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At Hanrick Curran, we are serious about providing you relevant insightful information for 
you to access when you have the time and inclination to digest it.  To avoid bombarding 
your inbox you can now stay up to date by visiting the NEWS page of our website or following 
us on the social media platform of your choice, LinkedIn, Twitter or Facebook.   

Here’s how to eNTer TO WIN one of these fantastic prizes
Simply visit one of our social pages via the links below and “follow” or “like” your page of 
choice. We will select 3 winners to enjoy these amazing prizes… it is that simple! 

1st winner, drawn Monday 17th February will receive a mixed case of Shaw & Smith 
magnum wine, including 3 M3 Chardonnay and 3 Shiraz direct from the cellar door 
in Adelaide Hills
2nd winner, drawn Monday 24th February will receive the latest Microsoft Surface 
2, 32GB Tablet 
3rd winner, drawn on 3rd March will receive 2 nights accommodation at the stunning 
Shangri-La Resort Cairns with return airfares*

In order to maximise your chances to win one or all of these amazing prizes, please follow 
us on the platform of your choice, simply click on one or more of the icons below, ‘follow’ 
or ‘like’ then monitor your personal page for our regular insights. Enjoy!

For further information including terms and conditions, visit www.hanrickcurran.com.au/socialcomp







CONNECT WITH US

TO WIN!

The Directors and Staff at Hanrick Curran wish you a 
Merry Christmas and a happy, safe New Year. 

Our office will be closed from 1pm on Friday, 20 
December 2013 and we will re-open on Monday, 6 
January 2014.

Christmas closure

* return airfares capped at $660. 

https://www.facebook.com/HanrickCurran
http://www.linkedin.com/company/hanrick-curran
https://twitter.com/HanrickCurran
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offer workplace 
flexibility with 
confidence
The 2013 Aon Hewitt Best Employers study for New 
Zealand and Australia highlights that Best Employers 
achieve 4 times higher profit growth than other 
organisations.  A key input into Best Employers is high 
levels of employee engagement.  Achieving high levels of 
employee engagement requires strong leadership and 
the foresight to provide an environment that empowers 
employees to contribute to organisational success, 
ideally via a variety of means. 

The recent trends indicate that teleworking or working 
from home is attractive to an increasing percentage 
of the modern workforce and is here to stay!  As 
employers we need to ensure that we are protected and 
our employees are looked after and understand the 
inferences of working from home.   
 
If offering workplace flexibility is attractive to your 
current or future workforce (having a policy around this 
can assist you to attract and retain talented staff) it is 
important to review your current policies and procedures 
on working from home.  

Checklist
Review your Work Health and Safety policy to ensure 
compliance with current legislation
Generate a working from home policy that addresses 
work, health and safety matters
Enforce employees to conduct workplace safety 
assessments of their home work environments
Amend employment contract templates to address 
working from home
Formalise and communicate arrangements with 
staff – so everyone is aware of their obligations
Decide how the employee’s performance is going to 
be monitored and evaluated
Develop a plan to ensure cultural connectivity
Have an effective IT, computer and social media 
policy in place

 
So if you would like to embark on offering workplace 
flexibility with confidence to your staff to improve 
employee engagement, please contact our Availio 
Partner, Kelly Langdon on 07 3218 3900.
















SMSF popularity continues
The number of self managed superannuation funds “SMSFs” continue to grow 
with over 500,000 funds now in existence.

According to ATO figures*, people aged between 45 and 54 are the most likely 
to establish their own SMSF, with the majority of existing SMSF members 
being in the 55 – 64 age group.

Australia’s superannuation savings totalled approximately $1.6 trillion at 30 
June 2013, with SMSFs representing nearly a third at just over $500 billion.

Control of one’s own financial destiny seems to be a significant driver of growth 
in the number of Australians creating their own SMSF.

*ATO Statistics 30 June 2013

SMSF pension funds remain tax free
Federal Treasurer Joe Hockey has announced that the Government will not 
be proceeding with Labor’s planned tax on earnings of superannuation funds 
that pay pensions.

Labor’s plan was to tax pension fund earnings in excess of $100,000 per fund 
member at 15%, instead of being tax free.

SMSFs paying retirement pensions, or transition to retirement income 
streams to members will continue to enjoy tax free earnings on investments 
that support a pension including: 

tax free interest, rent and other income
no tax on realised capital gains
full refunds of franking credits on dividends from listed shares

Those who have retired, are transitioning to retirement or simply accumulating 
superannuation for the future will welcome this announcement.

•
•
•

strength to strength in BrW top 100  
accounting firms

Hanrick Curran has again ranked in the BRW Top 100 Australian Accounting 
Firms, coming in at 48th on the list, up one position from last year. This is a 
great result for the firm, rising above the challenging economic conditions to 
continue its success, and continuing to provide our clients a personalised level 
of service and day to day access to our directors to ensure optimal results.

Managing Partner, Mark Sheridan, said, “We can be proud of these results 
but we cannot be complacent about them. Our success is based on client 
satisfaction and exceeding their expectations when we service their needs.  
That journey never ends, but the good thing is that as we improve our service 
we will also be improving ourselves personally and professionally.”

On closer inspection of the figures, Hanrick Curran ranks 29th when comparing 
the rate of fee growth over the last year. This was an outstanding effort for 
the firm and moves us one step closer to our vision of becoming number 1 in 
our chosen markets, delivering high quality services to our clients across all of 
the core business disciplines and empowering our clients to achieve greater 
success.
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top 3 tips to increase profit

Hanrick Curran has almost 30 years of experience in helping small to medium sized businesses thrive.  Through our direct involvement 
in working with business owners we have come up with a list of the top 3 things a SME business owner can do to increase profits.  

1. Identify and prioritise your big rocks.  As a SME business owner, you have enormous competing demands for your time.  Having 
clarity on what your priorities are and what activities form part of those will help you filter out the big rocks from the sand.  

To use an analogy, if your time is represented by the capacity of a bucket and your daily activities in order of priority are represented 
by big rocks, small rocks, pebbles and sand, you can clearly fill your bucket of time with sand leaving no room for the big rocks unless 
you prioritise to allocate time to do the big rocks before giving your time to the activities represented by pebbles and sand.  

How you can start today: Start by listing out the categories of work that you perform, break these into logical segments such 
as sales, marketing, technical, internal accounting, staff management, business management.  Second, consider if your skills 
as business owner are crucial to the performance of the tasks within each category, highlight those that could be ‘delegated’ if 
there was someone to delegate them to, at the same time, highlight those categories that only you can drive due to your skills or 
contacts.  

If there is capacity for existing staff to take on more as part of their responsibilities, consider who could be given the opportunity to 
perform some of the tasks in the categories that can be delegated.  Alternatively, either consider grouping several tasks together to 
create a job description for a part-time or full-time addition to the team or seek a consulting firm to provide an outsourced service, 
for example, marketing or bookkeeping.  

Whatever your approach to a resourcing solution, ensure that you have clarity on the type of work that you, as business owner, must 
prioritise to be efficient and productive to see a meaningful impact to your bottom line.

2. Have a clear value proposition that is relevant to your target customer. In the process of understanding your target customer 
(who is not always represented within your current customer base) make sure know what need your product or service is meeting 
for them.  Have regard to competitor solutions and pin point why your product or service meets this need more effectively, whether 
it’s in the delivery process, the quality, the after sales service to name a few examples.  Having clarity on your value proposition 
will empower staff to focus on these ‘selling points’ to ensure they deliver into them every time, give you consistency in your sales 
messages and improve your sales conversion because you’re providing a solution to a need.

How you can start today: Test your knowledge of the customer needs you are meeting with your product or service.  Pick out 
your top 5 customers and with them in mind, have you and your key sales or customer relationship staff list out all the needs 
these customers have that your product or service fulfills.  Then list out how your product or service fulfills this need, your value 
proposition.   Brainstorm the exercise so you refine these lists and force rank them.  Test your answers by actually asking a few of 
your clients.  Frame it as a client satisfaction survey and offer them a reward for taking the time to participate.  Always include an 
opportunity for them to make suggestions on what you could add or do differently to meet their needs more fully.
  
3. Set meaningful goals.  A failure to grow can often be put down to business owners not setting SMART goals.  Specific. Measurable. 
Attainable. Realistic. Timely.  The goals should complement not contradict each other, for example, if your goal is to grow turnover 
to $5,000,000 by 30 June 2014 then your customer growth goals should support that.  As a minimum, your SMART business goals 
should include a relevant reference to Turnover, Customers and Margins, it may also include Staff numbers or the addition of a new 
Product line, Distribution Channels or a Productivity measure.  Ideally, these goals will be measured and reported on progressively 
for management and cascaded down to key staff so they remain a motivating focus and not lost amongst the day to day grind.  

How you can start today: You can start by asking yourself… Where do you want your business to be six months, 
12 months and two years from today?  Then identify the key drivers to deliver that outcome and what level 
they need to be at in order to achieve it.  Support from a proactive Accounting Adviser is an important part of 
this process.  Detailed budgeting, what-if calculations and reporting can be produced to keep you on track.   

Most SME business owners have some level of doubt about whether they are covering all the important areas and find value in 
using Hanrick Curran as a sounding board for honest advice about their logic and plans.  With a strong capability in delivering 
business improvement services, please call your usual Adviser at Hanrick Curran on 07 3218 3900 for support to improve your 
business profitability. 
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new appointments
We are pleased to welcome Theres Heck to the 
firm. Theres joined the firm in early November and 
will provide assistance to Partner, Tony Hunt.

out & about

Hanrick Curran is delighted to again be named 
as a ‘recommended supplier’ by Dr Yongchen 
Zhao, Consul General of the Chinese Consulate 
(Queensland). Hanrick Curran is one of only seven 
accounting firms in Queensland listed in the 
Service Provider Directory.

chinese consulate 
preferred supplier

Great Adventure Challenge - Hanrick Curran entered a 
team of eight in the Startlight Foundation Great Adventure 
Challenge.  The race consisted of navigating through 35km 
mountain biking, 15km trail run, 10km kayak leg, 2km of 
obstacles and mystery tasks along the way, testing both their 
brain and body.
Their sheer determination and drive saw the team come 

through and place 1st overall and hold the title of being the first team on the day 
to do it in under 6 hours. A huge achievement for them all!
The team raffled, cooked, begged and borrowed to raise a total of $4,500 to help 
brighten the lives of seriously ill children in Australia.

Beef Expo - John Kotzur, Phil Lowe and Jeremy Wicht attended 
the inaugural Beef Expo in Clermont. Hanrick Curran was 
pleased to sponsor the event reinforcing our commitment 
and connection to this region.

Dental Symposium - Tim Taylor, Manny Diacaris, Marsha Lal and Annie Li attended 
a Dental Symposium recently.  Hanrick Curran was a proud sponsor of the event 
and Tim was a member on the Expert Panel in a Q&A forum to provide some timely 
tips and insights on how to develop solid foundations for a dental new practice.

Alliott Group Worldwide Conference - Hanrick Curran Partners, Kim Hanrick, 
Peter Maletz, Jamie Towers and Ross Barrett attended the Alliott Group annual 
worldwide conference in Hong Kong recently to collaborate with other member 
firms and topical economic insights on global and Asia Pacific markets.

SPAA Qld Chapter 10 year celebration - Chris Campbell, Clive Todd and Frances 
Hill attended the 10th anniversary of SPAA’s establishment this quarter.

During its 10 year life SPAA has had a significant impact on the direction and 
sustainability of the SMSF sector through advocacy efforts with Government and 
Regulators. Chris and Clive are both accredited with SPAA as SMSF Advisors.

QHA events - As a diamond sponsor of the QHA, Hanrick 
Curran participates in regular industry events throughout 
the year. This quarter was jammed packed with events. 
Shaun Donaldson and Peter Maletz presented to 
licensees of venues in Far North Queensland, Nathan 
Case and Jeremy Wicht attended the industry golf day 
and Peter Maletz, presented an award at the annual QHA 

Awards Ceremony which was also attended by Kim Hanrick, Angela Winton, Pamela 
Jones and Nathanael Lee. 

ATSICHS 40th Anniversary – Hanrick Curran was proud 
to sponsor and be a part of the ATSICHS 40th Anniversary 
celebrations.  ATSICHS provide holistic health care and raise 
the health and well-being of Aboriginal and Torres Strait 
Islander people. We wish them a happy 40th anniversary and 
look forward to supporting their continued growth and success 
in the future.
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