
Business information systems must 
keep up with the changing needs of 

the decision making team.    
Whilst you don’t want to be chopping 
a n d c h a n g i n g t h e m a n a g e m e n t 
information you use to run your business, 
and the systems which provide this 
information, there comes a time with 
every business when it needs to move 
with the times.

Here I am not just talking about moving 
with the times in general as technology 
improves, but also moving with YOUR 
times.

The information systems you set up 
when your company started out may have 
been perfectly adequate then but are they 
fit for purpose now the business has 
moved on?

Recently I have been working with two 
long term clients whose systems and 
reporting, we have decided, need an 
overhaul.

Both businesses are quite different from 
the businesses they were when their 
systems were originally planned. Not only 
has the scale of the businesse changed 
but also their market focus.

We have taken the opportunity to plan 
again from scratch how the systems 
should be set up to better meet their 
needs now and into the future. 

Both have invested in the most up-to-
date versions of their accounting software 
- after we evaluated whether this 
software is still the best for them - and 
we have gone back to basics to re-jig 
their reporting structures to make sure 
the reports we need can be easily 
produced.
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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!). 

In which Eeyore sums up 
how it can feel running your own business:

“One can’t complain. I have my friends. 
Somebody spoke to me only yesterday. And it 
was last week or the week before that Rabbit 
bumped into me and said ‘Bother!’.The social 
round. Always something going on.”

Are you moving 
with the times? 
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We have looked at what extra tools are 
needed to make the processing of financial 
information, and the management of data, 
as easy as possible given how the 
businesses have grown.

In particular, where only one person was 
responsible for producing f inancial 
information in the past, but now several 
people are involved, we have looked at 
how we can ensure the business owners 
and managers feel in control without 
having to be involved in mundane tasks 
such as signing off invoices.

In my opinion it is good practice to 
review information systems on at least a 5 
yearly cycle, to make sure systems keep 
up with the companies growth both in 
terms of size and business direction.

It takes lots of planning, talking to 
others in the business, and a chunk of 
time, but the long term benefits in terms 
of better information, more easi ly 
obtained, make the excercise well worth 
the effort.
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Ask Jenny

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

Angela asks: "My customers owe me a lot of 
money and I just can't seem to bring this 
amount down. What can I do?".

Jenny says: "Debt collection is a big 
problem for companies of all sizes and is 
often made worse because companies do not 
have a proper policy for handling customer 
credit. Here are my tips:

1. Make sure you have clear terms of 
business you agree with customers up front.

2. Only give customers credit if there is a 
commercial reason for doing so - don't just 
give 30 days credit because you think 
everyone else is.

3. Check out a new customer's credit 
rating as best as you can before you start 
working for them. 

4. Invoice your customers as soon as they 
have had the product/service and where 
possible make sure they pay on delivery.

5. If you give customers credit have an 
internal debt collection policy, which details 
exactly how and when you will chase debtors 
for payment - and stick to it.

6. Give debt collection the same attention 
you give delivering your product/service.

Finally, remember that once you have 
delivered your part of the transaction they 
should deliver theirs - don't be coy about 
collecting money that is legally yours."

Our community
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A focus on 
…
Getting Paid

Michael’s Minutes

If you find yourself getting 
stressed at work taking a 
15-20 minute brisk walk 
around the block will help. 
You will return calmer and 
better equipped to deal with 
the issue causing your stress.

Dates for your diary

Good Vibrations
Each month Good Vibrations is on the 2nd 
Monday of the month starting at 5.30pm. The 
regular venue has recently moved to the 
Cozy Club, 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.

Last Tuesday I went on a tour of Thatchers 
organised by David Johnson for local CIMA 
accountants.

For the whole afternoon we were hosted 
by the team at Thatchers. Starting with a 
tour of one of their orchards, the cider 
production plant, and the bottling/kegging 
areas we then had a very interesting talk on 
where the company has come from and its 
plans for the future.

We finished with a cider tasting and buffet 
and the obligatory trip to the shop!

 

It’s always interesting to visit companies 
- particularly if they are in manufacturing - 
and it was great to hear all about a 
Somerset success story.

So thanks to David Johnson for organising 
the visit and to Thatchers staff for making 
us feel so welcome.

www.thatcherscider.co.uk

A special 
thanks to…

David 
Johnson and 

Thatchers

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 to download for free  
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 the 
subject of getting paid, as it ties in nicely 
with the Ask Jenny question to the left.

As we are in an business evironment 
where it is challenging to find funding from 
external sources, it is more important than 
ever that businesses do everything they 
can to self finance. A key element to this is 
getting paid promptly for the work you do.

However, many small business owners 
stuggle with debt collection because they 
are close to their customers and are 
embarrassed to ask for what is owed to 
them.

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 - Trevor Lever

There is not much about the sales process that Trevor hasn’t mastered - and he is pretty good at 
helping with your marketing too! His expertise has helped me to refine my ‘sales’ technique and 
to match prospective customers needs to the service I can offer. As well as 121 or team training, 
he also offers some fantastic day courses to business owners, of all levels of sales experience, to 
help them sell more effectively. He has just uploaded his programme of courses for the rest of 
2014. Take a look - you won’t regret it! www.trevorleverconsulting.com


