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	Be sure to read each article with the mindset “How this could apply to our business”. Thinking of it that way will guarantee that you get value. Also make copies for each team member. To really make sure something positive happens, work with your business development specialists to talk your team through ideas.
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	“You can't overestimate the need to plan and prepare.  In most of the mistakes I've made, there has been this common theme of inadequate planning beforehand.  You really can't over-prepare in business!”

Chris Corrigan, 2003

	

	

	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.
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Family Businesses – Making Them Work


Many SME operators are also family businesses.  Family businesses present their own unique challenges relating to:


Planning for the retirement of the principal


Succession planning


Employment of family members


Employment of outside management


Appointment of external directors


Development of a family charter


Distinguishing the ‘business’ from the ‘family’


Reviewing the ownership structures with regard to: 


superannuation


capital gains tax


fringe benefits tax


It is also a good idea to conduct an annual review of the business to ensure that:


All important matters have been written down


The systems manual is up to date


A succession plan has been prepared


Insurance policies both on the business assets and on the key individuals have been reviewed 


Full and frank consideration of what would happen if the key persons are not available the next day


There are many questions relating to successful operations of a family business.  Please contact us if you would like to discuss the effective planning of your family business.





Marketing Will Help You Succeed


In this day and age marketing is a multi-layered activity which can make a massive difference to your clientele, your growth and your bottom line.


You need to ask yourself some questions:


What do you want to achieve in your business?


What are your personal goals?


What are your business goals?


Have you set any goals? 


These types of questions need to be answered before undertaking the task of preparing a business plan.


What are your differences?  What makes you unique?  What are your strengths and weaknesses?


Many people consider marketing to be advertising or promotion, however marketing is much more than that.  Marketing is a number of related activities which start from producing products and services that meet people's needs, making those products and services available and letting potential customers know of the existence of the products and services.  The key strategy is to concentrate on keeping the customers and clients coming back again and again.  Marketing is concerned with everything involved in the transfer of goods or services to your customers.


The aim is to provide the right product or service at the right price, at the right place with the right promotion.


The key questions to be asked include:


What is your product or service?


How do you determine its price?


Who is your target demographic?


Where and how do you sell? - Direct?  Through Agents?  Over the internet?


What do you do to promote your product to your customers or potential customers?


A marketing review is a very important component of the business planning process.  Factors which can be important today include branding, accessibility via the internet, perceived social responsibility and technology compatibility.





What’s it Mean?


Accounting Period  Any period of time utilised to measure accounting performance e.g. 1 year, 1 month, 3 months.


Benchmarking  The comparison of operating figures, both financial and non-financial, from one firm with another, or a group of others.  Comparing your business to others undertaking the same sort of work can help you to see how yours is doing and can assist in achieving Best Practice Management.


Capitalisation Rate  In valuing businesses the future maintainable profit is expressed at a Capitalisation Rate.  The Capitalisation Rate is the rate of return that a prudent, arms-length, interested – but not anxious – investor would require from an investment in this type of business after the allowance for reasonable management salaries.








Insurance for SMEs


It's no use working very hard in building up a small business if you then have a fire, flood or cyclone or are sued by a customer or client and potentially lose a lot of money or even your business, when for a relatively small cost, you could have insured against many of these catastrophes.  The Westpac Bank has indicated that one in three small businesses is under-insured.


Just as you plan how your business is going to operate from a marketing, staff, operational, premises point of view, you also need to plan appropriate insurance covers which give you a realistic amount of cover in the event of a loss.


Many small business operators utilise the services of an Insurance Broker to research the market and make recommendations to the SME operator on appropriate insurance covers available within the market.


You need to prepare a list of the assets owned by your business and ensure that those assets are insured for their replacement value.  This is normally referred to as ‘Fire & Specified Perils’ insurance cover.  


There are policies available to compensate the business in the event of an economic loss.  These are normally called ‘Consequential Loss of Profits Insurance’ and you might need advice on an appropriate level of cover for these types of policies.  


You could also consider ‘Tax Audit’ insurance.  


All business operators should also ensure that they have a ‘Public Liability’ insurance cover and in most cases these days, the minimum amount considered prudent is $10M.  


Depending on the type of business you're operating, you may also need a ‘Product Liability’ insurance cover.  


If your business is giving advice to clients and customers, then you'll probably require ‘Professional Indemnity’ insurance cover.


Many businesses also insure their key people for an event such as death or permanent disability.  This is called ‘Key Person’ insurance.  


Many partnerships and companies have insurance policies on the partners and shareholders called ‘Partnership’ or ‘Shareholder’ insurance.  


‘Income Protection’ insurance is also available which enables you to cover yourself for about 75% of your wage/salary in the event of illness or accident.  The premiums payable for ‘Income Protection’ insurance are tax deductible.  


If you're operating through a company, then there is a special insurance policy for directors and officers of companies, known as ‘Directors & Officers’ insurance, which covers directors and officers for many events, other than illegal activities.


We can assist you in a review of your insurance requirements and will be happy to liaise with your Insurance Broker or alternatively recommend an experienced Insurance Broker to advise you on your insurance requirements.
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