OPERATIONS STRATEGIES
operations strategy refers to the decisions which shape the long term capabilities of any type of operations. The aim of operations strategies is to manage and use the resources of the business to achieve and maintain competitive advantages in the market place. Operations strategy is usually considered in terms of performance objectives such as quality, speed of response, dependability, flexibility and customisation and cost. 
QUALITY MANAGEMENT 
Quality management involves planning to develop a policy that focuses on setting performance objectives that clearly set quality as a foremost goal. Quality management includes all the activities that business use to strive for and achieve quality and covers quality control, assurance and improvement. There are three main strands to quality management 
-quality control:   is a feedback control. It is a review process whereby everything that is involved in the operations process of production is reviewed. The QC process is undertaken to ensure that a predetermined or minimum level of quality in a good or service has been achieved during operations. 
-quality assurance:   involves monitoring and evaluation of the various processes of a project, service or facility to ensure that minimum levels of quality are being achieved by the production process. 
-quality improvement:     is a process which aims to reduce the rate at which mistakes occur in the production process. It involves analysing what has happened in the operations processes and what actions will be taken to improve performance. 
OVERCOMING RESISTANCE

TO CHANGE
change is inevitable as without change there can be no improvement. In today’s technological society the pace of change is rapid and businesses need to keep up with new processes, applications and ideas. Reasons for resistance of change: resistance to change is the perception that a change will threaten an individual or group. Managers often view resistance to change by stakeholders as a negative factor in the change process. The main reasons for this resistance include:

Financial costs: organisational change may cause large financial costs. These include costs of, purchasing new equipment, redundancy payouts, retraining and reorganising plant layout. Business managers may defer change because the benefits of the change do not outweigh the financial costs of the proposed change and may negatively impact on profit levels and return on equity for investors. 

Purchasing new equipment: rapid changes in technology increase the ongoing requirements to update equipment. Existing equipment is often still working despite the fact that is it out of date. Mangers may resist the purchase of new equipment when assessing the costs or purchase against the return on the investment. 
Redundancy Payouts: introducing any change that aims to improve efficiency, such as new technology, flatter management structures, outsourcing or relocating overseas. Often creates surplus workers in business, making them redundant. These changes will involve costly redundancy payouts to these workers. A business may defer changes in order to avoid such large outlays of money.
Retraining: changes such

as new systems and procedures, flatter management structures and the use of new technology create a need for staff retraining. This is costly as operations are interrupted while the workers learn and practise the required skills. There may be a decline in productivity and an increase in errors as the workers try to become more proficient in the newly acquired skills.   
Reorganising plant layout: the plant layout is how a business is physically organised. New technologies such as robotics and CAD AND CAM software, changes in production process, flatter management structures and other internal and external influences often make it necessary to reorganise the plant layout. This may be a resistance factor due to the cost. 
Inertia: means the tendency for things to remain in their existing state of rest. Business owner and managers may resist change as they may be cautious or slow in their decision –making or feel that change is pointless as the business is operating successfully with reasonable profits and few problems without the change.
SUPPLY CHAIN MANAGMENT 
A supply chain is the sequence of activities and organisation involved in producing a good or service. Supply chain management is a process used by a business to ensure that its activities and organisation involved in producing good or service is efficient and cost effective. 
Logistics: involves a business managing the flow of materials, information and other resources between the point of supply and the point of consumption in order to meet customers’ requirements. It requires integration of information, transportation, inventory,

warehousing, materials handling and packaging. Logistics ensures that a business has the materials, information’s and any other resources when it needs them and where it needs them. 
E-Commerce: is business conducted on the internet. It refers to the electronic buying and selling of goods and services where there is a binding commitment to exchange the goods and services for an electronic transfer of funds. E- Commerce gives businesses the ability to source inputs quickly, efficiently and at low costs. The advantages of e-commerce is greater availability of information, speed, time saving, easier and cheaper access to global markets, easier management of date etc. 
Global Sourcing: is an operation strategy where a business will acquire the inputs it needs for production across the borders of a number of countries. There are a number of reasons that a business will become involved in global sourcing e.g. exchange rate, reduced costs, expertise overseas , delivery is quicker etc. 

VALUE CHAIN ANALYSIS
Value Chain Analysis describes the activities that take place in a business and relates them to an analysis of the competitive strength of the business. A value chain is a chain of activities for a firm operating in a specific industry. Products pass through all activities of the chain in order, and at each activity the product gains some value. The chain of activities gives the products more added value than the sum of the independent activities' values.
INVENTORY MANAGEMENT 
Involves systems and processes that identify the quantity of goods or material to be ordered and the

timing of delivery of those goods or materials. The management process includes the stockpiling and storage of these good so the production process can be continued smoothly and customer demand satisfied. 
Jit (just in time): it means that products or materials that are required for operations processes are delivered to a business exactly when needed, not before or after the need will occur. 

Lifo (Last in first out): this means that products that are relatively old stock are put on sale before newer products. 

Fifo (First in first out): it is sometimes referred to as the first comes first served system and is essentially a queuing system. Those that enter the queue first will usually be admitted first. This means that products that were purchased and stocked first will be displayed to be sold before stock purchased more recently 
Holding stock: (just in case) stock, the stock that is held for purposes where they have nothing left and have this as a back-up. 
OUTSOURCING
when considering the production process a business needs to make a decision about whether it should make or buy its inputs. If the business decides to make the inputs it will embark on a process of vertical integration. Vertical integration means that the business expands its operations to make or provide its own required raw materials and component inputs. 

Onshore outsourcing (also called domestic outsourcing) is the obtaining of services from someone outside a company but within the same country. 
Offshore outsourcing is the obtaining of services from people or companies outside the country.
OPERATIONS

PROCESSES
Operations process make up the core business of an enterprise. The business acquires inputs and adds value to (or transforms) these inputs by transforming them into goods and services which become part of the output for the business. 

inputs: are more than the physical raw materials and components used to make a good or the skills, creatively or knowledge to provide services. Inputs are complex and have links with the other key business functions: marketing, finance and human resource. Inputs can be classified as materials, people or physical resources and further categorised as transformed or transforming resources. There are also intangible inputs such as time and money.
Transformed resources: these are the inputs that are changed and converted into something else such as component or finished good or service. Businesses use a combination of materials, information and customers. 
Materials: are the raw ingredients, components, parts and supplies used up in operations. Information: is used to make plans, execute operations and keep controls over materials inputs they are stored in files, in computer programs and in databases.
Customers: customers as transformed resources refer to the customer as a resource in the production process. It is their needs and desires that drive the operations of a business. 

outputs: good/services, customer service and warranties. 
Transforming resources: these are the resources that remain in the business and are applied to the inputs to change them to add value. 
Human resource: people are the greatest asset, because the skill, knowledge,

capabilities is applied to materials to convert them into goods and services.
Facilities: are the building, land, equipment and technology and that business uses in operations. 

TRANSFORMATION PROCESSES 
the transformation process are those activities that determine how value will be added. There are four dimensions of operations, referred to as the 4V’S.
Volume: refers to how many goods or services are produced by the operation. A business with a high level of production will produce high volume, while a business with a low level of production will produce a low amount of volume. 
Variety: is where the production of products is modified to meet the needs and wants of certain customers. A business producing a high volume product with low variety will be capital intensive, with assembly lines and a focus on producing at lowest costs per unit possible. 
Variation: this refers to how much the level of demand changes over time; it is strongly influenced throughout business operations. They can vary from day to day, season to season and country by country. 
Visibility: this refers to how much the operations process is actually experienced by the customer. It is where a consumer can either view the product being produced or not. Service-based businesses have a high level of visibility, while manufacturing has a low level of visibility. 
SEQUENCING AND SCHEDULING 
scheduling and sequencing tools are used to identify all steps in the operations process and organise them into the most efficient order to complete. A sequence is a plan constructed by people which helps operations

managers select the next task to be performed in an operation. Schedules are used to plan the timing and sequence of the use of both transformed resources and transforming resources. 
Gant charts: is a horizontal bar graph developed as a production control tool. It records the number of tasks involved in each particular project and the estimated time needed for each task. The Gantt chart allows the business to compare actual progress to its originally planned progress. 

Critical Path Analysis: is an appropriate scheduling tool for use in operation that involves a series of repeated tasks. It is a flow diagram that shows the interrelationship of tasks. CPA acts as the basis for both the preparation of schedule and for resource planning. 
CORPRATE SOCIAL RESPONSIBILITY
is a commitment by a business to operate ethically and contribute to economic development while improving the quality of life of our workforce and their families as well as the community at large. 
Legal compliance: involves making sure that the laws and regulations relating to the operation of a business are strictly observed.
Ethical responsibility: is where managers understand value systems and morality or what is right or wrong with regards to the production of goods or services. 
Environmental sustainability: is meeting the needs of the present generation without compromising the ability of future generations to meet their needs. 
Social responsibility: is concerned with the business interacting in a positive way in terms of its operation with the local community. 

MARKETING

MARKETING STRATEGIES
loss

leader: the loss leader pricing tactic involves providing a limited number of goods at a price that generates minimal profit or even a loss to encourage consumers to purchase goods from the business. Using this strategy will lose money on the leader goods it sells if the price is set below the cost of making and supplying the goods. The aim of this pricing structure is to entice customers into a store. 
Skimming: a pricing strategy that is used when a business wants to recover the high costs involved in establishing a product and releasing it onto the marketplace by setting a high price. 
Penetration: refers to selling prices at the lowest possible price to gain an immediate group of customers. It aims to undercut the main competitors of the business and act as an encouragement for consumers to switch over to the new product. 
Price points: is where a business sets different prices for a similar product. The products are differentiated by their features for example mobile phones. 

MARKET SEGMENTATION
geographic: is the process of dividing a market or customer group into smaller markets based on different geographic locations such as nations, states or local government areas. 
Demographic: is the process of dividing a market into smaller markets based on the customer’s age, gender, income, family size and level of education. 
Psychographic: is the process of dividing a market into smaller markets based on consumers lifestyle, personality, values and interests
behavioural: is the process of dividing a market based on people knowledge of attitudes towards and use of a product 
MARKETING

MIX 
Product: the term product can refer to either a good or service. While some businesses provide consumers with products that are tangible other businesses will offer services to consumers, which are products that involved one person performing a task on behalf of another person. To the consumer products represent a bundle of benefits that satisfy their needs. 
Branding involved the development of names and symbols in the form of logos and trademarks for a product or service, this helps to differentiate it from its competitors. 
Packaging 
Positioning 

Price: is an amount of money that a consumer is willing to pay for a particular product or service. Setting the right price by a business can be difficult. There are three pricing methods that businesses may adopt in their operations 
-cost plus margin: a business may simply add a certain percentage as their profit margin onto the cost of a product. 
-market price: a business sets the price of a product at a level dictated by the market 
-competition based price: is where a business may choose a lower or higher price than its competitors. 

Promotion: is the element of the marketing mix that a business uses to convey a message to its consumers. The aim of promotion in the marketing mix is to entice, inform or remind customers about a new or existing product on the market. There is a vast range of methods for promotions these include: below the line, advertising, direct marketing, promotion mix, publicity/public relations etc. 

relationship marketing anything you do to build a relationship with your customers. 


Place: is the fourth element of the marketing mix. It is primarily concerned with the process of distributing the product from where it is made to the consumer. The methods include selling directly to the public, to a warehousing firm for redistribution, to various types and sizes of retail outlets or to another producer. Distribution channels are the link between the producer and the customers of the product. There are three main types of channels:
-intensive: means the product is available in as many places as possible
-selective: is where availability of products is limited
-exclusive: is where individual outlets are given exclusive distribution rights usually for expensive products. 
PRODUCT POSITIONING 
Refers to the distinct image of a product that would set it apart from its competitors. The more a product is seen to be different from its competitors the more successful is its positioning in the market. Price, quality, perceived benefits and competition are key methods of positioning a product in the minds of customers and will assist there expectations of the product. 
PRODUCT/SERVICE DIFFIRENTIATION
Product/service differentiation occurs when consumers perceive a difference in a product or service compared to its competing products. The purpose is to create a competitive advantage for the product. Marketing strategies are used to create unique features to distinguish the product from other products. Product differentiation may be achieved through such features as quality, packaging, customer service, distribution and image. 
INFLUENCES ON MARKETING
misleading advertising:

businesses must be truthful with their pricing claims, advertising and special offers. Businesses cannot advertise a claim for a product that it cannot prove to be true. Advertising needs to be fair and not misleading. 
Price discrimination: is the changing of different prices for identical products in different markets or among different groups of customers. This is illegal under the trade practises act. Sellers must generally offer the same product at the same price to everyone. 
Warranties: is a written guarantee that faulty products will be repaired or replaced within a set period, under certain conditions of use. 
Bait and switch: is where heavily promoted bargains turn out not to be available. The idea is to entice customers with an offer that is too good to be true. 
Sugging: is selling under the guise of research. The aim is to encourage potential customers to order the product or sign up to a service while the customer is engaged in answering questions. 
Implied conditions: these conditions guarantee that the product being offered for sale is suitable for its intended use and is of reasonable standard. And that the good must be up to standard for the price that is charged. 
MARKETING PROCESS (MARKET RESEARCH AND TYPES)
it is important when conducting research that the business first determines its information needs and the type of information it is looking for. 
Date collection: there are two types of data that an organisation may seek to gather: 

-primary data collection involved gathering original data direct from the customers and target market. Methods include:

observation, focus groups, surveys/questionnaires and experiments. 

-secondary data is information that has already been researched and published. 
internal data from the businesses own record keeping, including sales and delivery records, product performances, market cost analyses and budgets
external data from the business environments such as ABS, consumer databases, trade associations, published reports, magazines and newspapers. 
Analysing and interpreting data is the final stage of market research. The researchers look for relationships in the raw data to develop meaning from the facts and figures. This provides the basis for understanding data and assists managers in decision making. 
ETHICS
Truth accuracy and good taste in advertising: The AMI has a code of conduct that is binding on all members and which established standards that apply to advertising. 
Products that may damage health: it not used for the purpose for which they were intended many products can be damaging to health. Even products that are supposed to be healthy or to promote good health can have the opposite effect. 
Fair competition: The ACCC promotes competition and fair trade in the marketplace to benefit customers, businesses and the community. Its main responsibility is to ensure that individuals and businesses comply with the governments competition, fair trading and consumer protection laws. 
Sugging: : is selling under the guise of research. The aim is to encourage potential customers to order the product or sign up to a service while the customer is engaged in answering questions. 

GLOBAL

MARKETING
Marketing is a critical factor for the success of businesses, whether domestic or international. All businesses need to look at market research and consider implications of globalising. 
Branding: with global branding a business uses the same brand in many different countries, making the brand more widely recognisable and helping to increate greater brand awareness and loyalty across the world. 
Standardization: is the selling of the same product in more than one country. The benefits of this include achieving economies of scale, as there are reduced costs in production and marketing of the product and that customers are knowledge about the features of the product.
Customisation: A business can target different market segments either within a country or across borders by appealing to local or regional differences. Products can be differentiated to appeal to local tastes and preferences.   
Global Pricing: Global pricing is more complicated

Competitive Positioning: involves defining how a business differentiates its product and creates value for its market. Competitive positioning is about creating a competitive advantage by developing an image of the product in the consumer’s mind that makes that product superior to those of competitors. 

FINANCE

CASH FLOW MANAGEMENT
cash flow statements: indicate the cash receipts (cash inflows) ; cash payments (cash outflows). They also show the cash balance at the start of an accounting period and the end of an accounting period. These inflows and outflows form the cyclical flow of cash funds called the ‘operating cash cycle’

monitoring and controlling this cash cycle will determine the ability of a business to pay its debts as they fall due (solvency)

Factoring:   is an important way of increasing the amount of cash in the business. Factoring refers to the process of selling the business’s accounts receivable to a company that specialises in factoring. Factoring provides the business with quick access to cash from credit sales, assisting the working capital and liquidity of the business. 

Discounts for early payment: discounts are reduction in the price of the good or service if payment is made earlier than required. Businesses can offer discounts for cash and early payments. This encourages quick payment from customers, improving cash flow for the business. 

Distribution of payments: the money coming into the business will not evenly match payments due from the business. Managers need to understand the pattern of the cash inflows and cash outflows and link their payments to periods where they have high cash inflows. 
OBJECTIVES OF FINANCIAL MANAGEMENT
Profitability: is the ability to make a financial return from business activities. Profit can be calculated as the difference between revenue and expenses. Profit is the main driving purpose for running mst businesses. 

Growth: is the increase in size and value of a business over time. It provides an business with the opportunity to expand, produce a wider product range, access additional resources and help consolidate the position of the business in the market.

Efficiency: is generating the maximum return for the minimum cost. It involves

increasing the amount of output with the same number of inputs or maintaining current levels of output with fewer inputs. 

Liquidity: refers to the ease with which an asset can be converted into cash. Importantly in business, liquidity refers to the ability of a business to meet its short term debt. 

Solvency: refers to the extent to which the current assets of a business exceed its current liabilities. Solvency is basically a short term proposition, its means that if current assets exceed current liabilities then the business is able to meet its short term debt commitments and the business is described as solvent. 
GLOBAL FINANCIAL MANAGEMENT
Hedging: is any method or transaction that is used to minimise risk or loss in financial transaction. Hedging allows businesses to overcome the effects of exchange rate fluctuations. 

Derivate: are financial instruments to support a business’s hedging activities. It is a financial contract that is based on the future market value of an asset such as a commodity, shares or currency. Its main purpose is to reduce risk for one party. 

Exchange rates: currency in fluctuations arises because of movements in the exchange rates of different countries. An exchange rate is simply the price of one currency expressed in terms of another country. 

Methods of payments
-bill of exchange: is where exporters will send documents from their bank to the buyer’s bank after goods have been sent. Exporter can specify that goods are released to buyer only after payment is received or an acceptance to pay a future date is signed. 

PROCESS OF FINANCIAL

MANAGEMENT
Matching the terms and source of finance to business purpose:
business managers who are effective in their financial decision-making will ensure that the terms and sources of the chosen finance option match the business purpose and structure.

Terms and purpose: short term assets should be funded by short term finance. Similarly long term finance assets such as property should be funded by longer term finance such as a mortgage.

Sources: a business will need to consider the costs, benefits and risks associated with debt and equity finance and choose the source that is most appropriate for the business, its current gearing and the purpose of finance. 
INFLUCENCES ON FINANCIAL MANAGAMENT
A business can source money from inside the business itself as well as from outside the business. There are to sources of finance internal and external. 
Internal sources of finance:
are recorded under equity in the balance sheet. These sources are reinvested profits and the capital contributed by owners when the business began. 
-owners’ equity: these are funds invested into the business by the owners. 
-retained profits: are that part of the net profit of a business that is not paid out in dividends to shareholders, instead these funds are invested back into the business. 
-sale of assets: such as buildings, plant and equipment. These surplus assets can be sold and allow funding of new projects to meet the goals and objectives of the new combined business entity. 

External sources of finance:
There are a number of external sources of finance. These usually involve some type

of loan and therefor are called debt finance. Debt finance is any money that has been borrowed. External finance can include:
-short term borrowing (overdraft, commercial bills) 
-long term borrowing ( mortgage, debentures, unsecured notes, leasing)
-other sources: factoring, venture capital and grants. 

FINANCIAL RATIOS
Financial ratios are calculations that help managers examine the performance of the business and determine if the business is meeting its financial objectives. They allow comparisons to be made over time, with previous year performance, with industry averages, benchmarks and between business competitors. 
Liquidity
Liquidity ratios from the financial statements provide evidence about whether the business can pay its debts/payments when they fall due, the main liquidity ratio is the current ratio.
-Current Ratio: is also known as the working capital ratio, it is a measure of how easily a business can meet its current liabilities from the current assets. The current ratio is calculated by using the following formula:     
Current ratio= current assets
                          current liabilities

Gearing
The gearing debt to equity ratio tells the manager if the business can pay all its liabilities. It is a measure of the businesses long term financial stability. This is an important ratio because it identifies the amount of debt in the business.
-debt to equity ratio: measure the amount of total amount of owners’ equity in the business compared to the total amount of debt. The debt to equity ratio is calculated by using the following formula: 
Debt 

to equity ratio= Total liabilities 
                                      Equity Funds
Profitability
Profitability ratios identify if the business is making profits. All business need to know by how much revenues exceed sales, how much profit is made after deducting certain expenditures from sales revenues and how much profit is made compared to how much equity is invested in the business. 
-Gross profit ratio It is calculated by using the following formula:

Gross profit ratio= Gross profit
                                    Sales

-Net profit ratio differs from the gross profit ratio as it takes into account the expenses of the business, the net profit ratio will be less than the gross profit ratio. it measures the percentage of each dollar of sales that is left over to pay tax and returns to lenders and owners for the use of their capital. It is calculated by using the following formula:
Net profit ratio= Net profit
                                sales 

-Return on equity ratio measures the net profit before tax and compares it to the equity in the business. The return on equity ratio will reflect its assets structure and financial structure. It is a measure of the owners reward for the risks involved in keeping the business operating. This ratio is calculated by using the following formula: 
Return on owners’ equity= Net profit 
                                              Total equity 

Efficiency
Efficiency ratios show how well the business is keeping expenses under control and how long it takes for the business to receive money from accounts receivable.. 

There are two efficiency ratios:

-expense ratio. Expenses are a continual problem for businesses. It shows the relationship between sales and the expenses that the business has made in making those sales. This ratio is calculated by using the following formula: 
Expense ratio= Expenses 
                              Sales 
-accounts receivable turnover ratio shows how long it takes for the business to collect money from its debtors. The standard time to repay credit is between fourteen and thirty days. If the accounts receivable rate is more than ten days above the standard payment times, then the business should be concerned. The ratio is calculated by using the following formula: 
step 1.                                                                                     Step 2.
                Credit sales                                                                                       365
        result from step 1 = days                                                         accounts receivable =result 

CASH FLOW STATEMENTS CALCULATIONS
step 1: acquisition of inputs on a COD or accounts payable basis
step 2: Processing of inputs, creating accrued expenses
step 3: sale of output, generating accounts receivable and or cash inflow 
step 4: collecting account receivable 

WORKING CAPITAL MANAGEMNT STRAGEGIES
In addition to controlling the current assets and current liabilities, there are two other common strategies for the effective management of working capital:

Leasing: s a financial arrangement that allows a business to use an assets in return for payments

over a set period. Leasing is an alternative to purchasing assets. By leasing assets the business maintains more working capital to invest in other assets and opportunities to aid the expansion of the business. 

Sale and lease back: involves selling the assets such as buildings and equipment and leasing them back from the purchaser. This allows the business to raise finance without incurring new debt. It allows a business to liquidate some of its assets and raise finance without incurring new debt at the same time. 
COST CONTROLS
costs are an outflow of cash from a business. Poor cost control means that profits will be reduced. Businesses need to manage costs by using strategies to manage:
-fixed and variable costs: such as insurance, interest payments and rent, do not vary in relation to output. 
-cost centres: businesses attempt to control costs by allocating a proportion of total costs to particular parts of the business. These cost centres are then responsible and hold accountable for the costs that they incur. 
-expense minimisation: is reducing the costs and expenses in order to maximise the profits and gain a competitive advantage, strategies used are- outsourcing, sales and lease back, waste minimisation programs.

REVENUE CONTROLS
revenue controls are designed to ensure that income flowing into the business on regular basis. Once this has been achieved, revenue controls aim to increase revenues and therefore improve profit levels. Revenue control can be managed through marketing objectives. These include:
-sales objective: are the link between the marketing plan and

the financial plan. Sales targets are set to maximise sales, to increase the turnover of stock and ultimately to maximise revenues

-sales mix: is the range of products and services sold by the business. Products with the greatest profit margins and high growth potential are developed while slow moving and poor profit items are phased out. 

-pricing policy: setting price is a complicated task and a pricing policy is necessary so that staff members are aware of the business strategy for pricing. The main aim of pricing policy is balancing sales with profits. 



Human Resources

KEY INFLUENCES
Stakeholders: Many individuals and organisations are affected by what happens in the workplace. These stakeholders include employees, employers, unions, employer organisations, government organisations and society as a whole. Each stakeholder is important as each contributes to the employer-employee relationship and will be affected by the nature and outcomes of this relationship.

Legal: Laws made by parliaments and common law decisions form the legal framework of employment relations and provide the basis for employment contracts.

Economic:

Technological: The growing influence of technology over all aspects of business operations is becoming much clearer in recent times .Technology seeks to improve the quality of products and the efficiency with which they have been produced. 

Social: Australian workplaces are now characterised by greater diversity in the ethnic and cultural backgrounds of the workforce, the increased participation of women in the workforce and the desire

by many employees to achieve a balance between work and family
EMPLOYMENT CONTRACTS

Permanent: is a person who is provided with continuing employment within the organisation. Permanent employees work between 35 and 40 hours per week and may be requested to work more hours than this. Permanent employees are entitled to a minimum of four weeks holidays per year and receive 1.1 weeks long service leave for each year of service to the business 

Part time: Part time work involves an employee working a fixed set of hours per week, but usually less than those of a full time employee. Part time employees are entitled to all the benefits of full time staff including sick and annual leave, holiday loading and various meal and uniform allowances. 

Casual: are employed by a business for short periods of time. They must work for a minimum of between one to three shifts. The regularity of their employment is subject to the employers demands. The employer is not obligated to provide regular, ongoing work. As casual employees do not receive holiday or sick leave entitlements, they are entitled to be paid 1.5 times the wage paid to a full

Fixed Term:

WORKPLACE LAWS
Workers compensation : is designed to encourage safe work practises, provide financial assistance to workers who are injured in the workplace and assist workers to return to work . 

Anti-discrimination: there are two main types of discrimination. 
-Direct discrimination which occurs when a person is treated less favourably than others solely on the grounds of gender, age, race marital status or physical characteristics.
-Indirect

discrimination in which a person who should be given special consideration is not, resulting in an unfavourable outcome for that person. 

OHS: Australia has nine jurisdictions that make OHS laws. The body that administers OHS is Safe Work Australia. Its functions include developing national policy relating to OHS and workers compensation. Its primary responsibility is improving work health and safety and workers compensation arrangements across Australia. 

EEO: Equal employment opportunity means that all employees and prospective employees have fair and equal access to jobs, benefits and services provided by an employer. EEO aims to encourage the   development of fair work practices, unbiased management decisions, recognition and respect for the diversity of people and a better work environment. 

Unfair Dismissal: is when a worker has been dismissed or threatened with dismissal from their job and believes that this action is ‘harsh, unjust and unreasonable’ . 
INDUSTRIAL CONFLICT/DISPUTES
wherever different groups with different goals and priorities come together there is a potential for workplace disputed. Conflict in the workplace is inevitable but can be reduced. Disputes in the workplace take many forms, from small disagreements to work-to-rule campaigns, strikes and lockouts. Industrial conflict is the result of problems that have arisen in the employer-employee relationship and an effective internal grievance and conflict resolution process. Causes of workplace disputes include:
-wage demands
-working conditions
-management policy
-political goals and so
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