
...the KEY to keeping business 

Mar"key"t  place 

Economic times are hard and keeping 

your vendors happy can be a delicate 

balance. Here are a few more sugges-

tions to keep relationships and your 

cash flowing: 

5. Keep your promises; we want to 

reiterate this from last month. Do not 

promise ABC Company you will send 

them $1000 today when you don‟t 

have the money. Also, don‟t let your 

vendor bully you into committing to 

pay them a set amount at a set time 

when you simply cannot determine 

your cash flow that far in advance. It is 

better upset them now 

with a “maybe” than later 

with an empty hand.  

6. Do not put any pay-

ment commitment in 

writing unless you are prepared to 

keep that promise. If your only option 

to keep this vendor or government 

institution from closing your doors is to 

promise something in writing, make 

sure you can accept that commitment. 

If you promise $3000 a month and 

know that a lightning bolt would have 

to hit you to be able to cough that up, 

then simply don‟t sign. It is better to 

have a very angry vendor or govern-

ment agent on the phone than to have 

legal papers being served in person 

on a promissory note unfulfilled. 

  More next month. 

Quote 

Your word, O Lord, is     

eternal; it stands firm in the 

heavens. Your faithfulness 

continues through all       

generations; you established 

the earth, and it endures.  

          ðPsalm 119:89-90 

Q&A 

Client:  What benefits can I offer to retain 

employees (continued)? 

BKC: Birthday. We know 

of a successful business 

that gives employees 

their own birthday paid 

day off. This gives the 

employee company recognition of their 

“special day.” Everyone likes to be remem-

bered on their birthday and what better 

way than to give the employee a “have a 

special day on us” pass. Give them Mon-

day or Friday for a weekend birth date.  

Calendar 
Saturday, July 4th 

Independence Day 

Thank a veteran and  

fly your flag 
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ACCOUNT-ABLE 

  In tough times like these payroll can 

become a company‟s biggest financial 

burden. Besides cutting out OT, take a 

good, hard look at your staff. Is every 

employee working to capacity? What 

we mean by that is, is the employee‟s 

work load substantiate that employee 

working 40 hours a week?  

   You have two choices if your em-

ployees have idle time: lay some em-

ployees off, or keep everyone, but cut 

hours and/or wages across the board. 

   These days, many employees pre-

fer the later because at least every-

one has a job. One employee told us, 

she‟d rather her hours get cut then 

her wages because she can work at 

her full wage for four days, and on the 

fifth day find work somewhere else. 

Don‟t wait too late to cut payroll. Cut 

while you still have 

work, not when you 

are about to close the 

doors—the bleeding 

is too far along by 

then. 

  Cutting hours or laying people off is 

a delicate balance and one that we 

recommend you hire a human re-

source expert to guide you through. 

Here are  few tips to consider and 

discuss with your HR consultant: 

1. Key positions. Determine who and 

what they are before cutting back. 

You don‟t want to lay off the wrong 

key person then find you have to 

train their replacement. 

 

 Continued next month. 
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PAPERLESS NEWSLETTER: Sent via email. Please feel free to read and pass on this newsletter to any of 

your associates and friends. As always, we welcome questions and comments to rhonda@business-keepers.com. 

Katch the Day 
Guess what? The Orange County Fair is back in town again. Yes, it is     
already July and our favorite summer fun is here for all to enjoy. Oh, the 
things you can do at the fair, let us count: You can see a concert at Pacific 
Amphitheatre. All the decades and generations are covered from blues, to 
classic rock, to country; the concert hall has it all. Then there is the sports 
arena concerts with Fab Four, Radio Disney, BMX racing, and of course, 

the beloved fair classics, rodeo and bull riding. 
  If you‟re not into that there is the new Al‟s Brain from Weird Al   
Yankovic. It‟s a 3-D adventure new this year at the fair. 
    Now we get down to the real fair lovers stuff: pig racing, crafts   
tables, and painting and photographic competition results. If you still 
don‟t know which way the dessert utensil should face, check out the 
table setting displays in the crafts building.  
  Oh, the animals!  The one place and time in Orange County where 
you can be transported to the days of „ole when we lived off or own 
land and milked our own cows for sustenance. The fair always man-
ages to have a sow ready to give birth, the sheep are sheered, the cows milking process is 
on display, and there are enough chickens to make you want to squeak for joy. You can 
also see some of the larges vegetables and fruit on display from 4H kids who are destined 
to be our future farmers. 
   The fair has different hours this year. It is open Wednesday through Sunday (closed Mon-
day and Tuesday) from July 10th through August 9th. The prices are $5-10 dollars and park-
ing is extra. Opening day is free! The fair is located in Costa Mesa, off of the 55 freeway. 

KATCH THE FAIR DAY AND LEAVE THE BUSINESS-KEEPING TO US! 

Important Websites: 

www.irs.gov                    

www.edd.ca.gov   

www.boe.ca.gov            

www.ftc.gov 
www.katchtheday.com 

www.business-keepers.com 

www.ocfair.com 

Happy 4th of July 
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The Sound of Businessé  

    We continue our Sound of Business series on sales tax processing. The final part of the compo-
nent is exactly what to charge sales tax on. We discussed in our April issue that sales tax is charged 
to the “end user” meaning the person who consumes the product. This can be confusing however, 
so some more clarification is in order. 
   Taxable: Merchandise sold to the end user 
        Food served to a customer. Not food purchased at a grocery store 
        Certain charges for handling on shipping: Basically if you are making a  
             profit on shipping, you should be charging sales tax 
        All materials used for a job: Even if your contract has a total price, you should be  
breaking out the materials, charging sales tax on that, then adding non-taxable labor to add up to 
the total contract price. Don‟t forget to include sales tax when you present an estimate for a job.  
Otherwise, you will have to eat the sales tax yourself when we go to break out the materials. 
    Non-taxable: Labor (and only labor; not labor with material) 
        Out of state sales. This specifically means you have sold your product out of state and you are 
shipping it to the customer via a third party shipper like UPS. If you sell your product and you or one 
of your company trucks deliveries it, then you charge sales tax at the county rate where the product 
is being delivered. 
        Government: you do not charge any government institution sales tax. It‟s a bit redundant if you 
think about it. 
        Resale: Material sold to another company that turns around and sells it to the consumer. If this 
is the case, your company is considered a Wholesaler and your customer is the Retailer. 
      Continued next month. 


