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Disclaimer

The information in this book is generalin nature. Everyone’s circumstances, needs
and objectives are different. This book does not take into account specific
individual circumstances.

In addition, the laws and regulations regarding finance, tax, and all the financial
and legal elements contained in this book are constantly changing. Before taking
any action, do your own research and obtain advice from qualified professionals.
I'll say it again: When deciding to take action, or not take action, on any matter
covered by this book the information provided by it should not be relied upon as
the basis for your decision.

If you use any of the information in this book | (the author and the publisher)
assume no responsibility for your actions. | (the author and the publisher)
exclude any and all liability arising directly, indirectly or consequentially from
the use of the information contained in this book.

My team and | would be happy to help with advice tailored to your situation. Feel
free to contact me:

Fairuz.Azli@sheridans.net.au

(08) 83760455

Sheridans Accountants & Financial Planners

593 ANZAC Highway, Glenelg, South Australia 5045
www.accountantforpsychologists.com.au
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Introduction

Starting or buying a small business is an exciting and rewarding venture, but it also comes
with its own set of challenges. Whether you are launching a new idea or purchasing an
existing business, understanding the key steps, legalities, and financial aspects is essential to
your success.

This guide is designed to provide you with an outline of the knowledge and tools you need
to navigate the often-complex world of small business ownership in Australia. From
choosing the right business structure to understanding taxation requirements and securing
financing, this booklet covers all the critical elements you need to consider when starting or
acquiring a business.

No matter the industry, the more prepared you are, the greater your chances of building a
thriving business.

Let’s begin this exciting journey together!
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Chapter 1: Business Planning

A solid business plan is the foundation of any successful business. It provides a roadmap for
your business's growth and sets clear goals, helping you navigate the path to success.
Whether you’re starting from scratch or buying an existing business, a well-thought-out plan
can make all the difference.

Why Business Planning is Crucial

Business planning is not just about writing down your ideas; it’s about taking the time to
assess your vision, understand your target market, set realistic goals, and plan for potential
challenges. A business plan helps you clarify your business’s purpose and direction, ensuring
that every decision you make is aligned with your long-term objectives.

A good business plan also provides valuable insights into your business's financial needs,
resource requirements, and market competition. It is an essential tool for securing financing
from banks or investors, as it demonstrates your commitment and understanding of your
business.

Key Components of a Business Plan

1. Executive Summary
This is a brief overview of your business idea, goals, and how you plan to achieve
them. It should highlight the unique aspects of your business and explain why it
stands out in the market.

2. Business Description
This section explains what your business is, what it does, and the products or
services it offers. If you’re purchasing an existing business, describe the current
operations and how you plan to grow or improve it.

3. Market Analysis
Understanding your market and customers is key. This section includes an analysis of
your target audience, industry trends, and competition. It helps you understand
where your business fits and how you can effectively meet customer needs.

4. Organization and Management
Detail the structure of your business, including your team and their roles. If you're
starting from scratch, this might include hiring plans, while if you’re buying an
existing business, you’ll want to outline your management strategy.

5. Products or Services
Describe your products or services in detail, focusing on how they meet the needs of
your customers. Highlight any unique selling points or competitive advantages.

6. Marketing and Sales Strategy
A clear marketing strategy is essential for attracting customers and generating sales.
Outline how you plan to promote your business, including pricing, advertising, and
customer retention strategies.

7. Financial Projections
This section should include projected income statements, cash flow forecasts, and
balance sheets. It's essential to estimate startup costs, revenue, and ongoing
expenses to ensure your business remains financially viable.
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8. Funding Request

If you’re seeking funding, outline the amount you need and how you intend to use it.
Be clear about the type of financing you’re seeking (e.g., loan, investment) and the
terms you’re proposing.

9. Appendices
Any additional supporting documents, such as market research data, supplier
agreements, or legal contracts, should be included here.
Setting Realistic Goals

When writing your business plan, it’s important to set SMART goals: Specific, Measurable,
Achievable, Relevant, and Time-bound. Setting clear, realistic goals will give your business
direction and allow you to measure your progress.

Common Mistakes to Avoid

Lack of research: Failing to research the market, competitors, or customer base can
lead to unrealistic expectations.

Unclear financial projections: Vague or overly optimistic financial projections can
deter investors and lenders.

Overlooking risks: Every business faces risks and ignoring them can lead to
unforeseen challenges.

Failure to adapt: A business plan isn’t set in stone. Be prepared to adjust your plan
as your business grows and market conditions change.

Conclusion

A comprehensive business plan is more than just a document; it’s a tool that helps you stay
focused, attract investors, and guide your business through its early stages and beyond.
Whether you're starting a new venture or buying an existing business, your business plan
will act as a blueprint for success, helping you avoid pitfalls and seize opportunities as they

arise.
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Chapter 2: Business Structures

Choosing the right business structure is one of the most important decisions you will make
when starting or buying a business in Australia. Your choice of structure impacts your legal
responsibilities, tax obligations, and the level of risk you are personally exposed to.
Understanding the different options available and how they suit your business goals is
essential.

Types of Business Structures

There are several business structures to choose from in Australia, each with its advantages
and disadvantages. The most common structures are:

1. Sole Trader
This is the simplest and most common business structure in Australia. As a sole
trader, you run the business as an individual and are legally responsible for all
aspects of the business, including debts, obligations, and tax.
o Advantages:
= Simple and inexpensive to set up.
= Full control over decision-making.
= Taxed as an individual, which can be beneficial if the business is small
or generating low income.
o Disadvantages:
» Unlimited liability means your personal assets are at risk if the
business faces financial difficulties.
» Can be harder to raise capital.

2. Partnership
A partnership is an arrangement where two or more individuals or entities share
ownership of a business. Partnerships are common in industries where resources,
skills, and risks are shared, such as in professional services or trades.
o Advantages:
» Simple and inexpensive to set up.
» Shared responsibility for managing the business.
» Can bring in complementary skills and expertise.
o Disadvantages:
» Like a sole trader, partnerships have unlimited liability, meaning each
partner is personally liable for the debts of the business.
» Disagreements between partners can complicate decision-making.

3. Proprietary Limited Company (Pty Ltd)
A Pty Ltd company is a separate legal entity from its owners, which means the
business itself can own property, enter into contracts, and incur debts. This is the
most common structure for small and medium-sized businesses in Australia.
o Advantages:
» Limited liability means the owners' personal assets are protected
from business debts (except in cases of fraud or negligence).
= Easier to raise capital and attract investors.
= More credibility with customers, suppliers, and investors.
o Disadvantages:
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4.

= More complex and costly to set up and maintain (requires registration
with ASIC).
* More compliance requirements, including annual reporting and tax
returns.
Trust
A trust is a legal arrangement where one party (the trustee) holds assets on behalf of
others (the beneficiaries). Trusts are often used for tax planning purposes, asset
protection, or when assets are passed on to family members.
o Advantages:
» Can provide tax benefits, such as income splitting among family
members.
» Offers some protection of personal assets.
= Flexibility in distributing profits.
o Disadvantages:
= More complex to set up and manage.
* Ongoing administrative costs and legal requirements.
» The trustee is still personally liable for the trust’s debts.

Factors to Consider When Choosing a Structure

1.

Liability

One of the key factors when choosing a business structure is how much personal
liability you are willing to take on. Sole traders and partnerships have unlimited
liability, while Pty Ltd companies and trusts offer limited liability, protecting your
personal assets.

Taxation

Different structures are taxed differently. For example, sole traders and partnerships
are taxed based on individual income tax rates, while a Pty Ltd company is taxed at
the company tax rate, which is generally lower. Understanding the tax implications
of each structure can help you choose the one that suits your financial situation.
Control and Ownership

If you want full control over decision-making, a sole trader or Pty Ltd company might
be your best option. In a partnership, decisions are shared, and in a trust, the trustee
holds responsibility for managing the business on behalf of the beneficiaries.

Cost and Complexity

Some structures are more expensive and complicated to set up and maintain than
others. A sole trader is the simplest and least costly, while a Pty Ltd company
involves more paperwork, compliance, and fees.

Growth Potential

If you plan to scale your business and seek investment or bring in new partners, a Pty
Ltd company or a trust might be more appropriate, as these structures allow for
easier growth and external funding.
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Changing Business Structures

As your business grows, you may need to change your business structure. For example, you
might start as a sole trader and then transition to a Pty Ltd company once your business
becomes more successful and requires greater protection from liability. While changing
structures can involve some costs and administrative work, it is a common part of business
growth.

Conclusion

Choosing the right business structure is critical to the long-term success and sustainability of
your business. Take the time to carefully evaluate your options, consider your goals, and
consult with a professional if necessary. The right structure will not only help protect your
assets but also set the stage for growth, tax efficiency, and a smooth operational flow.
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Chapter 3: Essential Tax and Business Registrations

When starting or buying a business in Australia, it’s crucial to ensure that your business is
properly registered and compliant with tax regulations. Failing to do so can result in
penalties, delays, and unnecessary complications. This chapter will guide you through the
essential registrations and tax obligations every business owner needs to know.

1. Australian Business Number (ABN)

The Australian Business Number (ABN) is a unique 11-digit identifier issued by the
Australian Government. It’s required for all businesses operating in Australia, whether
you’re a sole trader, partnership, company, or trust.
e Why you need an ABN:
o It's used to identify your business to the government and other businesses.
o It allows you to register for Goods and Services Tax (GST), pay PAYG (Pay As
You Go) withholding, and claim certain business tax deductions.
o It's necessary for dealing with other businesses or government departments.
e How to apply:
o You can apply for an ABN online through the Australian Business Register
(ABR) website. The process is straightforward, but you will need to provide
information about your business structure, activities, and contact details.

2. Tax File Number (TFN)

A Tax File Number (TFN) is a unique identification number issued by the Australian Taxation
Office (ATO). While sole traders may use their personal TFN, companies, partnerships, and
trusts will need a separate TFN for the business.
e Why you need a TFN:
o It's necessary for tax reporting and to avoid paying higher tax rates.
o Companies, partnerships, and trusts are legally required to lodge tax returns
under their business TFN.
e How to apply:
o You can apply for a TFN online through the ATO website, or through a
registered agent if necessary. The process is simple and involves submitting
identification documents.

3. Goods and Services Tax (GST)

The Goods and Services Tax (GST) is a broad-based tax of 10% on most goods, services, and
other items sold or consumed in Australia. If your business has a turnover of $75,000 or
more annually, you must register for GST.
¢ Why you need to register for GST:
o Once registered, you can claim GST credits on purchases related to your
business operations.
o You are required to report and remit the GST you collect on sales to the ATO.
e How to register for GST:
o You can register for GST when applying for your ABN or at any time
thereafter through the ATO’s online services. Make sure your business
turnover meets the $75,000 threshold before registering.
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4. Business Name Registration

If you plan to operate under a name other than your personal name (for sole traders) or
your company’s legal name, you’ll need to register your business name. This helps to ensure
that your business name is legally protected.
e Why you need a business name:
o It allows your customers and clients to easily identify your business.
o It gives your business legal standing and helps to distinguish it from others.
o Registration prevents others from using the same name.
e How to register:
o You can register your business name online through the Australian Securities
& Investments Commission (ASIC) website. You will need to check for name
availability and ensure the name is not already registered by another
business.

5. Other Registrations and Permits

Depending on your business type, location, and industry, you may need additional
registrations or permits. This could include:
¢ Local council permits: If you are operating a physical location or running a business
that requires specific zoning, you may need permits from your local council.
¢ Industry-specific licenses: Certain industries, such as construction or food services,
require specific licenses or certifications.
Make sure to check with your local council or industry body to ensure all required permits
are obtained before you begin operations.
If your business employs staff, you will need to register for Pay As You Go (PAYG),
Superannuation and WorkCover Insurance.
These are all explained in Chapter 4: Employer Obligations including Superannuation, PAYG,
and WorkCover

Conclusion

Proper business and tax registrations are essential to running a legal, compliant business in
Australia. Whether it’s registering for an ABN, GST, or PAYG, meeting your obligations
ensures that you avoid penalties and potential legal issues down the track. Make sure you
stay on top of your registrations and keep accurate records to maintain a smooth and
efficient operation.
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Chapter 4: Employer Obligations including
Superannuation, PAYG, and WorkCover

When you hire employees, your business becomes subject to a range of obligations under
Australian law. These obligations are designed to protect both employers and employees,
ensuring that employees are paid fairly and receive benefits such as superannuation and
workers' compensation. Understanding these responsibilities is vital to running a compliant
and successful business.

1. Superannuation Contributions

Superannuation is a retirement savings scheme that requires employers to contribute a
percentage of an employee’s earnings into a superannuation fund. As of July 2025,
employers must contribute a minimum of 11% of an employee’s ordinary time earnings
(OTE), although this rate may change over time.

e Why you need to contribute:

o Superannuation is a legal obligation, and failure to meet the required
contributions can result in fines and penalties.

o It helps your employees save for retirement, which is part of their
entitlements.

e Whoiis eligible:

o Generally, all employees are eligible for super guarantee. It doesn't matter if
the employee is: full time, part time or casual. receiving a super pension or
annuity while working (this includes employees on transition to retirement)

o Some contractors are also eligible for super.

e How to manage superannuation:

o Register with the Australian Taxation Office (ATO) to make contributions to
an employee's chosen super fund or a default fund if the employee does not
have a fund.

o Ensure that super contributions are made quarterly by the due date to avoid
penalties. You will need to pay via the Superannuation Clearing House if your
employees' super funds are with different providers.

2. Pay As You Go (PAYG) Withholding

Pay As You Go (PAYG) withholding is a system where businesses withhold tax from their
employees' wages or salaries and pay it directly to the ATO. It ensures that employees meet
their income tax obligations progressively throughout the year.
¢ Why you need to withhold PAYG tax:
o It's alegal requirement for all employers.
o It helps employees by spreading their tax payments throughout the year, so
they don't have a large tax bill at the end of the financial year.
o You must report and remit these amounts regularly to the ATO, typically on a
monthly or quarterly basis.
e How to calculate PAYG withholding:
o The amount of PAYG tax to withhold is based on the employee’s income and
tax rate, which is determined by the ATO’s tax tables.
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o You will need to use these tables to calculate the correct withholding amount
based on the employee’s salary, including any deductions, allowances, or
rebates.

e When and how to remit PAYG:

o PAYG amounts must be reported and remitted to the ATO on time to avoid
penalties.

o The frequency of your payments (monthly or quarterly) will depend on your
business size and your reporting cycle with the ATO.

3. WorkCover Insurance

WorkCover insurance provides workers’ compensation for employees who suffer a work-
related injury or illness. The scheme covers medical costs, rehabilitation, and compensation
for lost wages while employees are unable to work. This insurance is a legal requirement for
all employers with employees in Australia.

e Why you need WorkCover insurance:

o It protects both your business and employees by ensuring that employees
receive compensation if injured on the job.

o Itis compulsory in all Australian states and territories, with each having its
own regulations and rates.

e How WorkCover insurance works:

o Employers must register with their state or territory’s WorkCover authority
and pay premiums based on factors such as the number of employees, the
industry in which you operate, and your claim history.

o WorkCover covers employees for medical bills, rehabilitation services, and
compensation for time off work due to an injury. However, WorkCover
premiums vary by state and industry.

e How to manage WorkCover:

o Register with the relevant WorkCover authority in your state or territory.

o Ensure you pay the appropriate premiums on time and maintain up-to-date
records of any injuries or claims.

o Provide support for employees who suffer a work-related injury, including
facilitating rehabilitation or alternative work options if necessary.

4. Fair Work Act Compliance

The Fair Work Act 2009 is Australia’s national workplace relations law, and it sets out the
minimum rights and responsibilities of employers and employees. This law covers a range of
areas, including pay, conditions, workplace rights, and dispute resolution.
¢ Why compliance matters:
o Non-compliance with the Fair Work Act can result in penalties, fines, and
damage to your business's reputation.
o It ensures that employees receive fair wages and working conditions and
helps resolve disputes.
o Key obligations under the Fair Work Act:
o National Employment Standards (NES): These standards outline minimum
entitlements for all employees, including maximum weekly hours, annual
leave, personal leave, parental leave, and redundancy pay.
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o Modern Awards and Enterprise Agreements: These set out additional pay
and conditions specific to your industry or occupation, over and above the
NES.

o Fair Work Information Statement: Employers must provide new employees
with a Fair Work Information Statement outlining their rights and
entitlements.

5. Other Employee Entitlements

In addition to superannuation, PAYG, and WorkCover, there are several other employee
entitlements under Australian employment law that you must provide:
e Annual leave: Full-time employees are entitled to 4 weeks of paid annual leave each
year.
e Personal/carer’s leave: Employees are entitled to 10 days of paid personal/carer’s
leave per year.
e Public holidays: Employees are entitled to a day off on public holidays, or if they
work, they must be paid a penalty rate.

6. Record Keeping Requirements

Maintaining proper records is essential to meet your employer obligations. This includes
keeping accurate records of:

¢ Employee wages, pay slips, and deductions.

e Superannuation contributions.

¢ WorkCover insurance premiums and claims.

e Any leave taken or accrued.
You must also comply with the Fair Work Commission’s record-keeping requirements, which
include retaining employment records for at least 7 years.

Conclusion

As an employer, you have significant responsibilities to ensure your employees are treated
fairly and that you comply with various laws and regulations. Understanding your
obligations regarding superannuation, PAYG withholding, WorkCover insurance, and other
employee entitlements will help you avoid costly penalties and maintain a smooth-running
business. By staying compliant, you also create a positive work environment that attracts
and retains skilled employees.
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Chapter 5: Record Keeping Requirements and
Accounting Software Options

Effective record keeping is crucial for the smooth operation of your business, especially
when it comes to managing finances and complying with legal and tax requirements.
Properly maintained records provide insights into your business performance, help with
decision-making, and ensure that you meet your legal obligations. In this chapter, we’ll
explore why accurate record-keeping is essential and how you can use accounting software
to make the process more efficient.

Why Record Keeping is Important

Record keeping is more than just a legal obligation—it’s also essential for the health and
success of your business. Here are some of the key reasons why maintaining accurate
records is important:

o Tax Compliance: You are legally required to keep accurate records of your business
income and expenses to accurately report to the Australian Taxation Office (ATO) at
the end of the financial year. Proper records ensure that you don’t miss any
deductions or pay more tax than necessary.

¢ Financial Management: Accurate records allow you to track your business’s financial
health. With up-to-date data on your cash flow, expenses, and profits, you can make
informed decisions about your business’s direction and future investments.

e Audit Protection: In the event of an audit, the ATO or other regulatory bodies may
request detailed records to verify your tax returns. Maintaining proper records will
help you demonstrate compliance and avoid penalties.

e Business Insights: Detailed records can help you identify trends, measure
performance, and assess the profitability of different aspects of your business,
making it easier to spot potential issues before they become major problems.

What to Keep: Essential Business Records
There are several key categories of records that every business should maintain:

¢ Income Records: Keep track of all sources of income, including sales invoices,
receipts, and any other payments received for goods or services provided by your
business.

o Expense Records: Document every business expense, including receipts for
purchases, utility bills, and payments made to contractors or suppliers. This helps to
substantiate tax deductions and control costs.

o Employee Records: If you employ staff, you need to maintain records of wages,
superannuation contributions, PAYG tax withholding, leave entitlements, and other
relevant details such as hours worked and employee contracts.

o Bank Statements: Ensure that all bank statements for your business accounts are
kept, as they provide an essential record of business transactions.

e Tax Records: Retain records of your business’s GST (Goods and Services Tax)
payments and credits, PAYG withholding, and any other tax-related documents. The
ATO requires you to keep these for at least five years.

e Invoices and Receipts: These are key documents for substantiating the income and
expenses reported in your financial statements and tax returns.
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¢ Financial Statements: These include profit and loss statements, balance sheets, and
cash flow statements. These documents provide a snapshot of your business’s
financial health and are essential for understanding your performance.

3. How Long to Keep Records

Under Australian tax law, businesses are required to keep most records for at least five
years from the date you lodge your tax return for the relevant year. This includes all
documents related to income, expenses, and tax deductions. However, some records, such
as those related to asset purchases and ownership, may need to be kept longer.

4. Choosing the Right Accounting Software

While manually keeping records on paper is possible, using accounting software makes the
process far more efficient and reliable. There are several options available to businesses in
Australia, ranging from simple tools to full-featured accounting systems. When choosing
accounting software for your business, consider the following factors:

o Ease of Use: Choose software that is intuitive and user-friendly. You'll be spending a
lot of time working with the software, so it should be easy to navigate and use
without requiring advanced accounting knowledge.

e GST Compliance: The software should help you track GST on income and expenses,
ensuring that your business remains compliant with ATO regulations. It should also
generate GST reports that are easy to use when lodging your BAS (Business Activity
Statement).

¢ Invoicing: Good accounting software will allow you to create and send professional
invoices directly to your customers. It should also keep track of overdue invoices,
helping you manage cash flow and reduce late payments.

o Payroll: If you have employees, look for software that includes payroll features,
including PAYG withholding, superannuation, and leave tracking. This can save time
and reduce errors in compliance with your employee obligations.

¢ Financial Reporting: Your accounting software should be capable of generating key
financial reports such as profit and loss statements, balance sheets, and cash flow
statements. These reports help you monitor your business’s performance and make
informed financial decisions.

e Cloud-Based vs. Desktop: Cloud-based software allows you to access your records
from any device with an internet connection and ensures that your data is backed up
securely. Desktop software is installed on your computer, which may be suitable for
businesses that don’t need mobile access but can limit flexibility.

¢ Integration with Other Tools: Choose software that integrates easily with other tools
you use, such as payment gateways, point-of-sale systems, or inventory
management software. This makes the process of syncing data and keeping records
more seamless.
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5. Popular Accounting Software Options for Small Businesses in
Australia

Here are some of the most popular accounting software options for small businesses in
Australia:

Xero: Xero is a cloud-based accounting software that is widely used by Australian
businesses. It offers features for invoicing, payroll, GST tracking, and generating
financial reports. It's known for its user-friendly interface and strong customer
support.

QuickBooks: QuickBooks is another cloud-based software that offers a range of
accounting features, including invoicing, expense tracking, and tax filing. It’s popular
for its affordability and ease of use, making it a great option for small businesses.
MYOB: MYOB offers both cloud-based and desktop accounting options. It includes
features for payroll, BAS reporting, superannuation, and managing financial records.
MYOB is particularly popular with small businesses in Australia and integrates with
Australian tax and accounting regulations.

Reckon: Reckon provides cloud-based accounting solutions for small businesses,
including features for bookkeeping, invoicing, payroll, and GST reporting. It’s a
versatile platform suitable for a range of industries.

Xero, QuickBooks, and MYOB all provide free trials, so you can test out their
features and decide which is the best fit for your business.

6. Record Keeping Best Practices

To ensure that your record-keeping system is efficient and effective, follow these best
practices:

Stay Organized: Maintain clear, organized records and keep them separate by
category (e.g., income, expenses, tax documents). This makes it easier to retrieve
documents when needed.

Digitize Your Records: If possible, convert paper records into digital files. Scanning
and storing documents in a cloud-based system will help you save space and ensure
that records are easily accessible.

Regularly Update Records: Set aside time each week or month to update your
accounting records. This ensures that your financial reports are always up to date,
reducing stress during tax season.

Back Up Your Data: Ensure that your accounting software is backed up regularly,
especially if you’re using cloud-based software. This protects against data loss due to
technical issues.

Seek Professional Help: If you’re unsure about anything, consult with an accountant
or bookkeeper. They can help ensure your records are compliant with tax laws and
give you guidance on setting up your accounting system.

Conclusion

Accurate record keeping is not only a legal requirement, but it’s also essential for running a
successful business. By using accounting software and adhering to best practices, you can
streamline the record-keeping process, stay compliant, and gain valuable insights into your
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business's financial health. Whether you’re just starting out or have an established business,
keeping accurate records will set you up for success.
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Chapter 6: Legal Issues for Business Owners

Understanding legal matters is essential for protecting your business and ensuring long-term
success. Whether it’s contracts, succession planning, or intellectual property, being
proactive can help prevent disputes and financial loss.

Wills and Succession Planning

A well-structured will ensures your business is handled according to your wishes if you pass
away. Without a will, your business assets may be distributed under state laws, leading to
uncertainty or disputes.
e Consider a business succession plan to outline who will take over your business—this
could be a family member, employee, or external buyer.
e Appoint a power of attorney to make business decisions if you become
incapacitated.
o Seek legal advice to ensure your will and succession plan are legally sound.

Business Contracts
Contracts protect your interests and define the terms of agreements with customers,
suppliers, employees, and partners.
e Key contracts include:
o Client agreements: Clearly outline services, pricing, and payment terms.
o Supplier contracts: Specify delivery terms, pricing, and responsibilities.
o Employment contracts: Define wages, roles, and termination conditions.
o Non-disclosure agreements (NDAs): Protect confidential business
information.
e Important clauses to include:
o Payment terms to avoid disputes over invoices.
o Termination clauses outlining how either party can exit the contract.
o Dispute resolution methods such as mediation or arbitration.
¢ Always have contracts reviewed by a lawyer before signing.

Intellectual Property (IP) Protection

Protecting your brand, inventions, and creative work is vital for maintaining your
competitive edge.
e Types of IP protection:
o Trademarks: Protect your business name, logo, or slogan.
o Patents: Secure rights to new products or inventions.
o Copyright: Protect original works such as written content, music, or designs.
o Design rights: Prevent others from copying the look of your product.
e Register your IP with IP Australia to establish legal ownership and prevent
unauthorized use.

Legal Compliance & Industry Regulations

Every business must comply with Australian laws and industry regulations, including:
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e Consumer protection laws: Follow the Australian Consumer Law regarding refunds,
warranties, and fair trading.

e Privacy laws: If you handle customer data, comply with the Privacy Act 1988.

e Workplace health & safety laws: Ensure a safe working environment to avoid legal
liability.

Conclusion

Legal compliance is a crucial part of running a business. By securing proper contracts,
protecting your IP, planning for succession, and staying compliant with regulations, you can
safeguard your business from potential legal risks. Seeking professional legal advice when
necessary is always a smart investment in your business’s future.
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Chapter 7: Key Business Insurances

Running a business comes with risks, and having the right insurance can protect you from
financial loss due to accidents, legal claims, or unexpected disruptions. Here are the key
business insurances to consider:

Public Liability Insurance
Covers claims for injury or property damage caused by your business. Essential for
businesses that interact with customers, suppliers, or the public.

Professional Indemnity Insurance

Protects against claims of negligence, errors, or omissions in the services you provide.
Important for consultants, trades, and service-based businesses.

Workers' Compensation Insurance

Legally required if you have employees. Covers medical expenses, lost wages, and
rehabilitation costs for work-related injuries.

Business Interruption Insurance
Covers lost income and operating expenses if your business is disrupted by unexpected
events like fire, storms, or other disasters.

Property and Equipment Insurance
Covers damage or theft of business assets, including tools, equipment, and commercial
premises. Essential for businesses with physical stock or equipment.

Cyber Insurance
Protects against cyberattacks, data breaches, and fraud, covering financial losses and legal
costs. Increasingly important for online and data-driven businesses.

Conclusion

Choosing the right insurance protects your business from financial risks and ensures
continuity in case of unexpected events. Speak to an insurance broker or financial advisor to
tailor coverage to your business needs.
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Chapter 8: Marketing and Customer Acquisition

No matter how great your product or service is, it won't matter if you don’t have customers.
Marketing and customer acquisition are essential for building and growing your business. In
this chapter, we’ll explore effective marketing strategies and how to attract, retain, and
convert customers into loyal supporters of your business. Whether you're just starting or
looking to boost your existing business, this chapter will provide the tools and strategies to
effectively market your business and bring in customers.

Understanding Marketing

Marketing is the process of promoting your product or service to your target audience in a
way that convinces them to take action—whether that’s making a purchase, signing up for a
service, or becoming a repeat customer. Successful marketing involves knowing who your
audience is, where to find them, and how to speak to their needs and desires.

At its core, marketing is about connecting with potential customers, creating value for them,
and establishing relationships that lead to long-term loyalty and business growth.

Developing a Marketing Strategy

Before you dive into marketing tactics, it’s essential to have a clear marketing strategy in
place. Your strategy is the foundation for all your marketing activities and guides your
decisions to ensure that every action you take aligns with your business goals.

To develop a marketing strategy, consider the following steps:

Identify Your Target Audience:

o Define who your ideal customers are. What are their demographics (age,
gender, location, income), psychographics (interests, lifestyle, values), and
pain points? The more specific you can be, the better you can tailor your
marketing efforts.

Set Clear Marketing Goals:

o What do you want to achieve through your marketing efforts? Common goals
include increasing brand awareness, generating leads, boosting sales, or
improving customer retention. Make sure your goals are SMART (Specific,
Measurable, Achievable, Relevant, Time-bound).

Conduct a Competitive Analysis:

o Research your competitors to understand what they are doing well and
where you can differentiate yourself. Identify gaps in the market or areas
where you can offer something unique that your competitors don’t.

Choose Your Marketing Channels:

o Based on your audience and goals, decide which marketing channels will be
most effective. Common channels include:
» Social Media: Platforms like Facebook, Instagram, LinkedIn, and
TikTok can help you connect with your audience on a personal level.
= Email Marketing: A powerful tool for nurturing leads, offering
promotions, and building relationships with existing customers.
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= Search Engine Optimization (SEO): Optimizing your website so that it
ranks higher in search engines, driving organic traffic to your site.

= Content Marketing: Blogging, videos, podcasts, and other forms of
content that provide value and engage potential customers.

= Paid Advertising: Pay-per-click (PPC) ads on Google, social media ads,
or display ads can help you reach a wider audience.

* Traditional Marketing: Flyers, direct mail, radio, and print
advertisements still hold value, especially in local markets.

Customer Acquisition Strategies

Customer acquisition is the process of attracting new customers to your business. The
strategies you choose will depend on your target audience, goals, and available resources.
Here are some customer acquisition strategies to consider:

Inbound Marketing

Inbound marketing is about attracting customers through valuable content and experiences
rather than pushing sales messages. The focus is on providing helpful information that
meets the needs of your potential customers. Tactics include:

o Content Creation: Develop blogs, articles, videos, infographics, or webinars that
provide solutions to your customers' problems or answer their questions.

e Lead Magnets: Offer something of value (e.g., an eBook, checklist, or free
consultation) in exchange for contact information. This helps build your email list
and convert leads into customers.

e SEO: Optimize your website and content so that potential customers can find you
easily through search engines.

¢ Social Media Engagement: Share valuable content on social media platforms, and
engage with your audience through comments, likes, and direct messages.

Outbound Marketing

Outbound marketing involves reaching out directly to potential customers through methods
like cold calling, email campaigns, or paid advertising. While it’s often seen as more intrusive
than inbound marketing, it can still be effective when done correctly. Some strategies
include:

¢ Cold Calling and Direct Sales: If your business relies on sales calls, ensure that your
messaging is tailored and relevant to the prospect. Personalize the conversation to
make the offer feel more compelling.

o Email Campaigns: Reach out to leads or prospects through email marketing. Make
sure your messages are targeted, personalized, and offer real value. Segment your
email list so you can send the right message to the right people.

o Paid Advertising: Invest in paid advertising to reach potential customers who might
not otherwise find you. Google Ads, Facebook Ads, and Instagram Ads allow you to
target specific demographics and interests.
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Referral Programs

One of the most powerful forms of customer acquisition is word-of-mouth marketing.
Encourage your current customers to refer friends, family, and colleagues by offering
incentives like discounts or rewards for successful referrals.

e Loyalty Programs: Reward existing customers for referring new ones. Loyalty
programs can incentivize customers to not only return to your business but also
bring in others.

e Partnerships: Team up with other businesses that share your target audience and
cross-promote each other’s services. This can help you expand your reach without
the need for heavy investment in paid advertising.

Networking and Events

Attending industry events, trade shows, and networking groups can be an excellent way to
meet new customers and build relationships. In addition to face-to-face interactions,
consider hosting your own events or webinars to educate and engage potential clients.
¢ Community Involvement: Sponsor local events, participate in charity drives, or host
seminars. Building a positive reputation within your community can lead to customer
referrals and brand loyalty.

Nurturing Leads into Loyal Customers

Acquiring new customers is just the first step—keeping them is where the real value lies.
Once you’ve acquired customers, it’s crucial to nurture the relationship to turn them into
repeat buyers and brand advocates. Here are some strategies to help:

o Provide Exceptional Customer Service: Ensure that your customers have a positive
experience with your business. Address any complaints promptly and exceed
expectations whenever possible.

o Follow-up Emails: After a sale, follow up with customers to thank them, gather
feedback, or offer additional products or services they may be interested in.

e Customer Loyalty Programs: Offer rewards or discounts for repeat purchases, which
will keep customers coming back and increase their lifetime value.

e Personalization: Personalize your marketing efforts to make customers feel valued.
Use their name in emails, recommend products based on past purchases, and
engage with them through social media or other channels.

Measuring Marketing Effectiveness
To ensure that your marketing strategies are working, it’s essential to track and measure key
performance indicators (KPIs). These metrics can help you understand what’s driving sales
and where adjustments may be needed.
e Customer Acquisition Cost (CAC): This is the cost of acquiring a new customer. It
includes the cost of your marketing campaigns and any associated expenses.
¢ Customer Lifetime Value (CLV): This measures how much revenue a customer will
bring to your business over the course of their relationship with you. A higher CLV
indicates a loyal customer base.
e Conversion Rate: This is the percentage of leads or visitors who take a desired action
(e.g., making a purchase, signing up for a newsletter).
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¢ Return on Investment (ROI): Measure the return on your marketing investments to
determine which strategies are providing the best results.

Conclusion

Marketing and customer acquisition are critical components of business success. By
developing a strong marketing strategy, utilizing the right acquisition tactics, and nurturing
your customer relationships, you can create a solid foundation for your business to thrive.
Consistently delivering value, engaging with your audience, and measuring your efforts will
ensure that your business attracts and retains loyal customers, leading to long-term success.
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Chapter 9: Finance, Bookkeeping, Tax, and How Your
Accountant Can Help You

Managing the financial aspects of your business is crucial to its success. Proper finance
management, accurate bookkeeping, timely tax filings, and the guidance of an experienced
accountant can all play a key role in keeping your business profitable and compliant with
legal requirements. In this chapter, we’ll break down the basics of finance and bookkeeping,
discuss the importance of taxes, and explain how your accountant can help you navigate
these complex areas.

Understanding Business Finances

To scale and run a successful business, you need to have a solid understanding of your
financial position. Proper financial management will help you make informed decisions
about spending, investment, and growth. Below are some important aspects of business
finance:

e Revenue: This is the total income your business generates from selling goods or
services. Tracking your revenue is vital to understanding how well your business is
performing.

o Expenses: These are the costs associated with running your business, including
overhead, payroll, inventory, utilities, and other operational costs. Properly
categorizing and tracking expenses ensures that you can identify areas to cut costs
and improve efficiency.

o Profitability: The difference between your revenue and your expenses is your profit.
Understanding your profit margins is crucial for setting prices and making decisions
that contribute to your business's long-term sustainability.

e Cash Flow: Cash flow refers to the movement of money into and out of your
business. Positive cash flow means you have enough funds to cover your expenses,
invest in growth, and handle unforeseen financial challenges. Managing cash flow
effectively is key to avoiding financial trouble.

The Importance of Bookkeeping

Bookkeeping is the process of recording your financial transactions to track your income and
expenses. Effective bookkeeping helps you understand where your money is going and
ensures that your financial reports are accurate. Poor bookkeeping can lead to costly
mistakes, missed opportunities, and even legal issues.

Key bookkeeping tasks include:

o Recording Sales and Purchases: Track your business’s income and expenses in a
clear and organized manner. This helps you monitor profitability and prepare for tax
time.

o Bank Reconciliation: Regularly comparing your bank statements with your books to
ensure everything matches up and that there are no discrepancies.

e Managing Payroll: Ensuring employees are paid on time and that the correct amount
of tax and superannuation contributions are deducted.

e Inventory Management: Tracking stock levels and costs, which is essential for
businesses that sell physical products. Poor inventory management can lead to lost
sales or increased storage costs.
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You can handle bookkeeping yourself or hire a bookkeeper to ensure that everything is
recorded accurately. It’s important to stay on top of this task to avoid tax penalties and to
make better business decisions.

Business Taxes in Australia

In Australia, businesses must comply with various tax obligations to avoid penalties and
ensure they are operating legally. Understanding your tax responsibilities and how to
manage them is essential for smooth business operations. Here are some key taxes you may
need to pay as a business owner:

e Goods and Services Tax (GST): If your business’s annual turnover is $75,000 or more,
you must register for GST with the Australian Taxation Office (ATO). GST is a tax of
10% on most goods and services sold. As a GST-registered business, you’ll collect GST
from your customers and pay it to the ATO, minus any GST you’ve paid on your
business expenses.

e Income Tax: Your business will need to pay income tax on any profits you make. The
income tax rate will depend on the legal structure of your business (sole trader,
partnership, company, etc.).

e Pay As You Go (PAYG) Withholding: If you have employees, you must withhold
income tax from their wages and remit it to the ATO under the PAYG system. You'll
also need to contribute to their superannuation.

e Superannuation: As an employer, you are required to contribute to your employees’
superannuation funds. The current minimum superannuation contribution is 11% of
their ordinary time earnings (as of 2025).

e Fringe Benefits Tax (FBT): If you provide non-cash benefits to employees (such as
company cars or loans), you may be required to pay Fringe Benefits Tax.

e Other Taxes: Depending on your business, you may also be liable for other taxes
such as payroll tax, capital gains tax, or specific industry-related taxes.

It’s important to keep accurate records and report all income and expenses, as the ATO can
audit your business if discrepancies arise. Additionally, tax laws and rates can change over
time, so staying informed and compliant is essential.

How an Accountant Can Help You

An accountant is a valuable resource for business owners. They can help you manage your
finances, ensure compliance with tax laws, and provide strategic advice for improving your
business’s financial health. Here’s how an accountant can help you:

Managing Financial Records

An accountant can help you maintain accurate financial records, ensuring that your books
are in order and your financial statements are accurate. This includes reviewing and
preparing balance sheets, income statements, and cash flow reports. Proper record-keeping
ensures that your business remains organized, which is essential for tax reporting and
obtaining financing.

Tax Planning and Compliance

29| Page
Starting a Small Business



One of the key benefits of working with an accountant is ensuring that you meet all your tax
obligations and optimize your tax position. An accountant can:
e Help you understand the taxes you are liable for.
e Ensure that you are taking advantage of any available tax deductions and credits.
e Prepare and lodge your business tax returns accurately and on time to avoid
penalties.
e Advise you on tax planning strategies to minimize your tax liability, such as deferring
income, claiming legitimate business expenses, and utilizing tax-effective structures
like family trusts or companies.

Business Strategy and Advice

Accountants are often more than just number-crunchers—they are business advisors. A
skilled accountant can provide valuable insights into your business’s financial health and
offer advice on how to improve profitability, manage costs, and scale effectively.
They can help with:

o Identifying areas where you could reduce costs or increase efficiency.

e Offering insights into pricing strategies and profitability analysis.

e Providing financial forecasts to help you plan for the future.

e Offering guidance on business structures to minimize taxes and liabilities.

Cash Flow Management

An accountant can help you manage your business’s cash flow, ensuring that you have
enough funds to cover your operating expenses while pursuing growth opportunities. They
can provide advice on managing working capital, tracking overdue invoices, and forecasting
future cash flow needs.

Helping You Choose the Right Accounting Software

There are a variety of accounting software solutions available to small businesses, and your
accountant can help you choose the one that’s best suited to your needs. Popular options
like Xero, MYOB, and QuickBooks allow business owners to manage finances, track
expenses, and produce financial reports. Your accountant can guide you in setting up the
software and using it effectively to keep your books accurate and up to date.

Helping with Business Valuations and Growth

If you're looking to sell your business, attract investors, or explore new opportunities, an
accountant can help with business valuations and strategic advice. They can also assist with
forecasting and assessing the financial viability of new projects or expansion plans.

Common Mistakes to Avoid in Business Finances

e Not Keeping Adequate Records: Failing to track and maintain financial records can
lead to missing tax deadlines, underreporting income, and losing track of expenses.

e Mixing Personal and Business Finances: Avoid the temptation to mix personal and
business finances, as it can complicate tax reporting and obscure the true financial
health of your business.
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¢ Ignoring Tax Deadlines: Missing tax deadlines can result in fines and interest. Work
with your accountant to stay on top of all important tax dates.

¢ Not Planning for Cash Flow: Even profitable businesses can fail due to poor cash
flow management. Always plan ahead and ensure that your business has enough
liquidity to cover day-to-day expenses.

Conclusion

Managing your business’s finances, bookkeeping, and taxes is essential to ensuring long-
term success. While it can be complex, an experienced accountant can help you navigate
these areas with ease, providing both tactical advice and strategic planning. With the right
financial management in place, you’ll be well-positioned to grow your business, remain
compliant with tax laws, and make informed decisions that contribute to your bottom line.
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Chapter 10: Preparing a Cash Flow Budget — How to
Plan and Manage Your Business’s Cash Flow Effectively

Managing cash flow is one of the most critical aspects of running a successful business. A
cash flow budget helps you plan for incoming and outgoing cash, ensuring you have enough
funds to cover expenses while keeping your business financially stable.

What is a Cash Flow Budget?

A cash flow budget is a forecast of your business’s expected income and expenses over a set
period (e.g., monthly, quarterly, annually). It helps you:

e Ensure you have enough cash to cover expenses.

¢ Identify potential shortfalls before they become a problem.

e Plan for seasonal fluctuations in revenue.

e Make informed decisions about investments, hiring, and growth.

Steps to Create a Cash Flow Budget
Step 1: Estimate Your Cash Inflows
List all sources of income, including:
¢ Sales revenue (based on realistic sales forecasts).
e Customer payments (consider payment terms and delays).
e Loans or capital injections.
¢ Government grants or subsidies (if applicable).
Step 2: Identify Your Cash Outflows
Include all business expenses, such as:
o Fixed costs: Rent, salaries, insurance, subscriptions.
e Variable costs: Raw materials, utilities, marketing, commissions.
e Loan repayments and interest.
¢ Taxes, superannuation, and other government obligations.
Step 3: Calculate Your Net Cash Flow
Net Cash Flow = Total Inflows — Total OQutflows
e Positive cash flow means you have more cash coming in than going out, allowing for
growth and reinvestment.
e Negative cash flow indicates a shortfall, requiring adjustments like reducing
expenses or securing short-term financing.

Managing Cash Flow Effectively

e Monitor regularly: Review your cash flow weekly or monthly to spot trends and take
action early.

e Speed up receivables: Invoice promptly, set clear payment terms, and follow up on
late payments.

¢ Control expenses: Identify non-essential costs and cut back where possible.

¢ Build a cash buffer: Keep an emergency fund to cover unexpected expenses.

e Use technology: Accounting software like Xero, MYOB, or QuickBooks can automate
tracking and forecasting.

Planning for Seasonal Fluctuations
If your business has seasonal income variations:
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¢ Save excess cash during peak months to cover slow periods.
o Offer promotions or alternative products/services to generate off-season revenue.
e Negotiate flexible payment terms with suppliers during quieter months.

Conclusion

A well-prepared cash flow budget helps you stay in control of your finances, avoid cash
shortages, and make smarter business decisions. Regularly updating and reviewing your
budget ensures your business remains financially stable and ready for growth.
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Chapter 11: Closing or Selling Your Business

As you grow your business, it’s essential to plan for the eventualities of either closing or
selling your business. Whether it’s a decision you make voluntarily due to changes in
personal circumstances, market conditions, or other factors, or it’s part of a longer-term
business strategy, understanding the process of exiting your business is key. This chapter
explores the considerations and steps involved in closing or selling your business in
Australia.

Knowing When It’s Time to Exit

Before diving into the logistics of selling or closing a business, it’s important to recognize
when it may be the right time to step away. Deciding to sell or close can be driven by
personal or business factors, including:
e Personal Reasons: This might include retirement, health concerns, a desire for a
career change, or family matters.
e Business Performance: Your business may be underperforming, making it hard to
maintain profitability. In such cases, closing or selling might be a strategic decision.
e Market Conditions: Economic downturns, market shifts, or increased competition
might make continuing to operate your business less viable.
¢ Opportunity for Sale: Sometimes, business owners may receive an attractive offer to
sell, especially if their business has grown in value or reputation.
Knowing the signs of when it’s the right time can help you prepare both financially and
emotionally for the transition.

Selling Your Business

Selling your business can be an exciting opportunity to capitalize on years of hard work and
investment. However, the sale process can be complex and requires careful planning. Here’s
an overview of the key steps involved:

Valuing Your Business

Before you sell, you need to know how much your business is worth. Business valuation
involves assessing various factors, including:
¢ Revenue and Profit: Look at your historical revenue and profit margins. Buyers will
want to know how much money they can expect to make.
o Assets: Assess the value of your assets, including physical property, equipment,
intellectual property, and goodwill (the reputation of your business).
e Market Trends: Research market conditions and industry trends to understand how
your business compares to similar businesses in the same sector.
You may want to engage a professional accountant or business broker to help you
determine the true value of your business and ensure you’re asking a fair price.

Preparing for the Sale

Once you’ve valued your business, it’s time to prepare for sale. This includes:
¢ Financial Statements and Records: Ensure that all your financial records are
accurate and up to date. Buyers will want to review your balance sheets, profit and
loss statements, and cash flow reports.
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¢ Legal Considerations: Check that all your legal paperwork, including contracts,
leases, and intellectual property rights, is in order. Any outstanding liabilities or
obligations should be addressed.

e Business Structure: You may need to restructure your business (if possible) to make
it more attractive to buyers. For instance, separating personal and business assets
could help clarify the sale process.

Finding a Buyer

You can find potential buyers through various channels, including:
o Business Brokers: Professional brokers can help you find buyers and guide you
through the sales process.
¢ Industry Contacts: If you’ve built a network in your industry, there may be
competitors or interested investors who are already familiar with your business.
¢ Online Marketplaces: There are websites where you can list your business for sale,
such as Business For Sale Australia or Seek Business.
It's essential to screen potential buyers carefully. Ensure they have the financial capacity
and experience to run the business successfully.

Negotiating the Sale

Negotiating the terms of the sale is crucial. You'll need to determine whether the sale is for
the entire business, including assets and goodwill, or if only specific parts of the business
(like intellectual property or inventory) are being sold. Key considerations in the negotiation
include:
e Sale Price: What will be the final sale price? Consider how the price will be paid
(lump sum, installments, or earn-outs).
e Terms and Conditions: Define the terms of the sale, such as any transition support
you may need to provide post-sale.
o Liabilities: Decide whether liabilities like debts and legal obligations will be
transferred to the buyer or retained by you.

Finalizing the Sale

Once a buyer is found and the sale terms are agreed upon, the final step is formalizing the
sale through legal contracts. It's important to engage a lawyer to draft the sale agreement
to ensure that both parties are protected and that all obligations are clearly outlined.

Closing Your Business

If selling your business isn’t an option, or if you choose to close your business voluntarily,
the process involves several key steps to wind down operations and meet your legal
obligations.

Notify Relevant Authorities

You must inform the Australian Taxation Office (ATO), the Australian Securities &
Investments Commission (ASIC), and other relevant authorities about the closure of your
business. This includes deregistering your business name, cancelling your ABN (Australian
Business Number), and closing your GST registration if applicable.

Resolve Debts and Liabilities
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Before closing, you’ll need to settle any outstanding debts and obligations. This may include:
e Paying off creditors and suppliers.
o Settling employee wages, leave entitlements, and superannuation contributions.
e Paying any final tax obligations, including GST, income tax, or PAYG (Pay As You Go)
withholdings.
You’ll also need to cancel any business licenses, insurance policies, and leases.

Liquidating Assets

If your business owns physical assets such as equipment, inventory, or real estate, you may
need to liquidate them to pay off debts or distribute the proceeds among stakeholders.
o Sell Assets: You can sell your assets to raise money to cover outstanding liabilities.
o Distribute Proceeds: If there are profits from the liquidation, distribute them
according to the ownership structure of your business (sole trader, partnership,
company, etc.).

Finalizing Legal and Financial Affairs
Engage a lawyer to help you formally close contracts with customers, suppliers, and
employees. They can also help ensure that all legal requirements are met for dissolution.

Tax Implications of Selling or Closing Your Business

Both selling and closing a business come with tax implications that need to be carefully
considered:
e Capital Gains Tax (CGT): When selling a business, you may be subject to CGT on the
sale of assets or goodwill. Your accountant can help determine if you're eligible for
CGT concessions or other tax relief.
e GST: If you're selling a business that is registered for GST, you may need to pay GST
on the sale, depending on what assets are sold.
o Unpaid Tax Liabilities: If you’re closing a business, make sure all your tax returns are
filed, and that any outstanding liabilities are paid to avoid future penalties or interest
charges.

Considerations for Employees

If you have employees, you’ll need to follow proper procedures to terminate their
employment, including providing notice, paying out any outstanding leave, and complying
with any redundancy entitlements. You must also ensure that any superannuation
contributions are up to date.

Conclusion

Closing or selling your business is a significant step that requires careful planning and
thoughtful decision-making. Whether you’re looking to sell for financial gain or close due to
personal or business reasons, understanding the processes and legal requirements involved
is key to a smooth transition. Working with professionals such as accountants, business
brokers, and lawyers can help ensure that the exit process is handled efficiently and that
you’re able to maximize the value of your business, or wind it down responsibly.
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Resources

There’s a lot of great information for small businesses out there.

Business.gov.au https://business.gov.au/guide/starting?section=Beforeyoustart

Each State and Territory has their own business support.

Business SA https://business.sa.gov.au/information/start-a-business
Business NSW https://www.businessnsw.com/

Business Queensland https://www.business.qgld.gov.au/

Small Business WA https://www.smallbusiness.wa.gov.au/
Business Victoria https://business.vic.gov.au/

Business Tasmania https://www.business.tas.gov.au/

Northern Territory Business Centre https://business.nt.gov.au/

Starting a Small Business
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End words

If you found this book helpful, please share it with others.

All the best with your journey and remember, I’'m here to help if you need me.

Fairuz Azli Fairuz.Azli@sheridans.net.au

Accountant for Psychologists

Sheridans Accountants and Financial Planners

593 ANZAC Highway, Glenelg, South Australia 5045
www.AccountantforPsychologists.com.au www.Sheridans.net.au
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