QUINTESSENTIAL
BRIEF
THE

FIONA DUNN

SEPTEMBER 2009 l Spring Edition

New
Trade Practices
Legislation
More protection
for consumers

Position… Accountant
The best thing about being an
accountant is…
being able to keep up to date with the
ever changing tax laws and issues.
As one of my favourite clients once
advised me: Mathematics – Logical,
Money – Emotional!

It is a requirement of every
business to maintain a record of
all their business’ transactions, in other
words, maintain a bookkeeping system. A
bookkeeper is often needed to perform this duty. The
primary role of a bookkeeper is to identify, measure
and record a business’ financial transactions.
Though it may be done manually, most bookkeepers
choose to use a computerised accounting system
such as MYOB or QuickBooks.
This processing of information allows the decision
makers to make informed decisions regarding
the overall performance of the business as
well as significant transactions and purchases.
Consequently, it is very important that all this
information is diligently recorded by the bookkeeper,
as inaccuracy of financial information will make it
difficult for the owner and any potential investors to
accurately evaluate the profitability of the business.
Not to mention the possibility of fines and other
penalties that may be imposed by the ATO for
reporting incorrect figures.

Education
Tax Refund

I love coming to the office everyday
because…
of my colleagues. The feeling of
teamwork is very gratifying!

Can you or your
family benefit?

When I am not at the office my
favourite thing to do is…
to be outdoors. Whether in the
garden, walking or cycling through
a national park or having a few
shandies in a beer garden!

As both accountants and bookkeepers we are
able to do more than just maintain your books.
We can visit you at your place of business and
carry out regular bookkeeping functions as well as
analyse the data and provide you with suggestions
and advice on how to improve and maximise your
business’ financial position.
For more information in regards to the bookkeeping
services that are available to your business contact
The Quinn Group on 1300 QUINNS or visit our
website at www.quinns.com.au and submit an
express enquiry.

On my next holiday I am
going to… Vietnam. I am lucky
enough to have a month off next
year so 4 weeks of cycling, trekking,
kayaking and of course shopping!
The last book I read was…
‘The Girl Who Played with Fire’ by
Steig Lasson. The sequel to ‘The Girl
with the Dragon Tattoo’.

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 costeffective 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.

© 2009 The Quinn Group (Australia) Pty Ltd.

CRICKET: As explained to a foreigner… You have two sides, one out in the field and one in. Each man that’s in the side
that’s in goes out, and when he’s out he comes in and the next man goes in until he’s out. When they are all out, the
side that’s out comes in and the side that’s been in goes out and tries to get those coming in, out. Sometimes you get
men still in and not out. When a man goes out to go in, the men who are out try to get him out, and when he is out he
goes in and the next man in goes out and goes in. There are two men called umpires who stay out all the time and they
decide when the men who are in are out. When both sides have been in and all the men are out, and both sides have
been out twice after all the men have been in, including those who are not out, that is the end of the game!
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Providing the Total Solution

Marketing News

From the Desk

The simple truth of effective marketing is identifying
and targeting the customers that match your service
or product offering, and then communicating directly
to them. Peter Cornelius, Managing Director Nielsen
Media Research, says “there’s been a quantum shift
from mass marketing to one-to-one communication”.
People want communication that is personalised and
relevant to them. That said, you’re possibly sitting on
a valuable untapped opportunity – your database.

MICHAEL QUINN
Welcome to the September edition of The
Quintessential Brief. Once again we have compiled
a jam-packed newsletter for you, our valued clients
and associates.

• More protection for consumers
with new Trade Practices legislation
• So, you’re buying a property –
is a Trust right for you?
• Important Dates
• At Quinns this Quarter
• Client Spotlight - Rizer
• 11 things to know about the Small
Business and General Business Tax Break
• Can you or your family benefit from the
Education Tax Refund?
• 'Great' businesses can be 'small'
• Are you in the 50% of businesses that
are underinsured?
• Your company’s database –
untapping it’s potential
• Value of client testimonials
• Quinns Bookkeeping
Services
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Continuing with our commitment to provide you
with holistic business advice to assist you in
your endeavours we feature articles from Clarity
Marketing about the little known importance
of client testimonials and how you can have
an effective marketing campaign on a minimal
budget. We also have an article from Phil Tinslay of
Salisbury Payne Tinslay Insurance Brokers which
highlights the implications of being one of the 50%
of businesses that are significantly underinsured.
We also welcome again Susan Rochester of
Balance at Work who’s contribution this quarter
outlines the basic materials and resources that are
integral to the success of every business, although
we do not always stop to consider them.
As well as our featured writers it is our pleasure to
provide you with our regular updates on the latest
developments in the legal and accounting arenas.
A special thank you (and belated welcome) to our
newest solicitor, Roy Bendall, for his article about
the recent changes to consumer protection law.
The article discusses how the changes will affect
standard form contracts that we are presented
with and utilise as both consumers and business
owners. In other legal news we briefly look at the
major differences to be aware of when purchasing
a property as an individual when compared to a
trust structure.
This year, in combination with the Rudd
Government’s Federal Budget and Economic
Stimulus initiatives, has seen significant changes

www.quinns.com.au

Value of client
testimonials

to taxation legislation. In accounting news this
edition we look at both the Small Business and
General Business Tax Break and the Education
Tax Refund and how you as a taxpayer or business
owner can maximise your benefits (and returns)
from these initiatives.
In other Quinns news we are proud to announce
the recent launch of our new and improved
website. Visit www.quinns.com.au to see the
extensive range of services and resources that are
available to you.
Amongst all the hard work we took some time
out to celebrate Christmas in July! You can see
pictures of the fun and festivities on page 4. Also
on page 4 this month we feature Simon, Barry and
the team at Rizer in our Client Spotlight.
We hope that you find this new, extended version
of 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
Monday morning via our Weekly Client Alert.

In its most simple form a database is a list. That
list can be stored in a customised, complex and
expensive Customer Relationship Management
(CRM) program or a simple excel spreadsheet or
word document, possibly even written in a book!
However it is stored the most important thing is
for your database to be in a form that allows you
to communicate with your customers quickly and
cost effectively. If you have to spend hours getting
a list of names together each time you want to send
a special offer to your clients, there is a very good
chance you won’t get around to it very often!
For marketing purposes this list should contain as
much information as possible about each customer’s
purchasing habits, once again with a little
organisation and discipline, this can be very simple
to administer.
Once a database has been compiled it can then
be broken down and analysed to produce valuable
marketing information. You can then use this data to
target communication that is highly relevant to each
individual client, supplier or contact.

For instance you could create:
New Product Releases/ Service – matching past
transactions to similar offerings
Special promotions – linking their past
transactions to likely interest
Reminder notices – when next appointments are due
Invitations – matching individual or company
needs to special events
Birthday and Seasonal wishes – to help build
relationships and customer loyalty
Utilising your database as a valuable sales and
marketing resource enables you to identify
and target the right customers with the right
communication. In the process it helps build brand
awareness, customer loyalty and improve return on
investment for your marketing spend.
And just in case you’re still thinking “I don’t have a
list of good contacts”, here’s some simple ways to
start building one:
Collect contact details through incoming
telephone enquires
Collect details directly at the point of sale or
service destination via an order form/invoice or
quotation form or at your cash register. Many
cash registers have a database feature built in.
Collect contacts via a promotional competition
entry form.
Collect contacts via your website - through
subscription, enquiry or feedback forms.
If you’d like to find out how to build a database
or use your current one more effectively, contact
Deborah from Clarity Marketing on 0411 139 881
or email dcq@claritymarketing.com.au.

Client testimonials can prove to be a very
powerful marketing tool. Testimonials create
new clients as they increase potential customer
confidence and generate a positive image of
your business. Human nature is the key feature
of why testimonials attract new clients. People
love to discover what one person thinks of
another. The positive “gossip” that a client
testimonial creates can be used to promote
your business and its services
When a client makes a positive statement
about you and backs it up with his or her
name and contact information, it is a strong
recommendation from an impartial source and
consequently considered trustworthy. Written
testimonials can be used powerfully across
a wide range of business mediums. They can
be used on your website and other electronic
promotional materials, on printed collateral,
in radio and television ads and many others.
Here are a few tips to guide you as you obtain
and use testimonials to grow your business.
•

DO let your clients know the benefits to
them of providing testimonials to you such
as increased exposure for their business,
especially if they also provide their logo
and/or a photo or a link to their website

•

DO obtain your clients’ permission to
use their full name, business name and
even web address as it will give their
testimonials a great deal more credibility.

•

DO utilise honest testimonials that say
what you want clients to know about the
service that you are providing eg. Why your
business, your services and your products
are so special.

•

DO store your client testimonials in a Word
document or Excel database so that you can
find them easily. You may want to organise
them by client name, service or product.

•

DON’T ever use fictional testimonials
because they can destroy your credibility.

A positive testimonial can give your business
credibility, reinforcement and an overall
positive image. After all, how you present your
business will draw new clients in. When this
can be supported by a third party it can add
strength to the service you are providing.

Regards
Michael

Suite 103, Level 1, 105 Pitt Street, Sydney
P: 0411 139 881 F: 02 9223 9266
E: info@claritymarketing.com.au www.claritymarketing.com.au

For more information or advice on how
best to obtain and utilise the power of
testimonials contact Deborah from Clarity
Marketing on 0411 139 881 or email
dcq@claritymarketing.com.au.

1300 QUINNS (1300 784 667)

07

Providing the Total Solution

Small Business News

Legal News
Property insurance is essential, especially
when there’s a global recession biting. Yet it
is surprising how much underinsurance exists
among small and medium enterprises (SMEs).
Property insurance covers policyholders for the
loss and damage of buildings and contents and
policies usually offer cover for fire and extraneous
perils, malicious damage, burglary and theft,
money loss, damage or destruction, storm and
water damage, loss of profits, computer damage
or theft and glass breakage.
To make sure your insurance policy is effective
you need to identify the correct assets valuations.
It won’t matter how broad your policy is if the
sum insured isn’t right, as this determines how
much will be payable by you. If you underinsure
your assets, then your insurer is likely to pay a
proportionately reduced claim settlement.
Research by the Insurance Council of Australia
(ICA) shows just how widespread underinsurance
is among Australian SMEs.
According to ICA, 50% of small business
buildings are severely or significantly
underinsured, while 20% are not insured at all,
and 90% of small business plant and equipment
is severely or significantly underinsured.

Balance at Work

The Commonwealth Government moved to
introduce a new national consumer protection law
in June this year (2009) when it passed Trade
Practices Amendment (Australian Consumer
Law) Bill 2009. This new law is modelled on a
successful trial that has been operating in Victoria
over the last few years and it is due to come into
effect around the country on 1 January 2010.
What does it mean for Consumers?
The new law is designed to protect consumers
from unfair contract terms and strengthen the
power of the regulators.
The “unfair contract terms” legislation, which
will replace each States own laws, seeks to
protect consumers from unfair terms such as
unreasonable exit fees, penalty fees and “unfair”
clauses that permit one party to change or cancel
a contract.
As a consumer dealing with a hire car company, a
telecommunications company, financial institution
or even a gym, we are often presented with what is

generally known as a “standard form contract”.
It is usually provided as a “take it or leave
it” contract, which makes no allowance for
negotiation of terms, because of the imbalance
in the bargaining power of the parties. Most
consumers are not even afforded the opportunity
to read or digest these terms, let alone consider
their implications.
You may have been hit with excessive fees
from banks, strange exclusions from insurance
companies, excessive termination penalties for
changing a mobile phone plan or the frustration
of trying to cancel an unwanted gym membership.
Well, the good news is from 1 Jan 2010 ASIC and
the ACCC will be granted the power to look into
these “unfair clauses” and have contract terms
voided that are deemed to be unfair.
What does it mean for Businesses?
Standard form contracts are also common in
a range of business transactions including
software licence agreements, website conditions
and membership agreements as well as those

mentioned above. It should be noted that the
new consumer protection laws that are being
introduced will only apply to business-to-consumer
contracts although the scheme is likely to be
expanded to include business-to-business
contracts in the near future. Businesses using
standard form contracts, particularly for provision
to consumers, will need to review their current
contractual arrangements well in advance of the
January 2010 start date. The lawyers at The Quinn
Group are able to help you to address factors
including transparency and whether specific terms
and conditions of your contract/s may cause
significant imbalance between the contracting
parties. These inconsistencies, if not accurately
rectified could result in clauses being voided by
the regulators.
For more information and advice regarding your
business' preparation for the changes or if you are
a consumer and require assistance with a contract
that you have signed, or are about to sign, contact
us on 1300 QUINNS or visit our website
www.quinns.com.au and submit an enquiry.

During these difficult economic times, there is
no scope to risk losing your business and your
income due to underinsurance. Don’t wait until
something happens to you.
You should make sure your cover allows for future
cost increases. If your property is destroyed you
need to consider the cost of replacement, and
time as well as expense involved in managing
potential disputes and the local council approval
process. You should also take into account the
future cost of materials, labour, products and any
clean-up, including possible asbestos removal.
Contact Phil Tinslay from Salisbury Payne Tinslay
today to make sure that you are fully covered if a
loss occurs, and able to survive whatever comes
your way.

Suites 4-6, 18 Gibbs Street Miranda NSW 2228
P: 02 9525 9311 or 1800 263 908
E: info@sptinsurance.com.au
www.sptinsurance.com.au
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Accounting News
Tucking into cock tails before tucki

ng into dinner

Enjoying the Chris

A new government initiative, the education tax
refund, can potentially cut your educational
expenses in half. The refund aims to ensure
that all students can have adequate access to
the resources that they require and that they
are not disadvantaged by the cost of some of
those resources. Eligible parents who incurred
education expenses for primary or secondary
school students in their care on or after
1 July 2008 are able to claim a tax refund for
a proportion of the incurred expenses.

tmas festivities

Generally, eligible parents are able to claim
50% of their education expenses for the
year. The maximum claimable amount for
primary and secondary school children is
$750 and $1500 respectively. This results
in a maximum refund of $375 for primary
school children and $750 for secondary
school children. Parents can claim the
full refund for each child who meets the
schooling requirement. For parents who
have partial care responsibilities for a child
the amount that they can claim will need to
be apportioned accordingly. Independent
students under the age of 25 who are
undertaking primary or secondary school
studies are also eligible to claim a refund on
some of their education expenses.

Now we know who left the dirty mug!

For our quarterly function this time around we decided that a Christmas in July celebration was
in order. We started the party in our city office, playing Christmas tunes, popping crackers and
exchanging Kris Kringle gifts. As a gift from “Santa Quinn” everyone received a personalised
mug to save us some cup confusion in the office! We continued the party at the Meat & Wine
Co in Darling Harbour where we enjoyed a beautiful 3 course meal served with complementing
wines and traditional Christmas pudding. The evening was full of Christmas cheer and team
bonding. These regular outings have become quite a treat and are always lots of fun. The only
problem now is how do we top it next time!
Quinns have launched a new look website with even more
resources and information on our range of services.

Visit us at www.quinns.com.au

Name of your business?
Rizer.
What does your business do?
We design, manage and produce
a variety of events including social
parties, fashion shows, theatre
productions, product launches, award
evenings and a range of corporate
events and programs.
How long have you been operating?
We have been in operation since
2005. A young fresh team and a new
approach in a tired events industry.
What distinguishes your business
from your competitors?
Our varied skill sets and our ability
to have fun in all situations whilst still
providing the highest level of service
and producing professional events.
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You should be aware that not all expenses
can be claimed. Purchases such as laptops
and home computers and school text books
are able to be claimed, whilst school fees and
uniforms are not. The most important thing
is keep your receipts in order to verify the
eligible purchases in your return.

When I started this business I
wished I’d known…
That being business owners, does not
mean more holidays! (or weekends).
Best business advice anyone has
given you?
First up, get a good accountant
(which we did).
What do you think the key to your
success has been to date?
Our honesty, the combined skills
of the team, our fun approach to
all projects and our ability to think
‘outside the square’ have all attributed
to the success of Rizer. Our wives and
girlfriends have all also played a huge
part in the success of Rizer, without
their support and patience we would
not be here!

Can you or your
family benefit from
the Education Tax
Refund?

It’s tax time again and to help make preparing your
return easier we have developed The Quinn Group
Tax Record Kit. Contact us on 1300 QUINNS or visit
www.quinns.com.au/free-services to request a copy.

You can generally claim the refund as part
of your 08-09 tax return lodgment however
you are still able to claim the refund if you
are eligible but are not required to submit a
return. Determining parent eligibility, eligible
education expenses and whether or not
your child meets the necessary schooling
requirements to claim the refund can be a
little tricky to negotiate. The accountants and
tax agents at The Quinn Group can advise you
on this to ensure that you get the maximum
return that is due to you. Contact us on
1300 QUINNS or visit www.quinns.com.au
to submit an online enquiry and one of our
accountants will contact you to discuss this
and any other tax queries that you may have.

1300 QUINNS (1300 784 667)
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Small Business News

Legal News
Property insurance is essential, especially
when there’s a global recession biting. Yet it
is surprising how much underinsurance exists
among small and medium enterprises (SMEs).
Property insurance covers policyholders for the
loss and damage of buildings and contents and
policies usually offer cover for fire and extraneous
perils, malicious damage, burglary and theft,
money loss, damage or destruction, storm and
water damage, loss of profits, computer damage
or theft and glass breakage.
To make sure your insurance policy is effective
you need to identify the correct assets valuations.
It won’t matter how broad your policy is if the
sum insured isn’t right, as this determines how
much will be payable by you. If you underinsure
your assets, then your insurer is likely to pay a
proportionately reduced claim settlement.
Research by the Insurance Council of Australia
(ICA) shows just how widespread underinsurance
is among Australian SMEs.
According to ICA, 50% of small business
buildings are severely or significantly
underinsured, while 20% are not insured at all,
and 90% of small business plant and equipment
is severely or significantly underinsured.

Balance at Work

The Commonwealth Government moved to
introduce a new national consumer protection law
in June this year (2009) when it passed Trade
Practices Amendment (Australian Consumer
Law) Bill 2009. This new law is modelled on a
successful trial that has been operating in Victoria
over the last few years and it is due to come into
effect around the country on 1 January 2010.
What does it mean for Consumers?
The new law is designed to protect consumers
from unfair contract terms and strengthen the
power of the regulators.
The “unfair contract terms” legislation, which
will replace each States own laws, seeks to
protect consumers from unfair terms such as
unreasonable exit fees, penalty fees and “unfair”
clauses that permit one party to change or cancel
a contract.
As a consumer dealing with a hire car company, a
telecommunications company, financial institution
or even a gym, we are often presented with what is

generally known as a “standard form contract”.
It is usually provided as a “take it or leave
it” contract, which makes no allowance for
negotiation of terms, because of the imbalance
in the bargaining power of the parties. Most
consumers are not even afforded the opportunity
to read or digest these terms, let alone consider
their implications.
You may have been hit with excessive fees
from banks, strange exclusions from insurance
companies, excessive termination penalties for
changing a mobile phone plan or the frustration
of trying to cancel an unwanted gym membership.
Well, the good news is from 1 Jan 2010 ASIC and
the ACCC will be granted the power to look into
these “unfair clauses” and have contract terms
voided that are deemed to be unfair.
What does it mean for Businesses?
Standard form contracts are also common in
a range of business transactions including
software licence agreements, website conditions
and membership agreements as well as those

mentioned above. It should be noted that the
new consumer protection laws that are being
introduced will only apply to business-to-consumer
contracts although the scheme is likely to be
expanded to include business-to-business
contracts in the near future. Businesses using
standard form contracts, particularly for provision
to consumers, will need to review their current
contractual arrangements well in advance of the
January 2010 start date. The lawyers at The Quinn
Group are able to help you to address factors
including transparency and whether specific terms
and conditions of your contract/s may cause
significant imbalance between the contracting
parties. These inconsistencies, if not accurately
rectified could result in clauses being voided by
the regulators.
For more information and advice regarding your
business' preparation for the changes or if you are
a consumer and require assistance with a contract
that you have signed, or are about to sign, contact
us on 1300 QUINNS or visit our website
www.quinns.com.au and submit an enquiry.

During these difficult economic times, there is
no scope to risk losing your business and your
income due to underinsurance. Don’t wait until
something happens to you.
You should make sure your cover allows for future
cost increases. If your property is destroyed you
need to consider the cost of replacement, and
time as well as expense involved in managing
potential disputes and the local council approval
process. You should also take into account the
future cost of materials, labour, products and any
clean-up, including possible asbestos removal.
Contact Phil Tinslay from Salisbury Payne Tinslay
today to make sure that you are fully covered if a
loss occurs, and able to survive whatever comes
your way.

Suites 4-6, 18 Gibbs Street Miranda NSW 2228
P: 02 9525 9311 or 1800 263 908
E: info@sptinsurance.com.au
www.sptinsurance.com.au
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budget. We also have an article from Phil Tinslay of
Salisbury Payne Tinslay Insurance Brokers which
highlights the implications of being one of the 50%
of businesses that are significantly underinsured.
We also welcome again Susan Rochester of
Balance at Work who’s contribution this quarter
outlines the basic materials and resources that are
integral to the success of every business, although
we do not always stop to consider them.
As well as our featured writers it is our pleasure to
provide you with our regular updates on the latest
developments in the legal and accounting arenas.
A special thank you (and belated welcome) to our
newest solicitor, Roy Bendall, for his article about
the recent changes to consumer protection law.
The article discusses how the changes will affect
standard form contracts that we are presented
with and utilise as both consumers and business
owners. In other legal news we briefly look at the
major differences to be aware of when purchasing
a property as an individual when compared to a
trust structure.
This year, in combination with the Rudd
Government’s Federal Budget and Economic
Stimulus initiatives, has seen significant changes

www.quinns.com.au

Value of client
testimonials

to taxation legislation. In accounting news this
edition we look at both the Small Business and
General Business Tax Break and the Education
Tax Refund and how you as a taxpayer or business
owner can maximise your benefits (and returns)
from these initiatives.
In other Quinns news we are proud to announce
the recent launch of our new and improved
website. Visit www.quinns.com.au to see the
extensive range of services and resources that are
available to you.
Amongst all the hard work we took some time
out to celebrate Christmas in July! You can see
pictures of the fun and festivities on page 4. Also
on page 4 this month we feature Simon, Barry and
the team at Rizer in our Client Spotlight.
We hope that you find this new, extended version
of 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
Monday morning via our Weekly Client Alert.

In its most simple form a database is a list. That
list can be stored in a customised, complex and
expensive Customer Relationship Management
(CRM) program or a simple excel spreadsheet or
word document, possibly even written in a book!
However it is stored the most important thing is
for your database to be in a form that allows you
to communicate with your customers quickly and
cost effectively. If you have to spend hours getting
a list of names together each time you want to send
a special offer to your clients, there is a very good
chance you won’t get around to it very often!
For marketing purposes this list should contain as
much information as possible about each customer’s
purchasing habits, once again with a little
organisation and discipline, this can be very simple
to administer.
Once a database has been compiled it can then
be broken down and analysed to produce valuable
marketing information. You can then use this data to
target communication that is highly relevant to each
individual client, supplier or contact.

For instance you could create:
New Product Releases/ Service – matching past
transactions to similar offerings
Special promotions – linking their past
transactions to likely interest
Reminder notices – when next appointments are due
Invitations – matching individual or company
needs to special events
Birthday and Seasonal wishes – to help build
relationships and customer loyalty
Utilising your database as a valuable sales and
marketing resource enables you to identify
and target the right customers with the right
communication. In the process it helps build brand
awareness, customer loyalty and improve return on
investment for your marketing spend.
And just in case you’re still thinking “I don’t have a
list of good contacts”, here’s some simple ways to
start building one:
Collect contact details through incoming
telephone enquires
Collect details directly at the point of sale or
service destination via an order form/invoice or
quotation form or at your cash register. Many
cash registers have a database feature built in.
Collect contacts via a promotional competition
entry form.
Collect contacts via your website - through
subscription, enquiry or feedback forms.
If you’d like to find out how to build a database
or use your current one more effectively, contact
Deborah from Clarity Marketing on 0411 139 881
or email dcq@claritymarketing.com.au.

Client testimonials can prove to be a very
powerful marketing tool. Testimonials create
new clients as they increase potential customer
confidence and generate a positive image of
your business. Human nature is the key feature
of why testimonials attract new clients. People
love to discover what one person thinks of
another. The positive “gossip” that a client
testimonial creates can be used to promote
your business and its services
When a client makes a positive statement
about you and backs it up with his or her
name and contact information, it is a strong
recommendation from an impartial source and
consequently considered trustworthy. Written
testimonials can be used powerfully across
a wide range of business mediums. They can
be used on your website and other electronic
promotional materials, on printed collateral,
in radio and television ads and many others.
Here are a few tips to guide you as you obtain
and use testimonials to grow your business.
•

DO let your clients know the benefits to
them of providing testimonials to you such
as increased exposure for their business,
especially if they also provide their logo
and/or a photo or a link to their website

•

DO obtain your clients’ permission to
use their full name, business name and
even web address as it will give their
testimonials a great deal more credibility.

•

DO utilise honest testimonials that say
what you want clients to know about the
service that you are providing eg. Why your
business, your services and your products
are so special.

•

DO store your client testimonials in a Word
document or Excel database so that you can
find them easily. You may want to organise
them by client name, service or product.

•

DON’T ever use fictional testimonials
because they can destroy your credibility.

A positive testimonial can give your business
credibility, reinforcement and an overall
positive image. After all, how you present your
business will draw new clients in. When this
can be supported by a third party it can add
strength to the service you are providing.

Regards
Michael

Suite 103, Level 1, 105 Pitt Street, Sydney
P: 0411 139 881 F: 02 9223 9266
E: info@claritymarketing.com.au www.claritymarketing.com.au

For more information or advice on how
best to obtain and utilise the power of
testimonials contact Deborah from Clarity
Marketing on 0411 139 881 or email
dcq@claritymarketing.com.au.
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Position… Accountant
The best thing about being an
accountant is…
being able to keep up to date with the
ever changing tax laws and issues.
As one of my favourite clients once
advised me: Mathematics – Logical,
Money – Emotional!

It is a requirement of every
business to maintain a record of
all their business’ transactions, in other
words, maintain a bookkeeping system. A
bookkeeper is often needed to perform this duty. The
primary role of a bookkeeper is to identify, measure
and record a business’ financial transactions.
Though it may be done manually, most bookkeepers
choose to use a computerised accounting system
such as MYOB or QuickBooks.
This processing of information allows the decision
makers to make informed decisions regarding
the overall performance of the business as
well as significant transactions and purchases.
Consequently, it is very important that all this
information is diligently recorded by the bookkeeper,
as inaccuracy of financial information will make it
difficult for the owner and any potential investors to
accurately evaluate the profitability of the business.
Not to mention the possibility of fines and other
penalties that may be imposed by the ATO for
reporting incorrect figures.

Education
Tax Refund

I love coming to the office everyday
because…
of my colleagues. The feeling of
teamwork is very gratifying!

Can you or your
family benefit?

When I am not at the office my
favourite thing to do is…
to be outdoors. Whether in the
garden, walking or cycling through
a national park or having a few
shandies in a beer garden!

As both accountants and bookkeepers we are
able to do more than just maintain your books.
We can visit you at your place of business and
carry out regular bookkeeping functions as well as
analyse the data and provide you with suggestions
and advice on how to improve and maximise your
business’ financial position.
For more information in regards to the bookkeeping
services that are available to your business contact
The Quinn Group on 1300 QUINNS or visit our
website at www.quinns.com.au and submit an
express enquiry.

On my next holiday I am
going to… Vietnam. I am lucky
enough to have a month off next
year so 4 weeks of cycling, trekking,
kayaking and of course shopping!
The last book I read was…
‘The Girl Who Played with Fire’ by
Steig Lasson. The sequel to ‘The Girl
with the Dragon Tattoo’.

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 costeffective 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.

© 2009 The Quinn Group (Australia) Pty Ltd.

CRICKET: As explained to a foreigner… You have two sides, one out in the field and one in. Each man that’s in the side
that’s in goes out, and when he’s out he comes in and the next man goes in until he’s out. When they are all out, the
side that’s out comes in and the side that’s been in goes out and tries to get those coming in, out. Sometimes you get
men still in and not out. When a man goes out to go in, the men who are out try to get him out, and when he is out he
goes in and the next man in goes out and goes in. There are two men called umpires who stay out all the time and they
decide when the men who are in are out. When both sides have been in and all the men are out, and both sides have
been out twice after all the men have been in, including those who are not out, that is the end of the game!
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