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In this edition we discuss the main purpose for
starting a business is to sell it!  We explore how
you can make sure you get what you believe 
your business is worth.
We update you on the highlights of the recent 
federal budget and remind you of the recent
important changes to superannuation.

may be being paid.  While it is important to
restate financial statements, it is critical not to
produce misleading figures through 
misstatements or omissions, which might make
you liable for fraud.  Expert accounting advice is
essential here. If you are thinking of selling or
passing on the business, also consider your 
business structure. If the business depends on
your own expertise, what is it worth without
you? You can increase the value of the business
by bringing in people who can do your job and
bring management depth. 
Start delegating and step back to let the business
run with less intervention from you.  Otherwise,
if the business obviously relies on just one 
individual and there is no succession plan you
are likely to be faced with a request for a ‘key
man discount’.  You can also train up employees
so that they have more expertise in the business.
If you are preparing sufficiently far in advance,
one of the most important things you can do is
to take steps to maximise the profitability of the
business.  Just let us know if you are interested in
how to do this.
So what are you waiting on?  It’s time to start
knocking your business into shape for that 
eventual day when you will sell.  If you are not
selling your business then by default you are
buying it.

Need help?  Give one of the Sullivan Dewing
Business Building Team a call on 9526 1211.
They will point you in the right direction.

We have witnessed a lot of activity in buying
and selling businesses lately. 

You may have heard about the venture capital
buyers of Qantas and Coles in the big end of
town, you may not be aware that it is also
happening in our end of town. 

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

Don’t be fooled into believing that you only
need to worry about this when you come to
sell!  The point is, advance preparation for sale
can be a business owner's best weapon and
obtaining a periodic valuation of the business
can be an excellent tool to gain an 
understanding of the market's view of your
business.

I couldn’t tell you the number of times we
have received phone calls from clients along
the lines of … “I have a quick question for
you…  how much is my business worth?”

Unfortunately, the answer is not as quick as
the question!  The answer is always –
depends!
It depends on a lot of factors:
• Who is buying? • Why are you selling?
• Do you have a business? Or unfortunately
do you just have a job? • Is your business
profitable? • Will your customers stay when 

The purpose of starting a business 
(or running one)… is to sell it.

A word from Terry Dewing...

you sell? • Will your team stay?

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.

Let’s start with some basics.  What do buyers
look for when they buy your business?  Or
conversely, what should you have in place to
achieve the best sale price?  

The key elements are:
• Team & Culture; • Systems; • Customers;
• Suppliers; and • Profit

The important thing to note is that with any
method used for the valuation of an ongoing
business, primacy in determining value goes to
the business’ EARNINGS.
We understand that if you’re like most small
businesses you will have made use of tactics
such as giving yourself and family members as
many perks and benefits as possible, kept your
children on the payroll, made large 
contributions into your superannuation etc –
so as to minimise your profit and minimise
your tax liability. 
That means your profits won’t be showing as
high as they really could be.  So, the first step
is to normalise your financial statements and
restate the profit so that, for example, salaries
more accurately reflect a typical salary for that
position rather than any inflated amount that 
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SUPER SEMINAR

Parkside Sports Physiotherapy reveals how working
on your business and not in has helped them to build
their business.  See our feature Building My Business. 
Finally as we approach year-end, it is a good idea to
ensure all your accounting records are accurate with
a Grease and Oil by the Sullivan Dewing team.  

Until next time, keep 
building your business.

Terry Dewing

Photo of Terry Dewing- Courtesy of M Magazine

LOADS OF HOT BUSINESS TIPS AND ALL THE LATEST NEWS 

Conducting “Grease & Oil Checks” of your accounting records
is now something we do on an annual basis (if not more 
frequently), for many clients.   

What is a “Grease & Oil Check”?

It is a process that reviews the accuracy of your accounting
records to date, this enables tax planning to be done on your
true profit result, as well as putting a stop to any procedural
bookkeeping errors that are occurring.
If you are having a meeting with us to review your tax 
planning options, it is (in most cases) essential to have your
accounts reviewed first – we need to be assured that your tax
planning is based on correct results!

Why not just wait until my year-end accounts are prepared?

Experience has also shown that it is better to identify any issues
in your accounts and take action now, while you still have time
to make any necessary adjustments.  
Furthermore, conducting a Grease & Oil Check acts to stop
errors in your bookkeeping sooner, before they carry over and
effect the next financial year.

From experience, it is also a good time for you to ask us those
tricky accounting questions, while we’re sitting down together
(or with your bookkeeper) at your computer.

So, play it safe and book in now for your Grease and Oil
Check before time runs out by giving our professional 
accounting team a call on 9526 1211.

Grease & Oil Checks Now Due

Entering Long Item Descriptions
When you create an inventory item, you can enter up to 30
characters in the Item Name field.  This text appears in the
description column on your sales and purchases when you
select the item.
If you need to enter a longer description for an item,
complete the following procedure:
1. Display the Items List window and select the 

relevant item.
2. Click the item details tab.
3. Enter up to 255 characters in the Description field.
4. Select the “Use Item Description on Sales and 

Purchases” option.
5. The text in the Description field will now appear on your 

sales and purchases instead of the Item Name text.
Don’t forget you can manually change the item’s description
when entering the sale or purchase if required.

Using the email functions
Do you want to email your customers their tax invoices?
If so, you may be interested in an MYOB Support note that
outlines how to use and troubleshoot the email functions in
your MYOB software.
To access the Support Note, visit www.myob.com.au/support-
notes and search for MYOB Support Note 9229 – “Email
Troubleshooting.”

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

What’s New in
MYOB

Marketing helps you decide what products or services are required
in your market, then how to sell them and what price to put on
them.  A simple way to think about marketing is to consider the
“7p’s” of marketing.
People - You will need to find out about your customers if you are
going to meet their needs.  So personal, cultural, social and 
psychological attitudes of your customers are really important.
Planning - Ensure that what you are selling is what people really
want!  Find out about your customers so that you are producing
what they need.
Product (or Service) - What makes your product or service 
different from your competitors?  Decide what your unique selling
point is and work out how the customer will benefit.  Remember to
talk benefits not features.
Positioning - Look for a gap in the market for your product.  Ask
yourself why does this gap exists?  How big is the market?  Does it
have growth potential?  Who are your competitors?  How will they
react to your plans?  How will you develop and exploit your 
competitive advantage?
Pricing - What people feel about a product (or service) is reflected
in what they are prepared to pay for it.  Identify what value your
customers place on your product or service.  If you are told you are
expensive say, “compared to what?”  
Place - You may need to work out where is the best place to sell
your products.  You may want to use wholesalers, retailers or your
own place.  Or maybe your product is suitable to be sold via the
internet?
Promotion - This is the most visible aspect of marketing and it
includes;

• Corporate identity; • Branding; • Advertising; • Public relations,
internal and external; • Sales promotions and merchandising;
• Sales; • Exhibitions; • And much, much more!

Don’t forget; set your marketing plan now for the next 12 months.
Failing to plan is planning to fail!

If you would like assistance in preparing a marketing plan for
your business, give our professional accounting team a call on
9526 1211.

Greg Crowe, James Bonamy with
Gwen and Charles Rich

The 7 P’s of Marketing

Lyle Lawrence, Marilyn Collins
and David Collins

Garry Sullivan with Brian 
and Isabel Gram

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

387 Port Hacking Road South, 
Caringbah NSW 2229
Ph: (02) 9526 1211  
Fax: (02) 9540 1295
Email: terry@sullivandewing.com.au  
www.sullivandewing.com.au

Brand Excavations has come a
long way since its beginnings in
1976 as a family plumbing 
business. Today they meet the
needs of civil contractors and large
developers, not forgetting the
smaller builders and homeowners
where it all began.  

The fleet has grown to four 
excavators, a large bobcat and
three tipper/trailer combinations.
Over the past 25 years in the
Sutherland Shire and greater
southern Sydney, they have built a
reputation for excellence and 
finishing on time to the satisfaction
of their clients.

You can contact Brand
Excavations on 02 9527 9771 
or email 
greg@brandexcavations.com.au

Jeni Wilcock with Trevor 
and Jane Walding

Dorothy and Ted CulleyNeil Gard, Pip Hooper with
Karen and Victor Johnston

Sue and Barry Bowden
with Gloria Kelly

Carol McDonald, Calvin Penrose
and Scott Whiston

Maureen and Ron Farrugia
with Natalie Murphy

On May 1st Sullivan Dewing held their annual Super Seminar at the Novotel, Brighton Beach. 
Have a look to see if the camera snapped you.

Client Snapshot



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

AUGUST ‘07

JUNE ‘07

7th Pay monthly payroll tax instalment.
14th Send Annual PAYG Report along

with copies of PAYG Payment 
Summaries to the ATO.

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

3rd   Due date for non-taxable 
Companies, Individuals and Super 
Funds to lodge their 2005/06 
returns.

7th Pay monthly pay-roll tax 
instalment.

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

30th Last day of the 2006/07 
Financial Year – count your stock 
and write off your bad debts! 

30th Pay super contributions today if 
you want to claim a tax deduction
this year.

What’s happening 
at Parkside Sports
Physiotherapy?

Describe Parkside Sports Physiotherapy.
What kind of services do you offer?
We are local university trained
Physiotherapists who offer safe, effective
relief from pain, stiffness and injury.  We
provide treatment for spinal, muscle and
joint problems with expertise in Sports
Physiotherapy.  Our services include
hydrotherapy, splinting and casts, 
specialised products like screening exams
and cycling setup and video assessment for
triathletes and cyclists.

How did you get started in your business?
Matt had been working in the business for
3 years and bought out the existing owner
10 years ago.

Have there been any major turning points
you have experienced in your business?
Taking part in Sullivan Dewing’s Business
Building program allowed us to start 
concentrating on working On, not In, our
business and we’ve become better at 
marketing, planning and measuring our 
performance.

“Talking tough about problems and
encouraging change in weak areas of our
business has made us accountable and
working towards our company’s vision
and goals.”                        John Glover

O.T.M Sports/ Fishing

Dates to 
remember...Thank you...

Is taking risks part of your strategy?
Not really.

What does the future hold for Parkside
Sports Physiotherapy?
Continuing to provide the best quality
Physio care we can.  Expanding our range
of services to include preventative group
classes, exercise prescription and hopeful-
ly less “hands-on” hours for the practice
principals.

You can contact Parkside Sports
Physiotherapy on 
9548 3372 or email 
parksidesportsphysio@bigpond.com

What are your views on competition?
Competition is healthy and keeps us on 
our toes.

How important is motivation?
Vital.  Motivation of our clients gets them
actively involved with their treatment and
exercise programs, leading to quicker
recovery.  Our motivated team provides the
quality care our clients have come to
expect at Parkside.

What is your customer care philosophy?
“Whatever it takes.”  All our team are
encouraged to go the extra step to ensure
the best outcome for our clients.  That can
mean squeezing a client in at 7.30pm on a
Friday night or visiting them at the gym for
a supervised weights session.

What is your secret of success? 
Definitely our people.  A combination of
knowledge, technical skill, excellent 
communication and a passion for what 
we do.

STOP PRESS

Q & A:
Year End Planning Issues

Q:What is the maximum amount my 
employer can contribute into 
superannuation for me this year? 

The age based limits for 2006/07 are:
Age in Years Deduction Limit
Under 35 $15,260
35 to 49 $42,385
50 to 70 $105,113

BUILDING MY BUSINESS with Parkside Sports
Physiotherapy

FUN, FUN, FUN

JULY ‘07
7th Pay monthly pay-roll tax 

instalment.
14th Final day to send 2006/07 PAYG 

Payment Summaries to employees.  
Don’t forget to include Reportable 
Fringe Benefit amounts.

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

28th Due date for quarterly remitters to 
lodge their June Quarter BAS.

28th Your super fund must receive your 
June 2007 quarter Superannuation 
Guarantee Contributions by today 
to enable you to claim a tax 
deduction.

Parkside Sports
Physiotherapy

Rossmark wins customer
service award for the
third time Fiona Cosgrove formerly of No.1 Martin

place health Club has successfully sold
her business.  Her success is partly due to
following her dreams.  Having goals  -
both long and short term – has been
essential to keeping Fiona on track.  For
Fiona her financial goals were all about
improving the value of the business to
enable her to sell for the true business
value.  Fiona has now embarked on a
new career running corporate seminars
and workshops in the areas of healthy
lifestyle, motivation and wellness.  

Fiona can be contacted at 
www.fionacosgrovecoaching.com.au

If you would like help 
following your dreams 
contact the team at Sullivan
Dewing Business Builders 
on 9526 1211.

C L I E N T  S U C C E S S  S T O R I E S

Congratulations 
Fiona Cosgrove 

Matthew Earl from Rossmark

A:

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

The Parkside Sports Physiotherapy Team.

“Your efficiency in accounting and
turn around time with assistance
and information has contributed
significantly to the success of our
business.”

Jennie Finlay
Finlay Consulting

Q:I operate as a sole trader, what deduction
do I receive for my super contributions?

The deduction for super contributions for
self-employed persons is $5,000 + 75% of
the excess over $5,000 up to the aged based
limits.  The good news is that from 1 July
2007 you get 100% tax deduction.

A:

Q:As an employer, when do I get to claim a
deduction for super contributions?

To get a tax deduction in the 2007 financial
year you must pay the super contributions by
30 June 2007.  You must make the June
quarter compulsory contributions by 28 July
2007 but you don’t get a tax deduction until
the 2008 year.  Remember all compulsory
contributions are due 28 days after the end
of each quarter.

A:

Q:Can I claim a deduction for obsolete or
scrapped plant & equipment?

Yes, review your depreciation schedule and
write off any obsolete or scrapped plant and
equipment and you will receive a deduction
for the written down value.  A copy of your
most current depreciation schedule can be
found in your bound financial accounts
package.

A:

Fiona Cosgrove running a workshopFederal Budget 
Tax Highlights

- Individuals who made eligible superannuation contributions in the
2005/06 year will shortly receive double the amount of co-contributions
from the government.
- From 1 July 2007, the GST registration turnover threshold will be
increased from $50,000 to $75,000.
- Personal income tax cuts.  From 1 July 2007, the 30% threshold will
increase from $25,001 to $30,001.
- From 1 July 2007, purchases by businesses valued at $75 or less 
(excluding GST) will no longer require an approved tax invoice to claim
an input tax credit.

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

Rossmark has won the 2007 Australian
Achiever Award for NSW’s Building &
Construction Services category for the
third time. The Australian Achiever
Awards are an independent, unbiased
award system based on assessment ratings
from companies’ own clients. The award 
focuses on Time Related Service,
Addressing Client Needs, Care and
Attention, Value, Attitude,Communication
and Overall Perception. Rossmark
achieved a 98.7% overall score for
Customer Service and Relations, topping
all other NSW Building & Construction
Services businesses. Rossmark has been
operating in the Sutherland and St George
districts for over 30 years. Congratulations
to Matthew and the team!

For more information contact Matthew
Earl at Rossmark on 9525 5588 or visit
www.rossmark.com.au

“10 out of 10!  The superannuation
Seminar was excellent!  I think all
areas were well explained by Terry in
laymen terms that an average Johnny
could understand.”

John & Gloria Kelly
Jalta Investments

“Jeni, thanks for all your great advice yesterday as usual.”
Mark Harwood

Sigmacom

“Just a quick note to thank all staff at last night’s meeting.  You made us feel
welcome – the meeting was very informative for Ron & I, and certainly 
has us thinking about our super plans.”

Maureen Farrugia
SF Manufacturing

SEPTEMBER ‘07
7th Pay monthly payroll tax instalment.
21st Due date for monthly remitters to 

lodge their August BAS.

Q:When should I write-off bad debts?

The debt must have no chance of being
recovered and must be physically removed
from your accounts receivable list to be eligi-
ble for a deduction. If you account for GST
on a non-cash basis you can make a GST
adjustment and claim back the amount of
GST previously paid on the invoice.

A:

Q:Can I defer tax on income for work
charged in advance?

Yes. Identify any invoices that you have
raised for sales that relate to next year so that
the income and payment of tax is deferred
until earned.

A:

Inspired by the Al Gore documentary,
“Inconvenient Truth” the team at Sullivan
Dewing have together pledged to make our
office greener!
As discovered, small changes to your daily
routine can add up to big differences in
helping to stop global warming.

Going Green Our changes have commenced and some of
the green improvements we have 
implemented include:
- Installing a bottle recycling container, 

including plastic bottles.
- Using toilet paper made from recycled 

paper.
- Wherever possible printing double sided 

and sharing paperwork or reviewing work 
on-line.

- Ensuring we are using fluorescent lights as they 
use 80% less energy than a standard light bulb. 

- Confirming our air-conditioning service is an 
Ozone restricted service.

Have you got any green ideas you would like
to share with our readers?  Send your ideas to
Lesley@sullivandewing.com.au or fax 
to 9540 1295.

Last Minute Super Update
You may be eligible to benefit from immediate impacts to your 
superannuation tax planning.

Please call our professional accounting team to discuss the taxation
implications of these reforms prior to taking any action.

Carol scored a
hole in one 
representing
Beverly Park in 
the Open
Pennants 
That’s gold 
Carol!

Jennifer Palmer
joined the Bay
Babes running the
Mothers Day
Classic in the
Domain  raising
funds for the
Breast Cancer
Foundation.

Natalie and Lee on their wedding Day.
Congratulations to the happy couple!

Garry and Aileen Sullivan with Gloria 
and John Kelly on the Queen Mary.


