
When a Melbourne spare parts

importer ran into cash flow difficulties

they turned to Cash Resources to get

their business back on the road.

The company was established in 2002

and grew steadily. They import and

market a range of replacement parts 

to  automotive and panel shops.

The business expanded down the

Eastern sea board and increased to

twenty four staff. Sales were strong,

however, cash flow was becoming

increasingly tight.

As one of the directors explained,

“Having started with just three directors

and a small warehouse in the South

Eastern suburbs of Melbourne we had

grown considerably in 4 years. Growth

was rapid, putting pressure on cash flow.”

“We were also finding that because 

of short delivery times required, we

needed to carry substantially more

inventory than we did when we started.”

“This further compounded the situation

because our warehouse was too small.

We had to custom fit and move to

larger premises”, he said.

The business also found that customer

payments were being pushed out to

60 days and longer, so they were

rapidly approaching a crisis point.

“Last year was a worrying time for us.

We seemed to be doing everything

right and yet we did at one stage find

ourselves close to folding. We were

struggling to meet our commitments

and the banks were unsympathetic 

to our needs.”

Fortunately the business’ accountant

investigated factoring and invoice

discounting. After an exhaustive

evaluation of a number of options 

they eventually decided on a

Confidential Invoice Discounting facility

from Cash Resources.

“We were amazed how quickly they

moved to get the facility in place. 

They were professional and really

understood our predicament.”

“Now the company sends invoices

along with the parts and invoice copies

are sent to Cash Resources. We usually

have payment of up to 80% of the

value of the invoices within two days.”

“We are now more stringent with our

credit and as a result we can minimise

the fees we pay so it is a great solution

for us”, he said.

The company has recovered and have

now resumed their strong growth pattern.
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Cash Flow Problems
“We were amazed how quickly they moved to
get the facility in place. They were professional

and really understood our predicament”. 



With the increase in awareness of Debtor

finance more and more Australian

companies are recognising the unique

benefits of Invoice Discounting.

In its Debtor Finance Index, The Institute

for Factors and Discounters of Australia

and New Zealand (IFD) reported the

following growth figures:

• Total Factoring and Invoice
Discounting turnover in the March
07 quarter was $12 billion.

• This is an increase of $2.2 billion
(in percentage terms of some 21%). 
On the same quarter last year.

• In the year to the end of March 07,
turnover was $48 billion, 22%
above the previous year. 

• Compare this with the growth of
factoring which has declined 1% 
in the past 12 months. 

• 5310 businesses in Australia now
use debtor finance, 836 more than 
a year ago. 

• In 2006, turnover exceeded $46
billion, compared to $23 billion in
2003. This represents a doubled
debtor finance turnover in only
three years.

The report also provides an industry

breakdown and while the wholesale

and manufacturing sectors continue 

to be strong users the use by other

industries is growing.

Strong Growth in 
Invoice Discounting in Australia

Matthew Thursfield joined the Brisbane

team nearly 9 months ago as an

experienced Business Development

Manager in the debtor finance industry.

Matthew came to Cash Resources

Australia to focus on the booming SME

QLD market. Matthew has also brought

with him a wealth of knowledge in

structuring difficult transactions. 

His never-say-it’s-too-hard attitude 

has seen a lot of SMEs enjoy Cash

Resources facilities.

Coming from a family who ran their

own business, Matt experienced

firsthand the devastating effect poor

cash flow has on an expanding business.

“Modern businesses want to deal 

with a lender with a realistic and

flexible product and people you can

communicate with. Cash Resources 

is a company with real solutions”, 

he said in a recent conversation.

MATTHEW THURSFIELD BDM BRISBANE

STAFF PROFILE
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BY INDUSTRY:as at 31 March 2007
Percentage of Receivables

Wholesale
Trade 34%

Manufacturing 24%

Property +
Business
Services 14%

Other 10%

Transport +
Storage 7%

Agriculture + Mining 3%

Retail Trade 5%

Construction 3%

*Sourced from the IFD website.



ROBYN CHALKS
UP 21 YEARS!

In an era where people change

employment regularly, it is a rarity

for an employee to be at the same

company for 21 years.

Such is the case with Robyn Best,

Cash Resources’ Administration

Manager. Having had a background 

in banking and finance, she was

originally recruited to Cash

Resources in 1986. Since then she

has seen enormous changes with

the company. At that time she was 

one of three staff in our Surrey Hills

office. Today there over 20 staff 

in our head office in Richmond as

well as branch offices in Adelaide,

Perth, Brisbane and Sydney.

According to Robyn, perhaps the

biggest change is in the area of

technology. 

“When I started all 
our processes were
handled manually,
however, today most 
of it is computerised
which enables us to
provide a much better
service to our clients”.

“I feel privileged to have been part

of the team that has helped guide

the company to where it is today.”

she said.

To commemorate the event, Perth 

State Manager Brad Ryan, invited

accountants and brokers from across

Western Australia to seminars at 

JoJo’s Restaurant in Nedlands 

along the majestic Swan River.

Managing Director Alan Kaye flew over

from Melbourne to co-host the two

functions entitled ‘Cash Flow is the

Lifeblood of any Business’ and

informed guests of our company

background and the debtor finance

services we offer. A guest speaker and

client David Ryan from Global Technical

Services, entertained the crowd by

explaining how with the help of CRA

his business grew from “two guys in 

a donga” (transportable office) into the

thriving organisation it is today. 

The function proved to be both

enjoyable and enlightening and was

greatly appreciated by all guests. 

Perth looks forward to hosting other

similar events in the future. 

Seminar Success
on ‘The Swan’

The Cash Resources
Australia 21st Birthday
celebration road-show
finally made its way to
Perth in May this year.21

Left to right: Brad Ryan, Troy Quintal, Emile Dawson and Galvin Dawson



From time to time most people that own a

business will go through a ‘down’ period; 

times when things are just not going to plan. 

You may have lost a major account or a key

person within your business. 

Here are seven positive steps to take to get 

you back on track:

Have goals

This is where it all starts – the foundation for

success. Know exactly where you are heading.

What will the business ‘look’ like in the future?

How will you know when your business is a

success? When you wake up in the morning,

do you know what actions you have to take

to get you on the road to success?

Take action

The difference between success and failure is

down to the actions you take. The failures in life

are the people who know what they have to do

but never do it. The successful small business

owners are people who take action on their ideas,

ones who never say, “I wish I had done …”

Seek feedback

There is a saying that feedback is the breakfast 

of champions. During the ‘down’ period you must

continually seek feedback about all aspects of

your business. What works? What doesn’t work?

What needs changing slightly? Speak to

customers, suppliers, your bank manager, your

accountant - anyone who can provide you with 

a fresh perspective.

Find out what you don’t know

You can’t expect to know everything about

running a business. Undertake your own skills

analysis and find out your areas for development.

Once you know your knowledge gaps seek out

courses, books and advice, which will get you 

on track.

Be focused

Let no one distract you from achievement of your

goals. At the start of every day get yourself into

the frame of mind that you will only do tasks

which will get you closer to your goal – nothing

else matters.

Take risks!

You will never achieve anything if you’re not

prepared to jump off the cliff a few times! We’re

not talking about risks which will put the business

in jeopardy; just risks which are planned and

thought out, yet at the same time test the edge!

Think positive

Yes, the oldest cliché in the book, but totally true.

See the positive in everything. If something has

not gone right train yourself to ask “What good

has come out of this?” Understand that in every

problem there is potential for good.
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This Newsletter is prepared exclusively for the general interest of clients, business associates and staff of Cash
Resources Australia and is not intended to be used as a basis for formulating business or other decisions. E&OE.

If you would prefer not to receive our marketing communications, simply contact
our Privacy Officer on (03) 9426 7777 and you will be removed from our marketing
list. You can opt-in again at any time by contacting us.

Confidentiality Policy
Cash Resources operates a completely confidential service. No third party is made aware of
the facilities our customers have with us. As a result, we keep the names of the businesses
and the names of principals anonymous. In some cases organisations have given us approval
to use their names.
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