry,
this presented a significant challenge—highlighting just how difficult it can be to gain momentum early on
without those initial connections.

As the business has grown, so have my goals. I'm now focused on scaling to the point where we can take
on full-site packages for clients, managing larger projects from start to finish with the same quality and
consistencv we’ve built our reputation on.

What is your proudest moment or greatest accomplishment in running your own business?

One patrticularly memorable success for the business was securing larger-scale projects with high-profile
clients such as Walkers Crisps, the Bentley factory, and Warner Brothers. Being trusted to deliver work for
such well-established companies was a major milestone for us. It reinforced the belief that our team’s hard
work, commitment to quality, and professionalism were being recognised at a higher level. These
opportunities not only boosted our credibility but also gave me greater confidence in the direction the
company is heading.



Can you share a time where late payments caused challenges for your business?
(How did it affect your operations, team, or mental health?)

The journey hasn’t always been smooth sailing, and there was a particularly challenging time when late
payments put significant pressure on the business. | found myself in a stressful situation when invoices
weren't being paid on the agreed dates, yet | still had a team to pay and operational costs to cover. At one
point, | had to secure a substantial loan just to keep things running until the outstanding payments came
through. This period was difficult, and | even struggled with feelings of failure, wondering if | could continue
managing the business if this pattern persisted.
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What do you find most frustrating about chasing payments?

Chasing payments can be incredibly stressful, especially when you're also on-site working alongside the
team. | often struggled to find the time to contact customers, and it reached a point where | was using my
lunch breaks to follow up on overdue invoices instead of taking the time to recharge. It became clear that
managing both the physical demands of the job and the financial side of the business was taking a toll.

The most frustrating part is that some clients don't fully appreciate how vital timely payments are to the
sustainability of a business. A single on-time payment can be the difference between staying afloat and

 JEUS SR S SR S R S Sy | B MR SR T DI PRIy I SUPIG IeR - DI iy | IS

Do you think Will They Pay can help improve trust in business? [] Yes No

If you had known your client’s payment history before working with them, [] Yes No
would it have changed your decision?

Do you think good payers should be recognised? Why or why not?

Knowing a client’'s payment history beforehand would be an immense advantage. The worst-case scenario
is completing a job for a client who either refuses to pay, delays payment excessively, or disputes the
amount owed. By having this information upfront, you can avoid potentially stressful situations, saving
yourself peace of mind, as well as reducing the anxiety that comes with chasing payments.

Moreover, the financial impact can be significant. A business can spend substantial amounts on labour,
materials, transport and other expenses while waiting for payments to come through. By understanding a
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What changes would you like to see in your industry when it comes to payments?

Yes, a platform like “Will They Pay” could definitely encourage businesses to be more accountable and
improve payment culture. In an industry where late payments can cause significant strain on small
businesses, having a transparent system that holds clients accountable would be a game-changer. It would
allow business owners to make more informed decisions before taking on projects and help create a culture
where timely payments are the norm, rather than the exception.

Transparency is crucial because it establishes trust between businesses and clients. When both parties are
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You+Us | Tell your story

You
+ Us

Setting the global standard
for payment practices

Sign the
petition

chng.it/H2RKztjcgv

® willtheypay.co.uk

o

You're Not Alone.

Late payments affect thousands of individuals
and businesses just like yours. And like you,
many are left to deal with the consequences—
chasing overdue invoices, managing cash

flow stress, and adapting to broken trust.

At Will They Pay, we believe business-to-
business transactions should be built on three
pillars: transparencuy, trust, and reliability.

But when we act alone, our voices are
often ignored. We are the underdogs in a
David and Goliath story.

We enter partnerships with good faith—
believing they’ll support growth and mutual
success—only to be left unpaid, despite
pouring in time, effort, and expertise.

That’s why we created You + Us: to unite
the voices of business owners, freelancers,
and suppliers into a collective movement
that can’t be ignored.

By coming together and sharing the
real impact of late payments, we can
raise awareness, drive change, and push
for a global standard that prioritises
on-time payments and fair terms.

Every experience matters. Each story adds
strength to the movement. Together, we are
a force to be reckoned with.

Show your support for a fairer payment
culture. Sign the petition and stand united
for accountability, transparency, and
on-time payments.


https://chng.it/jvRgMLR9F4

N Will They Pay #TellYourStory

Thank you

By telling your story, we can shine a light on the real
consequences of late payments and push for greater
accountability in B2B transactions.

Join the movement

>
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@ willtheypay.co.uk
& info@willtheypay.co.uk
Will They Pay Limited

Unit A82 James Carter Road
Mildenhalll P28 7DE

Send us your answers, and we’ll feature your
story to help raise awareness.

Share your experience! The more we talk about
this, the more businesses we can protect.

Tag us on social media using #WillTheyPay
#TellYourStory #You+Us to spread the mess



	What is your proudest moment or greatest accomplishment in running your own business?: One particularly memorable success for the business was securing larger-scale projects with high-profile clients such as Walkers Crisps, the Bentley factory, and Warner Brothers. Being trusted to deliver work for such well-established companies was a major milestone for us. It reinforced the belief that our team’s hard work, commitment to quality, and professionalism were being recognised at a higher level. These opportunities not only boosted our credibility but also gave me greater confidence in the direction the company is heading.
	What inspired you to start your own business? What problem were you trying to solve?: The inspiration behind starting my own business came from a combination of personal experience and professional ambition. I entered the cladding industry at the age of 20 and spent eight years learning the trade, gaining valuable skills, and accumulating various certifications. Over time, I found myself taking on more responsibilities, working longer hours, and completing projects efficiently—yet I rarely saw this reflected in my pay or recognition through bonuses or incentives. While I never expected anything extra, it made me think about how I would do things differently if I had the opportunity to run my own company.

One of my core beliefs is that a motivated team leads to better productivity and a happier work environment. I wanted to build a business where employees felt valued and were rewarded for their hard work and dedication.

Eventually, I was offered the chance to work directly with a company. I took the leap and fully committed. I started CJC with a team of three, and over time, we’ve successfully completed numerous projects, steadily building a strong portfolio and reputation in the industry. I’ve also gradually expanded my workforce, which has allowed us to take on more jobs and continue growing the business.

	What were the aims and objectives you set out to achieve? 
: When I first started the business, my initial goals were to begin on a smaller scale and focus on building a highly skilled and reliable workforce. I wanted to ensure we were delivering work to the highest standard before expanding into other cladding systems.

We started primarily with twin-skin systems on industrial units, which often meant completing one-off projects and then having to seek out the next opportunity. Without an established network in the industry, this presented a significant challenge—highlighting just how difficult it can be to gain momentum early on without those initial connections.

As the business has grown, so have my goals. I’m now focused on scaling to the point where we can take on full-site packages for clients, managing larger projects from start to finish with the same quality and consistency we’ve built our reputation on.

	Can you share a time where late payments caused challenges for your business? 
: The journey hasn’t always been smooth sailing, and there was a particularly challenging time when late payments put significant pressure on the business. I found myself in a stressful situation when invoices weren’t being paid on the agreed dates, yet I still had a team to pay and operational costs to cover. At one point, I had to secure a substantial loan just to keep things running until the outstanding payments came through. This period was difficult, and I even struggled with feelings of failure, wondering if I could continue managing the business if this pattern persisted.

What I’ve learned from that experience is the importance of establishing reliable payment terms with clients upfront. Knowing that a company is reputable for paying on time provides a sense of financial security. I also recognize the value of delivering work that meets the highest standards, as this ensures that funds aren’t withheld due to quality concerns, which can further disrupt cash flow.

	What do you find most frustrating about chasing payments?: Chasing payments can be incredibly stressful, especially when you’re also on-site working alongside the team. I often struggled to find the time to contact customers, and it reached a point where I was using my lunch breaks to follow up on overdue invoices instead of taking the time to recharge. It became clear that managing both the physical demands of the job and the financial side of the business was taking a toll.

The most frustrating part is that some clients don’t fully appreciate how vital timely payments are to the sustainability of a business. A single on-time payment can be the difference between staying afloat and facing financial strain. For small businesses or startups, late payments can be catastrophic, especially when there’s limited capital or access to loans to cover those gaps. It’s a constant juggling act, and sometimes the pressure becomes overwhelming, leaving little room for personal downtime. But as a self-employed business owner, you have to stay busy to keep the business going and ensure a steady income.

	Do you think good payers should be recognised? Why or why not? 2: Knowing a client’s payment history beforehand would be an immense advantage. The worst-case scenario is completing a job for a client who either refuses to pay, delays payment excessively, or disputes the amount owed. By having this information upfront, you can avoid potentially stressful situations, saving yourself peace of mind, as well as reducing the anxiety that comes with chasing payments.

Moreover, the financial impact can be significant. A business can spend substantial amounts on labour, materials, transport, and other expenses while waiting for payments to come through. By understanding a client’s payment behaviour, you can make more informed decisions, potentially avoiding financial strain and ensuring a smoother, more predictable cash flow.


	What changes would you like to see in your industry when it comes to payments? 2: Yes, a platform like “Will They Pay” could definitely encourage businesses to be more accountable and improve payment culture. In an industry where late payments can cause significant strain on small businesses, having a transparent system that holds clients accountable would be a game-changer. It would allow business owners to make more informed decisions before taking on projects and help create a culture where timely payments are the norm, rather than the exception.

Transparency is crucial because it establishes trust between businesses and clients. When both parties are clear about expectations—whether it’s payment terms, deliverables, or timelines—it reduces the likelihood of disputes and fosters smoother, more efficient working relationships. For small businesses, knowing that they’re working with clients who have a reliable payment history provides peace of mind and reduces financial risk, allowing them to focus on growth instead of chasing payments.

	If you had known your client’s payment history before working with them, would it have changed your decision?: Yes
	Do you think a platform like Will They Pay can help improve trust in business?: Yes
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