The business functions include: operations, employment relations, marketing, accounting and finance. 
Operations
Role: to oversee the transformation of inputs into outputs.
This includes: maximising resource use, increasing productivity and achieving quality in the production plan. 
Materials management is the planning, organising and controlling of the materials used in the operations process. The aim of this is to ensure that the correct amount of stock/raw materials is available at the right price. The production plan is the first stage of materials management, outlining the activities required in the operations process. Using the production plan, will complete a Master production Schedule (MPS). This breaks down the production plan and specifies:
- How, when and where the production will take place
- Human labour force levels
- The quantity and type of each product and service
Next step is planning the Materials requirements planning (MRP). This is a computer based plan that identifies the exact materials requirements for the operation process.
More modern quality approaches organisations have implemented include: quality control, quality assurance and TQM (total quality management). 
Quality Control: is the process of inspecting and maintaining the quality of a good or service at regular intervals. 
Quality assurance: achieving a level of quality set out by an independent body in the goods and services produced. These specified standards are set down for the industry and apply universally across the

world. The widely used standard is the ISO 9000. ISO= International Standards Organisation. These standards apply not only to the output (finished product) but to the whole operations process. 
Total quality management (TQM): is when the whole organisation takes responsibility in achieving its quality standards, so that quality becomes the main focus for every employee. The commitment to excellence becomes part of the corporate culture. E.g. Kodak; able to reduce waste and improve their processes that earned them an award. 

Employment Relations 
Role: to ensure that employees work harmoniously in an organisation. 
There is a number of way to view employment relations, these include:
A hard skills (skills used to increase profits or sales)/Unitarist approach is- only one goal for both employers and employees. It is to ensure that business objectives such as profit are met. There is little room for consultation among employees concerning strategies and new directions. 
A soft skills (skills used to address human aspect of employment relations)/pluralist approach are- when employers and employees have different view on human resources management. This is essential in Australia as there is a long tradition of trade unions and employees’ involvement in decision making. 
Strategic human resources management: is involved with long-term objectives and the activities needed to achieve these objectives. This is to ensure that there is adequate staff now and in the future to meet business objectives. 
Success plans:

is the identification of promotion paths and potential successors to current managers or staff positions. They are needed to ensure that there are no sudden surprise staff shortages when people resign or retire. 
The functions of employment relations include:
- Training
- Development
- Assessment
- Motivation
- Retention
- Separation
- Recruitment
- Selection
Acquisition: is the recruitment and selection of employees. 
Internal recruitment includes- databases, notice boards, newsletters and email.
External recruitment includes- advertisements, educational institutions and unsolicited written applications. 
Development: is the training of employees in skills for both current and future jobs. 
Internal training includes- in house demonstrations, lectures, seminars and videos.
External training includes- conferences, uni, TAFE, videos and simulators. 
Maintenance: includes the monetary and non-monetary benefits, the motivation of employees must be intrinsic, and work must be satisfying. 
Most employees are paid according to awards, some are paid according to enterprise agreements and others are paid according to Australian Workplace agreements.
Monetary benefits: salary, conference expenses, car, bonus, commission, profit sharing etc.
Non-monetary benefits: awards, increased holidays, childcare at workplace, recognition, childcare at workplace etc. 
Separation: of employees can either be voluntary or involuntary. 
Voluntary= retirement, resignation and voluntary redundancy.
Involuntary= redundancy,

retrenchment and dismissal. 
Businesses must implement EEO (Equal Employment Opportunity) management plans and programs. Managers must have an understanding of anti-discrimination laws and how to implement anti-discrimination principles. 
The aim of the OHS (Occupational Health and Safety Act 2000 NSW) is to protect the health, safety and welfare of people at work, it requires employers to consult with their employees over these topics. 
Under the Anti-Discrimination Legislation, employers must not allow prejudices about people’s race, age, marital status, disability or sex to influence their actions concerning recruiting, training, promoting or dismissing staff.

Marketing
Marketing: is the process of creating a product, planning and carrying out pricing, promotion and placement of a good or service. 
The marketing concept: is a business owners’ effort to satisfy customers and achieve a profit.
Types of market segments include: demographic, geographic, psychographic and behavioural. 
Demographic segmentation is based on dividing the market into the following categories:
- Income
- Sex 
- Age
- Social class
- Education
- Ethnic background
- Family size
- Family life cycle
This segmentation is the most popular, because consumer needs, wants and user rates are often associated with demographic factors.
Geographic segmentation involves breaking the market up into the following geographic units:
- Region
- City size
- Density
- Climate
This is used when businesses customise their marketing

program. 
Psychographic segmentation is used to break a market up into the following psychographic segments:
- Socio-economic status
- Values and attitudes
- Lifestyle
- Personality
Behavioural segmentation is used to break up a market according to buyer groups on their knowledge of the product, their attitude towards it and the way they use it. This includes:
- Purchase occasion
- Benefits sought
- User rate
- Loyalty status
- Readiness stage
- Attitude towards the product

Price: is the amount of money charged for a good or service. 
• Pricing methods include:
- The cost plus method (calculating how much the product costs to make and then adding a percentage as profit.
- Competitive pricing (looking at prices other businesses are selling their products and charge similar prices)
- Market pricing (looking at how much the market will be willing to pay for a particular good or service)
• Pricing strategies include: 
- Price skimming (setting a high price for their product when they first enter the market)
- Market price penetration (business sets low price for good/service when it first enters the market)
- Discounts
- Loss leader (a business offers a product for sale that is below the cost price)
Promotion: is only one arm of marketing. It is used to inform, persuade or remind people about a business’s goods or services. 
There are five promotional methods/strategies that could be used to promote a good or service. These include:
- Advertising (a business used paid, non-personal 

communication to sell a product)
- Personal selling (Most expensive, a sales representative presents the product to the customer)
- Publicity (non-paid advertising. E.g. newspaper editorial)
- Public relations (activities that are targeted towards a particular market. E.g. sponsorships of local charities or community newsletters)
Price: refers to the distribution of a good or service. 
The role of distribution is to get a product to its target market. A channel distribution can be done through intermediaries, such as: wholesalers and retailers, or from the producer to the consumer. 
A business must decide on how many outlets the product it going to be available;
- Intensive: product is available through every possible outlet in the market. E.g. Coca Cola.
- Selective: product is distributed through a number but not all outlets. E.g. Country road= country road stores, Myer and David Jones. 
- Exclusive: product is available at only a single retailer. E.g. a Big Mac is only available at McDonald’s.

Selling concept Marketing concept
- Emphasis is on the product
- Company first makes the product, then works out how to sell it
- Management is sales-volume orientated
- Stresses needs of seller - Emphasis is on the customer
- Company first determines wants and then works out how to make and deliver a product to satisfy those wants
- Management is profit-orientated
- Stresses wants of buyers

Accounting and Finance
Accounting: interpretation, recording and communicating of financial information.
Role:

  is to give all stakeholders the opportunity to interpret financial information then make informed business decisions.   
• Stakeholders who use financial information include:
- Government
- Creditors
- Owners
- Investors
- Customers
- Managers
- Employees
- Auditors 
- Accountants
- Shareholders
Financial accounting: is concerned with information that can be interpreted by business managers and owners- to analyse profitability, government agencies to check for legal compliance, and other stakeholders to protect their investments and funds.
Management accounting: managers account for funds and make decisions about, for example; whether to open new operations, close unprofitable operations, purchase new equipment, reduce expenses and generally make a business more efficient and effective.
Businesses can use either debt or equity sources of funds to fund their operations. 
Sources of funds: where a business obtains finance, this includes banks, credit unions etc.
Debt finance: is financer that is owed.
Equity finance: is finance that is owned. 
Debt can be divided into short, medium and long-term debt.

Short term debt
- Short-term debt has to be repaid within 12 months. It includes the following. 
- Bank overdrafts: is a short-term loan that can be used by small businesses to draw funds over and above the amount in their cheque account.
- Interest is charged only on the amount used. 
- Bank overdrafts are used when a business faces seasonal cash shortages. 
- Credit cards:   are often 

used by small businesses when short of cash for equipment and for general expenses, and as a way of improving their credit rating with financial institutions. A good credit rating will allow larger loans in the future. (Best to pay off credit bills before incurring interest)
- Trade credit: it is a common practice for a business to purchase supplies and pay for them 30, 60 or 90 days later. The mount of credit given to those in the trade depends on a business’s credit rating, industry credit terms and size of orders.
- Other short term debts include:
- Commercial bills
- Factoring
- Bridging finance
Medium term debt
- Medium-term debt must usually be repaid between 1-5 years. It includes the following.
- Loans: most banks and financial institutions provide business term loans for a fixed or variable rate of interest for a fixed period of time. 
- Fixed: e.g.5 years, 5% per year
- Variable: depends on whether the economy changes, then changes with it.
- These are commonly used to purchase assets such as equipment, fixtures and fittings. 
- Leasing: businesses often lease cars or equipment such as photocopiers or computer for a period of 3-4 years.
- The benefit of leasing a company car, is that after a few years it can be changed for a newer model and not have to be fully repaid. 
- This is important for small businesses such as real estate businesses where a car is needed. 
- Lease repayments are tax deductible and there reduce the total tax burden of the business. 
Long-term debt
- Long-term can

be repaid over more than 5 years. It includes the following.
- Long-term loans: business loans are usually for ten years or more and are often raised from global financial markets. 
- Mortgages: are most commonly used for land and buildings are provided by large financial institutions such as banks and mortgage providers. The usual length of the loan is 15-25 years and interest rates can be fixed or variable.
- Debentures: are loans from the public for large incorporated businesses. 
- They offer high interest rates to the general public when they cannot raise funds at lower interest rates from financial institutions. 
- The interest rate offered to lenders or investors in this case increases with the period of the loan. 
- Equity finance: is finance contributed by the owners of the business and over which they have control. It includes owner contributions and retained profits. 
- External equity finance includes: share capital, contributions from silent partners and venture capital funds.

A budget is management’s tool for forecasting the business’s future. 
Budgets can include:
- Quantities of products to be sold (and expected selling prices)
- Number of employees and their pay
- A vast array of other information expressed in dollars.
A budget summarises the planning decisions of the business. 
A business may use a single budget to control its operations or a separate budget for each sub-unit.
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