MYOB Accounting v17,
MYOB Accounting Plus
v17 and MYOB Premier
v11 have just been
released with a range

What’s New in
MYOB

of new features, including the following:

Card Sync - You can now synchronise your MYOB cards and
your Microsoft Outlook contacts. If you use Microsoft
Outlook to email and manage contact information, this
feature makes it easier to keep your contacts up to date.
Undo bank account reconciliation — If you have reconciled
a transaction in error or deleted a previously reconciled
transaction, you can now undo the previous account recon-
ciliation.

Create a purchase order from a sale — If you want to order
items to fulfil a sale, you can create a purchase order using
sales quote or sales order details that you have recorded.
Import and export features — You can now:

- Import and export contact logs

- Import and export custom lists

- Specify how you want to import timesheet data.

The latest versions of MYOB will automatically be provided
to all MYOB Cover customers. To find out more about the
benefits of MYOB Cover, or to

order an upgrade of your MYOB product, visit
http://www.myob.com.au.

If you would like assistance with using MYOB
please give Yvette Hay a call on 9526 1211.

Claudine Clothing started largest single store school wear
selling directly to the end user  shop in the Sutherland Shire
from home in 1982. All and possibly Sydney. Catering
advertising was done via a to over 70 schools.

typewriter and a stencilling Claudine Schoolwear pride

machine to make copies while themselves on service. They
subcontractors were used to
manufacture the girls tunics.

always have an adequate team
(all experienced schoolwear

. . . mums) to serve customers,
Business grew steadily, so Kevin  gapyice is prompt
!

quit his daytime job as a

chemical engineer to focus

soley on the business in 1997.  You can contact Kevin
Tsetong at Claudine

In 2001 Claudine Clothing Schoolwear on 9526 2525 or

moved into the current large  visit the shop, 23 President

premises on President Avenue. Avenue, Caringbah.

Claudine Schoolwear is the
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knowledgeable and friendly.

5 Handy Hints

to help create customers for life!

The secret is to look after your existing customers and the new
customers will find their way to your door.

1. Prioritise every customer. Customer Relationship Management
Programs and other customer-retention software make it fairly easy to
keep track of existing customers. These existing customers are the
very ones that should be looked after the most and treated better
than someone who shows up at your door for the first time.

2. Make and keep your promises. Go out of your way to make
promises to your customers. That way you can be seen to be
honouring your commitments when your delivery is made on time or
your serviceman arrives as promised. Under promise but over deliver,
exceed their expectations.

3. Always do a bit more. Consciously strive to do more than what's
expected of you. When one of your regular customers gives you a big
order, surprise them with a free delivery or an extra six months of
warranty. Let it become a part of your thinking to always do more
than what your customers expect; you'll surprise them in a way that
nobody else can duplicate.

4. Invite your customers into the business. There are many ways to
get your customers closer to your business, and one of the best is to
invite them in for a discussion about how you can serve them even
better. Show them around your office and let them see how many
people are there to make sure they get what they want from your
business. Introduce them to some of those people they talk to over
the phone but would never meet otherwise.

5.Keep in touch with updates. Products are constantly improved,
with better features and greater utility for purchasers. Whenever
someone has bought a product from you that gets updated, contact
them and give them a chance to acquire the newest version at a
special price.

Not every customer will become a customer for life. Some will be
lured away by a better price, and some will ‘shop around” and find a
more attractive value proposition elsewhere.

The most important thing is that you try to make every customer a
customer for life and do all you can to keep them satisfied. People
like to deal with friends they can trust, and that’s what you become
to your ‘customers for life’.

For more information and help with creating customers for life
give Jennifer Palmer a call on 9526 1211.

Avoid A Retirement Crisis

- Actually GET ON with making
it happen.

- Transition planning can bring
immediate benefits too.

Even if retirement seems a long

way off, the fact is that because

transition planning revolves

around taking steps to improve

the value of your business there

will usually be some immediate

benefits from starting the process.

At some stage every business
owner must sell or pass on -
transition from - their business.
Many ‘transitioners’ have
predicated their post exit plans
on having a nice nest egg from
the sale of their business.
What will it really take for a
business owner to successfully
extract themselves from their
business? To leave under their
own terms; when they want to;
and get the price they need? If you would like help in
- Strategically decide WHAT you developing a viable Transition
want to have happen. Plan give one of the Sullivan
- Plan HOW you are going to Dewing Business Building team
make it happen. a call on 9526 1211.

It's that time of year again...

There were lots of friendly faces to be found at the Sullivan Dewing Christmas Party this year.

Terry with Trevor & Jane Walding
from Cronulla Houseboats

Di & lan Trevallion Robyn Mackenzie & Alanna from

Caringbah Camera House

Chris, Ross & Krystal Kilpatrick
from Huntingdales Design

Natalie & David Cooper
from Cooper Neon

Aileen Sullivan with
John & Cloria Kelly

Karen & Scott Nicholls with Kerrie &
Michael Johnston from Kessa Pty Ltd

Living the Dream - More News at Sullivan Dewing

Bruce, Julie & Mitchell Pennells
from Australian Hammer Supplies

Roger Massy-Greene
with Gary Sullivan

Congratulations to Gina for receiving
a High Distinction. Well Donel!

Congratulations to Scott Nicholls for
Celebrating 10 Years at Sullivan Dewing

Business Builders

The SD Team raise money for surf
lifesaving with boardshorts day!
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There are just 4 Ways to
GROW YOUR BUSINESS

If you're at all sceptical about whether there
really are just 4 ways (obviously with
multitudes of strategies under each) think of a
strategy to grow your business - any strategy -
and you'll probably find it falls under one of
these 4 areas.

Conversely, think about a strategy like ‘cutting
costs' - realistically that won't grow your
business unless you use the money you save to
promote your business. It may let you control
your business better and return greater profits,
but it won't grow your business.

1. Increase the number of customers (of the
type you want)

If you're like most business owners your
primary focus will be on the first way to grow
your business - winning new customers. You've
probably often thought 'l need more leads,
I've got to get more enquiries', 'if | could just
get the phone to ring and more people to
walk through the door we'd be doing really
well' and so you invest heavily in advertising
for instance. Often there are other ways to win
increased sales that don't cost nearly as much
and usually those strategies go untouched.

A word from Terry Dewing...

Did you know there are only 4 ways to grow
your business? We show you how to grow your
business by just focusing on four areas.

Building My Business features Big Blue Hot Water
& Plumbing. Paul Smithson shares his
experiences and secret of success.

2. Increase the transaction frequency
Increasing the 'transaction frequency' - or the
number of times someone deals with you is an
important step to increasing your growth &
profitability. It's a fancy definition of loyalty, or
customer retention, which is closely related to
value.

An author named Frederick Reichheld has
done extensive work on the subject of
customer retention. Reichheld discovered that
a 5% increase in retention (of the right
customers) can produce as much as a 125%
increase in profit. Staggering isn't it? And, of
course, you affect loyalty by delivering value
and by nurturing your customers.

3. To increase the transaction value, or
'average sale'

Few businesses realise its importance (in fact,
they do the exact opposite).

There are two fundamental ways to increase
the average sale. First, by 'cross selling' or
'up-selling, both mean you encourage the
customer to buy more. The second way to
increase the average sale is to raise your prices.
This maybe a challenge but don’t undervalue

your product or service.

4. Increase the effectiveness of each process
in your business The fourth way to grow your
business is more of an all-encompassing strategy
than the other 3 ways. You see, increasing the
effectiveness of the way you do business is
central to everything but so few people work at it.

When you think about it, a business is nothing
more than a group of people carrying out a
variety of processes - the quality of the processes
defines and determines the quality of the
outcomes. Makes sense doesn't it?

So going back to the example earlier of a
business owner needing 'more leads' we might
discover that in fact, the business doesn't need
any more leads rather to convert more of the
ones they're already receiving! That's a sales
'process' that needs improving.

Truth is that most people don't see their
businesses as a series of processes. But that's
exactly what they are.

Need help growing your business? Please give
one of the Sullivan Dewing Business Building
team a call on 9526 1211.

Plus we share with you 5 handy hints to help create
customers for life.

And it’s that time of the year to review the tax
consequenses of rewarding your team & clients.

Wishing you and your family a very merry Christmas
and a safe and happy new year!

Until next time, keep
building your business.

Terry Dewing

LOADS OF HOT BUSINESS TIPS AND ALL THE LATEST NEWS




Thank you.:
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“Every request, enquiry, advice
we require is responded to and
provided as a priority. The
overall coverage of all
accounting issues involved, plus
the friendly caring support
contributes to our business
success. It keeps us on a path
headed to greater success.”

Sue Wootton
Beacon Lighting

“Feeling comfortable about the company
bookwork and being able to get answers
to my questions.”

Leanne Garske
Wilderness Sea & Ski

“We are very happy with the service we
are receiving. Jeni has assisted us with
the conception of our business and
continues to give us great business
building advice.”

Shellee & Andrew Whiffin

“Thank you to everyone for the
wonderful attention throughout 2007.
Itis a pleasure to seek help, as I am
always greeted with pleasant, happy
attitudes, including when | phone

20 times in one day!”

Sue Woolridge

Double payment of Superannuation
Guarantee finally addressed

The government will amend the law to
ensure that employers will not have to
pay the superannuation contributions

twice when making a late superannuation guarantee (SG) payment.

Where employers fail to make their SG contributions on time, they are liable

to the SG charge, even when they have since paid the amount into a super-

annuation fund.

The SG charge includes the amount of the late contribution plus interest and

an administration fee and is directly payable to the Tax Office.

From the date of royal assent of the amending legislation, employers will be

able to use the offset.

However, penalties and interest will continue to be imposed on employers

who make late SG payments. The Tax Office will also continue to pursue

employers who have SG debts owing to their employees.

Source: Assistant Treasurer’s press release No 121, 2 October 2007. For

more information on the Superannuation Guarantee please contact Scott

Nicholls on 9526 1211.

Marketing for Success

In August, Sullivan Dewing hosted a Marketing 101 Workshop for clients and
associates. Through practical examples, templates and success stories participants
took marketing skills and methods that they could implement in to their businesses
straight away. Our next event is scheduled for February 14th, 2008; Setting the

Strategic Direction of your business.

If you would like to attend our next workshop please give Jennifer Palmer a call
on 9526 1211 or email jennifer@sullivandewing.com.au.

remember.:

DECEMBER ‘07

st Due date for businesses with total
income for the 2006 year in excess of
$10 million to pay the balance of 2007
tax and lodge tax return.

7th  Pay monthly payroll tax instalment.

21st Due date for monthly remitters to
lodge their November BAS.

21st Sullivan Dewing closes for the
Festive Season — Hang the
stockings out!

JANUARY ‘08

1st  Public Holiday to recover —
Happy New Year!

7th  Sullivan Dewing office re-opens!

7th  Pay monthly payroll tax instalment.

21st Due date for monthly remitters to
lodge their December BAS.

28th Public Holiday — Australia Day.

28th Last day to pay Super Guarantee
Contributions (SGC) to super
providers for the December
quarter.

FEBRUARY ‘08

7th  Pay monthly payroll tax
instalment.

14th Order your flowers early it's
Valentines Day!

21st Due date for monthly remitters
to lodge their January BAS.

28th Due date for non-taxable businesses
with total income for the 2006
year in excess of $10 million to
lodge tax return.
Due date for Quarterly remitters to
lodge their December Quarter BAS.
New companies, super funds and
trusts, must lodge their income tax
returns for 2006/07 and pay any

tax payable.

MARCH ‘08

7th  Pay monthly payroll tax
instalment.

21st Due date for monthly remitters to
lodge their February BAS.

31st Due date for lodgement of
2006/07 tax return and payment
of tax for companies and super
funds with total income in excess
of $2 million.
Last Day of Fringe Benefits Tax
year. Remember to record your
motor vehicle odometer reading
today!! Also, check that your log
book is less than 5 years old.
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Y B US l N E S S with Paul Smithson from

& ‘PLUMBING

Describe Big Blue Hot Water & Plumbing.
What kind of services do you offer?

Big Blue Hot Water and Plumbing cover
everything that is plumbing in the domestic,
commercial and strata markets whether it
be installation or maintenance. We operate
primarily in the Sutherland Shire and St
George region but do cover the wider
Sydney metropolitan geographical area.

How did you get started in your business?
| was working for someone. In 1986 we
moved back home to the ‘Shire’ and
identified a need for a hot water and
maintenance service in the area.

We have grown from just one in the
business to a team of 8.

Have there been any major turning points
you have experienced in your business?
During a meeting with Terry Dewing in
1999 he took one look at me and said,
“Paul you are wasting your time & your
money doing it this way. You have to get
fair dinkum. You are far too complacent,
where do you want to go? What is your
vision for the business?”

So instead of just turning over and
continuing to tread water we knuckled
down and started building the business.

We were successful in gaining a contract
during the lead up to the 2000 Olympics in
the city and the business has just taken off
from there. Our team is extremely valuable
and they now have the experience and the
tools to help continue to grow the business.

(Terry you owe me for this plug!)

What are your views on competition?
Critical. A business always needs to strive
to be better than it's competition. It is one
of the benchmarks of success.

How important is motivation?

Without motivation you have nothing. It is
important to enjoy what you are doing.

I always gain immense satisfaction if | can
provide the solution in an emergency.

What is your customer care philosophy?
Without customers we have no business.
We are selling a service so customers are a
priority.

Big Blue Hot Water & Plumbing

We talk with
Big Blue Hot Water
& Plumbing

What is your secret of success?

Never say no. There is no job too hard or
difficult to take on. Also always have the
finger on the pulse. It is important to
understand your business and to measure
how the business is tracking.

Is taking risks part of your strategy?
Yes. We will give anything and everything
a go.

What does the future hold for Big Blue
Hot Water & Plumbing?

Continue to expand, particularly in the
commercial sector. Big business
appreciates good service and it has been
missing in this sector for a long time.
Geographically we have expanded. It is
not unusual for us to do a job for a client
as far away as Tuncurry.

Our customers continue to call on Big
Blue because we get the job done.

You can contact Paul Smithson at
Big Blue Hot Water and Plumbing
on 9524 1972.

CLIENT
A WIN for Midway
Cellars

Midway Cellars recently won the True
Local Business Award for Best Liquor
Store sponsored by the local newspaper
the Northern District Times. Midway
were finalists along with some of the big-
ger and well-known chains such as Dan
Murphy’s, Woolworths and Vintage
Cellars. Winners were announced at a
gala evening at Epping Club.
Congratulations Midway Cellars!

You can contact Midway Cellars

on 9888 1354.
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Ross Senior, Rose, Ross Rocca, manager
Guy Strang and Ben Domensino.

STOP PRESS

Tax Office warns of refund email scam

The tax office is advising taxpayers to
immediately delete a fraudulent email
claiming to be from the Tax Office
offering tax refunds.

The email is similar to the one received
by a number of taxpayers in June this
year, fraudulently uses the Tax Office
logo, has the words “Australian Taxation
Office — Notification” or “Australian
Taxation Office — Please Read This” in the
subject line. It requests taxpayers to click
on a link which redirects them to a web-
site that looks similar to the Tax Office
website, and then asks taxpayers for their
credit card and personal details for the
purpose of receiving their refunds.

The Tax Office warns this website is not
affiliated with it in anyway and says it
would never send emails requesting per-
sonal information including credit card
details.

Source: tax office media release No 49 of
2007, 15 October 2007.

SUCCESS

STORIES

Alexander Interiors
wins ASOFIA Award

Alexander Interiors was awarded the
2006/07 Interior Fit out for $500,000 to
$1 million by ASOFIA (Australian Shop &
Office Fitting Industry Association).

The store (pictured) is situated in T3,
Qantas Terminal, Sydney Airport. The
Project Manager on the project is Scott
Cameron. Excellent result Alexander
Interiors!

You can contact Alexander Interiors on
9939 5150.

An Alexander Interior at Sydney Airport

Opening the Window

to your Business

On September 5, the Sutherland Shire
Council ‘Opening the Window to your
Business’ conference was held at the
Gymea Tradies. The event was a huge
success with over 200 people attending to
hear on a variety of topics including our
very own Jeni Wilcock who presented

“3 Ways to grow your business for profit
now and sale later”. The keynote speaker
Khoa Do, Young Australian of the Year in
2005 gave an inspirational talk about how
in every situation there are opportunities.

If you would like a copy of the
presentation given by Jeni please call
Lesley Patterson at Sullivan Dewing
on 9526 1211.

]

Jeni Wilcock and Khoa at the conference.

“Your business is like a wheelbarrow... it doesn’t move unless you push it.”

Q&A:

Special Christmas Edition

‘Tis the season to be jolly” ... especially for the
Taxman - if you reward your team and clients the
wrong way. It is important that you are aware of
what the tax consequences are for the differen
types of rewards you are giving.

We intend to give gifts to customers and
« suppliers as a goodwill gesture, how do I
classify these?

A: They are generally classified as advertising and
promotion, and are tax deductible.

o How do I treat Cash Bonuses paid to
® employees?

A: These are to be treated the same as wages,
and PAYG withholding should be deducted
before payment. Compulsory superannuation
is not required to be paid on bonuses where
the bonus does not relate to specific
performance criteria, such as a Christmas
bonus.

I will be putting on a Christmas Party for
the team, is this tax deductible?

> 2

¢ If the party costs less than $300 for each
employee and spouse, the cost will be FBT-
FREE but NOT TAX-DEDUCTIBLE. You can
not claim the GST.

Q: Are gifts provided to employees tax
deductible?

A If the gift costs less than $300 per employee
the cost will be FBT-FREE but NOT TAX-
DEDUCTIBLE. If the gift is given to the
employee at the Christmas party however
then the cost of the gift becomes part of the
cost of the Christmas Party and this may
mean you will exceed the $300 Minor
Benefit Limit. If the cost is more than $300
per employee then FBT will be payable.

Please contact our professional accounting team if
you require further information on Christmas
expenses and FBT on 9526 1211.

Sullivan Dewing

Business Builders




