
 

 
 
 
 
Hi everyone, 
 
I hope this IF News finds you well and here is to a better 2021 financial year. 
 
This newsletter has a variety of information on it from tax rate changes for next year, dates for the next 
business camp, to media reporting and how they report what they want to report, to 11 ways to get 
through tough times, to some business tips.  
 
Please enjoy and pass the newsletter onto friends, family & business associates. 

 

What’s Changing on 1 July 2020 

 Company tax rate reduces to 26% for base rate entities. 

 Cents per km rate for work-related car expenses increase to 72 cents. 

 Expected reforms to allow 66 and 67 year olds to make voluntary superannuation contributions 
without satisfying the work test. This reform is not yet law. 

 Age limit for making superannuation contributions to your spouse increases from 69 to 74. This 
reform is not yet law. 

 For those 67 and under, reforms will enable you to use the ‘bring forward rule’ to make up to 
three years of non-concessional contributions. That is, you can make non-concessional 
contributions of up to $300,000 from the 2020-21 financial year. 

 

 
 
 



 

The next Global Business Camp Event 
 
We have now booked 19 – 21 July 2021 with The Hilton. It is from Monday – Wednesday and is outside 
the school holidays of all the States and Territories. We believe those dates work.  
 
July 2021 gives everyone the time to recover from the repercussions of Covid-19 and get back to some 
normality within their business and personal life. 
 
So please lock in 19 – 21 July, 2021. We would love to see as many of you there as possible. 
 
Please tell as many friends, business associates and family about the business camp and try to get them 
there with you. We are so looking forward to catching up with you even though it is a little while away.  
 
Interesting thought - The investment for the course over 365 days is about a coffee a day. Please speak 
to us about the event. It is also 100% tax deductible. 

 
Media Reporting 
 
Did you know that on the 11th of June the stock market in Australia lost more than $50 Billion dollars in 
value?  You may not.  
It was reported on page 14 in a 1/6th, ½ page column in the Herald Sun.  
 

 
 
 
At least the Financial Review had it in a small 1/6th column, 2 paragraph section on the front page, but 
still not a headline by any means!   
 



 

 
 
The Australian at least made it a larger bold headline on page 13. 
 

 
 
Property values aggregated nationally report a 0.5% reduction over 3 month period and it is a front-page 
headline, prop-ar-geddon doom and gloom, crash, end of the property market as we know it……… (Until 
the following week when the headlines are property boom!) 
This is a classic example of why investors should follow the analysis, research and data, not the 
newspaper or media! 
 



 

The same thing happens with business and business confidence. The media are looking to make money 
and the more confusion and negativity they can create, the more people look at the media. Therefore, 
making them more money. 
 
Why is the media filled with disaster, corruption and incompetence? As professor Tom Stafford stated – 
“It may be because we as people are drawn to depressing stories without realising”. 
 
If you are interested in our Property Advisory Service please go to our current IFP Advisory newsletter 
which is at www.ifpadvisory.com.au and also speak to us.    
 

 

11 Ways to Get Through Any Tough Time in Business. 
 
I have experienced a lot of tough times in business and I've certainly helped a lot of businesses to get 
through tough times as well. From these experiences, there are eleven absolutely non negotiable things 
that have continually proven to be the most helpful to get through and actually come out the other side 
in better shape. 
 
 
 
1. Don't make things worse by doing nothing, we must ACT. 
 
Whenever you see a disaster looming, the single most important thing to do is take action. Sometimes 
we can be a little like a deer in the headlights, not quite believing what is going on, frozen on the spot. If 
we do not leap into action, things will always get worse and they will get worse quickly. 
 
2. Deal with facts not fiction. 
 
In the middle of a tough time it is really easy to start freaking out based on "what could be" as opposed 
to what actually is. It is vital to get all of the information about what is going on and to only deal with 
facts. Most of the things we worry about never actually happen, so don't let your imagination get ahead 
of the reality of the situation. 
 
3. Always maintain your relationship with your existing customers. 
 
What we have seen, when times are tough, many businesses actually stop servicing their existing and 
loyal customers. A depressed mood descends on the business and this in turn affects customer service. 
That's why businesses in this negative space lose far more customers than they should, which of course 
only makes matters worse. Now is the time to build amazing relationships with each and every customer 
you are fortunate enough to have. You need to be constantly communicating with your customers, 
engaging them, finding out what is going on in their world and most importantly of all, becoming very 
clear on what your customers need from you. Be proactive – call them, e-mail them, send them 
newsletters, be social media minded etc. 
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4. Use this situation to rethink your business. 
 
Tough times are an opportunity to make hard decisions about what is working and what is not. This is 
the perfect time to stop and really reflect on your business and make the changes that deep down you 
know you need to make. 
 
5. It is time to get out and chase business. 
 
Just as we can stop servicing our clients during tough times, business development can also stop. As 
hard as it may be, when times are tough, you have to ramp up your business development. Winning a 
few new projects, or finding some new clients might just prove easier than you think and it will go a long 
way to making you feel better. Remember, most people out there have stopped doing business 
development. 
 
6. Be careful whom you spend your time with. 
 
One of my favorite sayings is that "if you associate with people that are negative and don’t put the effort 
in you become like them. You lower your standards to fit in”. Those people who are negative all the time 
only ever focus on what they haven't got as opposed to what they have. Don't let yourself get caught up 
with them. Find the positive, proactive and energetic business owners who are too busy getting on with 
it to get caught up with misery brigade. 
 
7. Be prepared to try "NEW Things and Ideas". 
 
When what you are doing isn't working it makes sense to try something different. This sounds logical, 
but I have seen many businesses slowly go broke because they kept doing the same thing, right to the 
end. We have to be prepared to do new things, try ideas outside of our comfort zone and look to other 
for advice. 
 
8. Invest in your business. 
 
This is the very best time to invest in your business. It is time to make your building look more appealing, 
upgrade your website, come up with a new corporate image, more marketing, train your staff, invest in 
new technology and really anything else that will make your business look more impressive and run 
more impressively. What can you do to stick out from the crowd? So many businesses are doing nothing 
at the moment. It is the ones that take action, invest and keep trying that will succeed long term.  
 
9. Invest in yourself. 
 
Just as I believe that it is an important time to invest in your business it is also an important time to 
invest in yourself. This means learning new skills through books, seminars, online training, mentoring, 
coaching, really whatever it takes. To do this you need to invest time and money. Speak to us about our 
Global Business Coaching program and Test Drive it for FREE for 4 Weeks. You have nothing to lose and 
so much to gain. 
 
 
 
 



 

10. Find someone to mentor or coach you (look at our Global Business Coaching offer). 
 
Be totally honest with them, tell them the problem, exactly how bad it is and what help you need. They 
can't be expected to take on your problem, but having them to talk to, and to offer advice on how they 
got through their own challenges could just prove invaluable. 
 
11. Learn from the experience. 
 
Most business owners are really good at beating themselves up for things that go wrong. It is better to 
take a step back and learn from the experience. What would you do differently next time? What were 
the clues that you should have picked up on? What are you going to do to make absolutely certain that 
this never happens again? If we do not learn we will make the same mistakes again. 
 

Some Awesome Business Tips 
 

 
 
 
 
 
 
 
 
 



 

Lifetime Value of a Customer 
 
Businesses need to ensure that there is ongoing education of their team on the lifetime value of a new 
customer. 
 
Customers represent repeat business and repeat business equals profit. Businesses need to install 
appropriate systems so every customer becomes a lifetime customer. 
Tip - Many businesses find that, with good service, a customer will stick with them for 7-10 years. If you 
assume that the lifetime value of a customer is 7 years on average, multiply the average sale by the 
number of times you expect to see the customer each year, and then multiply the projected annual sale 
by the number of years expectancy for ‘lifetime value’.  This will give you an idea of what the customer’s 
potential worth is to your business. 
 
The calculation therefore is: 

Average sale x Number of times deal with us per year  
= Projected annual sale x Number of years expectancy  

= Lifetime value 
 

One of the most effective ways of marketing your business is to increase the number of visits your long-
term customers make to your business. This will add to the lifetime value of your customer. 
 
To develop lifetime value of customers, you could consider the implementation of a referral system, 
where current customers are encouraged to refer new people to your business, with an appropriate 
incentive being given to the referrer. This could be a ‘lucky weekly prize’ or a discount on a product in 
your business. 
 
How do you develop lifetime customers? 
 

1. Improve your referral system. 
2. Create outstanding service to all customers to encourage them to become lifetime customers. 
3. Create a database of customers and offer them outstanding service. 
4. Keep improving your level of service. 
5. Offer special events and promotions to your customers. 
6. GO THE EXTRA MILE! 
7. Get them to say “WOW!” 
 

Talk to us about how we can help you develop your lifetime customers. We have helped many 
businesses work on this within their businesses. 
 
Do You Offer legendary Customer Service 
 
Tip - “Legendary customer service” will set you apart from your competitors.  One of the key aspects of 
“legendary customer service” is to offer consistency.  You are not offering consistent customer service if 
your business’ reaction with customers is outstanding one day and average the next.  The key issue is 
that your customers should know what they can expect from your business - a “consistent outstanding 
service”.  
 



 

The owners and leaders in any business have a very important role to play in the development of the 
cultural environment within the business, whereby legendary customer service will be offered. The 
senior people in the business need to behave how they want the frontline staff to behave and how they 
want their customers to be treated. Management and sales people need to get closer to customers in 
order to understand their needs. 
 
Recruitment is a very important aspect of offering “legendary customer service”. Businesses need to 
choose people with the right attitude. Attitude is more important than skills as skills can be taught, 
whilst it is very difficult to teach attitude. Businesses need to clearly identify the ideal service they 
want to supply to customers which will meet the customers’ needs. You then need to develop the 
right culture within your organisation to ensure that an outstanding level of service is supplied every 
day. All team members need to be attentive to customers’ needs and focus on the customers’ 
requirements.   
 
You should empower the front line staff to make decisions to ensure the business is able to offer 
outstanding service every day, so that the business does indeed offer “legendary customer service”.  
This will set your business apart.  
 
We have a number of customer service training programs we can work through with you and your 
team.  

 

In closing at this stage 
 
If you have any queries regarding any of these matters, please do not hesitate to contact us directly.  
 
Please remember that referrals are very important to us. If we have done a good job for you, the best 
compliment that you can give us is to refer us to someone that needs accounting, tax and business 
advice/work completed. Therefore, if you know of anyone who needs our service, please do not 
hesitate to pass on our details. 

At this stage we will sign off. Remember we are only a phone call away when you need something. Even 
when you are not sure if we can help or you believe we cannot help, please still call us. You will be 
surprised in the areas we are able to help you with. 

From all of us at Indigo Financial, stay safe. 
 

 

 


