
Focus On Value Not Prices! 

Consumers of 

everything from 

retail products to 

business services 

are becoming 

more and more 

value conscious as 

a result of the 

economic down-

turn. This has put 

downward pres-

sure on prices 

which has resulted in many businesses cutting prices 

in order to remain competitive and maintain market 

share. 

The customers of your business are in a money-

saving mood but they aren’t willing to sacrifice on 

quality. This presents business owners with a new 

challenge – to maintain a quality product or service 

but offer more value to customers at the same time. 

Your business can take advantage of this focus on 

quality by minimising price reductions and instead 

offer more “value added” to customers. Since cus-

tomers today are more focused on value for money 

you must make them feel like they have got more 

“bang for their buck”. 

Take a management consultancy firm as an example. 

Instead of reducing their prices, they could offer 

more “value added” services 

free of charge to customers by 

offering a free 2-hour business 

strategy health-check. This 

health check could consist of a 

review of the current business 

plan, as well as sales and mar-

keting activities with a report 

being developed showing the 

business which areas to focus 

on throughout the rest of the year. 

The customer has now received extra value for the 

same price that they paid last year. The customer 

now feels that they have received value for money 

and the consultancy firm has managed to avoid cut-

ting prices. Therefore the business and the customer 

benefit from the value-added approach. 

COLLECTING TAX DEBTS 

THROUGH PAYE 

 
 
 
 
 
 
 
 
 

Over recent years HMRC has 
concentrated its debt collec-
tion resource, of necessity, on 
high-value debts. Unsurpris-
ingly, say HMRC, this has 
led to a considerable increase 
in the number of small debts, 
particularly those less than 
£1,000 in value. The low 
value of each individual debt 
makes it inappropriate in 
most cases to take action to 

enforce these debts. Good 
news then you will say! 
 
However, the result of all this 
is that more tax debts will be 
reflected in your Code Num-
ber used by your employer. 
Specifically the intention is to 
increase the maximum 
amount that can be coded out 
from £2,000 to £3,000 which 
will clearly ensure that more 
people with small debts can 

benefit from this collection 
method, and HMRC can di-
rect its resource towards 
those who deliberately 
choose not to pay tax.  
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Update Your Business Plan 

Most busi-
nesses create a 
plan at the start 
of each year 
which outlines 
where the busi-
ness is today, 
what happened 
last year and 
where they 
want to be at 

the end of the year. As we approach the end of 
Quarter 2, 2011, it is time to pull out the business 
plan and update it. Every business prepares 
monthly accounts, but what about a monthly or 
even quarterly update to the firm’s strategic plan?  

 

Constantly updating your business plan ensures 
that your long term plan is always up to date and 
can be adapted as new issues arise. Furthermore, 
it ensures that those in management are always 
creating new goals and objectives which can be 
managed and tracked. 

 

Is it time to expand your business? This may not 
necessarily involve hiring more staff or taking 
over competitors. It could just as easily involve 
the introduction of more products and services, 
making your business national/international or 
simply beginning to target new market segments. 

 

The important thing to remember when updating 
your plan is the fact that it will never be final or 
finished. The world of business is constantly 
evolving as markets grow, currencies fluctuate 
and supply/demand levels change. As a result, 
your business plan is an ongoing exercise.  
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BUSINESS PLANNING 



Calling All Restaurant Owners 

 
 

 
 

 

 
 

 

 
 

 

 
HMRC has announced the use of specialist teams to focus on particular trades 
and areas in the near future. The first such task-force will focus on the restau-
rant trade, targeting those in London to begin with and soon also covering Scot-
land and North West England. This new approach is clearly an attempt to use 
HMRC’s resources more effectively in their continuing quest to collect more tax 
(not forgetting of course that their real role is to make sure a taxpayer pays the 
right amount of tax – no more and no less). 
  

The danger is a possible gung ho approach which makes unwarranted assump-
tions. If you are in this trade we really should be having a good look at your 
business records to be ready to ward off any HMRC attack by making sure all is 
well and that HMRC do not in their haste come to the wrong conclusions from a 
cursory examination of your records  

Surviving Tough Times 

All the economic 
indicators tell us that 
for the remainder of 
2011 we are looking 
at some tough trad-
ing times. In that 
regard, we have pre-
pared a “Business 
Checklist” which we 
hope you will find 

useful as you look at ways to keep your 
business successful in this environment. 
Please review the ideas we have presented 
and talk to us about how we can help you 
with their implementation. We have 
helped a number of clients recently to con-
trol their costs and maintain their revenue 
base.  

 

 

Windows 8 Already 

According to Microsoft, more than seven copies of Windows have sold each 
second since the launch of Windows 7 in October 2009. Unsurprisingly, given 
the popularity of the Windows operating system on home and business PC’s, 
Microsoft is already developing its replacement, 
Windows 8. 

So what can we expect from the next upgrade to 
Windows? Apparently Microsoft has taken the les-
sons it learned from the Xbox and Microsoft Office 
and applied these concepts to Windows 8. Various 
technology news sources are suggesting that the 
new operating system will be optimised to work on 
tablets as well as traditional PC’s. This is in re-
sponse to the increasing popularity of tablet computers since the launch of the 
Apple iPad. 

Visually, Windows 8 will be similar to Windows 7 but will likely come with a 
Microsoft Office-style ribbon menu system. We will have to wait until the offi-
cial launch of Windows 8 to make an informed comparison of the advantages of 
the new operating system over Windows 7. The launch of Windows 8 is likely 
to be in 2012. 

The big question for businesses is of course whether to invest in Windows 7 or 
postpone computer upgrades until Windows 8 arrives. Given that Windows 7 
has now proven itself as a stable, secure and reliable operating system, many 
businesses may choose to stick with Windows 7 and wait until Windows 8 has 
been around for a year or two (and all the bugs / glitches are sorted out).  It is 
also worth considering that many offices still use Windows XP Professional and 
a jump to Windows 8 may require some training sessions for staff as well as 
upgrades to servers and network software. 

Useful tip: Once you have changed the view in a folder to the way you like it, 
click Tools\Folder Options\View\Apply to all folders  

1. Review your budget and set realis-

tic and achievable targets for 2011. 

2. Get rid of won’t pay customers 

3. Review debtors list and chase up 

overdue invoices 

4. Offer existing debtors extended 

payment terms 

5. Make sure your terms of business 

contain explicit payment terms 

6. Assign responsibility to one indi-

vidual for invoicing and collections 

7. If appropriate, review banking 

facilities and discuss future needs 

8. Put extra effort into making sure 

your relationship with your better 

customers are solid 

9. Review and flow-chart the main 

process in your business and chal-

lenge the need for each step 

10. Encourage staff, sit down and 

brainstorm about efficiencies and 

cost reduction 

11. Review your staffing needs over 

the next 12 months and make weak 

or unnecessary individuals redun-

dant now 

12. Get your members of staff involved 

in a discussion of likely trading 
conditions and get their input on 

reducing costs and maintaining 

revenues 

13. Review efficiency of business proc-

esses and consider alternatives such 

as outsourcing locally or overseas 

14. Pull everyone together and explain 

the business strategy and get their 

buy in 


