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The ProfitSURGETM Accountants Curriculum  

1. Target Audience  

Accountants in practice who provide business advisory services to operators of privately-owned businesses. 

The curriculum is complimentary to the client version of ProfitSURGETM and although we believe it makes great sense for accountants to 

encourage their clients to enrol in the course, it is not a prerequisite for them to do so.  

2. Training Objectives  

As a result of completing this training accountants will be able to: 

(i) Explain to clients how to utilise Pricing Strategy, Contribution Based Activity, and the Segmentation of products & services to increase 

profitability and cash flow from, at first, within the existing enterprise footprint - growth without a further investment in people, 

infrastructure, or production capacity.  

(ii) Implement a Management Control Plan within their client’s businesses which includes the establishment of a Management Board, to be 

chaired by the accountant. The role of this board will be to focus the client’s attention on the strategic direction of the business and establish 

plans to ensure optimum levels of performance. Monthly meetings are designed to track compliance with the agreed to plan, and encourage 

corrective actions as required. 

(iii) Support clients progression through the 9 stage Business Development Process and offer direct guidance, or assess the capability of third 

party advisors to deliver services, so as the client’s business tracks towards best in class management practices. Such a business would have 

in place a robust financial reporting system, be sensitive and responsive to customers wants and needs, be appropriately structured and led, 

have efficient operating procedures in place, understand the importance of building a strong and cohesive team, and have a succession plan 

and exit strategy for the owners.  
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3. Training Methodology  

Monthly training courses of approximately 20 minutes will be accessible as either a live online workshop or a pre-recorded classes deliverable 

through our Learning Management System – Learndash. 

The Learndash courses will be suitable for both individual learning and facilitated group sessions led by a representative of the firm. The 20 

minutes lessons comprise several short video presentations that allow the facilitator to lead group discussions between video breaks, with simple 

questions such as: 

“Which of our clients do you think may benefit from this approach, and how?” 

or 

“Can you think of any of our clients who may be experiencing this problem?” 

During the beta trial of this curriculum the feedback we received from participating firms was each 20-minute lessons contained enough content 

for a one-hour group training session. 

Once presented, each lesson is available for review 24/7. 

In addition to the monthly lessons, weekly live Q & A sessions are delivered via our virtual classroom allowing an opportunity for accountants to 

obtain assistance with the implementation of strategies to specific client circumstances. The sessions will be recorded and available on demand 

through the Learning Management System. 

(Although outside of the formal curriculum we are also able to tailor in-house face to face training for firms, including full day retreats.) 

4. Eligibility; Evaluation; & Assessment 

Enrolment in our program is restricted to qualified Chartered Accountants and CPA’s or employees working towards qualification. Therefore, 

we do not consider formal assessments are necessary or of value. We do however encourage all participants to compete course evaluations in 

keeping with our commitment to excellence and continual improvement of the material and resources. 

5. Client Courses  

As part of their monthly subscription Accountants are provided free access to each course we deliver to business owners, other than for the 3 

onboarding workshops where a modest additional charge applies. 
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6. Topics 

• Contribution Based Activity 

o Understanding Profit Drivers 

o Segmentation: Some Customers are More profitable than Others, as are Some Products & Services 

o Nurturing the Profitable Contributors, and Fixing the Problems 

o Quickly Determining the Effectiveness of Past Trading 

o Establishing Targets for Increases Profitability 

o Assessing Client Forward Planning 

o Establishing Weekly Reporting Systems 

• Pricing for Profit 

o Exploring the Direct Relationship Between Price & profit 

o Understanding the Psychology of Customer Buying Behaviour: B2B and B2C  

o Creating the Circumstances Whereby Customers Volunteer to Pay More 

o Price is Only an Issue When All Other Things Are Equal 

o Understanding Why Customers Ask, "How much" and How to Respond 

o Establishing the Extent of Customer Price Sensitivity 

o Why Discounting Will Destroy Profitability 

o Competing Successfully Against Price Discounters 

o How to Exploit Comparison Pricing to Boost Profit 

o Adaptive Capacity Pricing 

o Lessons from Pricing Experts 

• Management Control Plan Process - Accountability Drives Results 

• Sales & Marketing Basics, including detailed manual outlining methods to: 

o Increasing Customer Numbers 

o Increasing the Average Value of Each Transaction 

o Increasing the Number of Times Customers Transact with the Business 

o How to Build a Sales Plan 

• Sales Masterclass 

• Digital Marketing Basics - What Clients Need to Know and How to Implement Strategies - In House 
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Topics (continued) 

• Essential Elements of the Business Plan  

• How to Conduct a Half Day Client Strategic Planning Meeting 

• The Only Two Strategic Options for SMEs Operating in Fragmented Industries  

• Understanding the Business Life Cycle, Scarce resources, and Family Relationships!  

• Customer Service Systems 

• Performance Standards - What Gets Measured Gets Managed 

• Understanding Hourly Rates, Costs, and Profit (Using the hourly rate calculator.) 

• Financial Analysis 

o Financial Analysis - Basics 

o Financial Analysis - Advanced 

o Writing Meaningful Management Reports 

o How Budgets Build Profits 

o Budgets that Clients Understand, and Can Prepare 

o Understanding the Cash Cycle & Being Able to Explain It to Clients 

• Helping Clients Select the Right Key Performance Indicators 

• People Development 

• Delegation and Priorities 

• Customer Advisory Boards 

• Team Advisory Boards 

• Action Plans and Effective Meetings 

• Working with the Silent Partners - A Significant Opportunity for Change & Growth 

• Understanding Insecurity  

• Written Reports - Essential Design Elements 

• Understanding How Adults Learn - We need to change a few things surrounding the way we advise 
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The 9 Stage Business Development Process 

1: The Planning Process 

   Required 

Y or N 

Priority 

A, B, C 

 

Reference Project Objective Status 

      

1.1 Complete Business Development Questionnaire 
and submit data for populating Profit Improvement 
Potential Software. 
 

To prompt you to look at your business from a 
different perspective, and to identify core 
strengths and weaknesses. 
 

   

1.2 Appoint a "Sustainer" (Professional advisor, 
trusted employee, family member, or friend). 
 

To keep you focused when confronted by 
distractions. 
 

   

1.3 Attend a Planning session and calculate your 
profit improvement potential. 
 

To understand the drivers of profit in your 
business and to obtain an insight into how a 
Management Control Plan will provide the 
framework and discipline required for your 
business to achieve its full potential. 
 

   

1.4 Complete your 3 Page Business Plan. 
 

To set an agenda for action. 
 

   

1.5 Learn about Pricing Models 
 

To demonstrate how profit is entirely sensitive to 
price and why most business owners do not 
charge enough for goods and services they sell. 
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2: Identify Customer Needs & Customer Frustrations 

   Required 

Y or N 

Priority 

A, B, C 

 

Reference Project Objective Status 

      

2.1 Communicate and obtain buy in from the owners 
of the business and all team members. 
 

To ensure the leaders of the business commit to 
the business development project and to get the 
team to buy into the process. 
 

   

2.2 Assess the present standard service levels within 
the business. 
 

To have a starting point from which to work, and 
a reference point to benchmark progress. 
 

   

2.3 Determine customers’ needs through a Customer 
Focus Session, or Customer Survey. (I will show 
how to do either. or both).  

 

Gather first hand feedback from customers of as 
to their likes, dislikes and needs.  
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3: Develop Your Business Model 

   Required 

Y or N 

Priority 

A, B, C 

 

Reference Project Objective Status 

      

3.1 Facilitate a discussion on the purpose of the 
business, i.e., why it exists.  

To get owners focused on a longer term vision 
for the business. 
 

   

3.2 Hold a planning meeting to brainstorm a 
competitive strategy for the business. 
 

To ensure the existing business operation will 
allow the owners to achieve their goals. If it will 
not, this meeting will be the first step in more 
substantial change project. 
 

   

3.3 Apply the Adaptive Capacity Model theory to 
generate additional profits without the 
commitment of additional resources.  

To focus attention on the difference between full 
capacity and optimum capacity, because it is 
likely profits will be stronger when the business 
is operating at optimum capacity. 
 

   

3.4 Identify those things the business absolutely must 
get right (critical success factors). 
 

To give the client a focus on those things which 
are critically important for the business and to 
help them stop doing those things which are not 
important. 
 

   

3.5 Hold a full team meeting to communicate the work 
done in this stage of the project. 
 

For all team members to fully understand the 
mission and vision, and the critical success 
factors for the business. 
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4: Identify System Failure Points 

   Required 

Y or N 

Priority 

A, B, C 

 

Reference Project Objective Status 

      

4.1 Arrange for an independent advisor or associate 
to tour your work place to observe and report back 
on processes in action and meet team members. 
 

To gain a perspective for how well the business 
operates and identify any apparent bottlenecks. 
 

   

4.2 Facilitate a Team Advisory Board. 
 

To explore the interactions among team 
members and to provide them with a formal 
process to have a say in how business is 
conducted. 
 

   

4.3 Identify critical processes in the business from the 
feedback received from the team and get their 
feedback on how they would improve those 
processes. 

 

To identify potential areas of early yardage 
through business process re-engineering 

 

   

4.4 Establish an implementation program with 
management. 

 

To ensure the feedback received from team 
members is acted upon. 
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5: Develop Performance Standards 

   Required 

Y or N 

Priority 

A, B, C 

 

Reference Project Objective Status 

      

 
5.1 

 
Set performance standards for the business. 
 

Run Customer Service Training program with the 
entire team and draw up performance standards 
based on customers’ wishes. 
 

   

 

5.2 

 
Identify the moments of truth in doing business. 
 

To draw up policies, procedures and practices to 
ensure the critical processes within the client’s 
business are fully systematised and focused on 
ensuring customers are delighted with each moment 
of truth. 
 

   

 

5.3 

 
Manage the business through the eyes of the customer. 
 

Devise processes to ensure that management 
decisions are taken with the customer in mind. 
 

   

 

5.4 

 
Focus attention on the team members of the business. 
 

To systematise a process for fully involving team 
members in the Customer Service Strategy; to ensure 
team members are treated with dignity and respect at 
all times. 
 

   

 

5.5 

 
Train, then empower team members. 
 

Run Your Role in The Business Development process 
for team members and put in place training systems 
to enable team member empowerment. 
 

   

 
5.6 

 
Implement a feedback system. 
 

To ensure all team members have the information 
they need to allow them to understand how they are 
performing; to provide a forum for team member 
feedback to management. 
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6: Systematise Key Processes & Develop an Operating Plan 

   Required 

Y or N 

Priority 

A, B, C 

 

Reference Project Objective Status 

      

6.1 Determine the functions, activities and operating 
departments required to run the business efficiently in 
line with the vision and business model. 
 

To establish an organisational structure which will 
facilitate an efficient and effective operation capable 
of delivering the profit and cash plan. 
 

   

6.2 List every process you can think of that relates to the 
business. 
 

To understand the whole spectrum of processes 
involved in running the business. 
 

   

6.3 Sort processes according to pre-determined 
classification of worth. 
 

Identify which on processes you need to focus on and 
which can be scrapped. 
 

   

6.4 Document and flow chart each critical business process 
to identify bottlenecks or process constraints. 
 

To understand each business process and get a 
handle on those areas where there are constraints or 
bottlenecks; to understand costs associated with each 
process and how processes are interrelated; and to 
discover how processes can be refined to create 
competitive advantage. 
 

   

6.5 Implement protocols to provide more capacity to 
bottleneck processes to improve work flows. 
 

To increase productivity or efficiency throughout the 
organisation. 
 

   

6.6 Determine tasks currently carried out by the business 
owners which could and should be carried out by team 
members; design a process to delegate those tasks 
and establish the accountability necessary. 
 

To provide a means to properly identify and follow up 
on tasks which should be delegated. 
 

   

6.7 Develop a team member manual for all policies and 
procedures. 
 

To serve as a reference for all systems developed. 
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7: Develop a Financial Plan. 

   Required 

Y or N 

Priority 

A, B, C 

 

Reference Project Objective Status 

      

7.1 Learn the basics of Financial Management. So that you can create the reports in the 
Measure What Matters module and have a 
greater understanding of the reports prepared by 
your accountant. 

   

7.2 Learn about the drivers of profit in your business. To measure the right things.    

7.3 Set weekly targets and monitor performance 
relative to those targets. 

To maintain tight control over the financial 
performance of the business. 

   

7.4 Prepare an annual budget and cash flow forecast. To establish basic levels of accountability, to 
guide the development of the business, to make 
sure you have the cash available to achieve the 
goals you have set. (You will learn that even 
though your profit is on the rise, you can still run 
out of cash. You will also learn how to prevent 
that from happening). 

   

7.5  Arrange for the preparation of formal quarterly 
financial statements by external accountants. 

Your accountant is a trained professional and 
will see trends that you miss. The quarterly 
financial statements are more for your 
accountant than you. You benefit because the 
more your accountant knows about the 
performance of your business the more useful 
they will be. 

   

7.6 Hold monthly board meeting where the financials 
will be reviewed. 
 

To ensure management is in a position to be 
able to act when Key Performance Indicators fall 
outside pre-set parameters. 
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8. Develop a Marketing Strategy & Write a Marketing Plan 

   Required 

Y or N 

Priority 

A, B, C 

 

Reference Project Objective Status 

      

8.1 Write a profile of your ideal customer for each 
product or service line. 
 

To get a clear picture of the type of customer 
your business should be trying to attract. 
 

   

8.2 Identify how those customers (the ideal customer) 
make their purchasing decisions. 
 

To get a clear picture of the market image the 
company must portray to attract the right 
customers. 
 

   

8.3 Document your business value proposition. 
 

To give customers a reason to choose your 

business. 

   

8.4 Brainstorm the company’s Unique Core 
Differentiator. 
 

To establish the point of differentiation to base 
the marketing plan on. 
 

   

8.5 Draft a marketing plan 
 

To clearly define the marketing strategy for the 
business and to align it with the business model 
identified in stage 2. 
 

   

8.6 Consider the use of guarantees 
 

To reduce the risk for customers to do business 
with you. 

   

8.7 Implement your marketing plan and use a 12 
month rolling plan and calendar. 
 

To meet the needs of your customers and to 
keep a steady stream of new “A Class” 
customers engaging with the business. 
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9: Develop a People System That Includes Securing Talent, Induction, Developing, & Compensating. 

   Required 

Y or N 

Priority 

A, B, C 

 

Reference Project Objective Status 

      

9.1 Write a Succession Plan. 
 

To ensure that there are suitable candidates to take 
over critical positions in your business when the times 
comes. 
 

   

9.2 Create a Recruiting strategy. 
 

To turn recruiting into an ongoing rather than an event 
based process and to help you attract and evaluate 
the best candidates.  
 

   

9.3 Understand the critical importance of a proper Induction 
process. 
 

To add value to your business by ensuring new 
employees become productive quickly; to reinforce 
the positive feelings your new staff members have 
towards your business; and to clearly communicate to 
your new employee their importance to your business.  
 

   

9.4 Put in place a Performance Management Process. 
 

To ensure employees are focused on and are 
achieving the right goals. 
 

   

9.5 Establish a Learning and Development System 
 

To motivate employees, provide personal 
development opportunities, autonomy, and creativity 
and thereby allow them to make a meaningful 
contribution to the development of your business. 
 

   

9.6 Provide the right Financial Incentive. 
 

Reward employees for achievement of goals and 
targets that are set to challenge and focus them and 
in doing so improve overall business performance. 
 

   

9.7 Establish non-financial forms of recognition. 
 

To create a sense of being valued that will lead to 
retention and motivation of employees. 
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The purpose of this picture file is to showcase a few of the tools you and your clients 

will use throughout the ProfitSURGE workshops 

New tools are being created every month as the training programs are produced. We 

encourage accountants toy also their own tools to make the complex easier to under-

stand. 
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Rate Tracker tools used to monitor effec/veness , plan and track weekly perfor-

mance, as a par of the Contribu/on Based Ac/vity work you will do with clients. 
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Business owners are taught how budgets build profits and these tools demys/fy the process 



 

© Copyright Business Development Centre Pty Ltd 2017 

Tools from the Pricing for Profit and Customer Service System courses.  
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This margin table is from the from Pricing for Profit, and something I suggest should be printed on 

the back of your business cards. When a prospec/ve client asks you, what is this? You can answer. 

“It is a margin table, it calculates how many customers you can afford to lose a6er a price rise 

without being any worse off because of the remaining customers who are paying more.” It is a 

great conversa/on starter. 

There is also a table that calculates how many new customers must be won to offset a drop in 

price. It will convince anyone discoun/ng does not work. 
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A simple business health checklist. The owner, in your 

presence, self assess various aspects of the business 

and creates, then priori/ses a list of ma8ers requiring 

a8en/on. Rather than feeling overwhelmed at all that 

must be achieved, this system ins/ls a sense of calm 

as the business owner realises a plan is in place to ad-

dress, over /me, each of the issues. Progress is 

tracked monthly and the self assessment is repeated 

quarterly as a part of the Management Control Plan 

process you have ins/gated. 
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Mentor Implementa/on Guide 
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Mentor Implementa/on Guide 



 

© Copyright Business Development Centre Pty Ltd 2017 

Financial Statement Analysis and Report Wri/ng templates 
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Financial Statement Analysis and Report Wri/ng templates 
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© Copyright Business Development Centre Pty Ltd 2017 

Profit Improvement Poten/al and 3 Page Business Plan 
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 ProfitSURGE—Business Owners Course Overview 

Outcomes  

As a result of successfully implemen
ng successfully implemen
ng successfully implemen
ng successfully implemen
ng i this program a business owner will achieve a significant increase in profitability. 

Good training produces a permanent change in behaviour, this cannot be achieved simply by placing informa�on before 

people, the learner must engage in ac�vi�es. Accordingly, one outcome of this program will be that par�cipants engage 

in ac�vi�es to assist them to implement the strategies taught. 

Business Owners will: 

• change their focus from sales turnover to profit 

• establish a plan for improved profitability 

• commit to ac�ons that will deliver on the poten�al for improved performance, as well as establish new levels of ac-

countability. 
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How to Increase Profit & Cash Flow  

For a business owner a shortage of cash will produce a range of emo�ons from frustra�on at lost opportunity through to 

the crushing heart ache of self-doubt - black �mes when some owners are forced to consider “What if this doesn’t work 

out? 

It is said money does not buy happiness. I expect this is true in life, but in business more money solves most, if not all, di-

lemmas. I have worked with small business owners for 32 years, each �me I 

meet with a client for the first �me, the scenario is similar. The owner is 

busy, cash flow is �ght, compe��on is fierce, and, the obvious is overlooked. 

I commence every profit improvement campaign by asking the program par-

�cipant this simple ques�on: 

Without having to invest more money or commit more #me, what would you need to do to increase the profitability 

of your business? It’s a fairly simple ques�on, but few no the answer. 

Answer: Increase Gross Profit. And what this means in plain English is gener-

ate more profit from your exis�ng level of sales ac�vity, before looking to in-

crease sales volume. 

You can achieve this by working on your Pricing Strategy,  and through Seg-

menta�on of products/services & customers. 

Do not confuse Pricing Strategy with increasing price they are different, as 

you will discover. Segmenta�on involves the separa�on of customers, products, and services into profitable and less 

profitable categories, so you can nurture the profitable and fix the less profitable. 

“...more money solves most, if not all, 

dilemmas.” 
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Workshop Module #1: Profit Improvement—First Steps 

As a result of successfully comple�ng this module you will calculate the profit earning poten�al of 

your business, establish a plan of a!ack and �me frame for the achievement of significantly in-

creased profitability and appoint a person, either a trusted employee, friend or family member 

with whom you will share your plans and charge with the responsibility of making you accounta-

ble for the ac�ons you will commit to during this program. 

You will also gain an insight into what is possible to be achieved through the implementa�on of 

the array of strategies to be presented throughout the remainder of the course and be ins�lled 

with confidence to introduce changes into your current processes. 

You will be supplied with a simple to use piece of so$ware to target realis�c, but significant, profit 

improvement based on the underlying revenue drivers in your business. You will transpose your 

target onto a 5 step plan and detail the ac�ons you will need to undertake in order to achieve the 

target. 

At the comple�on of this course you will have a realis�c plan in place for the achievement of high-

er levels of profitability. 
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Workshop Module #2: Pricing for Profit  

The price you charge more than any other business variable has the greatest impact on the profit 

you earn, unfortunately most business owners are reluctant to increase prices out of a fear of los-

ing customers. 

This module will give you the confidence to introduce pricing strategies successfully adopted by 

larger corpora�ons; far from deser�ng you, your customers will be thankful for the opportuni�es 

and choices your new strategies will make available. You will learn how to combat and defeat 

compe�tors trying to win market share with discounts, and how to increase prices without 

affec�ng your more price sensi�ve customers. 

You will receive support from other business owners that are implemen�ng the same strategies in 

their businesses, and you will have access to templates that will make it easy for you to communi-

cate with your customers and make them aware of the new pricing strategies. 



© Copyright Business Development Centre Pty Ltd 2019 

 

Workshop Module #3: Measure What Ma2ers 

At the comple�on of this module you will be able to clearly iden�fy the main profit drivers of your business 

(they will be different to what you think they are); set weekly performance targets in respect of the profit 

drivers, monitor performance rela�ve to the targets, and take correc�ve ac�on as required. 

You will also learn to segment customers, products and services into profitable, and less profitable categories, 

you will be encouraged to nurture the profitable and work on fixing the less profitable contributors. 

 

Workshop Module #4: Building Customer Service Systems 

 

Think about businesses that you admire, ones that work like clockwork, have good employees, and seem to 

outperform their compe�tors. At the heart of their success will be a Customer Service System. 

When you successfully complete this module  you will have created a Customer Service System that will define 

how your business interacts with its customers at every point of customer contact; before the sale or service 

delivery, during the sales process, and a$er the sales or service delivery process. 
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Workshop Module #5: How to Find Good People 

Good people are found in places where there are good leaders. 

As a result of comple�ng this module you will have established a new way of working with your 

team. You will have met with them both individually and as a group to explain your plans for the 

business and your expecta�ons of their role in the development of the business. 

The process is likely to bring to your a!en�on areas of employee frustra�on that need to be ad-

dressed in order for the business to operate most effec�vely. 
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Workshop Module #6: How to Win New “A Class” Customers 

For some businesses more sales are last thing the owner needs, and for others new sales revenue 

is cri�cal for survival. This subject is for owners in either posi�on. 

As a result of comple�ng this subject you will a!ract new “A class” customers and either trans-

form or replace customers that do not fit your ideal profit profile. 

You will learn that winning new “A Class” customers is mostly about structuring methodical sales 

and marke�ng campaigns and following through on your plans. 

For those business owners that lack sales skills there is a sec�on of the course that is devoted to 

providing some basic skills in this o$en neglected area. The material in this sec�on would also be 

valuable for team members who are involved in the sales process. 
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Program Creator & Presenter  

The creator of the program is Philip Arnfield and he will also deliver the training and provide mentoring, support and The creator of the program is Philip Arnfield and he will also deliver the training and provide mentoring, support and The creator of the program is Philip Arnfield and he will also deliver the training and provide mentoring, support and The creator of the program is Philip Arnfield and he will also deliver the training and provide mentoring, support and 

advice.advice.advice.advice.    

Philip is a Chartered Accountant who operated his own city based firm for over 30 years. In 2011 he sold his prac�ce Philip is a Chartered Accountant who operated his own city based firm for over 30 years. In 2011 he sold his prac�ce Philip is a Chartered Accountant who operated his own city based firm for over 30 years. In 2011 he sold his prac�ce Philip is a Chartered Accountant who operated his own city based firm for over 30 years. In 2011 he sold his prac�ce 

so as to be able to concentrate on the crea�on of a profit improvement training program for small business owners.so as to be able to concentrate on the crea�on of a profit improvement training program for small business owners.so as to be able to concentrate on the crea�on of a profit improvement training program for small business owners.so as to be able to concentrate on the crea�on of a profit improvement training program for small business owners.    

Philip now specialises in this area and trains business owners, accountants and business advisors in Peth, Adelaide, Philip now specialises in this area and trains business owners, accountants and business advisors in Peth, Adelaide, Philip now specialises in this area and trains business owners, accountants and business advisors in Peth, Adelaide, Philip now specialises in this area and trains business owners, accountants and business advisors in Peth, Adelaide, 

Hobart, Melbourne, Sydney, Brisbane and Townsville.Hobart, Melbourne, Sydney, Brisbane and Townsville.Hobart, Melbourne, Sydney, Brisbane and Townsville.Hobart, Melbourne, Sydney, Brisbane and Townsville.    

In addi�on to his formal accoun�ng qualifica�on Philip holds a Bachelor Degree in Economics and a Cer�ficate 1V in In addi�on to his formal accoun�ng qualifica�on Philip holds a Bachelor Degree in Economics and a Cer�ficate 1V in In addi�on to his formal accoun�ng qualifica�on Philip holds a Bachelor Degree in Economics and a Cer�ficate 1V in In addi�on to his formal accoun�ng qualifica�on Philip holds a Bachelor Degree in Economics and a Cer�ficate 1V in 

Training & Assessment. Training & Assessment. Training & Assessment. Training & Assessment.     

Contact  Details : philip@babb.com.au; 40 Church Terrace Walkerville South Australia 5081; +61 407 605 944Contact  Details : philip@babb.com.au; 40 Church Terrace Walkerville South Australia 5081; +61 407 605 944Contact  Details : philip@babb.com.au; 40 Church Terrace Walkerville South Australia 5081; +61 407 605 944Contact  Details : philip@babb.com.au; 40 Church Terrace Walkerville South Australia 5081; +61 407 605 944    

Visit www.buildabe!erbusiness.comVisit www.buildabe!erbusiness.comVisit www.buildabe!erbusiness.comVisit www.buildabe!erbusiness.com    


