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Issue No 114 – April 2015 

Economy With Problems 

 The Reserve Bank of Australia has decided to leave the official bank interest rate at 2.25%.  Many commentators had expected 
the Reserve Bank to reduce interest rates.  However, the increase in retail sales in February is reported to have influenced the 
bank to leave the rate at the historically low figure for this month.  These very low interest rates are indicative of an economy 
with problems. 
 

 The Reserve Bank Governor has indicated that he believes the Australian currency is still over-valued at its current rate of 
$0.77AUD to $1USD.  The Governor has indicated that he’s hoping that the currency will fall to approximately $0.70AUD to 
$1USD.  This is good news for exporters and tourist operators within Australia.  However, it’s causing problems for importers. 
 

 The Senate has rejected the government’s proposal to reduce the research and development offset by 1.5% from 1
st

 July 
2014.  The research and development rebates for companies in the 2014/15 fiscal year will remain as: 
- Companies with sales under $20 million – 45% rebate 
- Companies with sales over $20 million – 40% rebate 

 

 The Senate has also amended the government’s proposed $20 billion turnover threshold to claim research and development 
tax incentive by introducing a $100 million research and development spending cap. 
 

 A reminder that companies must register for a research and development claim for the 2013/14 fiscal year by 30
th

 April 2015 
or the date of lodgement of the company’s income tax return, whichever is the earlier.  Registration must be made every year, 
even for a similar research and development project to that which a claim was made for in the previous financial year. 

 
If you require assistance in the preparation of the registration application, please contact us. 

Developing A “Living” Business Plan 

A business plan takes a lot of time to produce.  It should be a “living” document, regularly reviewed and adjusted, reported on at 
each monthly Board of Directors meeting or management meeting, to ensure the appropriate clauses relating to implementation 
have in fact been implemented. 
 
Does your business plan sit on the shelf or in the corner of your office?  If it does, your business has wasted the considerable cost 
and man-hours that went into the creation of the business plan. 
 
The business plan shouldn’t be too hard to implement. 
 
However, many business plans don’t work because the objectives are too difficult to achieve and the team members and 
management have not “signed on” to implement the business plan. 
 
Everyone associated with the business – directors, management, team members, shareholders and partners – need to have courage 
to genuinely attempt to implement the key items identified within the business plan.  To achieve this, you need to go back to the 
planning process.  Everyone involved should deal honestly with the issues within the business. 

 Does the goals of the various stakeholders align? 

 The big question is what is the business going to do about stakeholders with unaligned goals? 
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Developing A “Living” Business Plan (cont’d) 

 Are all team members involved, pulling their weight? 

 Is it a “democratic” business plan?  If it’s a “top-down” business plan, it probably won’t work. 
 
Team members need to know that they’ve been able to make input into the development of the plan.  A great idea is to get 
individual input into the SWOT analysis (Strengths, Weaknesses, Opportunities, Threats). 
 
Hiring an external facilitator, in most cases, improves the standard of the deliberations relative to the business plan. 
 
All team members need to be able to answer fundamental questions, such as: 

 Why should the customer buy from you (can the team member give a clear and powerful answer to this question)? 

 Why shouldn’t I buy from someone else? 
 
Businesses need to have developed key answers to these questions.  Staff need to be living and breathing the key fundamental 
objectives of the business. 
 
Has the business embraced benchmarking?  Has a full and proper review been undertaken of the benchmarking reports when 
they’re received?  Sporting teams and sportspersons undertake benchmarking very well.  All leading sportspersons know their PB 
(Personal Best), their averages and past performances.  They study what the opposition are doing by watching videos or reading 
articles.  Businesses need to embrace this aspect of benchmarking and undertake similar performance reviews on an ongoing basis. 

 How does your business compare to its competitors? 

 What are they good at? 

 Where do you rate in comparison to your competitors’ top performing areas? 

 What strategies is your business going to develop to improve your performance in this area so that you can achieve better 
results than your competitors? 

 
The business plan document should be articulating all of these challenges.  The document needs a clear description. 

 Who is the business? 

 What is it trying to achieve? 

 What is its mission? 

 What is the end game (businesses should start with the end in mind)? 

 What are the measurable objectives to be achieved in the next 90 days?  180 days?  12 months?  3 years?  10 years? 
 
One of the key strategies relative to the employment of outstanding people and development of outstanding technologies and 
business techniques is: who is responsible for the various portfolios within the business?  This includes achieving targeted 
timeframes and team training in various portfolio areas. 
 
Once the business plan is finalised, it’s very beneficial to regularly review progress against the business plan that has been 
established.  If change is necessary, do what a sportsperson or a sporting team would do: adjust the target.  Just as every other 
aspiring mile runner did when Roger Bannister first broke the four-minute barrier for running one mile.  Soon after, a number of 
athletes repeated his success that had previously been treated as an “immovable barrier”.  If you implement these strategies to the 
business plan preparation, implementation and review, your business plan will truly be a “living document”. 
 
If you would like our assistance in any aspect of implementing a business plan for your organisation, please don’t hesitate to contact 
us. 

Fringe Benefit Tax Return Lodgements Now Due 

Fringe benefit tax returns for the fringe benefit tax year ended 31
st

 March 2015 are due for lodgement by 28
th

 May 2015.  If the 
payment of the fringe benefit attracted an entitlement to a GST input tax credit, this is known as “employers type 1 aggregate fringe 
benefit amount”, in this case, the FBT gross-up rate for 2014/15 is 2.080202 (previously 2.06047).  The second type of gross up is the 
“employers type 2 aggregate” fringe benefit amount that will be those fringe benefits where there are no entitlements to GST input 
tax credits, the FBT gross-up rate for 2014/15 is 1.8868 (previously 1.8692). 
 
Fringe benefit tax, whilst relating to benefits that have been made available to employees, is a tax payable by the employer.  The 
fringe benefit tax rate for this year is 47%. 
 
Items to consider as fringe benefits include: 

 car fringe benefits  airline transport benefits 

 loan fringe benefits  living away from home allowance benefits 

 debt waiver fringe benefits  entertainment benefits 

 expense payments  car parking benefits (in some cases) 

 housing benefits  property benefits 

 board benefits  

 
If you would like our assistance in the preparation of your fringe benefit tax return, please don’t hesitate to contact us at your 
earliest opportunity. 
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Portfolio Allocation Helps 

Management should ensure that consideration is given to allocating specific responsibility for all of the key portfolios within the 
business. 
 
What are the portfolios that relate to your business? 
 
Portfolios relate to specific tasks that are outside the mainstream day-to-day activities a person might normally perform.  The 
portfolio responsibilities need to be documented as specific work allocation with an indication as to who the person responsible for 
the portfolio reports to and at what times. 
 
Most businesses will have 40-60 portfolios that should be allocated to management and team members, to ensure the efficient 
operation of the business.  It’s not good management practice to have all of the portfolios allocated to one or two people. 
 
Consideration should also be given to the appointment of “replacements” if a person allocated to the portfolio is absent from work 
due to illness, holiday, study leave, long service leave, etc. 
 
Some of the portfolio allocations you might want to consider for your organisation include: 

 premises  customer relationship management  financial 

 premises maintenance  customer advisory committee  regular financial accounts 

 suppliers  ongoing communication with customers  insurance 

 ordering of stock  human resources  taxation 

 receipt of stock  hiring of staff  debtors 

 stock control  introduction of new staff  creditors 

 dealing with suppliers  staff training  budgets and cashflow forecasts 

 marketing  corporate governance  financiers 

 sponsorship  public relations  competition 

 advertising  director’s duties  competitors 

 social media  environmental issues  competitor’s file 

 marketing promotion  legal  

 customers  company secretary  

 
There are many other portfolio allocations to be considered in the formulation of a strategy for a business.  If you would like to have 
a discussion with us relative to suitable portfolio descriptions for your organisation, please don’t hesitate to contact us. 

Achieving High Performance Selling 

Selling is about finding out what people want, why they want it and talking to them about how you and your company can help them 
get it…this is the supreme law of selling. 
 
To be outstandingly successful in business, you must first have a “great idea”.  Then you have to turn that idea into an outstanding 
product or service and then you have to be very, very good at marketing and sales. 
 
Businesses need to develop a “sales factor”.  The “sales factor” is a “string of ideas”, just like puppet strings.  Once you know how to 
pull on each, you can make the marketplace move to any melody you want, such as more sales, more clients and a vastly improved 
lifestyle.  The “sales factor” is a combination of knowledge, attitude, skill and habits, driven by acceptance that a very high priority in 
business is the sales and marketing of a business. 
 
It’s not the solving of people’s problems and making them happy that’s at stake – it’s the “sales and marketing” of solving people’s 
problems and making them happier that’s important. 
 
Another way of saying the same thing – if you don’t “sell your business” to potential clients – then you won’t get a chance to sell 
your products or services to potential clients. 
 
This is why the art and science of professional selling are both critical to a business’ ongoing success. 
 
If you’re interested in exploring strategies for high performance selling within your business, please don’t hesitate to contact us. 

Corporate Governance Is Important 

If you’re a company director, you have the same corporate governance responsibilities as a director of a major public company, even 
though you’re running a much smaller business. 
 
Directors are responsible for appointment of a chief executive officer or a general manager and then monitoring the overall 
performance of the company.  This means that directors’ meetings should be held regularly.  The directors should receive written 
reports on all matters to be discussed at the meeting, preferably at least 48 hours prior to the meeting, so that directors can read 
the material prior to the meeting. 
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Corporate Governance Is Important (cont’d) 

Directors should be conscious of declaring any interest that they have in matters being discussed at the Board of Directors’ Meeting.  
There are many items to be considered under corporate governance, including: 

 Ensuring assets are purchased in the company’s name. 

 Ensuring that any borrowings the company does are at the best possible terms. 

 Implementing a system of internal control throughout the business. 

 Reviewing budgets and cashflow forecasts. 

 Ensuring regular financial reports and key performance indicators are prepared and analysed. 

 Ensuring the staff are employed under appropriate agreements and that staff evaluations are conducted on at least an annual 
basis. 

 At each Board of Directors’ meeting, seeking assurance from the company’s principal accounting officer that all debts are 
being paid in the normal course of business. 

 Ensuring management is reviewing any environmental issues that may affect the business. 

 Enquiring as to whether appropriate risk management strategies have been implemented relative to the Personal Property 
Securities Register (PPSR). 

 Management strategies for other events that may affect the business have been introduced, including weather, armed 
robberies, death or inability of key personnel to perform their duties. 

Identifying Your Business’ Mission 

Business leaders need to articulate the business’ culture. 

 Get the culture right and the business will attract the right team members. 

 The key is to ensure the team members are all “on the bus – sitting in the right seats” (in other words, the team members 
have embraced the business’ culture).  Thus, they’re “on the bus” and the team members have been mentored on their career 
prospects and are seated with an appropriate person (eg their mentor). 

 The business management and team should discuss the mission values for the organisation. 

 This is the foundation for your organisation – management and the team members need to have personal alignment and 
commitment to the business’ mission if the business is going to succeed. 

 What is the core purpose of your business? 

 Is your business achieving its mission values? 

 If not, what changes are necessary within the business? 
 
Some questions which might assist you are as follows: 

 What do you love about your work? 

 What do you not love about your work? 

 Why do you do this type of work? 

 What do you do to contribute to achieving the business’ mission values? 

 What problems have you identified? 

 Is your business responding to customers’ requirements? 

 What changes have you identified as being necessary within your business? 
 
If you would like some assistance relative to identifying your business’ mission and/or analyse the changes that might be necessary 
to achieve your business’ mission, please don’t hesitate to contact us. 

 
 
 
 

 
 
 
 
 
 

 
An Important Message 
While every effort has been made to provide valuable, useful information in this publication, this firm and any related suppliers or associated 
companies accept no responsibility or any form of liability from reliance upon or use of its contents.  Any suggestions should be considered 
carefully within your own particular circumstances, as they are intended as general information only. 
 
 

 

 

Our business, is understanding your business. 

T: (07) 4431 0333   F: (07) 4431 0222 

PO Box 3820, Hermit Park, Q 4812 


