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Macarthur and Liverpool BEC services are available to all business operators in the
local government areas of Campbelltown, Camden, Wollondilly and Liverpool.
Most of these services are free of charge.

If, in the current economic circumstances, you feel the need to discuss some aspects
of your business with a professional—but the cost is a big consideration—why not
use the service that is available to you ?  Call the South West Sydney Business
Advisory Service (SWSBAS) - which is an operating entity of the Macarthur BEC—
for a free appointment, on 1300 650 058. You have nothing to lose and possibly
lots to gain from the time spent.

If you missed the April Business Breakfast—commiserations: it was a great morning
with a very effective speaker. Keep on the lookout for our next Business Breakfast.

From the CEO.

Hi there,

Is has been a most impressive start to 2009 with a record number of Free Business Guidances
being provided. We can do more. We want to assist as many existing businesses and those
thinking of going into business as possible. Not only does this assist small business operators,
our local economy, employment but it continues to prove to the state and federal government
this funding is productive and worthy to continue. ‘Use it or lose it’ is the term.

Please utilize the service, encourage others you know to receive a confidential, emotion free,
non judgmental guidance session. There is nothing to lose and much to gain.

Manufacturing Week and Home Based Business Week are great opportunities to tap into
DSRD events, both here and through out the Sydney metro area. REMEMBER a time of
downturn is a time to sharpen your skKills.

Thank you to Graham @ Big Note Marketing and Trent @Simplicity IT for your assistance
in your testimonials as advertised on C91.3fm.

Regards, David Waudby

E:

reception@macarthurbec.com.au

Website: www.macarthurbec.com.au
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Business MEMBERS OF MACARTHUR BEC

Enterprise

Centre

[ Christina Tagg—Life Member
Ken Tagg—Life Member
Belinda McLean (HR Focus)
Active Working Solutions
Debbie Corlet (Deb-e-Secretarial)
Medical First Aid Training
PNA Legal

BCP Business & Accounting Services
Camden Lakeside Country Club
Campbelltown Catholic Club
Campbelltown City Council
Campbelltown RSL

Ross Chandler

Dignan & Hanrahan

Marsdens Law Group

Camden Council

Grimes Finance and Mortgages
Camden Valley Inn

John Blanchette (Interprise)

Healing)**

Natalie Haider (Converge International)**

Jane Arthur (Heffalump Dezign Art School)**
Heather Lamberton (Akaelah Life Coaching &

Denis Rook (Leanne Washroom Services)**

Narellan Sand, Soil & Garden Supplies
Profit Advantage Group

Tails the Drycleaners

Wandalite

Wollondilly Shire Council

SGP Insurance Brokers Pty Ltd

Merlin FX Pty Ltd

Commonwealth Bank of Australia

Amos Insolvency

Sam La Delfa (Samuel Jones Legal Services)
Macarthur Credit Union

Macarthur Workplace Learning Program
Mortgage Choice Narellen

YWCA NSW

Neil Sligar & Associates

TDi Consultancy

Caldwell Martin & Cox

Cumberland Newspapers (Liverpool Leader)
Shushan Smsarian Import Export Specialist
Office Products Depot Macarthur **

Biel and Associates Pty Ltd **

Peter Kijurina (Health Properties Project Marketing) **

** New members since last news letter

Macarthur and Liverpool Business Enterprise Centres are pleased to bring you the opportunity to at-
tend Up and Away—Why Now is the Time to Rejuvenate Business (and How To do It!), presented by
Robert Gerrish of Flying Solo (www.flyingsolo.com.au)

This lively, entertaining presentation will use case histories and storytelling to explore why there’s

never been a better time to work on the development of your business. Brimming with unique con-
cepts, valuable tips and low cost tools, Up and Away is precisely the tonic needed for these
challenging times. Part_lcu_lar areas addressed are: FREE ADMISSION

How a change of thinking, changes outcome

Methods of working efficiently and effectively

Getting the attention of potential customers and the media

Simple actions that will create lasting results

Date: Tuesday 26" May 2009
Seminar 1: 9:30am —10:45 am at Macarthur BEC Training Room, Level 8 171-179 Queen St

Campbelltown. Please register at http://hbb.events.smallbiz.nsw.gov.au/Events.aspx?eventid=318

Seminar 2: 1:30 pm —2:45 pm at Liverpool Library Pink Room, Library Plaza, 170 George St

Liverpool. Please register at http://hbb.events.smallbiz.nsw.gov.au/Events.aspx?eventid=315
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MANUFACTURING WEEK IN

Tuesday 19 May 9.30—11.30am
Prioritising your Business for these
Turbulent Times

SUSTAINABILITY — The A-Z of Strate-
gic Planning. Research of Australian
companies shows Strategic Planning is
typically short term and detail poor.
This presentation by Sarah Adams in-
cludes all aspects of a successful stra-
tegic plan and what a Manufacturing
businesses needs to achieve success,
sustainability and ultimately ‘The
Dream’!

Sarah Adams President AME Austra-
lia, NSW Chapter.

Driven by 20 years experience in
learning and development, Sarah is
dedicated to achieving manufacturing
excellence through employee engage-
ment. Her extensive experience in
identifying and applying effective learn-
ing strategies to sustain lean initiatives
is highly sought after by large multi-
national companies.

Sarah is director of Business Capabil-
ity

Solutions, a company committed to
providing hands-on integrated im-
provement services with people as the
core focus. Her qualifications include a
Bachelor of Arts in Training & Develop-

MACARTHUR: 18—22 MAY
ment and Advanced Diploma in Competitive
Manufacturing. Sarah is also a member of the
Golden Key International Honor Society and
Women in Manufacturing Network.
Tuesday 19 May 12.30 - 3.00 pm
How to Write a Successful Tender

These days, the tender process is becoming
the common and justifiable process for selec-
tion.

Michael Greenaune (Bec (Hons) is a highly
skilled and experienced consultant whose
career specialises in the preparation and
evaluation of tenders.

Michael regularly works with his clients to
prepare tenders for a wide section of industry
including manufacturing. He is regularly called
upon to contribute articles on tendering for
magazines including for Construction Contrac-
tor and Property Care Industry. He is happy to
share his skills and provides key information on
preparing and presenting successful

tenders. His clients include, for example, the
University of Sydney, Centre for Continuing
Education where he provides a range of train-
ing programs for both the industrial and
commercial sectors.

Michael's presentation for Manufacturing Week
includes: understanding and interpreting

tender documents; writing skills; persuasion;
preparation and formatting skills; identifying

Both events are free and will be held in our training room at 70 Topham Road Smeaton Grange.
Further details are available on our website www.macarthurbec.com.au.
Contact Kate Lagettie 4626 3544 or kate@macarthurbec.com.au to register.
All events are listed at www.smallbiz.nsw.gov.au/westernsydney

Recession Buster - Develop VALUE

Everyone talks about value and everyone tells you they provide value, but how do you know that you
actually do provide value? In these tough times it is critical that you are providing value as the cus-
tomer perceives it.

Value is the relationship between price, quality, service, assortment or range and (specifically for retail)
shop atmosphere.

Most sellers (and all businesses are sellers to some degree) think value is only about price and forget
the total equation as far as the customer is concerned. Many sellers often let their value down when it
comes to service. Take a close look at your business and talk to your team on where you can improve
the value offer without spending any capital. Analyse where your strengths and weaknesses are and
then start by working on your weaknesses. Just improving on your strengths may not be perceived as
any benefitin your customers’ eyes. Work on your weaknesses and improve your value to them.
Adapted from the John Stanley Recession Buster Newsletter April 2009 www.johnstanley.cc
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A Good Environment is Smart Business

The Real Cost to Business

Recently I was interviewed on the Sky Business Channel’s Money Makers program. A viewer question
went along the lines of: “I am a small business owner and [ want to do the right thing by the environment
but how can I afford to make the necessary changes?” This is an important question that reflects the
thoughts of many small business owners at the moment. The good news is that all businesses can afford to
make the changes necessary to effectively compete in the low carbon economy. A low carbon economy is
now inevitable in Australia.

Sustainability initiatives will almost always pay for themselves in the short to medium term. Changes
which help the environment usually mean more efficiencies and costs savings for small business which
means a better bottom line. Sustainable practice now also helps your top line as more consumers are look-
ing to trust businesses that do the right thing. Sustainability is an essential brand value for any smart busi-
ness. The real question should be “can any small business afford to be unsustainable?”

The Sun Shines Green - Business Pays More in the Meantime

The Federal Government is set to change the way Australia makes electricity, with huge new solar power
plants and cleaner coal facilities to be built. The latest budget dedicates billions to "greening up" electricity
to make Australia a world leader in clean power. Now that the emissions trading scheme is on hold, the
government is forging ahead with other ways to cut greenhouse gas emissions. The climate change budget
has been beefed up, despite the deficit forecast, to $15 billion over nine years. Of this, $1.5 billion will be
spent building up to four massive solar power plants on a scale the world has not seen before. The pro-
posed solar farms will pump out as much electricity as a large coal-fired power station - 1,000 megawatts.
The future is looking bright, however......

In the meantime, small business is faced with massive increases in power bills. The latest determination
from the Independent Pricing and Regulatory Tribunal (IPART) shows that retail energy pricing will in-
crease by up to 21% in NSW from July 1. This is on the back of an 8% per annum change for the last three
years. If the trend continues as expected, power will cost your business an extra 65% over the next three
years. Small businesses traditionally tend to try to absorb these types of costs. How many businesses can
really afford this increase? The solution is better energy management. Measuring consumption and intro-
ducing energy efficiency are crucial strategies that need to be employed in even the smallest business.

Symmetry Comes to Liverpool

Over eighty five local small businesses are participating in the Symmetry Sustainable Business program
and over sixty have graduated with Symmetry Bronze Accreditation. Symmetry is tailored for small busi-
ness, helps you save money and manage costs and we promote your business for you. The program is
funded by the Federal Government, so the cost is minimal. To become accredited, a business owner or
manager attends a half day workshop and spends another two hours completing the Symmetry workbook.
The benefits flow immediately.

Now business in the Liverpool area can now join the Symmetry program. A Symmetry Bronze workshop
will be held on Monday 8" June. If you would like to help your business and the environment, and pro-
mote a positive image to the market, call me to discuss how your business could benefit.

Bill Parker
Symmetry Sustainable Business Mentor
Ph: 0418 234655 bill@macarthurbec.com.au www.makeitinmacarthur.com.au/symmetry
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— We regret to advise Ross Collinson our very passion-
ate Business Facilitator is no longer with the BEC. We
wish Ross all the best for the future. All guidance and ser-
vices will be maintained without interruption. All enquir-
ies for Business Advisory services should be directed to
Kate on 1300 650 058.

Habits of Unsuccessful People

1) They think they have all the answers (preventing

potential input from others)

2) They ruthlessly eliminate anyone who isn’t 100% to
their way of thinking. (A narrow minded approach
does not allow scope for change)

3) They stubbornly rely on what worked for them in
the past (One definition of insanity is repeating an
action and hoping to get a different—or better—result)

4) They think marketing is just sales. (Which is why they
are classified as “UN"successful)

5) They don't track, measure, analyse or evaluate
their marketing activities. (ditto above)

Do any of these sound familiar to you?
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Available Now

Light Industrial & Office Suites
at the

Business Development Centre
(Incubator)

Office Suites from 15 m2 to 45 m2 available
now at below market rates for home
businesses looking at expansion.

The Incubator provides a nurturing
supportive climate for the development of
businesses in a controlled commercial
environment, with the provision of
consultancy / facilitation services, shared re-
sources, facilities for networking and training
opportunities.

Free Business Guidance 24 hr Secured access

AND
Serviced Offices at

City Centre Office Facilities
Great location in the heart of Campbelltown’s CBD.

Full reception and personalised service, training
rooms. offices from 9 sgm.

Ideal for the small business or branch arrangement.
Affordable rents on a Monthly basis
Free Business Guidance

Chuckle Corner

A blonde teenager, wanting to earn some
extra money for the Summer, went to the
front door of the first house on her list
and asked the owner if he had any odd
jobs for her to do.

‘Well, I guess | could use somebody to
paint my porch," he said, '"How much will
you charge me?'

Delighted, the girl quickly responded,
'How about $50?'

The man agreed and told her that the
paint brushes and everything she would
need were in the garage.

The man's wife, hearing the conversa-
tion, asked her husband 'Does she real-
ize that our porch goes ALL the way
around the house?'

He responded 'That's a bit cynical, isn't
it?" The wife replied "You're right. | guess
I'm starting to believe all those dumb
blonde jokes we've been getting by e-
mail lately.'

Later that day, the blonde came to the
door to collect her money. 'You're fin-
ished

already?' the startled man asked.

'Yes,” the blonde replied, ‘and | even had
paint left over, so | gave it two coats.'
Impressed, the man reached into his
pocket for the $50 and also handed her
a $10 tip.

'‘By the way, ' the blonde added, 'It's not
a Porch, it's a Lexus'.

Macarthur Business
Enterprise Centre
Level 8, 171-179 Queen St
CAMPBELLTOWN 2571
Ph: 4626 3544

Business Development Centre
70 Topham Road
SMEATON GRANGE 2567
Ph: 4647 5615

SWSBAS
Suite 204 161 Bigge Street
LIVERPOOL NSW 2170




Macarthur
Business
Enterprise
Centre

May 2009 Page 6

SOCIAL NETWORKING—the next step for your business?

Most business operators are aware of “Networking”— but it can be an expensive exercise in terms of
time and money to turn up to the breakfasts, lunches and dinners Is there a better way to use new tech-
nology when networking ?  Can you stay at your workstation and still be out there networking?

Social Networks seem to be the answer of the moment. But how do you use them? Before you begin to
use the internet for networking, you need to know just what your purpose is in putting in so much time
and effort. The traps are similar to those in face-to-face networking —

-don’t just go on a site for the sake of handing out virtual business cards ( like the “card dealer” at the
breakfast/lunch/dinner).

-don’t just go on a site and sit there (like the people who don’t talk to strangers at face-to-face networks)
-do be involved in social networking without seeming to be working at it (as you should be networking
without seeming to at the face-to-face meetings)  Remember, you will get more out of the effort when
you put the effort in.

-don’t spam—sending out a thousand emails willy nilly is no better than scattering your business card at
everyone’s dining seat.

-don’t create but not connect. No matter if it is internet or face-to-face, people quickly pick up if you are
there for you or for them. And it is a cardinal rule of marketing—they ask “what’s in it for me?”

Before you start, you need to understand the different types of social media websites :

Social bookmarking sites - you add your favourite websites so that friends and other users can see them
and comment on them. Delicious and Digg are two examples.

Social Media networks work around building communities. They allow you to create or join groups,
make contacts and communicate in a variety of ways with the other people in your network. Some of
these sites are specifically targeted at certain groups of people eg Linked In is purely focused on business
networking.

Social media: YouTube and Flickr, are the two most popular examples. They allow you to create a page
or “channel” of videos or images. Other users can “follow” your channel and contributions are often
ranked by popularity.

Blogs: (short for web log) in its simplest form is a personal journal. Blogs generally have one small

article or “post” per day, which is archived as time moves on. The social aspect of blogging is the
comment function, which allows a visitor to write a response to any of the posts in the blog.

Micro blogs: Twitter is the best example of this relatively new medium. Twitter lets you post very short
little text messages “tweets”, telling your friends or family what you are doing. For example, “Just had a
great coffee..” or “In an interesting conference.” Twitter lets you to follow other people’s tweets, and
allows you to manage your tweets from your mobile phone or hand held device.

Forums: are websites that allow discussion on particular topics. The small business forum at flying-
solo.com.au/forums/ is a great example.

Have a look at some of the different social media websites. Read what other people are saying and see
how they are contributing.and then think about which sites might be suitable for your business—are the
participants likely to become your customers? Might they be potential suppliers or perhaps they could
offer you advice?

A great way to promote yourself and your business as an expert in your field is to join a forum that
relates to your business. For example, a landscape architect might start participating in a gardening forum
by answering questions and helping people with useful advice. This situation puts the landscape architect
in direct contact with people who are thinking about improving their gardens.

Don't forget to set up your forum profile and signature so that people can contact you easily.

Blogs are probably your next port of call. Commenting on blogs is another way to build your online repu-
tation and generate interest in your business. Again, making sure that people can find a link to your site
from your comment is very important.

To actually start, you need to create a list of social media websites that you are going to participate in.
Start with two or three and make sure that you give them some genuine attention. Set aside at least an
hour two or three times per week to network in your new world of social media.

If you are unsure how to do this, then get expert advice—shop around your networks to find out who you
need to talk with.
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According to the Department of the Treasury , this ini-
tiative will provide an additional $2.7 billionina
temporary tax break to small and other businesses to
boost investment. The tax break extends and expands
the temporary investment allowance that was announced
in December 2008.

The tax break allows for businesses to claim a bonus
deduction of 30 per cent for assets acquired from
13 December 2008 to 30 June 2009, provided the asset
is installed and ready for use before 30 June 2010.

Small businesses will be able to claim the deduction for
eligible assets costing $1,000 or more. Other businesses
can receive the same deductions for eligible assets up to
$10,000 or more. The tax break will also be available at
a reduced rate of 10 per cent for assets acquired from
1 July 2009 to 31 December 2009 and installed by
31 December 2010.

Eligible assets are new tangible assets used in carrying
on a business, for which a deduction for decline in value
is available under the core provisions of Division 40
(Capital Allowances) of the Income Tax Assessment Act
1997 (ITAA1997).

Eligible assets include machinery and equipment used
to produce income, including motor vehicles. Assets
such as land, trading stock and intangible assets are
excluded, and also depreciating assets for which deduc-
tions are available under the specific film provisions,
depreciating assets that are capital works (for example,
buildings and structural improvements for which deduc-
tions are available under the separate provisions for
capital works) and cars where the cents per km method
is used (as the 5,000 km cap reflects limited business
use).

Articles and news
briefs in this
newsletter are for
Information
purposes only and are
not intended as
definitive of
legislation and other
changes.
Recipients of this
newsletter should
seek professional

June 2009.

TAX BREAK BENEFITS FOR SMALL BUSINESS

Expenditures above the threshold that are capitalised into
an existing asset as a second element of cost will also
qualify for the deduction.

The tax break is considered by the Department to be very
generous, providing a substantial benefit to business. For
instance, a tradesperson who purchases a $30,000 utility
prior to the end of the financial year and uses it principally
for business purposes would be able to claim an additional
$9,000 deduction in her/his 2008-09 tax return.
Further, a large company that purchases a fleet of 20
vehicles, each worth $30,000, would qualify for an addi-
tional tax deduction of $180,000 in its 2008-09 tax return.

The Tax Laws Amendment (Small Business and General
Business Tax Break) Bill 2009 was introduced into the
House of Representatives on 19 March 2009, and is sub-
ject to passage by Parliament. Further information about
the Small Business and General Business Tax Break is
available from the following web-sites:

http://www.treasurer.gov.au/DisplayDocs.aspx?
doc=pressreleases/2009/013.htm&pageID=003&mi
n=wms&Year=&DocType=0;

http://www.treasury.gov.au/documents/1505/
PDF/Small%?20Business%20FAQ%202.pdf

and

http://www.treasurer.gov.au/DisplayDocs.aspx?
doc=factsheets/2009/005.htm&pagelD=011&min=
wms&Year=&DocType=3.

FREE TAX SEMINARS

The Australian Taxation Office (ATO) is presenting free small
business seminars at Campbelltown RSL Club on Tuesday 30

The first seminar, from 10am to 12 noon, will cover Activity
Statement Essentials, providing a comprehensive look at
completing your activity statement and how you can use activity
statement data to plan and budget.

Seminar topic from 2pm to 4pm will be Business Deduction
Essentials, covering business expenses you can claim immedi-
ately, over time or not at all, trading stock and other special
deduction and tax losses.

A tax basics seminar will be held on 3 June in Wollongong (see
www.ato.gov.au for further details).

advice for items of
interest on any

Bookings for these seminars is essential with registration at
www.ato.gov.au./busreg, then go to the appropriate paragraph and

matters

select NSW.

By phone—please call 1300 661 104.



