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Rob Cameron

Strategic Business Coach
Unicorn Business Solutions

NOT an accountant! Or a banker!

General Management

Focus on results
Aim is success, not perfection

rob@unicornbs.com.au

mailto:rob@unicornbs.com.au


Unicorn Business Solutions

Tasmanian firm
Hobart, Devonport, Melbourne

Focus on SME’s

• Strategic Planning Days
• Strategic Business Coaching
• Modern Business Technology Solutions
• Accountable monthly accounting solutions

http://www.unicornbusinesssolutions.com.au/

Feedback form at end…

http://www.unicornbusinesssolutions.com.au/
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VISION
Why are you in business?

• Income? Profits?
• Lifestyle?
• Superannuation / payday?
• Calling?
• Can’t get a job?





What are you trying to achieve?

Both Jack and Jill draw from the business profits



What are you trying to achieve?

Jack
• Works 80 hours per week.
• He takes 2 weeks holiday a year.
• He needs to catch up on a lot when 

he returns.
• Sales are reliant on him.
• As is the key management of the 

business.
• He spends nights at home catching 

up on bookwork.

Jill
• Works 40 hours per week.
• She takes 4 weeks holiday a year.
• The business generally runs along 

while she’s gone.
• She has a sales system, and a team 

member trained.
• Jill has systemised the day-to-day 

operations of the business.
• Has nights free to spend with her 

family.



What are you trying to achieve?



Vision

Business Valuation Tool
http://www.unicornbusinesssolutions.com.au/tools.html

What are we trying to achieve?

Do we:
- Invest in systems?
- Invest in training?
- Invest in more staff?
- Invest in paying down debt?
- Invest in dividends for shareholders?

Vision = major driver of what we should reinvest in



Vision
What are we trying to achieve?

Vision = major driver of what we should reinvest in

Exercise page 3:

What’s the vision for YOUR business?
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Reinvest – theory vs. practice

What is reinvestment?



Reinvest – theory vs. practice

What is reinvestment?

Investing back into our business to 
generate greater returns in future



Reinvest – theory vs. practice

Financial measures:
• Net Present Value (NPV)
• Internal Rate of Return (IRR)
• k-factor (k)
• Etc.

How much return should we expect on 
our reinvestment?



Finance basics
- investment hurdle rate

What return does this project need to deliver to make it worth doing?

Depends on your cost of capital

The bank expects a return of 6.2% on their money

My investors want a return of 15% on their money

How risky is it?



Reinvest – theory vs. practice

Now Year 1 Year 2 Year 3 Year 4 Year 5

Base Case $100 $105 $110 $115 $120 …

Reinvestment $20 $105 $110 $115 $120 $125 …

25% return forever!

GOOD???

Cost of capital = 13%

Cost of capital = 30%



Reinvest – theory vs. practice
THEORY REALITY

Reinvest to strengthen business

Reinvest in marketing to build income by $5

Planned reinvestment program

New car 

Which bit of income was the new marketing?

$20 investment returns $5.25 p.a.

Investment ≠ expense, asset on balance sheet

Invest if return > cost of capital

Invest if return > cost of capital

Competitor selling up!

Plus or minus 50%

Investment builds tangible and intangible assets

My team is too busy!

Which bit of income was from the marketing?

Mathematical calculation Emotional value based choice



Reinvest – theory vs. practice
GOOD REINVESTORS BAD REINVESTORS

Vision & aspiration

Logical plan for success

Think about building a balance sheet of assets

Instant reward

See what tomorrow brings

List of reinvestment opportunities

Know cost of capital and how to access

Enjoy building

Understand risk and how to sit with it

Just think profits

Get sold on latest fad

Look at bank account

Enjoy spending

Scared of unknown future

Do Don’t
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Business Model

What’s the logic behind this business? 

Logic flow? Key drivers? Key numbers?

Therefore, how do we reinvest to strengthen?

Think about YOUR business model…



Business Model

An example…

$



Business Model



Business Model
# visitors
conversion rate % to customers
average sale value $

# unique visitors
conversion rate %
average sale $

Database size 
# subscribers
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The financial model

How does your business fundamentally make money?

The fundamental drivers of your income / margin

E.g.:

= Number of products x average price per product

= Numbers of hours paid x staff productivity x gross profit per hour

= Number clients x average gross profit per seat

= Number rooms x        occupancy       x         average nightly income



Small Changes        

Big Results

Finance
Unicorn Business Solutions



1+1+1-1=37

Finance
Unicorn Business Solutions



Your latest Profit and Loss Statement

Sales $ 1,000,000
Purchases $ 700,000

Gross Profit $ 300,000
Less Overheads $ 250,000

Net Profit $ 50,000

Finance
Unicorn Business Solutions



Finance

Your latest Profit and Loss Statement

Average Sale $ 100
# of Sales x 10,000
Sales $ 1,000,000
Purchases $ 700,000

Gross Profit $ 300,000
Less Overheads $ 250,000

Net Profit $ 50,000

Unicorn Business Solutions



+1

Based on Sales of $1,000,000

1% Price Increase
results in a

$10,000
Profit Improvement

Now lets apply the formula…

Finance
Unicorn Business Solutions



1% Price Increase
Original    Change New Figures

Average Sale $100 1 101
x   # of Sales 10,000
Sales 1,000,000 10,000 1,010,000
Purchases 700,000
Gross profit 300,000
Overheads   250,000

Net Profit 50,000

Finance
Unicorn Business Solutions



+1+1   

Based on 10,000 sales 

Get the customers to shop more often or attract new customers 
1% increase in number of sales

results in 
$10,000

and
$7,000

increase in expenses
Resulting in Profit improvement of

$3,000

Finance
Unicorn Business Solutions



1% Increase Number of Sales
Original    Change New Figures

Average Sale $101 1 101
x   # of Sales 10,000 100 10,100
Sales 1,000,000 20,000 1,020,000
Purchases 700,000 7,000 707,000
Gross profit 300,000 13,000 313,000  
Overheads   250,000

Net Profit 50,000

Finance
Unicorn Business Solutions



+1+1+1     

Based on average sale of $100

1% increase by upselling
results in a

$10,000 
and

$7,000
increase in purchases

Resulting in Profit improvement of
$3,000

Finance
Unicorn Business Solutions



1% Increase of Average Sale
Original    Change New Figures 

Average Sale (with price increase) $101 1 102
x   # of Sales 10,000 100 10,100
Sales 1,000,000 30,200 1,030,200
Purchases 700,000 14,000 714,000
Gross profit 300,000 16,200 316,200  
Overheads   250,000

Net Profit 50,000

Finance
Unicorn Business Solutions



+1+1+1-1      

Based on overheads of
$250,000

1% decrease in overheads
results in a

$2,500
Profit Improvement

Finance
Unicorn Business Solutions



1% decrease in Overheads
Original    Change New Figures 

Average Sale (with price increase) $101 1 102
x   # of Sales 10,000 100 10,100
Sales 1,000,000 30,200 1,030,200
Purchases 700,000 14,000 714,000
Gross profit 300,000 16,200 316,200  
Overheads   250,000 2,500 247,500

Net Profit 50,000 18,700 68,700

Finance
Unicorn Business Solutions



+1+1+1-1=37        

A profit improvement of 
$18,700

And that’s a 
37%

INCREASE!

Finance
Unicorn Business Solutions



What If ?

Unicorn Business Solutions



Financial Model

Translating the business model into numbers


What If





																2014										What If?

																Adjusted Management Figures

						Number of Sales								7,756										14,000



						Average Sale								80.76						Price Increase						111

																Markup %				Upsell				30.00				Markup %

						GP %								47%		89%												89%

																																Profit Improvement

						Income										626,402										1,550,690						194,482



						Cost of Sales										331,999										821,880



						Gross Profit										294,403										728,810						Business Value Improvement

																																777,929



						Gross Profit										294,403		47.00%								728,810		47%



						Fixed Expenses										73,104								50,000		123,104						Potential 5 Year Benefit

																																1,750,341

						Variable Expenses										13,503										33,428



						Employment Expenses										56,323								170,000		226,323



						Net Profit										151,473										345,955













				Number of sales:

						FY 2014				7,756

						Q4 2014				2,526





























Previous 3 Years



				Salamanca Wool Shop
Previous 3 Years







														2012				2013				2014



						Income								743,707				624,719				626,402



						Cost of Goods Sold								371,876				324,335				331,999



						Gross Profit								371,831				300,384				294,403



						Markup %								100%				93%				89%



						Gross Profit %								50%				48%				47%



						Expenses								179,007

Rowan Alexander: Rowan Alexander:
Expenses less wages and super for Cheryl
				151,227

Rowan Alexander: Rowan Alexander:
Expenses less wages and super for Cheryl & Kim
				142,931



						Net Profit								192,824				149,157				151,473



						Depreciation included								2,122				5,057



















































































































































































































































































































































Business Valuation



				Salamanca Wool Shop
Business Valuation







												2012				2013				2014

												Management Figures				Management Figures				Management Figures

						Net Profit						192,824				149,157				151,473



				Plus		Adjustment for Fair Owners Wage						80,000				80,000				80,000

				Plus		Depreciation						2,122

Kerrin Glee: Kerrin Glee:
from MYOB file 
				5,057

Kerrin Glee: Kerrin Glee:
from MYOB file





						Adjusted Net Profit						114,946				74,214				71,473



						Weighting						1				2				3



						Profit * Weighting						114,946				148,429				214,418



						Average Profit						79,632



						Valuation Multiple						1		2		3		4		5



						Valuation						79,632		159,264		238,896		318,529		398,161



						Net Assets Invested						263,727

Kerrin Glee: Kerrin Glee:
as per MYOB file 30/03/14
		

Kerrin Glee: Kerrin Glee:
from MYOB file 
		263,727		263,727		263,727		263,727



						Goodwill Value						0		0		0		54,802		134,434









Data





								2009				2010				2011



				Income



				Sales				1,189,629		99.8%		1,420,998		99.6%		1,909,664		99.7%

				Goods Own Use				2,527		0.2%		5,840		0.4%		5,840		0.3%



				Total Income				1,192,156				1,426,838				1,915,504



				Cost of Goods Sold



				Opening Stock				12,877		2.7%		23,654		4.2%		39,473		6.9%

				Purchases				339,565		70.0%		405,840		71.3%		602,919		69.3%

				Discounts Given				(2,292)		-0.5%		(116)		-0.0%		(13)		-0.0%

				Lease Computer Systems 				5,900		1.2%		7,075		1.2%		12,685		2.2%

				Packaging				33,788		7.0%		37,858		6.7%		53,533		9.4%

				Noodle Box Income Royalty				68,553		14.1%		80,629		14.2%		116,145		20.4%

				Noodle Box Marketing Royalty				38,774		8.0%		40,203		7.1%		58,273		10.2%

				Freight				11,591		2.4%		11,976		2.1%		16,932		3.0%

				I Noodle						0.0%		1,460		0.3%		5,516		1.0%

				Closing Stock				23,654		4.9%		39,473		6.9%		35,013		6.2%



				Total Cost of Goods Sold				485,100				569,107				870,450



				Gross Profit				707,056				857,731				1,045,054



				Gross Profit %				59%				60%				55%



				Expenses



		f		Advertising & Promotion				25,664		4.2%		40,316		4.7%		49,890		3.8%

		v		Bank Charges				985		0.2%		1,730		0.2%		7,631		0.6%

		v		Borrowing Expenses				385		0.1%		606		0.1%		563		0.0%

		f		Cleaning				2,867		0.5%		3,778		0.4%		8,313		0.6%

		f		Depreciation				32,439		5.4%		38,949		4.5%		70,028		5.3%

		f		Electricity				13,122		2.2%		14,792		1.7%		26,601		2.0%

		f		Filing Fees				212		0.0%				0.0%		218		0.0%

		f		Fines						0.0%		660		0.1%		1,416		0.1%

		f		Formation & Establishment Expenses				861		0.1%		1,984		0.2%		4,774		0.4%

		v		Gas				12,030		2.0%		14,661		1.7%		26,949		2.0%

		f		Hire Labour				21,975		3.6%		2,205		0.3%		33,507		2.5%

		f		Insurance				7,238		1.2%		12,558		1.5%		24,580		1.9%

		f		Interest				19,673		3.3%		34,970		4.1%		52,790		4.0%

		f		Kitchen Supplies				381		0.1%				0.0%		5,878		0.4%

		f		Legal Costs				3,433		0.6%		6,374		0.7%		3,823		0.3%

		f		Licences, Registrations, Permits				191		0.0%		1,298		0.2%		2,461		0.2%

		f		Manuals & Documentation				2,600		0.4%		2,860		0.3%		2,600		0.2%

		f		Motor Vehicle Expenses				7,965		1.3%		16,236		1.9%		17,030		1.3%

		f		Pest Control												1,007

		f		Postage				276		0.0%		467		0.1%		359		0.0%

		f		Printing & Stationery				2,824		0.5%		3,778		0.4%		4,940		0.4%

		f		Professional Fees - Accounting				2,805		0.5%		3,279		0.4%		6,780		0.5%

		f		Rates						0.0%		125		0.0%		2,153		0.2%

		f		Rent				72,650		12.0%		86,745		10.1%		89,490		6.8%

		f		Repairs & Maintenance				5,310		0.9%		5,918		0.7%		8,068		0.6%

		f		Replacement Utensils				3,919		0.6%		4,823		0.6%		6,113		0.5%

		f		Security				390		0.1%		714		0.1%		1,827		0.1%

		f		Staff Amenities				1,117		0.2%		4,295		0.5%		1,919		0.1%

		f		Staff Training				13,418		2.2%		15,534		1.8%		11,925		0.9%

		f		Staff Recruitment 				5,000		0.8%				0.0%		1,843		0.1%

		v		Superannuation				17,774		2.9%		34,965		4.1%		30,627		2.3%

		f		Superannuation												30,627

		f		Telephone				7,058		1.2%		14,076		1.6%		16,814		1.3%

		f		Travelling Expenses				4,608		0.8%		5,658		0.7%		7,713		0.6%

		f		Uniforms				1,668		0.3%		7,051		0.8%		2,323		0.2%

		v		Wages				311,153		51.4%		473,932		55.0%		372,421		28.2%

		f		Wages												372,421

		v		Waste Disposal				3,008		0.5%		5,633		0.7%		9,895		0.8%

		v		Water Charges												524



				Total Expenses				604,998				860,972				1,318,839



				Operating Profit				102,058				(3,241)				(273,785)



				Other Income



				Interest Received				1,426				6,395				8,008

				Sales - Twisted Tees								94				(380)

				Profit of Sale of Fixed Assets								5,436

				Rebates Received												15,500

				Sundry Income												3,024



				Total Other Income				1,426				11,925				26,152



				Net Profit				103,485		8.7%		8,684		0.6%		(247,633)		-12.9%















































































































































































































































































































































































































































































Questionnaire



																																Total Weighted Score:						279

								Business Valuation Questionnaire																								Out of a Possible:						395

																								Score 1-5																														Points		Weighting 1 - 5		Weighted Score		Maximum Score		Difference

																																																																														Cheryl		Kim		BDQ page

		1. What would happen to the business if you were absent for an extended period? 

		1				2				3				4				5						3				Points		1		2		3		4		5				Score		0		0		3		0		0		3		5		15		25		10																3		2		10

		it would collapse														no one would notice I wasn't there

		2. Does any one individual hold the relationships with key customers and suppliers?

		1				2				3				4				5						3				Points		5		4		3		2		1				Score		0		0		3		0		0		3		4		12		20		8																3		5		16

		no, relationships held by many team members																yes, all with one person

		3. What is the condition of your plant and equipment?

		1				2				3				4				5						3				Points		5		4		3		2		1				Score		0		0		3		0		0		3		2		6		10		4																3		3		13

		new and well maintained																old and not maintained

		4. How old is the technology you use?

		1				2				3				4				5						3				Points		1		2		3		4		5				Score		0		0		3		0		0		3		2		6		10		4																3		blank		13

		old and out of date																latest model

		5. How long is your lease including options to extend?

		1				2				3				4				5						5				Points		1		2		3		4		5				Score		0		0		0		0		5		5		3		15		15		0																5		n/a		37

		less than 3 years 																5 years +/own premises

		6. Are your premises appropriately located and suitable for their purpose short and longer term?

		1				2				3				4				5						3				Points		5		4		3		2		1				Score		0		0		3		0		0		3		3		9		15		6																3		1		37

		yes, well located and room for growth																no, need to relocate soon

		7. Are your premises in good condition and do they meet standards (OH&S etc)?

		1				2				3				4				5						1				Points		5		4		3		2		1				Score		5		0		0		0		0		5		2		10		10		0																1		3		38

		very good condition, meets all standards														old and tired, work needs to be done

		8. What would be the impact of a new owner losing a key team member?

		1				2				3				4				5						4				Points		1		2		3		4		5				Score		0		0		0		4		0		4		3		12		15		3																4		n/a		33

		difficult for the business 																minimal impact

		to function day to day

		9. Do you think your key team members will be with you in 3 years?

		1				2				3				4				5						4				Points		5		4		3		2		1				Score		0		0		0		2		0		2		3		6		15		9																4		n/a		34

		highly likely																highly unlikely

		10. Do you have documented systems or procedures (manuals) that identify performance standards

		 for each key function in your business?

		1				2				3				4				5						2				Points		5		4		3		2		1				Score		0		4		0		0		0		4		4		16		20		4																2		5		13

		all activities documented																none at all

		11. Are these systems understood and used as an integral part of team training and day to day business?

		1				2				3				4				5						3				Points		1		2		3		4		5				Score		0		0		3		0		0		3		2		6		10		4																3		1		13

		no, we don’t use them														understood and always used

		12. Do you know your financial results for last month and YTD?

		1				2				3				4				5						2				Points		5		4		3		2		1				Score		0		4		0		0		0		4		3		12		15		3																2		blank		40

		yes, records up to date and accurate														no haven’t had results for months

		13. Do you have quality debtor and creditor control systems?

		1				2				3				4				5						2				Points		5		4		3		2		1				Score		0		4		0		0		0		4		2		8		10		2																2		blank		40

		yes, quality systems in use														no, we don’t actively manage this

		14. Is there a large market for your business?

		1				2				3				4				5						4				Points		5		4		3		2		1				Score		0		0		0		2		0		2		4		8		20		12																blank		blank		40

		plenty of potential buyers														very few potential buyers

		15. Does your business have many quality direct competitors?

		1				2				3				4				5						3				Points		1		2		3		4		5				Score		0		0		3		0		0		3		3		9		15		6																3		blank		40

		virtually none																many competitors

		16. How easy is it for someone to set up in competition with you?

		1				2				3				4				5						5				Points		5		4		3		2		1				Score		0		0		0		0		1		1		3		3		15		12																5		blank		41

		very difficult																very easy

		17. When considering returns, is your industry typically volatile?

		1				2				3				4				5						4				Points		1		2		3		4		5				Score		0		0		0		4		0		4		4		16		20		4																4		blank		41

		highly volatile																steady

		18. How many key customers does your business rely on? 

		1				2				3				4				5						1				Points		5		4		3		2		1				Score		5		0		0		0		0		5		3		15		15		0																1		1		16

		no real key customers																1 or 2

		19. Do you have contracts with your customers?

		1				2				3				4				5						1				Points		1		2		3		4		5				Score		1		0		0		0		0		1		3		3		15		12																1		1		16

		no contracts in place														long term contracts in place

		20. Is there a point of difference in your business that provides a compelling reason for customers

		to deal with you?

		1				2				3				4				5						1				Points		5		4		3		2		1				Score		5		0		0		0		0		5		5		25		25		0																1		2		12

		yes, it has a unique feature																no

		21. Are the demographics of your region improving or declining with respect to your target market?

		 i.e. is the population increasing/decreasing, are average incomes increasing/decreasing?

		1				2				3				4				5						4				Points		1		2		3		4		5				Score		0		0		0		4		0		4		5		20		25		5																4		4		37

		sharply declining																greatly improving

		22. Are changes in technology and consumer trends likely to have a significant negative or positive

		effect on your business?

		1				2				3				4				5						3				Points		5		4		3		2		1				Score		0		0		3		0		0		3		4		12		20		8																3		2		37

		positive impact																negative impact

		23. Is there a significant opportunity for growth for the business?

		1				2				3				4				5						5				Points		1		2		3		4		5				Score		0		0		0		0		5		5		4		20		20		0																5		5		10

		limited opportunity																significant opportunity

		24. Does either the business or your team members require licenses or qualifications that are difficult

		to obtain?

		1				2				3				4				5						5				Points		1		2		3		4		5				Score		0		0		0		0		5		5		3		15		15		0																5		5		30

		there are a number of requirements																no

																																																						84		79		279



		0 - 40%				1										Your Score:								279																														279

		41% - 50%				2																										Total Weighted Score:						279

		51% - 60%				3										Out of a Possible:								395								Out of a Possible:						395																395

		61% - 70%				4																										% Score:						71%

		71% - 80%				5										Equals								70.6%																														71%

		81% - 90%				6

		91% - 100%				7										Valuation Multiple 								4																														4















































































































































































































































































































































































































































Lifetime Value of a Customer



						Lifetime Value of a Client 



						How much do they spend with you?								$



						How often do they buy from you annually?								x								810,349



						Annual Spend								$		0



						How many years will they typically buy from you?



						Lifetime customer value								 $		0















Referrals

				The Power of Referrals





				Starting sales ($)						$   626,402



				Starting number of customers



				Customers that refer new customers (%)



				No of customers they refer each year



				Average fee per customer						$   - 0



				Defection rate (%)



				Sales in 10 years						 



				Customers in 10 years						 







																										0



																								1		0



																						0		2		0



																						0		3		0



																						0		4		0

																						0		5		0

																						0		6		0



																								7		0

																								8		0

																								9		0

																								10		0





Notes

		Issues:		No Equity Amount

				No Net Assets

				$250,000 bank loan in MYOB - not in financials

				MYOB not aligned with financials

				Net profit increased slightly but consistently over the past 3 years

				Business Premises could be moved to S/F - What is the market value in Devonport currently??

				Suggested Breakeven is 105,000.  May be significantly higher

				Margin used to calculate profit doesn't include freight

				GP in retail manager reports don't match GP in MYOB (income does)





P & L

		Profit & Loss



		Attejude Pty Ltd

		July 2013 - Mar 2014



		Numbers are for full years sales		Retail Mgr 		Extracted from		Adjustments		Total

		Income				MYOB Report (/9*12)

		Accessories		116,703						116,703								2013 Q4 sales $199,000

		Childrens wear		10,076						10,076

		Felt		3,086						3,086

		Household		5,937						5,937

		Knit accessories		12,918						12,918

		Menswear		50,837						50,837

		Pattern book		5,771						5,771

		Womenswear		279,312						279,312

		Wool		68,774						68,774

		Ugg		1,798						1,798

		Supplies		324						324

		Womenswear other		70,795						70,795

		Other				73				73

		Adjustment to match MYOB								0

		Total Income		626,330		73		0		626,402

		Less Cost of Sales

		Accessories		60,998						60,998

		Childrens wear		5,792						5,792

		Felt		1,133						1,133

		Household		2,512						2,512

		Knit accessories		6,129						6,129

		Menswear		27,076						27,076

		Pattern book		3,204						3,204

		Womenswear		143,543						143,543

		Wool		39,681						39,681

		Ugg		890						890

		Supplies		48						48

		Womenswear other		38,573						38,573

		Miscellaneous purchase				108				108

		Contract knitters - payment				810				810

		Cost variance				3,115				3,115

		Adjustment to match MYOB						(1,612)		(1,612)

		Total Cost of Sales		329,578		4,033		(1,612)		331,999



		Accessories		55,705						55,705

		Childrens wear		4,284						4,284

		Felt		1,953						1,953

		Household		3,425						3,425

		Knit accessories		6,789						6,789

		Menswear		23,761						23,761

		Pattern book		2,566						2,566

		Womenswear		135,769						135,769

		Wool		29,093						29,093

		Ugg		908						908

		Supplies		276						276

		Womenswear other		32,222						32,222

		Adjustment to match MYOB								0

										0

		Gross Profit		296,752		0		0		294,403

				47%						47%

		Plus Other Income







		Total Other Income

																						73,104		13,503		56,323

		Less Operating Expenses		9 months		12 months		Adjustments		Adj Total				F		V		E				F		V		E

		Accounting Fees		1,045		1,394				1,394				100%								1,394		0		0

		Till Shortage		603		803				803						100%						0		803		0

		Dues & Subscriptions		224		298				298				100%								298		0		0

		Stationery		2,569		3,426				3,426				100%								3,426		0		0

		Freight Paid		743		990				990				50%		50%						495		495		0

		Late Fees Paid		1,309		1,746				1,746						100%						0		1,746		0

		Bank Charges		492		656				656				50%		50%						328		328		0

		Merchant Summary Fees		4,602		6,137				6,137						100%						0		6,137		0

		Loan		4,886		6,515				6,515				100%								6,515		0		0

		Total Advertising & Promotion Exp		2,687		3,582				3,582				50%		50%						1,791		1,791		0

		Rent Shop Lease		27,069		36,092				36,092				100%								36,092		0		0

		MYOB		592		789				789				100%								789		0		0

		Postage		85		113				113				50%		50%						57		57		0

		Car Parking		799		1,066				1,066				100%								1,066		0		0

		Telephone line 1		1,193		1,590				1,590				100%								1,590		0		0

		Insurance		994		1,326		2,000		3,326				100%								3,326		0		0

		Administration Expense		1,455		1,939				1,939				100%								1,939		0		0

		Store Supplies		1,268		1,691				1,691				50%		50%						846		846		0

		Maintenance		44,488		59,317		(50,000)		9,317				100%								9,317		0		0

		Staff Amenities		108		144				144								100%				0		0		144

		Wages & Salaries		97,551		97,551		(47,500)		50,051								100%				0		0		50,051

		Workers' Compensation		1,327		1,770				1,770								100%				0		0		1,770

		Superannuation expense		15,556		15,556		(11,197)

Rowan Alexander: Rowan Alexander:
remove Cheryl & Kim super

remove Super qtr. Payments to expense account		4,359								100%				0		0		4,359

		Home/Mobile Phone		514		685				685				50%		50%						343		343		0

		Vehicle		2,316		3,088				3,088				80%		20%						2,470		618		0

		Entertainment Expense		235		313				313						100%						0		313		0

		Travel		42		55				55				50%		50%						28		28		0

		Web Hosting		420		560				560				100%								560		0		0

		Web Design		326.36		435				435				100%								435		0		0

		Depreciation				0				0				100%								0		0		0

						0				0				100%								0		0		0

		Total Operating Expenses		215,498						142,931

		Net Profit								151,473







Bal Sht



				Attejude Pty Ltd

				69  Salamanca Place

				Hobart

				

				

				Balance Sheet

				As of 30/03/2014



						

						Assets

						Current Assets

						Cash On Hand

						Cheque Account		$15,028.44

						GST account		$24,882.44

						Online account		$10,594.50

						Petty Cash		$46.75

						Float		$650.00

						Undeposited Funds		$810.89

						Total Cash On Hand		$52,013.02

						Inventory		$253,779.57		$253,779.57

						Menswear		($1,214.81)		($1,214.81)

						Womenswear		$254.55		$254.55

						Childrenswear		($170.25)		($170.25)

						Accessories		($1,209.84)		($1,209.84)

						Yarn		($2,127.24)		($2,127.24)

						Books/Patterns		($301.35)		($301.35)

						Miscellaneous		($527.35)		($527.35)

						Other Assets				$248,483.28

						Goodwill		$45,000.00

						Total Other Assets		$45,000.00

						Total Current Assets		$345,496.30

						Fixed Assets

						Store Equipment

						Store Equip - at Cost		$13,634.42

						Store Equip - Accum Dep'n		($5,692.62)

						Total Store Equipment		$7,941.80		$7,941.80

						Total Fixed Assets		$7,941.80

						Motor Vehicle at Cost		$12,272.73

						Motor Vehicles Accum Depn		($4,971.00)		$7,301.73

						Directors Loan		$65,000.00

						Total Assets		$425,739.83

										$263,726.81

						Liabilities

						Current Liabilities

						Credit Cards

						Visa		($27,592.60)

						Total Credit Cards		($27,592.60)

						Trade Creditors		$53,429.05

						Company Tax Payable		$47,565.80

						GST Liabilities

						GST Collected		$79,710.12

						GST Paid		($62,633.29)

						Total GST Liabilities		$17,076.83

						Payroll Liabilities

						Payroll Accruals Payable		$6,540.80

						Super Accurals Payable		$10,916.70

						Total Payroll Liabilities		$17,457.50

						Layby Payments		$518.00

						Sales Order Payments		$298.00

						Credit Notes issued		$1,391.90

						Gift Voucher issued		$1,287.30

						Other Current Liabilities		($85.06)

						Total Current Liabilities		$111,346.72

						Long Term Liabilities

						Bank Loans		$127,871.88

						Total Long Term Liabilities		$127,871.88

						Total Liabilities		$239,218.60

						

						Net Assets		$186,521.23

						

						Equity

						Owner's/Shareholder's Equity

						Owner/Sharehldr Capital		$11,714.00

						Owner/Sharehldr Drawings		$279,000.00

						Total Owner's/Shareholder's Equity		$290,714.00

						Retained Earnings		$261,388.50

						Dividends Paid		($375,000.00)

						Current Year Earnings		($55,581.27)

						Historical Balancing		$65,000.00

						Total Equity		$186,521.23
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• 90% of price resistance occurs between your 
ears

• Practice delayed gratification
• What products and services produce the profit?
• How much money do you have left on the table?
• You can’t spend percentages
• True wealth is discretionary time
• Understand the model (What if)

Finance
Discussion Points

Unicorn Business Solutions



Financial Model

How much should we be investing to reimagine
this business potential?

Over what timeframe?

How do we manage the risks?
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Reinvestment Plan

Reinvestment goals:

• Number of visitors (shop)
• Number of visitors (online)
• Conversion rate to customers (shop)
• Conversion rate to customers (online)
• Number active in our community / database
• Average spend / upselling

Start by knowing the metrics we are looking to influence!



Reinvestment Plan
Hundreds of strategies to influence each metric

What’s right for your business?

Only limited by imagination!



Reinvestment Plan

Project Estimated 
investment $

IT systems $20,000

Communication content development $3,800

In store sales techniques / scripting $800

Online marketing $8,200

Website improvements $3,700

Offline marketing $6,000

Supplier education cards $500

Total $43,000



Execution

• Know what is important

• Have some sort of plan (action plan and financial plan)

• Know you capital position (do we need to beg, borrow, steal to make this work?)

• Give reinvestment the priority it needs to see action taken

• Assign accountability and resources

• Measure and monitor progress regularly



Business owners financial best 
practice “tool kit”

 Business model

 A monthly budget built off activity metrics

 Efficient financial processes and systems

 Cash control

 Performance reporting vs. benchmark

 Forecast for key cash flow items

 Appropriate amount of debt

 Right people doing the right jobs



Budgeting

• Built off activities that drive your business model

• Represent your business plan

• Sensible assumptions

• Used to help you manage cash
• Capital investment
• Debt repayment
• Dividends

Failing to plan is planning to fail

Benefits

 Forces financial planning
 Benchmark
 Decision making
 Accountability
 Continuous improvement

Article: “Business owners guide to budgeting”



Monthly review

By the 10th of every month you will:
• Have all revenue figures correct including sales credits
• Have all expenses entered
• Correctly run payroll as required
• Made system adjustments for depreciation, stock movements, purchases, 

loans etc.
• Have all KPI information in your data sheet

By the 15th of every month you will review an accurate report on:
• KPI’s
• P&L
• Balance sheet
• Cash movements



Key Performance Indicators (KPI’s)

Unicorn Business Solutions
The Planning Day





• “Playing without keeping the score is 
just practice” ~Vince Lombardi (famous American 
Football coach)

• Small changes make a big difference
• Regular feedback & employee 

involvement
• Non-financial KPI’s

Key Performance Indicators
Unicorn Business Solutions



Too Much Information!



Having a scoreboard



Plan for today…
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Key take aways!

• What are we doing all this for? 
• What is our vision for this business?

• What is our cost of capital (roughly)?

• What’s our business model? 
• How does this all flow from the customer?

• What’s our financial model? 
• What are the key numbers driving this business?

• What’s our reinvestment plan? 
• What are the BEST projects we can implement that will 

IMPACT on our business results?



Key take aways!



Do you know someone who will 
benefit from my next session?

Keeping the Dollar$ Rolling

Understand and manage the financial health of your 
business

Bicheno: 22nd June
Launceston: 3rd August

Burnie: 4th August
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