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Key dates

28 SEPTEMBER 2009
July/August GST Return

28 OCTOBER 2009
August/September GST Return

15 JANUARY 2010
October/November GST Return

15 JANUARY 2010

2010 Second Provisional Tax
Installment
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20th Each Month PAYE Due

Client showcase
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Spotlight on...

GREAT SERVICE BEGINS WITH GREAT PEOPLE

Central to our great service is our great team. Every issue we pro le a staff
member or two so you can learn a little more about our great people and put
a face to a name whenever you need to.

TEGAN MATTHEWS

Tegan is returning from Maternity Leave on Monday 28th September, as much
as she has enjoyed the time at home with her little one she can't keep away
from us any longer.

CHRISTMAS HOURS
Our of ce will close over Christmas at 12.00pm Wednesday 23 December
and re-open Monday 11 January 2010.

Can’t pay tax on time?

If you cannot pay your tax on time you can
arrange for payment in installments. Set up
these arrangements with the IRD before the
due date for tax.

Please note the following:

» It is better to consult us before approaching
the IRD. We will aim to get an arrangement
we feel you can live with.

» Use of Money Interest will be charged. At the
time of writing, the rate was 8.91 per cent.

» Never renege on your agreement. If you can't
stick to it, consult us and we may be able to
vary the arrangement.

A special arrangement to pay tax is not
ongoing. It is speci c to the installment you
have been unable to pay. Some clients think,
as long as they keep paying the installments,
everything will be OK. This is not the case.
The IRD will charge you penalties if you fail to
pay on time any taxes which are not subject to
the arrangement.

Don’t let one customer dominate your business

Typical comments from bigger rms which are
not paying their debts on time include “We
can't pay until we get paid.”

“You will need to get this job done so we can
nish our contract and pay you what we

owe you.”

What if the customer is “safe” — though
perhaps a government department?

Your payments may be safe but the customer
isn't. The department or organisation can easily
change suppliers, even if you have

performed well.

You might need to turn away some work

from the big customer. If you are getting a
steady ow of enquiries from elsewhere for
your services, this might not be so dif cult.
However, if this is not the case, you will need to
stimulate other new business rst!

If you let one customer dominate your business
you will nd yourself at its mercy. If it fails, will
your business go too?

Set a maximum size for any one customer —
say 20 per cent of the whole business and aim
to achieve this.

Not Negotiable or Non Transferable

Often we see cheques that have the
terminology ‘not negotiable’ stamped or written
on them.

A client of Maxims, recently wrote a cheque to
a local business for a very substantial amount
and thinking they were doing the right thing
they crossed out ‘or bearer’ and stamped ‘not
negotiable’ across the cheque.

Unfortunately this cheque was stolen from the
mail bag and the thief was able to bank the

cheque because the terminology was incorrect.
The correct terminology is ‘not transferable’.

In this instance, the Hastings located bank
will not accept liability, due to the incorrect
terminology.

Good practice for handling cheques, is to
ALWAYS cross out ‘all bearer’ and write or
stamp ‘not transferable’.

DISCLAIMER:AIl information in this newsletter is to the best of the authors’ knowledge true and accurate. No liability is
assumed by the authors or publishers, for any losses suffered by any person relying directly or indirectly upon this newsletter.
It is recommended that clients should consult a senior representative of the rm before acting upon this information.
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