
by the study, which found 
that an overwhelming 82 
percent of small business 
owners would welcome a 
system that automatically 
recorded business transac-
tion and reduced the time it 
took to complete their fi-
nancial reporting. 

Australian small business 
owners feel overwhelmed 
by financial reporting obli-
gations, according to a new 
study by American Express 
out today. 

The Tax Time-Time is 
Money study found that 
over 60 percent of small 
business owners are primar-
ily responsible for the 
preparation of their finan-
cial reporting and spend 
almost one Sunday a month 
or almost 60 hours a year 
going over their books. 

The study also reveals that 
more than 40 percent of 
small business owners 
spend their evenings fulfill-
ing financial reporting obli-
gations and more than one-
in-three small business 
owners undertake tax re-
porting on the weekend. 

Only 17 percent of small 
business owners believe the 
Henry Tax Review will de-

liver simplified financial 
reporting and save time and 
money. An additional 83 
percent of business owners 
believe there is still too 
much red tape and regula-
tion attached to small busi-
ness financial reporting. 

According to Australian tax 
expert Adrian Raftery, AKA 
Mr Taxman, these statistics 
reveal the need to update 
the reporting process. 

άaŀƴȅ ǎƳŀƭƭ ōǳǎƛƴŜǎǎŜǎ ŀǊŜ 
drowning in a sea of re-
ceipts and paperwork when 
it comes to compiling BAS 
and end of financial year 
ǊŜǇƻǊǘƛƴƎΧόǘƘŜȅύ Ŏŀƴ ŦƛƴŘ 
some respite by streamlin-
ing and automating report-
ƛƴƎ ǇǊƻŎŜǎǎŜǎέΦ 

A popular way to streamline 
the process is to have a 
dedicated business card 
that automatically collects 
and complies receipts. 

This response is supported 
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Dear Valued Customer, 

It is with great excitement that I advise you that my wife Carmen and I have purchased the furniture wholesale busi-
ƴŜǎǎ ά{ǘŜǿŀǊǘΩǎ ²ƘƻƭŜǎŀƭŜǊǎέ ŀǘ DŜŜōǳƴƎ ƛƴ .ǊƛǎōŀƴŜ ŦǊƻƳ /w ϧ 9w {ǘŜǿŀǊǘ tǘȅ [ǘŘΦ 
Having managed the business for the last two and a half years we have taken ownership of the business including the 
ǘǊŀŘƛƴƎ ƴŀƳŜ ƻŦ ά{ǘŜǿŀǊǘΩǎ ²ƘƻƭŜǎŀƭŜǊǎέ ŜŦŦŜŎǘƛǾŜ aƻƴŘŀȅ aŀȅ мл нлмлΦ 
The purpose of this letter is to not only advise you of the change of owner ship but more importantly to thank you for all 
of your support and service over the past years and of course we look forward to continuing this relationship long into 
the future. 
The most important point is that really nothing changes apart from the Company Name, please ensure you update your 
records. 

 

Company Name Contact Details ABN/ACN Bank Details 

J. & C. Gilbert Pty Ltd 
trading as 
{ǘŜǿŀǊǘΩǎ ²ƘƻƭŜǎŀƭŜǊǎ 
246 Robinson Rd, 
Geebung Qld 4034 

Phone: (07) 3265 2246 
Fax:      (07) 3265 3911 
Mobile: 0400 208192 
Email: geebung@stewartsales.com 

ABN: 12 672 756 023 

ACN: 142 945 275 

  

Westpac Geebung 

BSB: 034-254 

A/C No: 154806 

Taken from an article by Julia Clarke 
in Dynamic Business 17 June 2010 

www.dynamicbusiness.com.au 

http://www.dynamicbusiness.com.au/wp-content/uploads/2010/06/Tax3.jpg
http://www.dynamicbusiness.com.au/articles/articles-author/julia-clarke/
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The end of the financial year 
can feel like a blur of papers, 
ƴǳƳōŜǊǎ ŀƴŘ ƳƻƴŜȅΣ ōǳǘ ƛǘΩǎ 
worth taking the time to re-
flect on your end of financial 
year results and put together a 
business plan for the new 
year. 

If you already have a business 
Ǉƭŀƴ ǘƘŜƴ ǘƘŀǘΩǎ ŀ ōƛƎ ǎǘŜǇ ƛƴ 
the right direction. If you 
ŘƻƴΩǘΣ ǘƘŜƴ ƴƻǿ ƛǎ ŀ ƎǊŜŀǘ ǘƛƳŜ 
to put one in place. The bene-
fits of having a plan are signifi-
cant, particularly in giving you 
a clear vision of where you are 
heading and how you are go-
ing to get there. Even if you 
are already working to an 
established business plan now 
is a good time to review and 
revise this plan for the new 
financial year. 

Take time to reflect on 
EOFY 
LǘΩǎ ƛƳǇƻǊǘŀƴǘ ǘƻ ǊŜǾƛŜǿ ŀƴŘ 
reflect on your end of financial 
ȅŜŀǊ ǊŜǎǳƭǘǎΦ 9ǾŜƴ ƛŦ ȅƻǳΩǊŜ 
happy with your results, still 
use the opportunity to sit 
down and see what worked 
ŦƻǊ ȅƻǳΣ ǿƘŀǘ ƘŀǎƴΩǘ ŀƴŘ ǿƘŀǘ 
you would like to improve on 
over the next 12 months. Re-
flection gives you a chance to 
work out why you achieved 
the results you did, rather 
than just accepting what has 
occurred and not giving it 
another thought. 

LŦ ȅƻǳ ŀǊŜƴΩǘ ǘƻƻ ƘŀǇǇȅ ǿƛǘƘ 
your results this year, then 
ǘƘŜǊŜΩǎ ŜǾŜƴ ƳƻǊŜ ǊŜŀǎƻƴ ǘƻ 
ǊŜŦƭŜŎǘ ƻƴ ǿƘŀǘ ŘƛŘƴΩǘ ǿƻǊƪΦ .ȅ 
carefully analysing your results 
you can isolate each area and 
work out what needs improv-
ing. Reflecting on your busi-
ness is a powerful self-
evaluation tool and will give 
you the knowledge to improve 
the way you work. 

If you set goals for the past 
financial year then ask your-
self whether you achieved 
them. If you did, then you 
probably have good systems in 
place and should set yourself 
bigger, brighter goals for the 

next 12 months. If you had 
goals in place, but they 
ƘŀǾŜƴΩǘ ōŜŜƴ ŀŎƘƛŜǾŜŘΣ ǿƻǊƪ 
out what went wrong. By 
reviewing you can find out 
where you lost direction. If 
ȅƻǳ ŘƛŘƴΩǘ ǎŜǘ Ǝƻŀƭǎ ƭŀǎǘ ȅŜŀǊΣ 
then you will benefit from 
creating a business plan that 
sets out your goals and a 
clear path to reach them. 

5ƻƴΩǘ ŦƻǊƎŜǘ ǘƻ ǊŜŦƭŜŎǘ ōŀŎƪ 
on your marketing objec-
t ives and act iv i t ies 
too.  What worked, what 
ŘƛŘƴΩǘ ŀƴŘ ǿƘŀǘ Řƻ ȅƻǳ ƴŜŜŘ 
to change for the next year? 

Create a plan 

Based on the insights you now 
have on the past financial 
year, incorporate the areas for 
improvement or issues inden-
tified into your new or up-
dated business plan.  5ƻƴΩǘ 
reflect and forget. 

When you create a business 
plan, it can feel a little daunt-
ing, however you are the big-
gest expert in your business 
and best placed to determine 
what you and your team are 
capable of achieving. As a 
business owner you have the 
opportunity to choose your 
own path and create a unique 
business plan that helps guide 
you. 

.ŜǿŀǊŜ ƻŦ ǘƘƛƴƪƛƴƎ Ψƛƴ ǘƘŜ 
ōǳōōƭŜΩΦ !ƭǿŀȅǎ ƳŀƪŜ ǎǳǊŜ 
you do your research when 
developing a plan, check out 
your competitors, target mar-
ket and industry to get an idea 
of how you could be perform-

ing. 

There are a number of areas 
that you should focus on when 
creating, or reviewing, a busi-
ness plan. The first area is 
cashflow. Cash flow is an inte-
gral part of your business and 
ƛǘΩǎ ŀǘ ǘƘƛǎ ǘƛƳŜ ƻŦ ȅŜŀǊ ǘƘŀǘ 
you can get a true snapshot of 
past performance to assist 
with cash flow planning. 

How did you perform over the 
last 12 months? Was your 
cashflow management effec-
tive or do you need to make 
improvements? How could 

you better manage relation-
ships with customers and 
suppliers to maintain consis-
tent cashflow? Having a good 
relationship with your suppli-
ers is also vital, as it means 
you will know about any 
special deals coming up and 
feel confident asking how 
you can get better value for 
your money. 

During the recent downturn, 
you may have cut down your 
staff to the bare minimum. 
Now is the time when busi-
ness owners are looking to 
start growing again. For the 
new financial year work out 
how your employees per-
formed and the return you 
are getting on what can be 
your biggest investment. 
¸ƻǳΩƭƭ ƴŜŜŘ ŀ ōŀƭŀƴŎŜ ōŜπ
tween optimal employee 
numbers in the short to me-
dium term and future expec-
ǘŀǘƛƻƴǎΦ LŦ ȅƻǳΩǊŜ ƭƻƻƪƛƴƎ ŀǘ 
hiring more employees then 
you need to work out how 
you are going to get to the 
Ǉƻƛƴǘ ǿƘŜǊŜ ƛǘΩǎ ǾƛŀōƭŜ ǘƻ Řƻ 
ǎƻΦ LŦ ȅƻǳΩǊŜ ƭƻƻƪƛƴƎ ŀǘ ƎǊƻǿπ
ing your business then make 
sure you have a good under-
standing of your finances. Is 
there enough capital to fi-
nance the possible growth? If 
not, how are you going to get 
to this point? 

! ōǳǎƛƴŜǎǎ Ǉƭŀƴ ŘƻŜǎƴΩǘ Ƨǳǎǘ 
have to be about the money 
side of your business. Take a 
look at how your relation-
ships track with customers 
ŀƴŘ ǎǳǇǇƭƛŜǊǎΦ ²ƘŀǘΩǎ ȅƻǳǊ 
customer satisfaction level? 
LŦ ȅƻǳ ŘƻƴΩǘ ŎǳǊǊŜƴǘƭȅ ǘǊŀŎƪ 
your customer satisfaction 
level it could be a great goal 
for the next financial year. 

Once you have a business 
plan in place, share your 
Ǝƻŀƭǎ ǿƛǘƘ ȅƻǳǊ ǘŜŀƳΦ ¢ƘŜǊŜΩǎ 
no point coming up with a list 
of goals you hope to achieve 
if no one else has an idea of 
the direction you want to 
head in. If you focus your 
ǘŜŀƳΩǎ ŜƴŜǊƎȅ ƻƴ ǿƘŀǘ ȅƻǳ 
want to achieve and make 
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Working With A Minimum Marketing 
Budget  

{ƻΣ ȅƻǳΩǾŜ Ǝƻǘ ϷрΣллл ǘƻ market 
your business, but how do you 
ƎŜǘ ǘƘŜ ōŜǎǘ ΨōŀƴƎΩ ŦƻǊ ȅƻǳǊ 
buck? Here are five marketing 
activities to help promote and 
grow your business. 

1. BUILD YOUR ONLINE  
BUSINESS 

Amazingly, around 60 percent of 
SMEs are yet to have a convinc-
ing presence online. With mil-
lions of consumers daily search-
ing online for products or using 
the internet to research a busi-
ness before making a buying 
decision, how can any business 
afford not to have an online 
shop front? $5,000 should get 
you a professional 10-page web-
site with online business func-
tions like e-news, e-commerce, 
blogs, forums and a back-end 
content management system 
(CMS) so you can administer 
and edit the site yourself. 

An online business, rather than 
just a website, allows you to sell 
products online, communicate 
with your customers, promote 
ǿƘŀǘΩǎ ƘŀǇǇŜƴƛƴƎ ƛƴ ȅƻǳǊ ōǳǎƛπ
ness and instantly view and 
measure all the results. Technol-
ogy advances now allow you to 
build secure zones within your 
site that only staff or VIP cus-
tomers can access, special pric-
ing and discounts throughout 
your e-shop and even forums 
where your customers can com-
ment and discuss your products. 

Around $4,000 should cover you 
for the design and development 
of a start-up online business 
with $1,000 left over from your 
budget for some online promo-
tion; after all, what good is an 
online business that nobody 
knows about? Google AdWords 
is a good start. Choose some 
common keywords that poten-
tial customers would use when 
searching for your products 
online, set your daily budget 
and sit back and watch your site 
visits increase, all measured 
ΨƭƛǾŜΩ ǘƘǊƻǳƎƘ ȅƻǳǊ /a{Φ 

2.  DIRECT MAIL CAMPAIGN 

Most small-to-medium busi-
nesses find that the majority of 
their regular customers gener-
ally come from within a 5km 
radius of their front door. Direct 
mail promotion is an affordable 
and effective way to reach your 
local customers. 

Through your local Australia 
Post distribution centre and 
their new MailPost you can send 
ΨǳƴŀŘŘǊŜǎǎŜŘ ƳŀƛƭΩ ǘƻ ōǳǎƛπ
nesses, post office boxes or 
street addresses in your local 
area from around 12 cents an 
item or complete print and dis-
tribution packages from 17 
cents for 15,000 A4s. 

The main objective here though 
is to make sure that your direct 
Ƴŀƛƭ ŘƻŜǎƴΩǘ ƭƻƻƪ ƭƛƪŜ Ƨǳƴƪ ƳŀƛƭΦ 
A creatively designed flyer in full 
colour will work well if printed 
on glossy, mid-weight stock. 
Allow $2,000 of your budget for 
design, copywriting, photogra-
phy and final artwork from a 
graphic design house or agency. 

Traditionally, direct mail cam-
paigns produce low returns of 
less than one-to-two percent, 
however you can increase these 
results by: 

¶ promoting a clear offer in 
your flyer 

¶ ŀŘŘƛƴƎ ŀ ΨŎƭƻǎŜ ŘŀǘŜΩ ǘƻ ȅƻǳǊ 
offer 

¶ including a large picture of 
ǎƻƳŜƻƴŜ ΨŜƴƧƻȅƛƴƎΩ ǘƘŜ ǇǊƻŘπ
uct 

¶ keeping the content simple 
and using bullet points 

¶ ǎŜƭƭƛƴƎ ǘƘŜ ΨōŜƴŜŦƛǘǎΩ ƻŦ ȅƻǳǊ 
product or service, not just 
ǘƘŜ ΨŦŜŀǘǳǊŜǎΩ 

¶ adding a coupon or a compe-
tition  

3. REFRESH YOUR BRAND 

If you have had your logo for 
more than five years your brand 
is probably looking a little tired. 
[ŜǘΩǎ ŦŀŎŜ ƛǘΣ Ƙƻǿ ŦŀǎƘƛƻƴŀōƭŜ 
are your clothes from five years 
ago? A modern redesign or up-

grade of your logo can virtually 
re-launch your business to the 
marketplace. 

A new look gives you and your 
sales team a reason to revisit all 
customers, old and new, to re-
introduce your business and its 
exciting new brand. 

A $5,000 budget should buy you 
the services of a top rate de-
signer to work with to recreate 
your brand and then carry the 
new design across all your sta-
tionery, signage and basic mar-
keting materials. 

Take time to review your busi-
ƴŜǎǎ ƴŀƳŜΤ ƛŦ ƛǘΩǎ ƭƻƴƎ ǘƘŜƴ Ŏƻƴπ
sider using the initials as the 
new brand (like QANTAS instead 
of Queensland and Northern 
¢ŜǊǊƛǘƻǊȅ !ŜǊƛŀƭ {ŜǊǾƛŎŜǎύΦ 5ƻƴΩǘ 
forget to add a positioning 
statement; the one-liner that 
will set your business apart from 
ƛǘǎ ŎƻƳǇŜǘƛǘƻǊǎΣ ƭƛƪŜ CŜŘ9ȄΩǎ 
ΨŀōǎƻƭǳǘŜƭȅΣ ǇƻǎƛǘƛǾŜƭȅ ƻǾŜǊπ
ƴƛƎƘǘΣΩ ƻǊ {ŀŀōΩǎ ΨƳƻǾŜ ȅƻǳǊ 
ƳƛƴŘΩΦ ¸ƻǳǊ ǇƻǎƛǘƛƻƴƛƴƎ ǎǘŀǘŜπ
ment should offer a benefit and 
give the customer a reason to 
buy from you and not your com-
petitor. 

4. TARGETED PRINT AD-
VERTISING 
Most major media publica-
tions charge a premium for 
advertising because of their 
ƘƛƎƘ ŎƛǊŎǳƭŀǘƛƻƴΦ ¢ƘŀǘΩǎ ŦƛƴŜ ƛŦ 
ȅƻǳΩǊŜ ƳŀǊƪŜǘƛƴƎ ŀ ǇǊƻŘǳŎǘ ǘƻ 
a broad audience and you 
have the budget to support it. 
Your primary target on the 
other hand probably accounts 
for only a small proportion of 
these readers so advertising in 
a large, mainstream publica-
tion would not be the best 
value and on a limited budget 
may only give you a small ad 
ǘƘŀǘΩǎ Ŝŀǎƛƭȅ ƭƻǎǘΦ 
Instead, find a trade magazine 
or publication that directly 
targets your industry or mar-
ket, like Dynamic Business for 
example, and book a full page 
ad or a series of half pages. 

For new advertisers, larger 
adverts deliver higher impact 
and may also give you some 
bargaining power to receive 
some complimentary editorial 
within the publication. A 
$5,000 budget is going to go a 
lot further in a publication with 
a smaller, more targeted read-
ership. Ideally you will be able 
to afford more than one advert 
as repetition builds awareness. 
Just think of a For Sale sign on 
ŀ ōǳǎȅ ǊƻŀŘ ǘƘŀǘΩǎ ǘƘŜǊŜ ŦƻǊ Ƨǳǎǘ 
one day, would you really ex-
pect to sell the house from 
that? 
5. HIGHER IMPACT SIGNAGE 
So last, but really not least, is 
to take a look at your building, 
your shop or your van if that is 
your place of work. Your busi-
ness signage is like free adver-
tising, promoting your products 
and services to passing traffic 
and potential trade every day 
(and, if illuminated, at night as 
well). Like that house for sale 
again with no For Sale sign out 
the front, poor signage can 
cost your business severely. 
Is your main logo displayed on 
your building professionally, 
preferably in 3D, full colour 
and illuminated at night? Con-
sider window displays printed 
on banner mesh or one-way 
vinyl that allows you to see out 
but display full colour graphics 
from the outside. Are your 
company cars and vans sign 
written or at least display mag-
netic decals on them promot-
ing your brand and website? 
¢ƘŜƴ ǘƘŜǊŜΩǎ ƛƴŦƻǊƳŀǘƛƻƴŀƭ 
signage; do customers know 
where to park, opening hours 
of your business, which prod-
ucts you sell or what services 
you offer? Signage plays a very 
important role in marketing; it 
gives the first impression of 
your business to potential cus-
tomers, promotes and edu-
cates the consumer about 
what you have to offer and 
shows people exactly where 
you are and how to find you. 

http://www.dynamicbusiness.com.au/articles/articles-author/tony-eades/


tions in under 5 min-
utes? 

άWhat is your current 
cash position (how much 
money do you have in 
your bank account 
ƴƻǿύέ  

άWhat does your cash 
position (how much 
money will you need to 
have in your bank ac-
count) need to be at 31 
hŎǘƻōŜǊ нлмлέ 

The idea is for you to 
know in the future when 
you might not have 
enough money to pay 
your bills or employees 
ς or perhaps when you 
should not draw a divi-
dend of take money out 
of the business.  For 
example, you might 
know your business is 
generally slow in No-
vember and December ς 
but you will have some 
staff bonuses and big 
tax payments to make 
then and you probably 
ǿƻƴΩǘ ƘŀǾŜ ŜƴƻǳƎƘ ŎŀǎƘ 
to pay all your 
bills.  With this sort of 

It seems like a simple 
premise ς make sure 
you have cash in your 
business to keep you 
going in the tough 
times, or when you have 
big expenses like tax 
going out.  Having sim-
ple forward looking 
cashflow measures in 
your business is like 
having a fuel gauge in 
your car.  But for around 
50% of Aussie & Kiwi 
small businesses, cash-
flow is not even meas-
ured ς but we know that 
for more than 60% of us 
it is a constant pressure 
(Source: MYOB Business 
Monitor)  I was checking 
out some business stats 
recently ς and appar-
ently 80% of business 
that fail, where actually 
profitable ς it was just 
bad cashflow that took 
them down. 

So, here is a really quick 
way to work out if you 
have sufficient cashflow 
measures in your busi-
ness.  Can you answer 
the following 2 ques-

ñCashflowò Is Your Business Fuel-gauge  

Stewartõs Geebung 
Hospitality Furniture & Marquees: 

246 Robinson Road, Geebung 4034 

Phone: (07) 3265 2246  Fax: (07) 3265 3911  

Mob: 0400 208 192 

www.stewartsales.com 
 

 

planning, you can have a 
chat with your bank 
about a temporary load 
or overdraft ς or you 
might start putting 
money aside.  The idea 
ƛǎ ȅƻǳΩƭƭ ƘŀǾŜ ŜƴƻǳƎƘ 
cash to fuel you busi-
ness in the lean times. 

Cashflow forecasts can 
be really simple ς some 
use a basic spreadsheet, 
others prefer using a 
computerised account-
ing solution.  You can do 
it yourself, or have your 
accountant or book-
keeper help you ς the 
key is to actually do it. 

{ƻ ƛŦ ȅƻǳ ŎƻǳƭŘƴΩǘ ŀƴǎǿŜǊ 
my questions above ς you 
might like to check out 
these links.  Here is a 6 min 
video of a seminar I did last 
ȅŜŀǊ ƻƴ άCashflow as a fuel 
gaugeέ ƻǊ ŎƘŜŎƪ ƻǳǘ ǘƘƛǎ 
great advice from The Small 
Business Company with 
excellent tips on how to 
unlock cash flow and how to 
keep track of your cash 
flow. 
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