
Increasing debt levels are one of the major 

concerns created by the 2010 Budget.  The 

Budget anticipates three percent growth for 

the next three years and the ability to fund 

the tax package relies on this growth.   

Problems in Europe could easily affect our 

growth rate driving more Government  

borrowing and reducing returns to exporters 

as the exchange rate climbs. 

 

The International Monetary Fund (IMF)  

released a report analysing changes that 

needed to be made to New Zealandõs  

economy concluding that òNew Zealandõs 

key policy challenge is to rebalance the  

economy and reduce ex terna l  

vulnerabilities.ó  The borrowing needed to 

finance the Budget will increase external 

vulnerabilities and there is little rebalancing 

to speak of.  The rebalancing of the tax  

system through some shift towards taxing 

consumption, the removal of some of the tax 

advantages around assets and the  

reduction in headline tax rates are more 

than offset by the removal of accelerated  

depreciation on plant and equipment. 

 

The IMF report also pointed out the  

potential impact of reduced spending on  

monetary policy saying, òThe initial fall in 

aggregate demand lowers inflationary  

pressures, which creates room for easier 

monetary policy.  With interest rates  

elsewhere unchanged, lower nominal  

interest rates in New Zealand cause the 

nominal $NZ effective exchange rate to  

depreciate.ó 

Positive business confidence surveys and a 

return to growth have many economists  

predicting a rise in the Official Cash Rate 

(OCR) this week, but the economic  

fundamentals do not back this up.   

Export sales, business investment, job 

 numbers and retail sales figures are  

weighing against an OCR rise.  If the OCR is 

increased it could further threaten any 

 economic recovery. 

This picture hardly presents the image of a 

country about to return to a high growth 

rate.  Comments from BERL in response to 

March  quarter  statistics  back  up results 

from  our  own  survey which  show  that  

employment in our productive industries has 

continued to decline.  Jobs in agriculture, 

forestry and fishing are down by 1,400, 

those in manufacturing are down 8,000, 

and construction employment has dropped 

by 5,700 since March last year.   These  

industries  are  the  real  drivers  of  the  

economy. 

 

If the OCR is raised prematurely we are likely 

to end up in the same destructive cycle we  

experienced prior to the economic crisis of 

an overvalued exchange rate stifling our 

traded sector and fuelling unsustainable 

growth in the domestic sector.  Central 

Banks in Europe and North America have 

shown no inclination to move up their official 

interest rates and our Reserve Bank should 

take its cue from them. 

While the recovery remains fragile and  

significant international risks remain any 

rise in the OCR will do far more harm than 

good. 
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The latest New Zealand Manufacturers and Exporters Association 

(NZMEA) Survey of Business Conditions completed during May 

2010, shows total sales in April 2010 increased 7.9% (export 

sales decreased by 5% with domestic sales increasing 19%) on 

April 2009. 

  

The NZMEA survey sample this month covered NZ$563m in  

annualised sales, with an export content of 40%. 

 

Net confidence fell to 46, down from the 64 result reported last 

month. 

 

The current performance index (a combination of profitability and 

cash flow) is at 102.5, down from 103.5 in March, the change 

index (capacity utilisation, staff levels, orders and inventories) 

remained steady at 102, and the forecast index (investment, 

sales, profitability and staff) is at 108, up on Marchõs result of 

107.  Anything less than 100 indicates a contraction. 

 

Constraints reported were 69% markets, 23% production  

capacity and 8% capital. 

 

Staff numbers for April decreased year on year by 0.1%. 

 

òSales have increased on 2009, but reports have indicated that 

many manufacturers are suffering lower profitability despite the 

higher sales figures,ó says NZMEA Chief Executive John Walley. 

òDomestic sales are continuing to grow while export sales and 

returns are volatile.ó 

 

òExport markets are patchy with Australia growing, the US  

stagnant and Europe weakening.  Exporters to Europe are having 

a tough time due to the financial instability and the resulting fall 

in the Euro.ó 

 

òStaff numbers have not yet returned to growth overall, but there 

are reports of some firms ending short time working, adding 

shifts and taking on more staff.ó 

 

òConfidence and index numbers have dropped back a bit but 

generally reports are that things have shown improvement in 

2010.  The hope is that this will continue, but there is no export 

led recovery at this stage.  So far itõs an entirely domestic story 

and many wonder how long that can last.ó 

 

òThe Monetary Policy Statement on Thursday should explicitly 

recognise the fragility of the recovery and that even though  

domestic sales are filling the hole in export markets, significant 

capacity remains in the economy.  From a demand perspective 

we still have a long way to go, so there is little point in risking any 

recovery.  The Reserve Bank can wait until September at least.ó 

 

òThere has been significant disappointment expressed around 

the budget.  The removal of accelerated depreciation in particular 

will be a setback to any recovery in productive investment.  The 

lack of action around addressing bias in our fiscal policy and the 

inadequate replacement for the R&D tax credit compound this.ó 

 

òAll in all Budget 2010 fell a long way short of any sort of step 

change from the perspective of the real economy.ó 

 
The New Zealand Manufacturers and Exporters  Association  

survey gathers results from members around New Zealand.  It 

provides a monthly snapshot of manufacturers and exportersõ 

sales and sentiment.   
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Export Led Recovery ð Not Yet  

Monthly Survey of Business Conditions - April 2010  



By Mark Lodder and Olive Wallis of KPMG   

You are probably facing a dilemma as to whether you should be 

reading this article.  Before you turn the page, this is not a Budget 

article about tax rate changes (although it is about the Budget) 

and it wonõt save your life, but it might help you structure your 

affairs for income tax purposes and save you cash along the way. 

 

An Exporterõs challenge is not just the exchange rate; they also 

face a number of other hurdles including consideration of the tax 

implications of making sales in another jurisdiction (which can in 

turn lead to a foreign tax liability).  Often, paying tax is seen as a 

good thing ð after all it generally means that you are making 

money.  But, you donõt want to be paying tax twice, and this is the 

òDouble Tax Dilemmaó faced by the exporting community. 

 

It can be a difficult concept to grasp, but in brief the Double Tax 

Dilemma generally works as follows: 

 

· John runs a successful Christchurch based manufacturing 

and exporting company (Avatar Ltd); 

· Avatar Ltd exports and makes sales to customers in  

Pandora (another country); 

· Pandora taxes all profits the company makes locally (at 

30%); 

· Assuming Avatar Ltd makes $100 of profit, Pandora will 

take $30 of tax.  Avatar Ltd, being a New Zealand resident 

company, will be required to also return these profits in 

New Zealand.  However, it will receive a foreign tax credit 

equivalent to the tax paid in Pandora, i.e. if New Zealand 

has a 30% corporate tax rate there will be no further  

New Zealand tax to pay. 

· Two years down the track, Avatar Ltd makes a dividend of 

the $70 (being the $100 less tax paid) to shareholders.   

 

At this point double tax arises. 

 

· Avatar Ltd has no imputation credits, as a company does 

not get an imputation credit for foreign tax paid, and  

therefore has no òtax paid creditsó to pass on to the  

shareholders.  Accordingly, John will receive $70 of taxable 

dividend income. 

· If we assume John pays tax at 33%, a further tax liability of 

$23.10 arises. 

 

Overall, income tax has been paid twice: once in Pandora, $30, 

and once in New Zealand, $23.10.  This is an effective tax rate of 

over 53% and is generally not welcome news! 

 

There are few tricks up the tax advisorõs sleeve to circumvent this 

issue, and it would appear that the Budget offers another.  You 

probably donõt recall this, after hearing about the personal tax 

cuts, but Bill English made the following comment in his speech: 

 

òMr Speakerémany investors hold property through Loss  

Attributing Qualifying Companies, or LAQCs.  After a short period 

of consultation, legislation will be proposed so that from 1 April 

2011 all LAQCs will be taxed as limited partnerships.ó 

 

While Mr Englishõs speech focused on LAQCs and property, the 

discussion document that quickly followed (outlining the  

proposed changes) confirmed that the change of treatment 

would impact on all qualifying companies and would not be  

restricted to QCs holding residential property.   

 

So why could this simple statement be useful to the exporter 

facing a double tax dilemma; it is because of the proposed flow 

through treatment (note that it also proposes to remove the  

restriction on foreign sourced income).  If the entity is treated as 

a flow through for income tax purposes there is no secondary 

layer of taxation.  Accordingly, rather than the foreign sourced 

income being taxed in two stages (i.e. firstly on receipt and  

secondly on the payment of a dividend to the individual  

shareholder) it will be taxed in one stage directly by the  

underlying shareholder of the QC.  The underlying shareholder is 

likely to receive a tax credit for any foreign tax paid, and will then 

pay any additional New Zealand tax payable (if the New Zealand 

tax is more than the foreign tax credit).  Therefore, the tax  

payable is limited to either the New Zealand tax liability or foreign 

tax due on the income ð but you wonõt pay tax twice.  In the  

example above, the effective tax rate would fall from over 53% to 

33%. 

 
There are a number of criteria in order for a company to be able 

to elect into the QC regime and the implications of entering into 

the regime should be canvassed in full.  However, it is a vehicle 

that should not be overlooked by an Exporter who may face a 

double tax dilemma. 

 

This article was provided by KPMG. If you require further  

information relating to this topic please contact us on email: 

mea@mea.org.nz or phone: 0800 353 2540. 
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The Double Tax Dilemma  

 

Manuals & Training Resources  
for Canterbury businesses since 1999  

V Sales & order 
management  

V Logistics  

V Factory SOPs  

V Machine manuals  

V Health & safety  

V Finance & administration  

V Human resources  

V Payroll  

V ERP user manuals & on -
line help  

V Customer manuals  

V Custom bu ilt for your 
business.  

V Easy to use and understand.  

V On-line and on paper.  

V Always up -to-date.  

www.streamliners.co.nz   

 



By Jonathan Price  of  The Ideas Foundry  

If you are thinking of developing product or are sick of pouring 

money into design without getting a return, then read on! 

 

The design process is a tough thing to get right.  Many companies 

would like to develop new product but few really understand what 

it takes to develop a successful product, the right way to go about 

it or the real costs in behind it.  

 

The result is often a project that, if youõre lucky, gets to market 

simply well over budget. If youõre not lucky it gets to market very 

late.  Or if youõre particularly unlucky, gets to market over budget, 

late and, low and behold, it doesnõt actually meet the customerõs 

need!  Sound familiar?! 

 

Interestingly enough, the scenario that gets targeted the most is 

cost overruns as this is the easiest to measure and the most  

tangible.  It is however, the least of a companyõs worries in terms 

of return on investment.   

 

Itõs a tough market out there and your competitors are working 

just as hard to get their product to market and no doubt they see 

the same opportunities that you do.  All products have a finite life 

in the market and in this day and age, that life span is only getting 

shorter.   

 

If a product is late to market, it doesnõt extend the life of the  

product, it simply reduces the ability of that product to generate a 

return.  And this impacts it in the most profitable years.  Product 

adoption speed doesnõt necessarily change and neither does the 

productõs twilight.  Itõs the number of profitable years that get  

impacted. 

 

When developing products, companies really need to focus on  

utilising a robust development process that: 

 

1.  Identifies the core product requirements early.  

2.  Ensures the product targets the ôlatentõ or underlying need of 

the customer. 

3.  Gets that product to market as quickly as possible. 

This brings me to my next point of really understanding the latent, 

or unmet, customer need and developing your product to target 

that need to set it apart from the competition.   

 

Kiwi companies are notorious for just jumping right into designing 

a product without the upfront market research and analysis thatõs  

required to ensure their product will hit the mark! 

 

Weõve all been thereé.. Someone high up in the company, rightly 

or wrongly, perceives a need.  Without any real market research, 

the ôurgentõ project gets thrust in front of the engineering team.  

Everyone else puts their five cents in and the project morphs into 

an uncontrollable beast! 

 

Budgets go out the window, estimated timeframes are long since 

past, the engineers have their heads buried in their hands and 

management says ôwhat a waste of money that was!õ 

 

If Kiwi companies are to survive and prosper Iõm a firm believer 

that we must innovate to create that ôvalue addõ product that  

commands a premium and sets itself apart form the competition. 

However, to do this without incurring unsustainable costs requires 

a well thought out and well executed process.  Too often  

companies cut these simple corners only to find that it bears a 

huge cost.   

 

If youõve been struggling with your product development costs or 

are looking to start developing product and are not sure how to 

take the first step, you can save yourself a lot of unnecessary  

heartache by setting up a robust development process before you 

go any further. 

 

This article was provided by The Ideas Foundry. if you require  

further information relating to this topic  please contact us on 

email: mea@mea.org.nz or phone: 0800 353 2540. 

Developing Products to Deliver Value  
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By Bernard Hickey  of  Interest.co.nz  

ôProductivity Pandas' Win Alternative Budget Competition 

This week I helped judge the inaugural Alternative Budget  

Competition at Auckland University's School of Business. 

 

The competition was sponsored by the Productive Economy  

Council and the New Zealand Manufacturers and Exporters  

Association.  It aimed to stimulate debate among the younger  

generations about New Zealand's fiscal and economic policies. 

 

The winner from a team of four teams in the final was the 

"Productivity Pandas," who were James Ruddell, Nupur Upadhyay 

and Alexander Kirch.  They proposed an increased GST, a 15% 

Capital Gains Tax, an inheritance tax and an excise fuel tax that 

the Reserve Bank would use to assist monetary policy and reduce 

swings in the currency. See their budget statement by following the 

link from http:/altb.org.nz. 

 

 

 

 

 

 

Teams were required to submit a Budget Policy Statement  

explaining their policies and a Financial Model to support this  

statement.  The finalists then made a ten minute presentation 

which was followed by a fifteen minute question and answer  

session with the judges. 

 

The judges included Selwyn Pellett, spokesperson for the  

Productive Economy Council, John Walley, CEO of the New  

Zealand Manufacturers and Exporters Association, Brian Gaynor,  

Executive Director of Milford Asset Management, Lachlan 

McKenzie, Chairperson of Federated Farmers Dairy, Divya Dhar, 

Young New Zealander of the Year and myself. 

 

I liked the Productivity Pandas for  their fresh thinking, their clear 

and well organised presentation and their ability to think on their 

feet during questions and answers.  They were judged the best 

almost unanimously. 

 

This article was provided by Interest.co.nz. if you require further  

Information relating to this topic  please contact us on email: 

mea@mea.org.nz or phone: 0800 353 2540. 

http://altb.org.nz/
http://altb.org.nz/
http://www.pec.org.nz/
http://www.pec.org.nz/
http://www.mea.org.nz/
http://www.mea.org.nz/


I Have My Plan ð Now What?  
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Last month we discussed creating the plan.  This month we will 

discuss the next step which is the schedule. 

 

òThe planó tells us what customers require and when itõs needed. 

It also provides a list of components and when we need to order 

them.  Before implementing the plan we need to ensure the  

necessary resources are available.  This process, called  

scheduling, is typically one of the last tasks in an Enterprise  

Resource Planning (ERP) implementation and worse, is often 

ignored. 

 

What is scheduling? 

 

Scheduling tools are used to determine what to make, when to 

make it and what staff and equipment are required to make your 

product.  Based on the inputs provided, these tools should  

provide an efficient way of managing these resources, thus  

reducing costs. 

 

You can have jobs created for customer orders and all the  

materials arrive on time but if you donõt have the labour or  

machine resources available to build the orders then you will not 

achieve the due date.  Likewise to have a period of time where 

resources are underutilised can be a wasted opportunity to  

balance your throughput. To help build the best throughput plan 

you need to be able to schedule your resources. 

 

There are essentially two forms of scheduling; finite and infinite. 

Infinite scheduling will provide a load against each resource, but 

nothing more; it assumes you have infinite capacity. It is the job 

of the scheduler to òshiftó the loads or add resources to ensure 

the plan is met. 

 

Finite scheduling spreads the load on the resources based on the 

constraints of each resource.  A good scheduling system will  

allow you to define scheduling and selection rules to deal with  

constraint clashes. 

 

Once you have the plan, it needs to be validated against your 

resources using scheduling. 

 

How and where do we start with scheduling? 

 

Determine which resources need scheduling. 

Any resource that is used in the manufacturing process, except 

material, can be scheduled.  These resources include labour, 

machinery, equipment, etc.  Most manufacturers have a small 

number of òbottleneckó resources that effectively determine the 

capacity of the plant. 

 

Model your resources. 

Modeling the resources defines the constraints against each 

resource.  These constraints are usually based on the working 

time available to the resource.  Typically labour resources are 

available 40 hours per week (with some overtime) whereas other 

resources are available 24x7, 365 days per year. 

 

Resources usually work in groups or teams. Resources can  

belong to multiple teams. The combination of the available times 

for a team or group determines itõs availability for a task. 

 

Model your operations. 

Modeling of the operations (tasks required to manufacture a 

product) determines how much of a resource or resource group is 

needed to complete the task.  The quantity of a resource required 

is normally expressed in hours. 

Generate the schedule. 

This step matches the plan and resources using the operations to 

create a schedule based on due dates, time required,  

scheduling, sequencing and selection rules. 

 

Validate the schedule. 

This is one of the most crucial steps, often missed, when creating 

a schedule.  The scheduler verifies that the schedule will ensure 

the plan can be met and that the resources are available to meet 

the plan. Next month we investigate how to validate the  

schedule. 

 

Publish the plan. 

This step is where the shop floor is advised of what is being 

made, when to start and what resources are going to be used. 

 

Finally, implementing scheduling should be kept as simple as 

possible.  Too many implementations fail at this point due to over 

complicating this process.  The output of any plant is typically 

determined by the load on a small number of resources, normally 

two or three.  This is a good starting point for any  

implementation. Concentrating on scheduling these will give you 

the greatest Return on Investment  (ROI) for this part of your ERP 

investment. In the short term all remaining resources can be 

treated as infinite. 

 

Next month we will be discussing how to validate your schedule 

and investigate some of the reasons why scheduling tools are not 

implemented. 

 

This article was provided by EMDA Supply Chain Solutions.  If you 

require further information relating to this  topic please contact 

us on email: mea@mea.org.nz or  phone 0800 353 2540. 

 

 

 

 

 

 

By Russell Jourdain of EMDA Supply Chain Solutions  



Making Appointments and Telephone Sales 
Thursday 17 June, 4:00pm, Christchurch 

 

All selling organisations need a method for contacting prospects and customers by telephone.  Far too often this vital  

customer link is neglected and the result is counter-productive. 

 

This Forum will aim to teach and refresh both dedicated telephone marketers and general sales people to use the  

telephone as a sophisticated selling tool. 

 

Delegates will gain valuable knowledge on how to transform leads into scheduled appointments by using a telephone to  

create excellent rewards for both themselves and their employers.  

 

Who should attend? Anybody involved in the sales process.  

 

Facilitator:   Ron Dards has spent over 40 years in positions of senior management in several countries and is the  

Managing Director of The Test Agency Ltd.  Ron provides many real life examples from his time in many different industries 

as general manager an independent trainer and consultant.  

Forums  

Forum start times vary but generally sessions run for 90 minutes. Forums are open to all members of your staff, members 

and non-members of the NZMEA. For more information and to register on-line visit: www.mea.org.nz, select Events/

Training for the full list of events.  Or you can contact us on: 0800 353 2540 or email: mea@mea.org.nz. 
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Controlling Your Business 

Tuesday 15 June, 4:00pm, Christchurch  
 

Business owners can find relying on someone else to run their business difficult to structure because the business has not 

operated in that manner before.  

 

This Forum will provide an opportunity to discuss the use of an effective Board of Directors to ease the separation of the 

management function from that of governance.  It will also look at how to give sound direction to the focus of the business 

while enabling you to substantially reduce your involvement in the day to day management.  

 

Who should attend? Company owners, board members, managing directors, senior managers and others interested in the 

exiting of owners from manufacturing companies.  
 

Facilitator:   Eric Livingstone,  BCom, AFNZIM, M Inst D, Managing Director of Livingstone Business Consultants Ltd, an 

experienced advisor and independent director to a number of boards.  

Reducing Absenteeism  - Breakfast Forum 

Wednesday  23 June, 7:30am, Christchurch 

 

Absenteeism of staff can be a significant and ongoing cost to businesses.  This Forum is aimed at assisting those  

responsible for managing annual and sick leave entitlements and discussing the procedural requirements for addressing 

excessive absence.  

 

Who should attend? Human resource practitioners, managers and owners of businesses.   

 
Facilitator:   Raewyn Gibson and Amanda Munting-Kilworth of McPhail Gibson & Zwart.  Raewyn has been representing 

employers in the employment area for over 20 years, including advocacy at mediation hearings.  Amanda has recently 

joined McPhail Gibson & Zwart and has employment law experience in both New Zealand and overseas.  

Express your views 

on our Blog 

Donõt forget to visit  

us on Twitter  
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Workshops/Programmes  

 

Certificate in Production and Inventory Management Programme (CPIM)  

Please see dates and further information below: 

 

Module 1  Basics of Supply Chain Management (BSCM)  

 Term 3: 23 September, 7 & 21 October, 4 & 25 November 
 

Module 2  Master Planning of Resources (MPR)  

  Term 3: 16 & 30 September, 14 & 28 October, 18 November 

 

Module 4  Execution & Control of Operations (ECO)  

 Term 3: 4 & 18 October, 1, 15 & 29 November 
 

 
As per this past year, all modules will be presented over five half-days with exams held in April, July and December.  

If you would like to discuss or register for any of the above modules please contact us:  

Karla Clapham on (03) 353 2543 or email karlaclapham@mea.org.nz  

ADVANCE NOTICE SUPPLY CHAIN MANAGEMENT: CPIM 2010 TRAINING  

 

 

 

 

 

 

 

 

 

Workshops are open to all members of your staff, members and non-members of the NZMEA. For more information and to  

register on-line visit: www.mea.org.nz, select Events/Training for the full list of events.  Or you can contact us on:  

0800 353 2540 or email: mea@mea.org.nz. 

 

Certified in Production & Inventory Management (CPIM): Master Planning of Resources 
Starts Thursday 16 September, Christchurch, 5 half days 

 

This course is designed for anyone working in production planning, distribution, the supply chain or purchasing. Providing 

up to date education in the areas of supply chain, purchasing and distribution, production planning and ERP, your  

participation in these courses will help you better develop your understanding of production and inventory management. 

 

Who should attend:  

· Supply chain professionals wanting to complete their CPIM qualification. 

· Master Planners and Schedulers. 

· Operations Managers. 

· Sales and Marketing Managers, because of the depth on demand planning. 

· Demand Managers. 

 

Registration Closes Thursday 9 September.  

 

For further details on this programme and to register online visit www.mea.org.nz and go to Events/Training.  

 
As one of Christchurchõs premium conference venues we offer a professional service, a  

picturesque outlook and a team dedicated to ensuring your event is a success. 

 

At Mancan House we welcome the opportunity to look after you. Call us about the NZMEA  

member discount. 

 

We can tailor our menus to suit your requirements; from breakfasts to cocktail functions.  

A secretarial service is available on request and we have off-street parking. 

 

Check-out our website www.mancan.co.nz for new room and menu rates  
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By Ron Dards of The Test Agency   

An Old Fashioned Moneymaker  

In this age of computer wizardry we sometimes lose sight of older 

methods of generating business in favour of the "latest" digital 

miracle which often generates more cost than profit. Selling is 

still something that is best done eye to eye.  People buy from 

people, not from gadgets, and  no computer, however clever  will 

ever replace the personal contact between  a skilled sales person 

and their customer.  Now I know that there are those among us 

(mostly selling clever digital disguises) who will disagree, but  

selling and buying are emotional  activities.  Skilled sales people 

know very well that buyers buy for emotional reasons even when 

coldly rational explanations are provided to justify the  

expense.  Just think about the real reasons you bought your last 

car, suit, boat, stereo, TV etc.  No not that reason, the real  

reason. 

 

Humans communicate to a very large degree by voice,  so it  

follows that using verbal communication correctly can produce a 

good few sales.  Enter the forgotten device - the telephone. Top 

line telephone sales people are worth their weight in gold  

because they generate so much business so,  

consistently.  Regrettably top line telephone sales people are  not 

queuing up to work for anyone anytime.  In fact they are hard to 

find and hard to keep.  I am not speaking of the parrot voiced call 

centre operators who we have all encountered.  No, I am  

speaking of the verbally adroit convincing operator who can turn 

a call to a stranger into a sale, or possibly a well qualified selling  

appointment.  Such people always have two basic characteristics. 

 

 

 

 

 

They are made of a certain kind of material, their human type just 

fits the role.  They are superlatively trained to use the telephone 

effectively the operator must be well prepared with adequate 

contact lists. They must have a suitable environment to work in. 

They must have well designed and well  rehearsed scripts.  They 

must share in  the value and dignity of status appropriate to the 

revenue they generate.  They must be supervised by a supervisor 

who really understands both how hard the job is and the value it 

brings to the company.    

 

Obviously none of these thing happen automatically and all  

require some commitment on the part of management. Some 

resources and some kind of measurement system to evaluate the 

effectiveness of the telephone group are necessary.  Yet it is  

possible to produce very significant sales and very significant 

growth, as well as market penetration simply by using the  

telephone effectively.  It costs far less than any super modern 

computer system and it and its related techniques are unlikely to 

go out of date any time soon. 

 

NZMEA are running a short forum all about making the telephone 

into a cash register.   Perhaps your firm could benefit from  

exposure to these techniques. 

 

This article was provided by The Test Agency. If you require  

further information relating to this topic please contact us on 

email: mea@mea.org.nz or phone: 0800 353 2540. 

THE TEST AGENCY LTD  

Financially Sorted Staff Make for Good Business  

By Anna Smith of The Retirement Commission   

Helping your staff to get their money sorted is good for  

profitability, productivity and workplace safety, according to three 

employers featured in a new web movie (www.sorted.org.nz/life-

stages/at-work/info-for-employers/) from the Retirement  

Commission. 

 

The three businesses ð a Wellington Pak ôn Save store,  

New Zealand Post and Blue Star subsidiary Printlink ð have all  

introduced financial education in their workplaces. They appear 

on the Commissionõs Sorted website. 

 

They talk about why they have run Sorted seminars for their staff 

and offered them other resources ð like free booklets ð and what 

itõs meant for their businesses. 

 

The Retirement Commission has developed five free Sorted  

seminars for employers to run with their staff on topics ranging 

from goal setting, budgeting and managing debt through to mak-

ing decisions about KiwiSaver. 

 

All the material needed to run them can be downloaded from the 

Sorted website, www.sorted.org.nz/seminars. Thereõs also a list 

of facilitators on the site for employers wanting to engage  

external help. 

 

For businesses and individuals wanting to take a more formal  

approach to financial education, there are now unit standards 

available for personal financial management.  

 

See the Network for Financial Literacyõs website

(www.financialliteracy.org.nz/financial-education-/ -tertiary/

personal-financial-management-education-package) or contact 

your ITO. 

 

For more information about Sortedõs free resources for  

employers go to www.sorted.org.nz/employers. 

This article was provided by The Retirement Commision. If you 

require further information relating to this topic please contact 

us on email: mea@mea.org.nz or phone: 0800 353 2540. 

http://www.sorted.org.nz/life-stages/at-work/info-for-employers/
http://www.sorted.org.nz/seminars
http://www.financialliteracy.org.nz/financial-education-/-tertiary/personal-financial-management-education-package
http://www.sorted.org.nz/employers
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Research into the use of illegal drugs in the work place shows 

that over 70 percent of staff members observe others using 

drugs during work hours.  This includes P.  Ninety one per cent 

believed drug use impaired performance and sixty percent were  

concerned about it.  

 

The drug ôPõ or methamphetamine is now regarded as the prime 

reason the justice system is over-burdened.  It was reported in 

the NZ Herald (Saturday 16 May 2009) that this drug alone is 

worth $1.5 billion per annum.  This figure indicates we are facing 

one of the most pernicious drugs our society has ever seen. 

Crime associated with its use is escalating and placing enormous 

pressure on the justice system.  As reported in the New Zealand  

Herald the use of P is endemic in our society. 

 

Bruce Howatõs research shows that illicit drugs are frequently 

used in the workplace and are shown to impair performance.  It 

then follows that there is an increased risk of workplace  

accidents. 

 

Paul Thomas, Managing Director of Elite Dog Services, states 

that, òDrug use in the workplace has also escalated putting  

employees and employers at serious risk. In the last month we  

identified 32 people in the workplace with drug related abuse 

issues.ó 

 

òOur focus is creating safe workplaces.ó 

 

It is only a matter of time before there is a workplace fatality/

homicide attributable to the use of ôPõ or other illegal drugs.  The 

research conducted last year by Bruce Howat, for his Masters of 

Management (Human Resources endorsed) reinforces this  

serious risk.  Management cannot afford to ignore it. 

 

òWorkplace safety legislation has increased compliance costs for 

organisations.  Companies are now wrestling with their  

responsibilities and where responsibility lies.  Is it with them or 

the employee?ó he says. 

 

Under the Health and Safety Act 1992, section 6, the Misuse of 

Drugs Act 1975 and Crimes Act 1961, company directors and 

managers are responsible for any injuries sustained in the  

workplace.  Conviction under the last two Acts could easily lead to 

a prison term. 

 

òThe Crimes Act states that ignorance of the law is no excuse so 

it is indefensible for a manager/director to claim they had no idea 

there are drugs in their work environment.  This may sound heavy 

handed but the reality is they are grounded in fact.  What  

employees do in their spare time is their problem unless their 

activities flow over into the employment setting. They often do.ó 

 

òHow to deal with this reality can seem daunting at first,ó says 

Paul Thomas.  òThatõs where we come in. We assist organisations 

to undertake a programme that ensures everyone is safe.  

Recrimination is unknown.ó 

 

Organisations and companies do not need to resort to heavy 

handed tactics like spot searches in order to maintain a drug free 

environment.  The use of drug detector dogs and a NZQA  

approved training course has already proven to be an effective 

way to reduce risk and even eliminate it.  Dogs are considered 

less threatening than random drug tests and are in fact more 

effective as they target the drug and that user not innocent  

employees. 

 

Elite Dog Services are commissioned by employers who assist 

them to develop and circulate a company policy around the use 

of drugs in the workplace.  

 

òThat way no-one can say they didnõt know.ó 

 

Then the drug detector dogs come in and do an inspection.  

When they are to come in is not announced. If drugs are found it  

becomes an employment issue, rather than a criminal matter.  

Appropriate Human Resource actions are taken.   

 

Generally companies are shown to not take a proactive stance on 

illicit drugs unless a problem arises.  This could be too late. In 

that scenario the employee could be dead or seriously injured 

placing the onus of responsibility on the employer.  Before that 

happens there will have been work place gossip or management 

may already suspect drug use but failed to act. 

 

Occupational health and safety regulations plus the cost of ACC 

levies means companies have to be vigilant about the safety of 

their employees.  Fines as a result of workplace accidents erode 

the bottom line.  Therefore it is in the organisationõs interests to 

run a proactive programme to prevent accidents occurring.  

Suspicion or known involvement in drugs in a workplace accident 

leaves management believing there is only one approach 

(Hanson 2006), (Ceausu 2006) (Frone 2008).  That is prevention 

and education.  It is not only drug taking during working hours 

that can cause problems but because of the longevity of staying 

in the blood, drugs taken outside of work hours can create  

problems (Smith 2008) (Newcomb 1995). 

 

Paul Thomas says staff often feel relieved when they come in and 

check the workplace with dogs.  He says that drug abusers  

increase absenteeism and lower productivity. They also place 

extra workload and responsibilities on their non-user colleagues. 

  

Taking proactive steps is the best protection for the organisation 

and management.  A sound òDrugs in the Workplaceó policy is 

the first step, followed by detector dogs and an education  

programme.  Detector dogs are non-threatening, highly effective 

and often have a positive impact on staff.  Remember the impact 

of the customs dogs at airports ð everyone wants to pat them 

and only the guilty fear them. 

 

Reference: 

· Ceausu J., (2006) Drug-taking workers cost the US 500 

million working days a year. Personnel Today 24/1/06  

Pg 8. 

· Frone, M.R., (2008) Are work stressors related to  

employee substance use?  The importance of temporal 

context in assessments of alcohol and illicit drug use.  

Journal of Applied Psychology. January Vol 93.  Issue 1 

p199-206. 

· Hanson, S., (2006). In a fix over addiction. Director March.  

Pg 63 - 67. 

· Newcomb, M.D., (1995) Prospective dynamics of  

intoxication in the workplace:  Personal and job related 

predictors and consequences. Experimental and Clinical 
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· Smith, S., (2008) Fatal injury rate climbs after 20 year 

decline. Occupational Hazards.  January. Pg18. 

 

This article was provided by Elite Dog Services. If you require  

further information relating to this topic please contact us on 

email: mea@mea.org.nz or phone: 0800 353 2540. 
 

          By Paul Thomas of Elite Dog Services  

Illegal Drugs:  A Workplace Safety and Productivity Issue   
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In the last article we talked about Facebook 

(www.facebook.com) as a social media network.  LinkedIn 

is another version of social network launched in 2003 

mainly used for professional networking. It is aimed at  

professionals and business contacts and works on a 

ògated-access approach" (where contact with any  

professional requires either a pre-existing relationship or 

the intervention of a contact of theirs).  This method of 

only inviting people with which you have an existing  

relationship or asking someone to introduce you, is  

intended to build trust in the network.  This trust is further 

enhanced by recommendations that are provided by  

members who have worked with you or for you. 

 

LinkedIn has over 65 million members in over 200  

countries and it is growing by a new member approximately 

every second.  It works on a òfreemiumó model.  The basic 

setup is free but if you require additional features then 

there is a monthly subscription.  

 

Because each person builds an individual profile of where 

they work and what they are interested in (optional), that 

òlinkingó means it is possible to research companies in 

which you may be contemplating working.  It is also  

possible to then òseeó who you may know at a particular 

company or who could provide an introduction. 

 

The power of the network works in many ways but most 

people both utilise two features: 

 

· By having an up to date profile on LinkedIn you have  

effectively put your curriculum vitae (cv), online.  

This means that people can identify you as a  

potential candidate for a vacancy they may have 

and then get introduced to you, 

 

· If you are a job seeker you can review the company 

you want to work for and who you know that may 

works there. This helps you gain a picture of the 

company so you are more informed about them. 

 

Of course there are many other features on the site such 

as the ability to share PowerPoint slideshows, link to  

Amazons Reading List (that allows LinkedIn members to 

display books they are reading). 

 

Because you are providing career information, members 

often feel more comfortable with LinkedIn than with  

Facebook, or will utilise both. Facebook for their friends 

and LinkedIn for their professional network.  

 

Whichever way you choose to communicate the networks 

we build are changing the way we engage with people. It is 

time you put your òtoe in the wateró. 

 

This article was provided by Farrow Jamieson. If you  

require further information relating to this topic please 

contact us on email: mea@mea.org.nz or phone   

0800 353 2540 .  

 

 

 

 

 

 

 

By Sue Jennings of Farrow Jamieson  

  LinkedIn ð The Power of Professional Networking  

http://www.facebook.com



