
BiziNet Magazine #100 1

SYDNEY - ISSUE #100  |  2020

SERVOS – 
LAST TO CLOSE AND
FIRST TO OPEN 
DURING DISASTERS

COVER 
STORY
(COSBOA):

Publisher’s Guests:
Mayor Dr Michelle Byrne,

Councillor Reena Jethi,
 Deputy Mayor

The Hills Shire
Council 



2 BiziNet Magazine #100

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



BiziNet Magazine #100 3



4 BiziNet Magazine #100

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

Finger 
Licking 
Good
BiziNet
Web
Design



BiziNet Magazine #100 5

Contents
Cover Story

10

Regulars

PUBLISHER’S GUESTS
Mayor Dr Michelle Byrne &
Councillor Reena Jethi, Deputy Mayor
The Hills Shire Council 

BUSINESS ADVICE
Directors Personally Liable for GST
Bruce Gleeson, Jones Partners Insolvency & 
Business Recovery

Thinking of Selling? Maximise the 
Value of Your Small Business with an 
Exit Plan
Paul Sweeney, Pretium Solutions 

Getting Land for Very Little?
Steven Brown, Etienne Lawyers

 BIZINET TECH
How a Phone System is of Critical 
Importance for any SME Today
Leonid Karlinskiy, Australian Phone Company

5 Top Paperless Office Technology 
Solutions for 2020
Roger Amir, Mitronics Corporation

BUSINESS COMMUNITY
A Little about the CBD Sydney 
Chamber of Commerce

 

BiziNet Digital @

14

SERVOS – LAST TO CLOSE 
AND FIRST TO OPEN 
DURING DISASTERS
Mark McKenzie, COSBOA

BiziNet Magazine

 

Lessons in Leadership
The Hills Shire Council

Alldrone 360 World
Alone we can do so little, together we 
can do so much...

Reviving Your Business with Bartercard
Bartercard Australia

‘The Big Day Out’ that Gives Back
Stryder

Entertainment Expenses
Leo Colgar, Bright Accounting and Taxation 
Services

16

28

issue-100.bizinet.net.au

18

12

26

32

Feature

22

24

@

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

Finger 
Licking 
Good
BiziNet
Web
Design

20

30



6 BiziNet Magazine #100

SUPPORT PARTNERS

Editor and Publisher:
Dmitry Greku     

Cover Story
Mark McKenzie

Contributing Writers:

Bruce Gleeson

Steven Brown

Paul Sweeney

Roger Amir

Leo Colgar

Leonid Karlinskiy

Art Director:
Svetlana Greku

Cover Design:
Elvira Cherry

Executive Officer: 
Daniel Moisyeyev

BiziNet Magazine is published by 

BiziNet Pty Ltd

ABN: 76 620 577 184

www.bizinet.net.au

Postal Address: 
PO Box 7519 Baulkham Hills NSW 2153 

Australia

Advertising Enquiries:
p   |  1300 889 132 

e   |  bizinet@bizinet.net.au

w  |   www.bizinet.net.au

ISSN 2208-0546

Copyright BiziNet Pty Ltd 2020.

The opinions expressed in this journal do not necessarily reflect and 
are not to be regarded as the official opinion of the editor, publisher or 
their agents. All information contained within this journal is provided 
for general information purposes only and on the understanding that 
none of the content herein constitutes professional advice. The editor, 
publisher or their agents accept no responsibility for any claim, 
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. 

Gold Members

Preferred Suppliers

Venue Partners

Thank You to Our 
Supporters

Alliance Partners

BUSINESS
A L L I A N C E   

Connecting SMEs & Large Enterprises



BiziNet Magazine #100 7

GROW WITH BIZINET
If you are serious about making yourself, your company, your products and services well-known 
across the entire Sydney Business Community, and your brand to stand out above your competitors 
– you’re invited to explore the business opportunities on offer in 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. BiziNet has several Alliance Partnerships with 
a range of 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 end up taking their business to 
the next level. 

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

Ph: 1300 889 132   
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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

“NSW cheap country land supermarket 
has been in business since 1988.”

RENT TO OWN PLANS are available which are lease and 
option agreements allowing you to buy the property in 
5 years for just $1.00. Pay upfront Option Premium of say 
20% then lease the property for 5 years and then buy the 
property at the end of the 5 year term for just $1.00. No 
Credit Needed No Interest, No Fees. Cost of plan is the 
same as the asking price. Or just pay cash if you wish.   

We specialize in small towns and villages usually 4 
to 8 hours from Sydney in North West Central West 
and Southwest New South Wales. Free assistance 
transferring title to your name you just pay 
disbursements like stamp duty transfer fees PEXA law 
clerk fees etc. We can take care of everything else 
at no charge. We are real estate dealers not estate 
agents. We buy and sell cheap country land.

CHEAP RURAL 
INVESTMENT LAND

from 

$4,950

www.cheapcountryland.com
 02 6881 6296   or   0439 227 066   |    admin@cheapcountryland.com

CHEAP RESIDENTIAL 
BUILDING BLOCKS 

from 

$8,950

CHEAP LIFESTYLE 
ACRES

from 

$19,950

CHEAP COUNTRY 
HOUSES

from 

$99,950

Mark McKenzie 

Mark is the CEO of the 
Australasian Convenience 
and Petroleum Marketers 
Association - the national 
industry association 
representing the interests of the 
fuel wholesale and fuel retail 
industries in Australia.

A senior professional with 
formal qualifications in Civil/
Transport Engineering and 
Business (MBA), Mark holds a 
variety of positions on Australian 
government, not-for-profit, and 
Industry Boards & Advisory 
Committees in addition to his 
employment with ACAPMA.

Mark is the current Chair of the 
Board of the Council of Small 
Business Organisations Australia 
(COSBOA) and an appointed 
member of the Australian 
Research Council's (ARC) 
Advisory Committee - continuing 
his engagement in the Australian 
business and innovation agenda.

Mark McKenzie
p | 02 9431 8646
www.cosboa.org.au



BiziNet Magazine #100 9

“NSW cheap country land supermarket 
has been in business since 1988.”

RENT TO OWN PLANS are available which are lease and 
option agreements allowing you to buy the property in 
5 years for just $1.00. Pay upfront Option Premium of say 
20% then lease the property for 5 years and then buy the 
property at the end of the 5 year term for just $1.00. No 
Credit Needed No Interest, No Fees. Cost of plan is the 
same as the asking price. Or just pay cash if you wish.   

We specialize in small towns and villages usually 4 
to 8 hours from Sydney in North West Central West 
and Southwest New South Wales. Free assistance 
transferring title to your name you just pay 
disbursements like stamp duty transfer fees PEXA law 
clerk fees etc. We can take care of everything else 
at no charge. We are real estate dealers not estate 
agents. We buy and sell cheap country land.

CHEAP RURAL 
INVESTMENT LAND

from 

$4,950

www.cheapcountryland.com
 02 6881 6296   or   0439 227 066   |    admin@cheapcountryland.com

CHEAP RESIDENTIAL 
BUILDING BLOCKS 

from 

$8,950

CHEAP LIFESTYLE 
ACRES

from 

$19,950

CHEAP COUNTRY 
HOUSES

from 

$99,950



10 BiziNet Magazine #100

by Mark McKenzie, COSBOA

PROUDLY PRESENTED BY      BIZINET

Early November, the highway into the 
township of Taree on the NSW mid North 
Coast was cut-off due to fires burning to the 
north of the town (near John’s River) to the 
south (at Nabiac) and to the west (at Hillville). 
These fires began on Thursday 6 November 
2019 and, at one point, firefighters were 
faced with a wall of flames spread across a 
60 km fire front in conditions that can only be 
described as ‘unprecedented’ for the area.

The phenomenal efforts of the volunteers 
that make up the NSW Rural Fire Service and 
local emergency services personnel brought 
the fires around Taree under control in recent 
days, but they remain burning. The local 
community now has the chance to take stock 
of what has appended and assess the loss of 
life and property as they seek to rebuild their 
community in coming weeks and months. 
Over 200 homes have been lost in that area 
alone.

When natural disasters of this magnitude 
strike, it is impossible for those of us living 
outside the disaster area to even begin to 
comprehend the dramatic impact that these 
events have on the community psyche of 

those living in the affected areas. Suffice to 
say, for many the fires of the past week will 
likely change the life perspective of people 
living in these communities forever.

In the aftermath of these disasters, it is natural 
to honour those working on the emergency 
frontline who put their lives on the line 
fighting to protect their local communities. 
But it is also worth noting that there are many 
unsung local heroes who work behind the 
scenes to support those on the frontline, 
often performing good deeds that go largely 
unnoticed.

These local heroes take many forms. They 
range from CWA and Lions Club volunteers 
who establish temporary food halls to 
feed and provide rest areas for emergency 
workers, to a neighbour who simply picks 
up a garden hose to wet down the roof of 
their absent neighbour’s roof as the fire 
approaches. Or the passer-by who picks up 
a disoriented pet, or and injured native animal 
and transports it to a safer place.

Local businesses, too, play a role in ensuring 
that vital services continue to be provided to 

residents and emergency services personnel 
during the emergency – and we saw a graphic 
demonstration of that in the role played by a 
local service station business during the fires 
of the past week.

When communities face natural disasters, it 
is often the local service station that is the 
‘last to close and the first to open’ when local 
communities experience natural disasters – 
and we saw a graphic example of this during 
the Taree fires of the past week.

The rapid escalation of the fires around Taree, 
and the vast nature of the fire front in the 
area, meant that the NSW Rural Fire Service 
needed ready access to fuel around the 
clock, with the added challenge of not being 
able to get anything into the town. As the fires 
intensified, the NSW Rural Fire Service went 
looking for fuel and eventually made contact 
with staff at the local BP service station in 
Taree West, a Jack & Co store, to ask whether 
the service station could operate extended 
hours, to support the refuelling of fire trucks 
and other emergency equipment.

Staffed by members of the local community 

SERVOS –
LAST TO CLOSE AND FIRST
TO OPEN DURING DISASTERS

Jack & Co set up arrangement with 
local emergency services to ensure 
that the service station could be 
quickly reopened during late night 
early morning periods as soon as a 
request for fuel was received
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and 
operated by a 

small business owner living 
in Sydney, the staff contacted the owner 
who immediately authorised the staff to 
do whatever was necessary to support the 
front-line firefighting operation.

“Given that the other service stations in 
the area had closed, it was just a natural 
decision for us to stay open to supply fuel to 
emergency vehicles and the local community 
for as long as we were needed”, said Jack & 
Co owner Wade Death.

BP Taree West (in Commerce Street, Taree) 
operated continuously during the height of 
the fire emergency to ensure that the NSW 
Rural Fire Service had all the fuel it needed.

“In the end, we stayed open for the whole 
weekend and we then set up an arrangement 
where the NSW RFS would contact us during 
late night and early morning periods and we 
would re-open within 10 minutes of receiving 
their forward request for fuel”, said Wade.

“Our staff are 24 carat legends – they worked 
double shifts to ensure that fuel and other 
services were available to all emergency 
personnel despite the fact that some staff 
knew that the homes of family members and 
friends were in the immediate path of the fires. 
They knew it simply wasn’t a consideration 
to close up and they knew how vital it was to 
the firefighting effort”, added Wade.

But the service station didn’t simply provide 
fuel. Being one of the few businesses that 
remained open during the fire period, the 
service station also became a destination for 
other members of the community.

Jack & Co also partnered with other small 
businesses in the local area, such as the fruit 
shop, the bakery and the IGA, to ensure that 

these 
businesses had 

what they needed to be able to 
stay open to support the people of Taree as 
the people of Taree, in turn, supported the 
firefighters and other emergency services 
personnel working on the front line.

Jack & Co staff Tahlia and Jake help keep the 
servo operating through the night so that RFS 
volunteers have all the fuel and refreshments 

they need to fight the fires around 
Taree on the NSW Mid-North Coast.

“It’s at times like these when you really 
appreciate the connection that small, 
independently owned businesses have with 
their local community and we were proud to 
work with other like-minded small businesses 
to support our community throughout this 
fire emergency”, concluded Wade. 

GREAT AUSTRALIAN  PEOPLE

Staff at Jack & Co (BP Taree) worked 

around the clock, often knowing 

that the homes of family and friends 

were in danger, to ensure that RFS 

volunteers had all the diesel fuel, 

food and drink needed to continue 

the bushfire fight

Celebrations that a 

large recycled vintage 

timber mill business 

between Taree and Old 

Bar on the NSW Mid 

North Coast is saved 

from the November 

2019 Bushfires. The 

Mill supplies vintage 

timber around Australia, 

and past projects have 

included Westfield Malls 

and some timber floors 

in Parliament House in 

Canberra
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BiziNet: Sydney Hills is known as one 
of the most, if not the most, business-
oriented regions in NSW. 2-3 decades 
ago, no one would even think about the 
growth we have seen in Norwest Business 
Park and the whole Hills Business District. 
Could you please highlight what the future 
entails for the Hills Business Community?

MB: Council’s three strategic centres - 
Norwest, Castle Hill and Rouse Hill - will be 
the cornerstone of jobs growth in the Hills 
over the next five years.

Longer term, Council is well positioned to 
deliver an estimated 50,600 new jobs by 
2036. In particular, Norwest Strategic Centre, 
which extends from Old Windsor Road right 
through the Business Park to the Castle Hill 
trading zone, could deliver up to 20,600 extra 
jobs. It appears we are on track to achieving 
this target, with additional capacity beyond 

2036.

We are also creating opportunities for new 
industrial and commercial j o b s 

in the Box Hill 
B u s i n e s s 

Park and 

Annangrove Employment Land with long 
term capacity for 28,000 jobs.

Our health services are booming. In fact, 
it’s our fastest growing industry. With two 
hospitals in operation and a third proposed 
for Rouse Hill, more jobs will open up in this 
space.

A focus will be needed on the urgent delivery 
of regional transport links, like the Outer 
Sydney Orbital, Norwest to Parramatta 
mass transit link and a North South Rail Line 
extension, from St Marys to Rouse Hill via 
Schofields. These essential links will help to 
connect our emerging employment areas and 
the North West and South West growth areas 
to the new Western Sydney Aerotropolis.

BiziNet: In recent times Council has been 
taking clear steps not only to attract 
Australian enterprises to do business in 
the Hills, but to also invite international 
investors and companies to operate in 
the region. What specific initiatives are 
in place today on offer for Australian and 
International investors?

MB: Council plays a major role in supplying 
marketing intelligence, including census 
data, employment numbers and trends 
over time. Council also works closely with 
commercial real estate agents, providing 
assistance to these companies who are 
in detailed site selection discussions. We 
have strong links with the local business 
chambers in the region and work closely 

with them to improve opportunities to 
do business in the Hills. We want 

businesses to come to the Hills 
and to grow and evolve here - it 

is not only great for our local 
economy but provides local 

employment opportunities 
for our residents.

PROUDLY PRESENTED BY      BIZINET

Mayor Dr Michelle Byrne,
Councillor Reena Jethi (Deputy Mayor)

The Hills Shire Council 

Publisher’s Guests

(l-r) Clr Reena Jethi and 
Mayor Dr Michelle Byrne
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PUBLISHER’S GUESTS

Norwest Business Park in many ways has 
been a victim of it’s own success with traffic 
becoming a limiting factor in attracting new 
businesses and keeping the here in the 
Hills. However, the delivery of the Metro 
North West has been a game changer for 
businesses in the region, connecting us to 
other parts of Sydney and reducing traffic 
through the business park. The Norwest Park 
is again beginning to grow with many new 
businesses now appearing.

We know that infrastructure is one of the 
keys to attracting businesses including 
large multinationals to the Hills. On top of 
the Metro,  we are continuing to advocate 
for further regional transport links such as 
Outer Sydney Orbital, Norwest to Parramatta 
mass transit link and a North South Rail 
Line extension to the new Western Sydney 
Aerotropolis. These links will further improve 
businesses opportunities in the Hills and 
make the Hills a more attractive place to 
establish and do business.

BiziNet: Could you provide some 
comments in regards to your work with 
the state and federal governments to 
further improve economic climate in the 
region?

MB: We are constantly talking to our state 
and federal colleagues to ensure that we 
continue to drive economic outcomes for 
the region. For example, this Council has 
long campaigned for the second airport in 
western Sydney, the metro rail and prior to 
that, the upgrades to the M7 and M2. This 
type of infrastructure is a major catalyst to 
driving economic growth in our region and 
allowing businesses to attract employees 
and customers.

Another way we’ve done that is through the 
State Government’s Easy to do Business 
program. Council entered into a MoU with 
Services NSW, which allows for hospitality 
business owners to connect with Easy to 
do Business representatives via Service 
NSW’s website. The program acts as a one-
stop-shop for business owners and helps to 
alleviate any complex processes which affect 
businesses getting active sooner.

The Hills population is approximately 177,000 
however it is expected to reach 290,000 by 
2036. The continuous and rapid population 
growth also contributes to the economic 
climate, with these new residents requiring 
access to businesses and services as well as 
employment.

BiziNet: Reena, you are a Deputy Mayor 
and also run your own business.  You’re 

seen as an SME voice in the Council. 
Could you provide your vision in regard 
to the Hills Council initiatives to improve 
conditions for SMEs in the region?

RJ: Being an SME, I know first-hand about 
starting a business and growing it from the 
ground up. It’s incredibly hard work and the 
hours are long. But I wouldn’t change it for 
the world. The experience and knowledge 
gained from starting my own business was 
just so invaluable. It was one of the reasons 
why I decided to pursue a career in local 
politics. I want to help and support other 
small business owners and I want to make 
sure they grow, flourish and remain as a 
thriving business for years to come.

To help, I’ve been working closely with 
Council’s Economic Development Team 
- looking at ways we can attract more 
businesses to the area, as well as cutting 
red tape to allow businesses to get started 
with ease. My vision is to see a thriving Hills 
economy.

It’s also a great time to do business in The 
Hills. Our community is growing and with the 
introduction of the Sydney Metro Northwest, 
opportunities are endless. And to make sure 
you can capitalise on this new transport 
link, as well as gain the confidence to take 
on the global stage - Council is committed 
to working with businesses to help prepare 
them for the massive growth and change 
they will experience in the years ahead.

I highly recommend new and existing 
businesses or those thinking about starting 
their own business to book a time with 
Council’s Economic Development team. This 
is a free service and they can support you 
at any level of your business journey. There 
are also ample networking opportunities, 
including with The Hills Business Chamber, 
Business Alliance and many more.

BiziNet: What is your personal political 
agenda for the Hills?

RJ: I see The Hills Shire though multiple 
perspectives - as a resident, as a mother, as 
an SME and as Deputy Mayor.

My focus is to facilitate and equip our local 
businesses with opportunities that will enable 
them to grow and succeed in a local market. 
Establishing a business can be difficult but 
ensuring that the business thrives is an 
ongoing daily challenge.

It’s imperative that every business has 
access to constant support. My goal for 
the Hills Shire is to be seen as a collective, 

self-sustainable entity for existing and new 
businesses. To develop this environment, we 
need suitable intellectual capital, strategic 
partnerships and product and/or services 
with strong marketplace demand, with the 
aim of reducing risks to businesses over 
time. The target should be increasing the 
retention rate of businesses in The Hills. 

Being a mother of two boys, it has always 
been a dream to see young people achieve all 
of their milestones within the Hills Shire, such 
as starting their own family, sending their kids 
to a local school, gaining work experience 
with local businesses and employment close 
to home, before finally retiring in The Hills.

Time is a big factor! It has taken more than 
two decades for The Hills Shire to see the 
light at the other end of the tunnel. The 
Norwest rail link is finally here! It has opened 
the doors to endless opportunities. Our 
business community has patiently waited for 
this time. They are ready to take the next step 
forward. All they need is the right support 
from their leaders.

BiziNet: Are there any initiatives on the 
Council’s agenda to eliminate red tape 
and make small business operations more 
effective?

RJ: One way we’ve done that is through the 
Easy to do Business program. Council entered 
into a MoU with Services NSW, which allows 
for hospitality business owners to connect 
with Easy to do Business representatives 
via Service NSW’s website. There, they 
will assist in the process of applying for 
their compliance needs as required by this 
Council. The program was designed to act as 
a one-stop-shop for business owners and to 
alleviate any complex processes which affect 
businesses getting active sooner.

Another is our annual Performance Sentiment 
Index (PSI) survey which gauges current and 
expected business performance across a 
range of indicators, including conditions and 
sentiment. The PSI gives a real insight into 
the challenges and opportunities business 
owners face and how Council can work 
hand-in-hand with residents to deliver better 
economical outcomes for the region.

Council also runs a series of workshops, 
called Smart Series, that aim to help small 
business owners to grow, develop and 
succeed at any stage of their career. There’s 
something to suit most business needs, with 
options like how to increase ‘your business 
profile in the public domain’, ‘cash flow 
and profitability’ and ‘planning for ongoing 
success’. 
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Why has this occurred?
The Federal Government has been continuing 
to monitor the extent to which unpaid taxes, 
in particular GST (which commenced in 2000) 
are prevalent in illegal phoenix activity and also 
more generally the insolvency of externally 
administered companies.

Illegal phoenix activity has been on the Federal 
Government’s radar since the 1990’s, when 
even at that time, it was looking at ways to 
curb the incidence of such activity and the 
cost to the Federal Government in terms of lost 
revenue collections. 

Illegal phoenix activity involves a financially 
distressed company (let’s say old company) 
transferring all of its assets for zero or less 
than market value to a new company (of 
which typically there is a relationship by way 
of directorship and/or shareholders), thus 
enabling the same business to be operated via 
the new company whilst leaving all of the pre-
existing liabilities in the old company. 

Whilst the Treasury Law Amendment (Combat 
Illegal Phoenixing) Bill 2019 was first introduced 
in February 2019, it lapsed with the dissolution 
of Parliament and the calling of the Federal 
Election. Subsequent to the Federal Election 
behind us, the Bill was re-introduced in July 
2019. The current Bill largely replicates the 
former Bill in that it seeks to combat illegal 
phoenix activity and reduce the harmful effects 
of such activity on the Australian economy. 

Why GST?
As already mentioned, the DPN regime already 
exposes directors to personal liability for PAYG 
and SGC liabilities if certain circumstances are 
met. The rationale here was that the Federal 
Government viewed that PAYG and SGC 
elements were effectively part of an employee’s 
remuneration package and a company ought 
not be deriving a financial advantage by non-

payment of same. 

Through continued information gathering by 
the Federal Government, it is believed that 
recalcitrant business operators (particularly 
where illegal phoenixing is thought to have 
occurred) are now exploiting the current gap 
that exists where there is presently no personal 
liability exposure of directors regarding GST 
liabilities of a company. Companies typically 
act as an agent for the ATO in collecting GST 
and are required to remit same (net of any input 
tax credits they are allowed to claim) to the 
Federal Government. 

How will it work?
The existing DPN regime will be used. Therefore, 
there is still the ability for directors to mitigate 
their exposure for PAYG, SGC and GST (once 
legislation is enacted). However, the key point 
is and has been for some-time that they must 
ensure at a minimum that returns are lodged 
(ie BAS’s, SGC statements) within the required 
timeframes. If they comply with the lodgement 
on-time aspect and cannot ultimately afford 
to repay such liabilities, then there is still the 
ability for directors to cause the company to be 
placed into external administration (ie voluntary 
administration or voluntary liquidation) and as 
such these liabilities will be quarantined within 
the external administration of the company – ie 
not passed through to the directors. It is when 
the tax liability is both unreported and unpaid 
more than 3 months after the relevant due date 
that there can be no remission or avoiding of 
the personal liability – see below example: 

• Emma and Julie are directors of Swift 
Supply Pty Ltd (“SS”). SS is required to 
pay and report GST on a quarterly basis.

• SS is required to lodge its return for the 
quarter ending 30 June 2019 by the due 
date of 28 July 2019. 

• SS lodges its return more than 3 months 
late on 1 November 2019. The return gives 

rise to a liability for SS to pay an assessed 
net amount of $100,000. The due date for 
the payment is 28 July 2019. 

• Emma and Julie are under an obligation 
to ensure SS pays the liability, enters 
administration or begins to be wound up. 
The obligation begins on the initial day, the 
day the tax period ended (30 June 2019). 

• SS is never in a position to pay the 
liability. As such, both Emma and Julie 
were required to place the company into 
voluntary administration or begin winding 
it up. As this does not happen on or before 
the due date of 28 July 2019, the director 
penalties begin to apply from this date. 

• The ATO issues DPN’s to Emma and 
Julie on 1 February 2020. The ATO may 
begin recovery proceedings on or after 23 
February 2020. 

• A penalty may be remitted if the directors 
comply with the obligation before the DPN 
is issued or within 21 days of the day the 
notice is issued. However, if the director 
complies with their obligation regarding 
an assessed net amount by placing the 
company into voluntary administration or 
beginning to wind up the company, the full 
amount of the penalty is only remitted if 
this is done within 3 months of the relevant 
due date. The end of the 3 month period is 
the lockdown date for the penalty. 

• Where the company enters administration 
or begins to be wound up after the 
lockdown date, only the amount of the 
company’s assessed net amount liability 
that was calculated by reference to 
information reported to the Commissioner 
before the end of the period 3 months 
after the due date is remitted. 

• If the assessed net amount is based 
on a return lodged after the lockdown 
date, a default assessment or an 
amended assessment issued by the 
Commissioner, this may result in the

Directors Personally 
Liable for GST

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

Directors can already be held personally liable for Pay-As-You-Go [“PAYG”] and Superannuation 
Guarantee Charge [“SGC”] liabilities of a company in certain circumstances via the Director Penalty 
Notice [“DPN”] regime. 2020 is very likely to see legislation passed in the Senate to extend the DPN 
regime to include personal liability for GST as well.

BUSINESS ADVICE
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penalty being locked down in whole or in part 
and not being remitted. 

• Emma and Kerrie place SS into voluntary 
administration on 10 February 2020. 
Emma and Julie, satisfy the first condition 
to have their penalties remitted because 
their obligation is satisfied on 10 February 
2020, before the end of the 21-day period 
on 22 February. However, because SS 
entered voluntary administration more 
than 3 months after the company’s due 
date of 28 July, the penalty is locked 
down. The entire amount of the penalty is 
locked down because the company’s GST 
return for the June quarter was more than 
3 months late.

In preparation for the current Bill being passed 
by the Senate in 2020, it is timely for directors 
to review the position in relation to their 
tax compliance strategy with their external 
accountant or professional advisor. While I 
understand at times tax compliance is well 
down the priority list of things to do for SME 
businesses, lodgement of returns within the 
required timeframes can significantly mitigate 
personal liability. 

Other changes in the current Bill 
regarding directorships?

A further item mentioned in the Bill relates to 
changes in order to prevent directors from 
backdating resignations or ceasing to be a 
director when this would leave a company 
with no directors. Once introduced the new 
provisions will prevent the resignation of a 
director that is reported to ASIC more than 28 
days after the purported resignation unless it is 
approved by ASIC or the Court. 

Example:

• Bill is the sole director of Panorama 
Designs Pty Ltd (“PD”), a building 
company that is insolvent. 

• On 10 July 2019, PD borrows $50,000 
it claims is for the purpose of finalising 
the construction of a small apartment 
complex. 

• On 15 July 2019, PD transfers the $50,000 
and other assets to another company, 
Panorama Designs (No. 2) Pty Ltd, of 
which Bill is also a director. 

• On 20 October 2019, the creditors of 
PD commence proceedings to have a 
liquidator appointed to the company. On 1 
November 2019, PD lodges a notice with 
ASIC that Bill resigned from the company 
and was replaced by Theo on 1 July 2019. 

• Bill claims that he should not be held 
accountable for the misconduct that 

occurred in July 2019 as he was not a 
director. However, the new provisions will 
mean that Bill’s resignation is taken to be 
effective from 1 November 2019 unless 
ASIC or Court approval is obtained for the 
earlier date.

Once the current Bill passes the Senate, I 
will update readers and also discuss in more 
detail the new voidable transaction provisions 
that  attempt to prevent creditor defeating 
dispositions. 

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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Most people simply don’t contemplate exiting 
the business when they’re just getting started, 
or even after they’re well established. Most 
business owners figure the end is a long way 
off, and anything could happen before then. 
But it’s these unpredictable happenings that 
make having a business exit plan in place even 
more important.

You should make more out of selling your 
business than you do in annual company 
profits – but some small business owners have 
to settle for less because of a lack of planning.

Many do not think strategically about their exit 
from the business and just decide to sell when 
they have to or wait until it is too late and the 
business is already failing.

You can maximise your small business 
valuation by planning well in advance of selling.

Most small business owners do a great job of 
establishing and building their business but 
they are disappointed when it comes time to 
reaping the rewards!

Unfortunately, many business owners who 
spend years building their business will receive 
only a fraction of what it is actually worth. 

Sometimes, if ownership is transferred to a 
family member, they see their legacy destroyed 
through lack of preparation and planning.

Sadly, many business owners reach a time 
when they want or need to sell, only to find 
that their business is worth very little, there is 
literally almost nothing to sell, and there is no 
buyer anyway!

This is what’s known as the “tragedy stage.”

You want to avoid being forced to suddenly sell 
your business during the “tragedy stage”. 

This is where a business owner has no real 
plans, has low energy levels, is losing passion 

and motivation, and just wants to get rid of their 
business.

Business sales have started deteriorating and 
the owner wants out. Business owners in 
this situation have often overlooked their exit 
strategy until the last minute. 

It’s understandable but regrettable.

Whether you’re getting ready to launch your 
dream start-up or are knee-deep in daily 
operations, the last thing you’re thinking about 
is the day when it all comes to an end. 

But that day does come and you’ll want it to 
have all been worth it.

As difficult as it may be, you need to start 
planning your exit from the beginning of the 
business and be one of the few who maximise 
their sale price.

An exit strategy is a key element of any 
business plan. It will help you maximise the 
value of your business and minimise the pain 
of closing it down.

In fact, a well-planned exit doesn’t just set 
you up for the day you sell up or retire. By 
designing your business around maximising 
the exit price, you’re effectively implementing 
value- and profit-boosting strategies that can 
start benefitting your business today.

The ideal stage to sell your business is after 
positioning it to maximise value, personal 
wealth and personal wellbeing.

You can rarely reach this stage by accident. 
You need to plan for it.

Research suggests that there is a high 
probability that developing an exit plan 12-
36 months prior to selling the business will 
dramatically increase its value and the ultimate 
net proceeds for the business owner. 

Key considerations for an exit plan

Your exit plan should consider market, as well 
as personal and business cycles matched 
against personal goals and expectations.

It should be built into your overall business 
plan, aligning financial and personal goals to 
ensure you reap the maximum reward from all 
your hard work. 

You may find that it’s best to work with an 
advisor, who can:

• Assess your business in its current state 
to uncover where improvements can be 
made to achieve greater profitability and 
sale value

• Examine the various options available 
for exiting and the range of possible 
outcomes

• Advise you on business valuation and the 
most advantageous time to sell

• Provide advice on tax efficiency and 
possible methods for reducing tax payable 
upon sale

• Provide a structured plan towards 
retirement or business sale that can help 
you achieve greater profits and efficiency 
straight away

• Help you maximise sale proceeds by 
assisting you with the negotiation process

• Better prepare your business for an 
unexpected or urgent need to exit

By carefully planning what business needs to 
look like in case the need to exit arises quickly, 
the exit price you can achieve will be higher, the 
speed at which you can exit faster, the process 
easier to manage, and the outcome more in 
accordance with your goals.

You will also have created a business that each 
year will provide:

• Better profit
• Better clients
• More sales of the kind you want most

BUSINESS ADVICE
Paul Sweeney, 
Managing Director, 
Pretium Solutions 

If you don’t have an exit plan for your small business 12-36 months in advance of selling, you won’t 
maximise its value. Don’t settle for less… follow these tips.

Thinking of Selling? 
Maximise the Value of Your Small 
Business with an Exit Plan
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• Reduced obsolescence of stock and sales products
• Reduced industry and market risk
• Stronger cash flow
• Greater systematisation (things continue to work well when 

you’re not there)
• Stronger brand or company recognition
• Higher value
• Freedom to enjoy what really matters to you

No matter what stage of life your business is in, an exit planning 
specialist will help you create a business ready for exit on your 
terms and a at a better price, and avoid the tragedy of exiting your 
business at low or nil value. 

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

We outsource best developers from Poland

We build software

We develop mobile application

equiqo.com
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More female Hills resident workers have 
qualifications (69.7%) compared to the rest of 
greater Sydney (68.4%).

The statistics also show a big increase in the 
number of female residents with degrees 
between the 2011 and 2016 census (up by 
4,017).

Nearly 4 out 10 of business owners and 
managers in The Hills (37%) are women, more 
than the greater Sydney average of (34%).

As International Women’s Day is celebrated in 
March we spoke to female business leaders in 
the Hills about what they have learned on their 
journey.

Sonja Palic is the first female chairman 
of the Sydney Hills Business Chamber in the 
organisation’s 28-year history and is also a 
board member of the Australian-Croatian 
Chamber of Commerce.

When she joined her husband’s company, 
Entrax Commercial Interior Fitouts, as business 
manager seven years ago one of the first things 
she did was look for a business chamber to 
join.

“I thought I would join a chamber to get more 
referrals and grow the business. But it was so 
much more."

“To me it was an education… meeting like-
minded people and knowing the right people 
that could help grow your business in so many 
other ways.”
 
“In business today, it’s not enough to learn 
about your own business you basically have to 
know what is going on in every business to stay 
ahead otherwise you will get left behind."

 “When I joined the SHBC seven years ago 
there were under 10 per cent of women in the 
Chamber… we are now up to over 30 percent 
female members which is fabulous.”

This year, there are seven women on the 

10-member SHBC board.

“The quality of the board members is amazing,” 
says Palic who says skills were the main 
concern, rather than a gender balance.”

Her working life has involved many industries 
and different business opportunities as well. 

“Growing up I always wanted more. It didn’t 

have to be about money but I wanted to make 
a difference, I wanted to be my own person.

“I am passionate about getting more women in 
engaged in leadership.

“They doubt themselves or their ability. They 
think they don’t have the right skills set but the 
men just put their hand up and go for it.

Lessons in Leadership  

FEATURE

ABS Figures from the 2016 census show that 51.4% of the Hills workforce are women. There are also 
more female residents who are professionals (12,028) 31.6 % higher than the Sydney average of 29.3% 
and an increase of 1628 professionals since the 2011 census.
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“Women will think, ‘am I good enough to do 
it?’. But they need to step up to the challenge. “

She said the skillset learned from being on a 
board is invaluable.

“Education is the key to stay head for any 
business. Always be informed on what is going 
on around you We have so much information 
available to us 24/7. Utilise it.”

“The business economy has changed more 
in the past 3 years than it has in the past 30 
years.”

Kerrie Sheaves is the managing director 
of the Foundational Business Centre, a 
business solutions company which also works 
with not-for-profits. 

She is on the board of several charities and is 
co-founder of the charity Bring A Mate.

Business has always been on her mind. 

“I finished my HSC on Friday and started work 
on Monday.

“I wanted to work my way up the corporate 
ladder. I have always loved business. “

Her corporate career included senior 
management roles for PwC Australia, MCI 
Worldcom, AAPT and Optus. It was a world 
she left behind 12 years ago to start her own 
business.

She believes two factors act as a barrier to 
women in leadership both of which can be 
changed.

Barrier one is women’s low esteem of their 
ability to lead others in that space.

“They doubt their potential and so don’t take 
on leadership positions as a result,” she said.

The second barrier she sees is that many 
women see other women as competition and 
therefore a threat.

“Instead of collaborating and supporting each 
other you get that sense of competition…  they 
almost sabotage each other,” she said.

“It is a barrier that should not be there. Women 
should support each other.”

“If you really want to create a position of 
leadership be someone who wants to lift other 
people up, someone that wants to collaborate 
and has genuine care and interest for other 
people.”

“An abundance mentality is about building 
relationships and supporting each other, 
leadership by example and encouraging each 
other.

Congratulate each other and celebrate each 
other’s win.”

She says many women are invisible leaders.

“There are a lot of women leading from the 
engine room. They are not standing necessarily 

at the front doors but they are making the 
internal decisions to make things happen. They 
are the ones driving that business forward.

“Leaders can quite often be the servant leader 
behind the scenes.“

While many women run their husband’s trade 
business and do the books they often do not 
have a title or even a business card.

“There are lot of invisible leaders who don’t 
actually consider themselves a leader because 
it’s not their name on the front door.

 “They say I just do the books but they are 
an operations manager. If more women gave 
themselves a title they would see themselves 
as a leader.”

Melissa Monteiro is CEO of the 
Community Migrant Resource Centre and 
for the past 18 years has managed the not 
for profit community organisation providing 
settlement services.

She is passionate about migrant and refugee 

women, humanitarian resettlement and social 
justice issues.

She is Chair of the Settlement Council of 
Australia, a Board Director of the Western 
Sydney Community Forum and Director of 
the Lisa Harnum Foundation, anti-Domestic 
Violence Services and Shelter and is on the 
board of the Anti-Discrimination Board of NSW. 

She also initiated the Annual ‘Inspiring Change’ 
Women’s Conference in Parramatta. 

CMRC is currently involved in setting up the 
not for profit group Indian Women Empower 
(IWE) to provide employment pathways and 
domestic violence services to vulnerable 
women. It will be launched in March.

“Yes, it is harder for women to get into 
leadership roles and it is even harder for women 
from diverse backgrounds” she said.

“Integration into the wider community is a 
challenge for many migrant women.”

She said barriers included: lack knowledge 
of the laws in Australia, lack a sense of place 
and belonging, lack communication and 
marketable skills, lack of social support, lack 
of knowledge of the services and support 
structures available. 

“My advice to women is to have a goal, nourish 
themselves, continually evolve and adapt, be 
focussed, embrace change and be strategic 
and give from an overflowing cup at all times. If 
your cup is not overflowing it will dry.”

While from very different industries and 
background all three female leaders stressed 
the importance of evolving, learning, 
connecting, and supporting others.

The biggest hurdle for many women in business 
is acknowledging their own skills. 

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

FEATURE

Kerrie Sheaves presenting at Inspiring 
Change Women's Conference
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Through conversation, they quickly 
discovered that they both went through the 
NSW schooling system at the same year level, 
albeit in different high schools. They were 
amazed when they realised that at precisely 
the same time Jack suffered a hit to the head 
with a bat, Stephen was on the receiving end 
of a hit to the head with a ball. While both lads 
were simultaneously seeing stars, they now 
believe a cosmic connection was forming. 
Sometimes the universe just conspires to 
make things happen and unknown to either 
at the time, their paths were headed along 
the same trajectory. Their long-awaited 
encounter finally happened in September 
2019 - an instant connection was realised 
and a strong mate-ship was formed.   What 
immediately followed was much talk, laughter, 
food, early morning swim sessions at Dee 
Why beach and late-night thought-provoking 
discussions. A partnership was cemented 
and ‘Alldrone 360 World’ sprouted life. 

Stephen, an aircraft engineer by trade, 
has been self-employed in a variety of 
businesses for the past 28 years, applying 
his technological skills to advantage.  Each 
business Stephen operated, won awards for 
‘Business of the Year’ in their respective fields, 
testament to his dedication, hard work and 
intellect.  He started flying drones 5 years ago 

and this progressed to the production of high-
end videography.He then discovered his true 
passion, the art of 360 imaging, managing to 
combine his natural artistic and creative flair 
with his vast technological knowledge. 

Jack also has a strong business background. 
Initially involved in catering onboard merchant 
vessels, he then moved on to run his own 
successful restaurant for 3 years. Jack then 
went on to become Operations Manager 

for ‘Spotless Catering’ in Brisbane and was 
responsible for over 300 staff and overseeing 
all catering needs at the ‘Gabba’ sporting 
ground. When the company’s contract 
finished ultimately finished, he took over the 
catering at Channel 10 in Mount Coo-Tha, 
Brisbane which he enjoyed immensely. After 
being lured to Victoria to help family set up a 
new business in the ‘Antiques and Auction’ 
field, he then went on to quickly learn a 
complete set of new skills, constantly evolving 
his business expertise at the same time.  

After collaborating with Stephen, Jack has 
again embarked upon a new challenge, 
meeting and engaging with other small 
business owners to help them grow and 
develop with the assistance of Alldrone 360 
World.  With his first-hand understanding of 
the struggles and needs of small businesses, 
combined with his lifelong enthusiasm 
towards helping others, he is thoroughly 
embracing his new role. Jack can artfully 
relate to business owners, how being 
connected to a network through Alldrone 
360 World will immeasurably increase 
their website traffic and profile within the 
community. Jack skillfully and succinctly 
presents the concept to potential customers 
while Stephen knowledgeably addresses 
each technological query or concern.  

Alldrone 360 World
Alone we can do so little, together we can do so much...

Alldrone 360 World is the brainchild of tech-savvy genius Stephen Smith of Dee Why in NSW.  When he 
was introduced to John Kendall, (Jack) of Geelong, Victoria an unlikely business partnership began to 
form, and the two became known to each other as ‘Bat and Ball’.

FEATURE
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Alldrone 360 World’s concept is simple 
and has already had amazing results 
in reconnecting communities to local 
businesses in the Northern Beaches suburbs 
of NSW. With the use of innovative and 
interactive maps, they cleverly link hotels, 
restaurants, cafes, shops, museums, parks, 
pools, gardens, parking, airport/bus/train/
ferry timetables, as well as all local attractions.  
Stephen’s vision and ingenuity has made 
possible a unique way of connecting small 
businesses and communities in a way that 
has never been obtainable in the past. 

The power of sharing and connectivity 
through social media platforms has untold 
exponential growth.  

Furthermore, Alldrone 360 World guarantee 
top Google ranking for the business website 
and Facebook page. Stephen has cleverly 
incorporated Smart White Hat SEO with 
key words and meta data encrypted inside 
360 images. This ensures the strongest of 
ranking signals in Google’s algorithm.  All this 
is incorporated smartly in the background.  
Stephen’s priority was to make Alldrone 360 
World a user-friendly experience. Being a 
lover of technology, he is personally frustrated 
and saddened with the way the Tech Giants 
are abusing their power by creating constant 
pop-ups and advertising. His aim has 
always been to make Alldrone 360 World a 
breathtaking experience from start to finish.  
Easy to use and visually enjoyable. “This will 
never be compromised”. 

Stephen has lived his life by the motto “If you 
give in life you have everything, if you take in 
life you have nothing”. His nature has always 
been to rescue and nurture.  He states he has 
been rescuing animals and people his whole 
life. A move to rescuing struggling businesses 
is a natural evolvement for Stephen.  

A recent example of this is ‘Two Shores 
Caravan Park’ at The Entrance, NSW Central 
Coast.  

“Not so long ago, they were struggling and 
could see no way out. Even Google Maps 
had them tagged with a totally wrong address 
and they were powerless to change it.  After 
making Two Shores Caravan Park, (and all 
nearby facilities including transport options), 
visible on our maps, we have helped to turn 
the business around. We connected them 
to other businesses who are all linked and 

sharing via our visual 360 Image maps.  
They are now booked solid for 2 years in 
advance. The positive feedback we have 
received is incredulous and I have personally 
experienced a great sense of pride and 
fulfillment” Stephen said. 

If Jack had to convey a personal motto it 
would be: “The harder you work, the luckier 
you get”. An adage which is so often flippantly 
thrown around in modern society, however, 
Jack’s whole life is a personal testament to 
the veracity of this age-old statement. And 
now, he will stop at nothing to realise Alldrone 
360 World’s mission – “reconnecting people 
to small business”. 

Stephen and Jack are knowledgeable, 
dedicated and passionate. Businesses can 
always be assured of 100% commitment and 
support. The way these two professionals 
work together and bounce ideas off each 
other is positively inspirational. Perhaps there 
truly is some cosmic connection between 
Bat and Ball!  

Alldrone 360 World
p |  0402 058 407 - Steve
p |  0400 335 432 - Jack
e |  360@alldrone.com.au
3/5 South Creek Road, Dee Why, NSW 
www.alldrone360world.com.au

(l-r) John (Jack) Kendall and Stephen Smith
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In New South Wales you can become the 
owner of land by "adverse possession". 

Here is how it can happen.

6 Malleny Street, Ashbury was a 3 bedroom 
house on a block of land (the “House”). Malleny 
Street is a street with one end blocked, next to 
Canterbury Racecourse.

Mr Downie purchased the House in 1927. He 
lived in it with his family until shortly before the 
Second World War, when he moved out.

Mr Downie died in 1947, without leaving a will. 
His daughter, Mrs McFarland, survived him. 
On his death, the House was leased to Mrs 
Grimes. Mrs Grimes was a "protected tenant". 
She could occupy the House for life by paying 
a small rental. She occupied the House for 
another 50 years until shortly before she died 
on 19 April 1998.

In the second half of 1998, Mr Bill Gertos 
noticed that the House was unoccupied and 
was falling into disrepair. He made enquiries of 
the neighbours, then entered the House through 
the rear door. The door was off its hinges, and 
the House was open. Inside, he found rubbish, 
papers and scraps, an empty wardrobe, a bed, 
a dirty mattress and some broken chairs. The 
electricity was not connected, but there was 
running water.

Mr Gertos decided to take possession of the 
House. He spent about $35,000 on:

• paying the outgoings;
• waterproofing the roof;
• changing the locks; 
• appointing a managing agent; and 
• renting the property.

In 2014, Mr Gertos spent $108,000 repairing 
the House. He continued to rent the House.

In 2017, Mr Gertos made a possessory 
application to become the owner of the House.

Mrs McFarland, (Mr Downie's daughter), 
challenged Mr Gertos application.

The court accepted that Mr Gertos was in 
adverse possession:

The House was unoccupied when he took 
possession;

He:

1. had the locks changed, made the House 
secure and habitable;

2. rented the House to  a series of tenants 
though a managing agent from 1998 to 
2017. There was evidence of a signboard 
on the House and internet website 
advertising for a tenant in 2005 – this 
was sufficient possession - it was not 
necessary for him to physically occupy 
the House;

3. paid Council rates, Water rates and usage 
charges, land tax, maintenance and 
insurance premiums;

4. spent more than $100,000 in 2014 carrying 
out substantial works;

5. declared the income and expenses relating 
to the House in his income tax returns;

6. disclosed his possessory title entitlement 
in his Family Law Proceedings in 2015;

The House was on a single title. 

The court granted the application for a 
possessory title for Mr Gertos to take absolute 
ownership of 6 Malleny Street, Ashbury.

As you are taking a valuable right from 
someone, the process is complicated. But if 
you succeed you will get a "possessory title". 
You will become the absolute owner of the land 
which you may use, by occupying the land, 
leasing or selling it. 

Often land that is subject to an application 
for possessory title is land which has been 
overlooked by executors of a deceased estate. 
Or is land that was owned by a person who 
sadly dies without anyone knowing about them 
and the land they owned. 

Getting Land for Very 
Little?

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

Did you know that by paying someone's council and water rates for 12 years or more you could get title 
to the land?
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A possessory title application must be for the 
whole lot, not a part of a lot. 

To make a possessory title application, you 
must prove you have occupied the land 
"adverse" to the title of the registered owner. 
You cannot obtain the possessory title of 
land that you have leased or occupied under 
some arrangement from the registered owner. 
Any break in your adverse possession of the 
land will mean that the 12 year period must 
recommence.

Application for possessory title is made by 
lodging appropriate documentation with 
the Land Registry Services. The application 
requires you to provide to the Land Registry 
Services:

• A list of the documentary title to the date 
of application

• The name and address of the person 
or persons who may, according to the 
documentary title, have an interest at 
law in the subject land at the date of the 
application.

• A list of the devolution of the possessory 
title from the date of the claim to the time 
of the application. The devolution of the 
title is the passing of title to land by the 
operation of law such as by a will or by 

the laws of distribution out of an intestate 
estate

• Statutory declarations from you and 
as many disinterested witnesses as 
practicable stating that to the best of their 
knowledge and belief, the circumstances 
under which the possession of the land 
commenced, the manner and extent 
to which the land has been used and 
occupied, the nature of improvements 
upon the land, ages of fencing and 
improvements upon the land. Declarations 
should make reference to a plan which 
clearly identifies the land and indicates 
the nature of existing improvements and 
occupations (fences, walls etc) upon it. 

• A letter from the council indicating who 
has been assessed for rating concerning 
the land being claimed and who has paid 
the rates during the period of possession.

• A survey of the land by a registered 
surveyor. 

• Probate searches identifying those persons 
entitled to be registered proprietors of the 
land but for your possessory title.

If you are successful in your application, you 
will have to pay stamp duty on the value of the 
land. Stamp duty must be paid to the Office 
of State Revenue at the standard "property 
transfer rates".

Land Registry Services must send to the owners 
of neighbouring land notice of your application 
for possessory title. The notice period is 35 
days. The 35 days can be reduced if you get 
letters from your neighbours consenting to 
your application. 

If you find such a lot, we have experience in 
obtaining possessory titles. Contact Etienne 
Lawyers.

 

Etienne Lawyers 
p |  02 8845 2400 
e |  sbrown@etiennelaw.com
www.etiennelawyers.com
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1. Effective marketing
Businesspeople often make the mistake of 
becoming complacent around marketing. 
They spend loads of cash at start up and in 
the first ‘honeymoon’ period of the business, 
then taper off once the customers start rolling 
in. It can become a bit of a catch 22. You need 
to market so you can attract customers, but 
you need new customers so you can afford 
better marketing!

It’s not enough these days to simply have a 
website, and some social media presence, 
and expect to be competitive. Depending on 
your business, you many need to invest in 
blogs, newsletters, email campaigns, events 
or direct mail-outs with time-sensitive offers, 
discounts or bonuses. You’ll also need that 
strong social media presence on Facebook, 
Instagram, YouTube or LinkedIn – wherever 
your customers are.

It all costs money and takes time. The good 
news is, Bartercard can save you both! By 
working with Bartercard members who 
specialise in these services, you can retain 
your cash and spend your trade dollars 
instead on marketing that will help you get 
more customers.

2. Advertising
Most business owners know very little about 
advertising and what works best to attract new 
clients. What’s more, those savvy salespeople 
know it! Have you ever had a rep walk through 
your door and walk out half an hour later 
having signed you up to a ‘special advertising 
package?’ The problem with this approach is 
that no planning has gone into it on your part. 
It’s called the scatter gun approach and it can 
be the death of your business.

How much better would it be to sit down 
with marketing specialists who can help you 
plan a campaign that will give you the most 

bang-for-your-buck (or trade dollar)? The 
Bartercard network has members in all areas 
of advertising, from magazines to television, 
radio to billboards. There are also copywriters 
and graphic designers who can carefully craft 
and present your message through flyers, 
brochures, and even online ads.

3. Networking 
There’s nothing quite like networking to raise 
your profile, put you in front of potential clients 
and lead to referrals and testimonials. When 
you join Bartercard, you immediately have 
access to the world’s largest business-to-
business trade exchange with over 24,000 
member businesses across nine countries. 
This means you may never need to attend a 
networking meeting (outside of Bartercard) 
ever again! That would be great news for 
some busy businesspeople.

As a Bartercard member you’ll be keen to 
network, as the more members you meet, the 
more potential you have to both save money 
and do business. Bartercard’s large, global 
referral network means you can promote your 
products and services to members locally, 
nationally and globally and remember this is 
new business on top of your existing business. 
And once you do business with a member, 
they’ll refer you to others, and potentially bring 
in cash clients as well.

On top of that, there are several, large 
networking organisations you can join through 
Bartercard using your trade dollars to pay your 
membership. That can add up to massive 
cash savings for your business.

4. Lead generation 
Every business can do with more leads, but 
where to begin? You can purchase a list, 
employ a telemarketer to cold call, SEO your 
online presence or gather leads through social 
media. Again, it’s a lot of work and how many 

business owners have the time and skills to 
put together a lead-generation campaign?

Fortunately, Bartercard boasts several well-
regarded experts in the field of lead generation. 
We even work with some of them ourselves! 
They have the know-how to set up, execute 
and manage your lead-generation campaigns, 
and most importantly track your results. The 
best part is you can pay for their services as 
a Bartercard member using your trade dollars.

Make Bartercard a part of your business today. 

There are many more ways to reinvigorate 
your business through Bartercard and you 
don’t need to wait for a down-turn to get your 
business working smarter, faster and better!

You can find more great tips at our helpful 
Bartercard blog, written specially to help you 
manage and grow your business, or contact 
Bartercard today for more great ideas to 
expand your business!  

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

Reviving Your Business with 
Bartercard

FEATURE

No matter how long you’ve been in your business or how smoothly you run it, you can be sure that 
at some point there will be challenges. That’s simply the nature of business. There are times when 
you’ll get off track, experience a downturn or hit a plateau. It doesn’t mean you have to stay there for 
long. Here are four tips on how you can revive your business with Bartercard and get back on the 
path to success.
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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 today. 

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

1300 227 837 bartercard.com.au
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The larger and more professional the business 
appears to be (e.g. national toll-free 1800 or 
1300 phone numbers, local landline numbers 
for multiple areas), the more comfortable 
we are about handing over our hard-earned 
cash. And even though it may be unfair, we’ll 
often hesitate to contact a business if the only 
contact details provided are a mobile phone 
number or a free email address. That just looks 
unprofessional and untrustworthy.

The good news is that with today’s cloud-
based PBX and VoIP services, it has never been 
easier (or more affordable) for even the smallest 
business to present a professional image. Even 
if you’re a sole trader working from the comfort 
of your home office, you can present an image 
to the world of a larger business with multiple 
departments and employees.

On the subject of cutting corners and saving 
money, you might be using your personal 
mobile phone number as your business phone 
or purchase an Internet VoIP phone with a 
number of contemporary features. Larger 
businesses with deeper pockets and expansive 
offices usually install a PBX phone system – a 
private branch exchange – so that a business 
can have multiple phone numbers that run 
through one central system. This is, of course, 
not typically something that a smaller business 
can do, either because of the costs associated 
with deployment and/or service, or simply 
because they don’t have the infrastructure/
knowledge in place.

But don’t worry! There’s a way to get around 
this limitation and still make your small business 
look big. Your business can still have more 
than one phone number, or a single nationwide 
1800/1300 phone number routed to different 
points with a professional IVR (interactive 
voice response) thanks to virtual PBX systems 
that are available at a fraction of the cost of a 
traditional exchange. Thanks to cloud-based 
computing, Voice-Over-Internet Protocol (VoIP) 
systems provide just as much, if not more, 
functionality. Want to set your virtual PBX up 

to have calls routed to different “divisions” of 
your company, even if they all lead to the same 
desk in your basement? You can do this easily 
by using a virtual PBX.

You can still continue to use your mobile 
phone to receive calls, but you should stop 
advertising it as your main contact number. 
Nothing screams “sole trader” louder than a 
standalone mobile phone number.

A good option is to get a 1300 number or 1800 
number. These are “virtual” numbers that aren’t 
tied to any single fixed line or mobile phone. 
Instead, you can direct (or route) them to the 
number(s) of your choice or receive directly on 
VoIP via the internet.

They present a professional image to 
prospective customers, make you look like a 
larger business with nationwide presence, and 
provide you with the convenience of being able 
to answer them on any VoIP, fixed, or mobile 
phone in Australia.

Every phone number in the PBX can be setup 

as a main phone number with a professional 
greeting message such as “Thank you for 
calling to ABC Company. Your call is very 
important and will be answered shortly”. After 
that, the system may be easily configured for an 
IVR menu like “Press 1 for Sales, 2 for Support, 
0 to talk to Reception”. After the customer 
makes a choice, the call will be directed to 
the appropriate person. You or your staff may 
answer these calls via a dedicated VoIP phone 
connected via the internet in any place of the 
world, on a mobile phone, or on a softphone in 
your mobile/computer similar to Skype.

Around 75% of callers simply hang up when 
their call goes through to voicemail. This is 
especially true for first-time callers who are just 
as happy to dial the next number in their search 
results until they find someone real to talk to, 
and in Australia we love to talk!

There will always be times when you’re unable 
to take a call (for example, when you’re 
meeting with a client or on another call), and 
very few small companies can afford to pay a 
receptionist.

BIZINET TECH Leonid Karlinskiy, 
Australian Phone Company 

When we contact a business we’ve never used before, most of us are looking for a bit of reassurance 
that the business is professional and will do the right thing by us.

How a Phone System is of 
Critical Importance for Any 
SME Today
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And the other way to make your business look 
more established is to create the impression 
that you have a team of people working for you 
(even if you’re there on your own). We all know 
that bigger doesn’t necessarily mean better, 
but there will be some potential customers who 
equate size with stability. 

By using a virtual receptionist PBX feature, your 
customers will be informed if they call outside 
of business hours or during public holidays 
and will be contacted soon. Also, a virtual 
receptionist provides the option to connect 
directly with the necessary person by entering 
an internal extension number, which helps 
returning customers directly reach the required 
person. For normal business hours, it may be a 
created “ring group” from a few people where 
one of them will always be available to answer 
the phone. Your customers will be informed 
that they are in the queue and their call is not 
abandoned.

We’ve covered the basic issues with your 
phone system, but you shouldn’t stop there. 

When it comes to providing an email address, 
steer clear of providers of free email addresses. 
It doesn’t cost you that much to get your own 
domain and looks much more professional. 
And as with your call forwarding IVR menus, 
you can make your business look larger with 
a dedicated email addresses (e.g. sales@, 
support@, info@).

You can also have dedicated direct local or 
interstate phone number(s) to your staff for 
returning customers. These phone numbers 
may be set up in a “Find Me” functionality – 
for example calling to a “desk phone” for 15 
seconds, followed by the call being forwarded 
to your mobile phone if it’s not answered on the 
desk phone. 

The beauty of a cloud-based PBX System 
from the Australian Phone Company is that 
PBX is fully self-managed. This means that 
any changes for your office – such as adding 

an additional employee, changing business 
hours, updating greeting messages, assigning 
and re-assigning phone numbers, checking 
and downloading recordings – can be done via 
a very user-friendly PBX dashboard without the 
assistance of IT professionals or our support 
services. This is much easier and faster than it 
has ever been. Another very important aspect 
– cloud PBX is hosted in our cloud-based 
system, so it doesn’t involve any capital cost 
for you to expand your PBX as your company 
grows. You just add new users according 
to your tariff plan and we do all hard work to 
expand the platform as your needs change.

As the PBX is located in the cloud, there is no 
dependency on your physical location. When 
the number of people in your company is 
growing, they may be distributed anywhere in 
Australia and even overseas. All of your internal 
calls will be handled at no cost because 
you all are in the same office. You can talk 
between extensions, watch presentations, hold 
conferences, and ring groups as if everyone is 
in the same room. 

Cloud PBX provides 32 features to support 
your business. These start from traditional 
voice mail, and IVR (interactive voice response) 
menu, but today allow the use of all benefits 
of conference calls, time–based routing, ring 
groups, music and calls on hold, call transfers 
between extensions and to external numbers, 
call parking, presence lamp to see activity of 
your internal staff/extensions, virtual fax for 
email to fax and fax to email, hot desk, call 
recordings, integrations with Microsoft teams 
and much, much more…

When you’re choosing your business name, 
why not first spend some time to see which 
matching domain names and phone numbers 
are available? Not only will this help to make 
you look more professional, it will also make 
it easier for customers to remember your web 
address and phone number.

When you advertise your phone number 

with text in it – such as 1800 APHONE – it 
immediately tells people who they are calling. 
These toll-free/smart numbers are routed to 
your virtual PBX and you get the opportunity 
to handle the incoming calls in you’re the most 
convenient way for your business.

If you are interested in a PBX small business 
telephone system, Australian Phone Company 
offers a number of solutions. We have been 
offering phone systems for around ten years.

Most importantly, Australian Phone Company 
is a small business itself. We know what it’s 
like to be a small company and to grow fast 
– just like you. We appreciate every customer 
and every single phone call. We understand the 
joys and challenges of smaller organisations, 
and we use that knowledge and experience 
when developing the perfect cloud-based PBX 
solution for you.  

To get a small business cloud-based PBX 
phone system for your company, visit www.
australianphone.com.au and get a three-month 
free trial to see how it works for you, or give us 
a call on 1800 APHONE.

Australian Phone Company
p | 1800 APHONE or +61399998289 
e |  support@australianphone.com.au
www.australianphone.com.au

BIZINET TECH
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Here are five technology solutions which 
can help companies use less paper, and 
even streamline a few processes to improve 
productivity.

1. Printers
You might be scratching your head at how 
a printer could save on paper, but they can 
make a significant contribution if you pick the 
right model. Double-sided printing on a printer 
which doesn’t provide this as an automatic 
feature means that only one side of the paper 
will be used for printing in the interests of 
saving time. Choosing duplex printers which 
use both sides of the paper automatically 
can significantly reduce the time spent at the 
printer, and potentially prevent 1000’s
of sheets per year from entering a landfill.

2. E-Invoicing
Electronic invoicing is playing an increasingly 
important role in saving thousands of dollars 
on printing and paper yearly.

The Mitronics solution means you won’t 
need to install extra software or change your 
infrastructure to implement e-invoicing. Smart 
tools allow advanced analytical capabilities 
and reporting is fast and accurate. You can 
also finally do away with expensive and time-
consuming line-level scanning and Optical 
Character Recognition (OCR) extraction and 
validation.

3. Document Storage in theCloud
If you need access to a document fast, then 
you need the cloud. Document storage in 
the cloud provides the modern office with 
intelligent solutions for fast, straightforward 
access to every document, wherever it has 
been stored online. Intelligent filing systems 
using advanced metadata will save on paper, 
while also helping to improve productivity 
significantly.

4. Scanners
Scanners are an excellent tool for sharing 
documents without having to print off multiple 
copies for the different departments which 
may need to access the data they contain. 
Standalone scanners are available, but they 
are also included in many printer models for 
the small office which needs to save on space.

5. Managed Print Solutions
Managed print solutions are about more than 
just making sure your office is kept in paper 
supplies and ink cartridges. A primary goal of 
a managed print solution is to save on costs, 
which means using less paper, not more. 
Mitronics can help you eliminate bottlenecks 
in your print processes, which minimises paper 
and ink wastage and frees up staff to be more 
productive.

Are you considering moving your office to a 
more paperless version? If so, make sure you 
visit Mitronics, where expert staff can give you 
professional guidance on how you can create 
a more efficient and environmentally friendly 
business. 

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

5 Top Paperless Office 
Technology Solutions 
for 2020

BIZINET TECH Roger Amir, 
Director, Mitronics Corporation

All businesses need to do their part in helping make the Earth a greener planet. One of the most 
effective ways to move closer to this goal is to enlist the help of digital technologies in reducing the 
amount of paper which goes through the office and into our landfills.
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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! 

2020 Special!

* Terms & Conditions apply. Limited time offer.
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The Chamber engages with a myriad of 
business types including professional services 
firms, the law, hospitality, retail services, 
accounting & finance, property & property 
services, education, training, HR, travel & 
tourism, creative, digital, media & marketing 
services and many more.

While just over three years old, the Chamber’s 
Executive Officer, Peter May is enthusiastic 
about the value it can present to businesses. 
“The best way to understand how we can 
support businesses is to talk with them, 
understand where we can add value and 
create opportunities for collaboration. And 
that’s where we are focused while assisted by 
the generous support from members of our 
advisory council and sub-committees.”

Making New Connections Counts
Networking is important to most business 
owners and senior business people. The 
Chamber also positions itself as a community 
that values collaboration opportunities. So, 
if your business is ambitious to explore 
opportunities for growth by leveraging and 
growing your network, the After 5 Networking 
hosted monthly is a perfect opportunity.

Engagement Counts
The Chamber is actively involved in 
creating learning, networking and business 
opportunities.

Just some of these include a Financial 
Professional Services Roundtable Series 
piloted in 2019 in partnership with Nexus Law 
and Glass Financial Group – and continuing 
in 2020; Diploma and Advanced Diploma 
training opportunities in partnership with 
Sponsor Member BSI Learning; and a peer-
to-peer network crafted specifically for women 
in business; the CBD Women in Business 
Network with the support of Sponsor Members 
BSI Learning, Hall & Wilcox Law and St George 
Bank.

Business Support Counts
There are times when SME’s need support, 
may not know where to turn to and who to 
trust.

This local Chamber provides Members with 
access to a range of business support services 
through the Chamber Alliance Program in 
partnership with the NSW Business Chamber – 
one of the most trusted business membership 
organisations in Australia. This provides a 
range of support including:

Answers to a business question that needs 
a response: Unlimited calls to the Business 
Hotline - with just one call you are connected 
to the right information, support and advice for 
all your business questions. 

A problem to solve needing expertise to which 
your business may not have access: Specialist 
advice in the areas of Industrial Relations, Legal 
and Marketing through a dedicated phone 
service.

Ways to save on overheads: A Business Energy 
Advice Program: this is a free independent 
energy advice tailored to your business to find 
out ways you can save.

Membership Counts
Being part of this business community 
counts.  

Upcoming events include:

• Feb 18 - CBD Women in Business Network. 
Hosted by Holman Webb Lawyers.

• Feb 25 - Summer After 5 Networking at 
Yukis at the Quay – overlooking Sydney 
Harbour.

• March 3 - Talking Property & Conveyancing. 
Everything you need to know. Hosted by 
ABS Property.

More information on the Chamber go to 
cbdsydneychamber.com.au or contact Peter 
May, Executive Officer on 9350 8103 or 
0437 872 052. 

More information on events and how to join 
online go to: 
www.cbdsydneychamber.com.au/events  

A Little about the CBD Sydney 
Chamber of Commerce

BUSINESS COMMUNITY

The CBD Sydney Chamber of Commerce is focused on connecting, engaging and supporting SME 
businesses in the Sydney CBD to maximise their potential. As a local Chamber of Commerce it is 
focused on working with local businesses within the largest concentration of business in Australia – 
the Sydney CBD.
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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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Susan says, “Stryder has enabled my sister 
to look forward to social outings. She joins a 
Stryder outing around five times per month 
and is full of news about her latest adventures 
whenever I call her. It is heart-warming to hear 
how much pleasure she gets from catching 
up with old friends and meeting new ones, as 
well as the great experience and food she has 
with visits to the Maroubra Seals Club, Granny 
Smith Festival or Birkenhead Shopping Centre 
to name a few.”

Stryder has taken me to parts of NSW I have not 
been before such as Central Coast, Illawarra, 
Southern Highlands and the Blue Mountains. 
Sometimes we venture into the heart of Sydney 
city for our adventures visiting art galleries and 
museums. I really like the mystery tours, as 
long as it is with one of my favourite drivers, 
Silvio or Mike! Sometimes it’s good to have no 
idea where you are going, but know you are 
safe and in good hands,” says Bob.

Stryder is a for-purpose community 
transport provider and a registered charity.
We receive government support through the 
Commonwealth Home Support Program to 
provide accessible transport for people who 
have specific transport needs related to their 
age, fragility, location, or disability. We help 
people from diverse cultural and social groups 
as well as individuals who have specific 
transport needs. Located in Gladesville, 
Stryder’s funded area includes those living 
independently in the following suburbs:  
Chatswood West, Denistone, Eastwood, 
Macquarie Park, Marsfield, Meadowbank, 
North, West, and East Ryde, Boronia Park, 
Gladesville, Henley, Hunters Hill and Woolwich.   
Stryder may also assist people who live beyond 
these suburbs, should their local community 
transport service provider be unable to assist. 

Stryder also provides a service for people on 
Home Care Packages (HCP) and participants 

of the National Disability Insurance Scheme 
(NDIS). Whether it is joining in the social 
activities or getting a lift to their workplace, 
Stryder is happy to provide a quote.  Our areas 
of focus for NDIS participants are those living 
in the Ryde, Hunters Hill and Hornsby Ku-ring-
gai areas.

As well as these specific needs transport, 
Stryder offers bus hire options to the broader 
community. We do around 6,000 bus hire trips 
a year on group bus hires for local businesses, 
corporates and community groups like Probus, 
Retirement Villages, Churches and Schools. A 
lot of our clients keep on using Stryder knowing 
that the funds are re-invested to support the 
communities we serve.

Do you know of a family member, friend or 
neighbour who would benefit from ‘a big day 
out’ adventure? When you like and follow 
Stryder on Facebook you can keep up to date 

with their social outings and activities. 

Stryder also welcomes applications for 
volunteer drivers, social assistants and people 
who may have a range of office skills from 
customer service to digital marketing.  Learn 
more, volunteer or register for our bi-monthly 
‘Going Places’ Social Program. Contact 
Stryder and have a chat with Dianne or 
Robyn on  02 9816 5000 or drop us a line on 
info@stryder.com.au. 

Stryder
p |  02 9416 5600
e |  manager@stryder.org.au
www.stryder.org.au

‘The Big Day Out’ that Gives Back 
The Community Transport Provider for Ryde Hunters Hill & beyond

We get you there and back on road adventures packed with fun

FEATURE

With around a dozen social and shopping outings per month including picnics, gallery and exhibitions 
visits, mystery trips and Silvios’s Day Out, Stryder has been delivering adventure, delicious dining 
experience and good company for residents of the Ryde and Hunters Hill areas for over 30 years.  
There is simply no reason to be stuck at home, as Stryder organises social days out two to three times 
each week, all part of the friendly service.

Granny Smith 
Cultural Group
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Your flyers delivered directly to businesses 
in Norwest Business Park, Macquarie 

Business Park + Lane Cove West

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

Please contact Daniel

1300 889 132

Norwest Business Park 
$480 + gst per run

($450 + gst per additional flyer) 

Macquarie Business Park + 
Lane Cove West 
$580 + gst per run 

($450 + gst per additional flyer) 
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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

BANKING

BiziNetwork

BUSINESS SUPPORT

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

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

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

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

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

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

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

LAW

CAFES

ECONOMIC DEVELOPMENT

PETS

IT

INSOLVENCY

ACCOUNTING

JEWELLERS

FINANCE

DIRECT SELLING

HEALTH

GOLF CLUBS

ASSET MANAGEMENT

HR

CHARITY

MOBILE APPS

02 9952 8498 
riversidechamber.com.au

BUSINESS SUPPORT
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ORDER ONLINE
& GET INDUSTRY
   PRICES

PRINTING

BIZINETPRINTING.COM.AU

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

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

  

REAL ESTATE

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

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

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

PRINTING EQUIPMENT

PRINTING
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BUSINESS EXPOSURE

CUSTOMER ACQUISITION
BUSINESS ALLIANCES
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www.bizinet.com.au


