The purpose of this picture file is to showcase a few of the tools you and your clients
will use throughout the Build a Better Business courses.

New tools are being created every month as the training programs are produced. | en-
courage you to build tools of your own to make the complex easier to understand.

Profit Imnprovement Potential Analysis

3 Ways to Grow Your Business Your Profit Improvement Potential
Base % Increase Potential Base Potential

Number of customers | 254 l‘UV- vI | 279 Sales | 622,554 | 828,619
Average transaction value $| 645 l 1= v|$| 710 CostofGoodsSod £ __| | 311,348 | 414,404
Number of transactions per year | 380 |1 ~| | 413 Gross Profit [ 311208 [ 414215
Submit | Other income | 21 | 21

Expenses
- Rent LI _I | 18,000 18,000
Net profit Wages LI _I | 165,000 205,000
120000 7 ] Wages - Owners LI _I | 0 0
1;3[::;? Kotor Vehicle exps. Ll __I | 17,500 27,500

w» 60,000

Rent
40,000
20,000 . AlOtherExpenses  _F | __| | 40,037
a [ 28537

Total Expenses
Base Potential Be

|
|
|
|
LI _I | 15,000 | 15,000
|
l
l

Net Profit I 55,690

Transfer to Planl
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Rate Tracker tools used to monitor effectiveness, plan and track weekly perfor- ]
mance, as a par of the Contribution Based Activity work you will do with clients.

Back to Rate Tracker Menu
. -~ Enter the details for each job completed for the month
bL:[]l-d - TOTAL| 6,880 | 3,064 | 29.5
@ Copyright buildabetierbusiness.com 2010 Average gross profit per hour| 129.36
Invoice Cost of Gross
S Job Customer Cust Labour
Date Job # Job Description Ty e Name T Value (no Parts (no e Profit per o -f'\_...-—'—w‘-\_\__‘_,-‘\ﬂw'\,,..r'\. = e
GSH) G5T) Hour, Lnld Rate Tracke
| owozr2l ] 433 [minor senvice [ 1 | Jerade [+ 7] | 105 300 | 79.67
[oto7az) [ 4332 | [minor senice 1| [cordon T 459 | 170 | 25| [ 11560 IRk i e )
[ ot07i2] | 4333 | |minorsenice 1 [series 1 0 180 | 35 | 20 [ 7250 (TS OV R P
| otoriz | a3n [major repair 2 | [spalding 1 3400 | 2,005 | 50 [ 23250 Saloct o moorth Boes the mosam beion s bevt ot e roum s
[ 20720 [ 4335 | [ore ceiivery 3 | [smancars 2 | 30 | o | 700 [ 5000 = | [
Il Ma
| o207z | 4336 |minor senice 1 | |Bowden 1 257 490 30 | 69.33 - m—
02/0712 4337 major senice 2 1 6.0 198.33 P | — [
LS wbnaary
| wo__|
apil
Target Actual Variance
ed | 104 | 1020 | 2
per hour | 93 | 90 | 3
OFIT | 9695 | 9,180 | 515
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Business owners are taught how budgets build profits and these tools demystify the process

- Personal Expenses
Business Expenses
bu.ild.' CALCULATE YOUR EXPENSES
CALCULATE YOUR EXPENSES Enter your expenses in the amount column, then select the frequency.
Enter your expenses in the amount column, then select the frequ.
enses have a specific calculator, just click on the "C’ button next to * Expenses Frequenc Per Year Expenses Amount Frequenc: Per Year
Rent/Mortgage 500.00 | Fortnightly | v 13,000.00 Groceries 300.00 | weekly - 15,600.00
Frequenc Per Year  Expenses
3 _ l—. d Council Rates 900.00 ' |VYeary v 900.00 Clothing Yearly - 0.00
Accountancy Fees @ 10.000 1 Yearty ¥ 10.000 Conferences & Seminars Water Rates 300.00 | | Quanery | 120000 Pharmacy Vealy v 0.00
Advedising & Promation O 15,000 | vesly =] 15,000 Consultants Fees Power & Heating 800.00 | Quaredy |+ 320000 Health 150.00 | | Fornighty | v 3,900.00
Amortisation Expense O Yearly ot 0 Contract Payments Telephone Yearly - 0.00 Health Insurance Yearly - 0.00
Annual Leave Expense O Yaarky B 0 Couriers & Taxis Mobile Phone Yearly v 0.00 OtherInsurance Yearly - 0.00
Audit Fass O — 3 0 Dabt Collection Internet Services Yearly < 0.00 Entertainment 200.00 | \eekly - 10,400.00
Bad Debts O Vearhy EI 0 Delivery Child Care 160.00 | Weekly < 8,320.00 Holidays 6,000.00 | Yearly - 6,000.00
p— — ) e School Fees 1,000.00 Quartetly | v 4,000.00 Memberships & Subscription: 200.00 | Yearly - 200.00
Bank Fees O 200 || Monthy ﬂ 2400 Depreciation - Buildings
Motor Vehicle / Transport Yearly v 0.00 Gifts Yearly - 0.00
B E Vs 0 D tion - Oth
aTowing Sxpenesa o — g oprecigion o Loan Repayments Im Monthly v 7,200.00 Donations [— Yearly - ,W
Carparking Q 50 | Monthy | ] ] 600 Disbursements Registration Yearly - 800.00 Regular Savings Yearly - 0.00 ¥
Crates & Packing O Yearly B 0 Discounts Allowed Insurance 10000 | Quaney |~ | 400.00 Other Yearly - 0.00
Cleaning ‘s 150 || weekly | » | 7.800 Denations 23 T 2] w—" F G 3200.00 Other Yearly - 0.00
Commissions o veuty  |x] 0 Electricity & Gas Budet Planner 0.00  Other Yealy > 0.00
P [ - P Total Yearly [
Computer Expenses O 2.000 | Yoarly bt 2,000 Entertainment ; P "
ome e —
Sales 853.062

Less Cost of Goods Sold 383,878
Gross Profit Margin ,m

Gross Profit 469,184
Expenses 318,800
Net Profit IW

Tax 25,064
Living Expenses 80,320
Less: Other Income * 0
Loan Repayments 25,000
Other Expenditure 5,000
Required Surplus 15,000
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Tools from the Pricing for Profit and Customer Service System courses. N

Frank’s Plumbing Services. Features:

G

[= 8

Better B

-+

Premier

Registered plumbers

Liability Insurance

Government & Council Compliance
OH& S compliance

Clean site on job completion

X/ T B — o T | Premium Australian Made Products
Cleanwork site l Imported materials & components
| Extended workmanship warranty
After installation follow up
Guaranteed On Time Arrival

3 Hour Scheduling

Your Happy to Be re scheduled
Out of Hours Service

Priority Booking

General Onsite inspection

Detailed Site Inspection

Written Report

7 Day Account

No call out fee

AN

5o | ae |

Lpaeene

Good value

tqueeny
-—

Regom to others
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This margin table is from the from Pricing for Profit, and something | suggest should be printed on
the back of your business cards. When a prospective client asks you, what is this? You can answer.
“It is a margin table, it calculates how many customers you can afford to lose after a price rise
without being any worse off because of the remaining customers who are paying more.” It is a

great conversation 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 discounting does not work.

10% 15% 20% 25% 30% 35% 40% 45% 50%  55%

% Price Increase The amount by which the volume of your sales could fall before your current level o
1% -9% -6% -5% -4% -3% -2% -2% -2% 2% | 2
2% 17% | -12% | -9% | -7% 5% | 6% | 4% | 4% | 4%

-10% | 9% | 8% | -7% | -7T%
-15% | -13% | -12% -10%
-19% | -17% | -15%

4% -29% | -21% | -17% | -14%
6% -38% | -29% | -23% | -19%
8% -44% | -35% | -29% | -24%

-22% | -20% | -18% 5% | -
15% -60% | -50% | 43% | -38% | -33% | -30% | -27% | -25% 1%
20% 67% | -57% | -50% | 44% | 40% | -36% | -33% | -31% -27%
25% -T11% | -63% | -56% | -50% | 45% | 42% | -38% [ -36% [ -33% [ -31%
30% -15% | -67% | -60% | -55% | -50% | -46% | -43% | -40% | -38% | -35%
35% -18% | -70% | -64% | -58% | -54% | -50% | -47%

-50%

-53%
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Sy S RPN A simple business health checklist. The owner, in your

January to June
Rate yourself each month Oand 5. 1 for p S for exce
Do not worry if y poorly inlots o &
Select 3 areas to focus on in the next 4 weeks and commit to actions to improve in these
areas (refer following action sheet)

presence, self assess various aspects of the business
and creates, then prioritises a list of matters requiring

J F M
Work Skills & Quality attention. Rather than feeling overwhelmed at all that
Training and continual saff development must be achieved, this system instils a sense of calm
Keeping up to date with relevant technology 9 . e .
Pricing as the business owner realises a plan is in place to ad-

Qur pricing reflects the value we offer customers

dress, over time, each of the issues. Progress is

We offer our customers a range of prices

Customer Senvice ___ tracked monthly and the self assessment is repeated
Ne have a customer service policy

Weregulary otain feedback from custemers quarterly as a part of the Management Control Plan
Our customers rate us highly on customer service

System & Process process you have instigated.

Employees know exactly what to do

Strong processes deliver consistent outcomes

Generally, if someone is absent we can cover

All critical processes are documented

Planning & Control

Work flow meetings are held weekly

R e R A
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Mentor Implementation Guide B

Profit Improvement — First Steps

Mentor Implementation Guide

YOUR PROFIT IMPROVEMENT POTETNIAL

Profit Improvement

Strategy Annual Weekly

$ $

Strategy 1: Revenue Drivers | |

Strategy 2: Pricing Strategy I

Strategy 3: Effectiven

s bUil.d g

ahetterhbisiness.com

© Copyright Business Developeent Centre Pty Ltd 2017
Let’s be conservative

Owner 3

Sustainer

Owner 1 Owner 2

R T e | [
e [ |
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Profit Improvement — First Steps . .
Mentor Implementation Guide

Mentor Implementation Guide

1. Course Outcomes L

build"

ahetterbisiness. com
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3. How to Use this Guide
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FINANCIAL STATEMENT

ANALYSIS TEMPLATE

Sales

Gross Profit
Gross Profit %
Selected exp. #1 (Advertising & Mkt.)
Selected exp. #2

Wages

Wages % GP

Other Expenses

Total Exp.

Net Profit (A)

Net Profit % of sales

Income Tax (8)
Depreciation & Amortisation (C)
Normalised Dividends (D)
(A)+ () - (8) - (D)

build*

abetterbusiness.com

Financial Statement A

Easy Rider Pty Ltd

Management Report - June 293 up & mmience. Trus!

Note the graphic Ooes Ot inCiude the e ntire funds state-
ment. just whet yOu want to highiighe. Not everything hes to

Ares of consigeration

__l—l-'-'-'-———.-'

Cash Aow

Over the past 3 years the cash position of the business has wors-

ened conziderably. There are 3 numl

r of fact uencing the
final cazh position each year, but of
in excess of the prafit.
Cash Surpat

g the purchaze of new e ment finance.

ipment. egu otk [semrecepn| 24,000

growing sales and profitability etc. Howkver if things continue along

pab X

\ A
Paz perfor mance | What this means % y o

The ifor mation in the Box en element I

N

| Recomme ndetion




Financial Statement Analysis and Report Writing templates

Areas of Consideration— Profitability

Gross Profit (Link)

I Selected expenses I I Wages [link) I

Areas of Consideration— Cash flow

Profitability

I Borrowang I I Working capital [link) I

| copitaicontribution | | Dividends |

Working Capital Review "
2017 2016 2015 2014 2013
Working Capital—Days
Accounts Receivable
Days In lnventory
Accounts Payable.

Accounts Receivabl e —Calculstion of Dey s outstanding.

Totsl Credis Sales divided by trading Says during period = Aversge caily
sales .

Accounts Recewvadie Bala nce divided by Av. Daily sales = days outstanding.

Exzmpie

Annual Credi Ssles §4,313,000

Trading days for yesr 230

Accounts Recewvadie Balance $221,000
$1,315, 000 / 230 = av. daily sales of 3,260

$211000/353.280= &2 onys

© Copyright Business Development Centre Pty Ltd 2017

Deys in Inve ntory

The days in i rventory refers To the totsl numbder of doy s 8 company takes
20 sell its verage inventory. Follow this link or the link on the lesson page
for details Of how 0 calculate days in inve ntory.

Accounts Pey able — Calculation of Days out standing.

Total purchase s divide d by trading dey s Ouring period = Average daily pur-
heses.

Accounts Peyadle Bala nce divided by Av. Daily Purchases = days outstand-
e



Example Source & Application of Funds g% .
SOURCE OF FUNDS LONG TERM | SHORT TERM TOTAL
Normalised Profit + Depreciation + tax (3 months) 188,956 188,956

Increase in Accounts Payable

TOTAL SOURCE OF FUNDS $188,956 . ) .

Working Capital Review o
APPLICATION OF FUNDS 2017 2016 2015 2014 2013
Purchase Equipment 6,674 Working Capital—Days

Accounts Receivable
Increase Accounts Payable

Days In Inventory

Increase in Stock

tstanding. Days in Inventory

g period = Average daily The days in inventory refers to the total number of days a company takes
to sell its average inventory. Follow this link or the link on the lesson page

FINANCIAL STATEMENT T

Ac Payable —Calculation of Days d

Total purchases divided by trading days during period = Average daily pur-
chases.

Accounts Payable Balance divided by Av. Daily Purchases = days outstand-
ing.

abetterbusiness.com
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Profit Improvement Potential and 3 Page Business Plan

Seven Steps That We Will Take To Work Towards The Achievement Of Our Key Goals

Comments

Due Date

We will examine our existing pricing structure and consider
d alternative pricing strategies. We will work through a tutorial on pricing
strategy and discuss an alternative strategy with our accountant

At the same time we will examine our existing customer base to see if some
2 customers are more profitable than others. In the event that we determine
some customers are more profitable than others, we will explore ways to i
encourage less profitable customers to seek services elsewhere and use the
capacity freed up to invite better customers into our business Profit Improvement Potential Ana|y5i5

3 Ways to Grow Your Buzinezs

This will require us to imnlement a world class customer service strateov

Your Profit Improvement Potential

3 We will examine the | . . . . Base % Increase Potential Base Potential
buildabetterbusinass, 1 1€ Work we did during that tutorial made it clear that wi S s
service [s | to Is | and tf Number of customers | 254 |10% v| | 279 Sales | 622,554 | 828,619
We will gather our te Average transaction value s| g45 |10 > $| 710 CostofGoodsSokk £ | | 311,348 | 414,404

4 Business program by to

Number of transactions per year | 380 0= ~| | 418 Gross Profit [ 311208 |  ata245
We have broken these increments into 5 stages as set ¢ : Other In 21 21
We will then examine 9 Submit | er 20me | | =
5 closely examine the ( B
A et Aonllalitl P
Rent I | | | 18,000 | 18,000
Met Profit
Wages I | | 165,000 | 205,000
| | S | | -
100,000
80,000 Motor Vehicie exps. | |E || | 17,500 | 27,500
rofi | ‘ '
: . = 00000 Rent | | | 15,000 | 15,000
This increased profit will be applied across the following 40,000
P P N 20,000 Al Other Expenses LI _[ | 40,037 | 50,000
The owners will receive a greater B Total Expenses [ 2sss3r [ 315500
distribution from the business D Base Potential . -
- Net Profit I 55,690 | 98,736
Transfer to Plan[ Clear |

build*
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Management Control Plan

MANAGEMENT CONTROL

PLAN

Where it could be

Key process identification,
and systematisation

Operational processes

Management control plan

Performance
measurement metrics

Organisation structure

Customer service system

Leadership

Team building

z 2 Team skills development
Business value planning

Financial reporting

| Where the business is now b
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What Gets Measured Gets Managed

THERE ARE ONLY e
TH R E E WAYS How many clients are lost each week / month?

if you are not already recording how r

TO GROW REVENUE e e ity e g e

Unique Core Differentiator

vk g odu OF werviin i oo el enie 0 w0 amilar

Wit down rour snswer in the ipes

Mentor Meeting Guide

What is the estimated annual gross p
customers won last week / month?

What Gets Measured Gets Managed

What is the advertising cost of acqu How many customers do you have?

® . Cost per customer.
L" What is your target?
ibetterbusiness.com what is the estimated annual gross | .
customer defections last week / moi What do you plan to do to achieve this target? How long will it take to
Doez your sdvertzing fons on achieve the target? Who will you report to, and how often in respect of pro-

gress? [Take into account actions in respect of new customers won and cus-

Even when seling products and tomer retention).

8 PumDer of wi

cluding:

o a

Stall wmprenTine

- . Four knowledge of &
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