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When I am not at the office my
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watch American TV series
On my last holiday I went to…
Octopus Resort, Fiji
The last movie I saw was…
Let the Bullets Fly
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Welcome to our first issue of The
Quintessential Brief in 2011. With almost
a quarter of the year over already, we hope
that you had a chance for a little rest and
relaxation over the break and spent some well
earned time with family and friends.

We feature a contribution from Clarity
Marketing examining the psychological
impacts of colour when used effectively in
marketing, product packaging and branding;
as well as some tips for effective online
marketing.

In March 2011, The Quintessential Brief
includes information on a range of topical
legal and tax issues. We examine the
national impact of the new consumer laws
that came into effect on 1 January 2011,
replacing the pre-existing State, Territory and
Commonwealth laws. We also look at colour
and trademarking – using the Whiskas and
Cadbury cases as examples of when colour is
so closely related to the brand, it can become
part of a trademark.

We hope that you find the information
contained in The Quintessential Brief
beneficial. If there are any legal, tax or
accounting issues that you would like us to
address in future editions, please contact us
on 1300 QUINNS or visit our website
www.quinns.com.au and submit an online
enquiry. You can also register online to
receive the latest legal, accounting and
financial news update each week via our
Client Alerts.

Fringe Benefits Tax is payable by 21 May
2011 and inside you will find some general
information about how the FBT is levied
and whether or not your business may be
liable; as well as a discussion about personal
cash flow and the benefits of budgeting and
saving.

On behalf of all of us at Quinns, we hope that
your year is off to a great start and we wish
you all the best for a fantastic 2011!

For small businesses, we explore the function
and importance of setting clear, measurable
goals within the format of a thorough
business plan. In addition, we list the top
factors that will influence the selling price of a
business; essential things to consider for any
business owner who is considering selling.

www.quinns.com.au

Regards
Michael

The use of colour in marketing is a powerful
psychological tool which sends a specific
message to your audience. While visual appeal
is important, it is a good idea to consider
how colour can represent and enhance the
appearance of your product and influence the
behaviour of potential buyers. Colour is the
first thing registered by a person who views
your website, logo or packaging; so select your
colours wisely and keep in mind the meaning
and harmony of colours.

The use of colours in marketing can be seen
daily. For instance, take a look at these movie
posters. “Toy Story 3” contains large blocks
of bright colours because that’s what young
children prefer and respond positively too.
The “Salt” poster is mainly black and creates
a sense of mystery and seduction, the colour
encourages people to want to find out who or
what “Salt” is. Both posters draw in the target
audience, a large part of that reason owing to
their colour schemes.￼￼
Studies have shown that colour helps increase
brand recognition by up to 80%. What colour

comes into your head when you think of
Coca-Cola, Cadbury, Barbie, Shell Petrol
and Woolworths? Surely it was red, purple,
pink, yellow/red, and then green. As you
can see colour helps your logo to be easily
recognised and remembered. Colour can
also influence brand identity. For example,
Apple had suffered $1.8 billion of losses in
2 years; however they renewed their place
in the market by introducing the colourful
iMacs. Moving forward, colour has become
a staple component of
most of Apple’s range and
continues to contribute to
their success with colourful
products such as iPods and
Macbooks.
Interestingly, the effects
of colour differ among
different cultures, so keep
that in mind when appealing
to an international market.
For example, white is the
colour of death in Chinese
culture, but represents
the opposite here; while
yellow conveys sadness in
Greece, jealousy in France
but happiness here. Make sure you consider
your target market’s attitudes and preferences
and what colours will be the most appealing.
Think mysterious blacks to create intrigue for
your product, trustworthy blues and calming
greens for elderly people and bright colours
for children.
For assistance in creating beneficial colour
schemes or for any other marketing advice
please contact Deborah from Clarity
Marketing on 0411 139 881 or on
dcq@claritymarketing.com.au.

Suite 103, Level 1, 105 Pitt St Sydney NSW 2000
P: 0411 139 881 E: dcq@claritymarketing.com.au
www.claritymarketing.com.au

Top Tips for
Leveraging Your
Brand Online
An online presence is now a necessity for a
business and it provides a great opportunity
for small business to communicate with
customers. Some of the benefits that online
marketing provides include direct customer
engagement, instant feedback and decreased
costs. Listed below are some important tips
for managing your online presence.
Maintain Brand Consistency Make sure
that the online promotion of your brand or
company is consistent. The content of your
website and advertisements should have a
consistent feeling and style across the board.
Email Marketing This is an important way of
getting personalised or targeted content and
value to your existing clients.
Online Advertising Advertising online,
whether through banners, search engine
advertising or social network advertising,
can draw large returns on investment and
allows you to specifically target the types
of individuals you would like to see your
advertisement.
SEO Completely code the site with keywordrich text, meta-tags and information to make it
easier to locate from popular search engines.
Online Retail If possible develop a place
where you can sell your product or service
online.
Using a wide range of Multimedia
Video, photo and audio content provide
excellent social media marketing
opportunities as they can increase interest
and start conversations about your brand.
Blogging Blogs offer a fantastic opportunity
to build your reputation for knowledge and
credibility; as well as develop a stream of
communication with your clients.
Joining Social Networks Networks such as
Facebook, Twitter & Linked In are extremely
successful avenues for promoting a brand to
potential and existing clients.
If you are interested in developing your online
presence, or need help managing it, please
contact Deborah from Clarity Marketing on
0411 139 881 or dcq@claritymarketing.com.au.

1300 QUINNS (1300 784 667)
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Small Business News
If you are preparing to transition ownership of
your business, or just beginning to consider your
options for stepping away from the business, it
is important to be prepared and have accurate
expectations about the sale price. There are
a range of factors that have an impact on the
price or value of your business and listed below
are some of the most important:
Type Of Business – different types of
businesses (e.g. manufacturing, service
companies, distributors) are hard to compare
and can often generate a very different sale
price. Generally, though, if your business has a
proprietary product, special expertise, defined
contracts or provides any value-addition for
clients you will see higher sale prices than
business without.

Legal News

Revenue Size - Generally, as the level of
revenue a business has rises, so does the
selling price.

Depth of management and sales teams –
Generally, if the business owner bears all managerial
responsibility, the selling price will decrease.

Customer Base – Usually, the wider and more
loyal the customer base, the higher the selling price.

Company History – The business’s track record
is important in the sale. If you can demonstrate
a history of consistent growth and profit, buyers
will be willing to pay more. This also works
in terms of the story of the company. A solid
company history increases its tangible value.

Marketing Position – A company that occupies
the uppermost position in the market, or has a
unique niche will sell for a premium over other
companies.
Industry Outlook – If the outlook for the
industry is positive and growth is predicted, the
sale price will rise. The stage of the industry
life-cycle is also important. If it is experiencing
a period of consolidation and larger companies
are acquiring smaller ones, the price for the
smaller ones will rise.

If you are considering selling your business, or
need to speak with a consultant regarding your
business options please contact The Quinn
Group on 1300 QUINNS or visit us at
www.quinns.com.au. We have an experienced
team of lawyers and accountants who can advise
you about the process, discuss alternatives and
assist with the sale of your business.

The Importance of Setting Goals for Your Business
Whether expressed explicitly or not,
most small business owners and
managers have goals for the business
they would like to achieve. It’s important
to clearly state the goals that you have
so that you possess a precise view of
the short-term and long-term aims of
the business, and can ensure that you
are working towards them rather than
just looking after the day-to-day needs
of the business. Setting goals can also
help with the process of determining
what needs to be done to improve the
business and should always be:
time bound – goals should be set with
a timeframe for achievement in mind.
formulated to achieve the company’s
vision and mission
easily understood, clear and concise,
but can also be broad in scope
realistic and achievable, given the
company’s resources
measurable, so they can be tracked and
judged whether they have been achieved
able to make a considerable difference
to the company upon achievement.
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Goals can be financial, reputational,
cultural, customer focussed or even
community based. As a business owner
you should view goals as opportunities
for the company, not a burden that is
out of reach or a fanciful suggestion.
They can also provide a framework for
developing key performance indicators
(KPIs) at a company, business unit or
individual level.
The most important aspect of developing
goals is gaining commitment to achieve
them from everyone involved in the
company. Therefore, good communication
during the developing process is needed,
and once confirmed they should be
shared widely and openly discussed.
As a business owner some good
business goals to consider are:
Staying on top of your bookkeeping.
Increase customer satisfaction.
Increase company revenue.
Increase productivity.
Reduce staff turnover.
One of the best methods for outlining

www.quinns.com.au

your business goals is to develop a
business plan, as setting them within
the framework of further operational,
financial and marketing information
about the business helps you to set clear
and achievable goals. Having the goals
clearly outlined is important as it helps
you to stay accountable to them. It’s
essential to revisit your goals regularly
to ensure you are still tracking in the
right direction.
Suite 303, Level 3, 105 Pitt St
ASydney
possible
avenue
for making sure you
NSW
2000
develop
and then work towards
P: 1300goals
785 150
E: advice@balanceatwork.com.au
them
is to find a business coach or mentor,
www.balanceatwork.com.au
someone
who can answer questions and
also gently ensure that you are meeting
short-term and long-term goals.
At The Quinn Group our experienced
team of lawyers and accountants
can assist you with your business
needs, whether this is creating and
implementing a business plan or through
business coaching or mentoring from
Michael Quinn. Visit www.quinns.com.au
to submit an online enquiry or call us on
1300 QUINNS to find out more.

On 1 January 2011 the Australian Consumer
Law (ACL) commenced. It aims to benefit
consumers by giving them the same rights
and protections wherever they are in Australia.
Basically the ACL has simplified the old laws
and made them easier to understand and to
enforce. This law benefits you as a consumer
in the following ways:
The ACL has replaced 20 existing State,
Territory and Commonwealth laws with
one law.
Since the previous 20 consumer laws have now
been simplified into one, you no longer have
the confusion of trying to figure out which law
applies to you (since one law now applies to
every consumer). This has also made it easier
for you to understand and enforce your rights
since they are now the same across Australia.

The ACL provides consumers with a law
that is easy to understand.
The meanings and regulations of the new
law have become simpler and clearer to
understand, especially when compared to the
previous provisions of the Trade Practices Act
and the State and Territory Fair Trading Acts.
Also, complex legal terms have been replaced
with terms that the average person can
actually understand!
Consumers can benefit from better
enforcement of the ACL.
The ACL has been uniformly applied across
Australia, and is administered and enforced
by both the ACCC and the State and Territory
consumer protection agencies, with the
involvement of ASIC on relevant matters. Since
every Court and Tribunal across Australia

now applies the exact same law to consumer
disputes, this can be of benefit since it allows
for cheaper and clearer avenues of redress.
Consumers benefit from clear rights
under the ACL.
You have the same rights under the ACL
across Australia, no matter where you live,
where you buy goods or services, or where a
supplier is located.
If you have any questions about how the new
Australian Consumer Law affects you, or you
think a supplier of yours may have breached
the ACL, contact our experienced team of
lawyers here at The Quinn Group. For more
information visit us at www.quinns.com.au
and submit an online enquiry or call us on
1300 QUINNS to book an appointment.

Colour Your Brand
Intellectual property (IP) represents the
property of your mind or intellect. It can
be an invention, trademark, logo, original
design or the practical application of a
good idea. In business terms, this means
your proprietary knowledge - a key
component of success in business today.
IP is often what helps consumers to
recognise your business; recently some
businesses have even gone so far as to
successfully trademark certain colours
as their own intellectual property for a
particular product category.
Mars Australia, the owner of Whiskas cat
food, recently obtained the exclusive right
of use over the colour ‘Whiskas Purple’
in regards to the branding and packaging
of cat food products. The Federal Court
of Australia determined that ‘Whiskas
Purple’ was indeed invented for the brand
identity of Whiskas and through extensive
use had become well associated to the
brand itself.

The Trade Marks Act 1995 made it
possible to register a colour as a trade
mark for a particular product category,
although not many businesses have
been successful since it is difficult to
establish that colour alone distinguishes
your brand from others. Another example
is that of ‘Cadbury Purple’, where
the chocolate company was able to
successfully trademark their particular
dark purple for use in the confectionary
trade. Some requirements in trade
marking a colour include:
The colour is a specific shade and
not described in general terms; for
example ‘purple’ is too broad as
opposed to ‘Whiskas Purple’,
The colour alone is enough to
distinguish the brand,
There must be proof of use or
intended use of the colour that
distinguishes the good or service.
In the case of Whiskas, they were able
to make this distinction by employing

the colour extensively in packaging and
marketing, demonstrating that the colour
created a stronger brand identity.
For a majority of businesses, a
great percentage of their appeal and
success is related to their distinctive
business name, logo, product or service
offering. Further on in this issue of The
Quintessential Brief, Clarity Marketing
looks in-depth at how colour can be used
in marketing to create this distinction.
It takes years to develop a business and
the recognition of a brand. The only way
to ensure that the reward of those years
of hard work remain with your business
for years to come is to protect them.
If you believe there is a recognisable
element of your brand you would like to
protect, please submit visit our website
www.quinns.com.au. Here at The Quinn
Group our experienced team of Lawyers
can assist with all of your intellectual
property needs; call us on 1300 QUINNS.

1300 QUINNS (1300 784 667)

03

important dates

Providing the Total Solution
13 March

Daylight Savings Ends

FE STIVITI E S AN D ADVE NTU R E S!

17 March

St Patrick’s Day

Accounting News

8 April

Start of School Holidays in NSW
22 April

Good Friday
Earth Day

23 April

Easter Saturday
25 April

Anzac Day
26 April

Easter Monday
27 April

Term 2 begins in NSW Schools
28 April

Quarter 3 (Jan – Mar 2011)
Quarterly BAS due
GST installment due
PAYG installment due
Superannuation Guarantee
Contributions to be made
8 May

Mother's Day
21 May

Fringe Benefits Tax Due

The team gathered to celebrate the festive season on the roof of our city office. The
weather was perfect as we shared a few laughs over some drinks and delicious food. Lauren
attempted a lovely tea light candle display, but it ended up being more entertaining to watch
her run up and down, to keep them from blowing out! We exchanged the all important Secret
Santa gifts and enjoyed unwinding during the chaotic lead up to the holidays. We also took
the chance to welcome Ashish to the team as our Accounting Assistant and got to know him
a little better. Welcome Ashish!
During the break the team had a chance to recharge before they came back to work fresh
and re-motivated. Some staff members travelled to foreign countries such as China and
Japan while the others enjoyed the comforts of home. Currently we are looking forward
to our next team event which is to be a surprise. Stay tuned for more information on what
Amanda has planned and some fun photos!

Name of your business?
Fancy Flats

What does your business do?
Fancy Flats are cute and convenient ballet
shoes that are designed to compactly fold in
half to fit in to a small pouch bag.

N A D I A W AT S O N

How long have you been operating?
Fancy Flats started in 2008 with the launch
of our website in 2009 making Fancy Flats
available to customers globally. We now
have customers throughout Australia, Hong
Kong, United Kingdom and the United
States.

What distinguishes your business from
your competitors?
The Fancy Flats brand is “personable”. Each
shipment is boxed individually, wrapped
in ribbon with a personal note from Fancy
Flats attached. We appreciate feedback
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from our customers and do our best to meet
their requests; our mission is to ensure
all transactions between our customers
and Fancy Flats is a pleasant, efficient
experience.

When I started this business I wished
I’d known… that Gen Y have larger feet
than I ever imagined!

Best business advice anyone has ever
given you?
Always stay focused on your own brand,
don’t get distracted by the competition.

What do you think the key to your
success has been to date?
There are a few keys to my success: my
genuine enthusiasm and love of business
and fashion, having a mentor who I can
always go to for advice and most of all the
support of my family and friends for which I
am very grateful.

Your money is constantly moving from one place
to the next in a cycle of income, expenditures
and investments. Your personal cash flow is
described as being the difference between the
amount of money you make compared to the
amount of money you are spending. Research
shows that 75% of Australian families will
experience financial hardship at one point,
and so it has now become essential that you
manage your money wisely in the growing
financial market.

Only shop when you have to, always take
a list, and avoid making purchases outside
of the list
Record every purchase you make inside
and outside of your budget – at the end of
a month, when you review your extraneous
purchases and the money spent, it will
act as an encouragement to control your
spending, or
Prepare the budget alongside your spouse
or family, so that everyone contributes to it.

One way to ensure your financial security is
to save. By saving you have provided yourself
with something to fall back on to support your
family through hardship. You should ideally
have enough money saved to support you
and your family for two months just in case
you lose your job or encounter some similar
financial hardship. Some money saving
tips are:
Treat your savings as expenses when it
comes to your budget
Save your coins
Don’t spend what you don’t have
Always be faithful to your budget
Have a dedicated account, not accessible
by ATM, that you transfer a certain amount
to each week or fortnight
Consider consolidating any loans or debts
into one loan
Shop around for cheaper insurance or
savings accounts with higher interest
rates, always making sure that any exit or
transfer fees won’t negate the benefits
gained, or
Consider transferring your credit balance
to a low interest credit card.

Aim to have a positive personal cash flow,
this means your income should outweigh your
spending leaving you with surplus. You should
also have money set aside over your working
life to provide for your retirement, this is
known as your superannuation and it usually
begins when you start work. The employer
pays your superannuation but you can further
build it by making your own contributions.

Something that you should also refer to
closely when considering personal cash flow
is budgeting. Budgeting is a spending plan
that lists what you will pay that month. A good
budget includes details of everything you will
spend along with money to go into savings.
Some budgeting tips are:
Give your budget a little flexibility
Allow for ‘unexpected expenses’
Try to include money rewards for incentive
purposes
Pay your bills on time, and by direct debit
where possible to avoid late fees and
finance charges

By following the simple steps above we
hope that you can better understand your
finances and your personal cash flow, though
you should always speak to your accountant
or financial consultant before making any
decisions. The accountants at The Quinn
Group are able to help you with budgeting
and cash flow management. For more
information on managing your finances,
contact us on 1300 QUINNS or visit
www.quinns.com.au.

A fringe benefit is any benefit you provide to an
employee, or to the associate of an employee
(such as their spouse or children) in addition
to their salary or wages. Some of these items
could include.
Allowing an employee to use a work car for
private purposes
Providing employees with cheap loans
Releasing an employee from an owed debt
Reimbursing an expense incurred, such as
school fees
Providing accommodation
Providing living-away-from-home
allowances.
Providing entertainment by the way of food,
drink or recreation
Providing salary package arrangement, or
Providing goods at a lower price than they
are normally sold to the public.
As an employer, if you have provided any of the
above items to your employees in relation to
their employment, as well as others, then you
could be liable for Fringe Benefits Tax.
The Fringe Benefits Tax (FBT) year ends on 31
March each year and payment of any necessary
FBT is due by 21 May. Eligible benefits that are
paid must be recorded on employees’ payment
summaries for the income year ending 30 June
of the same year.
As a business owner, it is your responsibility to
determine whether you have provided fringe
benefits to your employees during the course
of the FBT year, and consequently, whether you
are liable to pay FBT on those benefits. If an
employee is receiving certain fringe benefits of
greater total taxable value than $2,000 in an
FBT year, you must report the total taxable value
to the Australian Tax Office.
If you have provided any of the above items to
your employees since 1 April 2010 you may be
liable for the payment of FBT, so it is necessary
to consider this before the end of the FBT year.
It is also important to note that the cost you incur
in providing fringe benefits to your employees
is generally an allowable income tax deduction,
though this should always be discussed with
your accountant or financial consultant.
If you have any questions or would like further
advice in relation to your business’ FBT liabilities
contact The Quinn Group on 1300 QUINNS or
submit an online enquiry at www.quinns.com.au.

1300 QUINNS (1300 784 667)
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FBT is due by 21 May. Eligible benefits that are
paid must be recorded on employees’ payment
summaries for the income year ending 30 June
of the same year.
As a business owner, it is your responsibility to
determine whether you have provided fringe
benefits to your employees during the course
of the FBT year, and consequently, whether you
are liable to pay FBT on those benefits. If an
employee is receiving certain fringe benefits of
greater total taxable value than $2,000 in an
FBT year, you must report the total taxable value
to the Australian Tax Office.
If you have provided any of the above items to
your employees since 1 April 2010 you may be
liable for the payment of FBT, so it is necessary
to consider this before the end of the FBT year.
It is also important to note that the cost you incur
in providing fringe benefits to your employees
is generally an allowable income tax deduction,
though this should always be discussed with
your accountant or financial consultant.
If you have any questions or would like further
advice in relation to your business’ FBT liabilities
contact The Quinn Group on 1300 QUINNS or
submit an online enquiry at www.quinns.com.au.

1300 QUINNS (1300 784 667)
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Small Business News
If you are preparing to transition ownership of
your business, or just beginning to consider your
options for stepping away from the business, it
is important to be prepared and have accurate
expectations about the sale price. There are
a range of factors that have an impact on the
price or value of your business and listed below
are some of the most important:
Type Of Business – different types of
businesses (e.g. manufacturing, service
companies, distributors) are hard to compare
and can often generate a very different sale
price. Generally, though, if your business has a
proprietary product, special expertise, defined
contracts or provides any value-addition for
clients you will see higher sale prices than
business without.

Legal News

Revenue Size - Generally, as the level of
revenue a business has rises, so does the
selling price.

Depth of management and sales teams –
Generally, if the business owner bears all managerial
responsibility, the selling price will decrease.

Customer Base – Usually, the wider and more
loyal the customer base, the higher the selling price.

Company History – The business’s track record
is important in the sale. If you can demonstrate
a history of consistent growth and profit, buyers
will be willing to pay more. This also works
in terms of the story of the company. A solid
company history increases its tangible value.

Marketing Position – A company that occupies
the uppermost position in the market, or has a
unique niche will sell for a premium over other
companies.
Industry Outlook – If the outlook for the
industry is positive and growth is predicted, the
sale price will rise. The stage of the industry
life-cycle is also important. If it is experiencing
a period of consolidation and larger companies
are acquiring smaller ones, the price for the
smaller ones will rise.

If you are considering selling your business, or
need to speak with a consultant regarding your
business options please contact The Quinn
Group on 1300 QUINNS or visit us at
www.quinns.com.au. We have an experienced
team of lawyers and accountants who can advise
you about the process, discuss alternatives and
assist with the sale of your business.

The Importance of Setting Goals for Your Business
Whether expressed explicitly or not,
most small business owners and
managers have goals for the business
they would like to achieve. It’s important
to clearly state the goals that you have
so that you possess a precise view of
the short-term and long-term aims of
the business, and can ensure that you
are working towards them rather than
just looking after the day-to-day needs
of the business. Setting goals can also
help with the process of determining
what needs to be done to improve the
business and should always be:
time bound – goals should be set with
a timeframe for achievement in mind.
formulated to achieve the company’s
vision and mission
easily understood, clear and concise,
but can also be broad in scope
realistic and achievable, given the
company’s resources
measurable, so they can be tracked and
judged whether they have been achieved
able to make a considerable difference
to the company upon achievement.
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Goals can be financial, reputational,
cultural, customer focussed or even
community based. As a business owner
you should view goals as opportunities
for the company, not a burden that is
out of reach or a fanciful suggestion.
They can also provide a framework for
developing key performance indicators
(KPIs) at a company, business unit or
individual level.
The most important aspect of developing
goals is gaining commitment to achieve
them from everyone involved in the
company. Therefore, good communication
during the developing process is needed,
and once confirmed they should be
shared widely and openly discussed.
As a business owner some good
business goals to consider are:
Staying on top of your bookkeeping.
Increase customer satisfaction.
Increase company revenue.
Increase productivity.
Reduce staff turnover.
One of the best methods for outlining

www.quinns.com.au

your business goals is to develop a
business plan, as setting them within
the framework of further operational,
financial and marketing information
about the business helps you to set clear
and achievable goals. Having the goals
clearly outlined is important as it helps
you to stay accountable to them. It’s
essential to revisit your goals regularly
to ensure you are still tracking in the
right direction.
Suite 303, Level 3, 105 Pitt St
ASydney
possible
avenue
for making sure you
NSW
2000
develop
and then work towards
P: 1300goals
785 150
E: advice@balanceatwork.com.au
them
is to find a business coach or mentor,
www.balanceatwork.com.au
someone
who can answer questions and
also gently ensure that you are meeting
short-term and long-term goals.
At The Quinn Group our experienced
team of lawyers and accountants
can assist you with your business
needs, whether this is creating and
implementing a business plan or through
business coaching or mentoring from
Michael Quinn. Visit www.quinns.com.au
to submit an online enquiry or call us on
1300 QUINNS to find out more.

On 1 January 2011 the Australian Consumer
Law (ACL) commenced. It aims to benefit
consumers by giving them the same rights
and protections wherever they are in Australia.
Basically the ACL has simplified the old laws
and made them easier to understand and to
enforce. This law benefits you as a consumer
in the following ways:
The ACL has replaced 20 existing State,
Territory and Commonwealth laws with
one law.
Since the previous 20 consumer laws have now
been simplified into one, you no longer have
the confusion of trying to figure out which law
applies to you (since one law now applies to
every consumer). This has also made it easier
for you to understand and enforce your rights
since they are now the same across Australia.

The ACL provides consumers with a law
that is easy to understand.
The meanings and regulations of the new
law have become simpler and clearer to
understand, especially when compared to the
previous provisions of the Trade Practices Act
and the State and Territory Fair Trading Acts.
Also, complex legal terms have been replaced
with terms that the average person can
actually understand!
Consumers can benefit from better
enforcement of the ACL.
The ACL has been uniformly applied across
Australia, and is administered and enforced
by both the ACCC and the State and Territory
consumer protection agencies, with the
involvement of ASIC on relevant matters. Since
every Court and Tribunal across Australia

now applies the exact same law to consumer
disputes, this can be of benefit since it allows
for cheaper and clearer avenues of redress.
Consumers benefit from clear rights
under the ACL.
You have the same rights under the ACL
across Australia, no matter where you live,
where you buy goods or services, or where a
supplier is located.
If you have any questions about how the new
Australian Consumer Law affects you, or you
think a supplier of yours may have breached
the ACL, contact our experienced team of
lawyers here at The Quinn Group. For more
information visit us at www.quinns.com.au
and submit an online enquiry or call us on
1300 QUINNS to book an appointment.

Colour Your Brand
Intellectual property (IP) represents the
property of your mind or intellect. It can
be an invention, trademark, logo, original
design or the practical application of a
good idea. In business terms, this means
your proprietary knowledge - a key
component of success in business today.
IP is often what helps consumers to
recognise your business; recently some
businesses have even gone so far as to
successfully trademark certain colours
as their own intellectual property for a
particular product category.
Mars Australia, the owner of Whiskas cat
food, recently obtained the exclusive right
of use over the colour ‘Whiskas Purple’
in regards to the branding and packaging
of cat food products. The Federal Court
of Australia determined that ‘Whiskas
Purple’ was indeed invented for the brand
identity of Whiskas and through extensive
use had become well associated to the
brand itself.

The Trade Marks Act 1995 made it
possible to register a colour as a trade
mark for a particular product category,
although not many businesses have
been successful since it is difficult to
establish that colour alone distinguishes
your brand from others. Another example
is that of ‘Cadbury Purple’, where
the chocolate company was able to
successfully trademark their particular
dark purple for use in the confectionary
trade. Some requirements in trade
marking a colour include:
The colour is a specific shade and
not described in general terms; for
example ‘purple’ is too broad as
opposed to ‘Whiskas Purple’,
The colour alone is enough to
distinguish the brand,
There must be proof of use or
intended use of the colour that
distinguishes the good or service.
In the case of Whiskas, they were able
to make this distinction by employing

the colour extensively in packaging and
marketing, demonstrating that the colour
created a stronger brand identity.
For a majority of businesses, a
great percentage of their appeal and
success is related to their distinctive
business name, logo, product or service
offering. Further on in this issue of The
Quintessential Brief, Clarity Marketing
looks in-depth at how colour can be used
in marketing to create this distinction.
It takes years to develop a business and
the recognition of a brand. The only way
to ensure that the reward of those years
of hard work remain with your business
for years to come is to protect them.
If you believe there is a recognisable
element of your brand you would like to
protect, please submit visit our website
www.quinns.com.au. Here at The Quinn
Group our experienced team of Lawyers
can assist with all of your intellectual
property needs; call us on 1300 QUINNS.

1300 QUINNS (1300 784 667)
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Welcome to our first issue of The
Quintessential Brief in 2011. With almost
a quarter of the year over already, we hope
that you had a chance for a little rest and
relaxation over the break and spent some well
earned time with family and friends.

We feature a contribution from Clarity
Marketing examining the psychological
impacts of colour when used effectively in
marketing, product packaging and branding;
as well as some tips for effective online
marketing.

In March 2011, The Quintessential Brief
includes information on a range of topical
legal and tax issues. We examine the
national impact of the new consumer laws
that came into effect on 1 January 2011,
replacing the pre-existing State, Territory and
Commonwealth laws. We also look at colour
and trademarking – using the Whiskas and
Cadbury cases as examples of when colour is
so closely related to the brand, it can become
part of a trademark.

We hope that you find the information
contained in The Quintessential Brief
beneficial. If there are any legal, tax or
accounting issues that you would like us to
address in future editions, please contact us
on 1300 QUINNS or visit our website
www.quinns.com.au and submit an online
enquiry. You can also register online to
receive the latest legal, accounting and
financial news update each week via our
Client Alerts.

Fringe Benefits Tax is payable by 21 May
2011 and inside you will find some general
information about how the FBT is levied
and whether or not your business may be
liable; as well as a discussion about personal
cash flow and the benefits of budgeting and
saving.

On behalf of all of us at Quinns, we hope that
your year is off to a great start and we wish
you all the best for a fantastic 2011!

For small businesses, we explore the function
and importance of setting clear, measurable
goals within the format of a thorough
business plan. In addition, we list the top
factors that will influence the selling price of a
business; essential things to consider for any
business owner who is considering selling.

www.quinns.com.au

Regards
Michael

The use of colour in marketing is a powerful
psychological tool which sends a specific
message to your audience. While visual appeal
is important, it is a good idea to consider
how colour can represent and enhance the
appearance of your product and influence the
behaviour of potential buyers. Colour is the
first thing registered by a person who views
your website, logo or packaging; so select your
colours wisely and keep in mind the meaning
and harmony of colours.

The use of colours in marketing can be seen
daily. For instance, take a look at these movie
posters. “Toy Story 3” contains large blocks
of bright colours because that’s what young
children prefer and respond positively too.
The “Salt” poster is mainly black and creates
a sense of mystery and seduction, the colour
encourages people to want to find out who or
what “Salt” is. Both posters draw in the target
audience, a large part of that reason owing to
their colour schemes.￼￼
Studies have shown that colour helps increase
brand recognition by up to 80%. What colour

comes into your head when you think of
Coca-Cola, Cadbury, Barbie, Shell Petrol
and Woolworths? Surely it was red, purple,
pink, yellow/red, and then green. As you
can see colour helps your logo to be easily
recognised and remembered. Colour can
also influence brand identity. For example,
Apple had suffered $1.8 billion of losses in
2 years; however they renewed their place
in the market by introducing the colourful
iMacs. Moving forward, colour has become
a staple component of
most of Apple’s range and
continues to contribute to
their success with colourful
products such as iPods and
Macbooks.
Interestingly, the effects
of colour differ among
different cultures, so keep
that in mind when appealing
to an international market.
For example, white is the
colour of death in Chinese
culture, but represents
the opposite here; while
yellow conveys sadness in
Greece, jealousy in France
but happiness here. Make sure you consider
your target market’s attitudes and preferences
and what colours will be the most appealing.
Think mysterious blacks to create intrigue for
your product, trustworthy blues and calming
greens for elderly people and bright colours
for children.
For assistance in creating beneficial colour
schemes or for any other marketing advice
please contact Deborah from Clarity
Marketing on 0411 139 881 or on
dcq@claritymarketing.com.au.

Suite 103, Level 1, 105 Pitt St Sydney NSW 2000
P: 0411 139 881 E: dcq@claritymarketing.com.au
www.claritymarketing.com.au

Top Tips for
Leveraging Your
Brand Online
An online presence is now a necessity for a
business and it provides a great opportunity
for small business to communicate with
customers. Some of the benefits that online
marketing provides include direct customer
engagement, instant feedback and decreased
costs. Listed below are some important tips
for managing your online presence.
Maintain Brand Consistency Make sure
that the online promotion of your brand or
company is consistent. The content of your
website and advertisements should have a
consistent feeling and style across the board.
Email Marketing This is an important way of
getting personalised or targeted content and
value to your existing clients.
Online Advertising Advertising online,
whether through banners, search engine
advertising or social network advertising,
can draw large returns on investment and
allows you to specifically target the types
of individuals you would like to see your
advertisement.
SEO Completely code the site with keywordrich text, meta-tags and information to make it
easier to locate from popular search engines.
Online Retail If possible develop a place
where you can sell your product or service
online.
Using a wide range of Multimedia
Video, photo and audio content provide
excellent social media marketing
opportunities as they can increase interest
and start conversations about your brand.
Blogging Blogs offer a fantastic opportunity
to build your reputation for knowledge and
credibility; as well as develop a stream of
communication with your clients.
Joining Social Networks Networks such as
Facebook, Twitter & Linked In are extremely
successful avenues for promoting a brand to
potential and existing clients.
If you are interested in developing your online
presence, or need help managing it, please
contact Deborah from Clarity Marketing on
0411 139 881 or dcq@claritymarketing.com.au.

1300 QUINNS (1300 784 667)
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Position… Assistant Accountant
The best thing about being an
accountant is…
Being an accountant, I enjoy tremendous
opportunities of exposure to various
kinds of business
I love coming to the office
everyday because…
I really like working as a part of our team
When I am not at the office my
favourite thing to do is…
watch American TV series
On my last holiday I went to…
Octopus Resort, Fiji
The last movie I saw was…
Let the Bullets Fly

For any assistance please contact Quinns on 1300 QUINNS (784 667)
The Quinn Group is an integrated, accounting, legal, and financial planning practice, offering expert advice to help you achieve your business and
personal goals. With more than 20 years professional experience, we are committed to building long-lasting relationships and providing you with
superior client service in a timely and cost-effective manner. We offer our clients the unique opportunity to receive both financial and legal advice,
at five convenient locations around Sydney and at times that suit you.

Disclaimer: The contents of this document titled “The Quintessential Brief” (the ‘Material’) are provided as general information only. It is not intended to be given as advice and should not be
relied upon as such. If you are concerned about any issue raised by the Material then you should seek your own professional advice. No warranty is given in relation to the accuracy, currency or
completeness of the Material. No reader should act on the basis of any matter contained in this publication without first obtaining specific professional advice. Liability limited by a scheme approved
under Professional Standards Legislation. The Quinn Group respects your privacy. Should you not wish to receive this newsletter in the future please contact us on 1300 784 667.
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