
Organisation Risk Surveys & Scorecards
Ten question, online surveys (for Boards and Management)  
and system generated Scorecards, with assessed risk categories.

• Allows Boards and Management to self-assess  
key Organisation risks;

• Process to introduce new value-adding services  
to your existing audit NFP clients;

• Link to your web site to generate leads from  
potential NFP clients.

Strategic Improvement Program 
Use the interactive system to conduct Risk Assessments (specific to Boards and Management), produce pre-populated SWOT 
analysis and generate automated reports. Create deep relationships with new and existing NFP clients and better understand 
Organisation needs and aspirations. Delivered face-to-face, in individual or group sessions.

Financial Performance, Revenue and Operating Cost Benchmarks
Three categories of NFP sector specific benchmarking (both sector and client reports) to introduce cost audits and efficiency/
improvement solutions to NFP clients.

Research/Niche  
Reports and Insights
Ongoing thought leadership information, which can be  
white labelled, to build your profile in the sector and  
promote your specialisation.

• Research Reports and White Papers;
• E-newsletters, Articles and Case Studies.

Centres of Influence Versions
Flexible, cutting edge technology allows white labelling and dual branding to work with your 
key centres of influence and attract new NFP clients.

• Offer a customised, branded version to your NFP centres of influence;
• Joint delivery of workshops and training courses to NFP COI member organisations.

Online Risk Assessments SWOT Analysis Strategic Improvement Plan Reporting

• Identify key Organisation risks and  
secure client engagement;

• Foundation for strategic planning 
advisory services;

• Consistent, easily implemented  
induction program for new board 
members and executives.

• Basis for action plans and goals with  
agreed KPIs;

• Facilitate board and/or management 
alignment;

• Generate recurring revenue through  
annual strategic planning day workshops.

• Benchmarking analysis on risks  
scores & improvement strategies;

• Creates opportunities for multiple,  
new advisory services to meet each 
Organisation’s top needs.

Top 18 financial performance KPIs Revenue mix and sources of revenue Direct and fixed operating costs
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Can your business operate without you?
Strategies in place to attract, retain, motivate staff

Staff are engaged to grow the business

Source: Bstar’s Needs Review Process

Yes

No

Unsure

STAFF STRATEGIES

27%

5%

7%

68%

27%
66%

55%
30% 15%

This is a growing industry that offers good career 
paths for many different disciplines in a young and 
interesting business space.  We have developed 
a positive and progressive team atmosphere, 
which supports staff loyalty. We schedule regular 
meetings to ensure that individual’s pathways to 
career goals are tracked and maintained.Unfortunately, even where SMEs operated a staff bonus or 

incentive plan, they lacked confi dence in their schemes. Only 
27% of owners believed their plans were effective to generate 
more sales, profi t and value for the business. This is consistent 
with responses over the last three Reports.Not maintaining market wages can lead to loss of key staff, 

and diffi culties in recruitment. 

We are having to pay our staff more to keep 
them, to off-set wages paid by other companies 
for unskilled labour.
But 20% of business owners didn’t know how their wages 
compared to industry average. Just under half rated themselves 
‘OK’ (see the graph ‘How do SMEs rate themselves?” in Part 2 
of the Report). Without access to this information, SMEs weren’t 
able to manage wages costs effectively. 

I don’t know what market wages are for my staff, 
but I would like to. Currently, I just pay them 
whatever keeps them happy, and working for us.52% of business owners were willing to transfer control of their 

business, a key component in reducing personal reliance on 
the business owner, and increasing leverage. Business owners 
emphasised that they need to trust their key staff to be able to 
relinquish control.

We have a small and very happy staff who love 
working here and pursuing their passion. We do not 
have formal strategies for retention, as such, but our 
staff are like family - we pay them above award, we 
reward superior performance with bonuses and we 
have informal functions through the year.A proven method of retaining and motivating key staff is to 

allow them to buy into the business. But only 5% of SMEs had 
developed investment and funding plans for their key staff, 
slightly less than 9% last year. 

Our biggest threat is to do with staff issues. I 
am aiming to be able to remove myself from the 
business day-to-day operations. For that, I need 
motivated effective staff.

27% 52%of owners believed their plans were effective to generate more sales, profi t and value for the business

of business owners were willing to transfer control of their business, a key component in reducing personal reliance on the business owner, and increasing leverage
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Increasingly, SMEs are shifting their focus towards improving 
effi ciency and productivity. SMEs know that it is hard to achieve 
growth, so they want to do more with their existing resources. 
An accepted way of reviewing performance is to compare the 
SME to its competitors and industry averages.

I want to know if I am as effi cient as I could be. 
Where do I need to improve?
SMEs are improving profi ts by increasing margins. They are 
concentrating where they have some control and on tightly 
managing their costs. We have included a list of Operating 
Cost KPIs being used in benchmarking and Cost Audits.SMEs need to understand how their business is currently 

operating, before they can take advantage of their strengths 
and target their weaknesses. This can be a real struggle for 
some SMEs. 40% of SMEs did not believe they were producing 
accurate and timely fi nancial reports. Access to real time, relevant and accurate benchmarking 

information is one of the most effective ways for a business 
owner to understand how effi ciently their business is operating. 
Comparison with industry benchmarks and other similar 
businesses allows the SME to pinpoint where their ineffi ciencies, 
and where to direct their time and resources. Importantly, it also 
allows SMEs to measure their improvement over time. 

Our market is changing. We urgently need to 
understand our fi nancial position and plan how to 
adapt. Our profi ts are declining and we need to 
sell more to achieve the same result. Cash fl ow is 
becoming a worry.
While the majority (60%) of business owners tell us they are 
producing accurate and timely fi nancial reports, approximately 
one in fi ve businesses just don’t know how their performance 
compares to other businesses within their industry. 

I have no idea how we compare with industry 
averages, but I want to. We need to look at each 
arm of the overall business separately, and see 
how it is performing.
79% of SMEs wanted to know how their business compared 
with their industry average, and 79% wanted advice on 
solutions to grow the value of their business. 

BENCHMARKING KPIs
Operating 
Costs as % of Total Revenue

Accounting Fees
Advertising & Marketing
Cleaning

Computer Expenses
Depreciation
Electricity/Power
Insurance - General
Motor Vehicle
Postage

Printing & Stationery
Rent

Repairs & Maintenance
Staff Salaries/Wages & On CostsStaff Training & Development

Telephone/Internet
Travel

Would you like to compare your accounts against 
your industry?

Do you produce accurate and timely financial reports?

Source: Bstar’s Needs Review Process

Yes No Unsure

BENCHMARKING

73%
24% 3

60%
34% 6%

CASE STUDY

Due Diligence using benchmarksBenchmarking information can help with strategic decisions. 
Recently an adviser was engaged to assist a dentist 
who wanted to purchase a dental surgery in a 
shopping centre. As part of the due diligence, the 
adviser identifi ed the surgery had very high rental 
costs – 11% of Gross Patient Fees compared with the 
industry benchmark of 4%. After analysing the impact 
of the high fi xed costs on profi ts, the dentist did not 
buy the surgery. He elected to look for a practice in 
another location that had a better cost structure. 
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