
Allan, Leanne, Rebecca
and their Teams

wish you all a very Merry Christmas 
and best wishes for the New Year.

Please note that our offices will close
at 3pm on Friday 21st December 2012

and re-open
at 8am on Monday 7th January 2013

Calculating Thoughts
(the newsletter service of Sadler Oakly Newman, Chartered Accountants, Masterton)

Be sure to read each article with the mindset “How this 
could apply to our business”.

Thinking of it that way will guarantee that you get the best 
value.  Share the newsletter with staff and colleagues.

To really make sure something positive happens talk to 
us for that special piece of advice that will manage and 
grow your business ideas.
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The IRD just released their annual Compliance 
Focus document for 2012-2013 to ‘help you get 
it right’.  It outlines how Inland Revenue will fo-
cus its energies to net the correct amount of tax. 

This year their focus is on: 

1. Receiving the right information at the right time.   If 
your circumstances change remember to let us (and the 
other necessary government agencies) know.  Also 
make sure you have the right amount of tax deducted at 
source and if you’re an employer that you’re deducting 
the right amount of tax from payments you are making.

2. Filing and paying on time. If you think you’ll be unable 
to meet your tax obligations let us know as soon as pos-
sible so we can work with the IRD to manage your situa-
tion.

3. Paying and receiving the right amount. IRD are fo-
cusing on individuals who try to reduce their tax liabilities 
or increase their entitlements to tax credits.

4. Providing confidence and certainty. The IRD are try-
ing to clarify what they expect from taxpayers and pro-
vide more information - so keep an eye out.

The IRD has implemented several campaigns to educate 
the community and minimise accidental tax avoidance. 
They’re also forging better relationships with external agen-
cies, strengthening reporting systems and encouraging 
open communication to proactively influence voluntary 
compliance.

IRD Compliance Focus 2012/2013
Taxes fund over 80% of government programmes and ser-
vices, including education, healthcare and policing so it’s in 
everyone’s best interests to get it right. 

The IRD state that taxpayers ‘can have greater confidence 
that they are paying the right amount of tax when the ad-
vice and support their tax agent provides is based on com-
plete information.  Recent research shows a clear correla-
tion between the use of tax agents and increased voluntary 
compliance, particularly when the tax agent belongs to a 
professional organisation.’ 

So if you think this may affect you, give us a call.

For details on the changes occurring 
at Sadler Oakly Newman see page 2 è
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Changes at Sadler Oakly Newman Limited 

From 31 December 2012 Sadler Oakly Newman will be restructured.  The directors have enjoyed many success-
ful years in partnership together and are now looking forward to fulfilling their own visions and aspirations for their 
accountancy practices.

Allan Newman will resign as a director of Sadler Oakly Newman and continue to practise from new premises at 
444 Queen Street, Kuripuni.  Allan will continue to provide his clients with existing and new services and systems.
Allan’s new contact details will be available shortly; until then he is contactable through his existing Sadler Oakly 
Newman details.

Leanne Southey and Becks Sayer will continue to practise together from their existing premises at 2 Church 
Street, Masterton.  Leanne and Becks will continue to provide their clients with existing and new services and 
systems. Other than a change in name all contact details remain the same.

Any changes to Allan’s clients’ trusteeships through Sadler Oakly Newman Trustees Limited and Academy Trus-
tees Limited will be separately communicated to those affected. All other trusteeships are unaffected other than 
Allan resigning, in time, as a director of these companies.

We would like to assure you of the continuity of our professional services and support of each other in making 
these changes.  Please do not hesitate to contact one of us should you have any questions.

Say ‘thanks’
for references

RECENTLY, a tax consultant 
wanted to expand her business 
so she asked her customers for 
references.
She said she was planning to 
do a mail-out within the next 
week or so. This put an ele-
ment of urgency into the re-
quest. It stimulated prompt re-
sponses. Many people have 
good intentions and they never 
get round to doing anything 
about them.

An accountant who supplied a 
reference received a package a 
week or so later. It contained 
some chocolate-coated cara-
mel macadamia nut biscuits. 
There was also a little hand-
written note on a thank you 
card:  ”Enjoy these biscuits with 
your next cup of coffee,” it said. 
“I couldn’t wait to put on the jug, 
they looked so tempting,” said 
the accountant.
Want to expand your business? 
Get your website running, get 
some powerful testimonials and
say thank you for them.

Are you replaceable?
If something serious were to happen to you (or a key 
person in your business), would you be replaceable? 
Identify how critical you are to the success of your busi-
ness:

c Are you involved in daily activities important to your business’ success?

c Do you wear multiple ‘hats’ within the organisation?  Are you responsi-
ble for more than one important business function?

c Are your core functions and tasks documented?  Could someone easily 
take over?

c Is anyone else currently trained in your core functions and tasks?

c How many hours do you spend working for the business each week? 
Would someone else commit to the same hours and remuneration?

c Does anyone else deal with suppliers and creditors?

c Are you the key link to your customers? Will they trust someone else?

c Have you given personal guarantees to support business loans and/or 
services  e.g. leases?

c Is the success of your business reliant on your passion and drive?

If you ticked any boxes then you’re important to your business’ success and 
survival.  It is vital to ensure you have a key person risk management plan in 
place to manage the financial risk that your business and your personal 
wealth could be exposed to.

Don’t hesitate to contact us 
should you wish to discuss your risk management plans.
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Trials Without Tears

The Department of Labour recently 
completed research into just how 
successful trial periods are proving 
for both employers and employees.

Research established that about 
60% of employers had used trial 
periods and they proved equally 
popular with SMEs and larger em-
ployers.

Of those who 
hired under a 
trial period, 
40% wouldn’t 
have done so 
otherwise -
and yet 80% 
of all employ-
ers retained employees who were 
on a trial period.

Trials have been particularly benefi-
cial for younger, inexperienced 
workers and those unemployed for 
some time.

70% of employers plan to use 
trial periods going forward to 
minimise risk:

• To be sure of the employee’s 
skills before commitment 

• To be sure the employee also 
fits the workplace culture 

• To avoid incurring costs if staff 
are in fact unsuitable for the job

It’s clear trial periods are providing 
a win-win solution for employers 
and employees, while helping cre-
ate thousands of jobs.

How long would your business 
continue if you weren’t work-
ing in it? 

Did you know that 97% of New Zea-
land businesses employ less than 
19 people and 64% of those busi-
nesses are one man bands?  This 
means a lot of weight on your shoul-
ders as a business owner.  This is a 
risk - a human capital risk - and it 
needs to be managed.

The loss of a business owner or key 
person may lead to a reduction in 
sales, a reduced gross margin as 
productivity falls and extra opera-
tional expenses as the business 
meets the cost of replacing them. 
This loss in profit could seriously 
affect cash flow and potentially 
cause business failure.

‘The effects of losing a key per-
son are often predictable.’ Ce-
cilia Farrow, CEO of risk manage-
ment specialist organisation Triple-
jump (www.triplejump.co.nz).

Loss of revenue. If the key person 
generates revenue and can’t be 
replaced immediately with someone 
capable of maintaining customer/
clients relationships, income will 
decline.  Declining revenue may 
result in pressure to meet the busi-
ness’ financial obligations.  Inability 
to service debt obligations will put 
your business at risk and potentially 
your personal assets - if you have 
personal guarantees.

Minimise exposure to Human 
Capital Risk:

1. Determine the likely financial 

effects caused by the loss of a 

key person (change to revenue, 

costs and profit).

2. Develop a response plan to mini-

mise those effects.  Your contin-

gency plan must tackle the worst-

case scenario for your present 

situation.

3. Engage a specialist!

Key Person Protection insur-

ance provides a business with funds 

to manage the financial risk arising 

from death or disablement of a key 

person.

The appropriate type and level of 

cover should be assessed for your 

unique business needs.  If struc-

tured correctly, it will minimise both 

your business and personal risk, 

giving you the greatest chance of 

surviving a crisis in a timely and 

orderly manner.

Key Person Protection

FYI...
Insolvent: A situation in which a 
person or business is unable to 
pay off their debts even if all their 
assets are liquidated.

Solvent:
The state of a company which is 
able to meet all its debts as they 
fall due.

The Tip for the Month - Netiquette

Know the limits of email. If a client or business associate emails you 
with a particularly detailed request, asking for important advice or with 
an unhappy tone, ask yourself: is it best responding by email?

Picking up the phone and calling the client will better determine the 

issue at hand and provide you the chance to offer a prompt solution -

saving you both time and energy.  It’s also a great opportunity to see 

how they’re going and if you can help them with anything else.



An Important Message
While every effort has been made to provide valuable, useful information in this publication, this firm and any related suppliers

or associated companies accept no responsibility or any form of liability from reliance upon or use of its contents.
Any suggestions should be considered carefully within your own particular circumstances, as they are intended as general information only.

OFFICE NEWS

Page 4

Casual Fridays
You may have noticed that 
Fridays at SON are now cas-
ual dress days.  We believe 
this a good lead into the week-
end and is positive for morale.

Website
Our website has not been 
showing recent news articles 
as we have been promoting 
the software packages avail-
able for your business.  Check 
it out and give us a call if you 
would like more information.

Business House Sport
SON have joined in the Busi-
ness House Sport this year.

The Bowling Team of Carissa 
Price, David Castles, Monica 
Hobbs and Kirsty Tunnicliffe 
have had a lot of fun compet-
ing with the other businesses.

Southey Team
Carissa Price, played in the 
Wanganui Open Tournament 
and is only in  her second year 
of croquet.  She took the major 
spoils in the B Grade Cup and 
has lowered her handicap from 
18 to 10 this season.

Employment
Agreements Are A Must
A recent ERA ruling further proves how vital 
employment agreements are.   An employee 
was awarded $3,000 after the ERA ruled that 
she had been unjustifiably disadvantaged 
through lack of an employment agreement.

Order of events:
In 2008, the employee accepted an advertised 
role offering 25 hours per week with flexibility and 
potential for 40 hours during peak times.  A year later, the employee re-
quested more hours and the role expanded.  After 6 months, the extra work 
was reduced along with the employee’s hours.

The employee claimed that she then verbally applied for, and accepted, a 
vacant full-time position at the company.  One of the employer’s three direc-
tors later stated there was no offer of a full-time role, no documentation con-
firming the alleged appointment and no staff announcement.  In addition, he 
said that he lacked the authority to make such an appointment and was only 
able to adjust hours.

Down the track the amount of work declined and the employer reduced the 
employee’s hours. She resigned and raised a personal grievance.

The verdict:
It was decided that the employer acted without good faith by not providing an 
employment agreement.  Had it done so, confusion surrounding the em-
ployee’s hours could have been avoided.  This in turn might have prevented a 
further finding to the employer’s disadvantage relating to reduction in the em-
ployee’s working hours (for which compensation of another $7,000 was 
awarded).

Where an employee is not covered by a collective agreement, the law re-
quires an individual employment agreement to be in writing.  This promotes 
greater certainty and trust - which can only be a good thing.

Think before signing up for ad promotions

A SALESMAN from the local newspaper rings and invites you to take an advertisement “in our special XXX supple-
ment”. Should you pay for an ad?

• If this promotion fits within your marketing plan (and you should most certainly have one if you’re trying to promote 
your business), yes. 

• If taking part will promote your image as someone who cares about your community, such as being seen to support 
a charity, maybe. 

• Otherwise, think hard about it. It might be a waste of your money. One-off promotions are often effective ways for 
media companies to boost revenue.

• Repetition enhances your chances of success. A one-off promotion doesn’t provide repetition.


