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Introduction

In the daily course of my work as a marketing consultant I spend a lot of time talking to successful business people. Without exception, these individuals have a wealth of knowledge and experience that they apply to their businesses and which makes them successful. We often laugh about how much easier things would have been if we could have applied what we know now to our early business ventures, but most of us have had to learn the hard way, which has often cost us a lot of money and heartache.

Over almost 20 years in business I have heard the same comments time and time again. In recent years I have realised that all businesses seem to experience the same basic problems and that most of these problems could have been avoided with the help of some simple, practical advice. Hence, I have written this book.

My first book, 101 Ways to Market Your Business, was written to help anyone who owns or operates a business to increase profitability by introducing some very simple marketing ideas. These ideas were developed around three key principles: that people trying to promote a business often lack the time to devote to marketing, lack the money to spend on marketing, and lack basic marketing knowledge. The book was written in very simple, jargon-free language, and the ideas suggested produce very tangible results.

101 Ways to Boost Your Business follows the same principles. It is written in short blocks that make it easy to find and quickly read information that is practical, relevant and realistic. It is not filled with hype, or with ideas that sound great but prove impossible to implement.

By reading this book you will save yourself a lot of stress and money. Most people in business have to learn what to do the hard way. These mistakes may send them broke and cause myriad associated health and family problems.

But this book is all about boosting your business. Today there is no point simply surviving. If you were happy to do that you would stay working for someone else. In reality, this book will show you how to make your business so much better than your competitors in every way. It will boost what you do and you will reap the rewards. Now that is what every business owner wants to hear.

Who is this book written for?

101 Ways to Boost Your Business is written for the person who wants to make a difference. If you think you know everything there is to know about business, you probably wouldn’t be reading this book. If you are flicking through the pages because you are keen to try and find ways to be better at what you do and to increase your chances of building a booming business, then you are looking in the right place.

101 Ways to Boost Your Business is written for anyone who has a key role within a business. It is for managers, owners and operators, prospective business buyers, students studying business, marketing managers, operations managers and professional advisers. It crosses all boundaries and provides information about issues that any person involved in business for any length of time will encounter.

It is written in a way that makes it universally applicable. The information contained in this book is as relevant to a bakery owner in Belgium as it is to a bookshop owner in Brisbane. The principles and tips discussed here are important to all businesses, regardless of their type or geographical location.

The real value of 101 Ways to Boost Your Business

As mentioned earlier, 101 Ways to Boost Your Business is a book based entirely upon experience. Many of the experiences are mine, a large number are those of people I have met and dealt with over the years and some are a combination of both.

Many people take a lifetime in business to become aware of these booster tips. I wish that I had had access to a book such as this when I started my first business almost 20 years ago. Hopefully, you will read 101 Ways to Boost Your Business and avoid making the mistakes that I, and many other business operators, have made. This book provides you with the opportunity to learn from the experiences of many successful business operators and entrepreneurs, and to dramatically boost your own chances of business survival and success.

The advice and suggestions included in this book have been given freely by friends and business associates who, while successful now, had to learn their lessons the hard way. For me, a truly successful person is one who is willing to share the secrets of their success with others, giving freely of their time and advice and expecting nothing in return.

How to get the most out of this book

101 Ways to Boost Your Business has been written in such a way that it can be opened at any page and the advice used immediately. There are a total of 121 booster tips included, covering the areas that most commonly cause businesses to falter. Some of the tips may not be relevant to you at this moment in time, but if you pick up the book again in six months’ time, the tips that you glossed over on your first reading may now be relevant. For this reason, I recommend that you keep 101 Ways to Boost Your Business handy. Don’t put it away at the top of your bookcase: keep it in your briefcase, or in a drawer in your desk, or leave it by the telephone or on your bedside table. Consider it as a constant source of inspiration and advice that is available to you 24 hours a day.

Some people avoid reading the preliminary sections of books, preferring to get right into it. If that describes you, no problem; just start flicking through the pages and see which booster tips spark your interest. If you prefer to start at the beginning and read every page, then make yourself a cup of coffee, find a comfortable chair, and start reading.

This is a practical book that needs to be referred to often. Cut out or photocopy the blank forms in the appendix to the book and fill them in, highlight sections of the text that you find relevant to your own situation, and write notes in the spaces provided at the end of each section.

One last point before you get started

Throughout this book you are going to read the word ‘boost’ a lot—pretty much on every page. To boost means to lift; to raise; to generally improve. Without a doubt that is the message behind this book. Every time you see the word ‘boost’, let it sink in and remember that boost equates to making your business better and that equates to success, profitability and an overwhelming sense of satisfaction. Love that word.



1
 The future of small business

Small businesses form the backbone of many economies. As populations grow worldwide, so do the number of small businesses starting up. Millions of people around the world continue to opt for running their own business instead of working for larger organisations. As a result, there is an incredible knowledge and skill base tied up in running these small businesses. There is an enormous amount of expertise and specialist knowledge that thrives in this economic sector, the value of which is often underestimated.

From my experience, small businesses generally offer far better levels of service than do their larger counterparts. This is due, in most instances, to the key personnel being involved at the front of the business. They deal with their customers face to face, and the business is small enough to ensure that communication is open and continual.

There is no doubt that there are many trials and tribulations when it comes to running your own business and, of course, there is the ever-present risk of financial failure. However, this doesn’t seem to deter people from choosing this alternative career path, and for that I think they should be admired.

The problem facing most small businesses is the ever-increasing competition from other small businesses. This dilemma is here to stay; in fact, it will only increase. With the advent of the Internet and other new technologies, the competition that we all face now comes not only from the business up the road, but from businesses on the other side of the world.

Small businesses need to be smart. They need to be built on solid foundations and to be proactive. They need continually to strive to provide exceptional levels of customer service and value for money. Consumers are better informed and more discerning than ever before, and are well aware that they have a lot of choice when it comes to deciding on where they will spend their hard-earned money.

Business survival is about facing these ongoing challenges with a commitment to being the best at what you do. It is about treating consumers with the respect that they deserve, while standing out from the sea of other businesses that offer the same or similar services.

It’s all about attitude

From my experience, there are two very distinct types of businesses and business operators.

There are those people who are really unhappy doing what they do. Everyone else is to blame for the problems they experience. The customers are an inconvenience, and are always causing problems. Advertising is just a waste of time and money. The accountants are no good, the staff are nothing but trouble, and the future always looks glum. These businesses struggle to survive.

The other type of business that I have observed is run by positive and enthusiastic people. They take what they do seriously, they believe in offering excellent customer service and value for money, and they are continually looking for ways to make their business better. They don’t act like victims. If they face a setback, as we all do from time to time, they pick themselves up, dust themselves off and get on with it. They dwell on the positive, rather than the negative, aspects of the situation. These businesses have a far better chance of surviving and flourishing than the first type, due, I believe, to the attitude of the business operator. From my experience, there are more of the negative types of businesses than there are the positive ones. So, the first step to boosting your business is to ensure that you have the right attitude about running your business.

If you already own or operate a business . . .

People who have been running their own or someone else’s business for a long time are often set in their ways. They may have formed bad business habits and may regard ‘change’ as a dirty word. I doubt that this describes you, because if it did, it’s unlikely that you would have purchased this book.

The greatest personality trait that any business person can have is an open mind. We live in an age where there is an overabundance of information, a lot of it conflicting. The fact is that the amount of information available is only going to increase, so we need to be able to use this wealth of information for our own benefit.

Successful business people have two striking characteristics: a very clear objective combined with an air of detachment about their business. I have run a number of businesses that were unprofitable because, while I had the clear objective, I didn’t have the air of detachment. The clear objective gives you the passion and the enthusiasm to keep going, but the detachment stops the business from taking over your life. It enables you to be somewhat clinical about what you are doing: if it’s not working, let it go.

This book will provide you with direction and simple step-by-step blocks of information that may direct your passion and enthusiasm; however, learning to be detached is a much harder skill to master. A business is just a business. There is life before, during and after. If you are not enjoying, or worse still you hate, what you are doing, maybe it’s time to cut your losses and make a break. Detachment lets you do this.

If I had learned to let go at an earlier age, I would have saved myself a lot of grief. Now I find it easy. If it’s not working and I know that I have given it 100 per cent, I will simply cut my losses and move on. There will be other business opportunities that will come my way and, most importantly, I will have learned a few new lessons.

The topics covered in this book

Based on my own experiences and those of the people I have spoken to regarding their own business tips, 11 key categories were developed for 101 Ways to Boost Your Business. They cover all of the areas that virtually any business will need to deal with at some stage in the history of their organisation.

While some of the tips deal with very specific issues, such as ensuring that you have enough money to run your business, there are also more general tips on how to overcome the personal pressures and strains of running your own business. Each type of booster tip is equally important. There are many ways to determine whether or not a business is successful, and a profit and loss statement is only one way.

The topics covered include:

• getting advice booster tips;

• financial booster tips;

• business relationship booster tips;

• staff booster tips;

• customer service booster tips;

• advertising and marketing booster tips;

• Internet booster tips;

• insurance booster tips;

• legal booster tips;

• personal booster tips; and

• planning for the future booster tips.

The bonus section includes a further 20 booster tips that incorporate all of the above topics.

About the blank forms

The blank forms in the appendix at the back of 101 Ways to Boost Your Business have been included to illustrate a number of booster tips. They can be photocopied and reused as necessary. Most are checklists that can be filed in the relevant places and used as needed.

I have also included an outline of the information you need to develop your own simple marketing plan. This may sound like a complicated project, but in reality it is easy. Marketing plans evolve and need to be updated on a regular basis, but there is no doubt that having a simple marketing plan will be of significant benefit to your business.

The blank forms include:

• a credit request form (for your customers);

• a goals and objectives form;

• a professional services checklist;

• a checklist for employing staff;

• a job description form (position description);

• a step-by-step marketing plan;

• an insurance summary page;

• a stress checklist;

• a de-stress checklist; and

• an outline for developing an Internet plan.

There is also space to write notes at the end of each section on any action you need to take regarding specific booster tips.



2
 Getting advice booster tips

We all need help and advice at some stage in our business career. Knowing when, and where, to get advice are the two main issues. Both issues are outlined in this section, and a number of ideas are suggested that could prove to be not only booster tips but also very financially rewarding.

The ideas we’ll talk about in this section are:

#1 What type of help is available?

#2 Know when to look for help

#3 Embrace technology and save money

#4 You might be eligible for a grant



1 What type of help is available?

There are so many organisations available to assist business operators that it’s sometimes hard to know where to start looking. There are various government-run organisations, as well as many private enterprises, that offer thousands of products and services that could be of benefit to you.

If you are planning on starting a business, do your homework now. Find out about these organisations and exactly what services they provide. Government-run organisations generally have the distinct advantage of offering their products and services for free or at fairly reasonable rates. Private enterprises tend to charge a little more, but from my experience they generally provide faster and more detailed services. This, of course, varies from area to area, and I have worked with many government-run organisations that are excellent. If you are not sure who to use, talk to other business people.

If you already run your own business, it’s often very beneficial to visit your local business advisory board to find out exactly what services they offer. You may find that help is available for exactly the kind of problems you are experiencing. One thing is certain: whatever the problem you have, other businesses have had similar problems and somewhere there will be help available.

I also like to utilise a network of business associates. If I am experiencing a specific problem, I make a few calls to my circle and ask for their advice; they do likewise. We all talk to each other regularly, and we honour confidentiality when an associate tells us about a problem that they are experiencing. This mutual assistance works very well and can save you an enormous amount of time and money.

Developing your own similar network can provide your business with a free pool of experience that is on tap for you to use whenever you need it. I think it is important to ensure that there is an equal amount of information exchanged, otherwise your associates may start to groan every time you call. If someone gives me some great information that will save me money or time, I like to send them a small gift and a note expressing my thanks.

There are also excellent books available that include lists of organisations and what services they provide. Talk to your local bookstore and they can generally point you in the right direction. I use a reference book for writers that lists thousands of companies and government organisations that offer various products and services to writers.

Individual industries normally have their own associations that are great sources of information. By being a member, you will have access to information that would normally be hard to find. The best thing about these organisations is that they already know and understand your business, and the odds are that your problems are shared by other businesses in the same industry.

Of course, the Internet provides access to vast quantities of information, and I recommend that you spend some time searching for help online.

Finding out what type of help is available takes only time. Increase your chances of boosting your business by being well informed about who to turn to for help when you need it.



2 Know when to look for help

One of the most common characteristics of successful business people is that they are not afraid to ask questions or to seek help when they need it. We all need help in some form or another at some time.

If you are having financial problems, talk to your accountant. If you are having legal problems, talk to your lawyer. The longer you wait, the worse the problem will be. I have often spent many hours worrying about a specific problem when it could have been solved with a simple phone call. We might worry that our accountant or lawyer will think we are stupid if we ask a dumb question. Who cares? What is important is that the problem gets solved quickly and with the minimum of fuss.

We have a client who specialises in handling companies’ affairs when they go broke. They often comment that if they had been called in earlier, nine times out of ten they could have helped the business to recover and prevented an enormous amount of stress and worry. Unfortunately, many people wait until the bank is ready to foreclose or the landlord has issued the eviction notice before looking for help.

Just like an illness, most business problems can be cured if they are detected early and the proper treatment is implemented. If you want to boost your business, don’t wait until it is too late for anyone to help you.



3 Embrace technology and save money

I am often surprised by the number of business operators who don’t utilise technology. Technology, by definition, is an advancement or development that enables a task to be done better. If the task can be done better, it can generally be done quicker and hence more economically.

Some people are scared of technology generally, which is understandable when you think about how fast it changes. There are others who fear the cost of technology, and those who simply don’t feel they have the time to find out about new technologies.

I encounter all of these types of business operators every day and, without exception, I can see ways in which they could not only save money, but also make more money in terms of more sales, simply by utilising technology.

One example that comes to mind in our business is the invention of the digital camera. If a client needs a photograph quickly, we can send someone over with a digital camera who takes the photo, comes back to the office, downloads it and emails it to the customer (sometimes after touching it up a little to make it clearer and sharper). The whole process may take ten minutes. In the past we had to obtain the film, take the photograph, drop the film at the film processor’s and wait for it to be developed, scan the picture and then send it to the client. Obviously, the new method is much faster and more economical for the client.

Boosting your business is all about working smarter than your opposition. Spending money on technology is not only tax deductible, it’s also logical. What is the point of using an old printer that jams every time you try to print a document? You get frustrated and angry because you don’t want to spend the money on a new one, yet you will spend hours every day removing jammed paper from your old printer. Don’t forget that your time is valuable and is better spent focusing on running your business at its peak.

In today’s business environment there are virtually no industries that are exempt from enjoying new technology. The key is to find out about it, and there is no shortage of places to find information on new products and services that may help your business to run better.



4 You might be eligible for a grant

Many governments around the world offer incentives for people to run small businesses. These governments realise that small businesses play a major role in their economy (as they have done for thousands of years) by distributing products and services to the general public.

They are also aware that small businesses provide jobs for millions of people, which in turn provides money to spend on goods and services, which keeps the economy turning. This means that by having lots of healthy small businesses operating, more people will be able to find work. If jobs are created, governments get re-elected and the cycle continues.

Because of this motivation, you may find that your business is eligible for some kind of grant or special funding. Often government incentives relate to employing people, an expense that most businesses try to keep as low as possible.

Recently, we employed a young receptionist who was part of a government training program. The conditions were that she work for our firm for one year, in return for which her wages were heavily subsidised and our business was given cash incentives throughout the year. We were required to assist with training, and the employee was expected to learn valuable business skills that she could use to further her career. We enjoyed lower wage costs and a motivated trainee who was keen to learn.

There are many such schemes in place. Some are easy to find out about, while others need researching. My advice is to start looking for information on the Internet and then spread your search further afield from there. Talking to other business operators is an excellent way to find out about government schemes, and a visit to your local small business advisory centre should also provide you with some leads.

If you still hit dead ends, contact your local politician and ask them about any incentives in place to help your business. If there aren’t any, ask them why not. You may be entitled to receive some form of funding to help your business grow, and not even be aware of it.

Notes
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Booster Tips Action List

	Things to do	Completed
	1. ........................................................ 
	............................

	2. ........................................................ 
	............................

	3. ........................................................ 
	............................

	4. ........................................................ 
	............................

	5. ........................................................ 
	............................

	6. ........................................................ 
	............................

	7. ........................................................ 
	............................

	8. ........................................................ 
	............................

	9. ........................................................ 
	............................

	10. ........................................................ 
	............................




3
 Financial booster tips

Running a successful business really boils down to one critical point: making money. The booster tips in this section are aimed at identifying the areas where most of us make mistakes that can end up costing us money. We look at the reality of how much money you need to start or run a business, realistic budgets (not fairytales), keeping records (the bane of my life!), the importance of having a good accountant and how to find one, the cost of expanding, and knowing how much you should be charging for your goods and services.

The section also discusses the pitfalls of expansion, how to know when you are in financial trouble and, most importantly, what to do about it. This is an important section, because it’s the area where most businesses perish.

The ideas we’ll talk about in this section are:

#5 Don’t be undercapitalised—have enough money from the start

#6 Budgets and planning—welcome to reality (plan for the worst, not the best)

#7 Financing—it pays to shop around

#8 Keep your personal and business records separate

#9 Find and use a good accountant

#10 What’s the difference between an accountant and a financial planner?

#11 What to do if you get into financial trouble

#12 The real cost of expanding—can you afford it?

#13 Beware of giving credit

#14 Chasing bad debts—is it worth it?

#15 Keep good records from the start

#16 Keeping costs down without losing customers

#17 How to know what to charge

#18 Don’t invest your superannuation in a business venture

#19 Beware the third-year boom and fourth-year bust



5 Don’t be undercapitalised—have enough money from the start

I bought my first business for $22,500. The asking price was $25,000 and I negotiated the price down. The owner agreed to my offer, and I went to the bank and borrowed the money. The cheque was handed over and suddenly I was running my own dive shop. I have to say, I felt pretty pleased with myself!

Unfortunately, I started making mistakes the minute I handed over the cheque. I borrowed just enough money to buy the business and not one cent more. I was immediately inundated with bills as a result of the sale. They included accountant’s fees, state taxes, legal fees, and so on, totalling about $5000, which, of course, I didn’t have. Also, I had purchased the dive shop at the beginning of winter—the quietest time of year for this kind of business. Some of the equipment was old and needed to be replaced, and the level of stock was very low. All in all, I had got off to a pretty bad start. In many ways the business never really recovered, because I was always seriously short of money.

If I could turn back the clock and use the experience I now have, how would I have approached this same situation? First, I would have negotiated much harder on the sale price. The previous owner wasn’t making any money and, in hindsight, I probably could have bought the business for next to nothing. Second, I would have paid a mechanic or an engineer to check all of the equipment to determine whether it was in good condition and what would need to be replaced.

Finally, I would have worked out how much it was going to cost me to operate the business for a full year, taking into consideration all the expenses, including my wages. Once this figure was determined, I would have added it to the negotiated cost of the business. To this I would have added the cost of replacing any equipment that wasn’t in good enough condition to last 12 months. Once a total figure had been determined, I would have added a 20 per cent contingency and the new total is how much money I would have tried to borrow from the bank. Obviously, I would be asking for a lot more money, but if I couldn’t get the total amount I would have to think long and hard about buying the business in the first place.

Many people get caught up in the emotion of the moment when it comes to buying or starting a business. Their excitement about the new venture often overshadows their normally strong sense of reason. There is a lot to be said for having time to cool off and really consider the decision.

There are two types of businesses in the world: those that have experienced a lack of money, and those that will experience a lack of money. Nine times out of ten, a lack of money can be traced back to not having enough money from day one. I was in a position with my first business where I had to start making a profit from day one. Not just turning money over, but making a profit. This is very hard to do. When starting or buying a business, there are so many potential pitfalls that can affect income that there really are no certainties.

If you are starting a business, you will need to be sure that there are people who are prepared to buy your products. It will take you a while to establish your own customers and to build the business up to a level where you are covering costs. While you are building the business, you will still need to pay for all of your fixed expenses and this goes back to the amount of money you have available when starting your business (your start-up capital).

If you are buying someone else’s business, you are buying a cash flow and existing customers (goodwill). Unfortunately, there is no guarantee that the customers will continue to use the business when you take it over. You need to allow for the fact that you may lose a certain proportion of these customers. I have seen this happen many times where a business is sold and the customers leave in droves. Often the new owner goes broke in a relatively short amount of time. This normally indicates that they didn’t allow for the possible exodus of customers and didn’t have sufficient capital behind them to cover these losses until they built up their own customers.

Owning and operating your own business can be incredibly rewarding. It’s certainly a lot more enjoyable if you can reduce your stress levels by having good financial planning and a realistic approach to how much money it will take to get you to where you want to be. Ensuring that you have enough money to start or buy your business is essential.



6 Budgets and planning—welcome to reality (plan for the worst, not the best)

In Booster Tip #5 we talked about the problem of not having enough money when you start your business. This booster tip looks at setting budgets that are realistic and honest. In business we all need to set budgets. We need to know exactly how much it will cost to run our business and thus how much money we will need to cover those costs.

A common mistake in business is poor planning and unrealistic expectations in terms of income and expenses. From my experience, the three most common errors are:

• underestimating costs (expenses);

• overestimating how much money will come in (income); and

• failing to recognise that money will be slower coming in than expected.

Obviously, the end result of these errors is a serious lack of cash (or a cash flow problem).

This booster tip aims to encourage you to take a realistic approach to budgeting. Don’t plan for the best possible scenario, plan for the worst. If everything turns out better than expected, you will end up with more money in the bank—an end result that is easy to live with.

When planning your expenses, take absolutely everything into consideration and then make an allowance for the out-of-the-ordinary or unexpected costs. A lot of expenses are easy to budget for because they come in month after month. Rent is a prime example—it’s easy to budget for because it’s roughly the same amount every month. Other expenses—such as bank fees, state and federal taxes, repairs to vehicles, breakdown of equipment, insurance, legal and accounting fees, and so on— are harder to plan for; however, allowance needs to be made for them.

As an example, let’s assume that it costs you $10,000 per month in simple fixed costs to open your business doors. This includes all the expenses that you can budget for. (Even the small bills that are only a few dollars a week add up and have an effect on your bottom line.) Now you need to allow for unexpected costs. I budget for extra costs of 20 per cent per month on out-of-the-ordinary costs, and generally this more than covers those extra costs. Once again, if there are no out-of-the-ordinary costs I come out in front. Based on this principle, the costs to operate your business are now $12,000 per month. This tells you exactly how much money you need to make each month to cover your costs.

Overestimating the amount of income you can expect from your business is a very common mistake. We have to be optimistic to run a business, but there is a fine line between optimism and naivety. As far as I am concerned, income isn’t guaranteed until the money is in the bank. I have been caught out many times by spending money that was definitely meant to come in, only to find that for some reason the project didn’t go ahead.

We know how much money we need in order to operate, so we have an income target. When planning for income the same principle has to apply—be conservative, and underestimate rather than overestimate. If you are wrong, the worst that can happen is that you end up with more money in the bank than you anticipated. Only you can really set your budget for expected income. If your business has a history you can often plan fairly accurately based on previous years, but if you are starting a new business you sometimes have to make an educated guess. Be very careful of making assumptions that cannot be backed up.

I once worked with a company that started a new business in a shopping centre. They budgeted for 10 per cent of the people coming into the centre to visit their business. Obviously, this is a big assumption based on little apart from simple traffic flow. Other factors that influence this assumption relate to location, costs, competition, appeal of the business, staff, the fit-out of the shop, and so on. The business struggled for many years simply because the assumption that was made was wrong and overly positive. A common practice of good budget planners is to allow for both worst case and best case scenarios.

Like income, cash flow needs to be planned, especially if your business works on customers being given accounts. Often a business can be trading very well, with ‘on the book profits’ looking fantastic, but in reality there is never any money in the bank. Cash flow problems can destroy a business quicker than anything else. When planning for cash flow always be conservative, allow for delays and the odd bad debt, and have a back-up plan just in case cash flow becomes tight. Most cash flow problems stem from being undercapitalised (Booster Tip #1) from the start.

In closing, the most important point to be taken from this booster tip is that you need to be a realist when planning budgets. If you find this hard, seek advice from someone impartial, such as an accountant. Setting tight, conservative budgets is a trademark of successful businesses and it will certainly make running your business easier.



7 Financing—it pays to shop around

These days everyone wants to lend you money. If you have a reasonable credit rating, your letterbox will be filled with an abundance of amazing deals that will all put you further into debt. Financial institutions will treat you like you are the most important person in the world—until you sign on the dotted line. Then try being a week late with a car payment to find out what poor customer service is all about.

The truth about finance is that everyone will give it to you when you don’t need it, but no one will give it to you when you do need it. That’s the harsh reality, and in many ways it’s understandable. Another reality is that if you don’t own property of some kind, you will pay through the nose for any finance because you are considered a higher-risk borrower.

So, how does this affect you? First, try to avoid asking for credit when you are cash strapped or if you don’t own property. A few years ago I went to the bank to ask for a $5000 overdraft. I had trading figures for several years which were reasonably good, but at the time I didn’t own any property. The bank manager didn’t even read my application. He simply said that I would be better off using one of my credit cards to get a cash advance if I needed extra money. The problem with this was that my credit cards were all attracting 17 per cent interest and I didn’t want to pay that much, but I had no choice.

There have been many instances during my business career when times were tough and I needed extra cash to keep paying the bills. Desperate for money, I have had to resort to borrowing from a financial institution of some sort at a ridiculous rate, and ended up regretting it for years. For instance, I purchased a secondhand car about five years ago. The dealer arranged the finance very quickly, and before I knew it I was signing a contract. I borrowed $24,000 at 17.5 per cent interest and ended up paying back a fortune. Not once did I think to shop around, or to ask the lender for a better rate. At the time, banks and credit unions were offering car loans for about 9 per cent interest! Over five years this oversight cost me a lot of money, and I certainly won’t be making the same mistake again.

Often when we approach a finance company, we do so with our hat in our hand almost begging them for the money. The irony of this is that they know it, and they encourage this kind of behaviour since they make a lot of money out of us. You should therefore shop around when looking for any kind of finance. Feel free to negotiate on interest rates. Now that I am older and a little wiser, I know that most financial institutions have some room to move; even if they can’t budge on interest rates, they can waive fees and offer other incentives.

Remember, you are the customer and they stand to make a lot of money out of you.





End of sample




    To search for additional titles please go to 

    
    http://search.overdrive.com.   


OEBPS/images/9781741760552txt_0095_001.jpg





OEBPS/images/9781741760552txt_0189_001.jpg





OEBPS/images/9781741760552txt_0112_001.jpg





OEBPS/images/9781741760552txt_0164_001.jpg





OEBPS/images/9781741760552txt_0061_001.jpg





OEBPS/images/9781741760552txt_0233_001.jpg





OEBPS/images/9781741760552txt_0077_001.jpg





OEBPS/images/9781741760552txt_0206_001.jpg





OEBPS/page-template.xpgt
               



OEBPS/images/9781741760552txt_0130_001.jpg





OEBPS/images/9781741760552txt_0153_001.jpg





OEBPS/images/9781741760552txt_0142_001.jpg





OEBPS/images/9781741760552txt_0003_001.jpg
/

ALLEN “UNWIN





OEBPS/images/9781741760552txt_0029_001.jpg





OEBPS/images/101 Ways to Boost Your Business_cover.jpg
101 WAYS TO

BOOST

Practical tips to help your business
survive and prosper

ANDREW GRIFFITHS





OEBPS/images/9781741760552txt_0238_001.jpg
Personal goals
Date st ..
hsrn 13 o] Shntan 11
i el Ve e,
2 P RS
h Al H e
n el S
s pusra—) e
i 16 o) -
I M. Lo e
2 A Fo—— ]
B A ER——— ]
n A P
s A s e
gt 12 ) g 12 )
[ Al 1 b
— Adind—— ¢ a— rn
ER— M. I ran
T Al i— e
e A P e
. Mo






OEBPS/images/9781741760552txt_0236_001.jpg
ey e

Sadddhes o .
Taslober = :

e - S
Gt o —
e — S :

irkok - o —
[(Sa— o Camsdat —
[

- e e S
Tt o e —
O

Doy s ferzos
Gans S -

Capayrms I e —
Pt Y i

[

Dy I SR
v B I

Capayrms I e —
Pt ST el RS
[

Dy Y —
Gans EOTSRL o S

[

Ty bt o os e, o oo, v e ot .
PR ———

Tegaie b koo Yoot ol onel o s s ot i

ol

Sy e Vo
Tt S






OEBPS/images/Il_9781741760552txt_0242_001.gif





OEBPS/images/9781741760552txt_0240_001.jpg
Stop 1. Recommendations from frionds ard business associatos

JUS——— b e Rl by
pA— obphens ___ Swcormodby ..
PR ebphen L Recormodedby ..
ie—— bphene __ Beormeedly
P— ebphen - Recommodedby ..
$up 2. Mok appevimns

Sup 3. Qunsion chckit formaving

v o nd pperd e
Lo g s gy o iy s .

Wil ol el bty

oot b bl Gl i i, G o .
A —— T

o ogtndshot ks o e cnpat,

Ly gl asocs o vy e e ol s,

il et bk

5p 4. Comparativ raing of e bosiss v on oitorsach borchcked bove)

AT o] c o e [o]n [ omsor

0o0oooooo

b 11

b 2

b 11

b 4

b5

50p 5. Chck eeenc

5tp . Tho busivas ot scores hohihos and i bckedup by reorncs s
o with






