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Export Market Development Grant Application

If you wish to lodge an Export Market Development Grant for the year ended 30th June 2017, the application must be
lodged by 30th November 2017.

If you would like our assistance preparing your application, please contact us urgently.

Shop Small

Extracts from “The Economy of Shopping Small 2017 — American Express”.

The November 2017 “Shop Small Report” included some interesting comments from and about small business in

Australia:

e “We now live in a global village where you can buy anything, from anywhere, at the click of a button”.

e “Households across the country spend more than $90 billion each year at small businesses”

e “You've got to stay 100% focused on the running of the small business because if people don’t get the right product,
or don'’t get the freshness they expect, they’ll drop you and move on”.

e “Only 10% of consumers reported being able to get everything they want from local, small businesses. This was
down significantly from 17% last year”.

e “Small businesses really are the heartbeat of the local community. Often these small operators underestimate the
value and contribution they deliver to our communities”.

e  “Consumers also named higher prices (61%) limited product range (33%) and limited opening hours (20%) as some
of the factors preventing them from buying from small businesses”.

e “Small businesses keep the community going because they employ people. When people spend money in the local
shops, it stays in the community”.

e “To be successful as a small business owner you need to work hard. It's important to be there. Treat every
complaint as a question that can be answered, not as a reason for confrontation”.

e “On average, small business owners reported working with 5.4 local businesses during the past year, mostly with
professional services firms like lawyers and accountants or food retailers including grocers and convenience stores”.

e  “Running a small business is hard work. You need to forego some of your free time and be sincere. If you’re not
real, people see through you’.

e $0.42 of each dollar spent with small businesses is reinvested into the local community — $0.27 going towards
salaries of local workers, $0.12 going to local business suppliers, and the remaining $0.03 going to support local
charities, schools and sponsorship”.

If you would like to access a copy of the “Shop Small Report” (click here). Would you like to have a discussion with us
on any questions that relate to your business that these quotes from the “Shop Small Report” have prompted?

Business Prompts

Early Stage Innovation Company

e If your company is under 3 years old and you have developed a new product, process or service, then it is probably
worth your while talking to us to determine whether your company would qualify as an Early Stage Innovation
Company.
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http://www.essbiztools.com.au/uploads/TheEconomyofShoppingSmall-KeepitintheCommunity-November2017.pdf

Personal Property Securities Register

e If you have stock or plant and equipment stored at someone else’s premises, have you analysed the commercial
risks that you are running if a liquidator is appointed to your customer or to the owner of the premises? A good risk
management strategy will be to register your customer and the owner of the premises on the Personal Property
Securities Register.

Debtors days outstanding
e Are you concerned about the amount of money owed to you by your debtors? Do your debtors days outstanding
exceed 45 days? Are you incurring significant bad debts?

If any of these situations relate to your business, why not contact us for a review of your debtors’ management
system to determine if any changes can be made to improve the efficiency of debtors’ management within your
business.

Directors Role In a Small/Medium Business - Part 3

Responsibilities of Directors

The Corporations Act identifies that directors have wide responsibilities relative to the operations of the company. The

key responsibilities of a director include:

e Appointment of the Managing Director or Chief Executive Officer

e  Monitoring systems for:
- asset acquisition
- intellectual property development and protection
- registration of patents

e Accounting systems for
- debtors
- inventory
- creditors
- bank accounts

e Workplace Health and Safety — has management introduced appropriate systems and is there a regular monitoring
of the operation of those systems?

e People/Fair Work Australia — the directors need to ensure that the “people policies” that have been introduced by
management and approved by the Board of Directors are operating in an appropriate manner.

¢ Risk Management — has management implemented an appropriate risk management review process for the
business and is there regular monitoring on the effectiveness of the system?

e Cashflow Management — is management monitoring the day-to-day investment in debtors, inventory, bank accounts
in accordance with the policy signed off by the directors?

e Environmental Issues — has management implemented appropriate systems to monitor the company’s potential
responsibilities for the environment?

e Financing Arrangements — bank negotiations, capital raising e.g. Crowd-Sourced Funding or Early Stage Innovation
Company Equity Raising — do you need to consider these options?

e Payment of Taxation — are payments being made on time?

e Taxation Systems — is management responding to changing requirements from the Australian Taxation Office e.g.
“single touch payroll”?

e Payment of Superannuation — are superannuation contributions being made when required?

e Customers — has management implemented appropriate systems for welcoming of new customers and keeping all
customers aware of the products and services that the company can provide? Does the Board of Directors receive
regular reports summarising the current situation with customers, particularly any complaints?

In summary, the director’s responsibility is to ensure that management has implemented appropriate systems for the
monitoring of each of these items and for regular reporting to the Board of Directors that the systems are operating in the
manner that was envisaged when the directors signed off on the individual policies.

Directors cannot sign off on a policy and then ignore what is happening on an ongoing basis. Directors have a
responsibility to monitor the company’s procedures to ensure that the system, that the board has approved, is operating
satisfactorily. If the directors observe that the system is not operating satisfactorily, it is then up to the directors to ensure
that appropriate remedial action is taken to ensure that the systems are operating at a very satisfactory level.

If you would like to have a discussion with us relative to the responsibilities of directors, please do not hesitate to contact
us.

What Makes a Genuine Business? — Tax Office Rulings

A common question that arises during the course of each year is someone talking about the fact that they are carrying on
a genuine business and do they have to pay tax on their earnings or can they claim tax deductions on a host of various
items. This topic can get pretty finicky, but the usual starting point for discussions to determine if someone is carrying on
a business is set out in “Tax Ruling 97/11 Am | Carrying on a Business of Primary Production”.
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Although the title talks about primary production, this ruling is the key ruling often used by the Australian Taxation Office

and sets out the indicators that the courts have stated are relevant:

o  Whether the activity has a “significant commercial purpose or character”.

Whether the taxpayer has more than “just an intention to engage in business”.

Whether the taxpayer has a “purpose of profit as well as a prospect of profit from the activity”.

Whether there is “repetition and regularity of the activity”.

Whether the activity is of the “same kind and carried on in a similar manner to that of the ordinary trade in that line of

business”.

o Whether the activity is “planned, organised and carried on in a businesslike manner such that it is directed at making
a profit”.

e “The size, scale and permanency of the activity”.

o  Whether the activity is “better described as a hobby, a form of recreation or a sporting activity”.

These tests are pretty specific and outline simple tests which, if answered, give a good indication of whether someone is
carrying out a genuine business or a hobby.

If you are thinking about an activity and you would like some clarification of your potential status, please contact us.

What Is Equity Crowdfunding? - Enable Funding - www.enablefunding.com
Equity Crowdfunding is a new way to connect companies and investors through an integrated online digital portal/site.

Unlisted companies, start-ups and small businesses can access equity crowdfunding sites to raise capital from large
groups of investors (the “crowd”) via online equity crowdfunding platforms, such as Enable Funding.

In exchange for capital, investors receive shares or equity in the business. If the business succeeds, the value of those
shares rises, and vice versa.

Enable Funding is solving two main problems:

1. First, it reduces capital raising obstacles of private companies. A long-standing challenge in Australia is the lack of
capital raising options for Early-Stage Companies because of Australia’s small venture capital and angel investing
sectors.

2. The second problem is investor access to unlisted companies. This form of investing has been the preserve of
professional investors and high net worth individuals with contacts in this area. Through equity crowdfunding,
anyone can now invest in this sector of the market.

If you would like to obtain additional information relating to either raising capital as a Crowd-Sourced Funding or Early
Stage Innovation Company, please do not hesitate to contact us.

If you would like further information on the opportunities to invest in these types of companies, please contact us.

Give The Reason Why™"

“How can | sell more product?” Is the marketer’s eternal question.

To open minds and wallets and have prospects eagerly buy, the most persuasive words in advertising are simply,
“Reason Why”.

Whether you spread your message on TV, the internet or by letter, you must explain the “Reason Why” your product is
much better.

Give good reasons for these three questions — why you? why true? why now?

If you want to sell like a superstar, just boldly state your reasons: First, the reason yours is best. Second, a reason to
believe and third, a reason to act right now. Give these and you will receive more sales than you can imagine, gold and
riches on high.

The world showers you with treasure when you give the “reason why”.

Let me give you an example.

Soft drinks are one of the most difficult industries to break into with a new product. The number of times it's been done
over history is very, very seldom because people are loyal to whatever soft drink they like.

Not long ago, Slice soft drink. came out with a campaign that said it's a better tasting soft drink “because it contains 10%
fruit juice”.

It gave a little reason in the headline — “10% fruit juice” — to explain why it tastes better than the average fruit soda. And
that made all the difference in the world. In a product category that’s renowned for a sky-high failure rate among new
products, Slice quickly captured 7% of a $30 billion a year soft drink market.
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Today, that same soft drink market is probably worth more than $50 billion per year. That means that right out-of-the-
box, Slice created $2 billion a year in sales on the strength of this one little proof element, “10% fruit juice”.

See how critical that line is to its success; try taking it away, what do you have? “Slice, a better tasting soft drink”.
Nothing there but a bland claim.

Take a hard look at your most critical marketing material, especially any that are underperforming. Ask if you are giving

reasons why in each of these 3 areas:

1. Compelling reason(s) why your product is superior to other solutions your prospects might choose, including doing
nothing.

2. Compelling reason(s) to believe that what you say is true.

3. Compelling reason(s) to seize the opportunity today.

When you examine the most successful examples of salesmanship in print, you'll almost always find these three reasons
— “why?”, in full force, which is why they are so profitable.

** Trevor Marchant, Marchant Dallas

Information To Guide You - Part 1

A key question for business operators is to decide what information sources you should be using to guide you in
formulating business decisions. In 2017, there is far more information available — a significant amount of which is
available for free on the internet — than what was available 10 years ago.

The type of information you require will depend on the current stage of your business development.
e You may be requiring information and advice relative to starting a business, expanding your business or changing
the product or location. As your accountants we are happy to have discussions with you relative to these issues.
e For businesses that are operational, there are many questions that you will ask relative to:
- Your product mix.
- Changing products.
- Promotional campaigns.
- Should I be discounting products or not?
- What effect is the state of the economy going to have on my business?
- Will an upcoming government election influence how my customers purchase from my business?

As accountants, we are happy to have discussions with you on some of these issues. Some of the items you
require input on will undoubtedly require advice from your marketing and sales consultants.

What this highlights is that, as a business operator, you will benefit from having a “team of advisers” to give you
input relative to their individual specialities as they relate to your business conditions.

e When we produce for you, or you produce for yourself, a set of financial accounts comprising Profit and Loss
Account and Balance Sheet, this is not the end of the financial exercise, but it should be seen as the beginning! At
this time, we recommend that you evaluate the comparison of your key performance indicators from the most recent
to earlier periods and to your Budgets and that you always analyse variations. It's also a good idea to conduct a
benchmarking comparison whereby your business is compared to other businesses in the same industry component
as yours. This will give you valuable information that is generally not available.

If you would like some assistance from us in undertaking a key performance indicator or benchmarking
comparisons, please do not hesitate to contact us.

An Important Message

Contact us:
While every effort has been made to provide valuable, useful CMA Collins Mellody
information in this publication, this firm and any related P: 03 9836 1533
suppliers or associated companies accept no responsibility or F: 03 9836 3025

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.

E: admin@colmel.com.au

W: http://www.cmagroup.com.au
259 Whitehorse Rd, Balwyn, VIC, 3103
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