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BUSINESS
A L L I A N C E   

Connecting SMEs & Large Enterprises
Join Business Alliance Today

• Meet New Business Owners
• New Business Opportunities
• Business Growth
• Alliance Partnerships
• Increase Sales
• Networking & Events

businessalliance.com.au

1300 889 132
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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.com.au 
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Please contact Daniel

1300 889 132

Norwest Business Park 
$480 + gst per run

($450 + gst per additional flyer) 
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$580 + gst per run 
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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 above your competitors – 
you’re invited to discuss the vast business opportunities in BiziNet and Business Alliance.

BiziNet is a B2B Media Platform that works in conjunction with Business Alliance - a Private Business 
Network. Our innovative concepts deliver swift results, in most cases, beyond expectations of our 
members and contributors. BiziNet has several Alliance Partnerships with organisations and projects: 
Regional Development Australia-Sydney, 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 move their business to the next 
level. 

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

Proud to service the Sydney Business Community since 2001.
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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
pretiumsolutions.com.au
pretiumsolutions.bizinet.net.au

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

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
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Invitation
Business Alliance 
Christmas Party

THURSDAY 12 DECEMBER
7.00 pm - 10.00 pm
The Cropley House
Watkins Road, Baulkham Hills NSW 2153
Members: $50 
Non-members: $65
Register @ www.businessalliance.com.au

Theme "Some Like It Hot"
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PROUDLY PRESENTED BY      BIZINET

Since 1967, Arthritis NSW has helped to improve the lives 
of those suffering from arthritis and other musculoskeletal 
conditions, including those newly diagnosed and long-term 
sufferers.

Formerly known as the Arthritis Foundation of NSW, the 
founder, the late Bruce Williams, hoped to provide people living 
with these conditions fellowship, social support and assistance 
with daily living, so that they may live with dignity and purpose.

Because of his incredible vision, Arthritis NSW has gone on 
to become a peak body for arthritis support in the state. The 
organisation is a trusted source when it comes to the latest 
news and evidence-based information on the disease and its 
treatment, delivering education programs across a number 
of platforms including webinars, workshops and community 
awareness sessions. 

by Michael Gladkoff

Many children 

with juvenile 

arthritis attend 

Arthritis NSW 

annual camps 

multiple times 

from a young 

age. Annaliese 

started going to 

camp from age 5 

and has kept the 

friendships made 

at her first camp. 

This year she 

also volunteered 

at Camp 

Twinkletoes.

Four year old Harry was diagnosed with 

juvenile arthritis just after his third birthday. 

At Camp Twinkletoes he and his brother 

were entertained all day while specialists 

in paediatric rheumatology and psychology 

armed his parents with knowledge 
and advice to help them meet the daily 

challenges of their ‘new normal’.
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Since 1967, Arthritis NSW has helped 
to improve the lives of those suffering 
from arthritis and other musculoskeletal 
conditions, including those newly diagnosed 
and long-term sufferers.

Formerly known as the Arthritis Foundation 
of NSW, the founder, the late Bruce Williams, 
hoped to provide people living with these 
conditions fellowship, social support and 
assistance with daily living, so that they may 
live with dignity and purpose.

Because of his incredible vision, Arthritis 
NSW has gone on to become a peak body for 
arthritis support in the state. The organisation 
is a trusted source when it comes to the 

latest news and evidence-based information 
on the disease and its treatment, delivering 
education programs across a number of 
platforms including webinars, workshops 
and community awareness sessions. 

Arthritis NSW has an esteemed board of 
professionals led by President Nigel Corne 
and vice President Murray Smith with a 
dedicated team of management and staff. 

For those living with arthritis, it can have an 
all-consuming effect, physically, emotionally 
and mentally. Some of the most common 
symptoms include pain, stiffness, swelling 
of or reduced movement of joints, nausea, 
redness and warmth in joints, tiredness and 

weight loss. Osteoporosis, on the other hand, 
can lead to a higher risk of fractures as the 
bones become brittle and fragile. Performing 
everyday tasks can become unbearable, 
even impossible. It can also result in other 
negative health impacts such as obesity and 
diabetes. Certain types of arthritis can even 
affect the heart, eyes, kidneys, lungs and 
skin.

Today, 3.85 million Australians ‒ at least 
one in five in New South Wales alone ‒ live 
with arthritis and other musculoskeletal 
conditions, with this figure estimated to rise 
to 7 million by 2050. 

There are more than 100 different types of 

ARTHRITIS NSW –
CONTINUING TO 
IMPROVE LIVES

GREAT AUSTRALIAN  PEOPLE

The volunteer team at the close of the
2019 Camp Twinkletoes. Several have arthritis 

themselves and spend the day caring for children with juvenile arthritis and their siblings, and inspiring them with what they are capable of doing.
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arthritis. Among the most common forms 
include osteoarthritis, rheumatoid arthritis and 
gout. Although there are certain treatments 
available that can help alleviate the pain, there 
is currently no cure and if left untreated can 
worsen over time. Arthritis is also responsible 
for at least 25% of workplace absenteeism 
and is the second most common cause of 
retirement. It also takes a significant toll on 
the economy, costing $23.9 billion each year 
in medical care and indirect costs, including 
loss of earnings and lost productivity. 

As a charitable and membership-based 
organisation, Arthritis NSW aims to support 
the individual to live well with arthritis, 
osteoporosis and other such conditions 
through:

• Education  
• Self-Management Strategies
• Information and support
• Research towards clinical, social and 
quality improvements.

The organisation was founded upon core 
values of compassion, integrity, transparency, 
providing accessibility to health services 
for people of all ages, backgrounds and 
lifestyles, and a commitment to improving 
the quality of life of those living with arthritis 
and other related conditions. 

Arthritis NSW aims to achieve this by 
empowering the individual, focusing on 
self-management through diet and nutrition, 
lifestyle and gentle exercise to help maintain 
joint functionality and reduce overall pain. 
With the help of their health services team, 
they have developed programs that are 
carefully tailored to meet the needs of those 
affected by arthritis, osteoporosis and other 
such conditions, including warm water 

exercise classes and a strength and balance 
program, helping to improve blood pressure 
and cholesterol, maintain a healthy weight 
and raise energy levels.

Education is a major cornerstone of Arthritis 
NSW. Through qualified health experts, 
the organisation provides those living with 
arthritis and other musculoskeletal conditions 
with information and advice on: 

• Medical management
• Complementary treatments and therapies
• Healthy eating
• How to deal with pain
• How to seek help and support
• What to do when caring for a loved one
• Engaging in physical activity
• Mental and emotional wellbeing.

Arthritis NSW always strives to give back 
to the community. The organisation hosts 
events such as the Patch of Blue Golf Day 
to help raise awareness of arthritis and other 
related conditions.  Four times a year, Arthritis 
NSW also offer four camps for children 
affected by Juvenile Idiopathic Arthritis: 
Camp Twinkletoes (for children under 8 years 
old and their families) and Camp Footloose 
(for children and young people aged 9 to 18 
years).

Juvenile Idiopathic Arthritis (JIA) affects one 
in 1,000 children and is often misunderstood 
by the wider population. People often think 
of arthritis as an old person’s condition, yet 
it affects the lives of an estimated 3,000 
children in NSW alone. These children often 
feel marginalised and concerned that they 
are ‘letting the team down’ when it comes 
to physical activities. Camp Footloose is a 

parent-free experience that gives children 
aged nine to 18 the chance to play and 
challenge each other on a level playing field, 
without fear of judgement.” 

Camp Footloose has become the event of 
the year for its young campers says Keelie 
Sammons, 10, who was diagnosed with JIA 
at 21 months old after her parents noticed 
that she was limping and had a swollen knee, 
which spread to her hand and wrist: “For me, 
the camp is a chance to be myself, as I spend 
most of the time pretending I’m fine. I get 
tired quite often and sometimes I’ve just had 
enough, and people don’t always understand 
because they can’t see the problem. At camp 
I don’t have to explain myself and can rest or 
sit out of activities and I don’t have to explain 
myself, everyone just gets it.”

Arthritis NSW also offers education sessions 
to community groups, business groups and 
retirement villages. Their valuable network of 
support groups located across the state also 
help to provide members a place to discuss 
various topics, to share their experiences, 
to build friendships and to learn more about 
how to manage their condition.

The organisation also engages with 
the community through value-driven 
membership program, through publications 
such as Arthritis Matters, via social media 
platforms and newsletter subscriptions, and 
through a toll-free Arthritis Infoline on 1800 
011 041, helping to connect callers with 
highly qualified health professionals.

Arthritis NSW has also committed to 
extending its services to rural New South 

PROUDLY PRESENTED BY      BIZINET

Members of the Bathurst Arthritis Support Group gave Arthritis NSW a warm welcome at the second health education seminar in May. The Rural Health Program gives rural communities information and education to help them manage their condition.
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Wales. Rural NSW is where services, support 
and education are often lacking for people 
with arthritis. Thanks to the incredible 
contributions of its donors, the organisation 
has been able to launch its Rural Health 
Initiative in 2018, (now a formal Rural Health 
Program in 2019) enabling the organisation 
to visit six rural towns to deliver much-
needed education and support. This was 
further established as part of their Living Well 
with Arthritis seminar, which was held in, 
Bathurst and Mudgee, with further seminars 
to be held in Dubbo, Queanbeyan and Wagga 
Wagga, covering such topics as arthritis 
management, pain management, exercising 
with arthritis and nutrition.

One example of Arthritis NSW’s assistance 
to rural communities is Macksville local 
John Hutchinson, 83, who was struggling to 
manage his painful arthritis while operating 
his chicken, cattle and produce farm. He rang 
the ANSW Arthritis Info Line. He had been 
advised to have surgery but was concerned 
that the length of recovery time would 
impact his business. After advising John on 
exercise and nutrition, the team suggested 
that a rheumatologist could either provide 
reassurance around the recommendation or 
offer alternatives. 

Knowing he would wait six months for his 
appointment, John said he would welcome 
a community event in Macksville where he 
could learn how to improve his mobility, 
maintain his independence and keep 
his business alive until he could access 
specialised medical help. Thanks to stories 
such as John’s and so many other people 
from country NSW, Arthritis NSW were 
inspired to run the Rural Health Appeal. And 
thanks to the appeal donors and sponsorship 

from Community Underwriting, Arthritis NSW 
mobilised their health services to visit rural 
communities and give them the information 
and options to help them manage their 
condition and improve their lives.

Arthritis NSW does not receive government 
funding. Only through the enormous 
generosity of major and regular donors, 
bequestors, corporate partners and 
sponsors, as well as their Patron, Her 
Excellency The Honourable Margaret Beazley 
AO, QC, and its Vice Patron, Mr Dennis 
Wilson, the organisation is able to deliver life-
changing services to the 1 in 4 adults and 1 
in 1000 children in New South Wales who 

live with arthritis and other musculoskeletal 
conditions, including research, development 
and education programs. The diverse and 
inclusive community of members, volunteers, 
social media followers, monthly newsletter 
subscribers and users of the organisation’s 
health services also helps the organisation 
continue to thrive.

The work done by Arthritis NSW is incredibly 
rewarding, helping to give those living with 
arthritis and other musculoskeletal conditions 
the strength, education and support they 
deserve no matter their age, background 
or lifestyle. But most of all, they want them 
to realise their own personal meaning of 
‘Freedom From Arthritis’.  

GREAT AUSTRALIAN  PEOPLE

Four year old Harry was diagnosed with juvenile arthritis just after his third birthday. 

At Camp Twinkletoes he and his brother were entertained all day while specialists in 

paediatric rheumatology and psychology armed his parents with knowledge and advice 

to help them meet the daily challenges of their ‘new normal’.

The happy campers 

at the close of Camp 

Footloose 2018.
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A record number of business owners and 
managers took part in this year’s Business PSI 
survey – an initiative of The Hills Shire Council 
– in partnership with the Sydney Hills Business 
Chamber and McCrindle Research for the fifth 
consecutive year.

The 274 completed surveys answered 21 
targeted questions to gauge current and 
expected business performance across a 
range of indicators, including conditions and 
sentiment.

Questions on infrastructure scored positively for 
the first time in five surveys with Infrastructure 
provision scoring 123 points in the current 
survey - representing a 199-point improvement 
since 2018. Infrastructure and Locale outlook 
scored 64, a 109-point improvement in 12 
months (up from – 45).

Although the 2019 PSI returned an overall 
negative score of -2 this is seen as a 
consequence of Australia’s national economic 
performance and regulatory conditions.

The indicator for red tape and regulations 
dipped to – 73, the lowest it has reached in five 
years.

However, businesses receiving support 
from The Hills Shire Council’s Economic 
Development Team through Council’s 
resources have had a measurably better 
experience.

Three in 10 owners who have interacted 
with council at some point during the past 
six months say government policy settings 
that support small businesses and assist 
their sector are better now than six months 
ago, compared to 13% of those who haven’t 
engaged with council.

Mayor of The Hills Shire, Dr Michelle Byrne 
said the survey results provide insights into the 
challenges and opportunities business owners 
face and how Council can work hand-in-hand 
with residents and the business community to 

deliver better economical outcomes for the 
region.

Business owners and managers that have 
engaged the services of The Hills Shire 
Council over the past six months (30% of all 
respondents) are more likely to have seen 
tangible improvements in their business 
performance over this period than those who 
have not engaged the council. 

In responding to the launch of the 2019 Hills 
PSI, Mayor Byrne said: “What I find really 
pleasing is more and more people are seeking 
the support of Council to help develop and 
grow both their businesses and their own skills.

“Business owners who engage with Council to 
access information, demographic analysis data 
or attend a business event or workshop are 
more likely to have seen tangible improvements 
in their business performance. This includes 
increases in sales and revenue, as well as a 

greater ability to navigate through legislation 
and policy requirements.

“I am also delighted to discover (from the 
PSI) that their future outlook for the Hills Shire 
remains high and hopeful, despite the rising 
cost of living. 

“Their expectations of themselves, their 
revenue and their future are positive. This 
means we can expect great things from our 
local business community, and with new 
infrastructure, including the Sydney Metro 
Northwest and the widening of Showground 
Road, the opportunities are endless,” Mayor 
Byrne added.

 “We want to see our businesses grow and 
enjoy success so that they can create the jobs 
of the future.”

So, who responded to the survey?

Hills Business PSI - the Results are in  

FEATURE

The opening of the much-anticipated Sydney Metro Northwest combined with other major 
infrastructure developments, including improvements to major roads, has given a huge boost to 
business confidence in the Hills according to the 2019 Hills Performance Sentiment Index (PSI).

Mayor of The Hills 
Shire Council 

Dr Michelle Byrne
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Just over half (53%) operate from commercial 
premises with most of these (47 %) located 
in Norwest Business Park. Micro-sized 
businesses employing between one and four 
people made up the largest proportion of 
respondents. 

The cost of running a business remains the 
biggest challenge for owners and managers 
in the Hills who, despite rising revenue, face 
increased expenses and higher staffing costs.

Finding and retaining clients is a common 
challenge for many businesses as is finding 
and attracting the right staff. 

The survey also showed that Small Businesses 
in the Hills (5 to 19 employees) recorded 
the highest sentiment score across all four 
business sizes with strong expectations for 
internal revenue (72) which is set to boost 
profits (47) and enable more staff to be hired 
(45). The expectation of increased business 
expenses is the only negative. 

The priority for 80% of businesses in the next 
six months is sales revenue with increasing 
funding/cash flow not far behind (73%). Less 
than half of those who responded to the survey 
(46%) placed management and staff skills as a 
priority over the next six months. 

Despite the overall -2 Hills PSI score many 
businesses in the Hills are preparing to expand 
their operations, employ more staff and invest 
capital.

In 2018 there were 3379 new businesses in the 
Hills. 

By 2036 the number of people employed in 
the Hills set to grow from the current 97,015 to 
more than 160,000.

Projections also show that the Hills Shire’s 
population will have grown by 66% to 290,900 
residents by 2036 and the number of dwellings 
would have increased from 55,250 to 90,500.

Results from the PSI show that more than a 
third of business owners and managers are 
classified as active promotors of the region.

While the Sydney Northwest Metro continues 
to be seen as a future strength of doing 
business in the Hills, Lifestyle is the area’s 
greatest attraction. The positive work/life 
balance that the Hills provides is seen as the 
greatest benefit of doing business in the Hills 
area (51%) followed by work culture (40%) and 
family friendly (37%).

It is the third year that business owners and 
managers have been asked to indicate what 
they believe are the greatest strengths of doing 

business in the Hills. The perceived lifestyle 
benefits were considered far greater than NBN 
connection (17%), innovation and technology 
(17%) recruitment options (16%) and running 
costs (12%) and for the first time replaced 
future potential as the area’s greatest strength.

To review results of the PSI, or to find out more 
about the business support available, visit The 
Hills Shire Council website at: www.thehills.
nsw.gov.au/hillsbusinesspsi. 

The Hills Shire Council’s Economic 
Development Team is available for business 

visits and can assist with demographic 
information, market intelligence, population 
forecasts and networking opportunities. 

Council's Economic Development Team
p |  02 9762 1108
e | business@thehills.nsw.gov.au
www.thehills.nsw.gov.au/business
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Importantly, as I wrote in my last article 
voluntary bankruptcy should always be 
considered as a last resort option after 
consideration of other possibilities have been 
evaluated and are deemed not viable or 
achievable. 

Researchers at Melbourne Law School have 
completed a major empirical study of Australia’s 
personal insolvency system. Specifically, the 
Study was conducted over three (3) years and 
entailed:

• Major online surveys of individuals 
(currently in bankruptcy, as well as those 
that have been discharged), financial 
counsellors, solicitors and members of the 
public;

• Focus groups; and
• Extensive analysis of data sets from the 

Australian Financial Security Authority 
(“AFSA”). 

Until this recent detailed Australian study, there 
had been few attempts to study bankruptcy (in 
a domestic context) and its long-term impact 
on an individual’s finances, health, social 
relationships and general quality of life.  As a 
professional, these kinds of detailed studies 
are important for us to better understand what 
are the reported views of those involved with 
or impacted by bankruptcy so that can seek 
to better understand and communicate with 
each individual in financial hardship and where 
appropriate consider legislative reform (not just 
in the Bankruptcy Act, but also across other 
government legislation). 

General findings from Study:

• The surveys conducted revealed that for 
many Australian individuals (also referred 
to as debtors in this article), bankruptcy 

resulted in genuine improvements for 
financial stability, health, relationships and 
general well-being.

• However, the surveys also suggest that 
the outcome for bankruptcy can vary 
materially according to the underlying 
reasons for a debtor’s financial hardship in 
the first instance. 

The general findings are supportive of what I 
have written about previously, namely:

Each debtor’s financial position is unique to 
them and needs to be carefully evaluated 
on the available information by a qualified 
professional so that right advice can be 
obtained. Regrettably in my experience, a 
number of debtor’s leave getting professional 
advice too late and/or rely on advice from other 
parties that can quite often lead to incorrect 

decisions being made regarding the debtor’s 
affairs. 

Specific findings from Study:

1. 77% reported that their ability to manage 
their finances had improved;

2. 61% reported an improvement in their 
mental health;

3. 57% indicated that their relationships 
and family life had improved since their 
bankruptcy;

4. 55% of respondents reported that since 
going into bankruptcy their physical health 
had improved; and

5. Discharged bankrupts reported more 
positive outcomes from bankruptcy than 
those currently in bankruptcy.

Bankruptcy and 
Financial Rehabilitation of 
Individuals

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

Bankruptcy is a concept that is frequently misunderstood, particularly given that in Australia it relates 
to the affairs of an individual as opposed to a company (noting in America the term is used for both). 
It can also conjure up in an uninformed individual’s mind a range of emotions – many of which are 
incorrect. Findings from a recent and detailed study of bankruptcy in Australia present some useful 
information.

BUSINESS ADVICE
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The last point above is perhaps not so surprising 
and reflects that with time, an individual is more 
reflective in a positive way on how bankruptcy 
has assisted with their financial rehabilitation.

The Study revealed that certain respondents 
indicated that at the time they made their 
decision, they did not understand the extent 
to which it may affect their lives. In particular, 
some respondents remarked:

“I should have gotten advice.” 

As a Registered Trustee who specialises in 
personal insolvency, I believe there is more 
that Government and the industry can do 
to make access to information and qualified 
professionals available. I will write about this in 
an upcoming article. However, it underscores 
in my view the need for individuals in financial 
hardship to get proper advice from a qualified 
professional as opposed to an unlicensed, 
unqualified or pre-insolvency advisor. 

I provide an obligation free appointment to 
carefully evaluate an individual’s financial 
position, discuss options available to them 
and provide a recommendation to aid them in 

their financial rehabilitation. At the core of this 
evaluation is that voluntary bankruptcy should 
be considered as a last resort option once other 
options have been evaluated and are deemed 
not viable or achievable.

Further to the above, the Study also suggests 
that access to better information, advice and 
on-going support would help promote the 
financial rehabilitation of debtors. It is this later 
point that is quite interesting. For example, in 
America and Canada debtors are required to 
participate in financial counselling programmes 
which include information about budgeting 
and avoiding unnecessary expenditure. Could 
such an initiative help debtors with financial 
rehabilitation in Australia? For non-business 
bankruptcies, I believe it quite possibly could.

Bankruptcy offers an important means of 
financial rehabilitation for debtors in severe 
financial hardship. However, it cannot 
always provide a fail-safe means of financial 
rehabilitation, particularly where unemployment 
and / or reliance on social security is apparent. 
Fundamentally, reliable income is a vital pre-
requisite for financial rehabilitation, and this 
is an aspect considered in my discussions 

with debtors where I take the time to provide 
guidance and resources to aid the debtor 
(where required) in seeking to obtain a reliable 
income. 

Reference:

https://law.unimelb.edu.au/centres/ccl/
research/major-research-projects/personal-
insolvency-project 

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

BUSINESS ADVICE

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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Not all shareholders agreements are the same. 

Many shareholders agreements provide for the 
value of exiting shareholders shares to be set 
by an accountant. Seems a fair and sensible 
way of obtaining a value. 

But, is it fair and sensible? 

How do accountants value a share in a 
propriety limited company? 

Shares in a public company have a known 
market value. At any time, the offer and last 
sale price of every ASX listed company are 
known. Propriety limited companies have no 
equivalent market for the value of their shares.

The primary method accountants use to 
determine a quasi-market value for propriety 
limited company shares is the maintainable 
earning method. 

The major factors to be determined in 
undertaking a valuation on this basis are:
 
• the level of earning to be capitalised;
• the rate at which earnings should be 

capitalised;
• the discount rate (if any) that should be 

applied to future earnings. 

When determining the level of earnings to 
be capitalised accountants consider the 
"maintainable earnings" of the company. They 
look at the level of earnings expected from the 
business on a continuing basis. As the profits 
of a business can fluctuate dramatically, the 
reasons for fluctuation must be examined. 
It is, not appropriate to look at the history 
of the company and make adjustments for 
exceptional or non- recurring items to arrive 
at maintainable earnings. Future earnings 
must be considered in the determination of 
maintainable earnings. To presume that the 
past profits of a business entity provide a guide 
to the future and add a degree of realism is 
a common mistake made in the valuation of 
companies.

Maintainable earnings as a valuation 
methodology fails to take into consideration 
the potential of the underlying business. The 
"blue sky" is not considered. 

A few years ago, we were involved in a case 
where a maintainable earnings value was as is 
often the case used to value a person's shares. 

Like many others, the company had a financial 
backer, who held 2/3rds of the shares and 
a sweat equity shareholder. A person that 
has shares because of the work and time 
they devote to the company, who owned the 
remaining 1/3rd of the shares.

The company operated five divisions. Out of 
the blue, a non-related third party offered to buy 
one division for $1,000,000.00. The financial 
shareholder wanted to accept the offer. The 
sweat equity shareholder wished to grow the 
business further before selling.

Based upon the uninvited offer for one division, 
the value of the two shareholders entitlements 
would have been:

• Financial shareholder $666,666.66 plus 
2/3rds of the value of the remaining four 
divisions

• Sweat Equity Shareholder $333,333,34 
plus 1/3rd of the value of the remaining 
four divisions

As a result of the offer, the shareholders fell out.

The background to the growth of the company 
was that it had been operating for about five 
(5) years. All of the profits were retained and 
used to grow and develop the five divisions. No 
dividends had been declared. 

Due to the difference in opinion about 
accepting the offer, the financial shareholder 
sought to remove the sweat equity shareholder 
as a director. The sweat equity shareholder sort 
orders that:

1. a provisional liquidator be appointed, or 
2. the court order the financial shareholder to 

purchase his shares in the company. 

The Supreme Court ordered that the financial 
shareholder buy the sweat equity shareholders 
shares. The price for the shares being 
determined by a major accounting firm. All 
seemed well for the sweat equity shareholder. 
Or so we thought. 

 

Not All Shareholders 
Agreements are the Same

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

Without a shareholders agreement, unforeseen consequences can arise.
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The accounting firm valued the shares using 
the maintainable earnings method being the 
most used method to determine the value of 
an unlisted proprietary company's shares. 

As the financial shareholder and sweat equity 
shareholder:

• had used all past earnings to develop the 
business rather than pay dividends; and 

• as the sale of the division was only an offer 
and nothing more; 

the accountant concluded that upon a 
maintainable earnings basis 1/3rd of the 
company, (the total of the sweat equity 
shareholders shares were worth) $34,000.00. 

Happily, the financial shareholder paid the 
$34,000.00 to the sweat equity shareholder. 
The financial shareholder sold the division for 
$1,000,000.00 and retained and continued to 
operate the remaining four divisions.

How do you avoid this result in your 
shareholders' agreement? You use a method 
we call the Dutch auction or market equivalence 
method. This method allows a shareholder to 
take into consideration the' blue sky'. It does 
not preclude a shareholder considering the 
value determined by maintainable earnings or 
any other method, such as discounted cash 
flow or a multiple of EBITDA or EBIT (Earnings 
before interest, tax and depreciation of assets).

Take this situation if there is a deadlock 
between two groups of shareholders. 
Without a deadlock breaking mechanism, 
the company is stalled from operating. 

Take this example: There are 100 shares split 
between 3 shareholders X, Y and Z as follows: 
X – 20; Y – 60; and Z – 20. 

X triggers the Dutch auction process. Being 
unsatisfied with remaining a shareholder with 
Y and Z, X under the provisions of the clause 
offers to sell their shares to Y and Z. The sale 
price per share is set by X. 

X is free to use whatever method X wishes to 

get the sale price. X values the shares at $2000 
per share.

Y and Z take the view that $2000 is too much to 
pay. Yes, it will get them the business, but the 
price is too high. At this price, they would prefer 
to sell than buy X's shares. Y and Z decline to 
accept X's offer.

Immediately upon Y and Z's decline of X's 
offer, X must buy Y and Z's shares at X's offer 
price of $2000 per share.

If, X has foolishly triggered the Dutch auction 
provision without being able to buy Y and 
Z's shares the Dutch auction provision then 
allows Y and Z to sell the business or all of the 
shareholders' shares. 

Sale price less costs of sale, balance divided 
among the "Innocent Shareholders" being 
paid the share price per share as set by the 
shareholder that triggered the Dutch auction 
process. The balance, if it is sufficient at the 
same price, is given to the shareholder that 
triggered the process, and any surplus is 
divided at the ratio inter se between all of the 
shareholders. For instance:

Y and Z arrange a sale of the business to D for 
$175,000.

The $175,000 is divided as follows: 

Sale costs $5,000. Balance $170,000.

As X offered to sell for $2000 per share and 
triggered the Dutch auction process, and 
X failed to buy Y and Z's shares at the value 
determined by X; then Y and Z receive $2000 
per share for their shares, that is:

Y receives $120,000 ($2000 x 60); and 
Z receives $40,000 ($2000 x 20); 

leaving $10,000 paid in full and final satisfaction 
to X for X's shares.

The process does not prevent any shareholding 
buyer from using funds from third parties. If 
Y and Z had of the thought that buying X's 

shares at $2000 per share was fair, but they 
did not have the funds to buy X's shares, they 
could have borrowed the money or found a 
new financial shareholder to back them to 
purchase X's shares. On obtaining control of 
the company Y and Z could sell and or allot 
shares to the new financial shareholder or 
shareholders at such percentage shareholding 
in the company as they can negotiate.

Without any shareholders agreement or with a 
shareholders agreement that does not have a 
Dutch auction provision, disputing shareholders 
must either live with their disagreements and 
remain in deadlock or one or the other must 
approach (under section 461(1)(k) of the 
Corporations Act 2001), the Supreme Court, or 
Federal Court seeking an order that a liquidator 
be appointed to maintain the status quo while 
the Court determines who should buy out the 
other and for how much. As seen above, the 
value to be placed upon the shares would 
most likely be a maintainable earnings value 
and would not take account of the potential 
of the business. The Dutch auction method 
allows the "blue sky" seen by shareholders to 
be accounted for in the valuation process. The 
process yields at least a dollar more than the 
least wealthy shareholder can pay. 

Check you have a shareholders’ agreement. 
Check it has a Dutch auction provision. If 
not be prepared to deal with the unfortunate 
consequences of an accountant using 
maintainable earnings to value the shares in 
your proprietary limited company. 

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

BUSINESS ADVICE
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At first it might seem like profit and cash flow 
measure the same thing - the financial health 
of your business. After all, for both it’s a case of 
the more you have, the better your business is 
doing. But profit and cash flow are two different 
beasts, and it’s important to know how each 
one affects your business.

Profit is what’s left over after you’ve deducted 
your expenses from your revenue. That might 
sound simple, but there are a couple of 
important things to remember:

Profit is a residual (i.e. “what’s left over”). It’s the 
result of what happens both in your business 
and to your business. You can’t increase your 
profits directly. Instead you have to either raise 
your revenue or lower your expenses.

Profit doesn’t account for whether you’ve 
actually paid the expense or received the 
revenue. If you’ve invoiced a customer then 
it’s considered revenue, even if you haven’t 
received the money. Similarly, a product 
you’ve received but haven’t yet paid for it’s still 
considered an expense.

Cash flow is the amount of cash available to 
your business. It’s the difference between 
the cash your business pays and the cash it 
receives in its day-to-day activities. And here 
we’re talking about the actual money you pay 
suppliers and receive from your customers, 
rather than the ‘promises’ of money associated 
with profit.

One major difference between profit and cash 
flow is the way it’s produced.

There’s only one way to generate profit - by 
selling goods or services for more than what 
they cost to produce. But there are various 
ways to increase your business’ cash flow. You 
can add personal funds (which is often referred 
to as ‘capital’ or ‘equity’), or borrow money 
from banks, other lending institutions or even 
individuals.

A common misconception relates to inventory 
or stock on hand. Inventory represents the cost 
of an item you sell. The cost of an item you 
sell is the expense relating to the revenue you 
receive from sale of that inventory. It does not 
become an expense, or, reduce your profit until 
you sell it. You may have paid for it well before 
you receive any money from selling it. So even 
though your cash is reduced, you can still show 
a profit.

While the best way to increase your business’ 
cash flow is through profits (which then creates 
new working capital), you may need to increase 
it from time-to-time to cover a temporary 
shortfall. This is often the case when first 
starting your business to cover large expenses 
such as plant and equipment purchases. (Don’t 
forget that you’ll need to repay the money you 
borrow, which will in turn reduce your cash 
flow.)

Both profit and cash flow are essential for the 
long-term success of your business.

Many people think a successful business is 
one that’s making a profit. But for a business to 
survive long term it needs healthy profits and a 
healthy cash flow.

A business that can’t pay its bills when they’re 
due is considered insolvent. And trading while 
insolvent is against the law. So no matter how 
profitable your business is, if it doesn’t have 
the cash flow to cover the bills you won’t be in 
business for long.

But your business also needs to make a profit 
to maintain a healthy cash flow. As I mentioned 
earlier there are other ways to increase your 
business’ cash flow. But you don’t want to be 
pumping money into a business that’s failing.
Instead you need your business to be not only 
profitable but also sustainable. Here’s what you 
need to do.

Sell your products and/or services for more 
than what they cost to produce. (Make sure 
you factor in both fixed and variable costs.)

Have systems in place to ensure any cash from 
sales is collected quickly and efficiently. Ideally 
it should be collected when your product or 
service is delivered - or even before.

Use your profits to:

• pay yourself a wage
• pay your taxes
• re-invest in your business by purchasing 

the equipment and materials it needs to 
grow.

Just remember: You can only use the profits 
for those things if your business has a healthy 
cash flow.

How does profit and cash flow look in your 
business?

As you now know, profit and cash flow are quite 
different. But they have one thing in common: 
they are both vital to your business’ long-term 
success. 

If you’re having trouble maintaining a healthy 
cash flow in your business Download our free 
eBook at www.pretiumcashflowebook.com 
and learn how to improve cash flow in five 
simple steps…and, don’t hesitate to get in 
touch with us.  

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

BUSINESS ADVICE
Paul Sweeney, 
Managing Director, 
Pretium Solutions 

Every business owner should know the difference between ‘profit’ and ‘cash flow’. Surprisingly, many 
business owners do not understand the difference. I’m often asked “how is it possible to make a profit 
when there is no money in my bank account?”

Profit and Cash Flow: 
Why your business needs 
both to be successful
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WEDNESDAY 13 NOVEMBER
5.30 pm - 7.30 pm
Kellyville Pets
1-15 Millcroft Way, Beaumont Hills NSW 2155
Members: $25 
Non-members: $30
Register @ www.businessalliance.com.au
Dress code: Business Formal Attire

EVENT SPONSOR

Show and Tell about Pets for 
your Home and Office 

Gold Members

BUSINESS
A L L I A N C E  

Invitation
Bella Vista Business Alliance 
Networking Event
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In a constantly - shifting business world where 
new venues and opportunities are opening 
regularly, staying ahead of the competition 
isn’t always easy. That’s where Bartercard can 
assist and help you to stay ahead of the curve 
and attract new customers.

If you’re a restaurant or café, instead of 
(just) listing with food delivery services, 
deal sites or third party booking site...
Attract new customers with Bartercard
 
Food delivery services are buzzing and while 
they’re putting restaurants in the mix, not all 
restaurateurs are opting for the paper bag 
approach that can come at a cost. If your 
restaurant is at the higher end, consider the 
impact on waiting diners, the presentation 
of the food when it reaches the customer, 
and whether that’s on brand with your 
restaurant. Ensure you have the resources 
and space to prepare extra orders too. 
 
If you’re looking to list on deal sites, factor 
in the impact of discounting prices which 
can devalue a brand and attract one-off 
customers shopping at a specific price 
point. Similarly, third party booking sites can 
capture the details of bookings to remarket 
to, instead of the restaurant doing so.  
 
Bartercard attracts new customers without 
discounting or third-party booking sites for 
more control in business. Few restaurants 
and bars are at 100% capacity around the 
clock, and Bartercard can fill that downtime. 
These customers are actively looking 
to spend their Bartercard Trade Dollars 
and are more likely to return in the future.  
 
There are many options to attract new 
customers in the market and you might 
find a mix of different approaches works. 

Instead of spending cash on every 
business expense… Offset cash 
expenses with Bartercard

Bartercard doesn’t just attract new customers; 
it also saves valuable cash. Many business 
owners use their trade dollars to purchase 
items which they can then on-sell for cash, 
for example, purchasing wine on trade to 
then sell for cash in their restaurant. This 
effectively turns downtime into cash sales. 
Business owners also use trade dollars to 
offset cash expenses like office equipment, 
furnishings and office renovations by 
using their trade dollars instead of cash.  
 
Build your business network
 
Building a network of local and national 
businesses can assist not only with 
exchanging goods and services, but it helps 
business owners to continually learn, stay in 
the loop, think outside the box and canvass 
solutions to industry hurdles. Bartercard is a 

business network with thousands of members 
worldwide across a wide range of industries.  
And with year-round events at a local level, 
you can continually stay front and centre of 
your industry. 

For more information on how Bartercard can 
benefit your business, visit Bartercard.com.au 
or call 1300 BARTER. 

Bartercard
p |  1300 BARTER
www.bartercard.com.au

Ways to Maximise Customers 
and Boost Cash Flow

FEATURE

Do you have empty seats to fill? Want to boost cash flow in your bar or restaurant, or simply increase 
your business network?
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ARE YOU LOOKING TO INCREASE
YOUR NETWORK?

KEEN FOR MORE
CUSTOMERS?

BUILD
BUSINESS
CONTACTS

Being a Bartercard member opens your
business world up to thousands of like-minded
people who are willing and able to do business
with you. Use the power of Bartercard to increase
your network and today. 

Find out how your business
can benefit today, simply call:

1300 227 837 bartercard.com.au
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Situated on five acres of green parkland, the 
two-story mansion is framed by a wisteria-lined 
balcony overlooking a stunning rose garden 
and gazebo, perfect for intimate wedding 
ceremonies, guests enjoying the scenery or 
corporate games. With two impressive rooms 
on the ground floor and four smaller separate 
rooms on the upper level, Cropley House is 
home to spaces suitable to all types of events. 
Catering for any occasion from groups as 
small as 30-180 guests, to seated dining as 
large as 450 guests in cocktail presentation. 
The venue is perfect for engagement parties, 
Birthday parties and up and coming events 
such as Christmas Parties; we will provide top 
produce, professional service and a charming 
venue for your guests; ensuring your next 
corporate Christmas party will flow with ease 
in a impressive and profession al atmosphere. 

With the uniquely decorated function rooms, on 
the ground floor, the Elizabeth and the Victoria 
rooms have been independently decorated to 
retain the heritage feel and grandeur. With high 
ceilings featuring chandelier lighting and natural 
lighting from large windows lining the entirety of 
the space. The top floor spaces which overlook 
the gardens of the estate, Cropley Room I and II 
is the perfect area to hold more intimate events. 
From Corporate functions such as Christmas 
parties to weddings, this area has a delightful 
and light ambiance that has a pre function area 
adjacent to the room. View Rooms I and II, 
with gorgeous views of the gardens of Cropley 
House also has an open space and elevated 
ceilings fitting for all styles of events. 

Cropley House has additional features such as 
in-house catering, venue and events teams, 
plentiful complimentary car parking, fully air-
conditioned, wheelchair accessible and lift 
access to the first floor, easy loading access, 
landscaped gardens for outside activities and 
an onsite executive chef with an extensive 
range of restaurant quality menus & beverage 
selection. 

So, enjoy the warmth, professionalism and 
flexibility of Cropley House and our team. 

Have a look at our new website offering great 
specials, packages and beautiful images of 
past events. For your next Corporate Christmas 
party, Cropley House will provide everything 
you need and more, ensuring you and your 
guests are happy; the combination of charm, 
professionalism and great service will help 
make your Corporate Christmas party one to 
remember.  https://www.cropleyhouse.com 

Enquiries for bookings, please contact Ms 
Sasha Caples, Sales & Events Executive,  
Cropley House at events@cropleyhouse.com.
au or 02 8218 8855

Enquiries for media and more information, 
please contact Mrs Tracy Knight at tracyk@
thevenuescollection.com.au or 0467 160 253.

www.cropleyhouse.com

Cropley House  

FEATURE

Are you looking for a new Christmas party location? Cropley House is perfect for all! Our combination 
of various spaces to choose from, old-world charm and professionalism will allow you and your staff to 
have a relaxed and enjoyable time. Our dedicated and highly skilled event planners will ensure your 
end of year Christmas party suits you, your budget and ends flawlessly.
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Package inclusions

FROM
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It reduces operating costs by streamlining 
tasks efficiency. Once documents are scanned 
to electronic format and stored in a central 
repository accessible by all your employees, 
you no longer need to leave your desk to find 
information. With a few strokes of the keyboard 
you can locate and access the data you need.  
 
Improving the speed at which records can be 
accessed goes a long way toward improving 
customer service. Time previously wasted 
hunting for documents can now be spent 
more wisely on finding solutions for your 
customers. And accessing their accounts 
more expeditiously makes them feel as 
though they are important to you, rather than 
merely another cog in your money machine. 
Document management reduces the expenses 
and headaches resulting from lost information. 
If you’ve ever lost a customer’s information you 
know it is a quick road to losing that customer.  
 
Document management software eliminates 
the costs associated with filing and storing 
your paper documents. Records that once 
took time to file and retrieve from filing 
cabinets, or days to request and obtain from 
off-site storage facilities, are instantly available 
from a searchable, organised repository. 
When added up over a period of time, the 
savings in employee time alone realised from 
a document management solution can amount 
to thousands of dollars per year. It also makes 
better use of office space and decreases off-site 
storage fees. The impact on the environment 
is another advantage of this application. 
Less paper used equals fewer trees felled, 
not to mention diminished consequences 
from the production and delivery of paper.  
 
In addition, the ability to find and share 
information rapidly, on demand, eliminates 
many costs associated with vital business 

operations. Customer service calls are 
handled with greater speed and efficiency 
thanks to immediate access to information. 
Legal, regulatory and compliance issues are 
more easily managed with greater confidence 
and mitigation of risk by controls such as 
limiting access to sensitive documents and 
standardised document handling procedures.  
 
Perhaps the most important benefit of a 
document management system is putting 
an end to lost business documents. And a 
company-wide set of rules and standardised 
procedures helps to maintain the integrity of 
your data, keeping it secure, accessible and 
easily traceable. 

Talk to Mitronics today to help your business 
run smoothly and eliminate waste.

Mitronics
p |  1300 207 122
e |  enquiries@mitronics.com.au
www.mitronics.com.au

Keep Track of Your 
Data with Document 
Management

BIZINET TECH Roger Amir, 
Director, Mitronics Corporation

A document management system can streamline your business processes, improving customer 
service, as well as your bottom line. Time is valuable and must be spent wisely for your organisation 
to be successful. The more clients you speak with, the more business you do. Income suffers if your 
employees are spinning their wheels lost in a sea of paperwork. Document management software 
eliminates this problem by facilitating the efficient management of both paper and electronic 
documents.
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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 1st of March  2019.

Our Gift to You! 

2019 Special!

* Terms & Conditions apply. Limited time offer.
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Don’t fall victim to Inertia
“Corporate Inertia” is a well known business 
term. It refers to a situation where an established 
company becomes too rigid in its thinking and 
actions over time. This causes the company 
to be vulnerable to disruptive events such as 
economic downturns and industry-specific 
developments and change.

Inertia is built into larger businesses. It is 
common sense that it is difficult for a large firm 
to announce mass redundancies, completely 
change direction and rejig operations after they 
have been set in stone for the last couple of 
decades.

A complacent top-heavy firm with large scale 
operations and a small profit margin can 
become a dinosaur overnight. Failure to ignore 
market trends and adapt can lead to disastrous 
consequences - “The Kodak Moment” is a 
popular term for a reason.

For a small business, however, falling victim to 
inertia is inexcusable. Small business owners 
have both the technical and financial ability to 
change their direction on a whim. Herein lies the 
question... are small business owners affected 
by the complacency bug, just as much as the 
corporate world? The answer is a resounding 
“Yes” – it is  common to see small business 
owners operating dead-end business models 
with high overheads and no growth potential. 
They continue to do so just because it is what 
they know and what they have always done.

For example, just because a particular retail 
store was successful 20 years ago it does not 
mean that the numbers will add up today. The 
entire B2C sector has drastically changed due 

to a multitude of factors: 

• Australia experienced a fall in disposable 
income between 2009 and 2017. 2

• GDP per capita is shrinking. 3

• The proliferation of online shopping is not 
the panacea business owners thought it 
would be – all it has done is concentrate 
market power in the hands of the few that 
can compete on a high level in terms of 
brand exposure, quality of service and 
low price. The digital space is a brutal and 
fiercely competitive market place – it is 
actually far more difficult to crack than It 
appears at first glance.

The current economic period in Australia should 
be a wake up call for business owners to look 
around, diligently assess what they are doing 
and take the right steps. The final destination of 
a complacent business is insolvency and every 
business needs to constantly evolve to avoid 
this fate. 

How does this relate to Marketing and 
Sales?
The time when you could stick some signage 
on a window and get all the work you could 
handle is long gone. The marketing and sales 
process is far more sophisticated nowadays.

An additional issue is that marketing and 
advertising budgets tend to be the first in 
line to get cut during an economic downturn. 
Businesses need to market more and sell 
harder, but are actually doing less during the 
current environment.

Cutting marketing spend during tough times 
isn’t the wisest of decisions. Indeed there is 

a saying “When times are good, you should 
advertise. When times are bad, you must 
advertise.”

The real effect of cutting your marketing and 
advertising budget during a difficult economic 
period is that it frees up space for competitors 
to enter, creates a Catch-22 situation with a 
cycle of falling revenue (that eventually leads 
to an even tighter budget and lower marketing 
spend) and causes your business to miss out 
on growth when economic activity restarts. 

On the topic of sales, this is where some small 
business owners are at a complete loss. While 
big companies have trained sales teams that 
work full-time chasing up leads and converting 
them into paying customers, small business 
owners that traditionally relied on referrals and 
passive ways of acquiring customers lack the 
skills to drum up business once the conditions 
worsen.

The solution is to get out there: start networking 
and make drastic presentational improvements 
to your business. The scope for things to review 
is large: ranging from your corporate branding, 
sales aids such as booklets that stand out 
above your competitors, all the way to personal 
presentation and sales skills.

Avoid the Marketing and Sales Fads
Do not make the mistake of falling into 
marketing fads!

If your business has done little or no marketing 
over the course of its existence, and you are 
looking to start a comprehensive marketing  
campaign,  you are a prime candidate to falling 
prey to poor advice.

Small Businesses are Failing to 
Market and Sell Themselves during 
Tough Economic Times

You can’t blame Small Business Owners being a bit paranoid about the upbeat statements delivered 
by government spokespeople, headline figures, improving unemployment numbers and constant 
bombardment of positive news such as 12% house price growth being just around the corner. There 
is a lot of conflicting data out there in circulation – such as small businesses experiencing a 7.6% drop 
in sales over the 2018-2019 financial year 1. These figures are more reflective of economic uncertainty 
and probably resonate a little more with the typical small business owner. The question is what to do to 
get through the uncertain economic period?

MARKETING Daniel Moisyeyev, B.IT
Director, BiziNet Media
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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
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Here is a quick list of marketing fads that will 
likely yield no benefit:

1. DIY / Cheap Websites and SEO. 
Web Development and SEO are much more 
complicated fields than they are made out 
to be and require a lot of technical expertise 
to execute properly. You will not be able to 
compete against competitors that engaged 
real professionals in this field. Stay away from 
DIY website platforms and avoid cheap and 
amateur website developers that produce 
websites based on templates – this path will 
doom your digital presence to mediocrity in the 
best case scenario. Websites got exponentially 
more complicated as technology became 
more sophisticated. The time to fiddle with web 
development on your own is in the past when 
things were much simpler, search engines did 
not have sophisticated algorithms and your 
competitors were still at the stage of installing 
their first office PC.

2. Social Media for B2B. If your business 
is in the B2B sector, it may be a wise move to 
forgo social media altogether. Social Media 
platforms are notoriously poor at converting 
traffic into paying customers - the science and 
psychology behind this is quite complex, but 
overall it is the result of the platforms being 
primarily designed and oriented for social 
interaction rather than business transactions. 
Save your time and don’t waste money on 
these tools if your business sells B2B products 
and services. There are, however, some cases 
where a social media campaign may be 
applicable to a business in the B2C sector.

3. Videos. There is nothing essentially wrong 
with corporate videos per se, it’s just that for a 
video be effective it needs to be delivered to 
the right audience through the right channels. 
A small business that invests into a typical 
company profile video often finds themselves 
in the same dilemma as a business that printed 
too many flyers. You need to have a sound 
strategy for delivery of your content. How will 
your video get to your potential customers? 
Will it become a sales aid and form a critical 
part of your sales strategy? Will you have the 
opportunity to show this video to potential 
clients on a tablet when you visit them? If you 
can’t answer these questions with certainty, 
forgo investment into producing a custom 
video.

 4. Book Writing. There are service providers 
out there that write books that you are 
supposed to gift to your potential clients with 
the intention of raising your credibility. These 
books tend to be of very specific size format and 
feature large font spacing. They are commonly 
handed out by business coaches, life coaches 
and leadership consultants. Please avoid 

this strategy if you are a professional service 
provider with legitimate services – invest 
your marketing budget into a professional 
presentation for your business instead.

5. SEM. Search Engine Marketing involves  
targeted paid campaigns through search 
engines and can be an effective strategy 
for some businesses, however the costs 
associated with this marketing strategy are 
quite high due to intense competition. If your 
business is in a saturated industry with low 
margins, it is wise to look to other methods 
as the cost of customer acquisition can often 
exceed the margin on the product or service. 
There are still opportunities in some sectors 
with higher margins or where the high price of 
client acquisition is justified by revenue from 
the client over a long term period.
       
An important point to remember…. “There 
ain't no such thing as a free lunch”. If you 
come across a free marketing channel that 
requires no specialised technical expertise…. 
it’s probably over-saturated with noise to 
the extent that your message will never get 
through. This principle is especially relevant to 
social media marketing. High quality marketing 
opportunities always carry a price tag.

Tried and Tested Methods
Make sure to use the methods below as a part 
of your marketing and sales strategy.

1. Business Networking. If you are in the 
B2B professional services sector, business 
networking is a must-do.  In the time of what 
appears to be an age of digital interaction, 
people still do business with real people and 
the bulk of real contracts and agreements 
are made face-to-face. Business Networking 
is a long-term sales strategy – it’s common 
for some businesses to choose to become 
your client after years of interaction. Pick your 
business networking events wisely – expensive 
networking events will generally attract a 
higher standard of attendees. Grade different 
networking organisations and see if their 
attendees fit the profile of your typical client.

2. EDM (Electronic Direct Mail). This 
marketing appliance is more commonly known 
as e-Newsletters. Email is the most corporate of 
all digital communications (compared to social 
media and similar platforms), which makes 
it the perfect tool to conduct business and 
close sales. You need to ensure your website 
is equipped with the capability to capture 
potential clients and their email addresses (i.e. 
a newsletter sign-up ability), and you need to 
find a way to subscribe your regular clients to 
your newsletters. The optimal time between 
sending out newsletter depends on the type of 
your business and industry – some businesses 

can get away with sending e-newsletters every 
day, while for others once a month is the most 
often that can be considered acceptable.

3. Traditional Marketing. Traditional 
marketing channels have the advantage of 
being direct, targeted and often having more 
presence in the marketplace than digital 
channels. It’s easy to get lost in a sea of digital 
noise – after all, everyone and anyone can be 
online for free and that is the root of all problems 
with digital marketing. Traditional marketing 
channels require a monetary investment, 
which leads to a limited number of advertisers, 
which in turn results in a more effective and 
refined advertising medium. It’s quite typical 
to find that print materials outperform a digital 
marketing campaign.

4. Websites and Organic SEO. You will 
need to invest in building a professional 
website specifically designed for lead capture. 
There are a lot of strategies that can be utilised 
to generate leads online – remember that there 
are thousands of potential customers looking 
for your service online at any given moment. 
You simply need a way to beat your competitors 
to getting to them. This is where you need a 
proper digital strategy and a real professional 
with experience in web development and 
organic SEO. 

1.https://www.mybusiness.com.au/sales/6266-small-
businesses-made-7-less-in-fy19 

2.https://www.news.com.au/finance/economy/australian-
economy/living-standards-have-not-improved-for-a-
decade-aussies-worse-off-than-during-the-gfc/news-story/
973d3bc36f1ef7d3e99ab220828bfabc

3 . h t t p s : / / w w w. a b c . n e t . a u / n e w s / 2 0 1 9 - 0 3 - 0 3 /
households-living-standards-drop-on-gdp-per-capita-

recession/10858812  

Daniel Moisyeyev is the principal software 
engineer behind the BiziNet Digital project. 
BiziNet Media can assist with custom web 
design and development, database design, 
shopping carts and online payment gateways. 
 

BiziNet Media
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Order Online and Get FREE Delivery *

bizinetprinting@bizinetprinting.com.au
www.bizinetprinting.com.au

1300 889 132

Quantity
A4 A5 DL Business cards

S/S D/S S/S D/S S/S D/S S/S D/S

250 $210 $250 $150 $235 $145 $230 $100 $100

500 $220 $260 $170 $248 $165 $235 $114 $115

1,000 $289 $340 $200 $270 $180 $260 $170 $170

2,000 $380 $475 $248 $298 $230 $280 $240 $250

5,000 $588 $710 $450 $528 $380 $510 We also print:
booklets

calendars
posters

notepads

10,000 $820 $998 $588 $785 $550 $720

15,000 $983 $1130 $752 $866 $683 $740

20,000 $1220 $1380 $860 $1010 $785 $850

*Flyers are printed on 150gsm premium stock.
Business cards are printed on 400gsm + 

2 side cello or 1 side gloss cello.
All prices are gst exclusive.

Artwork is not included.
* FREE Delivery to 

Sydney Metro

Printing
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Promtel
Promtel provides an effective end-to-end fulfillment service that helps solve the often messy and 
complex parts of the supply chain.
Promtel’s 3rd Party Logistics (3PL) warehousing and fulfillment services provide you with the flexibility 
and scalability you need to optimise performance and profitability within your supply chain and help 
provide a better customer experience.

The Stage Door Espresso Bar
If you're looking to organise a nice space with access to great food, drinks and staff to  take care of all 
the finer points, we've got you covered.
We can accommodate up to 40 people in our space, and can provide a variety of food and beverage 
catering options. For further info, drop us a line and we can discuss your needs.

Stryder
Our purpose is to provide accessible transport to people living in the community who have specific 
transport needs related to their age, frailty, location, or disability.  Stryder is the funded community 
transport provider for My Aged Care clients living in the Ryde and Hunters Hill local government areas 
and is a registered NDIS service provider assisting people with disabilities in both the Ryde, Hunters 
Hill and Hornsby Ku-ring-gai local government areas. Stryder also offers transport options to the 
broader community.

Introducing New Business 
Alliance Members   

BUSINESS COMMUNITY
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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

itemise                     
0431 978 138                    
Asset inspection and monitoring
asset management, insurance claims
www.itemise.com.au

ANZ                       
13 13 14                     
32 Lexington Drive
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

The Stage Door Espresso Bar                
0429 927 628                    
14 Lexington Drive
Bella Vista NSW 2153
www.thestagedoorcafe.com.au

BANKING

BiziNetwork

BUSINESS SUPPORT

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

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

Regional Development Australia                      
0413 834 098                                  
PO Box K11 
Haymarket NSW 1240
www.rdasydney.org.au

Finance Associates Australia                        
02 8883 1369    
301 - 29/31 Lexington Drive
Bella Vista NSW 2153                 
www.financeassociates.com.au

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

Yin Latte Yoga
0432 298 910                     
Yin Latte Yoga is a business focused on 
group and corporate Yin Yoga classes
www.yinlatteyoga.com

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

Katz Recruitment
0405 499 228                     
We specialise in recruiting permanent 
and fixed term contract vacancies 
www.katzrecruitment.com.au

Smoothstream Business Intelligence                        
02 9871 4484                    
www.smoothstream.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 

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

HWL Ebsworth Lawyers                      
02 9334 8555                   
Level 3, 21 Solent Circuit
Norwest NSW 2153
www.hwlebsworth.com.au

Hills Wheels, Tyres and Mechanical                      
0422 399 999                  
114 Oakes Rd 
Winston Hills NSW 2153
admin@allwheels.com.au 

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

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

BiziNet Pty Ltd               
1300 889 132  
www.bizinetmedia.com.au

LAW

CAFES

ECONOMIC DEVELOPMENT

PETS

MECHANICS

IT

INSOLVENCYACCOUNTING

JEWELLERS

FINANCE

PRINTING EQUIPMENT

DIRECT SELLING

HEALTH

GOLF CLUBS

PRINTING

ASSET MANAGEMENT

HR

CHARITY

MOBILE APPS
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ORDER ONLINE
& GET INDUSTRY
   PRICES

PRINTING

BIZINETPRINTING.COM.AU

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

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

REAL ESTATE

Travel Associates - Rouse Hill             
02 8883 2833      
GR046 Market Ln
Rouse Hill NSW 2155                        
www.travelassociates.com

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

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

BiziNet Pty Ltd               
1300 889 132  
www.bizinetmedia.com.au

PROMOTIONAL

TRANSPORT

TRAVEL

VENUES

WAREHOUSING

WEB DESIGN

JAN 1ST - FEB 28TH
FURNISHING SPECIAL

E Q | www.lindusdrycleaners.com.au

BEECROFT 
02 9481 8188

SHOP 17, WONGALA CRES 

BELLA VISTA
02 8824 8385

B44, 24-32 LEXINGTON DR

BAULKHAM HILLS 
02 9639 1553

SHOP 39 STOCKLAND MALL 

HORNSBY 
02 9477 3736

WESTFIELD SHOPPING CENTRE

Doonas & Quilts $34.50 
(ALL SIZES) 

Bedspreads $34.50

2x Blankets $34.50

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

Up to

40% 
OFF

Prepaid/Conditions Apply
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NO BUSINESS?
TOUGH BUSINESS?
GROW BUSINESS?

B2B Media Platform Since 2001


