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Thinking Of Starting A Business? 
 

Starting a business can be a stressful and 
traumatic process given there can be a lot of 
money at stake. Being a process it must be 
planned and follow logical steps. 
 
To be successful you need to make the right 
opening moves and over the last 15 years we 
have literally mentored hundreds of clients 
through the various stages of their business 
life cycle - from start up right through to sale. 
 
Over that period we have developed and re-
fined what we describe as the ‘Business Start 
Up Process’ to help you make those important 
opening ‘moves’ and fast track your business  
success.          

We are not your average firm of accountants who just prepare tax returns and keep the score. We believe 
our client brief includes helping you grow your business, your profits and your personal wealth which means 
we need to offer you strategies that focus on helping you build a more profitable and valuable business. 
 
For clients who are starting or buying a business we have built a number of tools to accelerate the process 
and our marketing expertise is what sets us apart from traditional accounting firms who are focussed on 
compliance and tax returns. We truly care about your business success and the first move is simply         

contacting us today to discuss your business idea or purchase.   Linda McGowan  Linda McGowan  Linda McGowan  Linda McGowan  CPA 

 
 

THE BUSINESS START UP PROCESS 
 
Our ‘business start up process’ can be broken down into several phases including: 
 
1.  Compliance 
2.  Financial 
3.  Planning   
4.  Marketing and Growth  
 
The COMPLIANCE PHASE starts with a fact find about your business idea so we get a snapshot of your    
overall business plan. This usually  includes a review of your industry experience, family structure, who will 
run the business, your current financial situation, what products and services you plan to sell, your ideal 
customer and the planned location of the business.  
 
From there we walk you through a number of important compliance issues including: 
 

• Business & Tax Structures – the alternatives, the pro’s and con’s and the tax implications  

• Registrations - Tax File Number, ABN, GST, Business Name, Website Domain Name etc. 

• Accounting Software Options – Assessing your business needs and accounting skills 

• Insurances – Overview of Public Liability, PI, Income Protection and Life Insurance 

• Employing Staff – Obligations including Work Cover, Superannuation and Payroll Software 

• Finance – Fund the business purchase or establishment plus lease vs. chattel mortgage  

• Motor Vehicle Expenses – The methods of claiming expenses and compliance issues 
 
This meeting usually lasts around an hour and while there is a lot of information to digest, you leave the 
meeting with our 44 page booklet titled, ‘Starting or Buying a Small Business’. This valuable publication  
reinforces some of the advice supplied at the meeting plus it also provides guidance on legal issues (wills 
etc.) and some crucial information if you plan to run a home based business. The booklet also introduces 
some of the financial issues we cover in the next phase of the Business Start-Up Process including preparing 



Thinking Of Starting A Business? 
 

Within 24 hours of the meeting we will email you a 5-7 page letter of advice that summarises our recom-
mendations from the meeting including a detailed analysis of the preferred business structure.  
 
The second phase of the business start up process is the           
FINANCIAL PHASE. Here we discuss your sales and projected    
income figures for the first 12 months of your business. What 
products will you sell and what is the mark up on each product? 
How many products, treatments or consultations are you         
expecting to complete each day, week or month taking into     
account seasonal trends and growing referrals? What prices are 
you expecting to charge for each product or service and what 
price do your local competitors charge?  
 
We obviously need to make a number of assumptions with these 
calculations because it often involves a bit of guess work. You 
should document these assumptions and we can help you produce 
forecasts of the best, worst and likely income scenarios. Dropping 
these figures into one of our financial modelling tools will let us analyse the financial  impact of price 
increases and help you identify your break even sales. 
 
Having projected your sales figures we then turn our    
attention to your start up expenses. Using a simple tool 
we have labelled the ‘Business Start Up Expense Checklist’ 
you can document all the likely expenses you might incur 
during the set up phase broken down into the following 
categories: 
 

• Legal & Professional Costs   

• Set Up of Premises 

• Marketing & Promotion 

• Furniture & Equipment 

• Starting Operations 
 
This checklist has been compiled after literally helping 
hundreds of clients start their businesses. Having said 
that, incredibly we still find most clients over look a   
number of expense items in their estimates (often worth 
several thousand dollars) but this comprehensive checklist 
tends to pick up any omissions. 
 
With the start up expenses documented we then identify all the fixed costs of the business like rent and 
insurances. We then examine your variable costs that fluctuate with your level of sales and business    
activity (materials, labour etc.) These figures then drop into our cashflow budget template to            
automatically produce a projected profit and loss statement for the first year of operation. This will tell 
us if the business is financially viable, how much finance or capital (if any) you will need to raise and let 
us do a break even analysis for you. It also lets us do ‘what if’ calculations so you understand the        
financial impact of a price increase or employing a new staff member.   
 
Our brief includes helping you minimise the cost of compliance and accounting software selection is a 
really important part of making the right ‘opening moves’. So many business owners buy accounting soft-
ware beyond their business needs and level of accounting skill. This creates what we describe as 
‘computerised shoebox’ records that can prove costly over the life of your business. We carefully assess 
your business needs and accounting skills before making a recommendation. In most instances, we get 
involved in training you to use the software so we avoid the dreaded computerised shoebox. 
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THE PLANNING PHASE incorporates some of the financial issues we have already 
addressed but if you’re looking for funding to start your business (or expand your 
existing business) you’re almost certainly going to need a business plan to con-
vince the bank or investors that your business is a good financial risk. 
 
Your business plan needs to demonstrate how much money you need, why you 
need it and when your investor is likely to get repaid. If you want to raise     
substantial capital for your privately held business the plan must be clear, com-
plete and realistic. A poorly prepared business plan will impact on your chances of receiving the funding.  
 
Basically a business plan should provide an overview of your current business position, where you plan to go 
and how you intend to get there. Within the plan, you need to demonstrate your current financial position 
and how it will change over the next few years. However, a business plan is more than just a document to 
satisfy your financiers. It can be a roadmap for your business growth and success that both you and your staff 
can refer to for guidance and direction. Without a business plan you can’t measure your success or establish 
your priorities and the business is effectively drifting like a ship without a rudder. 
 
THE MARKETING & GROWTH PHASE is certainly 
what distinguishes our firm from most other  
traditional accounting firms who are focussed on 
compliance and tax returns. We view the tax  
return as the start of the client process, not the 
end. We recognise you want to grow your         
business, your profits and your wealth. For that 
reason we strive to help you ‘know your numbers’ 
and that includes understanding the 4 Ways to 
Grow Your Business.  
 
Once you understand the key profit drivers in your business we can talk you through profit improvement 
strategies and quantify the profit improvement potential in your business. Our unique Business Accelerator 
Process is designed to fast track your business success and effective marketing can be the difference       
between boom and bust for most business owners. The marketing process begins with your branding and we 
have helped a large number of clients over the years establish their trading name, logo and slogan.  
 
Given websites are now seen as the 21st century business card, we can offer you advice regarding your     
website’s colour scheme, functionality and content. Using our affiliate graphic artists and website            
development group we can then help you build an inexpensive but quality website. Not only that, we can 
help you harness the power of social media to win more referrals and show you some important search     
engine optimization techniques.  If you need help with the development of your corporate brochure, client 
newsletters, marketing plan or business launch you can draw on our knowledge and extensive marketing  
experience.   

 
 
Call us today on (03) 9383 2700 to discuss the right opening 
moves for your business.   

 

 

 
We introduce you to industry benchmarks so you can compare your business performance against your peers 
and competitors. These benchmarks give you an indication of what is working in your business and what   
areas need working on.  


