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Terra Nova Consultancy Ltd 
is a commercial immigration 
company providing advise and 
immigration assistance to people 
who wish to immigrate to and or 
settle in New Zealand.

We believe that it is 
important for our clients to 
achieve their dreams and settle in 
New Zealand as quickly and 
smoothly as possible.

This is our second edition 
with new and added information 
on the first pages while the 
information from the first edition 
is repeated on the following pages.

And we 
have good 
news to start 
off with. The 
Managing 
Director of  
Terra Nova Consultancy Ltd is 
now an IAA (Immigration 
Advisory Authority) Licensed 
Immigration Adviser License 
number 200800214! More 
about this in this issue.

The Terra Nova e-book may 
also be downloaded from our 
website at:
www.terranovaconsultancy.co.nz
 
       For correspondence, please 
email to:
info@terranovaconsultancy.co.nz 

J Peter Hendrikx- 

Terra Nova
Immigration Advisory Authority
Some background information and … what it means for you as client

A bit of history
     Currently any person 
can set themselves up as a 
immigration consultant or 
adviser. There are no spe-
cific requirements that are 
set or required.
      Leading representatives 
in the industry saw the 
need to ensure that clients 
were represented properly 
and established back in 
1989 a voluntary organisa-
tion under the name of the 
New Zealand Association 
for Migration & Invest-
ment aka as the NZAMI. 
      The NZAMI devel-
oped specific rules, the 
Code of Ethics, and tested 
applicants on their com-
petencies. A Disciplinary 
Procedure was also put in 
place. 
     Approved members 
had, and still have, to 
abide by the rules and 
regulations of this volun-
tary organisation.
      Not all people or or-
ganisations working in the 
immigration industry are 
members of the NZAMI 
or member of any other 
similar type of orgaisation.  

Developments 
     On 4 May 2008 the 
Government passed the 
Immigration Advisers Li-

An IAA Immigration Adviser License

censing Act 2007.
     This Act compulsory regulates 
those who wish to work in the Im-
migration industry as an Immigra-
tion Adviser, in both New Zealand 
and offshore.
     The main reason why the Gov-
ernment believed that this was im-
portant is that they received many 
complaints from immigrants whose 
lives and futures were destroyed by 
incompetent or rogue operators.
      The Government established the 
Immigration Advisers Authority 
(IAA)  to manage the licensing proc-
ess for Immigration Advisers, both 
in New Zealand and offshore.
      The IAA keeps a publicly avail-
able register of licensed Immigration 
Advisers, administer complaints and 
take enforcement action against 
agents not licensed.

2nd  edition

http://www.terranovaconsultancy.co
http://www.terranovaconsultancy.co
mailto:info@terranovaconsultancy.co.nz
mailto:info@terranovaconsultancy.co.nz
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THE IMMIGRATION ADVISERS AUTHORITY
For further and detailed information about the Immigration Advisers Authority (IAA) 
and the Immigration Advisers Licensing Act 2007, please visit the website from the IAA 
on http://www.iaa.govt.nz 

Requirements of the Act 
- From 4 May 2008, Immigration Advisers will be able to apply to the IAA for a license to practice in 
New Zealand. Licensing will be voluntary for 12 months, until 4 May 2009.
- Immigration Advisers in New Zealand must have a license by 4 May 2009 while Offshore Advisers giv-
ing advice on New Zealand immigration matters must have a license by 4 May 2010.     
- Licenses will have to be renewed every 12 months and can only be held by individuals, not organisa-
tions, and they can’t be transferred to anyone else. 
- The IAA Code of Conduct is applicable as is a program of Continuous Professional Development

Exempt from Licensing
      All people providing immigration advice will be 
subject to the new law, unless they are exempt. Ex-
empt are:
- People who provide immigration advice in an in-
formal or family context only, so long as the advice 
is not provided systematically or for a fee
- Current members of Parliament and their staff 
who provide immigration advice within the scope 
of their employment agreement
- Foreign diplomats and consular staff accorded 
protection under certain Acts;
- Public service employees who provide immigra-
tion advice within the scope of their employment 
agreement
- Lawyers
- People working (either employed or volunteers) 
for community law centers, where at least one law-
yer is involved with the centre
- People working (either employed or volunteers) 
for citizens advice bureaux
- People who provide immigration advice offshore 
who advise on student visa and permit applications 
only
-People exempted by Regulations

Others might be prohibited or restricted from 
becoming licensed, such as someone convicted of 
an offence against the Immigration Act or an un-
discharged bankrupt.
Licensed professionals = protected migrants
      Migrants need to know they will be provided 
with the correct and best information, whether 
they receive it directly from Immigration New 
Zealand or from an Adviser. The Immigration Ad-
visers Authority offers migrants access to a regis-
ter of licensed Immigration Advisers (who have 
met competency standards and adhere to a Code 
of Conduct) and, a way to raise formal complaints 
about licensed Immigration Advisers
What it means for the Industry   
      Making Immigration Advisers a licensed, rec-
ognised profession will protect both migrants 
seeking advice and the Licensed Advisers. 
      It takes the profession out into the open. A 
high professional standard and continuous profes-
sional development are but some of the require-
ments to remain licensed 
      It will allow people to train and work in a rec-
ognised and rewarding profession. 

Comments from Terra Nova Consultancy Ltd
      We fully support the new licensing regime. The “proof is in the 
pudding”, the Managing Director of Terra Nova Consultancy Ltd 
is a Licensed immigration Adviser since 3 October 2008.
      In addition there are some other important reasons why we 
believe it is imperative for the industry; It will protect the immi-
grant as rogue operators will not be able to get a license to prac-
tice as a Licensed Immigration Adviser, and, the profession of an 
Immigration Adviser will be recognised in New Zealand and off 
shore and may offer people another professional option to chose 
from, and, only Licensed Immigration Advisers will be able to 
lodge applications for their clients. 

In other words, the new licensing 
regime is anticipated to be good for 
immigrants and immigration advis-
ers. Lets get stuck in!!

http://www.iaa.govt.nz
http://www.iaa.govt.nz


  TERRA NOVA CONSULTANCY LTD
 V1 - 2008   

 Terra Nova e-book
 PAGE 3

Why this 
Terra Nova e-book

Terra Nova Consultancy Ltd 
is a commercial immigration 
company providing advise and 
immigration assistance to people 
who wish to immigrate to and or 
settle in New Zealand.

We believe that it is 
important for our clients to 
achieve their dreams and settle 
in New Zealand as quickly and 
smoothly as possible.

We believe that this 
Terra Nova e-book , with 
ever changing and added 
content, may be one of the 
various ways to assist our 
clients.

When you 
know of other 
people who may 
be interested in 
this Terra Nova e-book, please 
let them register their interest 
on our website on 
www.terranovaconsultancy.co.nz

-J Peter Hendrikx- 

 Terra Nova e-book
We are extremely excited in 

offering this Terra Nova e-book 
to our clients and other readers.

What is an e-book? It is the 
same as a normal book, however 
the book is produced in an 
electronic format, hence is 
known as an e-book. It may be 
in different formats such as 
PDF, HTML or other and can 
be read on a PC, mobile phone 
or on specifically designed 
portable e-book devices.

The Terra Nova e-book will 
contain articles, comments and 
reviews from Terra Nova 
Consultancy Ltd and or other 
contributors that relate to a 
number of issues from 
immigration to New Zealand to 
operating a business. 

The content in the Terra 
Nova e-book will be updated on 
a regular basis meaning that the 
Terra Nova e-book will grow in 
size over time.

Launch of our e-book 
A variety of articles, comments and reviews that may assist you

Terra Nova

Terra Nova Consultancy Ltd
Unit 7a 169 Harris Road, East Tamaki, Auckland 2013
PO Box 58385, East Tamaki, Auckland 2141, New Zealand
Phone/Fax +64 9 265 1578   Mobile +64 275 706 540
www.terranovaconsultancy.co.nz
info@terranovaconsultancy.co.nz

Please note;

The information provided in the 
Terra Nova e-book  is of a general 
nature only and it does not constitute 
specific advice.

Terra Nova Consultancy ltd 

 e-book

http://www.terranovaconsultancy.co
http://www.terranovaconsultancy.co
http://www.terranovaconsultancy.co.nz
http://www.terranovaconsultancy.co.nz
mailto:info@terranovaconsultancy.co.nz
mailto:info@terranovaconsultancy.co.nz
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This may be the result …..

IMPROVE  YOUR COM-
PANY PROFITS
What you can do to improve the 
profitability of your company

What is Profit?

This is the most important 
question that you really need to 
understand; Profit is what is left 
over after having paid all of your 
company expenses, perhaps and 
in some cases, even some of your 
personal expenses.

There are some factors that 
have influence on and determine 
the level of the profit in your 
company.  These are;
• The Price of your product or 

service.
• The Quantity/Volume of 

your product or service.
• Your Fixed Costs. These are 

costs you have to pay even 
when you do not sell your 
product or service.

• The Variable Costs, ie costs 
that are directly related to 
produce your product or 
service.

Example with calculations

For simplicity, let us use an 
example to show how it works 
and what conclusions you may 
draw from that.

The product or service you 
sell costs you $40, the variable 
cost, and you sell it for $100, the 
retail price.

The Gross Profit Margin in 
Dollar terms in above example is 

$60, ie the sale price of $100 
minus the variable costs of $40.

The more you sell, the higher 
the variable costs, ie when you 
sell 10 products, the variable 
costs are $400 and when you sell 
100 products, your variable costs 
are $4,000. In other words, the 
variable costs are directly related 
to the quantity and or volume of 
sales.

To arrive now at your Net 
Profit you need to deduct your 
Fixed Costs. These are for 
example all the costs you pay to 
operate your business and may 
include lease, rent, wages, 
postage and courier, telephone, 
internet, insurances, vehicles etc.

Suppose you sell 100 
products, than your total Gross 
Margin is 100 times $60 equals 
$6,000.

When your Fixed Costs are 
lower then $6,000 you make a 
Net Profit, when your Fixed 
Costs are higher then $6,000, 
you make a Net Loss. 

HOW  TO INCREASE YOUR 
PROFITS

The profitability of your 
company may be improved 
through assessing the above 
individual factors that determine 
your profit. We have discussed 
these in previous paragraph;
• Price
• Quantity or Volume
• Variable Costs
• Fixed Costs

Price 

An increase in price may 

Definitions

Variable Costs

The costs directly related to the 
production of the products or services 
or the purchase price for the products 
or services you sell.

Fixed Costs

These may be costs such as lease, 
rent, wages, salaries, communications, 
vehicles etc. In other words, costs that 
you make even if you do not sell 
anything at all.  These costs normally 
do not change much. 

Gross Profit

The retail price of your product or 
service MINUS the variable costs.

Net Profit

Your gross profit MINUS the fixed 
costs.

When Positive, it is a Net Profit

When Negative, it is a Net Loss

have the result that the sales 
quantity drops, however this 
may be offset by that price 
increase and hence result in a 
small increase in revenues.

A decrease in price may 
result in a larger quantity, an 
increase in volume, being sold. 
Be careful though of the 
revenues.

Volume

An increase in quantity sold 
equals an increase in gross 
profits.

A decrease in volume means 
lower gross profits. 

When however volume is 
decreased because of 
downsizing your company 
resulting in less fixed costs, than 
this may result in achieving 
increased net profit. 

Variable Costs

A decrease in variable costs 
may mean a change in quality 
resulting in a reduction of sales.



  TERRA NOVA CONSULTANCY LTD
 V1 - 2008   

 Terra Nova e-book
 PAGE 5

An increase may mean a 
better product or service and or a 
higher quality. 

The question remains in both 
examples, check if this is 
accepted by your clients, ie what 
influence may it have on the 
gross profit of the company and 
ultimately on your net profit.

Fixed Costs 

Fixed costs may rise due to an 
increase in rents, wages, service 
or other fixed costs. This requires 
an increase in quantity or volume.

A decrease in fixed costs, 
such as moving to a cheaper 
location, may result in a higher 
net profit as long as the quantity 
or volume remains the same.
Conclusion

Each individual above 
described factor has an influence 
on your profits. The success of 
the changes depends on your 
company’s specific circumstances.

MARKETING PLAN OR 
HOW TO MARKET  YOUR 
BUSINESS

The following are some 
questions and statements 
assisting you to prepare a 
Marketing Plan for your company.

The majority of marketers 
fail mainly due to three reasons;
• Lack of commitment.
• Lack of clear benefit in your 

service or product.
• Poor positioning, or, how do I 

differ from the competition.
Your marketing plan is the 

first key to your success. It will 
enable you to see your ultimate 
goal with clarity.

When completed, your 
marketing plan will outline seven 

critical elements in your 
approach to marketing. 

These seven elements are;
01. The benefit to your 
customers

• The only products/services 
that succeed are those that 
offer a benefit to the 
customer that is greater than 
their costs.

• It is important to 
differentiate between a 
benefit and a feature.

• You need to know what your 
clients want.

• You need to know what your 
most important benefit is.

A Business Plan 
Planning for Success

The following is a recommended 
structure when putting a business 
plan together for your business;

Key elements

• Purpose of the business plan
• Your competitive advantage
• The team that you have assembled
• What you have achieved sofar 

Your business profile

• Executive summary
• Background
• Capital/Shareholder structure
• Business management/advisers
• Business environment
• Legal implications
• Action schedule/time frame

Marketing

• Strategic planning
• Business planning
• Market analysis / SWOT
• Direction

Operations

• The Product/Service
• The Plant (Equipment/Assets)
• The Location
• The Staff
• The Systems, Process Control
• The impact of e-commerce

Finance

• Income and Expenditure forecasts
• Cash flow planning
• The Balance sheet
• The 3 to 5 Year Plan

02. Positioning in the marketplace, 
what business are you in?

• You need to satisfy a specific 
need with an obvious desirable 
benefit that ideally is better or 
unique when compared to the 
competition.

• The challenge is to know what 
your clients want.

03. Your target market

• It is important to know 
specifically who you want to talk 
to about your product/service.

• How many segments does your 
market have?

• Focus groups may assist in 
identifying these people and what 
they desire.

• Can you put into one sentence 
what your business stands for and 
who your clients are?

04. Advertising strategy and 
positioning

• Product/Service
• Target market
• Competition
• Product/Service benefits
• How is it differentiated from the 

competition?
• If the reader gets one idea out of 

the ad, what should it be?
• What action should the reader 

take after reading the ad?
05. Your budget

• It is necessary to set an affordable 
amount that won’t create demand 
you can’t supply.

• Forecast the expected returns 
from your advertising so you can 
recognise/assess that your 
campaign is a success or not. 

• 10% of sales should be applied to 
marketing

06. The tools you will use to reach 
your client

• What media are you going to 
use? Radio, print, mail, TV?
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• Within each media there will 
be specific vehicles that will be 
suited to your specific 
marketing.

07. A month by month 
implementation schedule

• It is important to know what 
your next steps are and to 
monitor that you are on track

• It is necessary to set up a 
critical time path for each 
individual activity in your 
marketing plan to ensure its 
execution, what needs to be 
done to make it happen.

SOME TECHNICAL EX-
PLANATIONS
For those of you less familiar 
with accounting concepts and 
jargon, the following may help;

01. Profitabilty Measure (% 
Return on Equity

This is calculated as follow;
Net Profit divided by Total 
Equity in the Business,
Where Total Equity in the 
Business equals; 
- Total Assets less Total External 
Liabilities (Creditors, Loans, 
Bank O/D, HP Debt),
or equals;
- Owners Capital plus Retained 
Profits.
02. Equity Ratio

This calculated as follow;
Total Equity in the Business 
divided by the Total Assets.
03. Liquid Ratio

This is calculated as follow;
- Debtors plus Stock plus Cash at 
Bank divided by Creditors plus 
Bank Overdraft,
or;
- The total of assets expected to 
be turned into cash within the 
next year divided by the total of 
liabilities expected to be paid 
within the next year.
General rule of thumb

The values of these three KPI’s 
(Key Performance Indicators) are 
expressed in a %. They should 
generally be;
• 01. Return on Equity

Should be at least 15%, and 
higher if the business risk is 
higher.
• 02. Equity Ratio

Should be at least 50% in most 
cases, it may however depend on 
the level of risk inherent to the 
business.
• 03. Liquid Ratio

Should be at least 1.5 in most 
cases, ie the business has $1.50 
available in the short term for 
each $1.00 payable in the short 
term.

Reasonable Profits 
and Rewards

This is a common question in small 
businesses. As a general rule of thumb 
the business owner should look for 
the following monetary benefits from 
his/her business;

Payment of Market Rate Wage

This as they are working in the 
business as the owner/manager. This 
notional wage should reflect any 
excessive hours that the owner puts 
in.  This may be named the Effort 
Reward Component.

A Profit over-and-above their 
wage

This calculated after the deduction of a 
market rate wage and this should 
reflect an adequate return on the 
owner’s money (investment) tied up in 
the business (equity). 

This is the Return on Equity % 
referred to above and can be regarded 
as the Risk Reward Component.

Suggestion

The overall principle is that a business 
owner is entitled to both Effort 
Reward and Risk Reward from his 
business. They are two very separate 
components. Contributor

J PETER HENDRIKX
Owner and 
Managing 
Director of 
Terra Nova 
Consultancy 
Ltd

The Business 
Organism

A business is a living entity.  Its 
anatomy and physiology may be 
described in terms of;

The heart

Buying, making and selling are the 
heart of a business. heart failure, arising 
from lack of management blood or the 
collapse of individual functions, causes 
death.

Blood supply

Management is the life blood of a 
business carrying life giving oxygen 
(ideas and direction).

The skeleton

Businesses are vertebrates. Their 
structure is defined by organisation.  
As the business grows its skeleton 
should change in shape as well as in 
size.

The nervous system

Communication is carried out by the 
nervous system. The brain issues 
instructions, plans all schedules. The 
nerves detect variations of behaviour, 
measuring them and reporting back to 
the brain which analysis the signals, 
modifies them and issues revised 
instructions.

Behaviour

Businesses are social animals whose 
behaviour ranges from contributory to 
predatory.


