
Having a plan for the year ahead 
makes it much more likely that you 
will successfully achieve your goals.

Business planning is often an activity 
owners hate and so don't embrace. 
However, it is vital if your business is to 
flourish as you would like.

And it doesn't have to be hard work. 
A s t h e e x c e l l e n t R y a n J a m e s 
demonst ra ted a t January ' s Good 
Vibrations a simple plan can start moving 
you in the right direction.

How about using mood boards and 
pictures to help you visualise what is 
important to you? 

Because, as the business owner, at 
the very minimum your business should 
deliver against your personal goals. 
Otherwise why are you putting yourself 
through the stress of business ownership?

If you are a sole practitioner you can 
directly align your plan to your own  
personal goals and needs. Then mind 
mapping is a great tool for getting your 
thoughts down on paper.

Often achieving these goals will mean 
selling more. By taking the time to 
understand who your perfect and 
profitable customers are, you can work to 
win more of those types of customer. 

Once you have a plan you can then put 
some numbers to it. By taking the annual 
amount you need to earn to cover your 
personal needs, adding all the costs of 
running your business and adding 
20-30% tax/NI (depending on whether 

your business is limited or a sole trader), 
you will have a clear target of how much 
you need to sell in the year.   

For larger companies the planning 
process is a little more complex because 
the business is more complex. However, 
the basics are still the same.

Even if your business employs lots of 
people and has lots of demands placed on 
it by customers and suppliers, the 
overriding reason the business is there is 
the same - to meet the needs of the 
owner/s.

So start with your own goals and work 
from there.

If you would like some pointers I have 
written a free guide on businss planning 
downloadable from the guides section of 
my website.
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Note from the editor
Welcome to Bright Business Bulletin the 
newsletter brought to you by Bevan Financial 
Management Ltd. The aim of the newsletter is 
to bring you interesting and relevant content 
on a monthly basis. 

If you have something to say, which would be 
interesting and relevant to other great business 
owners, please email me at 
fiona@fionabevanfinancialmanagment.co.uk. 

Don’t forget a picture tells a thousand words so 
send your pictures too.

Pooh quote of the month
Each month we will be looking for inspiration 
from that great business guru, Winnie the 
Pooh. 

Pooh made his mark in 
the 100 Acre Wood and 
achieved world 
domination through his 
clever partnering of 
Disney (although my 
husband thinks he sold 
out!). 

We can all learn from his witty and insightful 
comments on life. Particularly after the 
Christmas break lifes can seem to be busy, 
busy. So here is poohs take on slowing down:
 
“Rivers know this: there is no hurry. We shall 
get there some day."

What's your plan?
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Ask Jenny

Jenny is our financial agony aunt and is here 
to answer your questions.

Maria asks: "My business is very busy all 
the time but, after I have paid all my 
business bills, I don't have enough left to pay 
myself the salary I need".

Jenny says: "The problem you have is that 
you are not charging enough. Many small 
business owners price their products and 
services too cheaply becuase it is easier to 
sell cheap.

However, businesses can only survive if 
they can match the profit they earn with the 
owners need to fund their personal lifestyle.

Pricing more effectively means looking at 
your customer base and asking if yourself if 
your current customers can, and will, pay 
more for your product or service. If so, put 
your prices up! But make sure you explain to 
your customers why you need to do so and 
are on board.

If your current customers will not pay 
more you need to re-think your business. 
This may mean moving your offer to higher 
value products or services in a considered 
way.

Or it may mean, offering the same product 
or service but to a different customer base 
i.e. one which values what you do and are 
prepared to spend more money on it.

Whatever the outcome of your re-think, 
doing nothing is not an option.

Our community

Partner of the month - Paul Wilkinson ShredIt

As the information commissioner becomes more aggressive with its fining strategy it is good to 
know my client's information is disposed of effectively. Paul Wilkinson of ShredIt provided me 
with a locked box in which to post my sensitive documents for disposal and once they are 
shredded on site I receive a certificate of distruction. The waste is even recycled afterwards. So, 
if like me you hold information about 3rd parties which needs to be safely destroyed Paul is your 
man! www.shredit.co.uk
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Featured 
business… 
Cafe 
Revival

Michael’s Minutes

In businesses with lots of 
customers it is easy to forget 
to keep in touch. By taking 
15 minutes each day to 
telephone a customer  to two 
to find out how they are 
doing, and if you are meeting 
their needs, customers feel appreciated and 
are less likely to go elsewhere.

Dates for your diary

Good Vibrations
Each month Good Vibrations is on the 2nd 
Monday of the month starting at 5.30pm. It 
is generally at Bordeaux Quay, Bristol 
although in certain months the venue 
changes - for example in August it is Julian's 
field! If you want to meet some excellent 
peeps who are genuinely interested in 
helping each other Good Vibrations is for 
you.

My thanks this month go to Andrew 
Stinchcomb - not for anything he has 
particularly done this month but for his 
continuing guidance regarding our personal 
finances.

Now you may think it odd that an 
accountant seeks help with managing their 
personal investments and long term 
finance.

But I believe that you get the best results 
by leaving specialists in their field to do 
what they do best.

Andrew has helped us plan for a secure 
future. Through 4 monthly meetings he 
finds out what is important to us and how 
current developments might effect the 
future.

Specificially he has overseen us pay off 
our mortgage early and restructure our 
pensions so that we can contribute less 
whilst earning more.

But most imporantly he keeps me 
focussed on what I have to acheive in my 
business so we will have the money to pay 
for goals in 5, 10, 15, 20 years time.

So if you need great personal finanical 
advice go to www.integrity-financial.co.uk

A special 
thanks to…

Andrew 
Stinchcomb

Cafe Revival was taken over by the ever 
energetic Mark Rind in 2012. Since then he 
has worked hard to turn this, reputedly the 
oldest coffee house in Bristol, into one of 
the best cafes in central Bristol.

Mark has built a solid reputation by 
producing food of the highest standards. He 
and his team prepare all of their products 
daily on the premises and they never skimp 
on quality. 

The cakes in particular are wonderful 
and, especially for chocolate lovers like 
myself, the brownies are to die for! There 
is, as you would expect, a great variety of 
quality drinks on offer - the hot apple is a 
revelation.

Located at the top of Corn Street, and 
spread over three floors, Cafe Revival is a 
great place for a 121, or a place to hang 
out if you are between meetings. 

The snug on the top floor is a particlarly 
good place to go if you need to get some 
work done, as it is quiet and has free wifi.

If you cannot leave the office, they even 
deliver!  www.caferevivalbristol.co.uk

Back issues

If you have missed any prior issues of 
Bright Business Bulletin and wish to down 
load a copy you can now do so from my 
website: 
www.fionabevanfinancialmanagement.co.uk
Just click on the Bright Business Bulletin 
button.


