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[bookmark: _Toc234571975]Setting Targets to Nail in the Next Three Months
The start of a new financial year is a good time to set realistic targets which you would like to achieve in your business.  What needs to be fixed in your organisation that should be prioritised?

Why not take some “quality time” to think about what the issues are – you can’t fix everything at once.  You need to get to a “starting point” and then prepare your list.

[image: ]Some of the questions that you could think about include:
· The development of a Business Plan for 2026/27.

· Preparation of Charge Out Rate Calculations for businesses primarily selling labour – trades, professional service firms to earn your targeted profit.

· What are the developments in your industry that are likely to affect your business operations in the near future?

· Have your competitors made significant changes in how they are operating their businesses?  If so, how are these changes going to affect your business?

Unfortunately, there are a lot of flashpoints around the world that affect businesses even small businesses in Australia:
· The ongoing Russian invasion of Ukraine.

· Is there going to be peace in Iran?

· Will oil be able to be exported without interference by Iran?

· What makes your business valuable to your customers?

· Could you improve on customer service? 

· Are you sourcing products or sending products to the “hot spot” areas of the world?  Are you able to develop new markets as substitutes because of the conflicts?

· Do you need to improve on your team member training?

Do you have a plan:
· To overcome the disruptions in your business/industry?

· Keep up to date with changes in technology that affect your industry – e.g. AI?

· To make your business more valuable to your customers?

Our suggestion is, you prioritise the key things that you need to nail over the next three months so that you can tackle these issues one at a time so that you can remove them from your “MUST NAIL LIST”.

If you would like to have a discussion relative to analysing your business, developing strategies, developing your Business Plan please do not hesitate to contact the person in our firm that you normally deal with.

[bookmark: _Toc234571976]Who Is Your Ideal Customer / Client?
To grow a business you need to nurture a group of key people who you are able to move from:
· prospects to customers; 
· customers to clients; and
· ultimately to advocates.

How do you achieve this?

Some suggestions for you to consider:
· Have you developed any keywords that clients associate with your business?

· [image: ]Can you prepare a summary of your core clients identifying what they like about your business and what they dislike about your competitors?

· Do you receive regular feedback from your customers?  To get this feedback, does a leader within your business make contact with your key customers to ascertain what they think about your business and how they compare you to your competitors?

· Do you have a Customers Advisory Group that meets every few months (probably in a Zoom meeting unless everyone is in close proximity) from which you can obtain feedback and discuss strategies you are planning to introduce into your business, to get their comments.  This is a bit like having a “focus group” meet to evaluate a new product that has been developed by you or someone else.  Feedback from these types of groups can sometimes help a business to avoid significant costly problems in the development of new products or services.

· You can then utilise all of this information to prepare a summary of who your ideal customer/client is.

· You could then share this composition of your ideal client with your team so that they have an appreciation of the type of person that they should be targeting in their direct communications.

If you would like assistance on the establishment of a Customers Advisory Group for your business, please do not hesitate to contact the person in our firm with whom you normally deal.

[bookmark: _Toc234571977]Have You Identified Your Unique Selling Proposition?
Most government departments and large businesses require suppliers to submit a “Capability Statement” to them so that they can review it as part of their due diligence to determine whether they will purchase products or services from that supplier.  One of the key components of a Capability Statement is the business’ “Unique Selling Proposition” (USP).

A USP is a short slogan or phrase that clearly articulates your business’ competitive advantage, helps differentiate your business from your competitors and gives your customers and prospective customers an understanding of the benefits that your business offers to them.  To develop a Unique Selling Proposition it is a good idea to list the benefits that your products / services / solutions supply to customers that are unique, valuable or interesting from your customer’s point of view.
[image: How to Define your USP]
Is your business the best provider in your market? 

You should be and you should proudly be able to say so!

Why are you the best provider in your market?  Concentrate on the quality and the services that you provide to your customers.  Ask your team members and some of your current customers why they deal with your business.  What makes you different?  How are your services better than those provided by your competitors?

It is a good idea to gather samples of all your marketing material including letter heads, envelopes (if you still send letters) marketing brochures, extracts from your website, newsletters and compare your material to see if you are sending a consistent message to the marketplace.

You could also conduct a similar exercise on your major competitor – you may learn something from this analysis.

When you have completed this self-analysis you will be in a great position to prepare a summary of your “Unique Selling Proposition” that you can then incorporate into your Capability Statement which you can use to promote your business.

If you would like to “think tank” some of these items, please do not hesitate to contact the accountant in our organisation who you normally deal with.

[bookmark: _Toc234571978]Characteristics of a Well Run Business
[bookmark: _Toc201245139]There are many characteristics that have been developed by business operators.  The characteristics that appear to contribute to the success of small medium enterprises in Australia include:
· Personal Capacity and Development – drive and energy – high levels of self-confidence – the ability to solve problems.

· Excellent Customer Knowledge and Service – know the target market with a passion – do your homework on customers?  Can you walk in your customers shoes?  Do you have empathy with your customers?

· Excellent Product / Industry Knowledge – you either know this when you start the business or you will need to learn it very quickly!  Product knowledge is a very important requirement for the owner / manager and the entire team.

· Excellent Systems – highly successful businesses have written systems for every function within their business that are regularly reviewed and updated.

· Excellent Analysis of Results – this is the 52 Week Business Enhancement System – daily, weekly, monthly, quarterly, – not just left for an annual review – most businesses operate 52 weeks of the year or there about and require ongoing monitoring of Key Performance Indicators and other Business Metrics.

· Excellent Stock Management – you need to know your stock – use a Stock Analysis Chart to highlight your stock categories – stars – cash cows – problem lines – disasters (who bought that!).  What mix of stock do you need to generate your targeted profit?

· Excellent Debtor Control – you don’t have to offer credit to every customer – you need a Debtors’ Management System and up to date knowledge of your Debtors’ Days Outstanding figure each month so that prompt management action can be taken to ensure that your debtors are under control.  This is one of the major cash flow problem areas confronting SMEs.

· Excellent Cost Control – reduce wastage – monitor cost of goods sold percentages – utilise a benchmarking system to identify variations from star performers in your industry.
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· Excellent Team Management – daily huddle meeting – job descriptions – feedback on performance.

· Excellent Marketing – what are your customer’s needs?  Is your website frequently updated?

· Excellent Assessment of Competitors – what are their strengths and weaknesses?  What can you learn from them?  What opportunities have you identified?

· Excellent Funding for your Business – you will need a Business Plan – Budgets and Cash Flow Forecast. Have you identified the vision for your business?

· Strong Support from your Advisors – accountants to act as a Chief Financial Officer not just taxation advisor – solicitor who is aware of commercial matters.

· Excellent Planning for your Business – development of plans – comparing actual results to the plans – monthly review of actual performance compared to the plans.

· Excellent Quality Control – documentation of all processes – regular review to ensure that all aspects of your business are functioning as expected.

· Excellent Management – leadership team training – leadership meetings – monthly Board of Directors / Board of Advice meeting to review results.

If you would like us to conduct a review of your business operations to analyse your systems, please do not hesitate to contact the accountant in our organisation with whom you normally deal.

[bookmark: _Toc234571979]What Does It Mean?
STOCK INDICATORS
Measures the success of stock management in meeting customer demands without over investment in excessive stock (possibly obsolete stock).

Factors affecting stock management include:
· Stock Displays
· Department Mix
· Ordering Procedures and Systems
· Stock-Taking Techniques and Timing
· Stock Security Controls

Stock indicators normally used include:
· Average Stock On Hand
· Return On Inventory
· Stock Turnover (Days)

If you have any questions on matters affecting stock control within your business, please contact the accountant in our organisation you normally deal with.

Best wishes for a successful 2026/27 financial year performance.

	[bookmark: _30j0zll]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.
	Articles supplied by ESS BIZTOOLS.
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