
Every business relies on others for 
support and these ‘supporters’ become 

key members of the team  

Whilst it is very unlikely any business is 
g o i n g t o n e e d t h e s e r v i c e s o f 
Ghostbusters, knowing who to call to help 
your business can be the key to success.

Over the years I have built some great 
business partnerships, which have 
enabled me to provide the type of service 
to my customers I know they deserve.

Essentially my team falls into three 
distinct, but sometimes overlapping, 
categories of expertise.

Firstly, there are those I employ 
directly in my business to help me with 
marketing or some other aspect of 
business development. 

Secondly, there are those who provide 
complementary services to mine who I 
can refer to complete the full range of  
‘accountancy’ services clients need. These 
guys are key to allowing me to specialise 
in the work I am particularly good at 
whilst leaving others to do the bits they 
are particularly good at. 

Last, but by no means least, there are 
those businesses that work with similar 
clients to those I work with. They will 
often be marketing, sales, legal and HR 
professionals or IFAs and business 
coaches. These guys are key in enabling 
me to he lp c l ients f ind the best 
professionals to work with.

For me, having a broad spectrum of 
people to call on, and who can call on me,
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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!). 

This is a good one for anyone who frets about 
being disorganised:

“One of the advantages of being disorganised is 
that one is always having surprising 
discoveries.”

Who ya gonna call?
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is vital to the success of my business.

When I first started out, finding great 
business partners was a little like finding a 
needle in a haystack. Networking events 
were full of people trying to sell - it took a 
while to find out which people were worth 
nurturing a relationship with.

I discovered relationship nurturing 
takes time. Although we might think/hope 
everyone is out there just waiting for the 
opportunity to work with us - it is not, of 
course, the case. It takes lots of face-to-
face time to really get to know someone 
and discover you want to work with them.

Now though, I am lucky. I have a kernal 
of ‘good eggs’ on team ‘Bevan Financial 
Management’ who help make my business 
what it is. They are the ones I am gonna 
call!

mailto:fiona@fionabevanfinancialmanagment.co.uk


Ask Jenny

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

David says: “I have an accountant whom I 
like but I just don’t seem to have the 
financial informationi need to run my 
business. What should I do?”

Jenny says: “It may be that you just haven’t 
asked the right questions. There are key 
things you probably need to change:

1. Ask lots of questions of your accountant 
about why the figures are as they are.

2. If you only receive figures from your 
accountant once a year, several months after 
the year has finished, this is not enough! You 
need to have regularly updated financial 
information to make decisions in a timely 
manner.

3. Have properly thought through profit and 
loss and cashflow forecasts so you can 
manage your cash - and make sure they are 
regularly updated for what has actually 
happened.

4. Don’t just be happy with knowing how 
much you have sold in total and the margin 
on this total figure. Ask how you can get 
information on individual customers, products 
and projects so you are clear which activities 
are profitable - or not.

If your accountant can provide this 
information - great! If not I would suggest 
finding someone who can. It doesn’t  
necessarily mean ditching your current 
accountant - just getting someone to help 
you get the additional information”

Our community

Partner of the month - Chris Tabb, John Beynon Lightside Financial

Rarely, but unfortunately less so in these recessionary times, a business finds itself in a position 
where the owner fears that they may need to shut up shop. There is no one better to go to , to 
discuss options and to help make any outcome as stress-free as possible, than Chris and John. It 
may be that the situation is not as dark as the owner fears and they have more options than they 
thought, or it may be they have reached the end of the road, in which case Chris and John will 
hold their hand throughout the process. www.lightsidefinancial.com
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Featured 
business… 
St 
Andrews 
Press

Michael’s Minutes

We all need a raft of contacts 
and connections to keep our 
businesses successful. But 
keeping in touch with 
everyone can be a challenge 
and before we know it we are 
losing touch with key ‘peeps’. 
Taking a few minutes each week to identify 
people we have not spoken to recently and 
rectifying the situation is well worthwhile.

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.

As you know, with last month’s issue I 
laid down the challenge to you all to find 
the mistakes I had not spotted before the 
newsletter went to print.

What I had not anticipated was that there 
were clearly more errors than I had 
spotted, but were pointed out by the eagle 
eyed amongst you!

This made 
it difficult 
f o r m e t o 
judge who to 
g i v e t h e 
prize to. So I 
have decided 
to give the 
£10 voucher 
t o t h e 
person who 
r e s p o n d e d 
quickest.

Angela Whittleton from Castle Welding 
and Fabrication in West Pennard will 
therefore be receiving her voucher along 
with her copy of this newsletter.

Thank you so much to everyone who took 
part. 

The lesson for me… must do better!!

A special 
thanks to…
you readers

Tim Wood and the team at St Andrews 
Press have looked after all my printing 
needs since I started my own business.

Whether it is business cards, leaflets, 
headed paper and complement slips, A3 
promotional posters or even Christmas 
cards I am always happy with the results.

It is therefore not surprising that I have 
now chosen them to print my newsletter 
each month. 

I am a great believer in using local 
services where I can and sometimes this 
means paying a little extra or accepting 
some drop quality. 

In this case I don’t think I have had to 
sacrifice anything. 

In fact, using this local printer has proved 
to be stress free and at least as cost 
effective as using, for example, an online 
printers - and I feel more in charge of the 
process because they are just around the 
corner.
www.standrewspress.co.ukBack 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.


