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Stand Up Paddle Board
Hire & Sales

• Corporate Days
• Private Tours

You Tell Us Where – We Take You There…*

• Team Building
• ecoFitness

Best flat water locations around Sydney
From $88 per person (min 2 people)

www.suparoo.com.au 1300 889 132
*Boards are delivered to the location of your choice to reasonably accessible areas.

Find your passion
for adventure with

SUPAROO
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THURSDAY 13 DECEMBER 
7.00 pm - 10.00 pm

Cropley House - Watkins Road, 
Baulkham Hills NSW 2153

Members: $35
Non-members: $45

Theme: James Bond 

Register @ www.businessalliance.com.au

Named after the first superintendent of the William Thompson 
Masonic School, Cropley House is a stately two storey Inter-war 
Georgian Revival mansion situated off Watkins Road, Baulkham 
Hills. By 1925 the school was in need of expansion and 
arrangements were made for the senior boys to be housed in 
a hostel away from the main buildings of the school. It was a 
building that could accommodate up to 100 boys and was 
located on land purchased in 1923.

Platinum Member Gold Members

Venue Partner

James Bond 
Christmas Party 

We would like to invite 
you and your colleagues 
to celebrate the end of 
year in Cropley House!

Please come and enjoy 
exquisite food, beers, 
wines and a great 
company of our members 
and guests.
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EDITOR’S LETTER

Dmitry Greku, M. Sc., Editor and Publisher - BiziNet Magazine

Another year is coming to an end and it's time 
to draw the line and see what this year was like 
to make sure the next one turns out even better.

After five years successfully running the Bella 
Vista Business Alliance, we have launched the 
Macquarie Park Business Alliance with the 
support of the Platinum sponsorship of the 
Ryde City Council and Venue Partnership of the 
Macquarie University Incubator and Johnson 
& Johnson. Business Alliance Australia was 
born with our vision to expand it to the Sydney 
CBD. All Members have access to the entire 
Business Alliance Australia network when they 
join one of the chapters. All of the Members 
receive the same benefits depending on their 
Membership level, which includes a marketing 
package in BiziNet print magazine and digital. 

Also, the new Business Alliance Section was 
launched - starting from this issue. BiziNet 
was always positioned as an educational B2B 
publication... now the business community 
has its own voice highlighting successes of 
Business Alliance Members, events and even 
new alliances that have been built.

This year BiziNet was a proud Media Partner of 
two major business events in Sydney - CeBIT 
Australia 2018 and FutureData 2018. We were 
also proud to support regional business events 
and expos in the Hills Business District and the 
Macquarie Business Park area. Those events 
play a major role of providing access to the 
most energetic part of the business community 
for our members and contributors.

We also welcome Michelle Walker as the 
BiziNet's new Associate Editor with her new 
Business Alliance Section. She has a Bachelor 
of Arts majoring in Public Communications and 
a Master’s degree in Media Practice and ...

We are proud to introduce to you the new BiziNet 
Brand Ambassador - Tracey Jewel! Tracey has 
a wealth of business knowledge, has a clear 
vision on trends in media and marketing, and 
brings maximum honesty in her estimations on 
what's what in marketing. Tracey is planning to 
have her PHD in Marketing February next year! 
Please read Tracey's first BiziNet article in this 
issue...

If you're still in doubts on who your best B2B 
media/marketing partner is - don't be... Join 
probably the best team of professionals and 
enjoy the growth of your business with us in 
2019! 

e |  dmitry.greku@bizinetmedia.net.au
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for general information purposes only and on the understanding that 
none of the content herein constitutes professional advice. The editor, 
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loss or damages arising out of or in connection with any materials 
contained in this journal. Readers should not rely on the publications 
in the journal and seek appropriate professional advice in respect of 
their own circumstances. 

Are You Ready?.. 
for 2019?

Alliance & Media Partnerships
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AN EXCITING 
BUSINESS 
OPPORTUNITY 
TO BUILD AND 
GROW YOUR 
OWN MEDIA 
BUSINESS

To find 
out more 

& to start your 
own business

CALL NOW
1300 889 132

PLUS
GWP Media Vehicle with

Registration – Insurance – Service 
For the first successful applicant

1300 889 132                               info@gwpmedia.com.au                          85-91 Grose Street, North Parramatta, NSW 2150                         gwpmedia.com.au

We will help you build your own 
business based on decades of our 
own business success and growth.
GWP Media Group License is your 
door to the exciting world of business 
media, personal and financial success.

GWP Media Group License 
Business establishment fee: 
$19,500+GST
INCLUDES  
full business 
set up 
training 
office space 
workstation 
computer 

tablet PC 
mobile phone 
business cards
promotional folder 
stationary & other 
applied materials

LICENSE
BOOK YOUR INFO SESSION

Thank You to our Supporters 

Amway

Greenwood Group Realtors

Kellyville Pets

Pretium Solutions

Smoothstream Business Intelligence

Thorndale Foundation

Underwood Jewellers

Platinum Member

Gold Members

Silver Members

Preferred Suppliers

Venue Partners



8 BiziNet Magazine #93

Introducing  
Our Contributors

Steven Brown 

Steven Brown founded Etienne 
Lawyers in 2003. They are 
best described as having an 
‘International Reach with Small 
Firm Personal Service’.

With qualifications from Sydney 
and Macquarie Universities, 
Steven has gone on to have 
over 30 years in the law. With his 
own practice and a passion to 
help others succeed, Steven is a 
total professional, informing and 
educating along the way. 

Steven specialises in all aspects 
of helping businesses to stay out 
of trouble and grow. He enjoys 
the cut and thrust of litigation 
and is a balanced negotiator for 
all alternative dispute resolution 
methods.

Steven Brown 
p | 02 8845 2400 
www.etiennelawyers.com
etiennelawyers.bizinet.net.au

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

Roger Amir

Roger Amir is Director of 
Mitronics, founded in 1994 
and is the largest privately 
owned multivendor provider of 
office multifunctional devices, 
printers, photocopiers, scanning, 
archiving equipment and 
consumables in Australia.

Mitronics specialise in providing 
multifunction devices and 
software solutions designed to 
run companies more efficiently 
and improve business process.
A dedicated team of technical 
personal are controlled 
nationally through the Mitronics 
HQ Service Centre allowing 
customers access to real time 
stats both from a service and 
sales perspective.

An investment in their support 
infrastructure has allowed 
Mitronics to be at the forefront 
of the office equipment industry 
ensuring Mitronics remain a 
leader in their industry.

Roger Amir
p |  02 8878 1000
www.mitronics.com.au
mitronics.bizinet.net.au

Peter Strong

I am the CEO of the Council of 
Small Business Organisations of 
Australia (COSBOA). My council 
has given me the responsibility 
to lobby the federal government, 
public servants and key small 
business stakeholders on 
all issues to do with small 
business people. That includes 
B2B contract law, improved 
access to financial support, 
understanding health issues for 
the small business people (that’s 
right we are people too) who 
employ so many other people, 
competition policy and fairness, 
workplace relations and just 
generally support the removal 
unnecessary red tape and 
legislation. We have succeeded 
in getting changes to B2B 
contracts, have had an effects 
test introduced into the area of 
competition law and also had 
the creation of the national Small 
Business and Family Enterprise 
Ombudsman’s role created. 

Peter Strong
p |  02 9431 8646
www.cosboa.org.au
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We love to help!      
Bartercard has been helping charities, 
sporting clubs and community groups to 
fundraise and reduce cash expenses for 
over 27 years. We love it! 

In business we also help SMEs to gain more 
customers, move excess stock and improve 
their cash flow. They love it! 

Find out how Bartercard can help your 
business. You’ll love it!

bartercard.com.au

1300 BARTER



10 BiziNet Magazine #93

PROUDLY PRESENTED BY  BIZINET
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INNOVATION & BUSINESS TECHNOLOGY

“Data is the new oil. It’s valuable, but if 
unrefined it cannot really be used. It has to 
be changed into gas, plastic, chemicals, 
etc. to create a valuable entity that drives 
profitable activity; so must data be broken 
down, analysed for it to have value.” – UK 
Mathematician Clive Humby

First coined in 2006, “data is the new oil” 
has gone on to become one of the most 
famous and widely used descriptions of 
the rising importance of the vast amounts 
of data being created every second. Data 
is now often credited as being the world’s 
most important resource. Businesses today 
can generate and collect huge amounts of 
data (collectively referred to a ‘Big Data’) but 
the key to making the most of this crucial 
resource is in how the data is analysed and 
used to create actual value for business. All 
businesses have data but it is what they do 
with this data that matters. 

How can companies evolve with the use of 
data? How can the implement strategies 
to build a knowledge base within their 
organisation to enable an effective approach 
to data analytics, with the ultimate aim of 
growing their business? Over the past few 
years, Hannover Fairs Australia (HFA) has 
hosted a Big Data conference as a pivotal 
stream of CEBIT AUSTRALIA, Australia’s 
largest business technology event, with the 
expressed aim to assist a wide range of 
businesses answer this very question. 

Since its inception at CEBIT, the Big Data 
conference has consistently been one of 
the drawcard topics at the event, with a 

focus on the overarching themes, theories 
and technical aspects of dealing with data. 
However in more recent times, there has been 
a growing demand from attendees to explore 
more than the big picture data issues and 
provide an event that delves deeper into how 
data could improve their business. As a result, 
the FutureData conference was launched in 
2017 to run as a separate, standalone event. 
Across two full days it offers an extended 
content program that provides a deep dive 
into the strategies companies are utilising to 
understand trends and patterns, and garner 
practical outcomes from their data. 

The FutureData conference focuses on 
innovative approaches to data, analytics, 
information management and technology 
advances. The event aims to help 

participating speakers and delegates 
formulate approaches to managing, 
analysing, and acting on insights from their 
data, but also to understand the associated 
infrastructure required within which this can 
happen. 

As organisations become more data-driven, 
so their need to manage larger and larger data 
sets grows, and with this comes a greater 
need to assess and integrate a plethora of 
new technology solutions.

At the inaugural event last year, we welcomed 
approximately 150 senior, enterprise data-
focused executives, including analytics 
professionals, business intelligence heads, 
data and IT architects, innovation managers 
and heads of customer insight. Industries 
represented ranged from the government 
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through to retail, media, banking, FMCG, 
pharma and travel, highlighting further the 
scale of the challenges faced, and the fact 
that learning how to properly utilise data is a 
topic that affects everyone. 

The 2017 conference set the benchmark 
for leading data insights in the market. The 
program has grown from there with the 
organisers building on the feedback from last 
year, and wider independent market research 
to create a curated agenda for 2018 that 
incorporates a balance of practical insights, 
industry commentary and actionable ideas 
that industry professionals can take away to 
incorporate into their organisations. 

During the research process, a clear message 
emerged that, more than anything, data 
professionals draw great value in learning 
and understanding directly from the journeys 
others have undertaken before them.  

Past delegates pointed out that they found 
the most benefit in hearing from data 
leaders who are able to provide compelling 
case study stories on successful projects 
or transformations they’ve undertaken, 
outlining the journey, any challenges along 
the way, what they needed to do to turn 
things around, and how they ultimately used 
data to move the company forward. 

With this feedback in mind, the 2018 
FutureData event program will explore actual 
intelligence, with sessions that go beyond 
the hype and buzzwords to show how to get 
real results from data. The program features 
real-world case studies and dynamic, 
interactive panel discussions that will look 
at the mix of analytics and how it will derive 
direct benefit for business. The program will 
explore different approaches and creative 
ways to capture, store, manage, analyse, 

find insights and 
generate direct benefit 
from data. Speakers 
will give real, tangible 
takeaways they have 
learned through their 
own experiences 
that can be used to 
improve business 
outcomes. 

The FutureData 
program will feature 
speakers both from 
legacy businesses 
discussing how 
data is delivering 
new insights and 
t r a n s f o r m i n g 
their business, as 
well as the new innovators whose success 
is driven by the value in and their ability to 
leverage data.

The confirmed speaker line-up represents 
some of Australia’s largest legacy businesses 
(Telstra, Myer, Australia Post), most 
successful data-driven start-ups (The Iconic, 
Airtasker, Mad Paws), along with major 
global brands (Google, Expedia Group, 
LinkedIn, Spotify, Deliveroo, Seek), and 
leading government agencies (Data61, NSW 
Data Analytics Centre, Transport for NSW, 
Worksafe Victoria). 

Sessions will focus on a number of topics 
important for companies in any industry 
including how to use data-driven marketing 
to tailor products and services to different 
audiences, how businesses can leverage 
data to create an effective e-commerce 
strategy, gaining buy-in at the executive level 
to do more data-driven projects, driving a 
new team and effective change management 

when implementing a new 
data technology platform, leveraging data 
when thinking of the future of work, privacy 
and understanding how the GDPR will affect 
Australia, the business implications of the 
IoT, and looking at AI’s ROI. 

Moving into the future, data will continue 
to drive many of the most innovative 
technological advances including artificial 
intelligence, the IoT, automation and 
advanced analytics, and it is crucial for 
all businesses to stay in the know. So far 
reaching are the effects of Big Data that, 
whether a data professional or not, it’s safe 
to say that data is now everyone’s business. 

FutureData 2018 takes place on the 20th & 
21st November at the Swissotel in Sydney. 
BiziNet has secured a special discount for 
our subscribers – use the code FDBIZ18 to 
receive 20% off the standard ticket price. 
Don’t get left behind - register now.  

PROUDLY PRESENTED BY  BIZINET
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Learn from:

and many more...
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There are many things that can prevent us from 
moving forward and growing our business. 
Fear of failure, cashflow issues, existing work 
overload and taking care of existing clients 
and/or employees for example.

However we keep up with trends and remain 
competitive we must grow both personally and 
professionally in our business to be successful 
long term.

Here’s some of my top tips based on 
researching and surveying hundreds of small 
business owners and marketers on what is 
effective to keep growing and moving forward:

1. Take action before things are 100%
Sometimes time isn’t on your side in business 
when it comes to capitalising on trends and 
business opportunities and let’s face it we 
need to bring the money through the door. If 
you move slowly in every area of your business 
it is stinting this growth, finances and clients. 
It’s not cutting corners everywhere, it’s about 
allowing some plans to be brought forward 
while working on others long term to keep 
things moving.

Not everything has to be perfect in order to be 
able to try things – and remember tweaks and 
adjustments can be made along the way, inf 
act you can learn a lot quicker trying than just 
hypothesising. 

In marketing I’m a big advocate for pre launches 
and trials with small target markets and then 
magnifying from there to get some runs on the 
board. This could be a one month special offer 
or “first 100 customers” or a discount to trial, 
ask for feedback, see what worked and what 
didn’t and build from that success. 

We all make mistakes regardless if you try 
things before you are 100% happy or not, 

it’s just about changing things up and not 
repeating the same ones.

2. Strategic partnerships
When starting out in small business especially 
we wear many hats and would rather put our 
money back in our own pockets to live or 
marketing to grow, not in hiring staff – and fair 
enough too!

Strategic partnerships are great way to grow 
your business without salary costs, but it’s 
creating the right strategic partnerships. 
The right ones are 1 + 1 = 3 which increase 
your efforts in business not just in sales but 
extending reputation and credibility beyond. 

The trick here is to do your homework before 
approaching a potential partner. Identify what 
you can offer and bring to the table for them 
first, what can you give not what you can get. 
Look for a partner with similar values and 
purpose to you and that will ensure they have 
a) the same contribution mentality and b) align 
to bring in the right customers and resources.
Strategic partnerships are one of the fastest 
ways to build momentum for both parties 
involved and can quickly leverage into more 
partnerships as well when you have the 
partnership framework right.

3. Look at all marketing channels not 
just digital
Print and old ways of marketing like print, direct 
mail and even billboards are often overlooked 
as we are so quick to jump on the digital, 
content and social media bandwagons.

Being a statistic and research based strategist 
I look at the numbers not the channels. Yes 
digital does work better for some industries for 
example Instagram is amazing for fashion and 
retail. However for other such as not for profits 
conversions and connections come best from 
direct mail.

The reason we need to look at all options 
is as we have to niche more and more to be 
heard in the marketing noise, the challenge is 
there is so much noise in digital. It’s hard to 
compete your specific service or product on 
a news feed when your customers state of 
mind is “just browsing” how can you expect 
them to click to purchase? If that’s your goal. 
 
The reason I love that print magazines have 
a place is undivided attention. You may 
have a smaller audience to the thousands 
of “impressions” on a website, but you also 
have their full attention absorbing your brand, 
content and getting to know who you are.  

e |  ambassador@bizinet.net.au

Three Tips to Taking Action in 
Your Small Business Today

I’m proud to be an Ambassador for BiziNet, and an advocate for creating supportive environments for 
people in business to grow and be successful. I’m excited to share my small business evidence based 
research and practical marketing skills with members and be involved in this vibrant and connected 
community.

SME ADVOCATE by Tracey Jewel
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BiziNet Brand 
Ambassador
Tracey Jewel

Tracey Jewel is an author, professional 
speaker, awarded businesswoman, 
reality TV star, and, above all else, a 
mother.

Tracey appeared on the Oprah 
Winfrey Show and is a regular 
presenter for the Mind Body Spirit and 
Everywoman Expos.

She unexpectedly forged a position for 
herself as a role model for women, and 
she takes this role seriously.
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Did you know that the majority of businesses 
in The Hills are small businesses? These 
include home-based businesses, start-ups, 
established family companies, small and 
medium-sized businesses – all adding to the 
economic activity of local community and the 
NSW economy.

Small businesses are also responsible for 
employing more than 50 per cent of the 
workforce in NSW.

While The Hills Shire Council supports small 
business in many ways throughout the year, 
each October is officially NSW Small Business 
Month.

Celebrated annually, this initiative is funded by 
the NSW Government through the Department 
of Industry, with the support of local councils 
to provide events, workshops and practical 
information to help businesses grow.

As part of the month-long celebration, The 
Hills Shire Council held a number of practical 
and educational opportunities to support small 
businesses, including Council’s popular Smart 
Series workshops.

How does Council support small 
businesses?
Economic Development means different things 
to different communities, depending on their 
location, demographics, labour force and the 
things they aspire to.

In rural or remote parts of Australia, the focus 
tends to be on ensuring employment for locals 
to create vibrant communities, or attracting the 
types of services or products that are needed, 
but not available locally.

It can also be about diversifying the economy 
to try to mitigate the risk around economic 
cycles particularly in locations with a heavy 
reliance on just a few industries, for example 
tourism or agriculture.

The Hills has a rapidly growing population and 
supports the NSW Government’s goal to create 
30-minute cities where people who want to live 
and work close to home have opportunities to 
do so.

The Hills Shire Council aims for this through 
providing enough employment zoned land to 
enable people to find local employment and 
establish small businesses.

Council, for its own purposes, has access 
to a considerable quantity of demographic, 
economic and census data that can be 
very useful to the local business community 
– particularly those thinking of starting or 
expanding their business.

Just one way Council supports small 
businesses is by making this information freely 
available through its Economic Development 
program.

Wisdom from a legend
As part of Small Business Month, former 
Australian cricket captain and philanthropist, 
Steve Waugh, spoke to Hills business people 
at an event hosted by Council in partnership 
with the Sydney Hills Business Chamber – 
providing an insightful Q and A about what it 
takes to build a world-class team, developing 
essential leadership skills and how taking 
leadership creates opportunities to help others.

Steve discussed viewing adversity as 
opportunity, the responsibilities that 
accompany transitioning from team mate to 
team leader and how a meeting with Mother 
Theresa led to the establishment of a program 
for disadvantaged girls in India, linking his 
stories to ways in which business leaders can 
address productivity, develop their thinking and 
engage with others striving for similar goals.

Celebrating Small Business 
in The Hills 

Small businesses – the backbone of the local economy

Small Business Month – 
Mayor Dr Michelle Byrne 
at Stage Door café

FEATURE
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Easy-to-Do Business graduate
During Small Business Month, Campbell 
MacLeod of The Stage Door Café in Norwest 
Business Park, became the Hills’ first graduate 
of Service NSW’s Easy-to-Do Business 
program.

The Hills Shire Council partnered with Service 
NSW to identify small business owners who 

could potentially benefit from the free service 
that offers café, restaurant and small bar owners 
help to make establishing their business easier.

The program helped Campbell open his first 
café and is now helping him to expand his 
business.

Campbell described the program as like 
a ‘security blanket’ for small businesses, 
with a personalised business concierge 
supporting small business owners through the 
complexities of setting up – including guidance 
with understanding government licensing, 
approvals and regulations, and connections to 
specialist networks and services. 

Business Education Series
Many small business employees and owners 
took up the opportunity to participate in The 
Hills Shire Council’s Business Education Series 
during Small Business Month, delving into 
important topics like cash flow and profitability, 

creating business efficiency, planning for 
success and improving sales.

Business visits program
A number of small business owners met with 
Council’s Economic Development team for 
a tailored one-to-one consultation designed 
to assist people start, grow or expand 
their business in the Hills.

Access to information, market intelligence 
and demographic data not easily accessible 
otherwise, as well as connections with 
networking groups and resources to make 
better business decisions, are the key 
components of the program, which has helped 
thousands of local business owners since it 
began over 10 years ago. 

Helpful resources for small businesses

The Hills Shire Council’s business portal
Local business directory, business workshops, 
demographic resource centre, Hills business 
performance sentiment index, youth 
entrepreneur program and more:
www.thehills.nsw.gov.au/Business

Service NSW’s Easy-to-Do Business 
program
A free service that appoints a concierge to 
help you open a café, restaurant or small bar 
in NSW:

www.service.nsw.gov.au/making-business-
easier-1

 Small Business Month website
Information, workshops and activities for the 
annual NSW Small Business Month event:
www.businessmonth.nsw.gov.au 

Council's Economic Development Team
p |  02 9762 1108
e | business@thehills.nsw.gov.au
www.thehills.nsw.gov.au/business

FEATURE

 ( l - r ) Hills Mayor Dr Michelle Byrne, 
Small Business Owner (Stage Door 

cafe) Campbell MacLeod, NSW Small 
Business Commissioner Robyn Hobbs 

and Damon Rees, CEO Service NSW
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All too often when individuals get into financial 
difficulty (which could be from unemployment, 
ill health, relationship breakdown or economic 
conditions), they look for the easy way out. After 
all, we all want the quick fix, don’t we?! That 
could be in the form of getting yet another credit 
card(s), a loan from a family member / friend, 
seeking a payment from their superannuation 
account on hardship grounds and the list goes 
on (noting it could be a combination of any, or 
all of the above). Relevantly though, because 
the individual has looked for the easy way out, 
quite often if other changes are not made, their 
financial position will continue to deteriorate.

Whilst there is definitively no shortage of on-line 
tools and apps to apparently help us manage 
our finances – how many of us actually use 
them? I suspect the take up rate is relatively 
low. Let’s face it, making a strategy and budget, 
and trying to stick to them is not overly exciting 
and there will always be other distractions. 
However, having worked with and assisting 
many individuals that have been through 
financial difficulty and rebuilding their financial 
health, it is obvious that the moment the 
financial crisis starts managing the individual, 
is also the moment they start to lose effective 
control of their affairs and cannot see that there 
really is a light at the end of the tunnel.

Taking the easy way out will not deliver 
the outcomes you are seeking to either re-
establish and build wealth or continue to build 
upon existing wealth. With all the noise out 
there and slick marketing and financing options 
promoting “quick fixes”, it is easy to see why 
such options are appealing, but without other 
critical changes, they are likely to be to no avail.

So, What Should You Do If You Are 
Struggling To Pay Your Debts?

· Firstly, honestly answer whether you have a 

documented 2/3-year strategy and budget and 
regularly review it! If you haven’t, then you need 
to develop these documents. Every successful 
business owner knows that the strategic 
plan lays out the direction and goals of the 
business and the actions to achieve those 
goals, whilst the budget looks at the money 
required to support achieving the goals. These 
documents need not be overly exhaustive 
and indeed depending on the level and age 
of the outstanding debts, such exercise might 
need to be done swiftly and with a focus on 
the immediate period, i.e. 0-12 months and 
revisited when you have more control of your 
financial affairs. Also, don’t just prepare the 
strategy and budget and put it away – it must be 
visible and something that you initially cannot 
avoid until it becomes part of your routine.

· Use free and reputable tools such as www.
moneysmart.gov.au/managing-your-money/
budgeting to help get you started. This will at 
least give you an idea of your present position. 
It is important that you be honest and accurate 
when doing this evaluation. From here, you are 
quickly going to be able to see how all the money 
is spent – you might be surprised! I recommend 

that if you have actionable creditors that need 
to be immediately dealt with (see point below), 
that you also consider and commit to making 
decisions to reduce (sometimes immediately) 
unnecessary expenditure until you get back 
into a position where you are regularly saving 
a portion of your income (whether that be 
weekly/fortnightly/monthly). Do you really need 
the Netflix subscription, unlimited data plans, 
can you limit how many coffees you buy each 
day, can you take your snacks/lunch to work, 
do you need the new motor vehicle on finance 
or can you do with a cheaper alternative and 
what about private school fees? These are 
hard decisions, but at the end of the day we 
need to “cut our cloth according to what we 
can afford”.

TIPS when struggling with your debts:

1. Avoid doing nothing: the longer you leave it, 
the harder it becomes. Take action as difficult as 
this may be. I have seen first-hand the paralysis 
that sometimes overcomes individuals when 
the financial crisis starts managing them. The 
unopened emails/mail containing overdue 
notices, demands, statements of claim, etc 

Are You Struggling To Pay 
Your Debts? Don’t Take The 
Easy Way Out?

Bruce Gleeson, FCA, FCPA, RITF  
Principal, Jones Partners Insolvency & 
Business Recovery

Recently I wrote about personal insolvency statistics revealing an increase of 5.6% between 30 
June 2017 to 30 June 2018 and that the increase should not be easily dismissed given the present 
and emerging landscape when considering a lack of real wage growth, increasing living costs and 
increasing mortgage costs. This article will discuss what you should do if you can’t pay your debts.

BUSINESS ADVICE
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quite often represent the inability to cope with 
the pressure you are under. If you can’t make 
repayments or keep up with payments on a 
credit card, home loan or utilities, then talk to 
your credit provider as soon as possible and 
let them know you are experiencing financial 
hardship. If you have prepared a budget you 
will also hopefully be able to work out what you 
can afford in repayments – so have the budget 
handy when making these enquiries.

2. Talk about your financial position with your 
spouse/partner/confidant or professional 
advisor and enlist their support: sometimes 
there can be a guilt factor felt by individuals in 
this position – but typically keeping it to oneself 
in my experience makes the position worse. 
Remember a problem shared is a problem 
halved. 

3. Consider debt consolidation/refinancing 
– but ask yourself the question - have you 
dealt with the issue that substantively caused 
the financial crisis initially? Do you have a 
strategy and realistic budget in place now? 
Also, strongly consider getting independent 
legal or other professional advice on whether 
moving down this path is right for you – and 
not from a broker that is motivated to get you 

into the product and earn a commission from 
the transaction.

4. Beware of slick marketing campaigns that 
make unrealistic promises. These sound 
great when we are financially and emotionally 
vulnerable, but quite often they lock you into 
opaque payment structures that can run for 
long periods of time. Quite often there are 
other, better options to consider.

5. You can initially seek support from a financial 
counsellor which is a free service offered. They 
can help you get a clear picture of your situation 
and provide information about your options. 
See www.financialcounsellingaustralia.org.au 
or call the National Debt Helpline on 1800 007 
007.

6. If your debts have accumulated to a level 
(in excess of $100,000) where they may 
not be serviceable via hardship provisions/ 
repayments plans or you have advanced 
recovery actions against you, such as 
statements of claims, director penalty notices 
or bankruptcy notices, then you should seek 
urgent professional advice. At Jones Partners 
we help individuals get the right advice and 
take the first step so that they can re-build their 

wealth and get a sense of relief regarding their 
financial position so that the crisis is no longer 
managing them.

Financial difficulty is nothing to be ashamed 
of or frightened about. It can happen for any 
multitude of reasons. What is paramount is to 
formulate a proper plan to deal with it and the 
sooner this is done, then the phone-calls and 
overdue emails/texts/letters can stop. Taking 
the first step is often the hardest. 

Jones Partners offers an initial free consultation 
for individuals in financial difficulty so that they 
can be assured they are receiving the right 
advice about the options available to them.

Jones Partners Insolvency & 
Business Recovery
p |  02 9894 9966
e |  bgleeson@jonespartners.net.au
b |  www.brucegleeson.com.au
www.jonespartners.net.au

Promoting, connecting and advocating for the 
business communities of Ryde,

Macquarie Park and surrounding regions

riversidechamber.com.au

Riverside Business Chamber (formerly Ryde Business Forum and Ryde Macquarie Park Chamber 

of Commerce) is the voice of business in Sydney’s northern districts. 

As our region’s largest Chamber we can offer you more opportunities to meet with potential 

business partners, strong advocacy to all three levels of government on vital issues such as 

traffic and transport and other infrastructure, access to NSW Business Chamber products and 

services and much more. 

Our goal is to see your business grow. We know your share that goal. Join us and let’s work 

together on success. 

BUSINESS ADVICE
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Over the centuries Governments have passed 
laws to lessen the strictness of the freedom to 
contract principle. The most recent change has 
come from the:
• Australian Consumer Law and 
• the Australian Securities and Investments 

Act 2001.

These Acts have changed the principle of 
freedom to contract by enacting unfair contract 
terms legislation.   

The underlying policy of unfair contract terms 
legislation respects true freedom of contract; 
while seeking to prevent the abuse of standard 
form contracts. Standard form contracts being 
by definition, contract provided on a take it or 
leave it basis. Not contracts that have been 
individually negotiated.

The unfair contract terms laws work in the 
following way:

The unfair contract terms laws provide that 
a term of a small business contract or a 
consumer contract is void if:

• the term is unfair and 
• the contract is a standard form contract.

A contract is a “small business contract” if: 

• the contract is for the supply of goods or 
services; at the time the contract in entered 
into, at least one party to it is a business 
that employs less than 20 people; and 

• either 
1. the upfront price payable for the 

contract does not exceed $300,000 or 
2. the contract has a duration of more 

than 12 months, and the upfront price 
payable under the contract does not 
exceed $1m.

A contract is a "consumer contract" if the 
contract is predominantly to obtain a good 

or service that is for a personal, household or 
domestic use.

The unfair contract terms laws create a 
rebuttable presumption that provides:

• If a consumer or small business alleges 
that a contract is a standard form 
contract, it is presumed to be a standard 
form contract unless the supplier proves 
otherwise.

In deciding if a contract is a standard form 
contract, a court may take into account such 
matters that it thinks relevant but must take into 
account the following: 

(a)  whether one of the parties has all or most of 
the bargaining power relating to the transaction;

(b)  whether the contract was prepared by 
one party before any discussion relating to the 
transaction occurred between the parties; 

(c)  whether another party was, in effect, 
required either to accept or reject the terms 
of the contract in the form in which they were 
presented; 

(d)  whether the terms of the contract take into 
account the specific characteristics of another 
party or the particular transaction. 

An unfair term of a contract is defined to mean 
a term that:

(a) causes a significant imbalance of the 
parties’ rights and obligations arising under the 
contract;

(b) is not reasonably necessary to protect the 
legitimate interests of the supplier; and

(c) causes detriment (whether financial or 
otherwise) to the consumer or small business if 
the supplier applied or relied on the term. 

The unfair contract laws set up a rebuttable 
presumption that a term is not reasonably 
necessary to protect the legitimate interests of 
a supplier. 

In determining whether a term of a contract is 
unfair:
• the Court may take into account such 

matters as it thinks relevant, but it must 
take into account the extent to which the 
term is transparent; and

• the contract as a whole.  

A term is transparent if it:
• is expressed in reasonably plain language; 

legible; presented clearly; and 
• readily available to any party affected by 

the term.  

The unfair contract laws give examples of the 
kinds of terms that may be unfair.  They are:

(a) a term that permits, or has the effect of 
permitting, the supplier (but not the consumer 
or small business) to avoid or limit the 
performance of the contract; 

(b)  a term that permits, or has the effect of 
permitting, the supplier (but not the consumer 
or small business) to terminate the contract; 

(c)  a term that penalises, or has the effect of 
penalising, the supplier (but not the consumer 
or small business) for a breach or termination 
of the contract; 

(d)  a term that permits, or has the effect of 
permitting, the supplier (but not the consumer 
or small business) to vary the terms of the 
contract; 

(e)  a term that permits, or has the effect of 
permitting, the supplier (but not the consumer 
or small business) to renew or not renew the 
contract;

Unfair Contract Terms

BUSINESS ADVICE Steven Brown, B.Ec, LL.B, (Sydney), M. 
App. Fin (Macquarie), FAICD, Accredited 
Business Law Specialist, AIMM, FPIAA and 
Chairman of Etienne Lawyers

For centuries parties to a contract were free to determine the terms of their arrangement.  
Within limits, whatever the terms were the parties were bound. The Courts would uphold 
the terms they entered into.
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(f)  a term that permits, or has the effect of 
permitting, the supplier (but not the consumer 
or small business) to vary the upfront price 
payable under the contract without the right of 
another party to terminate the contract; 

(g)  a term that permits, or has the effect of 
permitting, the supplier (but not the consumer 
or small business) to unilaterally vary the 
characteristics of the goods or services to be 
supplied, or the interest in land to be sold or 
granted, under the contract; 

(h)  a term that permits, or has the effect of 
permitting, the supplier (but not the consumer 
or small business) to unilaterally determine 
whether the contract has been breached or to 
interpret its meaning; 

(i)  a term that limits, or has the effect of limiting, 
the supplier's (but not the consumer's or small 
business's)  vicarious liability for its agents; 

(j)  a term that permits, or has the effect of 
permitting, the supplier (but not the consumer 
or small business) to assign the contract; 

(k)  a term that limits, or has the effect of 
limiting, the consumer's or small business's 
right to sue the supplier;

(l)  a term that limits, or has the effect of 
limiting, the evidence the consumer or small 
business can adduce in proceedings relating 
to the contract; 

(m)  a term that imposes, or has the effect 
of imposing, the evidential burden on the 
consumer or small business in proceedings 
relating to the contract; 

(n)  a term of a kind, or a term that has an effect 
of a kind, prescribed by the regulations.

There have not been many cases decided since 
the Acts were enacted.  But all of the cases so 
far have been decided against the suppliers.  
The cases have dealt with unfair terms for the 
supply of:

1. Christmas hampers;
2. rental car contracts;
3. waste removal services; 

4. serviced offices; and
5. internet services.

The point to be made is that no longer will you 
have to be bound by a contract that contains 
unfair terms that you were stuck with by having 
to take or leave the contract. 

If you feel you have this problem, Etienne 
Lawyers may be able to help you out of your 
dilemma.

If you are a business and you use standard 
form contracts, will your contract protect you in 
the era of courts striking down unfair contract 
terms?  Contact us to find out. 

Etienne Lawyers 
p |  02 8845 2400 
e |  sbrown@etiennelaw.com
www.etiennelawyers.com

BUSINESS ADVICE

Visit our showroom today
C2/3 Burbank Place, Norwest Business Park 
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As you may have guessed from the title we 
are headed for a trusty acronym, one that I 
came up with to help me when structuring my 
questions. If you can keep these tips and tricks 
in mind when you are planning to ask people 
questions, then you are much more likely to get 
the answers you need.

Question your questions – what is the 
question, why are you asking it and who are 
you asking it to? When you are planning to ask 
a question, you need to be able to answer these 
points and more (and many of the following tips 
relate back to this one).

Understand your goal – a question should 
have a goal but what that goal is can vary 
depending on the situation. A question’s 
purpose is rarely as simple as just providing 
an answer. It is more often along the lines of 
getting feedback, reinforcing marketing or 
sales messages and collecting opinions. 

Expand on your initial question – your 
first question will get you your first response, 
your second question should be about the 
response you just got. It is a rare and wonderful 
experience when you ask a simple question 
and get all the information you need in one 
go. It is much more likely you will need to 
encourage people to talk more about the areas 
you want them to.

Speak the right language – don’t get 
me wrong, I love a bit of jargon and an 
acronym (as evidenced by this article) but 
when you are asking questions it is more 
important to spell everything out in a way 
that everyone understands than to save 
a few seconds with a quick abbreviation, 
IMHO (sorry couldn’t resist that one). 

Transition from one question to the 
next – this is not the same as expanding on 
your question, this is more about planning 
the flow of your questions. Good questions 

take people on a journey and the best way to 
make sure they don’t get lost along the way is 
to plan your route in advance and have a clear 
vision on where your next question is headed. 

Information comes from listening – 
don’t forget the key part of asking a question 
is getting an answer. Even if you are positive 
you know what the person’s answer will be, 
make sure you listen to what they have to say. 
They could surprise you with insights you never 
thought of and even if they do say what you 
expect, they still want the chance to tell you. 

One thing at a time – one question is usually 
not enough but multi part questions are not the 
answer. Expand on answers, transition from 
question to question but don’t ask more than 
one thing per question. If you ask two or three 
things in a single question you are more than 
likely to only get the answer to one of them. 

Neutrality – this does not mean all your 
questions need to be neutral, it just means you 
need to be aware of their level of neutrality. 
If you want an unbiased, honest opinion, be 
neutral. If you want to get someone fired up, 
push a certain point of view or lead people to a 
set conclusion, you want it to be anything but! 

Now, to finish I want to apply this process to 
my favourite question (and one of the first ones 
I ask all of my clients): “Can you do a better 
job?”

The purpose of this question is to get business 
owners thinking, with the goal of getting them 
to value their time more. If your answer is yes, 
then why didn’t you, if it is no, then is the end 
result good enough? It is not talking about a 
named or specific task, it covers any task done 
at work. If you didn’t do your best work, how 
can you make sure you do next time? If you 
did, and it still wasn’t good enough, what does 
that mean for the future of your business? By 
applying this to one task at a time you are not 
trying to solve everything at once, you are eating 
that elephant one bite at a time and if you pay 
attention to the results you can apply them in 
other areas in the future. It is also important that 
this is a question you ask yourself, and if you 
can be honest with yourself, and not sugarcoat 
your answer this simple question can change 
the way you work and lead to a happier and 
more profitable business in the future. 

Any questions? 

The Consultants’ Community 
p |  0481 863 523
www.theconsultantscommunity.com.au

Q.U.E.S.T.I.O.N

BUSINESS ADVICE
Andy Sephton, 
Managing Director, 
The Consultants’ Community 

Questions are an essential tool for any business, but are you asking the right ones in the right way? A 
question can help you find out information, it can prove a point and it can help you make a sale. So, the 
most important question is: How do you ask the right questions?
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Take the first 

step towards a 

happier and 

more profitable 

business by 

downloading

our app today...

iOS

thecc.app/

install
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0481 863 523
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Wednesday 14th November 2018
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Whether we look at ancient or modern 
history of the human race, there is not a 
page where gold does not play a part. Gold 
has been valued and treasured as seen 
from:

• early biblical references 
• the gold filled tombs of Ancient Egypt 
• the Empire of Lydia (670 to 535 BC) 
producing the first gold coin for currency 
• official badges with gold thread 
embroidery of the Ming Dynasty China 
• Renaissance goldsmithing by Leonardo 
da Vinci and more recently, 
• the goldrush era that surged through
North America, Australia, South Africa and 
beyond.

Gold then and now is purchased for many 
reasons such as cultural, emotional and 
financial. Over the last ten years, demand 
for gold has edged eastward. Wealth 
creation, cultural affinity and income growth 
have driven demand in the most dynamic 
and rapidly growing economies. Since the 
early 1970’s the volume of gold produced 
each year has tripled and the amount 
purchased has quadrupled. Gold usually 
occurs in veins within quartz or other rock 
and is mined involving large investments 
to extract it. This native gold is a rich and 
consistent source compared to panning of 
riverbeds. About three tons of rock must 
be dragged to produce one ounce of gold. 
As an investment, it is estimated that the 
annual volume of gold bought by investors 
has increased by approximately 235% over 
the past three decades.

As jewellers, miners, markets and 
consumers; we love and work with gold 
because it is not only beautiful but it is 
prized as such an obliging substance. This 
“noble” metal is easy to recognize in nature, 
easy to shape and work and gold is highly 
and spectacularly reflective. It diffuses heat 
evenly and can be spread so thin that light 
passes through it. Not only that but it will not 
corrode. So every speck of gold is virtually – 
eternal. This amazing metal is described as 
‘ductile’ because it can be drawn into fine 
wire. It is considered ‘malleable’ because 
it can be hammered into thin sheets. Gold 
– hands down – is the most ductile and 
malleable of all metals. It can be bent, 
heated and shaped into many forms. Just 
one ounce of gold can be stretched into a 
gold thread eighty-kilometers in length and 
can be used as an embroidery thread. Or 
it can be hammered to cover nine square 
meters.

Gold has an array of uses some of which 
include electronics, electrical wiring, 
dentistry, medicine, radiation shielding and 
to colour glass. An example of the innovative 

use of this metal is the suspension of a small 
amount of gold within glass when it is being 
annealed to create a rich ruby colour. Gold 
ruby glass was highly treasured and sought 
by royalty in the 1,600s.

When working in the manufacture of 
Jewellery we come to appreciate features of 
metals. Gold is the only metal that is yellow 
or “golden” and it is virtually indestructible. 
Nearly all of the gold ever mined is 
theoretically still accessible in one form or 
another and could potentially be recycled. 
Another great feature of pure gold is it does 
not tarnish. But unfortunately pure gold is 
considered too soft for Jewellery. It is the 
metals alloyed with gold that may tarnish. 
The alloys, abrasives and what is in the air 
can cause blotches or dark marks – gold by 
itself does not cause these blotches. That is 
why high carat gold items are less likely to 
leave blotches. Salt air and polluted air are 
other tarnish causers. A build-up of soap, 
detergent or hand cream can cause both 
discolouration and skin irritations. Jewellery 
itself is not the problem. To avoid blotchy 
marks from jewellery:

GOLD:
The Forever Metal
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• Wash your hands after you apply makeup 
and before you touch your jewellery
• Remove Jewellery before applying your 
makeup
• Greenish-black marks indicates a high 
sulphur content in perspiration – try using a 
mild, absorbent powder on your skin
• Store Jewellery in a dry place

Yellow gold Jewellery is making a comeback. 
White gold and silver have had a long run of 
popularity with the rise of silver brands and 
global fashion trends. But diamonds and 
coloured gemstones set into yellow gold are 
popping up everywhere and can be seen 
in Jewellery bricks and mortar, online and 
across social media. Yellow gold will always 
be there and continues to carry world 
recognized value and respect. The classic, 
timeless elegance of this rich, beautiful 
metal is attracting attention throughout the 
Jewellery world again. Whether it is the 
flavor of the day or not, gold has always 
been the epitome of class and beauty in 
Jewellery with value that lives on. 

Designers
Master Jewellers
Valuations
Custom Crafted Jewellery
Consignment
Estate, Antique and Pre-Owned Specialists

Underwood Jewellers
Main Store: 28 Phillip Street, Parramatta
Tel:  (02) 9689-1022

Shop 3063, 3rd floor 
Westfield Parramatta Shopping Centre
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Energy Project:
Funded by Energy Consumers Australia 
and the Australian Small Business Family 
Enterprise Ombudsman’s Office, COSBOA 
launched a national survey of small businesses 
to investigate the impact of energy bill shocks 
and price rises. The project addressed energy 
bill shock for small businesses and to help 
‘future proof’ them against rising energy bills 
and predatory pricing. As part of this project, 
COSBOA investigated ways to provide better 
quality information about electricity costs in 
different industries and how to ensure time-
poor small business owners can get more 
support and tailored advice to help them cut 
their energy usage and electricity costs. The 
survey results will be used to advocate for 
policy and regulatory changes, and to develop 
simple tools, with industry-specific tips and 
info, to help small businesses in a range of 
sectors reduce their energy costs. 

Small businesses who answered our survey 
(over 200 nationally) confirmed that massive 
energy price rises in recent years have seriously 
impacted their operations and financial 
position. 12% of survey respondents said they 
were already unable to pay their energy bills 
and 45% said they were concerned about their 
ability to pay them in future. More than half of 
small businesses found that energy prices had 
forced them to decrease their profit margins 
and another 27% said it had forced them to 
increase prices.

Some of the findings from our project were 
that:

To get better value from capital investments 
on energy efficiency upgrades, assistance 
is needed to help business landlords 
introduce business processes and behaviour 
change. Small business owners cope better 
with energy bills when they have different 
sources of energy, particularly those able 

to generate their own energy through solar 
panels. Small business owners don’t know 
where to get good advice on energy deals or 
industry-specific information (most website are 
generic, confusing and ‘not relevant to me’). 
Small business owners don’t have the time to 
become ‘energy experts’

Employability Project:
COSBOA undertook this research project for 
the National Disability and Carers Advisory 
Council.  The objectives were:
• to understand the experiences 

and challenges involved during the 
employment process for SMEs wanting to 
employ people with disability

• identify ways the government can reduce 
red tape to support this goal

• understand barriers for SMEs who are not 
currently employing people with disability 
and identify opportunities to provide 
greater support

• provide recommendations to the NDCAC 
on the above.

COSBOA found a really strong willingness from 
Small Business to do more in this space, but 
there is currently limited support or resources 
to help them do so - we hope this research 
will help give government some new ideas 
about the most effective ways to work with 
small business on supporting more people 
with disabilities into the workforce. A great 
outcome from the project has been hearing 
from small business people across the country 
on how important their industry associations 
are as a source of information and advice on 
matters like this, and how they would like them 
to be more involved in this important policy 
area. Inclusive employment matters to small 
business, and COSBOA is excited about being 
part of delivering solutions that are Win-Win for 
everyone.

Paddl Games: 
We have partnered with Paddl Co. who run 
programs known as Paddl Games events. The 
COSBOA Innovation Games (Victoria) is a 
series of 5 one-day events that are designed to 
help small businesses develop innovation and 
digital skills. Each event is a structured one-day 
challenge facilitated by industry experts, with 
teams made up of students, graduates, sponsor 
employees, employees and stakeholders of the 
business to work intensively to solve a real-life 
challenge or opportunity that the business is 
facing. 

This month we had the first three of five 
Innovation Games in the COSBOA Innovation 
Games (Victoria) 2018 series. The theme of the 
first day, held in Hastings and sponsored by AGL, 
was "How might your business use and more 
efficiently manage its energy requirements?" 
Day two was sponsored by Australia Post and 
took place in Bendigo. The theme for this day 
was "Growing a business domestically and 
internationally using modern digital tools." The 
third day was held in Melbourne, supported 
by Canon. The challenge topic was "Staying 
ahead of the curve: accelerating your business 
to thrive in the digital world". 

These events are supported by the Victorian 
Government and are an excellent way to 
help businesses innovate and improve. They 
connect young people, small and big business 
in a fun way that has benefits for everyone 
involved. 

COSBOA
p |  02 9431 8646
www.cosboa.org.au

COSBOA Advocacy 
Projects

Peter Strong, 
CEO of the Council of Small Business 
Organisations of Australia (COSBOA)

One way that COSBOA supports small business is through its advocacy projects. Two recent projects 
were centred upon energy and encouraging small business owners to employ people with a disability. 
Another project that COSBOA has been running is in coordination with Paddl Co. and aims to connect 
small businesses and emerging talent to find innovative solutions to business problems.

SME ADVOCATE
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We live in a world where convenience food seems to meet the 
community’s needs for meals ready in a hurry. The Cooks Workshop 
offers programmes aimed at giving people the skills to deliver 
meal choices that fit their budget and health and importantly 
tempt their taste buds. Others may teach specialty classes, but 
we also provide the foundations that can provide skills and a 
knowledge base that transforms your entire perception of what 
good food can be, and the enjoyment that learning to cook can 
bring. We aim to build classes based on what you want. Follow us 
on Facebook and Instagram and tell us what you want to learn! 
Upcoming classes include:

Workshop programmes can be developed for: workplace well-
being and team building, community social groups and mental 
health programmes. Pretty well anyone in our community that 
needs help getting back into the kitchen. Get in touch and we can 
find something to suit your needs.
Tasty, healthy food does not have to be expensive, time consuming 
or difficult to prepare. We need to learn the basics again and the 
joy of cooking. Never underestimate the power of a home-cooked 
meal! Cooking is a life skill for good health, happiness and well-
being. Come and learn with us in a fun and relaxed environment. 
To maximise personal attention, we have kept our classes small, 
so don’t miss out. Book now! thecooksworkshop.com.au

• Canapés Essentials
• Cooking for Fussy Eaters
• One Pot Meals
• A Salad as a Meal
• Teenage Workshops
• Cooking for Diabetes

• Gluten free Cooking
• The Mediterranean Diet
• Baking for Fun - Cakes & Slices
• Xmas Baking for Gifts
• Xmas cakes and Puddings

THE KITCHEN
IS CALLING

GIFT VOUCHERS
We have gift vouchers available through our website, they 
are perfect for staff rewards, christmas presents and to go in 
gift hampers or even that one friend or family member thats 
always impossible to buy for! 

28 / 276-278 NEW LINE ROAD DURAL 2158  •  THECOOKSWORKSHOP.COM.AU  •   THE COOKS WORKSHOP  •  @THECOOKSWORKSHOP
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Business Community News

BUSINESS ALLIANCE

A number of successful events have been held 
over the past few months.

A Bella Vista Business Alliance Coffee Morning 
was held on the 29th August in the premises 
generously provided by our Venue Partner 
- Amway. “5-Minute Business Wisdom” 
Speakers included Doug Bladon and Susan 
Tanner from ANZ Business Banking Norwest. 
Another Coffee Morning was held under the 
auspices of Macquarie Park Business Alliance 
in the Macquarie University Incubator on the 
20th September. Presentation included a video 
about office printing equipment by Mitronics, a 
Business Alliance Australia preferred supplier.

Coffee Mornings attracted a number of new 
startup businesses, as well a lot of businesses 
keen to engage with the local business 
community and learn more about Business 
Alliance Australia. Our Coffee Morning events 
are completely free of charge to first time 
visitors.

The Bella Vista Business Alliance Business 
After Hours event was held on the 11th 
October at The Hills Shire Council and included 
a presentation on innovation by Dr Michelle 
Byrne, Mayor of The Hills Shire Council, 
special guest The Hon Alex Hawke MP and 
a live presentation on new era marketing 
concepts by Tracey Jewel via remote link from 
Perth.

Stay put for more events! There are two 
more events planned before the end of the 
year – a Business After Hours networking 
event at Kellyville Pets, November 13th, the 
biggest pet shop in Australia and Business 
Alliance Australia Christmas Party on the 13th 
December in the iconic Cropley House. For 
more information and to register, or to sign 
up to our regular e-newsletters please visit 
www.businessalliance.com.au

The Hon Alex Hawke MP presenting at the 
BAA Business After Hours, 11 October 2018, 
The Hills Shire Council 

BiziNet is launching its new Business Alliance Section dedicated to the Business Community. The 
new section will provide updates on business events and showcase regular business updates. 
We trust that this new development will further increase BiziNet's engagement with Small and 
Medium Enterprises and will create more opportunities for all involved.

Michelle Walker - 
Associate Editor, BiziNet 

Michelle Walker has recently 
joined the BiziNet/Business 
Alliance Australia team as 
the Associate Editor and has 
taken to the role as a duck to 
water communicating, building 
relationships and creating 
collaborations. Michelle has 
a Bachelor of Arts majoring in 
Public Communications and 
a Master’s degree in Media 
Practice.

Michelle comes from a family 
small business background 
and has worked across broader 
Sydney within the business 
community as a consultant for 
the last 14 years. She has worked 
with small, medium and large 
organisations, and understands 
the pressures, challenges and 
rewards of business.
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Greenwood Group Realtors 
Tim Foster-Greenwood from Greenwood 
Group Realtors will be celebrating 37 years 
in the Real Estate Industry soon. He is very 
passionate about Real Estate and has some 
exciting opportunities coming up in Glenorie 
with 13 big subdivisions that include stunning 
Blue Mountain views, will shortly start marketing 
affordable priced real estate in QLD and has 
numerous other interesting properties currently 
on the market. Tim has a wealth of knowledge 
of the industry and is also very savvy when 
it comes to selling smart homes. Tim loves 
his Rugby Union and supports his beloved 

South African Springboks and of course The 
Wallabies. He is a Kellyville Local, Grandfather 
of two, loves swimming. He is a strong 
supporter for the Sydney Metro Northwest 
project in progress and thinks it will bring more 
growth and potential for development to the 
Hills District.

Cropley House
Cropley House were celebrating their grand 
opening on the 17th of October 2018. It was 
an exciting event to remember. Cropley House 
are set up to cater for conferences breakfast, 
lunch and dinner presentations. The stunning 
venue will be showing off their Wedding 
facilities at Their Wedding Open Day’s on the 
3rd and 24th November, and 8th of December 
2018. Cropley House have beautiful gardens 
with plenty of room for children to run around 
making it a perfect venue for family events 
such as christenings as well.

Sydney Electrical Contractors 
We would like to congratulate Connie 
Vlassopoulos and Robert Theodoridis from 
Sydney Electrical Contractors for being 
awarded a certificate of commendation at 
the National Electrical and Communications 
Association (NECA) 2018 Excellence Awards 
for Small Contracting Business Company. 
The NECA Awards are very prestigious 
and are the equivalent to The Logies in the 
electrotechnology industry. The NECA Awards 
Night at The Star in Sydney celebrated quality, 
technology, innovation, management, WHS 
and commercial expertise within the industry. 

Robert and Connie are absolutely delighted 
with this achievement from this recognition 
provided by leading experts within their industry. 
It verifies all the hard work that they put into 
their business and their employees. They are 
dedicated to creating a positive atmosphere 
for their employees, celebrating achievements, 
rewarding diligence and providing ongoing 
professional development. Sydney Electrical 
Contractors are passionate small business 
advocates and their contribution has resulted 
in growth and expansion throughout Sydney.

Bright Accounting and Taxation Services 
Leo Colgar from Bright Accounting and 
Taxation Services has had a significant 
achievement recently. Leo attained a new client 
three months ago with more than ten years 
overdue tax returns. The client always worked 
in very high corporate positions in that period, 
so the amount of income that was calculated 
for him was pretty significant, including his 

salaries plus profit shares, etc.

Solving the case involved working together 
with a tax lawyer as always. The figures were 
prepared and presented to the ATO. After the 
lodgements, ATO reviewed the figures and 
decided not to charge the client any penalties. 
This was a great success by itself alone. On 
top of that, a successful negotiation with ATO 
resulted in the reduction of the interest from 
$3.6m to $1.6m.

Moreover, the ATO gave the client a chance 
to pay the whole amount in two instalments, 
one in October, the second one in January. 
The total amount the client needs to pay is 
now $4m, while it was $6m originally – a literal 
saving of $2m.

Etienne Lawyers 
Recently Steven Brown from Etienne 
Lawyers was asked to deliver a presentation 
to businesses on the benefits of protecting 
the business's intellectual property.  He was 
asked to make it interesting. Interesting it was.  
Rather than a presentation, Steven developed 
an entertaining game: Commercialisation.  
 
The game consists of each player: 
• having a game board in front of them
• being given a starting cash flow
• being told of the scenario of them being in 

charge of a business that has developed a 
new product that the business is marketing

• being told of the IP they could protect 
and the costs of protecting their IP. 

The players then have to determine how 
much of their limited cash starting pot 
they use to protect their valuable IP and 
how much they keep for working capital to 
produce the product to sell and make a profit.  
 
Commercialisation is played over 4 rounds. 
Each round discusses real-life issues of a 
business that has IP to protect and deals with 
the real-life issues of how competitors try and 
defeat the IP protection of your business.  

pic (l-r) Robert Theodoridis (left), Sydney 
Electrical Contractors, at the NECA 2018 
Excellence Awards

Etienne Lawyers' Commercialisation Game 
launch

Cropley House launch, 17 October 2018

Cutting the ribbon moment at Cropley 
House. (l-r) Mr Philip Beauchamp, Director 
of Cropley House and Mayor Dr Michelle 
Byrne, The Hills Shire Council 

p |  1300 889 132
e |  michelle.walker@bizinetmedia.net.au
www.businessalliance.com.au

BUSINESS ALLIANCE
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Pretium Solutions Pty Ltd
At Pretium Solutions, we focus on enabling businesses to identify and achieve business and financial 
goals through consulting, coaching and long-term strategy. Our aim is to enable you to become more 
profitable through focusing on efficiency.
Pretium Solutions exists to make high-end, proactive, directed and value-based advisory services 
available to small to medium businesses, by providing the external skills, knowledge and resources 
your business needs to grow.
As accountants, we do more than simply crunching the numbers. We go in-depth, giving you the 
knowledge to truly understand what your financial figures mean, and how to use this information to 
make immediate and lasting improvements. 

Kellyville Pets 
Kellyville Pets is one of Australia's largest pet stores and a unique home for literally 1000's of furry, 
fishy, scaly, feathered animals. Here you'll see all sorts of new and exciting sights, sounds and even 
smells! There's oodles and oodles of pet accessories and of course animals of just about every size 
and shape imaginable. We love our animal friends and are committed to matching owners with the 
right pet and providing customers with unsurpassed advice, service and selection of products. This is 
our way of ensuring our animals have the best possible start in their new home with you.

Arthur Street Cafe
Lynda and Fred (Federico) Ramos have a strong love of good food, often planning their holidays around 
food destinations. They generally find that when organising a corporate event, catering is viewed as a 
box that needs to be ticked. Has everyone been fed? If so, then job done. They want to change this 
perception by sharing their love of food.
They understand that the success of any event relies heavily on the experience, and food, is a significant 
component. They don't want to feed people. They want their food to be fun, colourful and have a wow 
factor. They want their food to ensure that the experience is enjoyable and remembered by all.

PK People Solutions
PK People Solutions understands that the Australian businesses need to operate on the forefront of 
innovation, but they also need the reliability that comes from years of experience and research which 
drives to the heart of what influences success in a business - it's people.
Using the National HR Framework HRF101, a national standard developed by the HR Coach Research 
Institute in collaboration with various operationally focused members of industry, PK People Solutions 
is able to work with businesses to align the individual activities of its people with the strategic direction 
of the business.

The Cooks Workshop
The Cooks Workshop is all about bringing the basics of cooking and the joy of it back!
The Cooks Workshop offers programmes aimed at giving people the skills to deliver meal choices that 
fir their budget and health and most importantly revitalising their taste buds.
Speciality classes, teaching foundations and helping build the knowledge base that will transform your 
entire perception of what food and the enjoyment of learning to cook can bring.
The Cooks Workshop is also aiming to target the corporate sector and educating about nutrition while 
offering activities that will facilitate team engagement and team work.

Psychological Assessment Solutions
Headquartered in the Hills District, Psychological Assessment Solutions assists client throughout greater 
Sydney and the interstate. Our practice specialises in providing tailored solutions to both individuals 
and organisations in areas such as: counselling, assessments for recruitment purposes and diagnosis 
of learning difficulties, employee assistance program, helping injured workers return to meaningful 
employment, assist individuals with finding meaningful career paths, vocational assessments, talent 
management, learning development for your organisation, performance management.

Introducing New Business 
Alliance Australia Members   

BUSINESS ALLIANCE
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TUESDAY 13 NOVEMBER 
5.30 - 7.30 pm

Kellyville Pets - 1-15 Millcroft Way 
Beaumont Hills NSW 2155

Members: $35
Non-members: $45 

Register @ www.businessalliance.com.au

Invitation
Business Alliance 
After Hours

Speaker 

John Grima,
Managing Director, 
Kellyville Pets

“Why Kellyville Pets is 
more than just a pet shop” 

Kellyville Pets is one of Australia’s largest 
and leading independent pet retailers 
employing over 40 specialist staff. The 
business specialises in all companion 
animals including dogs, cats, small animals, 
ornamental fish, reptiles, crawly critters and 
companion birds.

Media Partner

Event Sponsor

Gold Members
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A staggering 23 per cent of calls to IT 
departments are print-related, that's nearly one 
in four calls. This means your IT department is 
tied to your printer's functioning. 

But if you don't have a IT department, the 
chances are you or your staff have to try 
remedy the issue, make calls to troubleshoot, 
or have it fixed and get it an technician. It's 
estimated that most calls take 20 minutes and 
if six calls are made per week, 120 minutes has 
gone down the drain. If you do the math for 
your office, you'll work out how much your print 
related issues cost your payroll and business. 
Then you can quickly determine how much 
your humble older office printer costs, slows 
workflow and puts the breaks on productivity.
Time for change 

Most printing issues can be avoided if you 
regularly upgrade your print technology 
and have the right printer for your office 
and industry. The right printer will enhance 
your workflow, and make your work-life less 
stressful. The best printer is the one you and 
the team notice the least. It never gets blamed 
for slowing workflow and is never cursed by 
your work mates. The good news is, the right 
upgraded printer will also save you money, 
boost your business efficiency and decrease 
environmental and paper waste. 

But how do you find a dependable and 
reliable printer, that's been stress tested for 
your industry? The best way is to speak to an 
expert, who distributes all the leading brands 
under one roof. That's Mitronics. They can 
show you case studies for what works best for 
your industry and will help you make the best 
decision, to save you and your office time and 
money.  

For example, many of our leading 
manufacturer's printers have gone through 
testing from 'buyer's labs', and one series of 
printers was used 80,000 times without errors. 

Imagine if you had that printer in your office. 
Pure bliss. 

Did you know there is a global independent 
research organisation called Buyers Lab (BLI), 
which reviews over 50,000 document imaging 
products and tools? The company was founded 
to help customers better understand what 
they were buying and compare competitor's 
products. 

Based on their research findings, Buyers 
Lab give yearly awards to the best devices 
and software solutions. And for the third 
consecutive year, it awarded the 'Multifunction 
Printer (MFP) of The Year Award' to one of our 
manufacturers printers. It's the bee's knees of 
solutions, with easy replace components (such 
as toners), 'extraordinary useability' and it only 
has a misfeed rate of just 1 in every 426,000 
impressions. That is not only astonishing but 
makes the printer one of the most reliable and 

productive machines in the market and world. 
The Buyers Lab awards, are the most respected 
and prestigious awards in the office supply 
business. But every workplace and industry 
is different, so it's essential to find the right 
printing solution for your office, and explore the 
possibilities. 

Contact Mitronics to see how we can help your 
company find the right solution. 
  

Mitronics
p |  8878 1000
e |  enquiries@mitronics.com.au
www.mitronics.com.au

Minimising Disruption 
in Your Office   

BUSINESS ADVICE Roger Amir, 
Director, Mitronics

No one notices the office printer until it breaks down, has a paper jam, stops printing or needs toner. 
That’s when you really notice how critical a printer is to a company, and how essential it is for keeping 
your business running smoothly.
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Purchase one of our state of the 
art colour A3 MFPS and receive 
your choice of one of our gifts! 

Choose either: 
• Westfield Gift Card

(valued at $200)

• HP Sprocket
 • Dinner at your favourite restaurant
(valued at $200) 

Contact Don Amir on 8878 1000 or
email damir@mitronics.com.au 

today! 

* Terms & Conditions apply. Valid until the 15th of November  2018.

Our Gift to You! 
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Bright Accounting and Taxation                       
02 8858 3242                     
Suite 6/208, Level 2, Library Building, 
29 Main St, Rouse Hill NSW 2155
www.brighttax.com.au

Business Turnaround Services                       
02 8226 8617                     
Level 26/1 Bligh Street
Sydney NSW 2000
www.businessturnaround.com.au

Pretium Solutions                   
02 8896 4337                   
Suite 113, 4 Columbia Court
Baulkham Hills
www.pretiumsolutions.com.au

ANZ                       
13 13 14                     
32 Lexington Deive
Baulkham Hills NSW 2153
www.anz.com.au

City of Ryde                  
02 9952 8222                    
Suite 6/208, Level 2, Foundational 
Business Centre, Library Building, 29 
Main St, Rouse Hill NSW 2155 
www.ryde.nsw.gov.au

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

Foundational Business Centre                  
1300 765 249                     
Suite 208 A-LB 29 Main Street, 
Rouse Hill Town Centre, Rouse Hill
www.foundationalbusinesscentre.com.au

Arthur Street Cafe                 
02 9639 2255                     
26 Arthur St, 
Baulkham Hills NSW 2153
f: arthurstreetcafebaulkhamhills

Thorndale Foundation                        
02 9912 7800    
47-49 Rance Road
Werrington NSW                  
www.thorndale.com.au

BANKING

BiziNetwork

BUSINESS SUPPORT

Amway Australia and New Zealand                       
1800 45 46 47                                  
Suite 301, 7-9 Irvine Place 
Bella Vista NSW 2153
www.amway.com.au 

Sydney Electrical Contractors                                                           
02 8007 7215                 
PO Box 85
Northmead NSW 2152
www.sec24hr.com.au

PK People Solutions
0421 404365                      
PK People Solutions tailors its tools and 
methodology to help your business
www.pkpeoplesolutions.com.au

Jones Partners Insolvency & 
Business Recovery - 02 9894 9966                      
Suite 301, Level 3, 4 Columbia Ct, 
Baulkham Hills NSW 2153
www.jonespartners.net.au

dVT Group
02 9033 3333                      
Level 3/95 Macquarie Street
Parramatta NSW 2150
www.dvtgroup.com.au

InvestAstute            
0414 300 151                   
L13, 80 Main St 
North Sydney NSW 2060

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

Underwood Jewellers                 
02 9689 1022                     
28 Phillip Street 
Parramatta NSW 2150
www.uj.com.au

Etienne Lawyers                      
02 8845 2400                   
Level 57 MLC Centre, 19-29 Martin 
Place Sydney NSW
www.etiennelawyers.com

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

Psychological Assessment 
Solutions 
0425 269 658                                  
Suite 5 80 Cecil Avenue 
Castle Hill NSW 2154

BiziNet Printing                      
1300 889 132                                   
Order Online and Get Industry Prices
www.bizinetprinting.com.au

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

Greenwood Group Realtors                
0438 293 008       
58 Windsor Road
Kellyville NSW 2155                       
www.greenwoodgroup.com.au

The Cooks Workshop        
0414 994 530  
28/276-278 New Line Rd
Dural NSW 2158                     

Cropley House                
02 9686 7775       
84 Watkins Rd
Baulkham Hills NSW 2153                        
www.cropleyhouse.com

BiziNet Pty Ltd                 
1300 889 132        
PO Box 7519 
Baulkham Hills NSW 2153                         
www.bizinetmedia.com.au

List Your Business in 
BiziNet Magazine
1300 889 132

www.bizinet.net.au

LAW

CAFES

DIRECT SELLING PETS

REAL ESTATE

INVESTMENT

IT

INSOLVENCY

ACCOUNTING

JEWELLERS

WEB DESIGN

ELECTRICAL SERVICES

VENUES

PRINTING EQUIPMENT

CHARITY

HR PRINTING

PSYCHOLOGY

TRAINING
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ORDER ONLINE
& GET INDUSTRY

   PRICES

P R I N T I N G

BIZINETPRINTING.COM.AU

1300 889 132

Prepaid/Conditions Apply

 up to 40% OFF

furnishing special
J a n  1 s t  -  F e b  2 8 t h

Doonas & Quilts $34.50 
(ALL SIZES) 

Bedspreads $34.50

2x Blankets $34.50

All Curtains $24.95P/M 
(EXCLUDES RUBBER BACK) 

BELLA VISTA
ph 8824 8385

HORNSBY
ph 9477 3736

BEECROFT 
ph 9481 8188

BAULKHAM HILLS
ph 9639 1553

CASTLE HILL
ph 9634 2393
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Your flyers personally delivered to every 
Office Reception Desk in Norwest Business Park 

and Macquarie Business Park 
+ Lane Cove West

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

Please contact Daniel

1300 889 132

Norwest Business Park 
$480 + GST per run

($450 + GST per additional flyer) 

Macquarie Business Park + 
Lane Cove West 

$480 + GST per run 
($450 + GST per additional flyer) 


