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Conflicting Messages Don’t Help 

There are definitely some conflicting messages around Australia at present: 

 Unemployment is rising in Western Australia and Queensland. 

 Business conditions are very tough in some areas. 

 Interest rates are at record lows. 

 The government is having trouble getting the Free Trade Agreement with China passed by the Senate.  Exporters can see the 
benefit from freeing up trade conditions with China.  On the other hand, others are worried about the effect on Australian 
jobs, yet the proponents for the Free Trade Agreement are arguing that the increased exposure to China will increase jobs. 

 Recent corporate results, released on the Stock Exchange, indicated that corporate Australia is in reasonable shape. 

 Over recent months, there’s been a continuous decline in the value of the Australian dollar vs the US dollar. 

 Commodity prices are causing some problems. 

 Banks have been going to the market to raise additional capital to meet the regulatory capital requirements. 

 A very large number of Chinese tourists visited Australia last month. 
 
What does all of this mean to small/medium enterprises? 
 
With the lowering of the Australian dollar, there are potential benefits for Australian exporters and tourist industry operators in 
Australia.  However, governments (mainly State) need to get their act together to approve some major projects that are in the 
application pipeline.  Many small businesses that are exporting, or potentially could export to China, are anxiously awaiting the 
decision on the Free Trade Agreement with China. 
 
All of this paints a rather confusing picture for small/medium enterprise operators. 
 
There are some real prospects in overseas countries for a number of SME operators.  In the meantime, you need to closely manage 
your business, watching your debt level, your debtors’ days outstanding and your Key Performance Indicators within your business, 
to keep your business performing in a satisfactory manner. 
 
If you would like to have a discussion with us relative to the development of strategies for your business, possibly in anticipation of 
the Free Trade Agreement with China being ratified, please don’t hesitate to contact us. 

The Media Can Help 

Many business operators don’t recognise the significant benefits that can be obtained from issuing regular media releases or 
conducting media conferences, to announce a new product, service, etc., for their business.  News is created out of notable change, 
however you have to be able to inform the media of that change. 
 
There are significant benefits for a business to feature in front page headlines or even within editorial comments.  To achieve this, 
the media must recognise the aspects of your business you wish to promote as “news”.  If you choose to ignore the use of the 
media, then you would have lost a key opportunity to promote your business.  This is hardly good business sense. 
 
We can give you introductions to public relations consultants who can assist you with preparing newsworthy media releases. 
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Allocation Of Liabilities Is Important 

Directors need to note the decision that was made by the Federal Court in the CENTRO Properties case.  In this case, the court held 
that the directors were responsible for ensuring that there had been correct treatment of items within the balance sheet.  The case 
arose over a challenge as to the treatment of some liabilities, which the court has decided should have been treated as “current 
liabilities” (i.e. could be repayable in the next 12 months), rather than long-term liabilities (i.e. liabilities that, in the normal course of 
business, don’t have to be repaid until 12 months’ time). 
 
The court found that the “directors failed to take all reasonable steps required of them and acted in the performance in their duties 
as directors, without exercising the degree of care and diligence the law requires of them”. 
 
Even though this case involved a major public company, decisions made in cases such as this, relate to all companies.  Therefore, this 
judgement needs to be reviewed by all company directors, as it emphasises a very important aspect of a company director’s duties 
and that the directors are signing off on the financial accounts.  Furthermore, company directors need to have satisfied themselves 
that the financial accounts have been correctly prepared and that a correct calculation has been made of liabilities the Corporation’s 
Code     deems to be “current liabilities”. 
 
If you have any concern relative to the treatment of any item within your financial accounts, please don’t hesitate to contact us for a 
discussion. 

Do Something Different! 

As a business operator, you need to be continually thinking about new marketing techniques. 
 

 How do you get your foot in the door? 

 How do you get someone’s attention? 
 
The key is to do something different that adds value to the relationship.  You need to develop a strategy that would get you through 
the door and add value and sustain the connection with the person you’ve targeted. 
 
One way that’s becoming popular is to revert back to “snail mail”.  Seems a bit strange, however it differentiates what you’re 
sending to your targets from what they’re currently receiving, which is probably hundreds of emails a day and communications via 
webinar and Skype. 
 
Some people suggest that a handwritten note to your target, using a pen or a texta, that’s not black or blue, is a great way to get 
someone’s attention. 
 
Another way is to send a handwritten card with a special message in it, targeted at the person to whom you want to pitch a 
proposal. 
 
The key to open up the communication channel is to find out what your target is interested in and, if you can, find out what’s 
“bugging” them.  Then you can write the relevant message in your letter or card to show them that you understand and to give them 
a brief overview of what you might be able to do for them. 
 
There are many other different ideas that you could try, in an attempt to gain someone’s attention.  The only way you’ll know what 
works is to test the different strategies, record the results, identify what works for you and the prospects you’re targeting. 
 
Good luck with doing something different. 

Are You Planning For Succession? 

In planning for succession, some of the questions to consider include: 

 Have you developed a strategic plan for the business which incorporates succession planning? 

 Have you visualised what the “end” is for your family business (eg succession by the next generation), the sale of the business 
or an initial public offer? 

 Have you considered a strategy for 'professionalised ‘management of your family business’”? 

 Have you established procedures to determine issues relating to the family and the family business? 

 Have you established policies relative to the employment of family members? 

 Have you established policies relative to the remuneration to be paid to family members? 

 Have you benchmarked the family business’ performance against other similar businesses? 

 Have you established policies and procedures that would enable the family business to employ external executives, possibly 
including an external CEO? 

 Have you established policies and procedures for the family to appoint a Board of Directors and for the possible appointment 
of some external directors to the Board of Directors? 

 
A strategic plan includes strategies to assist in the development of family businesses and protocols relative to a Family Constitution, 
succession plan and the appointment of a Family Council (if any). 
 
If you would like any assistance with the development of a succession plan for your business, please don’t hesitate to contact us. 
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Benchmarking Helps Business Performance 

Benchmarking is a comparison of a business’ operating Key Performance Indicators and financial ratios with best practice and 
average performance data relating to similar businesses. 
 
The key item to be analysed is profit.  Profit is driven by some key drivers, including: 

 staff; 

 equipment available in the business; and 

 the business’ customers. 
 
Benchmarking can assist management to develop a strategy on how to move ahead because the management team would 
understand the strengths and weaknesses within the business. 
 
In undertaking benchmarking, it’s important to ensure you’re comparing “apples with apples”.  This means that, if a business has its 
own property and employs an owner as the managing director on a very low salary, then a notional rent and a realistic market-based 
salary would be included for the CEO in the adjusted Profit and Loss Account. 
 
It’s also necessary to ensure that any personal expenses paid for by the business are eliminated from the Profit and Loss Account.  If 
your business is involved in more than one activity, it's also desirable to split your business into separate operating activities.  This 
will enable the individual components to then be benchmarked against other similar businesses. 
 
Benchmarking enables a comparison of the individual components of the business to be analysed, including: 

 gross revenue figure  qualified trades staff/professionals 

 number of staff  labourers and apprentices 

 salaries and wages per team member  office staff 

 salaries and wages on-costs  total personnel 

 calculation of gross profit percentages  key expenses 

 labour to turnover percentages  other overhead expenses 

 sales growth percentages  debtors’ days outstanding 

 return on investment  current ratio 

 net profit percentage of turnover  acid test 

 income per working owner  stock and WIP 

 hours worked per owner per year  capitals turnover 

 income per qualified tradesperson/professional  interest cover 

 working owners  sales per square metre of space 
 
This will enable your business to then be compared against other businesses. 
 
We recommend that you closely analyse the Key Performance Indicators revealed by the benchmarks and try to ensure your 
business develops strategies to match the best benchmarks in each category. 
 
By undertaking a benchmarking exercise, your business will be in a far better position to build a game plan for the activities to be 
undertaken over the next few months, to try and rectify any deficiencies that have been identified in the benchmarking process. 
 
If you would like assistance in the conduct of a benchmarking analysis on your business, please don’t hesitate to contact us. 

Debt Covenants 

It’s a good idea to review your bank loan facility documents, at least on an annual basis, and prepare a summary of those documents 
and reports on which you’ve agreed to supply information to your bank, lender, finance company, etc., throughout the year. 
 
These covenants could include: 

 Working Capital to Borrowed Funds Ratio 

 Debt to Equity Ratio 

 Dates when regular reports need to be lodged with the bank, including: 
- Trading and Profit and Loss Account 
- Trading and Profit and Loss Account Ratio Analysis 
- Balance Sheet 
- Balance Sheet Ratio Analysis 
- Debtors’ Aged Analysis 
- Creditors’ Aged Analysis 
- Summary of Investment in Work in Progress 
- Summary of Investment in Stock 
- Updated Cashflow Forecasts 

 
This will help you ensure that you’re complying with the covenants that your bank or finance company established when you 
created the facility for your business. 
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Development Of New Customers Is Important 

Does your business have a customer development system, including: 

 New customers – do you have a credit application form for a potential new customer to complete and return to you? 

 Do you check the potential new customer’s credit references and make a decision on the credit limit, Terms of Trade, etc., to 
apply to that customer? 

 Do you prepare and send a “Welcome to New Customer” letter that sets out the Terms of Trade to which you’ve agreed? 

 Does your system require consideration to be given as to whether the transactions, that are likely to occur with a new 
customer, warrant a registration being made on the Personal Property Securities Register? 

 In this case, have you implemented systems that enables sending a new customer the Terms of Trade Agreement and the 
Retention of Title Agreement for the customer to sign and return to you? 

 Does your system ensure that full details are received of the people in the new customer’s organisation with whom your sales 
team need to communicate relative to sales being made? 

 If a new customer is a private company, do you request Directors' Guarantees and, when you receive the Directors' 
Guarantees, are they filed in an appropriate safe location so that they will be available if required at some future date? 

Some Fear Can Help! 

Many small/medium enterprise operators need a healthy amount of fear to stay focused on the main game.  However, you need to 
ensure you’re not overrun by fear but rather motivated by fear. 
 
The key is to “own mistakes”.  Look at what you’ve done in the past.  Can you now do it differently to get a different result? 
 
To succeed in business, you need a passion and a vision.  To be successful, you need to think big and not get too worried about the 
small obstacles you’ll meet during your business journey.  You need to stay focused and disciplined. 
 
However, you won’t achieve much without a team effort.  You need to engage people around you who can assist. 
 
Business life – life in general – is a journey to which there’s no going back.  Business people need to be proactive.  Deal with what 
you’ve got.  You need to be observant and keep your mind open to new developments and strategies you can utilise within your 
business. 
 
If you would like a discussion on setting strategies for your business, we’d be happy to have a conversation with you. 

Government Grants For SMEs – Reminders 

Research and Development Tax Incentive 
If you’re operating your business as a company and the company spent more than $20,000 on R&D in the year ended 30

th
 June 2015 

and you wish to claim the Research and Development Tax Incentive, the company has to register with AusIndustry by 30
th

 April 2016 
or the date of the lodgement of the company’s income tax return – whichever is earlier. 
 
If you would like us to review your R&D position, please contact us. 
 
Export Market Development Grant 
If you’re exporting or planning to export and spent more than $15,000 on export market expenditure in the 2014/15 financial year 
and your turnover is under $50M, irrespective of your business entity, you could submit an Export Market Development Grant 
application with Austrade.  Applications close 30

th
 November 2015. 

 
If you have any questions, please 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 


