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Usually at this time of year I am 
buoyed up from all the good stuff I 

have picked up at conference 

June is conference month for CIMA 
Members in Practice and for the last 14 
years I have been there – whether at 
Heythrop Park, Heathrow or, more recently, 
Nottingham.

I then come back to my business all 
geared up to make the changes I need to 
make that are inspired by what I learned 
from the great speakers - and from talking 
to the other Members in Practice I have 
met.

But this year I had to miss this staple of 
my working calendar. My eldest son was 
graduating as a fully fledged teacher (to be 
set loose real children!) so of course I had 
to go to his graduation.

So I have been thinking about what I 
missed most from not going.

I missed the opportunity of seeing some 
great speakers from Will Kintish what he 
does not know about networking isn’t worth 
knowing) to Levi Roots of Dragon’s Den 
fame. 

In the past we have had some excellent 
main stage speakers including Mark 
Ormrod, who got a standing ovation for his 
down to earth talk on his experiences 
following extensive injuries in the Gulf war, 
and Debra Searle who rowed across the 
Atlantic single handedly.

I always enjoy the main stage speakers 
but it is some of the break out sessions 
where the real value is gleaned. Practical, 
relevant sessions on how to run our 
businesses better have really helped me to 
develop my business.

2019
August

Bright Business 
Bulletin

Contact details
Illustrations: Jeffrey Bevan
Content writer: Fiona Bevan, Director, 
Bevan Financial Management Ltd, Wells, Somerset
e: fiona@fionabevanfinancialmanagement.co.uk
t: 08451214743
b: brightbusinessthoughts.co.uk
#: afionabevan
w: fionabevanfinancialmanagement.co.uk
free app: Fiona Bevan

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 now 
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.

Also a reminder that my app is available to 
download on Apple and Android - just search 
Fiona Bevan in the store.

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 keeping with this the Michael’s Minutes’ 
theme this month here is one about networking 
and getting out there:

“You can’t stay in your corner of the Forest 
waiting for others to come to you. You have to 
go to them sometimes.”

 What? No 
conference?

I missed the fab gala dinner with 
entertainment and disco to follow – as 
anyone will tell you the disco is my 
favourite part of Conference downtime!

But what I missed most of all was 
catching up with the great friends I have 
made over the years who have helped 
support me and given me the confidence I 
now have. 

There are many people on that list but I 
want to particularly mention Mark Allen, 
Stephen Milne, Ian Ross, Kim Swarbrick 
and Antony Holdsworth (although if you 
look at the photo you will see that Stephen 
and Ian quickly found a substitute for me 
in my annual ‘guys in kilts piccie’).

So come what may I will be at next 
year’s conference!



Ask Jenny

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

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

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?”
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Help for 
your 
business…
Cat Food!

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.

Dates for your diary

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.

A special thank you to the peeps who have 
read Cat food and kindly left reviews on 
Amazon for the book.

It is not until a book as readers that it 
comes alive and starts to achieve what the 
authors always intended - that what they 
have worked so hard at, is actually making a 
difference to other people’s businesses.

Below are a couple of snippets of the 
reviews:

“A whole sales training course in one 
easy to read book!…I have used the 
lessons covered in the book to build a 
more structured sale strategy and now I 
feel braver to sell my business when it 
comes to customer conversations - which 
is exactly what I wanted!”

“If you run a small business you NEED 
this book!…This book contains the advice 
all small business owners need to know! 
I have implemented many of the lessons 
from this book, and it has helped me 
provide a friendly, authentic service 
while improving sales.”

And the best thing, from my point of view, 
is that although I put Trevor’s learnings into 
the book, it is all Trevor’s struff. So I can 
happily promote it without feeling that I am 
pushing myself!

A special
thank you

to…
our kind 

reviewers 

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.

Partner of the month - Luan Wise

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

I can finally announce that “Cat Food: 
nourishment for your sales and marketing 
cats” is available for anyone to buy on 
Amazon - just search for Trevor Lever in 
books and you will easily find it.

If you don’t have a clue what I am talking 
about Catfood is a book Trevor and I have 
written together, which encompassses all 
the great stuff Trevor has picked up over 
his many years helping business owners 
master their sales and marketing.

It is particularly targeted towards those 
business owners in the consultancy fields - 
accountants, lawyers, HR professionals…
Really anyone who sells their expertise and 
time will find it enlightening and will come 
away with practical assistance in finding 
customers for their business.

So, if you know of anyone who is a 
consultant and struggles with the sales and 
marketing aspects of their business please 
do point them in the direction of our book.


