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Business Team

FULL SERVICE BUSINESS SUPPORT

The seven-year story

THIS year marks the seventh anniversary of the
founding of the Dunedin-based firm Your Business
Team (YBT).

In this seven-year period YBT has matured from
being a fledgling new entrant in the business
services market to an experienced provider of “one-
stop-shop” business solutions for clients intent on
achieving commercial growth and success.

To gain a full appreciation of the evolution of YBT
it is important to revisit 2001 and establish the
rationale and core principles the company was
founded upon.

The beginnings . . . 2001

YBT was formed in Dunedin in May 2001 by Dave
McPhedran and Carl Spruyt.

The company was established to provide sensible
solutions to the raft of issues and opportunities that
affect the small to medium business (SME) market,
all under one roof.

Director Carl Spruyt advised that the company
philosophy was to provide “total business solutions”
and to work closely with management to build
balance-sheet equity and plan for expansion and/or
succession.

Atthattime, Carl pointed out, “New Zealand was

The 2008 Story

SEVEN years on, YBT has grown from a new business

concept with a number of unknown dynamics to a credible

mostly small business with a good 90% employing
fewer than 10 people.”

From his business background, Carl was also fully
aware that sound proactive support was essential to
ensure those businesses grew sustainably to meet
their owners’ expectations.

The company’s strategic planning was built
around seven key areas that attempted to
differentiate the delivery of services to the client
and make choosing YBT a logical business decision.

The seven areas were.—

1. ‘One-stop shop’: All SME owners who were serious
about building a successful business were
constantly being required to make the hard
decisions. YBT was to provide a total turnkey
solution process to assist the executive role in
achieving business goals.

2. Team approach: YBT’s motto was to deliver
proactive service to the SME sector, where for
too long reactive client support had been the
norm. The team approach was to ensure no
issues were delayed due to personal absences.
Through this committed focus, the SME owner
was to receive accessible, proactive and
professional business support.

3.Bank and finance company relationship: The
company established strong working
relationships with major banks and finance

much more in tune with our clients’ requirements.

companies to facilitate the delivery of high-
quality service and information to these
finance providers. Hence, the value of the
YBT client was better appreciated, which
flowed on to improved direct service from
these financiers.

4. Experience: By then Dave McPhedran and Carl
Spruyt had a shared 45-plus years of
experience in the financial management and
banking sectors. A chartered accountant for 30
years, Dave had developed an extensive
background in providing business solutions to
his clients and building value-added activities
that culminated in the formation of YBT. Carl
had 22 years in the banking and finance
company industries. He saw the need for a
proactive intermediary between the client
and the financier by assisting both parties to
understand the needs and requirements of the
other.

5. Tailored action plans: With successful outcomes
largely dependent upon implementing a
robust and personalised action plan,
allocating responsibilities and designing tools
to measure the success of business initiatives
were crucial to the whole process.

6. Fixed-price agreements: One of the biggest
barriers to the SME sector receiving the right
advice had been the “ticking clock on the

The first was clients’ appreciation of the contact with the
“The general ‘off-the-shelf* solutions offered by many in our team at monthly or — in most cases — two-monthly board

desk” pricing policy that deterred the owner
from seeking proactive support. YBT
provided an initial free consultation.
Following assessment an appropriate menu
of services was designed with a fixed-price
agreement being negotiated with the client.
This encouraged the client to communicate
with YBT as often as required, enhancing
the YBT-client relationship.

7. Menu of services: YBT designed a customised
package of services based on what was
required for the client’s business. This saw
the client ensured of paying for what he or
she wanted and what was always relevant to
the company’s needs and goals.

FOOTNOTE: Dave McPhedran summed up the
philosophy in 2001 in the following statement: “We
want to become a very capable source of business
support and solutions. The ‘one-stop-shop’ full-
service business support is unique to YBT and we
want business people to know that if they are
looking for business advice there are alternatives
to the traditional service providers. We will
provide sustainable and highly competitive
solutions to your business and financial needs.”

Carl Spruyt

Dave McPhedran

take an extra hour if needed, which can be important when
embarking on a business growth initiative.

provider in a specialist field.

Directors Carl Spruyt and Dave McPhedran have honed
and fine-tuned the company’s range of services while
ascertaining the best mix to offer clients.

When asked if the company had developed as planned over
the past seven years Dave is reflective.

“Today’s success has come not without the odd bloodied
nose!

industry are really no substitute for rolling up the sleeves and meetings. These meetings lock into the GST reporting periods
drilling down with your clients into their business. Each client and are also where the accounts, cash flows and budgets are
has a different temperament and set of requirements and the
‘one-size-fits-all’ product is simply that — a tool. There is no
replacement for experience and adaptability.”

TWO EMERGING THEMES: YBT has learned along the
way that the emphasis of its work with clients in the initial
stages continues to be when problems or the “burning issues*

presented.

“The meetings give clients an objective, independent and
positive perspective on their business. They also provide an
opportunity to sit down and talk about developments or go
over other things that may be happening within their lives
away from the well-meaning but often inappropriate advice

OWNERSHIP CHANGE: In the beginning it was a joint
venture between the accounting firm of Clarke Craw,
represented by Dave McPhedran and Carl Spruyt, a senior
commercial banker adept at developing a rapport with
clients on a business plane.

Asthe result of the company’s success and its need for his
full effort, Dave sold out of the Clarke Craw accounting
practice on December 31, 2006 and purchased the firm’s

“Let’s just say that in 2001 we placed a heavy emphasis on

the textbook products being promoted by the business
commentators of the day.

“Inreality, after travelling down the odd blind alley. we
have morphed into the ‘real world’ and, as a business, are

client’s own volition.

“It was heartening to experience the positive take-up by
clients for the extra services and from here we began to see

two main themes emerge,” Carl pointed out.

need to be dealt with. It could be a referral or a visit of the

fixed price fee structure.

from friends, ‘the barbecue advisers’,” he explained.
The second emerging theme was the clients’ approval of the

“There are no hidden bills. Clients can sit at a meeting
secure in the knowledge that there is no clock ticking and can

interestin YBT.

YBT went on to buy Dave’s Spicers “book” which had

previously been a joint venture between Clarke Craw and

represented by Russell Quin.

The company'’s services are comprehensive and can be viewed on the website www.ybt.co.nz
Contact us: Dave (03) 479-3911; Carl (03) 479-3897.

The ‘one-stop-shop’ approach

A major factor in the success of YBT has been in implementing an holistic

“one-stop-shop”’ service.

® Debtor finance
® Factoring

Spicers. This is now operated jointly with Spicers,

SLOAN AND CO: Established 12 years ago, Sloan and Co has risen to
become one of New Zealand’s specialist business brokers.

Carl Spruyt explained that a large degree of traditional client frustration was
aresult of having to source specialist advice from several unrelated sources.

Complex business solutions require expediency in their execution and are
invariably compromised if all advisers are not working to the same timetable.
As illustrated above, a business relationship can last for a considerable period
of time for the mutual benefit of all parties involved.

YBT identified the true value of providing an holistic service covering all
phases of the business cycle.

To ensure all bases are managed to the client’s expectations, YBT assumes
ultimate control for each service, thus creating one point of client contact,
which experience over the past seven years has proved invaluable to
completing tasks efficiently.

As Carl points out: “The buck stops with us and external providers are
chosen both for professional skills and their compliance with project
timeframes as determined by YBT.”

External providers

As well as working with traditional providers such as solicitors, trading
banks and insurers, YBT has developed a relationship with several niche
providers (as illustrated in the diagram). This enables YBT to offer specialist
services not normally associated with traditional business advisers and
creates a strong, credible team working symbiotically with and for each other.

The following are YBT providers.—

LOCK FINANCE: Established since 1889 and proudly 100% New Zealand
owned and operated, Lock Finance’s goal is to help New Zealand businesses
grow. Initially established in the North Island, the company now has clients
nationwide and is currently focusing on further developing its South Island
client base.

In order to assist with the southern business focus, Lock Finance has formed
a brokerage relationship with Your Business Team. This is a first for Lock
Finance and reflects the high regard it has for Your Business Team, its people,
business practices and standing in the local community.

Key areas of finance available are.—
® Working capital finance
® Trade finance

CCH: YBT established a relationship with CCH in 2003, a trusted provider
of information to professional firms and business. Of particular importance to
YBT isinthe risk management areas, namely the CCH Trust Service.

The leading tool of its type in New Zealand, the Trust Service is a software
package designed to streamline the creation and administration of trusts.

Among its wide range of features are the ability to set up and maintain trust
and people records, an electronic minute book for each trust, easy production
of legal documents and reports and a task calendar.

YBT’s extensive experience in the risk management area, supported by a
professional Trust Service provider facilitates the delivery of high-end service
to clients. The benefits of having all personal Trust affairs managed under one
roof cannot be underestimated.

www.ybt.co.nz

YBT is actively involved in the succession planning process for clients and
the involvement with Sloan and Co has proved complementary in delivering
this service.

Years of experience in the sale of businesses has enabled Sloan and Co to
assist YBT in maximising sale proceeds at this very important stage of the
“client business cycle”.

SPICERS WEALTH MANAGEMENT: A crucial decision to be made once
abusinessissold is “what do we do with the cash?”

The proceeds of a lifetime of work must be protected and invested sensibly
in sectors that will provide income in retirement for the client. Each client
has individual financial requirements and it is important that these are
discussed and an appropriate investment strategy planned and implemented.

YBT views this as crucial to successfully signing off the “client business
cycle” as illustrated above.

To this end, YBT has an association with Spicers Wealth Management
through director Dave McPhedran, an accredited Spicers adviser.

Spicers is one of New Zealand’s most successful financial advice firms. It
has been consistently recognised as the New Zealand industry’s top
performer over various periods by the independent financial commentator,
the Mercer Report.

With 20 years experience, a network of more than 50 financial advisers
nationwide and $1.4 billion under management, Spicers offers the advantage
of proven performance, personalised service and large-scale backing.

Spicers will provide you with a wide range of options all aimed at allowing
you to achieve your financial objectives. Sometimes, you may not even realise
how many choices you have! To help you understand what your decisions
could mean for your future, Spicers advisers have the tools to demonstrate
the effects that different financial, investment and lifestyle decisions can
have over the years.

“Dave’s involvement in both YBT and Spicers ensures an experienced and
professional approach is available to assist in making the most important
financial decision of a lifetime,” Carl says. “Once retired it is generally too
late to rectify a poor investment strategy. The recent spate of failed finance
companies and resultant financial pain is testament to this fact.”
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