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How about your company? Have you
struck the right balance between invest-
ing for growth and profitably funding
that growth?
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Remember, profit does not equal cash.
Accounts receivable do not equal cash.
Inventory does not equal cash. Cash
equals cash, plain and simple.

You could grow really fast and make
a tremendous profit but still run out of
cash. You run out of cash, you're out of

business.

Your profit and loss account may show
profit, but if your cash is tied up in prod-
uct development, accounts receivable or
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#" Having a fast Internet connection and a reliable computer is not enough. In the

2 *‘* age where information is transferred and spread in a matter of seconds,

s expect their products and services to be delivered fast. Imagine if
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Feeding the e-commerce machine

SMALL and medium enterprises (SMEs), whether on purpose or not, play a vital
role in the socic-economic development of many countries.

Today, SMEs account for over 97% of all enterprises, employing more than 66% of
all the workforce across the Asia-Pacific Economic Corporation (APEC) countries.

By focusing on the creation and growth of SMEs, governments have been able to
increase wealth generation, market access, job creation and skills development.

Increased access, diffusion, and intensity of Internet use have, for the most part,
directly contributed to the growth of e-commerce businesses. This in turn has
resulted in positive results for entrepreneurs, especially youths.

Though e-commerce was initially developed as a mechanism to facilitate business
transactions, the “digital economy” has since evolved into a powerful tool to create
jobs and improve livelihoods.

It has enabled aspiring entrepreneurs to overcome barriers to market entry and to
diversify their income streams. Traders have been able to generate demand for
handicrafts through websites, connect to funders to drum up capital, and carve
out a niche in new and expanded markets.

Combined with an enhanced ability to acquire resources, SMEs in developing
economies can now readily plug into local, national, and even international supply
chains.

Doing so not only expands SMEs' delivery of goods but also employs more people
to generate sustainable livelihoods that raise countries’ standard of living.

Indeed, the growth and strengthening of e-<commerce holds great potential not just
for business but for global development as well.

The Internet acts as a catalyst for a more connected world. It breaks the
traditional geographical and business barriers by opening the market to SMEs like
never before.

E-commerce connects vendors, businesses and manufacturers directly to the end
users. It bypasses the traditional retail supply chain, increasing the profit margin
for producers and bringing down prices for consumers.

But in Malaysia, even with high-speed broadband penetration surpassing 70% of
the Malaysian population, it is estimated that only 5% of Malaysian SMEs are
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" Asean alone has a population of over 600 million, a market that is 20 times bigger

Netflix took between three and five working days to deliver a movie to its
subscribers, where would it be today?

SMEs must have the necessary tools to adapt to e-<commerce. Manufact
are used to producing in bulk to distributors and wholesalers may have 14
quantify their production line into smaller batches to serve the requiremd
online orders. The i docurr i of ing an ord
quoting a price to a customer must be changed.

“FEEDING THE E-COMMERCE
MACHINE”

Letters to the Editor
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Hotel booking apps and flight bookings would not be where they are tod{
customers are required to wait for an email to get the best quotation for
room.

It is important for Malaysian SMEs to understand that ordering through
is not e-commerce. If you want a long-term and sustainable digital tradin|
platform, you need to invest in more than just a smartphone.

Apart from adopting the basic business methods and operations to matd
fast-paced digital transaction, SMEs need to also match their production
delivery time to comp the digital busi Y .

This is where the last-mile factor is important, from picking up an order fi
vendor to delivering the goods to the customer. Almost anyone can start
website yet very few can actually guarantee a reliable delivery system.

This is where everyone needs to play their part, from the business community up
10 the Go! . An efficient last-mile delivery ecosystem needs efficient
infrastructure, from good roads and rail lines to smooth commuting traffic.

Bureaucracies also need to be cut down and simplified. Processes that would
usually take days to complete need to be trimmed down to hours. Of course,
businesses cannot be limited to operate only during weekday working hours.

DUSINESS ana IraQmonal raaing DArmers. | WNoIeneartealy Deweve mat e-
commerce is the key.

The Government must also adapt to these requirements. We cannot compete with
the rest of the world if our businesses cannot export their products every first
Saturday of the month or during extended festive holidays.

When we look at successful big players like Ali Baba and Amazon, we see large
multinational corporations with huge capital investing in algorithms and efficient
online trading platforms.

KHAIRUL AZWAN HARUN

We often do not see that beneath the big names are thousands of SMEs that feed
the great big ecommerce machines. From producing good, reliable and high
quality products to having a robust and efficient last-mile delivery and pickup
system, these vendors and businesses are key in ensuring the continued success
of the big brands and names.

Pemuda Umno

Kuala Lumpur

Malaysian SMEs must also realise that we are competing with the rest of the
world and not just the shop across the street. Consumers now can access
products from companies that are thousands of miles away who offer competitive
prices.

Although the challenges may be much tougher today, we must also realise that the
opportunities are much bigger as well. We must think beyond just being a market
leader in our district, state or even country. We have to go global

than Malaysia. Malaysian SMEs must take advantage of the Digital Free Trade
Zone to access this huge market
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SMEs must have the necessary tools to adapt to e-commerce. Manufacturers who
are used to producing in bulk to distributors and wholesalers may have to learn to
quantify their production line into smaller batches to serve the requirements of
online orders. The traditional documentation method of receiving an order or
quoting a price to a customer must be changed.
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DEALING WITH COMMON PROBLEMS OF A NEW COMPANY
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g__;% 10 START-UP CHALLENGE 2. Know how money flows

Knowing the reqular profit and loss

_ EVERY BlNE . statement of the business is not

enough. Although it may appear

f

:n-.‘a‘.; that you are breaking even on
in [} paper, it doesn’t mean that the
business will survive the following
month.
e —— The key to a thriving company is
Srmmmme g.f.-.%.j-_:_:_'{' :.g%; == to ensure that you understand
S 5. St ;‘__s-?,'f:_:__ your receivables, payables, and
""" the net position at all times in

order for you to plan ahead.
The profit and loss, balance
sheet and cash flow statement
are the foundations for
monitoring a business turnover
and making decisions.
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OBJEKTIF SEMINAR

Perkongsian Maklumat Berkaitan:
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a. INTERAKSI EKOSISTEM PERNIAGAAN “\

\\

b. MISTERI LAPORAN KEWANGAN \

c. TAWARAN PRODUK ATAU SERVIS?
d. BANDINGAN JUMLAH UNTUK KEPASTIAN MRS
e. ALIRAN TUNAI vs KREDIT?
f. SISTEM OFFICECENTRAL

. MAKLUMBALAS / PERTANYAAN
Business Alliances \%»
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EKOSISTEM PERNIAGAAN

komuniti ekonomi terbentuk
dari interaksi organisasi dan individu
dalam dunia perniagaan.

menjana produk dan perkhidmatan
diperlukan pelanggan

terdiri dari pembekal, pengeluar asas, pesaing
dan dsb.

Terkini: “Digital Business Ecosystem”

INTERAKSI EKOSISTEM PERNIAGAAN



EKOSISTEM PERN IA MUSTAHAK: Perancangan

< D Perniagaan perlu mengambil-
J _ kira kesan keatas dan
abatan .

Kerajaan Pelanggan daripada peserta-peserta

dalam ekosistem perniagaan
dalam jangka-masa pendek

dan panjang!

Pengedar Pesaing

[€8F Business Alliances B e =2 SEEICEERNT
INTERAKSI EKOSISTEM PERNIAGAAN




PERNIAGAAN - TERPISAH DARI PEMILIK

MUSTAHAK: Perniagaan
mempunyai jangka-hayat
yang khusus dan tersendiri!
Pemilik mungkin bertukar,

tetapi perniagaan tetap

Pengurus
/Pekerja berterusan.

[€\V/ Business Alliances ; e EEICECST
INTERAKSI EKOSISTEM PERNIAGAAN




MISTERI LAPURAN KEWANGAN

MISTERI-
Tak diketahui. Dirungkai untuk difahami

LAPURAN-
Maklumat untuk dirujuk dan dianalisa

KEWANGAN-
Berkaitan dengan angka dan jumlah




« Kedudukan Bisnes yang
memuaskan

« Dapat melunaskan
pemiutang dalam masa
yang ditetapkan

« Berdaya menjana
keuntungan

« Dalam jangka-masa
yang ditetapkan

SURVIVAL
BISNES

Business Alliances
MISTERI LAPURAN KEWANGAN




SURVIVAL BISNES ANDA

« Kedudukan E .
meemuu:slil:n PEMAHAMAN MUDAH ﬁgrglfmana
« Dapat melun UNTUK PESERTA SEMINAR jangkamasa

pemiutang d .
yang ditetap Ve itetapkan

KUNCI KIRA-KIRA
DAN
UNTUNG/RUGI

patan &
. Aset & Lia DALAM MENENTUKAN e

« KUNCI KIR SURVIVAL BISNES TA UNTUNG

/RUGI

Business Alliances e =

MISTERI LAPURAN KEWANGAN



SOALAN FIKIR-FIKIRKAN no 1

SISTEM PERAKAUNAN DISEBUT “DOUBLE ENTRY”
KERANA SETIAP TRANSAKSI ADA “DEBIT” DAN “CREDIT”
YA/TIDAK?

MISTERI LAPURAN KEWANGAN




SOALAN FIKIR-FIKIRKAN no 1

PEMAHAMAN MUDAH:
IMBANGAN PERAKAUNAN:
DEBIT =

PENAMBAHAN / PENGURANGAN A
JUMLAH (A) (L)

(AE / L,R)

Aset Liabiliti

Perbelanjaan | Pendapatan
CREDIT = (E)

PENGURANGAN / PENAMBAHAN
JUMLAH

(AE / L,R) )

MISTERI LAPURAN KEWANGAN




MEMBONGKAR RAHSIA “DEBIT” & “CREDIT”
“Debit” jika jumlah: “Credit” jika jumlah:

Aset t Aset ‘
Liabiliti ‘ Liabiliti t
Pendapatan ‘ Pendapatan t
Perbelanjaan t Perbelanjaan ‘

“Debit” dan “Credit” adalah istilah bagi penambahan atau pengurangan!
MISTERI LAPURAN KEWANGAN




KITARAN BISNES - CONTOH MUDAH

Penerimaan
Pelanggan RM
Aktiviti
Pembekal Peml:xaran

#1SME1SISTEM

Business Alliances

MISTERI LAPURAN KEWANGAN



<o MERUNGKAI MISTERI LAPORAN KEWANGAN

SEMUA NILAI KEWANGAN DALAM KITARAN BISNES

BOLEH DILIHAT DARI PERSPEKTIF:
ALIRAN TRANSAKSI (*FLOWS™); ATAU

JUMLAH BAKI ("BALANCES?)

Business Alliances OEFICECBNTIAL

MISTERI LAPURAN KEWANGAN




1-Apr-17

5-Apr-17

5-Apr-17

11-Apr-17
11-Apr-17
21-Apr-17
23-Apr-17
23-Apr-17
23-Apr-17
23-Apr-17
23-Apr-17
23-Apr-17
23-Apr-17
23-Apr-17
23-Apr-17
26-Apr-17

Business Alliances

BALANCE B/F RM13,519.66

CLEARING CHQ DEP 0 RM600.00 RM14,119.66
CLEARING CHQ DEP 0O RM120.00 RM14,239.66
MAYBANK MASTER CARD*XXXX-XXXX-XXXX RM806.94 RM13432.72
MAYBANK TERM LOAN *462021302555 RM2,155.00 RM11277.72
K5159337 ETIQA TAKAFUL BERHADC2319066 RM25.79 RM11,303.51
QTH1331 78TH PAYMENT *QTH1331 78TH P RM678.00 RM10,625.51
IB SERVICE CHARGE RMO0.10 RM10,625.41
GST DEBIT RMO0.01 RM10,625.40
0196218711 CELCOM SDN BHD *114907520 RM119.80 RM10,505.60
0134214799 CELCOM SDN BHD *42037152 RM53.00 RM10,452.60
0196570858 CELCOM SDN BHD *69931152 RM107.25 RM10,345.35
TELEKOM MALAYSIA BE*Z930817940103 RM145.20 RM10,200.15
TELEKOM MALAYSIA BE*B502889730310 RM1.45 RM10,198.70
TELEKOM MALAYSIA BE*Z930817940201 RM116.60 RM10,082.10
K5159315 ETIQA TAKAFUL BERHADC2273601 RM18.70 RM10,100.80 .
TOTAL DEBITS AND CREDITS RM4,183.35 RM764.49
#1SME1SISTEM - |
[ -Ce—m ' OFEFICECENTRAL

MISTERI LAPURAN KEWANGAN



1-Apr-17
5-Apr-17
5-Apr-17

-ADr-

ALIRAN TRANSAKSI (“FLOWS”) 2200 RM11277.72

23-Apr-17
23-Apr-17
23-Apr-17
23-Apr-17
23-Apr-17
23-Apr-17
23-Apr-17
23-Apr-17
23-Apr-17
26-Apr-17

Business Alliances

BALANCE B/F RM13,519.66
CLEARING CHQ DEP O RM600.00 RM14,119.66
CLEARING CHQ DEP O RM120.00 RM14,239.66

ANK MA R XXX X-XXXX-XXXX RM806.94 RM13432.72

RM25.79 RM11,303.51
QTH1331 78TH PAYMENT *QTH1331 78TH P RM678.00 RM10,625.51
IB SERVICE CHARGE RMO0.10 RM10,625.41
GST DEBIT RMO0.01 RM10,625.40

0196218711 CELCOM SDN BHD *114907520 RM119.80 RM10,505.60
0134214799 CELCOM SDN BHD *42037152 RM53.00 RM10,452.60
0196570858 CELCOM SDN BHD *69931152 RM107.25 RM10,345.35

RM10,200.15

JUMLAH BAKI ("BALANCES”) pvmres:

TELEKOM MALAYSIA BE*Z930817940201 RM116.60 RM10,082.10
K5159315 ETIQA TAKAFUL BERHADC2273601 RM18.70 RM10,100.80

TOTAL DEBITS AND CREDITS RM4,183.35 RM764.49

#1SME1SISTEM
[ AL
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Tarikh akhir bulan lepas
RM3,500 RM7,000
“Aliran dalam bulan ini” | 2
\

RM12,000 — RM8,500

Business Alliances

MISTERI LAPURAN KEWANGAN




. UNTUNG/RUGI - PENGENALAN
< b _ Y Y

baki awal pelanggen + pendapatan semasya — penerimaan semasa = baki terkini pelanggan

RM3,500 RM12,000 RM8,500 RM7,000

baki awal pembe'al + perbelanjaan seimas’i — pembayaran semasa = baki terkini pembekal

RM1,300 RM7,000 RM38,000 RM300 .

A/

Untung/rugi semasa = pendapatan semasa — perbelanjaan semasa

RMS5,000 RM12,000 RM7,000

#1SME1SISTEM
N Wormcacanvea

Business Alliances

OFFICECENTRAL
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FOKUS LAPURAN UNTUNG/RUGI

Penerimaan
RM

Pelanggan

\ Pengiraan \

1 Untung/Rugi

Aktiviti
Tambah Nilai

N

Akaun Bank

/,

Pembayaran
RM

Belian Pembekal

Business Alliances #IS’ME&WSISIEM
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. KUNCI KIRA-KIRA - PENGENALAN

baki awal pelanggan + pendapatan semasa — penerimaan semas = baki terkini pelanggan

RM3,500 RM12,000 RM8,500 I. RM7,000

baki awal pembekal + perbelanjaan semasa — pembayaran sem.asa = baki terkini pemb zke

RM1,300 RM7,000 RM38,000 RM300 }
/W

A
i

IMBANGAN TERKINI KUNCI KIRA-KIRA:
baki pelanggan + baki akaun bank = baki pembekal + untung semasa + modal terkumpul

RM7,000 RM700 RM300 RMS5,000 RM2,400

MISTERI LAPURAN KEWANGAN



FOKUS LAPURAN KUNCI KIRA-KIRA

Aktiviti
Tambah-Nilai

Pembayaran
RM

Belian Pembekal

Business Alliances #IS’ME&WSISIEM

MISTERI LAPURAN KEWANGAN




. ALIRAN TUNAI - PENGENALAN
<o aan

baki awal pelanggan + pendapatan semasa - penernmaan semasa = haki terkini pelanggan

RM3,500 RM12,000 RM8,500 l RM7,000

baki awal pembekal + perbelanjaan semas a1 — pembayaran semasa = baki terkini pembekal

RM1,300 RM7,000 q RM8,000 '

Aliran tunai semasa = penerimaan semasa — pembayaran semasa

RMS500 RM38,500 RM8,000

Baki terkini bank = Aliran tunai semasa + Baki awal bank

GN7E  pM700 @ RM500 > ¢ ) OFFICECENTRAL
MISTERI LAPURAN KEWANGAN




Business Alliances

Aktiviti
Tambah-Nilai

Belian

Pelanggan

Pembekal

FOKUS LAPURAN ALIRAN TUNAI

Penerimaan
RM

Al aun Bank

Pembayaran
RM

RM8,500

RM8,500

RM8,000

RM700

Aliran
keluar

Tunai

tersedia

+

Aliran
masuk
Aliran
keluar

Tunai
terkini

/

MISTERI LAPURAN KEWANGAN



MATEMATIK KUNCI KIRA-KIRA ~ CONTOH!

Balance Sheet for Wal-Mart
As of Jan 31, 2006 _

Assots Liabilities and Shareholders’ Equity
Current Assets: Cunrert Liabilites:
Cash and Cash Equevalents 6414 Commercial Paper 3754
Recewables 2662 Accounts Payable 2373|
Irvertories 32,191 Accrued Liabilities 13,465
Prepaid Expenses and Other 2557 Accwed Income Taxes 1.340|
Total Current Assets 43824 Longterrn Debt, due within one year 4595

Propery and E 48826
Land
Buildings and Imp 2642|
Fixtures and Equip 3742
Transportation Eq 4552
Total Property arucaurpr o s ; s 1,467
Less Accumulated D
Property and Equip : Sharehoiders” Equity.
Preferred Stock t])
Property Under Capit 5578 Common Stock a7
Less Accumulated 2,163 Capdal in Excess of Par Value 2.5%
Accumulated Other Comprehensive Inc 1053

Property Under Capit se, nel 3415 Retained Eamings 49,105

Goodwill 12,168
Bus) Other Assets and O 2885 Total Sharehelders’ Equity 53171
Total Assets Total Liabilities and Shareholders’ E 138,187

URAN KEWANGAN




Busine

MATEMATIK UNTUNG/RUGI

INCOME STATEMENTS
for the Financial Year Ended 31 December 2013

Amounts in AM million unless otherwise stated

Hevenue
GCost of sales

Gross profit

Other income
Salling and distribulign cosls
Adminastration exp
Fovorsal of provio
Impirment jossas
Other espenses

r———
5 HEE R SR

[Firanci cosls

Share of resulls ina joint vertune
Share of resulls in angissocialo
Taxation

Profit for the financial year

Allritutabie o

Equity holders af the Compamy
Mo controlling interests

Earmings por share for profit attributable 1o the eouity
holders of the Company:

Basic and diuiled eamings per share (sen)

Note(s)

12

~ CONTOH!

Group
2013
e REVENUE
185.0 186.8
52.0 158.1 -
Hﬂ:ﬂi {154,
e g EXPENSES
1,831.4 1,856.7
(521) {40.8)
(128 - —
- 1.3
(182.4) (A7)
1,584.1 1.400.5 P RO F | T
1,603.0 1,402.5
(18.9)
1,584.1 1,402.5
o Si OFFICECENTRAL

MISTERI LAPURAN KEWANGAN



TAWARAN PRODUK ATAU SERVIS?
USAHAWAN PERLU PASTIKAN:
JUALAN PADA PELANGGAN ADALAH

PRODUK ATAUPUN SERVIS ATAU
CAMPURAN KEDUANYA

PERBEZAAN INI PENTING DALAM USAHA
PEMASARAN & UNTUNG KASAR DALAM
PERNIAGAAN




PRODUCT VS. SERVICE
- SUESERVCE |

| OWNERSHIP TRANSFERRED | OWNERSHIP NOT TRAINSFERRED
TANGIBLE || INTANGIBLE
LESS CUSTOMER INVOLVEMENT | MORE CUSTOMER INVOLVEMENT
QUALITY EASY TO STANDARDISED || QUALITY DIFFICULT TO STANbARDISED
EVALUATION OF DELIVERY EASY 1 EVALUATION OF DELIVERY DII;FICULT
rPRODUCTION AND CONSUMPTION DIFFERENT TIMES | PRODUCTION AND CONSUMPTION A'I‘; SAME TIME
TIMING MAY NOT BE OF ESSENCE || TIMING IS IMPORTANT

Business Alliances

TAWARAN PRODUK ATAU SERVIS?




IMPLICATIONS TO BUSINESS

SERVICE

B PRODUCT INNOVATION CAN BE PATENTED - SERVICE INNOVATION CANNOT BE PATENTED

PRODUCT '

B CAN TRY OUT BEFORE PURCHASE - CANNOT TRY OUT BEFORE PURCHASE

INTERACTION WITH CUSTOMER MAY NOT BE REQUIRED INTERACTION WITH CUSTOMER IS REQUIRED

- HOMOGENEOUS AND LESS VARIABILITY B HETEROGENEOUS AND HIGH VARIABILITY

B CAN BE STORED AS INVENTORY B CANNOT BE STORED AS INVENTORY

APPEALS TO LOGICAL SENSES ~ APPEALS TO EMOTIONAL SENSES

—

* How will marketing efforts be impacted ?
* How will accounting records be impacted

TAWARAN PRODUK ATAU SERVIS?



A’ IMPLICATIONS TO BUSINESS

IMPORTANT NOTE:

Inventory - cost of goods sold to determine Gross Profit. By itemised costs for inventory.
Sales Revenue - Sales Expenses for each inventory item. (As in Office Central CRM).

INTE Use on FIFO basis since as per Tax Authority requirement. Otherwise use periodic method
and stock take. Opening Stock + Purchases - Closing Stock = Cost of Goods Sold.
Gross Profit calculated shall be deducted the Sales & Distribution and Admin Expenses to
get Net Profit.

For Services, no calculation on Sales Expenses or COGS. Gross Profit will be derived by
deduction all costs/expenses related to staff directly involved in Sales Revenue.

Business Alliances i = OFFICECEBNTRAL

TAWARAN PRODUK ATAU SERVIS?




DIMANAKAH PERNIAGAAN ANDA ?

\

\

The Goods-Services Continuum

Pure Goods Core Goods Core Services Pure Services

Food products Apphiances Hutels Teaching

Chemicals Dt storage syslems Adrlines Medical advice

Boak publishing Automaobiles Inmtemet service providers | Financial consulting
Goods = R,

Source: Anders Gustofsson and Michael D. Johnson, Competing in a Service Economy (San
Francisco: Jossey-Bass, 2003), p. 7.

TAWARAN PRODUK ATAU SERVIS?



SOALAN FIKIR-FIKIRKAN no 2

PENYIMPANAN STOK BERLEBIHAN
ADALAH BAGUS UNTUK BISNES
YA/TIDAK? KENAPA?

STOK MERUPAKAN TALIAN HAYAT BISNES KERANA
TANPA STOK JUALAN TIDAK AKAN ADA
YA/TIDAK?

TUNAI KEKADANG DISEBUT
DENGAN ISTILAH “CASH IS KING”?
YA/TIDAK? KENAPA?



BANDINGAN JUMLAH UNTUK KEPASTIAN
USAHAWAN PERLU PASTIKAN:

ANGKA DAN JUMLAH YANG DILAPURKAN
UNTUK PERNIAGAAN ADALAH TEPAT DAN

BENAR

PENYELARASAN AKAUN ADALAH CARA
UTAMA BAGI ISU NI




PEYELARASAN AKAUN DALAM PERNIAGAAN

Penerimaan
Pelanggan RM
Aktiviti
Pembekal Pembayaran
RM

Business Alliances e =

PENYELARASAN AKAUN:

AKAUN BANK
(BANK RECONCILIATION)

AKAUN PELANGGAN
(CUSTOMER ACCOUNT
RECONCILIATION)

AKAUN PEMBEKAL
(SUPPLIER ACCOUNT
RECONCILIATION)

AKAUN INVENTORI
(STOCK BALANCE
RECONCILIATION)

BANDINGAN JUMLAH UNTUK KEPASTIAN



Penerimaan

BANK RECONCILIATION AS AT 31 July 2017:

PENYELARASAN AKAUN DALAM PERNIAGAAN

CONTOH!

Note
Balance as per GL
Add items issued but not cleared 1
Less items received but not cleared 2
famban-hiital Add items received not taken-up in GL 3
& Less items issued not taken-up in GL 4
Reconciled GL Balance
\ Balance as per Bank Statement
Belian Pembekal refmbayaran
\ RM
* Business Alliances #IS.M Em*sﬁlsl—EM

BANDINGAN JUMLAH UNTUK KEPASTIAN



PENYELARASAN AKAUN DALAM PERNIAGAAN
CONTOH!

_ Penerimaan
SUPPLIER ACCOUNT RECONCILIATION AS AT 31 July 2017:

Note RM

Balance as per GL

Add invoices/DN not taken-up in GL
Less payments/CN not taken up in GL
famban-Nital Add payments issued not updated

Less invoices/DN received not updated

DR|lwWw((N|[=

Reconciled GL Balance

Balance as per Supplier Statement
Belian Pembekal

* Business Alliances #IS.M EASISTEM

Al

BANDINGAN JUMLAH UNTUK KEPASTIAN



ALIRAN TUNAI vs. KREDIT?
CASH IS KING

BUT

CREDIT RULES THE DAY

TO GROW YOUR BUSINESS




S CASH

CASH VS. CREDIT
“CREDIT |

TRANSACTION BASED ON CASH

TRANSACTION BASED ON CREDIT

PAYMENT/RECEIPT SETTLED IMMEDIATELY

PAYMENT/RECEIPT SETTLED AT A LATER DATE

DECREASE/INCREASE CASH BALANCE IMMEDIATELY

INCREASE RECEIVABLES/PAYABLES IMMEDIATELY

NO LIMITS IMPOSED

LIMITS IMPOSED ON AMOUNT AND DURATION

NEED DISCOUNT TO ATTRACT NEW CUSTOMERS

TOOL TO ATTRACT NEW CUSTOMERS

\

USU. SERVICES AS IMMEDIATE CONSUMPTION

USU. PRODUCTS AS AVAILABILITY OF STOCK

INDIFFERENT CUSTOMER LOYALTY

STRONG CUSTOMER LOYALTY

Business Alliances

ALIRAN TUNAI vs KREDIT?




ITARAN BISNES - SURVIVAL

CASH OR CREDIT TRANSACTION
IS DICTATED BY THE INDUSTRY

TO MINIMISE LOSS NEED TO HAVE:
- STRONG CREDIT CONTROL

LAGl - REQUEST FOR ADVANCE/DEPOSITS
t - GOOD BUSINESS RELATIONSHIP

stok
v YOFFICECENTVAL
ALIRAN TUNAI vs KREDIT?

terima

Business Alliances e =




OFFICECENTRAL SYSTEM

SYSTEM-
An organized, purposeful structure that consists of
interrelated and interdependent elements/components

OFFICECENTRAL-

Enterprise Management Systems (EMS) i.e. Application
Software Package That Support Business Processes,
Information Flows, Reporting, And Data Analytics In

Organizations




OFFICECENTRAL MODULES

ENTERPRISE MANAGEMENT SYSTEM (EMS)

Application Software Package That Support Business Processes, Information
Flows, Reporting, And Data Analytics In Organizations

HUMAN
RESOURCE
MANAGEMENT
SYSTEM
(HRMS)

Business Alliances #liM EIOIGLEDS

GST-
COMPLIANT
ACCOUNTING
SYSTEM

CUSTOMER
RELATIONSHIP
MANAGEMENT
SYSTEM (CRM)

INVENTORY PAYROLL POINT OF
MANAGEMENT | MANAGEMENT | SALES SYSTEM
SYSTEM SYSTEM (POS)

" OFFICECENTRAL SYSTEM



SISTEM “CLOUD COMPUTING”

l‘.“
3
On \
S 2 ‘:
[ 5
,E Process/ O Prgcess/
= Data 5 ata
© i) \
] l ) t\
Output
Process/Data
outside the
organisation
Business Alliances

OFFICECENTRAL SYSTEM




ANDA DI DALAM DILEMA URUSAN
KEWANGAN DAN AKAUN?

SOALAN?

Business Alliances \%ﬁ




THANK YOU

Business Alliances \%ﬁ




Contact Details:
www.gnzbiz.biz.wordpress.com

www.facebook.com/gnzbiz
Email: gazali.jaafar@gmail.com
Mobile: 019-6218711

Business Alliances A = .’opmm“




nota:
salinan slides boleh didapati secara online disesawang
www.gnzbiz.wordpress.com

Business Alliances #IS;ME&WSISEIEM




Nama:
Pencapaian Akademik
Pencapaian Profesional

Pengalaman kerja

Kerjaya terkini

Business Alliances

BIO-DATA PENCERAMAH

Gazali Jaafar
MBA MMU; B.Sc(Hons) Univ. East Anglia
Akauntan Pengurusan; CIMA; CGMA; CA(M)

30 tahun di bidang kewangan dan yang berkaitan
Pesara dari dunia korporat tahun 2016
Jawatan akhir, Pengurus Kanan Kewangan

Pengurus syarikat GNZ Business Alliances Sdn Bhd
Khidmat nasihat berkaitan pemprosesan maklumat dan
sistem untuk bisnes IKS

Khidmat Penggunaan & Latihan untuk sistem OfficeCentral

= = @or cecanteaL




SLIDES TAMBAHAN

Business Alliances %E-




KITARAN PERAKAUNAN

Dokumen
Rujukan

Tempoh
Kitaran

Lapuran JUMLAH
“DEBIT” = “CREDIT’
DI IMBANGAN DUGA

Lapuran
Kewangan

9 Imbangan
Duga

Business Alliances # 1$.ME%S§I‘STEM

Al




SOALAN FIKIR-FIKIRKAN no 1A

SISTEM P PEMAHAMAN MUDAH:

KERANA SET!
DEBIT =

PENAMBAHAN/PENGURANGAN
JUMLAH

KENAPAKAH
MENUNJUKF CREDIT =

PENGURANGAN/PENAMBAHAN
KENAPAKA| JUMLAH

PERLU DIKHUSUSKAN?




