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With many people
concerned about
losing a few

centimetres and being
lighter on the scales, I
thought it would be a good
idea to look at the benefits
of weight training in a
weight loss program.

Most people recognise the
fact that aerobic exercise
(which is sustained for a
long period of time) is the
best type of calorie
burning exercise, only a 
few will acknowledge the
importance of weight
training to fat loss.

Often I hear women say
that lifting weight will
make them muscle bound
and look masculine.
However, to produce such
big bulky muscles you
must go to extreme lengths
and lift very heavy weights
over a long period of
time. Body builders also
follow special diets which
are often very high in
calories to produce
enough energy to develop
those big muscles.

Firstly, while it will not
burn as many calories
over the same period of
time as aerobic exercise,
weight training will
significantly change your
body composition. By
improving your body
composition I am talking
about increasing your
body’s percentage of
muscle in relation to its
percentage of  body fat. A
good and healthy range to
aim for is 18 to 25 per
cent for women and 15 to
20 per cent for men.

When you are improving
your body’s composition
through weight training you
are also improving your
metabolic rate. By improving
your metabolic rate you are
increasing the rate at which
your body burns calories
during all the normal daily
activities you undertake. 

If you have a low resting
metabolic rate you will gain
weight more easily and have
a harder time losing it than
someone with a higher
metabolism.

The other thing you should
be aware of is dieting will
also reduce your
metabolism. Your body will
store the energy it takes
from your diet as body fat
when you are consuming
fewer calories than normal. 

The exact reason for this is 
unclear but it is believed 
that the body reacts by
going into famine mode
and stores more fat in
adipose tissue. It does this
as an ancient way of
surviving food scarcity
periods as a means of
survival.

Once you have built up your
muscle to fat ratio your body
will burn more calories
because muscle requires far
more energy to maintain itself
than fat does. At rest, one
kilogram of muscle will burn
25 calories per day
compared to 1 calorie per
day for each kilogram of fat.

Therefore you shouldn’t
underestimate the importance
of weight training in your fat
loss program.
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Strong growth and the
emergence of more key
players have contributed

to another successful year for
the factoring and invoice
discounting industry.

The industry has continued it’s
strong growth of 1998 with
the 1999 increase nudging a
turnover of almost 7.4 billion,
an increase of 27%.

Three new players have joined
the industry in the past 18
months.  Other major
international players are
apparently interested as well.

The Chairman of the Institute
of Factors and Discounters of
Australia and New Zealand,
Mr. Alan Kaye, said the
growing trend towards
outsourcing was proving an
enormous boost to the
factoring industry.

Both Government & Business
have shifted many internal
functions to outside suppliers,
there has been a consequent
rise in labour hire firms.

Many of the outsourced
activities have been labour-
intensive such as cleaning,
security and office
administration functions,
according to Mr. Kaye.  As the
labour hire businesses which
service those markets grow,
their need for funds obviously

becomes greater. "The staff
need to be paid weekly or
fortnightly.  But the temporary
personnel agencies may not
get paid for a month, "Mr.
Kaye said.

Alleviating that cash-flow
problem is one of the ways
factoring and invoice
discounting can assist growing
businesses.  These businesses
tend to be small and medium

enterprises, which is the 
main market for factoring in
Australia.

‘Factors look for growing,
profitable businesses which
have a good spread of
debtors’.

What concerns a factor is a
client which has only a
handful of customers.  Losing
one of those could jeopardise
the existence of the business,
which might make a factor
wary of getting involved.

The financial strength of those
debtors also plays a part.
Selling a staple product like
food to one of the huge
supermarket chains may well
be perceived by a factor as a
safer commercial proposition
than a manufacturer which
has only a few small retailers
for clients.

Factors may also turn away
clients if they already have too

many businesses in the same
industry.  It may have
numerous printers or
automotive businesses and just
does not want any more in
case there is a downturn in
that sector.

If the factor elects to take on
riskier style of deal, it may
decide to charge a little extra,
although this extra is not
overly material.

Australia’s stable economy
had helped small and

medium-sized enterprises and,
in turn, factoring to grow, he
said.  However, the factoring
and invoice discounting
industry would not necessarily
shrink significantly if economic
conditions turned sour.

"Clients would lose sales and
some potential clients may not
need us, Mr. Kaye said.  But
lower sales could mean
traditional lenders moving
away from some of their
clients.  That might mean 
those businesses will look
towards factoring".
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The Growth of Outsourcing

The importance of weight training
in creating and maintaining a healthy body
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Cash Resources
Australia recently held
an Annual Manager’s
Meeting which proved
to be a great success.
All State offices were
represented and the
flow of new and
improved ideas will
help take Cash
Resources Australia into
the year 2000 and
beyond in a very strong
and healthy way.

From Left to Right:  
Bill Walder - State Manager QLD,
Garry Teychenne - Business
Development Manager VIC,
David Ciccolella - State
Manager SA, Alan Kaye -
Managing Director, David
Moses - General Manager,
Mark Butler - Business
Development Manager VIC,
Nicolas Samios - State
Manager NSW, Eric Bennett -
Business Manager NSW (Was
not available for photo session.)

Meet the team

Factoring and Invoice Discounting 
continues to grow throughout AustraliaIn Sydney we recently

conducted a client survey in
order to find out if our clients

felt that they were receiving
good value and quality
service, and to see if they
thought we are living up to our
promises. The results were
interesting, as discussed
below.

Methodology
We conducted the survey 
by asking our clients to
anonymously rate the
performance of CRA and 
their bank on 10 different
issues. The survey was
anonymous so the respondents
could be honest and not 
feel inhibited should they 
wish to give low ratings or
make critical comments.

For each issue, we asked our
clients to give a rating of “Very
Good”, “Good”, “Fair” or
“Poor”. For the purposes of
this article, those ratings have
been allocated 10,8,6 and 0
points out of 10 respectively so
that a score out of ten for each
issue could be determined by
finding the average score.

Value for money
When assessing “value for
money” two dimensions of
service were measured in our
survey. The first relates
directly to our fees, and the
second relates to business
growth.

The first column in the 
survey graph of results
illustrates that CRA scored
7.2 out of 10 on the subject
of our fees being “fair
considering value of the
facility to my business”. 
In order to put this result 
into perspective, we have
included our clients’
responses on the same
question asked of their 
bank, where the banks
scored 3.9 out of 10. 

The second column of our
survey graph rates our
performance in assisting
business growth. The reason
this measure falls under this
category is that we often say
to our clients that they should
not only consider the cost of
factoring, but they should
consider the cost of not

factoring. We maintain that
the cost of not factoring is
the lost profit from sales
missed through lack of funds.
Our good performance in
this area must obviously be
attributed in part to the fact
that businesses approach us
because they are growing.
Nonetheless, it is good to 
see they feel we have helped
them out. No doubt the profit
resulting from the growth is
well in excess of the fees
paid to CRA.

Quality of service
We have used three
measures for the quality of
our service. The first hardly
requires illustration. 100% 
of our clients rated us 
“Very Good” at providing
“Courteous and Friendly”
Service.

The second measure is one
that many may not view as
important, however, we
believe it is one of the key
factors differentiating CRA
from traditional financiers:
understanding. Many small
business proprietors (most?)

feel ignored by mainstream
financiers. CRA offers
personalised service, and it
is critical to our business that
we understand our clients
businesses and the industries
in which they operate.
The third measure is possibly
the most gratifying of all the
survey results: on the
question of CRA delivering
our promises to our clients
we scored very well. Our
prospective clients put great
faith in us by signing on the
dotted line - it is good to see
that after they have had the
benefit of experiencing our
service they still regard our
promises highly.

We will be conducting
another survey in 12 months.
Our clients can rest assured
that we will not be resting 
on our laurels and will be
working to do even better
then.

We hope to conduct similar
surveys in our other states in
the near future.

CRA Rated AAA by its Clients
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The service I receive is as
promised before I signed up

Survey Issue

In terms of industry usage the Wholesale sector accounted for
31.9%, Manufacturing 27.1%, Property and Business services
13.1%, Transport and Storage 6.7%, Retail 4.4%, Agriculture and
Mining 2.6%, Construction and other miscellaneous industries
represented 14.5% of total business in Australia.

(left) FACTORING & DISCOUNTING: Receivables $Million

BY INDUSTRY: 
As at end June Quarter 1999 percentage of receivables

CRA
Bank

Construction
2.8%
(2.3%)

The Institute for Factors and Discounters of Australia 1999
figures show an increased turnover of $1.6 billion to $7.4
billion which represents a percentage increase of 27%.
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