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BE PART OF WHERE  
THE WORLD IS GOING

In our ever-changing world, imagine how empowering it would  
be to take control of your finances and discover the 

latest trend in buying, selling and saving.

Qoin digital currency will open an exciting new world for you. 
It is innovative, progressive and easily transactional. 

Be part of where the world is going and discover  
a completely new way to shop. 

qoin.worldqoin.world

Simply scan the QR code and download the Qoin wallet from the 
App Store or Google Play.

Create your free merchant account now and discover why more 
than 33,000 businesses have already joined the Qoin community.

With zero entry costs and zero transaction fees, Qoin offers 
merchants and consumers an innovative and secure way to 
connect and interact.
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Introducing  
Our Contributors

Bruce Gleeson

Bruce Gleeson is a Registered 
Liquidator and Registered 
Bankruptcy Trustee with 
approximately 20 years 
experience in assisting SMEs 
and individuals in financial 
crisis. He is a Director of Jones 
Partners Chartered Accountants. 

As an Insolvency Practitioner 
he believes it is vital that 
stakeholders (particularly 
directors and individuals) get 
the right advice from qualified 
professionals on the options 
available to them. Bruce is 
passionate to ensure that 
directors / individuals throughout 
the Greater Western Sydney 
area have access to quality 
advice and solutions.

Bruce Gleeson
p |  02 9894 9966
www.jonespartners.net.au
jonespartners.bizinet.net.au

Paul Sweeney

Managing Director Paul 
Sweeney launched Pretium 
Solutions after a long and 
successful career in accounting 
and business advisory. For 
Paul, the driving force behind 
the creation of Pretium 
Solutions was to make high-
end, proactive, directed and 
value-based advisory services 
available to small to medium 
businesses.

Paul brings to the table 
decades of experience as a 
highly qualified accountant and 
business advisor at every level 
of business. Through consulting, 
coaching and on-the-ground 
training and operations, his 
focus is on unlocking the 
untapped potential for greater 
profitability. Paul’s qualifications 
allow him to pair strategic advice 
with an advanced understanding 
of taxation and compliance 
matters.

Paul Sweeney
p |  02 9135 8450
www.pretiumsolutions.com.au
pretiumsolutions.bizinet.net.au

Lynne Fisher

Lynne Fisher has been working 
in the customer service, 
administration services, 
warehousing and logistics area 
for over 26 years. Lynne believes 
that with the right 3PL and/or 
administration partner, all 
companies can better satisfy the 
needs of their customers.  She 
relies on teamwork to produce a 
caring and stable environment in 
her workplace. 

Lynne assists and advises 
businesses with how to best 
leverage carriers, packaging, 
take goods to market, run 
rewards campaigns and general 
logistics and warehousing 
strategies.

Lynne Fisher
p |  02 9933 8888
www.promtel.com.au
promtel.bizinet.net.au

Elaine Davies

With over twenty years expertise 
in the global real estate market, 
around 12 years ago, Elaine 
grew uncomfortable with 
vendors having a professional 
on their side while buyers 
were often left high and dry!  
Knowing how much her market 
knowledge, contacts and insider 
information could help buyers, 
she took the exciting step of 
becoming a buyer’s and set up 
New Road Property in 2016. 

Elaine’s years of experience and 
her little black book of Sydney’s 
real estate agents helps her to 
quickly interpret and respond 
to client’s needs and make 
the process of purchasing 
properties exciting, pain free and 
successful. 

Whether through investment 
properties or from buying the 
perfect family home, Elaine’s 
desire is to help others live their 
property dreams.

Elaine Davies
p |  0412 362 133
newroadproperty.com
newroadproperty.bizinet.net.au
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Leo Colgar 

Registered Tax Agent, CTA, 
MIPA, M.Com (Accounting), BSc 
(Engineering Management)

Leo is the founder of Bright 
Accounting and Taxation 
Services. Leo started his 
career in one of the big 4 
accounting firms, KPMG in 1990 
and worked for international 
companies after that, where he 
gained extensive accounting 
experience through senior 
accountant roles during his 
career. Leo has expertise in 
providing comprehensive 
accounting services, including 
individual, corporate, 
partnership, and non-profit 
income tax returns and audits, 
compilations, and payroll tax 
reports for small to medium-
sized businesses.

Leo is a member of The Tax 
Institute, The Institute of Public 
Accountants and National Tax 
and Accountants’ Association. 

Leo Colgar 
p | 02 7200 2547 
www.brighttax.com.au
brightaccounting.bizinet.net.au

Peter May

Peter’s business background 
spans nearly 30 years 
developing and managing 
businesses. 
 
In 2016 was appointed as 
founding Executive Officer, CBD 
Sydney Chamber of Commerce. 
Prior roles included managing 
director and senior executive 
of the global communications 
giants Grey Group and RAPP 
businesses across Sydney and 
Melbourne before moving to 
indie agency Neon as Head of 
Strategy prior to establishing 
his own communications 
consultancy PMC in 2014. 
Peter specialises in providing 
strategic advice and creative 
integrated communications and 
also currently serves as a tutor 
of both under and postgraduate 
students at University of 
Technology, Sydney.

Peter May
p | 0437 872 052
cbdsydneychamber.com.au
cbdsydneychamber.bizinet.net.au

Grace Wong

Grace Wong is a veteran 
technology management 
professional with 25 years of 
extensive experience across the 
software engineering industry.

After initial roles as a network 
engineer, she embarked on 
her international journey in 
1997. Following work in New 
York, Grace took up a role in 
application support for one of 
the largest American investment 
banks in Singapore. Returning 
to Sydney in 2003, she gained 
invaluable expertise over 13 
years as a senior support 
engineer with a major software 
company. Passionate about 
helping others set up and use 
their own apps, Grace founded 
Connect Mobile Apps.

Grace Wong
p |  1300 718 839
connectmobileapps.com.au
connectmobileapps.bizinet.net.au

Paul McKenzie

Paul McKenzie is the Principal 
of ABS Conveyancing & Realty 
Valuations based in York 
Street Sydney. He spent the 
last 25 years in the property 
industry handling property 
valuations, commercial property 
management and leasing. 
He is also a conveyancing 
law graduate from Macquarie 
University and has spent the 
last 10 to 12 years dealing with 
conveyancing and property law 
matters.

From his experiences, Paul 
has written a book soon to 
be published - Property & 
Conveyancing Made Easy. He 
has been a guest at a number 
of property & conveyancing 
seminars, as well as on radio 
and podcast television. During 
2019, he has won a number of 
awards.

Paul McKenzie 
p | 1300 037 057 
www.absgroup.net.au
absconveyancing.bizinet.net.au
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The COVID-19 pandemic is the major 
cataclysm of our time. Global events of such 
scale bring on world-wide ramifications and 
inevitably end up changing the course of 
history. One could argue that the last time 
humanity faced a global crisis that created 
such a level of uncertainty was 80 years ago 
– and while we are not technically in a world 
war (although some kind of “vaccine wars” 
may have already started with a few nations 
starting to show their teeth...), the current 
situation does have some parallels.

It’s easy to overlook the long-term effects of 
the COVID-19 pandemic if you just focus on 
the present matters. If you were to analyse 
the media coverage of the pandemic, most 
of the current efforts worldwide would 
appear to be focused on defeating the 
virus: i.e., streamlining vaccine production 
and distribution, finding new and novel 
treatments, and preventing further outbreaks. 
It’s clear that the most pressing matter for 
governments across the world is to how to 
protect those most at risk. 

The other noticeable course of action being 
taken by developed nations is economic 
intervention – attempts to preserve jobs, 
businesses, and the status quo. This is 
evident by the release of massive financial 
stimulus packages with the goal of injecting 
cash into the economy and keeping people 
and businesses liquid – Australian programs 
such as JobKeeper, temporary changes to 
JobSeeker and Cash Flow Boost are all good 
examples.

We are very fortunate that we live in a first 
world nation and that we haven’t been left 
to our own devices to fend for ourselves. 
Australia may be one of the best countries 
to be in right now – we don’t have many 
cases compared to other nations and few 
restrictions to speak of. One can even argue 
that we haven’t technically experienced the 
true effects of the COVID-19 pandemic – just 
some financial pain due to snap lockdowns 
and border closures.

Having said the above, there is another 
serious issue simmering in the background: 
a total restructure of the way we go about 
our life and the way we do business. Our 
government may have engineered a genius 
plan of putting the economy in “hibernation” 
for six months and restarting our lives from 
a “saved” point in February 2020 – but that 
plan sounded a bit naive even at the time 
of announcement. This was never going 
to happen in the middle of a worldwide 
pandemic. The mentality, perceptions, 
and expectations of people all around the 
world are rapidly changing, and there is no 
going back to things as they were before 
COVID-19. The longer the pandemic lasts, 
the more permanent and irreversible these 
changes and adaptations will be. 

The harsh truth is that many business models 
that were viable yesterday will no longer be in 
the near future. Just as horses and carriages 

had their day, there are many businesses in 
operation today that have to make the choice 
right now to completely change and adapt, 
contract their operations to preserve cash 
or face involuntary administration in the near 
future.

The war against the virus hasn’t been won 
yet and as the saying goes: “It’s not over until 
it’s over.” Before, and if, the virus is defeated, 
our business landscape will irreversibly 
change.

Below I will touch on some of the broader 
changes in play that affect the majority 
of businesses. I am well aware that some 
industries such as tourism/travel, hospitality, 
transport, education, and many others 
are facing very specific challenges, and, 
in many cases, have completely non-
sustainable business models as a result of 
the COVID-19 pandemic. Business owners 
in these industries need not to only “adapt” 
and “innovate” – they should be talking to 
financial and insolvency experts right now 
as to how to proceed further without digging 
themselves deeper in the hole.

Let’s start with the first major topic. Online 
Shopping and e-Commerce.

 The Shift to Online Shopping

The shift to buying products and services 
online has become one of the most noticeable, 
talked about and studied changes to the way 
we do business post COVID-19. A business 
survey conducted by NAB found that when 
it came to online purchases made in the last 
three months of 2020, one in four consumers 
purchased items online that they would have 
otherwise purchased from a physical store[1].

The consumer is a definite winner in the 
shift to online shopping. It’s convenient. It 
saves time. No travel worries and expenses. 
A much wider choice of items and better 
prices. Better for your health. The paranoia 
around security issues and credit card theft 
is long gone.

People, being creatures of comfort, are 
unlikely to revert to dragging themselves to 
a physical shop once they made the switch. 
Unless you visit shopping centres for personal 
enjoyment, experience or for spending time 
with friends and family, is there really a valid 
reason for being there?

CURRENT BUSINESS TRENDS
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What about the other side? Are businesses 
the winners in the shift to online shopping? 
As someone in the IT/web development 
industry, my answer is a resounding “No”. 
The shift to buying goods online is about 
to spawn a major issue – a brutal race to 
the bottom and extreme competition. An 
inherent issue with e-commerce is that it is 
commoditised and businesses are forced to 
compete on price.

Commoditisation according to wikipedia.org:

“In business literature, commoditisation 
is defined as the process by which 
goods that have economic value and are 
distinguishable in terms of attributes end 
up becoming simple commodities in the 
eyes of the market or consumers.” [6]

When a consumer has the convenience 
of immediately finding the best price for a 
particular product, the transaction will always 
go to the supplier with the lowest price. It’s 
easy to buy even bulky and unconventional 
items such as car tyres online at a significant 
discount and pick them up from a warehouse 
that imports directly from the manufacturer – 
as opposed to visiting the local family-owned 
tyre fitter. 

The issue is that some larger suppliers can go 
as far as selling items below cost (!) to sustain 
market share. Profit margins are easily driven 
to zero in the world of e-commerce when you 
have to compete against big players.

This problem arises due to the way the digital 
space functions. It operates on completely 
different rules and principles. A typical 
bricks-and-mortar retailer has a competitive 
advantage due to their physical presence 
– i.e., unless a new shop selling the same 
type of goods opens up next door, a retailer 
has a definite pool of potential clients to 
access. This pool was traditionally limited by 
distance – i.e., the willingness of customers 
to physically travel to  said shop. The limiting 
factor for competitors attempting to get a 
slice of the market share was whether the 
aspiring proprietor was willing to risk signing 
a lease, investing in a fit out, hiring staff and 
committing to operations for at least the 
next three years (most likely seven as is the 
expectation in retail environments). This is a 
barrier to entry so to speak.

You would think that the lower barrier of entry 
makes the online space a much better place 
to get started for a small retailer. That may 
be true to some extent due to lower upfront 
costs and the absence of the need to risk 
it all by signing a director’s guarantee on a 
lease, but these advantages come with a big 
caveat. The potential of your new venture 
will now be limited by your willingness 
and capacity to invest serious dollars into 
developing an online retail presence that can 
exceed that of your competitors. That is a 
huge issue, and the door is rapidly closing 
for small entrants as more and more big guys 
join the game. The fact of the matter is that 
the digital e-commerce space is starting to 
become quite saturated.

You are looking at competing in an 
environment where only the top three 
search results get any traction – can you get 
there? Do you have what it takes to build 
an e-commerce store to compete with tech 
giants and an army of start-ups operating at 
perpetual losses that have access to funding 
from investors with deep pockets and the 
share market? Forget about it – you won’t be 
able to compete at that level if you are small 
fish.

Perhaps you want to take advantage of the 
easy option and make use of one of the 
existing giant e-commerce retailing platforms 
that sell a wide range of products on a 
commission basis? In that case, the platform 
and their algorithms will decide when, where 
and to whom to feature your products – you 
have no power there at all. If you depend 

on one of these platforms, your business is 
completely at their mercy.

Suddenly, competing as a bricks-and-mortar 
store looks a simpler affair.

As more and more big businesses get serious 
about e-commerce and join the game, this 
problem will be further exacerbated. The 
race to the bottom will become a lot more 
prevalent. Remember that big businesses 
can hire top-dollar software engineers, UX/UI 
designers, and digital marketing specialists 
to build very complex and sophisticated 
digital platforms.

The digital environment operates in such a 
way that it concentrates power in the hands 
of the few. Potential customers tend to be 
“stuck” in certain areas in the digital space 
– this principle results in a “winner takes all” 
scenario. The big guys come out first and 
end up wielding a lot of market power. This 
power imbalance was actually on full display 
during the recent saga with the “News media 
bargaining code”[2].

Small retailers are facing a tough future. The 
choice will be to go all-in and build a top-end 
platform to compete with the big guns, pay 
commissions from each sale to one of the 
existing e-commerce giants where the final 
outcome will be the same as what happened 
to the hospitality industry in respect to food 
delivery apps and their exorbitant fees that 
erode profit margins, or sell specific niche 
products that competitors can’t get their 
hands on.

The move to online shopping will lead to 

PROUDLY PRESENTED BY      BIZINET
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the demise of small family-owned retailers. 
There is no beating around the bush on this 
issue. But the truth of the matter is that the 
shift was already underway with or without 
the COVID-19 pandemic – it’s just that this 
transition has been supercharged as of late.

  Remote Working

The shift to remote working is one of the 
more positive trends that resulted from the 
pandemic.

There is a bit of a duality at play behind the 
shift – some are preferring to work remotely 
due to comfort and financial 
advantages associated with 
not leaving their residences, 
while others are specifically 
avoiding face-to-face 
interactions to safeguard their 
health. Remote working is not 
for everyone – some people need 
constant external motivation to 
get them going, but others are far 
more productive on their own and 
end up healthier and with better 
work-life balance in the long term. 
Remote working is one of those 
unexpected changes brought on 
by the COVID-19 pandemic that has 
made people question their lives – and 
now it’s hard to put the cat back in the 
bag after people experienced so much 
freedom and flexibility.

Our politicians have some sort of an 
agenda of getting workers back into 
the CBD to get them mingling again and 
buy overpriced coffee and sandwiches 
(or perhaps it has something to do with 
commercial real estate…), but the question 

to ask: Is it perhaps the concept of the “CBD” 
itself that is a bit out of date? Is there any 
valid reason as to why anyone should spend 
three to four hours a day travelling back and 
forth stuck in traffic or on public transport, 
surrounded by strangers with questionable 
hygiene, to spend an entire day in a cubicle 
surrounded by other people that really don’t 
want to be there? Is this a productive use 
of our time? What about the environmental 
costs and emissions associated with 
transport? Do we need all those cars stuck 
on toll roads every day at 8am and 5pm?

Is there actually a valid argument 
for working in the 

office supported by productivity statistics? 
Do we really need to waste so much of our life 
travelling just to sit in an office in the centre 
of the city?  To be honest, the only entity I 
can see deriving a consistent benefit from 
cramming workers into the traditional office 
are REITs (Real Estate Investment Trusts) that 
own and manage commercial property.

An American survey of 1,004 full-time 
employees carried out in 2019 by Airtasker[3] 

pointed out that remote employees spend 
1.4 more days per month working than 
office-based counterparts. This translates to 
an increased productivity of 16.8 more days 
every year. 

The fact of the matter is that if you look to the 
future, remote working should become more 
prevalent. Technology will only get better with 
time. Internet connection speeds, mobile 
internet coverage and teleconferencing 
capabilities will only improve as time goes 
on. 5G is coming. Virtual reality may even 
become a possible solution in the future to 
improve interaction and

CURRENT BUSINESS TRENDS
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move it into a 3D environment – indeed 
Facebook floated this idea in 2020[4].

If the COVID-19 pandemic keeps rolling 
on, it wouldn’t be much of a surprise if 
governments introduce remote working 
mandates for businesses that can reliably 
carry out their activities without face-to-face 
interaction.

 Customer Interaction

Customer interaction is also shifting into the 
digital space.

Research shows that the global average 
share of customer interactions carried out 
digitally jumped from just 20% in mid-2017 
to a whopping 58% mid 2020[5]. However, the 
share of customer interactions over digital 
channels has been increasing prior to the 
COVID-19 pandemic as well – it’s just that 
the process has accelerated as of late.

Is this a good or a bad development? In 
many cases, it’s a positive.

Digital communication channels are much 
simpler to streamline and automate. 
They offer logging and recording of 
communications. It is easier to be accurate 
and precise. I, myself, prefer to communicate 
with my clients remotely – with the specific 
exception of the sales process (more on that 
later). Businesses in certain industries, such 
as those offering digital cloud services, are 
easily able to implement novel tools such as 
chatbots to save costs on customer support.

Some industries, such as certain types of 
retail, are well positioned to moving all their 
transactions and communication online and 
cutting off traditional forms of customer 
service altogether. On the other hand, the 
situation is a bit more complex for small 
service providers, where a human touch is 
a necessity to build and keep rapport with 
clients.

 The Sales Process

With all the benefits to remote interaction, I 
feel that that there is one key component in 
business that is negatively impacted by this 
shift. It’s the sales process.

During the 2020 Sydney lockdowns, I have 
noticed that there was something critical 

missing in the way business was conducted. 
While there were no issues interacting with 
existing clients and discussing service-
related technical matters, acquisition of 
new clients became a bit of an issue. There 
was something difficult about closing sales 
without face-to-face interaction.

The truth to the matter is that people do 
business with people, and as it turns out, it is 
quite difficult to sell certain types of products, 
specifically the non-commoditised kind, and 
professional services remotely. You will often 
find that before you sign the dotted line, you 
do need to get a feel for the person you are 
about to do business with – something that 
is completely missing in virtual interactions.

While this requirement isn’t a factor with 
small goods and “need” type products that 
are easily sold online without issue, when it 
comes to selling professional services, it’s an 
issue. The key part is that you need to sell 
yourself as a professional in addition to the 
service itself. And when you are confined to 
the virtual environment, you are quite limited 
in your presentation and ability to rapport.

While you may be a confident person with a 
strong presence that can be an asset during 
face-to-face interactions, you will find it 
difficult to project these qualities in the same 
manner in a virtual environment. The sales 
game is completely different online and new 
tactics will be needed for some businesses.

PROUDLY PRESENTED BY      BIZINET
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 Conclusion

The paradigm shifts caused by the COVID-19 
pandemic are real. I have only briefly touched 
on the most pressing developments, 
and I am sure that there are many more 
changes to the way we live our lives and 
conduct business just around the corner.

I feel that the best course of action for 
businesses for the moment is to be 
very flexible and be ready to quickly 

change, adapt and exit. The future is still 
completely uncertain, despite surveys on 
booming business confidence, improving 
unemployment statistics and new vaccines 
coming out to treat COVID-19. The time 
when we can relax and get complacent 
hasn’t arrived yet.

Having said that, I do hope 2021 brings some 
certainty, clarity and positivity to our future. 

CURRENT BUSINESS TRENDS

Please send your comments to bizinet@bizinet.net.au
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[5] https://www.mckinsey.com/business-functions/strategy-and-corporate-finance/our-insights/how-covid-19-has-pushed-companies-over-
the-technology-tipping-point-and-transformed-business-forever

[6] https://en.wikipedia.org/wiki/Commoditization
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What is a Ponzi Scheme? And where did 
the name come from?
Wikipedia indicates that a Ponzi Scheme is 
a form of fraud that lures investors and pays 
profits to earlier investors with funds from more 
recent investors. The scheme leads victims to 
believe that profits are coming from legitimate 
business activity, and they remain unaware that 
other investors are the source of funds.

Ponzi Schemes are named after Charles Ponzi 
who in 1919 led investors to believe that they 
could earn a 50% return in as little as 90 days. 
Mr Ponzi was convicted and jailed in 1920 for 
financial fraud. 

Some readers may also recall a more recent 
and notable Ponzi Scheme operated by 
Bernard Modoff. The estimated cost of his 
scheme (which involved almost 8,000 clients) is 
in excess of $50billion. Mr Madoff was arrested 
in 2008 (after the Global Financial Crisis), 
pleaded guilty and was sentenced to 150 years 
prison. 

But not all Ponzi Schemes are as significant 
as the Madoff scheme and it is what we have 
seen over the past couple of years that has 
particularly caught our attention. My Firm over 
the past couple of years has been appointed 
to several matters which have in effect been 
Ponzi Schemes. The Caddick case is the most 
recent and more significant of them without 
doubt. However, irrespective of the number of 
investors and monies invested, the emotional 
and financial devastation is very real in each 
and every case.

Could the rise be partly due to the low rates 
investors are getting on safe investments, 
ie term deposits and where we are at in the 
investment cycle – I think so. And that is why 
investors need to exercise extreme caution 

when it comes to investing their life savings 
because such investments are typically made 
at a point in their life where the ability to 
fully recover from the non-recovery of such 
investments becomes problematic. 

Our appointment to the Caddick case was 
taken understanding the very deep emotional 
and financial impact on investor creditors, 
many of whom were family, friends and or 
former work colleagues of Ms Caddick. These 
investors have invested hundreds of thousands 
of their dollars both individually and also via 
their Self-Managed Superannuation Funds. 
The investor creditors were informed by Ms 
Caddick that her company, Maliver Pty Ltd 
held an Australian Financial Services Licence 
when it did not.

Our appointment has required us to prepare 
and file detailed reports to the Court in each 
administration during February 2021 covering 
a range of issues. In preparing and filing these 
reports, we have undertaken a deep and 
rigorous forensic review of 1000’s of documents 
and in many circumstances had to reconstruct 
financial records to explain transactions which 
occurred over the seven (7) period that Ms 
Caddick was purportedly providing financial 

services via her company. In addition, we 
have interviewed many investor creditors to 
understand who they came to invest with Ms 
Caddick. In a future article and when the case 
is further advanced, I will explain to readers 
how the scheme ran for so long.

What are the motivations of a Ponzi 
Scheme operator?
They are financial. Their urge to make money 
takes precedence over any risk consideration, 
usually because of their need to finance lavish 
lifestyles without regard to consequences.

Who are Ponzi Scheme operators and 
what are some main traits?
Research undertaken shows that most 
operators are:

• Likely to be between 36-55 years of age;

• Who act independently and generally 
locally;

• Have a finance background and/or 
experience in the finance industry; and

• Are motivated greed and opportunity.

Investing Your Life 
Savings – Be Careful of 
Ponzi Schemes

Bruce Gleeson, FCA, FCPA, RITF &
Mark Marlow, RITM, FIPA, 
Jones Partners Insolvency & Restructuring

On 15th December 2020 Daniel Soire and myself were appointed Provisional Liquidators of Maliver 
Pty Ltd and Receivers to the property of Melissa Caddick by the Federal Court of Australia pursuant to 
an application by ASIC. The Caddick case continues to attract significant interest, particularly given 
the recent announcement by NSW Police that they have found certain body parts of Ms Caddick on 
the NSW South Coast.  The cause of her death has not as yet been determined. Relevantly, it also an 
important reminder of the continuing existence of “Ponzi Schemes”.

BUSINESS ADVICE



BiziNetTM Magazine #107 17

BUSINESS ADVICE

To be able to sell the scheme the operator 
typically is a very charismatic individual, 
persuasive and good at closing a sales pitch. 
The operator tends to focus their attention 
on targets related to them either socially or 
professionally. They approach these targets 
on a more psychological nature rather than 
factual, and they exploit the trust between 
them and the targets. This is what happened in 
the Caddick case. 

The Caddick case is a very timely reminder 
for anyone considering how they might 
invest their money (either within or outside 
of superannuation), particularly given the 
insignificant amount that is being earned 
on term deposits, etc. Some of these 
considerations are:

1. Never feel rushed – take your time and 
verify the offer or other investment details. 
It is your money!!

2. Only use a licensed financial adviser – 
whilst we have many excellent financial 
advisors in Australia, you should also use 

the strong regulatory framework that exists 
and check that they are in fact registered. 
If they are not, give them a wide berth. This 
is not negotiable. A go to website: https://
moneysmart.gov.au/financial-advice/
financial-advisers-register

3. Watch for factors that seem too good to be 
true – every scam seems to have certain 
factors that give it a sense of believability. 
Be pragmatic and apply a sceptical mind 
to it. Again, it is your money!

The Caddick case is back before the Court 
on 7th April 2021. The hearing may include 
appointing myself and Mr Soire to be 
Liquidators of Maliver Pty Ltd as opposed to 
the current position whereby we are Provisional 
Liquidators. Such appointment would likely 
enable us to start realising assets of Maliver 
Pty Ltd. However, as was indicated in Court 
on 22 February 2021 many of the assets which 
Maliver Pty Ltd has an interest in are held in 
the name of Ms Caddick. There are also assets 
which are held directly in Ms Caddick’s name. 
Importantly, at this stage, our appointment as 

Receivers to Ms Caddick’s property does not 
authorise us to sell her assets. 

So, stay tuned and we look forward to being 
able to discuss the matter more fulsomely over 
the coming months as the matter progresses 
so as to continue to educate investors on what 
to look out for.  

Jones Partners Insolvency & 
Restructuring
p |  02 9894 9966
e |  bgleeson@jonespartners.net.au
b |  www.brucegleeson.com.au
www.jonespartners.net.au
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Technology is wonderful for business, make no 
mistake. It helps you deliver a more efficient, 
consistent and effective outcome.

For instance, using technology to improve 
efficiency with compliance and administrative 
activities gives you more time and resources 
to apply to value-producing activities like 
marketing and sales.

But let’s dispel a myth. Just because you use 
the available technology to be more efficient, 
you don’t have to lower your prices.

Don’t fall for that rubbish.

The product or service you provide still has 
the same value to your customer. If it takes 
you less time and money to produce the same 
outcome, that should be to your benefit.

You’re in business to make a profit. And you 
should use technology to help you increase 
profit.

Increase profit through technology: free 
or paid apps?

Most technology-based tools of any value to a 
business come at a price.

Sure, there are free versions of many tools but 
they often impose limitations on volume of data 
and/or access to features.

After all, the vendor needs to make money 
too. They want you to upgrade to a fee-paying 
‘business version’ of the app.

Free software tools may be the first production 
version of a new tool.

The developer keeps it free to make it more 
accessible and increase user numbers. With 
more people using their software, they obtain 
more feedback from users. This tells them 
important information about how well it meets 
the needs of users, what the priority areas are 

for improvement, and what additional features 
or capabilities are needed.

The software developers then use this feedback 
to develop a better product that more people 
are willing to pay for, hopefully at a higher price.

Free versions or software products that have 
small numbers of users may seem like a 
bargain at first. But this type of technology can 
create other inefficiencies in your processes.

A ‘work around’ using a manual process or 
by using another piece of software to ‘fill a 
gap’ can result in this new process being less 
efficient than the one you had before!

Increase profit through technology: 
hiring the right expertise

There is also a value in knowing how to use 
technology effectively. That may require the 
expertise of a professional.

Technology allows you to be more efficient but 
if you don’t know how to pilot the spaceship 
you end up with more garbage in the wrong 

place, faster!

Just because you have a brand-new tool 
doesn’t mean you’re going to be more efficient.

This is where getting advice from an 
experienced professional helps you optimise 
the results from implementing new technology 
or processes.

You go to a professional because they have a 
skill, not because they use a certain piece of 
technology (unless of course you want them to 
train you on using that technology).

It would be like using a plumber because 
you love the brand of ute he drives. It’s just 
ridiculous. The technology is simply a tool used 
by a professional.

Using these tools allows professionals to be 
more efficient at delivering better outcomes for 
you. But they are still exercising their skill and 
judgement.

BUSINESS ADVICE
Paul Sweeney, 
Managing Director, 
Pretium Solutions 

Business owners and start-ups: technology is the ‘great enabler’, it’s true. But make sure you enable it 
to increase profit, not lower your prices!

Adding New Technology 
to Your Business? 
Make sure you increase profit - not lower prices! 
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Often, they can help you implement a new 
system (tool) or process that adds value to your 
business in terms of:

• Efficiency
• Time saved
• Better quality outputs
• A more scalable system
• A better work environment

You should be using technology, processes 
and systems to get better results like these in 
your business. 

Increase profit through technology: get 
clear on what you want to achieve

The use of technology is meant to enable you 
to run a more efficient business and increase 
profit. You increase profit by raising the sales 
price, volume and/or frequency to the right 
customers. Being able to deliver sales of 
your product or service more effectively also 
increases profit.

So, technology needs to support the sales and 

production processes that will provide the best 
outcome to your business.

Designing and implementing these processes 
are critical steps to get right. Failure to plan by 
carefully determining the desired outcomes 
can result in higher costs, frustration, and lost 
opportunities.

So, when designing any new system or 
introducing a new process, first ask yourself:

“What do I want to achieve?”

“What’s the benefit of the process that I am 
trying to create?”

“What value or saving do I expect to achieve 
by doing this?”

“What is the expected timeframe for seeing 
that result?”

Answering these questions help you identify 
what you want the process, system or tool to 
do. It also helps to put a value on the expected 

benefit in terms of increased sales, reduced 
cost, time saved, better sales conversions, etc.

Having identified what you want the process, 
system or tool to do, you need to make it 
happen.

And doing that will then help you increase profit 
in your business. 

Need help with increasing profit through the use 
of technology? Contact us to arrange an initial 
chat. https://meetme.so/PretiumSolutions 

Pretium Solutions 
p |  02 9135 8450
www.pretiumsolutions.com.au

BUSINESS ADVICE

Invitation
Bella Vista Business Alliance 

Coffee Morning 
20 April 2021

Networking and Information Session

20 April, 10.00 am - 12.00 pm

Bella Vista Hotel

13-15 Lexington Dr, Bella Vista NSW 2153

Register at www.BusinessAllianceNSW.com.au
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Research from December 2015 from Roy 
Morgan showed that Australians spent an 
estimated $37.8 billion over the internet, with 
around four in ten people buying at least one 
product online during an average four-week 
period. That’s a pretty significant number when 
you note that our population then was under 
24 million. 

The momentum has grown exponentially 
over recent years.  The development of smart 
shopping apps that display goods in a mobile 
phone-friendly way, with options to save 
payment data securely has made shopping 
online incredibly easy. That little device that 
so many of us carry around in our handbags 
and pockets has become the most popular 
marketplace tool for online sellers.  

It is difficult to remember a time when we didn’t 
use the internet to run our lives.

This has created opportunities for businesses 
small and large to disturb the markets in which 
they operate. For small to medium companies 
it makes sense to engage a third party logistics 
provider, so they can focus on investing 
their time and money into their product and 
marketing. However, there is a problem that 
they may face over which they have little direct 
control.

So what is the problem?  

It’s all about the courier delivery driver - the last 
person to hold your customer’s online purchase 
in their hand before it is delivered. If the correct 
address is not showing on the freight label, 
the online purchase cannot be delivered. It is 
incredible how many people don’t remember 
to include all of their address information when 
purchasing online. Also, if you want a signature 
at the delivery point, it follows that the recipient 
of the parcel needs to be physically present.  

To quote David McLean, who is the founder 
and CEO of Hubbed "A major thing that all 

courier companies and logistics companies out 
there deal with when it comes to e-commerce 
is trying to solve that last mile problem."   

There are some smart solutions to the ‘delivery 
failed’ show-stopping clunk. David McLean’s 
take on this: "The costs are really high particularly 
as sometimes up to 30% of people aren't home 
when their parcels are being delivered and 
there is a great amount of dissatisfaction from 
the consumer's perspective when they receive 
those failed delivery cards." 

David and his team’s solution at Hubbed is to 
arrange a secure place to leave the parcel for 
collection and leaving a card for the recipient 
with details of where to collect their parcel.  
Smoothing the way to a smile is how I think of 
it.

There are questions you should ask before 
engaging a 3PL provider:

• How does their system handle addresses? 
Consider what might happen if your 3PL 
provider’s system cannot accept long 
addresses, international addresses or 
unusual addresses. For example, did 
you know that ‘Cnr of Smith and Jones 
Streets’ does not meet the acceptable 
standard as an address any more? Or if the 
delivery address  is a 20-unit building on 

the same site? Same street address, but 
you’d better get your unit/level information 
correct, or your delivery may not happen. 
Does your 3PL provider’s system allow for 
this?

• What courier companies does your 3PL 
provider use?  

• Do they have a creative parcel delivery 
option in place? Even if they do, wouldn’t 
it be better to capture exact address 
information at the source so that these 
options do not need to be activated?  

If you are a small to medium business and you 
want to join what is now the online norm, don’t 
let last mile delivery problems ruin an otherwise 
efficient order-to-consumer experience.   

Choose your 3PL partner carefully.  

Promtel Pty Ltd 
p |  02 9933 8888 
e |  lynne.fisher@promtel.com.au
www.promtel.com.au

eCommerce - 
Delivery Failed

BUSINESS ADVICE Lynne Fisher, 
Promtel Pty Ltd

Australians have developed a massive appetite for online buying.  Many people only occasionally hit 
the shops these days.  Instead, they much prefer the ease, precision and solitude of online purchasing.  
This trend has flourished even more since COVID-19 stamped its will on our lives.
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As the market pulled back I begged anyone 
who’d listen to me to buy their much wanted 
properties. But alas, most buyers felt the 
market would further decrease and therefore 
missed out on many golden opportunities.  

It didn’t take long for the big banks to fuel the 
fear mongering.

In May 2020 the Commonwealth Bank of 
Australia (CBA) projected a 32% drop in 
property prices – yes, a whole Third! The 
Sydney Morning Herald ran this headline:

House prices could fall 32 per cent 
under 'prolonged' slump - CBA

No wonder people were scared of putting their 
money into property.

Fast forward 6-months and the Sydney property 
market started its move upwards again. Then, 
even before Australia Day, things really took off 
- by the end of January, the property market 
was incredibly hot.  

It was so hot that in February 2021, the same 
CBA economists who predicted a 32% drop 
were predicting strong growth.  As reported by 
the Financial Review, “The property housing 
market is on the verge of a boom and property 
prices are expected to rise as much as 16 per 
cent over the next two years, Commonwealth 
Bank economists have forecast”.

Now, in March 2021, Sydney, as well as many 
other areas in Australia, are experiencing one of 
the hottest property booms ever seen. Prices 
seem to be going up daily and this week’s 
auctions results were eye popping in Sydney: 

Inner West
In Balmain, a 3.7m wide, derelict weatherboard 
cottage sold for $2,650,000.

North Shore
26 Varna Street, Waverly sold for $651,000 more 
than it’s attached neighbour did in February. 

The more expensive was less presentable and 
had no parking. Both were on about 277m2 of 
land. 

Eastern Suburbs 
A house in Woollahra, which according to the 
agent already had a very ambitious reserve 
sold for $1.5m over that reserve. 

At time of writing, Sydney had experienced 
8-straight weeks of auction clearance rates 
of over 80%. In the 2015 boom, a 80%+ 
clearance rate went on for over 20-weeks – 
let’s see if 2021 beats that number.

The main difference between the 2015 boom 
and now is the price.  In June 2015, the median 
price for a house was $1,007,758. Less than 
six years later, Sydney’s median house price is 
$1.21 million.

In 2015 I was working with over 30-frustrated 
buyers and bought for them all – most of which 
believed that they had bought at the top of the 
market.  

They hadn’t. Sydney just kept on rising.

The moral of the story? Buy when you’re ready. 
If the stars have aligned and you have your 
mortgage approved then jump in. It may be 
corny but my mantra is, “it’s time in the market 
that’s important, not timing the market”.

Sydney is also filled with fool’s gold 
It looks as if this hot market will continue for 
a while offering solid growth however, these 
circumstances also create the perfect storm 
for panic buying the wrong property. Properties 
likely to underperform, even in this market, are: 

• Wherever stock outweighs demand. Be 
wary of off-the-plan or new complexes 
where towers are still being built

• Established homes are usually good buys 
but be wary of those that are surrounded 
by suburban developments where people 
may have over extended themselves and 
again, stock will outweigh demand for a 
long time 

• Country towns – the boom may have 
reached there but they’ll be the first to be 
hit when things subside too

• Towns and areas that have one industry to 
feed it, such as mining

Whatever your budget buy the best property 
that you can. Always look for good light, a 
pleasant location and easy transport – when 
buying always think of your future buyer or 
tenants. 

Elaine Davies 
p |  0412 362 133
e |  elaine@newroadproperty.com.au

Property Market 
Overview

In early 2020 property markets, in many areas around Australia, were on the rise again but in March, 
COVID 19 bought them and the whole world, to a screeching halt. 

REAL ESTATE
Elaine Davies, 
New Road Property,
Associate Editor – Real Estate, BiziNet



BiziNetTM Magazine #107 23
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Australians are the “brick and mortar” investors, 
where property is the king of investments, with 
tax benefits, such as negative gearing and tax 
depreciation allowances. It also attracts the 
most taxes, by all three levels of government, 
compared to other investment classes. In 
property, you have council rates at the local 
government level, water rates, stamp duty 
and land tax at the state government level. 
Then there are capital gains tax and GST (new 
residential and commercial/industrial) at the 
federal level. In other words, property is taxed, 
when you buy, hold, invest and sell out (sell off, 
when it’s not the principal place of residence).

Taxation reform is a “hot potato” when it comes 
to Australian voters and taxpayers. After Paul 
Keating’s famous “banana republic” speech, 
the GST took almost 20 years to bring in 
and implement, which occurred under John 
Howard and Peter Costello.

Since then, taxation reform at federal and state 
levels been contentious with Australian voters 
and taxpayers.

For example, in New South Wales, then Premier 
Bob Carr and Treasurer Michael Egan, brought 
in the Vendor Exit Tax and changed principal 
place of residence in land tax. This caused 
so much controversy that both bob Carr and 
Michael Egan then called media conferences 
on a lovely sunny day in Sydney during June 
and announced their exit/retirements out of 
government/parliament.

During 2019, on top of the opinion polls, then 
opposition Leader Bill Shorten announced 
changes to negative gearing and capital 
gains tax. This caused a federal election 

upset in 2019, with the return of the Morrison 
Government and the rejection of Bill Shorten, 
with his policies on negative gearing and 
capital gains tax.

Now in 2021, both the Victorian and New 
South State Governments are reviewing stamp 
duty and land tax, with the view of reducing/
phasing out stamp duty and broadening the 
burden of land tax, which includes abolishing 
the exemption of principal place of residence. 
My gut feeling is that this is to test the waters 
before making an alternative type of reform, 
acceptable to voters and taxpayers. Land 
tax is already an unpopular tax, especially for 
property investors and owners of commercial 
property, who see the irregularities in land tax. 
The Valuer General’s Office now uses a “scatter 
gun” approach to prop up land tax revenue for 
the state government. Experiences in United 
States of property taxes across the board, 
no principal place of resident exemptions, 
see their tax rates keep going up to cover 

US state government budget blow outs. In 
Victoria and New South Wales, it’s possible 
that the state governments will abolish stamp 
duty and replace it with land tax across the 
board (with no principal place of residence 
exemptions). As Sir Humphrey Appleby once 
said to Minister Jim Hacker in the BBC Yes 
Minister series, “Minister, you about the make 
the most courageous decision on your political 
life!” Let’s see what the reform ends up looking 
like in Victoria and NSW.   

Legal conveyancing services for Vendors/
Sellers, Buyers, Family Transfers, Commercial/
Retail Leasing, etc.

ABS Conveyancing
p |  1300 037 057
e |  paul@absgroup.net.au
www.absgroup.net.au

The Taxation Menace 
in Property 

REAL ESTATE Paul McKenzie, 
CEO, ABS Conveyancing

Not long after my book "Property & Conveyancing Made Easy" was released, both the New South 
Wales and Victorian state governments made similar announcements, at the same time, to review 
stamp duty with land tax during 2021. There has been an ongoing debate about stamp duty, once a 
small tax, and previous promises by opposition parties to abolish it if elected. This never happened. 
When the GST was introduced by the Howard Government in Canberra, their campaign was GST = 
Good-Bye Seven Taxes. The defunct Australian Democrats in the Senate demanded basic food grocery 
items, health and education to be exempt from GST as a trade-off. Those seven taxes, including stamp 
duty, remain.
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More and more people are beginning to return 
to the CBD and to offices generally, though 
maybe not for a full week at this stage. Despite 
that phased return, our Members have an 
ongoing desire to learn, share information and 
connect. We answered this need in 2020 by 
hosting more than 25 key speaker and virtual 
networking events in partnership with Business 
Alliance NSW. These continue in 2021 together 
with an active face-to-face programme to draw 
people in business back together.

Covid Safe Face-to-Face Networking Is 
Back
Prior to the recent CBD After 5 Networking held 
at Café Danieli in The Rocks on 9 February, 
the last face-to-face get together was held in 
March 2020 - almost 12 months ago! This was 
followed by CBD After 5 Networking during 
March at Yukis at the Quay. This utilised an 
open air deck, overlooking Sydney Harbour 
and the Sydney Opera House - the perfect 
setting for the last daylight-saving opportunity 
to connect, hear from great speakers and 
network with colleagues and connections.

The CBD Women in Business Network 
is also back in action. This network brings 
together business owners, senior women in 
business, leaders and aspiring leaders who 
want to learn, share and grow both personally 
and professionally. We work toward harnessing 
our knowledge, skills and experience to create 
a supportive network that fosters learning and 
connection. These are hosted every four to six 
weeks and are supported by Chamber Sponsor 
members St George Bank, BSI Learning and 
Hall & Wilcox Law.

Getting people back together is a mixture of 
finding a venue with right amount of space, 
that is easy to access and ensuring there is 
a Covid Safe Plan in place. The Chamber 
works with Member-owned venues to host 
these programmes and has a strict Covid Safe 
approach.

Virtual Networking Never Went Away
Events like the Expert Panel Virtual 
Networking and the Business Formula 
events, presented as a collaboration between 
Business Alliance NSW and CBD Sydney 
Chamber continue to be an important part of 

the connection strategy. These are interactive 
events, not webinars and provide opportunities 
to participate in discussion, introduce your 
business and learn from others - all from the 
comfort of your office, home or even your car.

Since re-commencing our 2021 programme in 
February – already over 150 people have been 
bought back together through these face-to-
face and virtual programmes.

Roundtables Relationships Inspire 
Closer Connection
The Chamber now hosts a series of 
roundtables across Allied Health, IT and 
Tech, Retail, Property and Real Estate and, 
Professional Financial Services. These are 
designed as smaller groups within an area 
of industry expertise where networks can be 
further expanded, knowledge shared and 
opportunities for collaboration created. 

These started in 2020 and were all managed 
over ZOOM. In 2021 we are working to have 
face-to-face meetings wherever possible.

Bringing Business People 
Back Together in 2021

FEATURE

Late in 2020 businesses endured the ripple effect of a December Northern Beaches lockdown and a 
subdued retail period. Throughout 2020, it was impossible to get together in a group other than over 
ZOOM or telephone. The good news is that 2021 confidence is much higher that personal business 
interaction will return.

Peter May, 
Executive Officer, 
CBD Sydney Chamber of Commerce 

CBD Women in Business
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Linkedin.com/company/cbdsydneychamber
Facebook.com/cbdsydneychamber
Instagram @cbdsydneychamber

Introducing the Property and Real 
Estate Roundtable 
CBD Sydney Chamber Members of this 
group have expertise across commercial 
and residential real estate – including 
representation from builders, developers, 
buyers agents, property advisers, mortgage 
providers, legal, conveyancing and valuation 
services, commercial negotiators, and 
architects. Their individual expertise is detailed 
in a Group Professional Profile which is shared 
across the Chamber website and through its 
social channels. This group hosted a panel 
discussion in a recent virtual Business Formula 
on the topic of “How Important is Property 
to Your Personal and Business Success in 
2021?”  With further plans to raise the visibility 
of this group of professionals across BiziNet 
Magazine and events. 

This focus on smaller roundtables complements 
the After 5 Networking and CBD Women in 

Business Network events to bring business 
owners and senior people in business back 
together with a very specific purpose.

Chamber Membership Counts. Become 
A Member 
The CBD Sydney Chamber connects, engages 
and supports businesses and people in 
business to achieve the best possible outcome 
– whatever the business conditions. 

The Chamber provides access to clear 
information, business support services, 
training and upskilling opportunities for 
business owners and their teams, the 
roundtable specialist series and the Women 
in Business Network, the Chamber can be a 
valuable support in moving through the current 
economic challenges. 

That’s why Membership Counts. 

Contact Peter May - Executive Officer CBD 
Sydney Chamber on 02 9350 8103 or 
0437 872 052. 
 

cbdsydneychamber.com.au/why-join

FEATURE

Perfect Venue

Corporate Go�f     Conference     Event


18 Hole Golf Course with challenging tree lined

fairways. We provide car parking, multiple event room

options to suit any style of event with water & golf

course views, catering for 10 – 450 seated guests.

Twin Road, North Ryde 2113

(02) 9887 4422

functions@northrydegolfclub.com.au

www.northrydegolfclub.com.au
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At the Australian Phone Company, we have a 
decade of experience in phone systems and 
unified communications and would like to share 
a couple case studies that may be relevant for 
your business as well.

One of our long-term customers that provides 
consulting services over the phone contacted 
us to assist them with arrangement of the 
remote work due to an emergency COVID-19 
lock down effecting their office. A number of 
years ago they had switched to us. They were 
using a VoIP SIP Trunking Service (which 
means their phone system was still on site and 
interconnected to the telephone network using 
our services). However they have decided to 
keep their on-site PBX (Phone Box Exchange)
as it is with all phones – to simplify the cutover 
process and reduce costs. Their on-site PBX 
was working perfectly fine for them, providing 
IVR (Interactive Voice Response, such as 
press 1 for Sales, 2 for Support…) ring groups, 
call recording, so they were not motivated to 
replace phone their system at all. 

However, there was one big problem; their 
phone system was proprietary, which means 
only phones from the same vendor would work 
with this vendor’s PBX. They were working 
perfectly fine onsite in the single office, but 
there was no opportunity at all to bring these 
phones home for remote work, or setup any 
desktop or mobile phone apps to answer calls 
when the office was unattended. The customer 
was panicking, as they couldn’t just stop taking 
customer calls. 

Our technical team decided to migrate their 
setup to the 3CX solution, which is widely 
used around the globe and trusted by many 
big businesses, such as PWC, Holiday Inn, 
Wilson, and many more. This solution can be 
deployed in 1 to 2 hours into a cloud-based 
environment, which was done straight away. 
In just two hours, we deployed 3CX to AWS 
(Amazon Web Services) Enterprise Cloud data 

centre and connected SIP Trunking with all 
phone numbers to this new solution. Because 
3CX probably has the most developed 
applications in the VoIP world, all staff installed 
light mobile apps to answer and make calls 
from their mobile phones. Their receptionist 
and core consulting personnel started using 
phone systems from their computers with a 
normal web browser. And guess what? They 
were absolutely amazed that now many other 
functions are available for them. 

They use video conferencing and video face 
to face calls, online chat, whiteboarding and 
advanced call queues. They have decided to 
abandon their old phones and get brand new 
standard Yealink phones in the office. But they 
know if any complications arrive – they don’t 
need to depend on any single vendor; they 
can use mobile phones and computers for 
phone calls, take phones home and serve their 
customers much better with new features.

Another good example is when a business 
college contacted us with an emergency 
requirement – they were impacted by the 
lockdown and had traditional phone system. 
Landline numbers were connected to analogue 
phones on staff desks. They had the same 
conversation with a few VoIP providers before 
– but it was “mission impossible” to attend their 
premises during lockdown to install any type of 
PBX and allow the personnel to work remotely. 

One complication was that we were asked to 
set up 100 working telephone lines within a 
few hours to the distributed staff around the 
state, working from home, with no options to 
attend the site or ship equipment to staff. When 
everyone else just gave up on this challenging 
project, we have achieved a miracle. As 
the customer was already an active user of 
Microsoft 365, they had Microsoft accounts 
on all staff computers connected within their 
organization. Bingo! This meant we could 
activate Microsoft Team Calling within a few 

hours to their Microsoft account. As Australian 
Phone Company offers Microsoft Teams 
integration, the customer activated Teams 
applications to all staff, and we did the rest. 

We provisioned one hundred temporary phone 
numbers to their account and forwarded the 
existing block of number to new ones. The 
system was ready in less than four hours. Staff 
started to receive calls on their old numbers, 
but via their company computers. They have 
liked using Microsoft Teams for calling and 
now are in the process of porting their block of 
numbers to us. The customer is very happy with 
the result.  No capital spending was required 
and it’s an absolutely future-proof solution. 

Regardless of the size of your business, the 
Australian Phone Company is your one-stop 
shop for unified communications. Speak with 
our experts today to find out how we can assist 
with your telephone system. Please visit our 
web site www.australianphone.com.au or give 
us a call at 1800 APHONE. 

Australian Phone Company
p | 1800 APHONE or +61 3 9999 8289
e |  support@australianphone.com.au
www.australianphone.com.au

BIZINET TECH Leonid Karlinskiy, 
Australian Phone Company

Last year our lives changed dramatically and many things which were not even on our “to-do” list 
became priority number one. One such item is business continuity during unexpected lockdowns 
when staff simply cannot be in the office due to health and safety reasons, or they just may want to 
increase productivity by cutting commuting time.

How to Quickly and 
Efficiently Arrange Remote 
Work for Your Company
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Modern Websites
Forms and Booking Facilities
Landing Pages and Sales Funnels
Shopping Carts
Online Credit Card Payments
Organic Search Engine Optimisation (SEO)
Custom Features

www.bizinetmedia.com.au

bizinet@bizinetmedia.net.au

1300 889 132

BiziNet
Web
Design
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Embracing the unstoppable rise and 
impending dominance of mobile apps
To think that messenger pigeons and 
smoke signals were once standard ways of 
communication just highlights how far we’ve 
come from the olden days. If it weren’t for 
modern-day instant messaging apps like 
WhatsApp, Facebook Messenger, Viber and 
WeChat, most of us would struggle with 
staying connected to our loved ones (and we 
wouldn’t have drunk texts to regret or ‘Text 
Neck’ syndrome). 

There’s no denying that we live in a rapidly 
digitalising age. Pros and cons considered, 
there’s no going back now. In the last five years 
alone, mobile app usage has skyrocketed 
substantially. According to Statista, global 
consumers downloaded 218 billion mobile 
apps to their connected devices in 2020, almost 
doubling the 140.7 billion app downloads 
recorded in 2016. 

From searching for products and services, to 
completing orders and purchases, consumers 
are increasingly reliant on their mobile devices 
to interact with businesses. Mobile apps offer a 
simple, streamlined touchpoint for businesses 
to stay in touch with current consumers while 
attracting new markets. 

With convenience and “I want it right here, 
right now” attitudes driving digital behavioural 
changes, it’s time for businesses to embrace 
the advantages mobile apps have to offer. 

Web app vs. mobile app – top 3 
differences for your business to 
consider
If you’re tossing up between building an app 
vs. a website, think about this – in 2018, global 
mobile app revenues amounted to over 365 
billion US dollars, and Statista projects the 
figure to climb to more than 935 billion US 
dollars in 2023. Whether it’s through paid 
downloads or in-app advertising, that’s a 
mobile app usage trend that can’t be ignored. 

Just like your eyebrows, web apps and mobile 
apps are born to be sisters, not twins. It’s 
essential to not get the two confused. There 
are key user experience differences, with each 
requiring their development and deployment 
to be strategised accordingly. Let’s get to the 
point, shall we?

Here’s an explanation of the 3 key 
differences between a mobile app and 
website that you need to know:

1. Interaction

Are you guilty of thinking that you don’t need 
a mobile app because you already have a 
website? You’re not the first, and definitely not 
alone in that common misconception. 

However, it’s important that you realise the 
capitalisation potential of direct, interactive 
elements offered by mobile apps. With a mobile 
app, you can directly send push notifications 
to your customers’ phones, organise quizzes, 
create fun games, and send update alerts, just 
to name a few. 

2. Customisation

Tailored to your marketing efforts, you can 
create a powerfully customised, interactive 
experience that’ll keep your customers coming 
back for more.

Compared to a website’s one-size-fits-all 
approach, mobile apps can be intuitively 
programmed to curate experiences for different 
groups of customers. This frees you to tailor 
and amplify your marketing tactics according 
to various target markets, without coming 
across as spammy or pushy.

3. Advanced Device Capabilities

Since mobile apps are a relatively new 
innovation, there are fundamental differences 
in platform capabilities between apps and 

websites. 

On a mobile app, businesses can activate 
functionalities such as geo-location tagging, 
camera integration and live video features, to 
create personalised customer experiences. 
On the other hand, websites are still limited in 
their compatibility with widgets and on-the-go 
functions. 

Moral of the story: If you can’t them, join 
them
No one likes a case of FOMO (Fair Of Missing 
Out), we certainly don’t. While your website may 
still be performing well and helping you attract 
new leads in the short run, it’s not future-proof. 
Incomparable when it comes to customised 
interactions, and heaps more fun, developing 
a mobile app will open up new windows of 
opportunity for you and your business. 

Not quite sure where to start with mobile app 
development? The Connect Mobile Apps team 
can help you bring your dream mobile app to 
life. Walking you through the whole process, 
we’ll keep it simple and innovative, without the 
jargon and fuss. 

Get in touch with Connect Mobile Apps today 
to discover your business’s true potential. 

 

Connect Mobile Apps
p |  1300 718 839
e |  connect@connectmobileapps.com.au
www.connectmobileapps.com.au

3 Key Differences 
Between a Mobile App 
and Website

BIZINET TECH Grace Wong, 
Connect Mobile Apps

At Connect Mobile Apps, we often get asked what's the difference between building an app vs. a 
website. Here are the top 3 differences to consider.
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GROW WITH BIZINET
If you are serious about making yourself, your company, your products and services well-known 
across the entire Sydney Business Community, and your brand to stand out above your competitors 
– you’re invited to explore the business opportunities on offer in BiziNetTM and Business Alliance NSW.

BiziNetTM is a B2B Media Platform that works in conjunction with Business Alliance NSW - a Private 
Business Network. Our innovative concepts deliver rapid results. BiziNetTM has several Alliance 
Partnerships with a range of organisations and projects: CBD Sydney Chamber, the Council of Small 
Business Organisations Australia (COSBOA), CEBIT Australia and many others. These Partnerships 
provide extensive opportunities for Members to connect with thousands of enterprises.

Members and Contributors receive an abundance of new business, expand their networks, establish 
new contacts, start joint ventures with other members and eventually end up taking their business to 
the next level. 

If you are interested to become one of the most recognised faces in the Sydney Business Community, 
please get in touch with BiziNetTM and Business Alliance NSW today.

Ph: 1300 889 132   
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Volunteering connects you to the community, 
provides a sense of belonging and keeps you 
healthy and active. I asked one of our office 
volunteers to share her experiences and to find 
out what makes her tick. Let’s meet Prue. 

Prue, what motivates you to volunteer?

I heard about the volunteering opportunities at 
Stryder through friends who are also volunteers 
and I was at the stage of my life where I had time 
to do the same. My friends were my motivation!
 
I have one daughter and two granddaughters 
who play a major part in my life.  I was widowed 
when I was 47 and have devoted myself to the 
family since then. While my family was young 
I worked both in school administration and 
also managed a not-for-profit environmental 
education centre for the Education Department.  
Once my daughter was in high school, I went 
back into the corporate environment, first as 
an office manager in an insurance brokerage 
and then as PA to the lead partner of KPMG 
Parramatta (7 years) and then PA to the 
Chairman of KPMG Sydney (10 years).

Why do you volunteer for Stryder and 
how do you assist them?
 
I joined Stryder as a way of contributing to the 
community environment. I have found it a very 
worthwhile group to work with. I work in the 
office one day per week and take on any jobs 
that the staff require assistance with.

What are the benefits you gain from 
volunteering?  
 
I enjoy being part of a working group again, 
talking to clients and it has certainly helped me 
keep up my administrative skills. Since being 
with Stryder I have learned to use their database 
system and feel quite competent entering 
bookings and assisting the client service team 
answering calls and general enquiries.

Do you have any words of wisdom to share 
that may encourage others to volunteer?
 
I’m not sure what words of wisdom I can 
share, except to say that you feel a sense of 
achievement volunteering and it is great to feel 
wanted and appreciated.

Corporate Social Responsibility (CSR)
Does your business have a CSR program?  
The benefits of such are program can create 
a positive reputation for your business, can 
increase customer loyalty, promote your brand 
to increase your customer base and provide 
your staff with opportunities to give back to the 
community through volunteering. If the answer 
is yes, Stryder may have a fundraising event 
you might be interested in supporting.  

Stryder’s social impact
Fun Fact: For every $1.00 given, it provides 
$13.00 worth of social return on your 
investment.

“Your driver was professional and kind, I was 
treated like a human.” - Trevor

“The transport service provided has changed 
my sister’s life and given her a reason to look 
forward to work and social outings. Life is 
brilliant .” - Jeanette

“I would like to thank you for the many, many 
years of outings. Stryder has taken me to 

places that I have never seen before.” - Edith

“I would like to compliment Stryder for the 
lovely drivers for the 2 trips that were organised 
for my mother, Joy. I live in Brisbane but had 
the opportunity to accompany my mother on 
her trips. It has given me the peace of mind 
knowing that you are looking after my mother.” 
- Lee

“Thank you for my transport to my specialist 
doctor, I would not have managed without the 
assistance from Stryder. I am very lucky to 
have this support as it helps to keep me going.”   
- Daphne

Stryder’s services
Stryder has buses for hire and is keen to 
support local businesses. There are strategic 
partnership opportunities that might benefit 
both yourself and Stryder. Visit our website or 
email Virginia to find out more. 
  

Stryder Inc.
p |  02 9816 5000
e |  manager@stryder.org.au
www.stryder.org.au

Volunteering is Good for 
Your Mind and Soul

FEATURE

Why do people give up their time to help others?  Stryder community transport is a for-purpose 
organisation that values volunteers and they currently have 28 amazing people who put up their hands 
to drive; to assist clients on social or shopping bus trips; and to provide administrative support in the 
office.

Virginia Coy, 
General Manager
Stryder Inc.
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Not sure where to go with 
your business next?..

Register your interest @
www.investida.com.au

Expand 
Collaborate
Transform 
Exit
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Bright Accounting and Taxation                       
02 7200 2547                    
Suite 6/208, Level 2, Library Building, 
29 Main St, Rouse Hill NSW 2155
www.brighttax.com.au

Essentia Partners                       
02 9843 0999                     
418/4 Columbia Court
Baulkham Hills NSW 2153
www.essentiapartners.com.au

Pretium Solutions                   
02 9135 8450                   
Suite 113, 4 Columbia Court
Baulkham Hills NSW 2153
www.pretiumsolutions.com.au

The Hills Shire Council                    
02 9843 0324                     
Administration Centre, 3 Columbia 
Court Baulkham Hills NSW 2153
www.thehills.nsw.gov.au

Absolute Clarity Communications                  
0408 277 773                    
2/60 Adelaide Street
West Ryde NSW 2114
www.absoluteclarity.com.au

CBD Sydney Chamber                  
02 9350 8103                     
Level 23, 45 Clarence Street, 
Sydney NSW 2000
www.cbdsydneychamber.com.au

Coraggio Pty Ltd                  
1300 899 006                     
Level 1, 24 Young Street,
Neutral Bay NSW 2089
www.coraggio.com.au

BiziNetwork

BUSINESS SUPPORT

Mybella                
1300 177 711                    
Level 1/7-9 Irvine Pl, 
Bella Vista NSW 2153
mybella.com.au

Arthritis NSW                     
1800 011 041                                  
1/15/32 Delhi Rd 
North Ryde NSW 2113
www.arthritisnsw.org.au 

Community Resource Network                     
02 9832 4762                                  
58 Armitage Dr, 
Glendenning NSW 2761
www.crn.org.au

ABS Conveyancing                    
1300 037 057                                  
Level 8/65 York St, 
Sydney NSW 2000
www.absgroup.net.au

Carbon Reduction Institute                   
1300 708 401                                 
Unit 33-34, 20-28 Maddox Street, 
Alexandria NSW 2015
www.noco2.com.au

Flyer Delivery Guys              
1300 889 132  
Flyer Distribution in Norest,
Macquarie Park, Sydney CBD
www.flyerdeliveryguys.net.au

North Ryde Golf Club                   
02 9888 5518                                 
137-207 Twin Rd 
North Ryde NSW 2113
www.northrydegolfclub.com.au 

PK People Solutions
0421 404 365                      
PK People Solutions tailors its 
tools and methodology to help your 
business
www.pkpeoplesolutions.com.au

Jones Partners Insolvency & 
Restructuring - 02 9894 9966                      
Level 13, 189 Kent Street
Sydney NSW 2000
www.jonespartners.net.au

Smoothstream Business 
Intelligence                        
02 9871 4484                    
www.smoothstream.com.au

JCL Legal                      
02 8215 1588                   
Level 8 65 York Street, 
Sydney NSW 2000
www.jcllegal.com.au

brandU Legal                     
02 9499 9229                   
Level 1, Suite 1.5, 64 Talavera Rd
Macquarie Park NSW 2113
www.brandulegal.com.au

Connect Mobile Apps                     
1300 718 839                                   
We create smart, innovative and highly 
effective apps
connectmobileapps.com.au

Blits Projects                      
0412 179 342                                   
We specialise in Commercial Office 
Fitouts & Refurbishments
www.blitsprojects.com.au

LAW

CAFES

IT

INSOLVENCY

ACCOUNTING

Chartered Accountants
Insolvency & Restructuring

COMMUNITY SERVICES

GOLF CLUBS

CHARITY

MOBILE APPS

OFFICE FITOUTS

HR

1300 889 132 
BusinessAllianceNSW.com.au

ENERGY AND SCIENCE

FLYER DISTRIBUTION

CONVEYANCING

02 9952 8498 
riversidechamber.com.au

BUSINESS SUPPORT
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Kellyville Pets                      
02 9629 3282                                   
1-15 Millcroft Way 
Beaumont Hills NSW 2155
www.kellyvillepets.com.au

Mitronics Corporation                    
02 8878 1000                                   
Printers - Copiers – Supplies
www.mitronics.com.au 

Australian Phone Company        
1800 APHONE or 
+61 3 9999 8289  
support@australianphone.com.au
www.australianphone.com.au

Stryder Inc        
02 9816 5000  
6 Victoria Rd
Henley NSW
www.stryder.org.au

  

Promtel               
02 9933 8888       
Unit 2, 42 Carrington Rd
Castle Hill NSW 2154                        
www.promtel.com.au

BiziNet Pty Ltd               
1300 889 132  
Web Design, Development & SEO
e-Commerce, Shopping Carts
www.bizinetmedia.com.au

TELECOMMUNICATION

WAREHOUSING

WEB DESIGNPRINTING EQUIPMENT

PETS

List Your 
Business in 

BiziNet Magazine

1300 889 132
bizinet.net.au/list-your-business

BiziNetwork

TRANSPORT

ORDER ONLINE
& GET INDUSTRY
   PRICES

PRINTING

BIZINETPRINTING.COM.AU
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Your flyers delivered directly to businesses 
in Norwest Business Park, Macquarie 

Business Park + Lane Cove West

BiziNet Pty Ltd  
fdg@flyerdeliveryguys.net.au 
www.flyerdeliveryguys.net.au

Please contact Daniel

1300 889 132

Norwest Business Park 
Macquarie Business Park 

Lane Cove West 
Sydney CBD

From $250 + GST


