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Everyone Has Risks 

Recent events in the Australian government have highlighted the necessity for senior government officials to implement strategic 
plans, factoring in reasonable allowances for risks.  Businesses also need to be very conscious of developing strategies for handling 
risks. 
 
The key requirement is to identify the risks and the potential risk exposure to the business and then determine a risk mitigation 
strategy.  Some examples of risk management strategies that businesses could look at include: 
 

Risk Risk Exposure Risk Mitigation Strategy 

Cashflow The liquidity exposure caused by 
increasing business activities, thus 
leading to increased debtors and 
increased operating expenses, 
particularly wages. 

 Investigate cashflow facilities, including review of benefits 
from introducing a debtors’ financing facility and reviewing 
the effectiveness of the business’ debtors’ management 
system. 

Poaching of Skilled 
Staff 

Offering higher wages and 
conditions. 

 Development of incentive packages and continuous 
development of “team” approach, which will make the 
business an employer of choice, including daily and weekly 
team meetings. 

 Real commitment to staff training. 

 Continuous expansion of the business. 

Management Skills Lack of skilled management team 
members to enable the business to 
grow and expand. 

 Ongoing recruitment of capable team members who can be 
trained as managers. 

 Implementation of management team culture. 

 Daily team meetings. 

 Weekly overview meetings. 

 Monthly management team meetings. 

 6-monthly retreat planning meetings with the Board of 
Directors/Board of Advice. 

 Incentives for management team members to undertake 
further management training (eg Australian Institute of 
Management courses, Australian Institute of Company 
Directors diploma course, public speaking training, project 
management, lean management training) 

 Allocation of portfolio responsibility to broaden 
management team members’ appreciation of the “total 
business environment”. 

Occupational Health 
and Care 

The business has a duty of care to a 
range of stakeholders, including team 
members, clients, suppliers, 
contractors, members of the public 
visiting the business’ premises and 
team members visiting other 
business’ premises. 

 Management will identify particular OH&S issues that could 
relate to team members engaged by the business, to ensure 
appropriate strategies have been determined to deal with all 
OH&S issues affecting the business. 
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SuperStream 

SuperStream is part of the government’s superannuation reform package. 
 
SuperStream will provide a consistent, reliable electronic method of transacting linked data and payments for superannuation.  The 
goal is to improve the efficiency of the superannuation system, to improve the timeliness of processing of rollovers and 
contributions and reduce the number of lost accounts and unclaimed monies. 
 
Businesses with 20 or more employees must be compliant from 31

st
 October 2015 and those with 19 or fewer employees must be 

compliant by 30
th

 June 2016. 
 
We can provide you with a copy of a step by step guide to preparing for SuperStream.  Please contact us if you wish to obtain this 
copy. 
 
If you have any questions or require assistance on the implementation of SuperStream, please don’t hesitate to contact us. 

Exporting – Where To Start? 

There are 35,000 exporters with less than $5M turnover in Australia.  There are significant benefits for a small/medium enterprise to 
consider exporting to overseas’ markets. 
 
The prime growing products for small/medium enterprises to consider are education, tourism and agribusinesses, together with 
professional services (including scientific and technical services) and healthcare. 
 
The key markets identified overseas for Australian small businesses include China, New Zealand, USA and India. 
 
One of the big problems most small/medium enterprises have when considering exporting is access to finance.  This is caused by the 
business tending to grow very fast and, in many cases, stock needs to be developed before export activities can commence.  This can 
be a drain on cashflow. 
 
Where do you start in creating a culture of exports within your business? 
 
In the first instance, you need to know more about the markets you’re considering.  Research at the very beginning is very 
important.  You need to identify the right market for your products.  The Australian government has an organisation called Austrade, 
represented in every state capital, which can assist in identifying potential export markets for your business.  Each state also has a 
department to assist in export sales. 
 
The key document for you to produce is the export strategy plan, which identifies the products you would like to produce and the 
markets you’re targeting.  This document should also include details of market exploration trips you’ve undertaken, your potential 
partners, distributors, customers, custom requirements in overseas countries and the regulations relative to your products. 
 
To be successful in exporting, you would have to have spent some time travelling, meeting people and determining how you need to 
modify your product, at a reasonable cost, to suit the requirements of a particular market. 
 
How big is the market?  Is there a potential for you or is it already over-supplied? 
 
The Export Finance Insurance Corporation (EFIC) can supply financial assistance for small/medium enterprises, to help them into the 
export market.  This can take a number of forms and could include a guarantee being issued by EFIC to your bank, to facilitate extra 
facilities for the production of stock that’s destined for export markets. 
 
If you would like to have discussions with us relative to the preparation of an export strategy plan, please don’t hesitate to contact 
us. 

Personal Property Securities Register – Changes 

The Australian government has changed the PPSA so that deemed leases of serial numbered goods for 90 days or more no longer 
need to be deemed a “security interest”, therefore, a lease or bailment for a term of 90 days or more doesn’t have to be registered 
on the PPSR.  This will mean that, from 1

st
 October 2015, hires and bailments for a term less than 12 months will generally not be 

considered as a “security interest”. 
 
Leases or bailments for less than 12 months will only give rise to a security interest and require registration if they “in substance” 
secure payment for performance of obligations. 
 
It’s important to note that these changes are not retrospective prior to 1

st
 October 2015. 

 
If you would like to have a discussion with us relative to these changes, or any other item relative to the PPSA, please don’t hesitate 
to contact us. 
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Problems With Personal Property Securities Act 

Recently, a media release from Elevating Work Platform Association Australia Inc has highlighted the ongoing problem under the 
PPSA and the associated PPSR.  The article indicates that “the Australian construction hire companies are losing millions of dollars 
through the PPSA, which allows creditors to seize rented equipment as part of a liquidated business’ assets.” 
 
“Under the Personal Property Securities Act, hire company assets can be seized by another secured creditor (usually a bank) when in 
the possession of a liquidated business – ignoring the fact that this equipment is owned by the hire company.” 
 
The spokesman said, “Since the Act was introduced three years ago, it is estimated to have cost the industry tens or even hundreds of 
millions in lost assets and legal fees, saying nothing of the administrative burden.” 
 
“There is a misconception that the Personal Property Securities Act protects these businesses.  On the contrary, it legislates for 
ownership to be taken away from these companies and handed on a plate to the banks.” 
 
“On top of this, the hire company may still be liable for any monies owed on the assets that have been taken from them.” 
 
If you have concerns on your potential exposure to the PPSA, please contact us for a review of your systems. 

Preferential Payment Claims Increasing 

It’s apparent that many businesses are receiving claims from liquidators for preferential payments that are alleged to have been 
made to a business. 
 
The Corporations Act defines unfair preference payments as: “A transaction is an unfair preference given by a company to a creditor 
of the company if, and only if: 
(a) the company and the creditor are parties to the transaction (even if someone else is also a party); and 
(b) the transaction results in the creditor receiving from the company, in respect of an unsecured debt that the company owes to 

the creditor, more than the creditor would receive from the company in respect of the debt if the transaction were set aside 
and the creditor were to prove for the debt in a winding up of the company; 

even if the transaction is entered into, is given effect to, or is required to be given effect to, because of an order of an Australian court 
or a direction by an agency.” 
 
One way to avoid this type of claim is for a business to have registered the customer on the PPSR.  This requires a Terms of Trade 
Agreement and a Retention of Title Agreements to have been submitted to the customer and signed by the customer and for the 
necessary registration to have been made on the PPSR, to give effective protection. 
 
If you would like to have a discussion with us relative to the establishment of a due diligence review on your systems, to protect 
your business from problems associated with the PPSA, please contact the accountant who attends to your affairs. 

Getting Presentations Right 

Business people have many opportunities to make a presentation.  In fact, each time a presentation is made, your business in on 
trial.  How much thought goes into a presentation, whether it’s at a conference, via webinar or video or a Skype consultation?  In 
each case, a performance is required so that you can have the audience feeling inspired.  You might not appreciate it, but you’re 
making presentations virtually every day.  Improving those presentations can have a great bearing on the success of your business. 
 
To make a great presentation: 

 You need to plan what you’re going to say.  Prepare script notes. 

 You would probably need PowerPoint slides.  Don’t include too much information. 

 Make sure the printing is large enough to be seen from the back of a room. 

 Make sure the presentation technology is working properly. 

 Practise your presentation, particularly the key points. 

 Look at it like a TV show – have you identified the “vision” you’re trying to portray (this would normally be the role of a 
producer)? 

 Have you thought through a “compelling story” to be included in your presentation?  This would normally be a task done by a 
scriptwriter. 

 You will need to make an “Oscar-winning” performance.  To do this, you will have to “present the part”.  This is the star’s role. 
 
In making your presentation, consider the following: 

 Could the presentation be made differently? 

 Are you bringing enthusiasm and product knowledge into the presentation? 

 Look at the presentation “critically”, the way a director would, potentially including the “tongue-lashing”. 

 How do you think the most important group of all – “the audience” – is going to react?  Are they bored or are they listening 
intently to every word and absorbing what you’re saying? 

 
If you don’t practice your presentation, you won’t give an outstanding, “Oscar-winning” performance. 
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Prospecting To Fill The Sales Pipeline 

Businesses need to have a potential customer pipeline that can be continually refreshed, for the sales team to have new people to 
talk to. 
 
“Cold calling” is part of prospecting but is not the full story.  Prospecting probably includes: 

 targeted marketing 

 sending information to a potential customer 

 tracking potential customers from enquiries on blog pages and on the internet 

 recording the details into the CRM (Customer Relationships Management) system 

 inviting identified people to webinars, video sessions or face-to-face presentations on your products or services 

 sending articles on some aspect of your business 
 
A good process on prospecting will smooth the way when the sales person makes contact with a potential customer.  It’s far better 
for your prospect to know something about your business before the first “cold call” is made. 
 
Sales people need to think through the reason that they’re making the call to a prospect and what value-add can be introduced to 
the prospect to improve the experience from the potential customer’s point of view. 
 
Businesses need to ensure that prospecting is undertaken on a consistent basis, as this will improve the success rate.  Businesses 
should record the “hit” rates at various levels of the prospecting process, so that the number of initial contacts that need to be made 
can be factored into the sales pipeline.  This is where the past history of the business is very important: 

 How many introductions or contacts did you have last year? 

 How many proposals were submitted? 

 What percentage does this represent of the introduction/contacts? 

 How many orders were received? 

 What percentage does this represent of the proposal submitted? 

 A strategy plan can then be developed, built around the budgeted sales for this year.  What is the average sale of the business’ 
products? 

 How many sale contracts are needed to achieve the sales target? 
 
It’s then possible to work backwards to determine how many introductions/contacts need to be made to ensure that the 
prospect/sales pipeline would work effectively for your business. 
 
If you require any assistance in the development of a prospect/sales pipeline, 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 


