
Many business owners know the profit 
their businesses make but is that all 

they need to know? 
Knowing if your business is making a 
profit is only a part of the picture. If you 
don’t know how that profit is generated 
how will you be able to, either replicate 
success, or avert failure?

Business owners who really want to 
understand their business finances, and 
so the results of all their hard work, will 
make sure they have key bits of 
information at their fingertips.

They will know which customers, and 
which of their products or services, are 
the most profitable for them. They will 
use this information to direct their sales 
and marketing efforts towards attracting 
more of those customers who buy more of 
the profitable goods and services.

They will also make sure that their 
existing profitable customers are nurtured 
so that they continue to buy.

Gross profits are a significant part of the 
profit equation but not the whole picture. 
What a business spends out in the way of 
overheads is also really important to 
understand and bring under control.

Every penny spent in overheads should 
be justified by a business case. Spending 
on sales and marketing, for example, 
should be strategically directed in a 
planned campaign. Too many businesses 
spend money on marketing activities 
which are entirely inappropriate.

For every business there will be key 
drivers which effect whether it is 
successful or not. If you know what these 
drivers are and can find a way to measure 
against these drivers, you can direct your
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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.

My new app is available to download on 
Apple and Andriod - just search Fiona 
Bevan in the stores.

Pooh quote of the month
Each month we look 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!). 

As you may know I am 
always banging the drum of business planning. 
This quote encapsulates why!:

“Pay attention to where you are going because 
without meaning you might get nowhere.”

You cannot grow 
unless you KNOW! 
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efforts in the most powerful way.

Key performance indicators (KPIs) are 
the measures business owners use to 
focus their attentions to the drivers of their 
business.

Some KPIs are generally useful in most 
businesses. For example measuring leads, 
quotes and/or order intake can help 
evaluate the pipeline of work the company 
may have to generate future sales.

Other KPIs may be specif ic to a 
particular type of industry. A retail 
business’s results will be driven by 
customer numbers and average spend per 
customer and so should have KPIs to 
measure these.

Also if you are able to get hold of 
industry specific KPI information you may 
also be able to grade the success of your 
business against your competition.

Looking beyond the simple profit figures 
will help you get a more dynamic picture of 
how your business is doing.
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Ask Jenny

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

Chris asks: “We are making very good 
profits but our bank balance does not seem 
to be as high as we would expect. What 
might be the reason for this?”

Jenny says: “There are several reasons why 
profits do not turn into cash in your bank 
account. The main three are:

1. Money owed to you by your customers. 
Sales you have made to your customers will 
impact on your profitability. However, unless 
you have converted the sales into cash, your 
bank balance will be lower than your sales 
would suggest. 

2. Equipment you have purchased. If you 
have bought equipment (vehicles, plant and 
machinery, office equipment etc.) and paid 
for it with cash you will have a lower bank 
balance. Your profitability will not be reduced 
by the full amount of the purchase because 
your accountant will spread the cost over the 
months you will be using it (called 
depreciation). So, your profit might be 
reduced by 1/36 of the value of the purchase, 
whilst your bank will be reduced by the full 
amount.

3. Payments to you. Dividends and 
drawings are generally not shown as part of 
the profit and loss of a business. This means 
that any such payments will reduce the cash 
in your bank without necessarily reducing 
your profitability.

Other factors will include the impact of VAT 
and supplier payments, but these are the 
three key things to look out for.”

Our community
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A focus on 
…
business 
confidence

Michael’s Minutes

Hopefully spring is on its way 
and this often means we look 
at the world in a more 
positive light. Now is the 
time to spend a few minutes 
each day thinking about your 
company’s future.

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.

I may have mentioned in a previous issue 
that I have taken it upon myself to write a 
book - or should I say a workbook.

The aim is to give the owners of small 
businesses a genuinely useful tool to help 
them to understand their business finances 
and manage them better.

The workbook covers anything relating to 
money in a business from pricing, debt 
collection, and what your profit and loss is 
telling you to financing, business planning 
and forecasting.

I would like to make it widely available 
and the lovely Mark Mapstone is helping me 
to get it out on Kindle and the itunes store.

Mark is an expert at digital publishing - 
and all other online stuff such as blogging, 
social media and websites. Thanks Mark for 
helping me get out there!

about.me/markmapstone

A special 
thanks to…

Mark 
Mapstone

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.

I am using this section for the next couple 
of issues to highlight some of the guides 
which are available for free to download 
from my website.

Don’t worry that you will have to register 
on my site and will then be spammed with 
unwanted emails as a result. All you have 
to do is go on the site and download away.

This issue I would like to hightlight 
business confidence as a business’s 
confidence is key to its success.

A confident business does not have to 
apologise for its existence - it can just get 
on with providing a great product or 
service.

In an owner/managed business the level 
of business confidence conveyed is directly 
related to the confidence the owner has in 
themselves and their business proposition.

If this is an issue for you and your 
business perhaps this guide is for you - it 
also comes in the form of a Glastonbury FM 
interview for those who like pod casts.

www.fionabevanfinancialmanagement.co.uk

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


