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How does your
garden grow?
Gardens need TLC whether it is
silver bells or cockle shells we are
hoping to cultivate!!
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.
Speaking of (I hope) interesting and relevant
content my book Bright Business Money is
available on Amazon, Kindle and the iBook
store. It’s all about helping business owners to
master their finances so they can achieve the
success they deserve.
I now have five MiP handbooks for all you CIMA
members who are looking for tips on how to
make the most of your businesses.

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!).
It’s good to understand your weaknesses:
“Pooh,” said Rabbit kindly, “you haven’t any
brain.”
“I know, “said Pooh humbly.
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It’s that time of year when a plethora of
gardening and flower shows spring up
encouraging us into our gardens - whether
we are competent or not.
I have found that there are three types of
gardener. There are those whose gardens
are a jungle left to their own devices; those
who primp and prune their plants to within
an inch of their lives; and those who strive
for a balance between the two.
As with all things I think the best
approach is the third one - although we
have until recently gone for the jungle
option (only hacking back when it was
absolutely necessary!).
Each of these three gardening routes can
be metaphors for business management
techniques.
Some business owners prefer a hands off
management style. They let their staff get
on with it with little guidance or direction.
This means less short term hassle for the
owner, but is unlikely to give them the
results they require.

1. Recruit with care - as the saying goes
it is better to have a hole than an asshole
in your business!
2. Make sure that all your team has the
skills and training they need to do their job
to the best of their ability.
3. Be clear on what the business goals
are and each team member’s role in
meeting those goals.
4. Let your team do the jobs for which
you have recruited them without stifling
interference from you. Yes, be there for
them when they need you but trust that
you have the right people in the right
roles. If you doubt that this is so you need
to review your team.
Tend your team with care and you may
be amazed at the results. Incidentally the
same four steps can apply to employing
suppliers and other key partners to your
business.

Others are over-bearing, stifling
creativity and self-confidence in their team
so much that no-one can work effectively.
Certainly no decisions, or positive actions,
are made without the business owners
express involvement. This again hampers
the ability of the business to successfully
meet the owners goals.
I think the best way to run teams, is
encapsulated in this four step approach:
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Michael’s Minutes
If you are a fan of social
media - Linkedin, twitter etc
- 15 minutes everyday
updating and discussing can
keep you in touch with your
network without taking over
your business life.

Our community

Ask Jenny

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

Featured
business…
Laura Cook

Ellie says: “At a networking meeting
recently someone referred to KPIs. What are
they and should I have some?”

A special
thanks to…
the MiP
panel

Jenny says: “Every business has key drivers
which, if measured against, will help the
business owner manage their business more
effectively.
Key performance indicators, or KPIs as
they are known, are the measure of these
drivers.
So, for a retail business knowing how
many customers come through the door each
day and how much each customer spends, is
key to knowing total sales made. If their till
system then records the profit per
transaction the retailer can see what drives
their overall profitability - vital information.
Some KPIs are generally useful for any type
of business. For example, measuring the time
it takes for your customers to pay you can
help identify why your cashflow is poor. This
KPI is called debtor days.
As the saying goes ‘That which is
measured, improves. That which is measured
and reported improves exponentially’. So
KPIs can really help businesses grow.
But only if you choose the right KPIs for
your business. Don’t create a KPI just for the
sake of it.
Implied in the term is that the indicators
are KEY to your business. So you need to
identify the handful of measures that link to
the KEY drivers of your business. What, on
its own, has the power to make your
business grow and become more profitable?”

Dates for your diary

It’s always great when someone you have
mentored moves on to create something
special for themselves.
Laura Cummings, based in Durham, is a
CIMA Member in Practice who has moved
on from thinking of herself as purely a
management accountant, to how she can
facilitate change on a wider platform.
Since getting married (a big life change
in anyone’s book) she has decided to see
how she can help women, in particular,
achieve financial freedom and abundance.
From talking to lots of women in business
she has discovered that women can have
more of a problem managing financially
than men - because they lack knowledge
and not ability.

The CIMA MiP panel organised a great
Conference at the end of June, when a
change from our previous Oxfordshire venue
saw us head up to the conference centre
near Nottingham university.
There were a couple of particular speaker
highlights from my point of view. Declan
Curry was very amusing as the last speaker
of conference, but my favourite was Sheena
Whyatt - her KAPOW! business card says it
all!

Of course, there is no reason why this
should be the case and Laura has
concentrated on providing training so that
women who follow it can achieve financial
freedom.

Curious Conversations
Soon to return - watch this space!
Bristol Circle
I thought I would take this opportunity to
recommend a group of lovely people I have
found very interesting and useful to be a part
of. Bristol Circle meets monthly are usually
on the 2nd Wednesday of the month- just
contact me if you would like to give it a try.

As always it was the opportunity to catch
up with old friends and new (including my
men in kilts!) that I valued the most.

Back issues

www.laura-cook.com

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.

Partner of the month - Luan Wise

So a special thanks to the organisers - as a
previous conference chair myself I know how
much effort goes into organising such a fab
event!

LinkedIn is a great tool for business people- especially for owner/managers of SME businesses.
But it is often difficult for us to find out how best to use it to reach potential customers and
contacts and get the best out of this excellent resource. Luan is a great person to have on your
team to help get the best out of any of your social media. She has a raft of tips and hints to share
and knows social media like the back of her hand.
www.luanwise.co.uk
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