Raffingers

CHARTERED CERTIFIED ACCOUNTANTS

A special welcome to the “first" Raffingers Newsletter.
I've said it like that because actually it isn't our first at all.
It is however the first one for a very long time and has
now been re-launched into what we hope will become
a regular source of useful and interesting news and
information.

We've spent an incredible amount of time trying to put
together something that you will want to read and
cover subjects that are relevant to you. So let us know
what you think. Feedback and suggestions are always
welcome.

Before | wrap up this editorial, I'd just like to tell you
about something of which I'm incredibly proud. There's
more information in the Practice News section but we
have just heard that we have been nominated amongst
the four finalists for the Accountancy Age Small Firm of
the Year Award for 2002. We won't discover our fate
until the awards dinner on 6 November but this is a
national award which is widely regarded as the most
prestigious in the profession. You'll see in the news
section that this isn't the end of the awards story but |
wanted to highlight it here to give a special and huge
thank you to everyone at the firm without whom we
wouldn't have had a prayer of reaching this
achievement.

So without further ado, Il wrap us this editorial with
one last thing. To celebrate the launch, somewhere in
this newsletter is the chance to win a fantastic prize
which yes, we'll pay for (and if you're a client, | promise
that it won't be added to your bill!).

To have a chance to win, all you have to do is find the
answer to the following question somewhere in this
newsletter:

What percentage of businesses say that most of their
new customers come through recommendations?

When you've got the answer, simply e-mail it to me at
barry.soraff@raffingers.co.uk and we'l enter you in a
draw to find the winner. Closing date for entry is 31
October.

Speak to you soon.
BARRY SORAFF
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GET MORE CUSTOMERS
..THE EASY WAY

Have you any idea how much | see my clients spending on
advertising? We all do it and certainly traditional advertising has
its place.

But despite the amount we all spend, many of us find that, even
if the advertising often generates a fair quantity of new leads,
the quality is sadly lacking. Sometimes even the quantity isn't
there! And yet, we continue to spend in growing amounts every
year and more often than not, we don't even bother to track the
response rates to find out if the advertising was successful.

So my question is, have you ever asked yourself if you spend
enough time on the one area of your business that is far more
likely to generate new customers - and customers of a much
higher value - at little or no cost whatsoever.

Before | tell you what that is, let me ask you one question. Where
does the majority of your new business come from? Various
surveys have been carried out in the UK on this very subject and
generally, roughly 75% of businesses say that most of their new
custom comes through recommendation from their existing
happy customers.

So if you're one of those 75%, ask yourself a different question.
What am | doing to help those recommendations come flooding
in? And if you're like most businesses, the answer is almost
certainly, not very much!

So what can you do? Well actually, an incredible
amount...here’s just a few ideas. Call me if you’d like to discuss
others.

1. In business as in life, you don't get if you don't ask. So ask
customers for a referral to their contacts, especially when
you've just done something great for them or even better,
when they first join you as a customer (haven't they just
decided that your business is the best in the market at what
you do?).

2. Be bold - don't just ask for one referral. Ask for two or
even three. If you ask for one, you're guaranteed to get a
number between zero and one!

3. Ask regularly and systematically - one way of doing that is
by having an annual customer feedback form. At the
bottom, simply leave a space and ask the customer to
complete it with the details of someone you might be able
to help in the same way you've helped them.

4. Prepare yourself for asking by having a great script that you
use especially for asking for referrals.

5. Don't be afraid to offer your customer an incentive for the
introduction. There are lots of creative ways to do this from
a simple "thank you" discount to a nice gift. The
possibilities are endless.
LEE MANNING




FoOcus on...

THE MANAGEMENT OF
A SOLICITORS' FIRM

In this issue, we are focusing on the successful management of
an ordinary solicitors firm. There are two major "assets" in a law
firm which between them take up the vast majority of
management time - people and premises.

And since a successful law firm relies on its ability to charge
clients for its people and particularly its partners time, it is a
serious burden that a sizeable proportion of partner time will
often go into the management of these two "assets".

Unfortunately though, that isn't the end of the problems. If you
read Jeff Soraff's piece in this newsletter entitled "The
Incorporation Gold Rush", you'll see that the issue of corporate
structure, at least from a tax perspective, has largely been settled
in favour of the limited company.

This is all well and good for most people but for the law practice,
that option simply doesn't exist. "Incorporating” the business as
a limited company is not allowed in the UK.

So in a situation where time is literally money and the tax burden
is unusually high, many solicitors have started to look for better
ways to manage both their practices and their tax bills.

Albie Turner, by coincidence our manager in charge of
incorporations and our in-house expert on solicitors' practices,
has been working on this problem for some time. He has been
speaking to a number of solicitor clients, the Law Society and the
Inland Revenue and has devised what we think is an all-
encompassing solution to these issues. I'll let him explain:

"In my view, running a successful law firm actually requires an
incredibly diverse skills base. Obviously you need to know the
law but what many solicitors who start up on their own forget
is that you also need to know how to manage a business like any
other.

And when | thought about this some more, | realised that
actually, splitting these two roles could have very positive effects
both for the practice of law and the profitability of the
business...not to mention the huge potential tax savings that
could be achieved if only some of the profits could be genuinely
shifted into a limited company."

Over recent months, Albie has devised the "ideal" corporate
structure for the solicitors firm. A partnership to supply legal
services and a company to manage the business, the people and
the premises.

He had to liaise with the Law Society to ensure that no rules or
regulations were being broken. But finally, he had what he
believed was something he could offer to clients as an
alternative to the straight jacket of the pure partnership.

As Albie himself admitted to me: "It's a big change for them.
Solicitors are naturally conservative and small changes often take
a long time. This isn't small so persuading them of the massive
benefits has taken a while but | think the message is finally
getting through."

"We see the potential for other law firms to do this as huge. We
simply can't think of a reason not to."

And if you're running a law firm, you have to ask yourself, can
you think of one?
BARRY SORAFF

IT Matters

Some of you will know that, almost exactly one year ago, we
opened our IT division, Raffingers Technology Limited. The
company has grown from simply servicing our own IT needs and
now has a rapidly expanding client base of its own. The
managing director, Jason Soraff will be writing a regular column
for this newsletter. This issue, he is focusing on how much we
have to pay to access the internet.

ARE YOU PAYING TOO MUCH FOR
YOUR INTERNET CONNECTION?

Many small to medium size companies are still using either
analogue or ISDN dial-up connections to access the internet.
These connections are both slow and, especially in the case of
ISDN, expensive. ADSL (Asynchronous Digital Subscriber Line) or
broadband (as it is more commonly known), is now available in
most areas and can be activated in as little as 2 weeks. There is
a small set up charge and a monthly subscription which starts
from a mere £19.52 per month.

ADSL is almost 8 times faster than a dial-up connection and is
always on, which means e-mails arrive almost instantly and more
reliably - especially for large attachments. Web pages are
downloaded much quicker and best of all there are no call
charges, which allows you to budget more effectively.

It has come to our attention that some customers are being
given false information regarding the availability of ADSL by their
Internet Service Providers, particularly those who have ISDN with
BT. We are authorised resellers for a top-tier ISP and can give a
definite answer in minutes.

To give you an idea about costs and benefits, until we started my
company, Raffingers were using a BT ISDN line to access the
web. The call costs obviously varied periodically but the average
quarterly bill was approximately £900. They are now using
broadband supplied by Nildram (instead of BT) and are paying
£127 per month fixed with no call charges for a constantly open
line running at 16 times the speed.

There are many different types of connection available so to find
out which is suitable for your business call me on 020 8551
7200 or email jason.soraff@raffingers.co.uk.

JASON SORAFF

GENERAL NEWS

There seems to be some confusion being caused by the
Revenue's latest (no doubt expensive) advertising campaign to
persuade taxpayers to get their returns in "on time" by 30
September.

We've had plenty of questions about this from confused clients
who have become worried that the Revenue have moved the tax
return deadline forward from 31 January...they haven't.

The September deadline has always been there but the only
people who need to file by that date are those who either want
the Revenue to calculate their tax by 31 January next year
(something we do ourselves automatically for all of our clients)
or who want to have any tax they owe collected in their PAYE
(and that isn’t always possible anyway).

Of course, if you're still not sure, give us a call and we'll explain
whether you're affected by this earlier deadline.
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A Client Success Story

Let me tell you something about being an accountant. The hours
are long, some of the work is dull and you often have to be the
bearer of bad news for clients. Of course there are some good
things too - and the one that stands head and shoulders above all
else is the knowledge that occasionally, clients make a success of
things. This is doubly true when you've had a direct part to play in
that success story, even when it was very small.

So just to remind myself why | love this job, each newsletter will
include a particular client success story. It won't always be huge -
although of course we'd love it to be. But we want to celebrate any
of your victories with you. Whether it's as major as a big new
customer or as small as winning the local Chamber of Commerce
golf day, please send us your stories and we'll include as many as
we can. The best thing is to e-mail them to me at
success@raffingers.co.uk.

And since many hundreds (if not thousands) of people will see this
newsletter, there's the possibility of plenty of free publicity.

So without further ado, allow me to introduce you to Kevin Roth of
21st Century People Limited (picture, above right). Kevin started the
company back in 1999 having worked in the IT and sales
recruitment business for some years.

Kevin's big plans for expansion however were undermined by the
crash in the IT and sales market. In his own words, "Business was
ticking over but the growth that | wanted to generate wasn't there.
No one wanted to recruit at a time when the outlook was so
uncertain."

A few months back, Kevin and | sat down for our regular "strategic"
review of the business. We agreed that as things stood, drastic
action would be required if the company was going to grow.

Kevin decided to take the company in a totally new direction. He
would continue to recruit in the IT and sales market but could see

possibilities in supplying medical contractors to the NHS. Over the
next few weeks, Kevin made his preparations - new premises, new
staff and new financing through lines of credit established with his
bank and a factoring company - and within weeks he was up and
running.

"Things started very slowly and there were one or two sleepless
nights as | wondered if I'd done the right thing. But Barry and
everyone at Raffingers were behind me 100% which helped keep
everything in perspective and under control."

"The first contractor to come on board was a massive relief. | had
put an enormous amount of faith in Steve (the new employee Kevin
had recruited to head up the medical division) and | was just glad
that there was something tangible to show for it."

Less than four months after that first contractor, Kevin now
employs 17 of them. The turnover of 21st Century People has risen
by more than 700% in the last couple of months and Kevin
confidently expects to turnover in excess of £1 million next year and
considerably more in the years after that.

Visit the website of 21st Century People at
www.21st-centurypeople.com or e-mail him at

kroth@21st-centurypeople.com. BARRY SORAFF

funny money!

"Funny Money" will be a short regular feature - just to prove
that accountants aren't always boring! If we're desperate,
sometimes we might just resort to telling a topical joke but for
this issue, a story from the realms of you couldn't make it up!

Some of you may have read that Consignia/Post Office are
planning to start charging £14 per week for guaranteed 9am
deliveries for those who receive less than 20 items of post.

Small business website www.startups.co.uk has decided to
"help" by publishing a list of suggestions to beat the charge.

There are undoubtedly some excellent suggestions - like
getting your private mail sent to work and encouraging
employees to do likewise - but you have to wonder about the
person who drafted such pearls of wisdom as:

%Collect your own post (forget that important meeting with
your biggest customer - there's £14 at stake here!)

¥ Take it in turns with neighbouring businesses to collect each
other's post.

¥Pay a small child a measly sum to collect it for you.

%Redirect your family's post to your business address and
return it all to them at the weekend (of course, you do then
have to pay a visit to Great Auntie Dora every weekend in
the name of avoiding £14!).

In each issue we'll supply you with a list of useful websites for you
to visit and at least one of special interest which we've discovered.

—
o

__Useful Lin

Raffingers - www.raffingers.co.uk

Clearly the best site anywhere on the web! Seriously though, we've
got plenty of useful things there already but some really exciting
developments coming up including some powerful FREE resources
for you to use.

The Inland Revenue - www.inlandrevenue.gov.uk

A surprisingly good site given the characteristic mess that they
make of most things. Very informative for both the uninitiated and
the informed.

Special feature website - www.multimap.com

We've chosen quite a well known name on the web. Multimap is
one of several sites which can produce instant maps and give
directions at "the touch of a button”.

If you need to go anywhere in the UK by car, Multimap can be an
invaluable tool. There are also some fun if not very useful features
like the ability to overlay an aerial photo on most maps.

There are inevitably problems - sometimes the directions can be
difficult to follow or take you on routes that you know aren't the
best. Sometimes the site is so busy that it asks you to return later
- which is not much help if you have remembered to check a route
only as you are about to leave!

But in general, the site is useful and user-friendly and a valuable
addition to your "favourites".
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