What’s New in
MYOB

How do I work with Budgets?

It's common practice to prepare budgets as the end of a
financial year approaches, or even many months before the
end of the year, comparing the actual and budgeted figures
of the current year as a basis for the budget. Previously, you
could only record budgets for the next year once the current
financial year is ended. That restriction no longer exists.
Additionally, you can now view and enter budgets for every
account in a single window -the new Prepare Budgets
window. For ease of use, there are Copy Amount to
Following Months and Copy Previous Year's Actual Data
buttons in this window.

How do I access the Prepare Budgets window?
1. Go to the Accounts Command Centre and click Account List.
2. Click the Budgets button along the bottom of the Account List.

Where can | get more help on working with budgets?
Use the help button found within the Prepare Budgets window.
It enables you to go straight to information regarding the most
commonly asked question on this function.

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

Events to Note

“Opening the window to your business” Half-Day Business
Conference will be held at the Sutherland District Trade Union
Club, Gymea on Wednesday 5 September 2007 from 7:30am
to 12:30pm.

The Kids Breakfree Charity will host a fundraiser dinner with
special guest Paul Featherstone on Thursday 27 September
2007. Hear from Paul in his capacity as NSW Ambulance
Paramedic about his career and experiences in attending

various disasters including Granville, Thredbo and
Beaconsfield.

The annual Sullivan Dewing Christmas Party will be held on
Thursday 1 November 2007 at Blue Fin Restaurant, Cronulla
Sutherland Sharks Leagues Club, 461 Captain Cook Drive,
Cronulla.

Energy Management — staying on top of today’s hectic world.
A workshop presented by the inspirational Fiona Cosgrove on
Thursday 15 November 2007. Stay tuned for more details!

i g€ tNEe process

just raw material waiting to be turned into something
of value =a customer.-Achieving this requires careful-management,

new customer joins the database.
Modern lead management should be a combination of people,
oftware—and-pro estha erto uire, ma eand

convert leads into sales. Lead management isn’t just having a team of
salespeople that prospects and sells, |t’s about having a systematlc

assess the eﬁectlveness of m alketlng programs and the return on

System give Jennifer Palmer of the Sullivan Dewing team a

call-on9 6 .

Pink Poncho’s for
breast cancer support

On Friday 10th August, thirteen thousand women took to the
Sydney Swans field at Telstra stadium wearing pink ponchos.
The group stood symbolically in the middle of the Olympic

Stadium to represent the number of Australians diagnosed with

breast cancer every year. Michelle Dimock & Scott Nicholls

from Sullivan Dewing were there to support this worthy cause.

Living the Dream

There's always something going on at Sullivan Dewing, see what we have been up to over the past few months.

Welcome home Mr & Mrs Murphy.
Lee & Nataile on their Honeymoon.

We are an attractive looking bunch!
Funny Faces team meeting.

The Sullivan Dewing team at our
Strategic Advance conference at
Cronulla Cinemas.

The SD team letting off steam on the
video games at Cronulla Cinemas.

Congratulations to Heather and Pete
on the birth of baby Oliver.

Under 12 Girls Sutherland Reps in
Sullivan Dewing Boot Camp Shirts.

Our Commitment to our Clients

* You'll receive friendly, courteous and professional service with personal attention
*Your phone calls will be returned the same day
* You'll never be fined for late lodgement of your tax returns
* You'll obtain sound and impartial business advice

« We'll work with you to build a better, stronger and more profitable business
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Start knocking your business into shape

Last issue we discussed the increased activity
in buying and selling businesses.

Small businesses, like ours, are being sold for
profit multiples not thought of in the old days.
Yes, | said, “profit multiples”. That means you
will get the right price for your business if
certain factors, including profit, are present.

You may want to sell your business, but do
you know where to start? It’s time to start
knocking your business into shape for that
eventual day when you will sell. If you're not
selling your business then by default you are
buying it.

Remember the definition of a business —
“something that makes a profit when you're
not there”. Imagine going away for a year and
then coming back. If there is anything
left...you have a business.

So what are you waiting for?

The problem with most family businesses
today is that they are just too busy. They are
busy making the widgets, selling them,
collecting the cash, managing the process and
doing the paperwork and all the associated
administration.

It’s time to step back. Move away from the

technical side of your business and take on the
leadership role.

business.

A word from Terry Dewing...

In this edition we continue our theme of buying
and selling businesses with an article on how to
“Start knocking your business into shape.” We start
from the very beginning with your vision for the

Delegate the everyday functions that take up
your time so that you have the time to focus
on working ON the business.

A good place to start is to set the vision, values
and the culture for your business.

So what is a vision? Easy...it's that guiding
light that you want to achieve. It could be as
simple as “Be the Best”. It could be more
detailed, whatever it is, everyone on the team
should know it. Try answering the question;
“What do you want your business to be when
it grows up?” Then use these questions to
articulate your vision. “What sort of clients do
you want? What are the products and services
that you will sell?”

Once you have set your vision, share it with
your team and then put it on display. Refer
back to your vision at times when you are
making business decisions and you require
guidance; consider “how does this decision fit
in with the vision of the business?”

Next we move to values. Values help to
personify your business. If your business was a
person, what values would you like it to be
known for? Values can be as simple as
“honesty, integrity, supportive or on time”.
Document these values and share them with
your team.

Everything your business does from now on
should reflect these values.

The next area to knock into shape is your
culture. What is culture? Culture is the
atmosphere of your business, the feeling, the
unwritten rules. Have you ever walked into a
business and felt that the person you're talking to
doesn’t care? On the other hand, have you had
the experience of being made to feel

welcome, where the receptionist greeted you
with a smile and referred to you by your name?
Where you were made to feel comfortable,
looked after and important?

What is the culture you want to grow in your
business? If you don’t have the culture right, no
one will want to buy your business. In fact,
mergers have fallen apart because of the poor
culture fit between businesses.

Focus on getting these 3 key strategic areas of
your business right, ensure that they flow
through to every aspect of your business and
you will start to see your business shaping up to
a saleable asset.

Need help to knock your business into shape?
Give Terry Dewing or one of the Sullivan
Dewing Business Building Team a call on
9526 1211 . They will point you in the right
direction.

tray trucks and loaders. They share with us how
critical service is to the success of their business.

In addition we cover 5 tips to help manage the
process of converting a suspect to a customer.

Until next time, keep

building your business.

We talk with Select Tilt Tray a business that started
out with just one truck and has grown to 16 tilt

Terry Dewing

LOADS OF HOT BUSINESS TIPS AND ALL THE LATEST NEWS
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The Select Tilt Tray Team.

QL Graphics started life as Quality Lithographic in August 1979 as a small
pre-press company in Waverley. By 1995 they had moved into the design
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Sullivan Dewing
Busines e “Your business is like a wheelbarrow... it doesn’t move unless you push it.”

Q&A:

Q o How do I develop and document a

® clear vision for my business?

e A business vision should be its

¢ lighthouse - a well defined view of
what the business wants to be and is
striving to achieve. Critical to this
vision is that it reflects the goals of the
business owner.

The concept of developing and
documenting a clear vision involves
thinking about where the business
ought to be in three years time. Then
work with the team to assess the
strengths, weaknesses, opportunities
and threats impacting the business
(known as a SWOT). From the
information gained a clear view of the
business’ capabilities will drop out into
a realistic and actionable vision.
Consider including three elements to
communicate the vision: purpose,
values and goals. People must be able
to believe in it so it must be grounded
in at least some of the reality they see
day to day. Plan to revisit the vision on
a regular basis to ensure it is
meaningful. Involve all the team
members, a vision is only effective if it
is shared.

How to identify ways to improve cash flow?

2

Ao Review how business objectives are currently
® funded. Then review the different funding
options available to ease or spread the cash
flow.

Take steps to shorten the sales to cash cycle.
Set expectations with your customers for
prompt payment.

Identify opportunities for reducing costs and
stretching payment terms.

Implement a monitoring system to ensure
proper management of the improvements.

Put a plan in place to plan for your cash flow,
the highs of cash demand and match with
the inflow of funds.

Failure to plan = planning to fail!

If you would like more information please give our
professional accounting team a call on 9526 1211.



