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Working Capita l  
 

 

NEWSLETTER 

Early signs of Adelaide small to medium sized busi-
nesses returning to growth are now evident, al-
beit, still only formative growth signals. 

During 2009, our existing  clientele went into 
“protection mode” in order to weather the eco-
nomic  downturn and downsizing their business 
operations was common. We noted that many 
businesses decreased stock levels and in fact pur-
chased stock on a needs basis to reduce inventory 
levels. Many businesses reduced staff levels and 
made redundant staff deemed to be surplus to  
production.  

Production of goods and services were not down 
across the board during last year but it would be 
fair to say that a rapidly expanding business was a 
bit hard to find. Many operators in Adelaide also 
elected to reduce debt levels either because their 
banks demanded it or moreover, they reduced 
debt from reduced expenses, saved when down-
sizing. Working capital demands certainly never 
disappear however, given reduced trade the cash 
available requirements were prudently lower dur-
ing 2009. 

Of course there were exceptions to the rule and 
certain industries flourished, but they were in the 
minority. 

As we enter the recovery cycle, we anticipate that 
many business operators (manufacturers, trans-
port operators, service providers & wholesale trad-
ers) will be reviewing their budgets with an eye 
toward returning to the growth levels of mid 2008. 

It takes working capital to reignite business 
growth. Working capital is the life blood of any 
business particularly those businesses offering 
credit terms to their customers. A 30 day invoice is 
taking an average of 57 days to collect payment, 
according to the latest Dunn & Bradstreet figures 
for South Australian  businesses. 

Herein lies some of the problem for business own-
ers when seeking to rebuild stock levels, 
to reemploy staff, replace capital equip-
ment disposed of and to generally fund 
business overheads. 

Some operators will jump too early and 
over extend themselves without reason-
able consideration to timing matters. 
Again, herein lies another of the conflict-
ing dangers when returning to growth. 

We, as funders of cash flow requirements for busi-
nesses have learnt a lot about businesses that need 
to fund growth. After all, we believe that the best 
and only foolproof way to fund growth is by using 
the sales themselves to fund expansion. 

By this we mean that the Debtors Ledger need not 
just sit within the company’s accounts awaiting 
payment but instead it can be used as collateral 
security to fund the reemerging expense needs of 
the business. 

A great measure of a businesses ability to grow will 
be the analysis of the combination of the Accounts 
Receivable ledger and the current “Sales Order 
Book”. If the company holds few Accounts Receiv-
able and has no orders then it might be time for the 
operator to go to the beach. 

Conversely, a good business growing with current 
Debtors and good forward orders can utilize our 
Debtor Finance to not only fund the growth of a 
reemerging sales book, but also to streamline cash 
flow ups & downs. 

Debtor Finance with us is directly linked to a busi-
nesses sales and therefore its growth. Only issued 
invoices for credit sales are funded and this is the 
magic of Debtor Finance. An example is where a 
business operator has ample “orders” but can’t fill 
them due to cash shortages to purchase stock. The 
business can utilize its debtors ledger to produce 
the cash and get on with the job while we provide 
the funding and we do the waiting for his or her 
Debtors to pay their accounts. 

Sure, this is slightly over simplified but the message 
for small to medium businesses is that they will 
need funds….cash…...to move forward and to return 
to growth and profits after a pretty tough year. 

We have excellent facilities tailored for small to 
medium sized businesses with limits up to  
$200,000 without mortgage security requirements. 

Our customers need not sell us all of the Debtors 
Ledger if they don’t want or need to. The point of 
our funding is to provide the money as and when it 
is needed. Think for a minute, you may have a 
few….or several clients in this position and we 
would welcome your general questions about how 
we can assist. 

Peter Mattiske (Brunswick Cashflow Finance)     
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Compare the 

Difference 

Y o u  d o n ’ t  h a v e  t o  
p a y   a p p l i c a t i o n  
f e e s .  

 
Y o u  d o n ’ t  n e e d  t o  
p r o v i d e  m o r t g a g e    
s e c u r i t y .   

 
W e  d o n ’ t  i n s i s t  o n  
b u y i n g  y o u r  w h o l e  
d e b t o r s  l e d g e r .   

 
W e  c a n  t o l e r a t e  
h i g h  
c o n c e n t r a t i o n s  o f  
d e b t o r s .   

 
F l e x i b i l i t y  w i t h  u s  
i s  n o t  j u s t  a  w o r d .   

 
T e l e p h o n e :  

8 2 7 3 - 7 9 7 0  
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Finance options for small-medium sized businesses are always available……..if they can qualify with the lender. 
Business people, should they need an overdraft from the bank can just walk into their bank, talk to the manager 
and get approved within the hour……..maybe that is true for long standing bank customers with lots of real estate 
security but more than often, the small business applicant is “pigeon holed” and gets to ring a 1300 number 
somewhere in Melbourne or Sydney……...sound familiar ? 

Maybe the business person asked for the wrong type of loan…..yes, that’s it…..he or she should have sought a 
Fully Drawn Advance facility from the bank. After all, they had been banking with the same bank for years and the 
bank should be able to read their own bank statements to understand how good business has been…….that may 
have happened once but the system of borrowing money from the banks, whilst consideration is given to the 
trading figures, has much more emphasis placed upon the tangible security that the bank can sell, should every-
thing go wrong. 

What about asking the bank for Debtor Finance…...if the bank is still offering the product that is, (2 banks have 
already abandoned their product mainly due to diminishing profit margins). Sure, this is probably a good idea if 
you can demonstrate that you are one of the big boys. Does the business hold over $500k. of current Debtors, are 
all of the Debtors acceptable to the bank, what has been the payment history of the Debtors, can the business or 
the company directors offer the bank a property that can provide them with mortgage security for the facil-
ity……...it takes a fair bit to get approved through institutional lenders these days and small to medium sized busi-
nesses don’t usually hold large debtor ledgers (Accounts Receivable Books)……...that’s probably why they are 
seeking working capital or cash flow finance in the first place. 

Ok, what else can the business owner do ? Leaseback of freehold Plant & Equipment went out a while ago….Gee, 
the lender doesn’t want to hold rotten old second hand stuff irrespective of formal market valuations. 

Maybe the business owner should just mortgage his or her house property up to the maximum limits & take what 
is offered…….. 

Or, maybe the small business person could call us. We don’t want a mortgage. We will deal with businesses that 
have Accounts Receivable ledgers of between $50,000—$200,000. Sure, we want to know that the business is 
profitable and that the funds will benefit the business but who wouldn’t. We take 2 business days to approve new 
accounts and we travel to the business to discuss our services and to learn about the business applying. The busi-
ness owner doesn’t even need to leave his or her bank. Gee, we need somewhere to be able to credit the funds 
to.  

Humour aside, we are pretty serious about the service that we offer to our clients. Being a smaller group allows 
us to provide an old fashion one to one service, with the borrower dealing directly with the decision maker. All of 
our accounts are different…..mainly because all businesses are different….and so too, we need to be flexible 
enough to understand the differences instead of simply handing out a standard “One fits all” type finance facility. 

Think about it, small to medium sized businesses are unique and so are we. If we can fit into a businesses funding 
requirements and gain the knowledge that our funding will benefit all parties then we are worth a phone call. 

Peter Mattiske, our new business manager can be contacted on 8273 7970 should you have customers that have 
done the rounds with the banks and could be a little disillusioned by now.   

 

TRIVIA     

FLYING THE FLAG 

At the time of Federation, politicians realized the need for Australia to have its own flag. But what 
would it look like ? A nationwide competition drew 32,823 entries. 

On 3rd September 1901, Lady Hopetoun, wife of Australia’s first Governer General, opened a display of 
the entries including the 5 joint winners. They were Ivor Evans (a 14 year old schoolboy  from Mel-
bourne), Leslie John Hawkins (an apprentice optician from Sydney), Egbert John Nuttal (A Melbourne 
architect), Annie Dorrington (a Perth artist), and William Stevens (a ship’s officer from Auckland, New Zealand). 

Intriguingly, these 5…..4 Australians and a New Zealander— had submitted almost identical suggestions— basic 
blue design with the Union flag (Union Jack) in the top left hand corner, a large star below it and the Southern 
Cross constellation on the right. The designers had 6 points on the so called Federation star that represented the 
number of Australian states. A seventh was added to represent Australia’s territories. 

Ivor made it very clear about the symbolism of his design. The Union Flag had been raised at the start of British 
settlement and was there to show Australians  honouring their (British) origins. The Southern Cross showed Aus-
tralia’s bright future. And Ivor quoted the poet, Dante, who had written about 4 bright stars symbolizing four 
virtues— justice, prudence, temperance and fortitude. These he claimed were something to which all Australians 
should aspire. 

Until the 1940’s Australians were only allowed to fly the red ensign (now the banner of Australian merchant 
ships). And the blue flag did not become the official one until a special Act of Parliament in 1954.      
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