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At Trinity Advisory, we believe that 
good Accountants know numbers,  
but great Accountants know people.

As great Accountants, we are passionate about 
taking your business to the next level. We do this 
by analysing your previous years financial data, 
understanding your ‘WHY’ and transforming them 
into a comprehensive ‘story’ via our Business 
Analysis Report.

This allows us to prepare a five year forecast, 
identifying the right opportunities that will add 
PROFITABLE growth to your business, then we 
work with you to set up strategies and actions to 
achieve your lifestyle goals.

Our expert team help you make proactive data-
driven decisions in your business, taking you from 
the trap of self-employment to the freedom of 
true business ownership.

You can’t manage
what you don’t measure.

-  P E T E R  D R U C K E R  -



Normalised  
Profit & Loss Report

-   Normalised Profit & Loss Report  -

Does your ‘Profit & Loss’  
tell you the complete story?

The Normalised Profit & Loss is the foundation of our business advisory techniques. Using actual and 
budgeted numbers, we analyse the most important aspects of your business to identify potential 
opportunities, areas for improvement or concerns. We compare your business with how it was yesterday, 
to how it is today and, most importantly, where it should be in the future. Your business is benchmarked 
against others in your industry and this highlights opportunities for growth and increasing efficiencies.

We ‘normalise’ your business financials to show 
how your business is REALLY performing – 
comparing like with like.

Profit is not an event.  
It is a habit.

-  M I K E  M I C H A L O W I C Z  -



-   Cash Flow & Balance Sheet   -

Cash Flow &
Balance Sheet

So, if I made that much profit...  
where has the money gone?

Most business owners are puzzled as to where their cash has gone in the business.  
Critical to sound financial management is knowing where the cash is in the business and how your 
operations are being funded. 

Importantly you can determine what steps you need to take to control your cash flow going forward.

In layman terms, our analysis shows you how 
you are funding your operations and where your 
money is going.

Revenue is vanity, profit is 
sanity, but cash is king.

-  U N K N O W N  -



-   Pricing Model   -

Are you frightened to increase your  
prices for fear of losing customers?

This model uses your actual numbers and analyses what would happen if you raised your prices, how much 
more profit you can make before potentially losing customers, and how many customers you could afford 
to lose to maintain the same profit.

Conversely, if you always gave customers a discount or reduced your prices, how many additional 
customers would you have to obtain to maintain the same amount of profit. This model is critical to 
working out the best pricing strategy.

Your Business
Pricing Model

Don’t let the size of this report fool you. It’s one of 
the most powerful tools you can use to transform 
your business!

The single most important 
decision in evaluating a 

business is pricing power... If 
you’ve got the power to raise 

prices without losing business 
to a competitor, you’ve got a 

very good business.

-  W A R R E N  B U F F E T T  -



Is your business capable of delivering  
the lifestyle you’ve been planning for?

Business
Roadmap

Our business growth analysis is our tool for the future and helps create the roadmap. Combining a number 
of variables, this modelling shows you what the business will look like in the future. It takes the guess work 
out of planning and lays the foundation for setting goals and objectives.  It can answer questions such as;

•   What will happen to my profit if I opened up a premises in the next few years?

•   If I were to grow at the same rate, what would life look like in 5 years?

•   What happens if I am able to control my costs over the next 5 years?

•   What will happen to the value of my business over the next 5 years in preparation for retirement?

This report is revolutionary in helping you make the necessary changes to your business and help to 
achieve your business and lifestyle goals.

-  Business Roadmap  -

We take the optimum margin derived from the 
Pricing Model, and show you the impact this 
will have.

The road to success is always 
under construction

-  L I L Y  T O M L I N  -



01 02 03 04

B U I L D I N G / C O N S T R U C T I O N
I N D U S T R Y

C A R P E N T R Y/ C O N S T R U C T I O N
I N D U S T R Y

A U T O M O T I V E
I N D U S T R Y

D I E S E L
I N D U S T R Y

The Client had a stable building business but 
wanted advice on how to grow the business 
rapidly. The Client was experiencing margin 
pressure on tenders, and the current premises 
location and look wasn’t reflective of his brand 
or aspirations.

The Client started business as a sole trader and 
in recent years his wife joined him. Growth and 
profitability had been adversely impacted due to 
staff leaving and the need to upgrade equipment 
for efficiency to compete.

The Client was deriving reasonable revenue 
(>$2mil) however, due to high running costs, 
they were only running at a small profit. The 
accountant they had engaged for the last 10 
years would repeatedly tell them that they 
should be happy as they had no tax to pay.

The Client had a successful workshop however, 
it had reached its full capacity.  Growth under 
the existing setup wasn’t achievable. The Client 
felt overwhelmed dealing with staff crowding 
and efficiency problems.

Problem: Problem: Problem: Problem:

Solution: Solution: Solution: Solution:

Outcome: Outcome: Outcome: Outcome:In the first 12 months the Client doubled his 
revenue and profits increased from $175k to 
over $400k. He no longer site supervises himself 
and is attracting higher spending Clients with 
strong margins.  Jobs run without his day-to-
day input. Instead, he focuses on winning new 
work.  His profit will be over $800k in FY22 and 
revenue over $4m.  

In 6 months, the monthly turnover increased by 
40% on the previous year, but more importantly, 
their gross profit margin increased from 24% 
to 37%. Their staff of 12 are much happier and 
they are now looking for bigger premises, due 
to capacity constraints, they are turning away 
work, even at the higher prices.

In just over 2 years, the Client’s profit increased 
from $50K to $350k. The cost of parts fell from 
48% to 36% of revenue. The Client is now very 
happy to pay tax and is finding the process of 
applying for finance, to buy more equipment to 
grow the business, much easier.

The Client has rented an additional workshop. 
After six months, turnover increased by 64%. 
The Client has promoted and trained two of his 
employees to become site managers, helping 
to control the increase in staff numbers, which 
has now doubled. They are also responsible for 
looking after and communicating with customers 
more effectively. Profit has now doubled and the 
Client is less involved in the day-to-day work.

We reviewed current and previous jobs and 
identified where he had gone well and not so 
well, which enabled the Client to make business 
improvements. 

We helped him set KPI’s in the business and 
what margin to aim for on materials and labour.  
Worked with his bookkeeper to improve the 
speed of his financial reporting, to assist in 
making better decisions.

Helped him with bank finance to purchase a 
better location.  We visited various marketing 
companies with the Client to work on a branding 
and advertising niche.

We met with the owners and staff to 
understand the bottlenecks / frustrations of 
using older equipment. 

We benchmarked pricing and found the Client 
was “leaking’’ revenue by not charging for 
alterations to plans or mistakes made by builders. 

We prepared financial documents so that the 
Client was able to obtain finance to purchase 
more modern equipment. We helped them 
change pricing schedules and attitude to 
charging for reworks. 

We also moved the Client to a corporate structure 
for asset protection and operational benefits.

We went to their workshop and reviewed 
job cards, during which we identified a staff 
productivity issue, with hours worked not being 
charged out versus industry standards.

We reviewed internal systems and controls, 
then designed reports so that their staff were 
aware of their productivity. 

We identified that their parts manager was 
making poor purchasing decisions by not 
sourcing alternative suppliers. 

On our recommendation, they hired a new 
staff member for this role, who had valuable 
experience in the industry.

After several meetings, both on-site and in our 
office, we prepared a growth analysis forecast 
and advised the Client it was feasible to look for 
an additional workshop.

We identified the profitability of business, with 
an additional workshop purchase and potential 
pitfalls of running two workshops. We advised 
on an employee restructure, with a manager 
being appointed at each location, not the owner. 

We also advised the Client to implement 
software that would help to control the 
increased stock and workflow. 

Client
Case Studies



At Trinity, our clients experience:

PROGRESS.  Most accountants look at your 
past; we look at your future. We provide 
innovative strategies and solutions to 
future-proof your business. As Xero experts, 
we’re committed to tools that enhance your 
business, give you more autonomy and help 
you thrive now and in the future.

05 06 07 08

E L E C T R I C A L
I N D U S T R Y

E N G I N E E R I N G / F A B R I C A T I O N
I N D U S T R Y

S U P P O R T  S E R V I C E S
I N D U S T R Y

S E R V I C E
I N D U S T R Y

The Client was making less money than each 
of his employees and working twice as many 
hours. The Client was focused on increasing 
turnover and was taking on any work, believing 
this would make the business more profitable.

The Client was in business with family (not spouse 
or children) and they were considering dissolving 
the business due to tensions on how to run it. The 
business was doing okay, but with the right focus 
and investment, there was huge potential to take 
advantage of large upcoming contracts.

The Client had worked in the industry but 
was new to the business, and was looking 
for guidance and strategic advice. The Client’s 
revenue had grown from zero to $900k in only 6 
months, but they were struggling to control costs. 
They were concerned about growing too big, too 
fast and then going insolvent. 

The Client’s business had been stagnant for a 
few years, as they had lost focus and interest 
and were not sure what to do. They wanted 
someone to bounce ideas around with, but the 
current accountant was not providing advice 
beyond taxation and compliance.

Problem: Problem: Problem: Problem:

Solution:
Solution: Solution: Solution:

Outcome: Outcome: Outcome: Outcome:In three years, the business has increased 
turnover from $900k to $2.5million, while 
keeping the gross profit margin above the 
industry average. 

The Client comes in for quarterly meetings 
to review numbers, bounce around strategic 
ideas and set action plans.  The Client has just 
turned 30 yrs old and has purchased his first 
commercial property.  

The Client has won a number of very large 
contracts, transforming the business from 8 to 
over 25 staff in one year, allowing for even larger 
contracts to be tendered for. Profit margins 
are up and this year they forecast net profit to 
be well over $1m. The Client is in the process 
of buying a shed next to the one the business 
currently rents to handle expansion.

The Client has continued to rapidly grow the 
business’s revenue and profitability, forecasted 
to achieve $2.5m revenue this year. The new 
building and its fit-out have allowed the Client 
to provide better and more unique services. 
They are planning on purchasing their custom-
designed housing and day centres. 

Having experienced positive results, the Client 
decided not to sell the business and instead 
has expanded to a new location and hired new 
staff to help run the business. Their profit has 
increased by $200k pa, and they are now excited 
by and passionate about their business again.  
The Client has set up a Self Managed Super Fund 
to purchase their office premises, with plans to 
add more buildings in the future.

After a few meetings using reports from his job 
system, we helped the Client identify what his 
best and worst customers looked like, which 
then made his niche clear. 

We helped him understand pricing and margins 
and the impact on cash flow.  We advised him to 
downsize his number of staff to align with his 
workload. 

We helped him to change his marketing strategy 
to target his ideal customers and spoke to his 
web designer.  We also helped him to improve 
his sales scripts.

Firstly, we mediated between the family, 
arranged a fair sale from one party to another 
and a subsequent restructuring of the trading 
entity, in preparation for future contracts.  

Within the new entity, we advised the Client to 
change job management software. 

We advised the Client to increase staff pay to 
retain and attract the skilled labour needed to 
perform the work. 

We also helped the Client understand their 
hourly costs including all overheads.

We prepared weekly reports to help the Client 
understand the day-to-day running of the 
business and ensure that expenses, particularly 
wages and overtime, would not get out of control.

We broke down the revenue to an hourly rate 
so that the Client could compare the hourly 
wage cost. 

We helped the Client through the process of 
getting a new lease signed to support expansion 
and provide unique experiences to their 
customers.  

Using Xero software, we showed the Client who 
their best customers are, then helped them plan 
to visit these customers and ask questions on 
how they could improve their service. 

As a result of the feedback they received, they 
made changes and began actively calling and 
visiting potential Clients in their niche to start 
forming new relationships. 

We helped the Client set quarterly targets 
and action plans, systemise processes 
and suggested changes to their marketing 
strategies. 

PERSONALITY.  We want to involve, educate 
and empower you to achieve your business and 
personal goals.  We have the skills to bridge the 
financial gaps in your business, and the passion 
to truly engage and inspire you in the process.

PROACTIVE.  We’re not your ‘typical accountant.’ 
You know, the ones that contact you once at the 
End of Financial Year, and then again to send 
an invoice. We proactively seek solutions and 
improvements to create successful, sustainable 
and profitable businesses.

SERVICE.  We pride ourselves on exceptional 
customer service and personalised client 
management. You’re more than a number at 
Trinity Advisory, and our mission is to help 
the people behind the business achieve their 
lifestyle goals.



OUR PASSION.
YOUR POTENTIAL.

L2, 8 Maroochydore Road, Maroochydore QLD 4558      T  07 5391 4747 
112 - 118 Mulgrave Road, Cairns QLD 4870      T  07 4041 6188

info@trinityadvisory.com.au
trinityadvisory.com.au


