
Business Plus+  Page 1 of 4 

Business Plus + 

 

 
  Belmores 
 

  Confidential Advice, specific to your needs 
  Website  www.belmores.com.au 
  Phone 03 5744 1221 
  Fax 03 5744 2553 

INDEX 
Happy New Year! ................................................................ 1 
2010 Should Be Better – But be Cautious ....................... 1 
Cashflow Management will be Extremely Important...2 
Fair Work Act.....................................................................2 
Marketing to Exisitng Clients..........................................3 
Government Grants to help Grow your Business.......3 
Business Plans - Questions to Consider......................4 
What’s It Mean?.................................................................4 
Pitfalls in Starting a Buisness.........................................4 

 

 

Issue Number 46 - February 2010 
 

Happy New Year!   
We trust that you've had a good break and that 2010 will be 
an exciting and rewarding business year for you. 

 

2010 Should Be Better – But be 
Cautious 

 

2010, the start of a new decade, should be far better for 
most Australian SMEs than 2008 and 2009, but there will 
be problems for some and events overseas could 
severely impact on Australian SMEs.   
 
Let’s consider the economic climate in which you operate 
your business:- 
 
 The growth of the Australian economy over 2010 is 

expected to be in the vicinity of 2.8%, with 
unemployment projected to be in the vicinity of 6.7%.   

 There is an expectation that the Inflation Rate will be 
about 2.8%. 

 The Reserve Bank of Australia is expected, by many 
commentators, to increase interest rates from the 
current 3.75%, depending on economic activity in 
Australia and overseas, to around 5% by the end of 
2010.   

 There is also expected to be wide fluctuations in the 
relationship between the Australian Dollar and the US 
Dollar.  Forecasters are indicating a range of 65 cents 
to $1.05, but most economists expect the rate to be 
about 82 cents average for 2010. 

 Most commentators believe that the Chinese economy 
will continue to grow.  There is an expectation that the 
USA economy will improve. 

 Banks are tightening their lending criteria and 
liquidators are forecasting increased activity during 
2010.   

 The Fair Work Act is operational with more regulations 
for SMEs. 

 



Business Plus+  Page 2 of 4 

 
 
 

 
Cashflow management will be extremely important.   
 
This includes the monitoring of debtors; stock; work-in-progress; capital expenditure; drawings or 
dividend payments and business expansion.  Hopefully, business angels and other investors will be 
more buoyant as the year progresses and will be prepared to invest in businesses which have realistic 
prospects and that articulate their commercial plans sufficiently enough to attract the interest of 
investors.  (This highlights the necessities to prepare business plan; budgets; cashflow forecasts and 
regular financial reports.) 
 
There are forecasts that unemployment could be as high as 6.7%.  This highlights that there is a pool of 
potential employees available for many SMEs.  Many organisations are bolstering their recruitment 
programs so that they can build a talent pool to meet the expanding business opportunities that are 
expected to emerge during 2010 and into 2011. 
 
There are now 3.2 million part-time employees in Australia and many businesses will be viewing the 
possibility of part-time employees or offering full time employment to people currently working part time 
as part of their strategies for building of a talent pool.   
 
If you require any assistance with the development of business strategies; plans; budgets and/or 
cashflow forecasts for your business, please do not hesitate to contact us.   
 

 
 

Fair Work Act 
 
As from January 1st 2010 the new safety net introduced by the Fair Work Act 2009 will be in operation. 
The new Safety Net is comprised of two elements Modern Awards and National Employment 
Standards. The National Employment Standards or NES are ten legislated minimum standards which 
will replace the Australian Fair Pay and Conditions Standard. The National Employment Standards are 
incorporated into the terms of the Modern Awards; additionally, Modern Awards may include terms that 
are supplementary or ancillary to the National Employment Standards. 
 
The National Employment Standards are 
 Maximum Ordinary Hours  
 Flexible Working Arrangements 
 Parental Leave  
 Annual Leave 
 Personal Leave 
 Community Service Leave 
 Long Service Leave  
 Public Holidays 
 Notice of termination and redundancy 
 Fair Work Information Statement 

 
It is important that businesses ensure that they are meeting the minimum standards of the National 
Employment Standards ( NES) as well as the record keeping requirements. Tools are available for this; 
please contact us if you require assistance.  
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Marketing to Existing Clients 
It is common knowledge that keeping your old customers is cheaper than trying to attain new 
customers.  So why is it that we forget this when considering our marketing & advertising strategies? 
The fact is, if all of our efforts are focused on obtaining new clients, who’s marketing to our current 
clients? 
 
There are some great, cost effective ways of marketing to our current clients in a non-evasive way.  
There are some rules though: never over contact your clients (once a month is sufficient, you don’t want 
to look desperate!), always think of the customers’ needs before contacting them and what will have the 
biggest impact (after all, you are providing them with a solution to their need), contact your #1 clients 
first and treat them like royalty (these customers are your priceless jewels; make sure they feel like it) 
and finally, put dates on special offers or promotions (this creates urgency in the eyes of the consumer 
& increases your chances of a quick sale).  

Newsletters like this one are great as they do a number of things: 
 keep your business & logo in the mind of the customer; 
 allow you to promote products you supply that the customer may not have known about; 
 inexpensive to create and distribute (whether by email or Australia Post); 
 increases the credibility you have in your field making you look like an expert; 
 non-evasive information that can be viewed at the customer’s pace; and 
 interesting well written and researched articles could lead to customers talking about it or passing it on 

to friends (for a marketer this is like winning the lotto!).  
 
Be warned!  Never confuse your newsletter with a sales brochure or a letter.  Don’t base your 
newsletter around how your business is performing or your business’ highlight of the month. Save that 
info for Christmas!  More than likely your clients don’t care and these approaches will annoy them and 
cause them to opt out or throw it in the bin.  You can however add a simple “have you heard about our 
new product?” or “this month’s product feature” section so long as you keep it straight forward and light. 
 
Above all, your newsletter should be fun, informative and always keep your customers’ interests in 
mind.  

 

Government Grants to help grow your business 
Project Aim 
The objective of the Grow Your Business – Business Development Plan is to provide your business 
with an opportunity to undertake a comprehensive strategic plan for future growth opportunities. 
 
Nature of Assistance 
The Business Development Plan will assist organisations to pinpoint where they want to go and how 
they are going to get there.  The strategic nature of this assistance allows the business to: 
 identify and develop processes that will assist in attaining their overall objectives 
 identify further opportunities and put together a comprehensive plan for the future; 
The Business Development Plan can be utilised by businesses wanting to develop their overall 
business strategy, or specific areas such as, but not limited to:- 
 production/process 
 finance 
 environmental strategies 
 export and marketing 
 eBusiness Development 
 supply chain 
 human resources and training 
 business mentoring 
 
Eligible individual businesses can apply for a grant of 50% of total project costs up to a maximum of 
$7,500. 
 
 For further information regarding eligibility and how to access this program, please do not hesitate to

contact us. 
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Business Plans - Questions to Consider 
Sales 
 Do you know your major sales segments? 
 What are your projected monthly sales on a departmentalised basis? 
 Who is your target market? 
 Have your staff been adequately trained to prepare for a sale:- 

 greet the customer? 
 explain the product or service? 
 close the sale? 
 document the sale? 
 check that the customer was happy with the entire sales process?

 Have you developed special "sales" days? 
 Have all staff been trained in the concept of "companion" selling? 
 Do you encourage customers to refer friends to your business? 

  

 
 

What's It Mean? 

 

Financial Stress Testing... is a test that the banks require their customers to 
undertake to satisfy the bank that the small business has the ability to repay the 
loan irrespective of the prevailing financial conditions. 
 

 

Pitfalls in Starting a Business 
If you are contemplating starting a business you will need to avoid the pitfalls.  Here are some tips 
before signing any contracts:- 
 seek good advice from an accountant, solicitor and bank manager; 
 prepare, or have prepared, realistic market analysis and verification; 
 prepare a realistic business plan; 
 honestly review your management skills; 
 undertake training to overcome management deficiencies; 
 ensure that you will be able to receive prompt and regular financial

information and accounts eg weekly financial information and monthly
financial accounts;  

 instigate systems so that you can regularly monitor the investment
that your business has in stock, work-in-progress and debtors; 

 promptly chase up debtors;  
 instigate ongoing staff training;  
 supply motivation and leadership to your team; 
 understand the business' products, services, customers and suppliers;
 identify the business' unique competitive advantage; and 
 be aware of the hours that you will need to work in the business.  
  
If you would like to have discussions with us relative to an investment in a business, please do not 
hesitate to contact us. 
 
 
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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