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Last time round……

We learnt a lot about the power of the internet at our last meeting and how it can be put to effective use in your business.

Tim Roberts of ICOM gave a very powerful presentation and warned of the dangers of trusting consultants who talk the

talk but don’t provide customer examples and case studies.

It is clear that the terminology has moved on in terms of the internet and the need to blog, tweet and poke in respect of

business is best considered with the help of an experienced team. Other internet providers are available but ICOMwould

be a good place to start; www.i-com.net. ICOM are a client of DSG and are an owner managed business.

Your next meeting

Your next meeting will take place on Tuesday 15th September in the Brian Labone Suite at Goodison Park.

Kick-off is 7.45am for an 8.15am start and there will be a choice of bacon, sausage or egg butties on offer.

Themeeting revisits the theme of a year ago and looks at the importance of understanding profitability andworking capital

management. In a period when every sale is vital, should you be selling at any price? Quite simply, the answer is yes, or

no! It depends on your business, the pressures of the bank, the demands of customers and the way in which your business

is financed to name but a few considerations. We will also take a look at the dangers of trading whilst insolvent and how

to tell if you are.

To reserve your place, simply e-mail Sue Gallagher at spg@dsg.uk.com

If you have any matters that you would like to see covered in the next newsletter or future meetings of the Business

Owners’ Club, email Sue Gallagher or your usual DSG contact.
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Introduction

Welcome to this, the summer 2009 issue of the DSG Business Owners Club
newsletter. The weather appears to be as uncertain as the economy; just when
you think we are going to have a period of settled sunshine, the storm clouds
gather and the rain sets in. At least we are one up in the Ashes!

Even for those businesses which are seeing increases in trade, and there are
some, they have issues to face such as lack of credit insurance cover for
customers, increased payment pressure from suppliers and for those trading with
bank facilities, continued nervousness.

One of the most important messages for all businesses is to ensure that
management reporting systems, however simple or complex, are delivering timely
and accurate management information. This is key to keeping track of current
trading results and the working capital position. Working from the bank balance
or latest sales figures is not enough to give you, the business owner, the
information you need to make the right decisions at the right time to successfully
trade through this period of uncertainty and avoid unnecessary surprises. In this
issue, we look at the importance of establishing your key performance indicators
(“KPIs”) for your business.

We also consider whether or not this is the time to sell your business or whether,
given the resources, you should be considering making an acquisition. Recent
experience suggests vendor expectations remain high and many are deciding to
trade on through rather than sell for a reduced, albeit realistic, value now. ‘Word
on the street’ is that those deals that are being discussed now are seeing an
increased element of deferred consideration on offer to counter the prospect of
reduced trading levels moving forward post acquisition but also to cover the gap
in funding currently being experienced.

Enjoy this latest issue of the newsletter and if you have any comments or
feedback, or would like to attend the next meeting, please do not hesitate to

contact Sue Gallagher on 0151 243 1230 or spg@dsg.uk.com.
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