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VIRTUAL NETWORKING
EVENTS

Business Alliance in Partnership with
the CBD Sydney Chamber of Commerce

A New Paradigm in the World of Business
Networking is upon us… Have you been thinking
about a networking event where everyone talks
business (and only business!) in small and engaging
groups? Business Alliance Virtual Networking is
exactly what you are looking for. Small groups of 15
to 30 people attend short and punchy event sessions
on a weekly basis with attendee contact details and
business profiles made available. Our events are not
lectures or webinars – they are places where everyone
has an opportunity to share, discuss and present. Join our
Members and Guests at the next Virtual Networking event…

Weekly Virtual Networking Events
Special Guests
Member Expert Panels
Member & Guest Introductions
Discussions & Opinions
Member Landing Pages

Grow Your Business Network…

Professional Presentations

Business Networking

Discussions & Dialogues

Register for Virtual Networking events @
www.BusinessAlliance.com.au/Events

Virtual Business Networking Platform

Hosting Paltform
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GROW WITH BIZINET
If you are serious about making yourself, your company, your products and services well-known
across the entire Sydney Business Community, and your brand to stand out above your competitors
– you’re invited to explore the business opportunities on offer in BiziNet and Business Alliance NSW.
BiziNet is a B2B Media Platform that works in conjunction with Business Alliance NSW - a Private
Business Network. Our innovative concepts deliver rapid results. BiziNet has several Alliance
Partnerships with a range of organisations and projects: CBD Sydney Chamber, the Council of Small
Business Organisations Australia (COSBOA), CEBIT Australia and many others. These Partnerships
provide extensive opportunities for Members to connect with thousands of enterprises.
Members and Contributors receive an abundance of new business, expand their networks, establish
new contacts, start joint ventures with other members and eventually end up taking their business to
the next level.
If you are interested to become one of the most recognised faces in the Sydney Business Community,
please get in touch with BiziNet and Business Alliance NSW today.
Ph: 1300 889 132
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Introducing
Our Contributors

Bruce Gleeson

Grace Wong

Paul Sweeney

Peter Strong

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.

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

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 highend, proactive, directed and
value-based advisory services
available to small to medium
businesses.

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

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

Grace Wong
p | 1300 718 839
connectmobileapps.com.au
connectmobileapps.bizinet.net.au
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Paul brings to the table
decades of experience as a
highly qualified accountant and
business advisor at every level
of business. Through consulting,
coaching and on-the-ground
training and operations, his
focus is on unlocking the
untapped potential for greater
profitability. Paul’s qualifications
allow him to pair strategic advice
with an advanced understanding
of taxation and compliance
matters.

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

Peter Strong
p | 02 9431 8646
www.cosboa.org.au
cosboa.bizinet.net.au

Business Formula
Virtual Networking

Expert Panel
Business Alliance NSW
& CBD Chamber

Share | Ask | Help

When:

When:

20 August 2020

4:00 pm - 5:30 pm
EyeNet

3 September 2020

10:00 am - 11:30 am
Where:

EyeNet

Business Formula
Virtual Networking

Share | Ask | Help
When:

17 September 2020

4:00 pm - 5:30 pm
EyeNet

Cost: $5 Member

Where:

Cost: $5

$15 Non-Member

Cost: $5

www.businessalliancensw.com.au

www.businessalliancensw.com.au

www.businessalliancensw.com.au

Expert Panel
Business Alliance NSW
& CBD Chamber

Business Formula
Virtual Networking

Expert Panel
Business Alliance
NSW & CBD Chamber

Share | Ask | Help

When:

Where:

When:

1 October 2020

10:00 am - 11:30 am
Where:

EyeNet

When:

15 October 2020

4:00 pm - 5:30 pm
EyeNet

29 October 2020

10:00 am - 11:30 am
Where:

EyeNet

Cost: $5 Member

Cost: $5 Member

Where:

$15 Non-Member

Cost: $5

$15 Non-Member

www.businessalliancensw.com.au

www.businessalliancensw.com.au

www.businessalliancensw.com.au
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Strong
CEO, COSBOA

Castaly
Haddon
Policy Manager,
COSBOA
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COMPLEXITY
COSTS JOBS
We are now trying to get people back to
work and keep managing the health crisis.
This is the time to confront the incredibly
complicated employment processes.

COSBOA
is
presented
on:
Award
simplification, Casuals and fixed term
employees,
and
Compliance
and
Enforcement.

The Prime Minister at his National Press Club
address in May 2020 described Australia’s IR
system as one "…that has to date retreated to
tribalism, conflict and ideological posturing,"
he called on all parties to lay down their arms.
"No side of that debate has been immune
from those maladies. This will need to change
or more Australians will unnecessarily lose
their jobs and more Australians will be kept
out of jobs."

There is a stage in all processes where
complexity
impacts
efficiency.
When
a system’s design has become overly
complicated and unfit for purpose; there
will then be a necessity for reform, in the
interests of everyone. The Fair work Act is
over 214,000 words, 800 sections and 122
modern awards. Even if we only look at one
award, it soon becomes obvious it
is impossible to navigate for most
small business owners. As an
example, we cite the case below of
Business X (a real company whose
name is suppressed for privacy
purposes).

The mantra is to consult, concede and get
people employed, by moving away from
positions to practical solutions. COSBOA
is on three of the five IR Consultation
Committees formed to review Australian IR
policy in the wake of COVID-19.
Each committee of 10-15 participants, will be
chaired by the Minister for Industrial Relations
Christian Porter, and each will separately
focus on one key area of the system, being:
1.
2.
3.
4.
5.

Award simplification
Enterprise agreement making
Casuals and fixed term employees
Compliance and Enforcement
Greenfields agreements for new
enterprises.

and their board established, to allow franking
credits to flow back to its international
development work. This is a conscientious
business that is keen to do the right thing by
its staff.
They want to put some formalised structure
around their employment processes. At
the time they hired people who worked
in the warehouse, administration, sales
and marketing staff, and managers. They
reviewed the Awards and picked the Food
Beverage and Tobacco Manufacturing Award
ma000073, as the best fit.

Complexity Example
Business X, a health food
company, that exports a product
from the South Pacific to 10
countries, including Australia
where is has a retail brand,
wholesale distribution, and
online sales. They have 9
staff and turn over less than
$4 million. They are based
in regional NSW. A couple
started the company, but it
is now owned largely by a
charitable foundation they

BiziNet Magazine
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It is 27,097 words, 85 pages, contains 38
major clauses, 10 schedules and appendix.
It contains at least 24 references to clauses
in the Fair Work Act.
It contains at least 32 references to other
Acts.
It contains about 19 references to National
Employment Standards (NES).
In total, it contains 75 references to other
laws in other documents of similar size and
complexity. Many of the clauses contain links
to amendments and revisions.

The payment of individual wages is affected
by:
- Christmas bonus
- District allowances
- Training costs
- Training time
- Relocation payment
- Remote work
- Travelling fees payment and travelling
expenses
- Adjustment of expense related allowances
- Special rates, for cold, hot, wet, confined,
dirty, dusty, fumigation gas conditions
- Vehicle allowances
- Damage to clothing, spectacles or hearing
aids
- Meal allowances
- First aid allowances
- Special clothing and equipment allowances
- Job search entitlement
- There are five levels of adult payment
depending on a classification structure
and definitions, (and none of the training
categories applies to the businesses X
staff.)
- Higher duties allowance
- Apprentice and trainee wages - four
different classifications
- Adult apprentice payment
- Junior wages – four categories
- All-purpose allowances
- Leading hand allowance - 3 categories
- Heavy Vehicle allowance - 4 categories
(but no forklift allowance, which
Business X uses)
- Boiler attendants’ allowance
- Shift work allowances including,
Continuous or non-continuous,
Saturday, Sunday, Public holidays
- Rostered days off
- Personal leave
- Leave loading
- Make-up time
- Meal breaks
- Meal allowances
- Overtime
- Call backs
- Stand-by
- Rest Breaks
- Transport allowances
- Time off instead of overtime
- Adjustments for flexible work arrangements
Just to name a few… there is no payroll
system that caters for this complexity. It all
must be manually collated, every pay run.
This system is so complicated that it cannot
be digitised and systemised. This complexity
stops the employment of more people.
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In the above example we find that after the
Manager allocated a wage level classification
based on further confusing criteria and ticked
the 38 conditions for all nine staff, using best
guesstimates, they are then approached by
two staff. One is a person at reception who
wants to be paid under the Clerks Private
Sector Award MA 000002 and another is in
marketing wants to be paid in the Journalists
and Published Media Award MA000067, or
the Graphic Arts Printing and Publishing
Award MA 000026, as the job covers aspects
under both awards. They are not sure which.
Both awards are of similar complexity and
detail, constructed in highly legalised,
contractual jargon.
The Workplace Relations Act states that
any changes for employees must satisfy the
Better Off Overall Test (BOOT). This means
that the employers must assess across a
matrix of at least 38 scenarios that may or
may not happen in an uncertain future to
correctly predict what Award will be better.
It is not practically possible to achieve what
is required.
The above business sought advice. The
government website (Fair Work Commission)
declines to confirm what is right or wrong
– obviously it cannot. It gives generalised
advice. Industry associations will provide
advice and automatic notification if an Award
is varied. However, they often cannot take
responsibility for their advice being correct.
Bookkeepers and accountants, who manage
payroll, can be helpful, but again do not have

the on-the-ground experience to guarantee
their advice. This business is like hundreds of
thousands of other businesses - it does not
have a dedicated HR resource.
COSBOA members have identified the
overwhelming need to create secure
employment for people, an environment
where business can easily employ, pay people
and fairly dismiss them when necessary.
Barriers to employment are clear:
• Fear of making mistakes and reprisal from
unions and regulators.
• Too hard to dismiss an unsuitable
employee, it will cost too much in time and
money if unfair dismissal is claimed by an
ex-employee.
• Onerous record keeping which is often
impossible to achieve.
So, the key principles we seek, to make it
easier to employ people, are in summary:
1. Simplicity
2. Work within the current regulatory system
3. Sit within the current industry specific
award framework
4. Flexibility
5. Fairness
COSBOA believes that one solution is
consideration of a ‘Model Schedule’ for
inclusion in all Modern Awards. This Schedule
would operate along the same lines as a
“model clause’ but would establish specific
carve outs for small businesses operating in
each industry.

The principal benefit of this approach, as
opposed to a dedicated small business
award (our first priority), is that it does not
cut across the foundation architecture of
the current award system – which is almost
entirely occupationally based. This also
means that the system would be developed
as a supplement to the existing system
– as opposed to a replacement, and can
be accommodated within the existing
institutional framework of oversight by the
Fair Work Commission.
The other issue we take great offence at is
the use of the term “Wage Theft” when a
mistake is made by an employer.
If the employer navigates the Award
incorrectly (and as from the example above
that is not a hard thing to do) and they are
called out for under payment, they can only
prove themselves in court, after it has gone
wrong. As victims of complexity, they are
cast as thieves.
This is a system that sets up a confrontational
and an adversarial approach for those who
get caught out by unintended mistakes
of interpretation of an overly complicated
system.
This is a system that also makes it difficult
for employees to take intentionally dishonest
businesses to court.
When a system is complicated everyone
loses.

Remote
work

District
allowances
Training
costs

Vehicle
allowances

Training
time

Relocation
payment

Meal
allowances

First aid
allowances
and More...
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Bruce Gleeson, FCA, FCPA, RITF
Principal, Jones Partners Insolvency &
Business Recovery

Why Strong Emotional
Cashflow is Critical for
Success
COVID-19 was first confirmed in late January 2020. Subsequently on 20 March 2020 restrictions such
as the closing of our borders and social distancing were introduced. Since these restrictions were
introduced, I have read and listened to webinars regarding the importance of cashflow for a business
and household during and coming out of the pandemic. OK – but what about emotional cashflow?
What is your current level of emotional cashflow? Why is it important for small to medium enterprises
(“SMEs”) and households?
Firstly, let’s not discount the concept of
cashflow itself. Cashflow relates to the increase
or decrease in the amount of money a business
or household has. The old adage “cash is king”
highlights the importance of it and that it is the
lifeblood by which the business or household
can function. As a keen share market follower,
one of the things I hear emphasized constantly
by investment managers is their focus on the
strength of cashflow generation by a business
and how critical it is.
There is little doubt that during COVID-19 many
SMEs and households have had their cashflow
significantly impacted and that it may persist
for some-time yet. I will revisit cashflow towards
the end of this article with some management
tips.
But what about emotional cashflow?
Over the twenty-five (25) years that I have
been advising on all forms of insolvency and
bankruptcy, restructuring and exit planning,
one of the key questions I ask the individual or
SME owner is:
“What do you want to do going forward?”
You see, it doesn’t really matter if I can
formulate a viable strategy for them to continue
in the present business or position (albeit with
some structural changes), the chance of it
being successful if they are emotionally out of
cashflow (or spent or tapped out) is quite low.
This is particularly prevalent amongst SMEs
and households because typically they are
trying to do all the heavy lifting themselves
when the going gets tough. This is where
COVID-19 is likely to have a profound impact
on them compared to bigger corporates and
listed companies.
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Whilst bigger companies will also have
operational and funding issues to deal with,
they typically have access to more resources,
both internally and externally which enables
them to better react and formulate a plan to
get through to the other side. However, the
SME or household generally shoulder that
burden themselves. That becomes emotionally
exhausting. The longer the situation continues,
their emotional cashflow becomes seriously
depleted. Stressed SMEs and households
tend to make poor financial decisions. I believe
that during and post COVID-19, the depletion
of emotional cashflow will be felt by a higher
number of SMEs and households as the true
economic impacts start to be felt.

both down on average by approximately 40%
when compared to the June 2019 quarter. This
is hardly surprising given the stimulus, debt
deferrals, trading whilst insolvent exemption
in place until late September 2020 (and may
possibly extended until late December 2020
based on current lobbying). But there will most
definitely be a catch up.

Whilst the stimulus put in place by the Federal
and State Governments has fulfilled an
important role, it will not continue forever and
the kicking of the can further down the road is
more likely to see a notable impact on the level
of SMEs and households in financial difficulty.
Indeed, what we do know is that during the
June 2020 quarter the level of corporate
insolvencies and personal bankruptcies are

For some SMEs depending on what industry
they operate, the pandemic has caused
changes in purchasing behaviour – some of
which may be permanent in nature or at least
quite long lasting, for example 2-3 years. SMEs
need to carefully evaluate what some of these
trends mean for how they currently operate or
otherwise pivot to ensure they can be viable
moving forward.

What makes this pandemic different is in
previous economic challenges (think Global
Financial Crisis), the Federal Government did
not adjust aspects such as temporary relief for
insolvent trading, debt deferrals, and temporary
increases in debt recovery thresholds and
timeframes.

BUSINESS ADVICE

With continuing uncertainty as a result of
further outbreaks or clusters occurring, the
pandemic serves to act as a handbrake on
properly getting the economy going. No
SME or household copes well with on-going
uncertainty. But I firmly believe that looking
back in five (5) years’ time, that not only will
the current crisis be behind us, but we will
also have a better perspective on it than we do
presently.
Arguably, with so much information available,
one could say it is all in front of us, but even for
professional advisors, it has been challenging
to keep up with the constant release of
information pertaining to the pandemic. It is
easy to feel overwhelmed by the amount of
information around.

Finally, and going back to emotional cashflow,
do you have a plan or routine to manage your
mental health? Arguably such routine has
been impacted by COVID-19. Work out what
adjustments you can make so that you are still
taking care of this vital aspect. As part of this
plan, acknowledge and be at ease in knowing
that it is perfectly Ok to reach out and seek help
from qualified professionals if you need help
regarding your financial position.

A point on managing cashflow – the lifeblood.
Ask yourself these questions:
•

Do you have a cashflow plan? If not,
prepare one (or get some help) on the
basis of the information presently available
to you. Be conservative and ensure you
factor in all expenses.

•

Actively
manage
your
Accounts
Receivable (customers that owe you
money) and understand (or get some help)
the debt recovery options.

•

My key message to SMEs and households is
that you don’t have to travel down the highway
alone. Don’t wait for the stimulus to stop.
Engage with a qualified professional if you are
unsure about your financial position.

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

Actively manage your Accounts Payable
(suppliers including the TaxMan) and take
full advantage of creditor payment terms
and use EFT to make payments so funds
stay with you as long as possible. And if
you can’t pay, communicate with your
suppliers so they are aware of the present
position.

Your flyer mailed out with BiziNet
From $180+gst per zone
Delivered to a hand-picked database
of Sydney business decision-makers
and C-level executives

1300 889 132

pinkenvelope.com.au

engage@pinkenvelope.com.au
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Paul Sweeney,
Managing Director,
Pretium Solutions

BUSINESS ADVICE

Why Turning Around Cash Flow
Problems is The Single Most Important
Thing You Can Do for Your Business
Now more than ever it is critical for your business to address the causes of its cash flow issues.
There is a danger that unsustainable businesses are being propped up by the current availability of
government stimulus, Reliance on stimulus payments is a short-term solution. A band-aid fix, ignoring
the treatment of the real problem.
In the same way that you will run into critical
health problems if there are interruptions with
the flow of blood through your body, your
business relies upon cash flow as the “blood”
flowing through your business. You need a
steady and constant supply, or things rapidly
break down.
Healthy businesses have healthy cash flow.
That’s why it is a priority commonly identified
by business owners - from sole traders to large
national organisations.
“Never take your eyes off the cash flow because
it’s the lifeblood of business.” - Sir Richard
Branson
Many businesses were already suffering from
poor cash flow leading into the COVID-19
period. With their businesses already strained
and under pressure, how could they survive?
If your business doesn’t have a steady cash
flow, you need to take urgent attention before it
creates more serious problems.
Struggling with Cash Flow right now?
Cash flow is the amount of cash available to
your business: the difference between the cash
paid and received in your day-to-day activities.
That’s the actual money you pay suppliers and
receive from your customers, rather than the
‘promises’ of money associated with profit.

•

•
Further payment delays could have even more
drastic consequences.
The first step to fixing your cash flow problem
is to identify the cause(s). It (or they) may not
be obvious - again like health problems. They
need a diagnosis.
The most common and most obvious causes
of cash flow problems include:
•
•
•
•

Even the most profitable business will have
periods when cash is leaking or, worse, there is
no just no cash available.
But if your business is struggling with cash flow
right now, chances are you may have already:

•

Stretched your payment terms to their
limits
Jeopardised your relationships with
suppliers

16
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Customers not paying you
Overspending
Lack of sales revenue
Overcommitting on purchasing or capital
acquisitions beyond the business current
working capital

But your cash flow problem could equally be
due to:
•

•

Damaged both current and future supply
arrangements

•
•

Selling your products or services at too
low price and not making enough profit on
each sale
Not managing cash flow efficiently
Paying higher interest costs from short-

•

term or additional borrowing (using the
wrong types of finance to make purchases)
Underlying problems with your business
production, sales, and management
processes that interrupt the flow of
payments from customers
Too many customers who become
delinquent, end up bankrupt, or simply
‘disappear’.

It could be one or a combination of these
factors. Either way, you need to identify what’s
causing the problems; and then treat the cause,
not the symptoms.
Temporary ‘band-aid’ solutions, in the form
of Government Stimulus payments, may stop
the bleeding for a while but, until you find
out what’s causing the bleeding, the problem
will keep coming back. Or worse, when the
stimulus payments end, will it also be the end
for your business?
You need to ask stark questions about your
business. This can be challenging for a
business owner.
What’s the real reason your sales have stopped
or your customers aren’t paying?

BUSINESS ADVICE

•

Why are your profits decaying?
Struggling businesses often think the solution
to fixing cash flow is to get a bank loan straight
away. This could do more harm than good, and
obligations for repayment of funds borrowed
with interest can place even more strain on
cash flow unless you fix the problems and
manage cash flow better.

Then start some basic cash flow management
steps:
•
•

First, bear in mind that an important step in
establishing healthier cash flow is to manage
what you’ve already got much better…
Smarter Cash Flow Management

1.

First, ask yourself:

2.

•
•

3.

What’s your cash flow target?
How much does it need to improve by and
when?

How much cash do you need for regular
business outgoings each month?

Work on reducing your debts
Set up cash flow projection and targets
for how much you want to reduce your
overdraft by - and when identify the extra
sales revenue you need:
Each quarter
Each month
Each week
Review your process for collecting
payment from customers
Commit to an up-to-date and fully
reconciled accounting and financial
system
Prepare and review monthly financial
reports and Key Performance Indicators.

Within your business, your cash flow status is
an outcome of all your other business systems
and processes. How healthy are they?
Your next step is to get an assessment of how
healthy your business and your cash flow
position is. Then map out how you’re going
to address the priorities and transform your
business into the stronger, more profitable
business you want it to be.

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

Perfect Venue
Corporate Gof 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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Lynne Fisher,
Promtel Pty Ltd

The Humble Pallet
In Promtel’s warehouse it is king. When storing goods at height in a warehouse, a good sturdy pallet is
vital.
Some people regard the pallet as the single
most important piece of hardware in the
supply chain. Almost every object in the
world requiring transport will, at some time or
another, be moved on a pallet. Be it the strong
sturdy hardwood variety of rented CHEPs and
LOSCAMs, the plastic pallets often used for
international shipping (no need for fumigation of
timber on arrival) or the flimsy, single-use onlyfor-one-way variety, for movement of items
around the world, pallets are a fundamental
component.
Where did pallets originate?
The invention of the gas-powered forklift
in 1937 strongly influenced the dominance
of the ‘standard’ pallet, though standard
is quite a loose term here. Standardisation
is discouragingly lacking when it comes to
pallets. This is surprising given the abundance
of global shipping. There are no less than
six different standards recognised by the
International Organisation for Standardisation
(ISO). There are also the inches -v- millimetres
contradictions in sizing and suitability.
Shipping containers are built to a US customary
standard, 20 feet and 40 feet, but European
pallets measure 1000mm x 1200mm. Japan,
on the other hand, has a standard 1100mm
x 1100mm and then there is the Australian
CHEP pallet, which is standard at 1200mm
x 1200mm. Throw in the smaller skids and
various made-to-fit-the-product single use
(or one-way) pallets, and you have a potential
problem when attempting to maximise the
quantity of products that can be loaded into a
container for global shipping.
The influence of World War II
A major factor in the rise of the pallet when
shipping goods was World War II. The sturdy
pallet played an enormous part in the world’s
first truly global war, WWII. Rick Le Blanc in
Pallet Enterprise notes ‘the use of the forklift
trucks and pallets was the most significant and
revolutionary storage development of the war’.
Many millions of pallets were used, especially
in the Pacific.
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During the war Norman Cahners, an American
sailor, invented the four-way pallet. Cahners’
design helped to revolutionise the shipping of
supplies during WWII. The new design was a
relatively small departure from the original, but
it doubled material-handling output by allowing
forklifts to pick up pallets from any side.
During WWII many thousands of US soldiers
were deployed in Australia. The US Military
left behind much of the equipment it had been
using in Australia. There were many forklifts,
cranes and over 60,000 pallets. The Australian
government created the Commonwealth
Handling Equipment Pool – CHEP to manage
these resources. Users rented the pallets and
CHEP took care of maintaining, delivering and
retrieving them. This system is still in use today.
Maxing the Cube
Goods are shipped around the world in
enormous numbers. Changes in population
growth and the rise of the global economy
are largely responsible for the shift in the way
humans expect to obtain goods. eCommerce
is the new normal. This constant movement
of items around the planet has led to the need
to ‘max the cube’, or ‘make sure every square
metre of space is filled’.

Pallet redundancy?
The pallet may slowly lose its place as the
necessary giant of logistics supply chains.
Changes are sweeping the world regarding
how we shop. We now order units into our
homes in small numbers. Bricks and mortar
stores are on the decline and may no longer
require pallet deliveries. This is sometimes
known as ‘The Amazon Effect’. The Internet
shopping standard impacts supply chains in a
big way.
So far, however, there is no evidence that global
pallet usage is demonstrably on the decline.
Let’s wait to see what happens as Internet
shopping becomes more mainstream globally.
I believe we have even more interesting times
ahead.

Promtel Pty Ltd
p | 02 9933 8888
e | lynne.fisher@promtel.com.au
www.promtel.com.au
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Peter May,
Executive Officer,
CBD Sydney Chamber of Commerce

The Importance of Grants and What
They Can Mean To Your Business
All businesses, whether an established or new business, can potentially benefit from applying for grant
funding.

Where did it start?

Many granting organisations will also ask
for substantiation after the Grant has been
provided to ensure that the funds have been
used as originally intended. That’s only fair.

The CBD Sydney Chamber supports all
businesses by connecting, engaging and
supporting them through access to:
•
•
•
•
•

Key Speaker/Expert panels and meet ups
in partnership with Business Alliance NSW
Business and personal improvement
workshops
Access to training and education programs
Advocacy on business issues
Access to energy saving, legal and
workplace advice support and advice.

In addition, the Chamber can assist Member
businesses in understanding and applying for
Grants.
Grants come in many forms from a range of
different sources including both State and
Local Government, the banks and many others.
Each is generally for the specific purpose of
providing financial or ‘in-kind’ support to assist
SMEs grow, develop new ideas or launch new
products or services.
Many of these grants will require support
from partners and supporters – another area
where the CBD Sydney Chamber has provided
support for Members applying for Grants.
The Grants Landscape
Since the outbreak of the COVID-19 Pandemic
there has been a significant response from all
levels of government.
These include the NSW State Government’s
$10,000 Small Business Grant, the recently
announced Homebuilder Grant of up to
$25,000 to support small business by helping
eligible owner-occupiers get on with building
projects, the Create NSW grants for screen,
art and cultural sectors, and the small business
COVID-19 recovery grant worth up to $3,000
announced in July 2020.

20

BiziNet Magazine

#103

Deputy Lord Mayor, City of Sydney - Councillor Jess Scully
presenting at one of the Virtual Networking events by
Business Alliance NSW in collaboration with CBD Sydney
Chamber ( Photography by Michael Thompson, Instagram:
michael _ thompson _ photography )

And as part of the fourth annual NSW Small
Business Month to be held in October this year,
Councils and local chambers of commerce
across NSW are also being encouraged to
apply for up to $2,000 in grant funding to run
activities in their local communities.
Many local government bodies have been
equally active. For example, in the CBD, The
Council of the City of Sydney provides grants
on an ongoing basis in the form of business
support, innovation, knowledge exchange,
accommodation and festival and events
sponsorship grants. They have stepped up
even further during COVID-19 with provision
of an additional $70 million of additional Grant
funding to support local businesses.
Your Business May Benefit From These
Right Now
Most Grants are framed with either short and
long term benefits to the business, and the
local economy in general. They are looking
to create sustainable benefit that will assist
business owners take their hard work to the
next level.
Of course, all Grants have conditions of
eligibility and generally require some significant
effort in terms of completing applications. So,
you need to have a firm idea of what you are
asking for and how it will benefit your business.

And, of course, many of these grants are
provided on an ongoing basis - so if the
business is not successful the first time, there
is generally opportunity to get feedback and
to re-apply in future periods. The Chamber
recommends that reviewing and applying for
grants should be a part of any small businesses
ongoing strategy.
Membership Counts. Be A Member
This Chamber connects, engages and
supports businesses and people in business to
achieve the best possible outcome - whatever
the business conditions.
Right now, these are probably more difficult
than at any time in recent memories. By
providing access to clear information, business
support services, upskilling opportunities, the
roundtable specialist series and the Women
in Business Network, the Chamber can be a
valuable support in moving through the current
economic challenges.
That’s why Membership Counts.
Contact Peter May - Executive Officer CBD
Sydney Chamber on 02 9350 8103 or
0437 872 052.

cbdsydneychamber.com.au/why-join
Linkedin.com/company/cbdsydneychamber
Facebook.com/cbdsydneychamber
Instagram @cbdsydneychamber

Finger
Licking
Good
BiziNet
Web
Design

Modern Websites
Forms and Booking Facilities
Landing Pages and Sales Funnels
Shopping Carts
Online Credit Card Payments
Organic Search Engine Optimisation (SEO)
Custom Features

www.bizinetmedia.com.au
bizinet@bizinetmedia.net.au
1300 889 132
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Leonid Karlinskiy,
Australian Phone Company

Are You Benefiting from
the Use of Microsoft Teams
for Your Company?
In the last a few issues of BiziNet, we explained that it is important to have the right telephone system
for SMEs to boost efficiency. Today we will talk about the benefits where almost every organisation
already uses Microsoft office, but still maintains a standalone telephone system.

Microsoft is a very significant part of corporate
life providing (at the very least) Microsoft Office
to virtually every computer in the Enterprise
world. Employees of medium businesses and
enterprise companies use this software every
day to prepare documents, presentations and to
deliver internal and external projects. However,
telephone and office communications were
something different and standalone until now.
Microsoft Teams has recently seen massive
growth and currently has more than 75 million
daily active users. Judging by information
gathered from multiple sources, we, here in
Australia, are on second or third place in the
world for Microsoft Teams being used by
enterprise businesses. Microsoft Teams offers
a great set of tools at your fingertips to make
and receive calls from almost any device such
as office computer, smartphone or dedicated
office phone. You can instantly share files
straight from your Microsoft office applications,
schedule meetings with internal and external
customers, use online chat and much more…
People can work from the office, from their
home, or travel. As long as you have access to
your corporate Microsoft account you will be
connected to your telephony service as well.
However, a big number of organisations are
reluctant to consider migration of telephony
and unified communications to Microsoft
Teams due to a myriad of reasons.
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At the Australian Phone Company, we have
almost a decade of experience in voice
communications and we know better than
anyone else as to what is the most important
to business people today, and how we may
assist to setup Microsoft Teams functionality
in your Company. Let’s talk about some fears
of system administrators and IT Companies
which may prevent the migration of office
telephone to Microsoft Teams and how we may
put these at ease.
MS Calling Plans are limited and not
flexible: Yes, unfortunately Microsoft doesn’t
provide a big variety of phone plans. Unlimited
plans may be expensive per user or pay-asyou-go plans cannot be mixed with unlimited
or still have high cost per minute. And that is
exactly why you need us. We offer a variety
of phone plans fitting to any organisation’s
budget starting from zero per month and up
to unlimited with Australia and New Zealand
included calls. That is a unique opportunity
when the outstanding Microsoft Teams
functionality can be integrated with a cost
saving VoIP offering from Australian Phone
Company to help your Business. You will be
making and receiving internal and external calls
directly from Microsoft Teams apps or office
phones and we take care of the telephone
network interconnect.
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Teams fails short on advanced PBX
features: Microsoft are doing a great job
providing office communications, but you
may find that your ordinary call queue, or
IVR (Interactive Voice Response) menu is not
possible to use with the Teams at the moment.
And that is what we would like to assist you
with - all advanced Business PBX features
will still be provided by your current PBX or
by us, and we provide interconnect to Teams
to deliver voice to your staff. It is probably the
best synergy when traditional VoIP offers full
scope of Business features alongside with the
voice integration to Microsoft Office.
You cannot bring your own phone
numbers: Numbers porting portability is a
very well-defined process in Australia. However,
you still need to have relations and agreements
with every single carrier in the local market to be
able to do it. Porting may be different, it may be
simple Category-A port, complex from ISDN,
Line Hunts, etc. of Category-C or just specials
numbers for 1300/1800 Business numbers.
Downtime and errors are not acceptable here,
so who can process port of your organisation
better than a VoIP provider with 10 years of
local Australian experience? We have ported
thousands and thousands of numbers during
this period.

BIZINET TECH

It is hard to connect Teams or non-Teams
users: We note that it is nearly impossible to
do with standard Teams functionality without
building your own Session Border Controller.
However, when organisations are migrating
to a new system, especially with a few offices
across the Country – that is a must have
option. We are happy to offer you setup to BYO
PBX with Microsoft Teams and if you have a
standard SIP based telephone system in your
office – we will help you integrate it with Teams.
Your phone system settings will remain exactly
the same but phone calls will be arriving via
Teams.
Session Board Controller is expensive
and technical: It is true that for the majority of
organisations building their own interconnect
between Teams and Telephone Network is
not economically feasible . That is why we
are happy to offer our solution when your
organisation will be set up in minutes with
no additional hardware or software required.

Our Teams system uses Tier One Microsoft
Certified Partner with all equipment located in
the Microsoft Azure datacentre in the nearest
possible proximity to Teams services. You will
get the best possible experience form such a
setup when traffic never leaves Microsoft Azure
premises. As a bonus, your IT administrator will
get full control of this interconnect to add new
users, numbers, etc. without any tickets and
provider’s involvement.

Australian Phone Company currently operates
across five independent data centres across
Australia, and two of them are in Sydney,
where Microsoft Azure is located. That brings
the best possible experience for voice calls and
redundancy making sure that your Company is
always connected to the rest of the world.

porting and formulating the most efficient
strategy to update your office telephone
system. Microsoft Teams integration service is
offered with FREE 30-day trial to ensure that
you will get exactly what is required. Please
visit our website www.australianphone.com.au
or give us a call at 1800 APHONE to talk with
experts today.

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

We are happy to work with you to arrange a
step-by-step or overnight migration of your
current phone system, assist with number
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Grace Wong,
Connect Mobile Apps

Be Where Your
Customers Hang Out
We depend on our smartphones for so many things. So why aren’t you harnessing phone power to
promote your business?
Have you ever misplaced your mobile phone
or accidently left it at home? Most people feel
anxious while many feel lost because we rely
so heavily on our phones. In fact, last year, 91%
of Australians owned a smart phone and the
reason is simple. We use them for everything!
So as a business owner, what are your plans
to take advantage of Australia’s devotion to
smartphones?
“There’s an App for that!”
Specialist apps are still quite new for businesses
of all sizes but those that have invested in the
technology have found they quickly become
an essential way of life for their customers.
Apps also have the potential to generate more
sales at a lower cost to quickly cover the initial
investment.
Bank apps are a great example of how the
technology benefits both customers and the
business. We now expect to be able to do our
banking via our phones whenever we want to.
As a result, our bank is constantly with us to
provide the convenience and service we want,
at a lower cost for the bank.
Apps also work incredibly well for small and
medium sized businesses – yet many business
owners don’t explore the opportunity because
they fear the cost will be prohibitive. But that’s
not necessarily true… if you choose the right
app development team.
Marketing to customers has never been
so easy
There are all sorts of ways to engage with
customers including your website, social
media, email and various types of advertising.
However, nothing compares with the ability of
an app to spontaneously engage and service
your customers when they want to deal with
your business.
In fact apps give customers control of their
interactions with your business so they can
browse or purchase on the go or at any time of
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the day or night. This sort of interaction cannot
be achieved as easily on a website or social
media platform.
You can develop an app to:
1.

2.

3.

4.

5.

Provide a digital loyalty program so your
customers don’t need to carry a loyalty
card in their wallet or purse. This takes
advantage of the growing trend to use
smartphones to make payments.
Connect directly with your customers
by providing information, prices, search
features, booking forms, news feeds, user
accounts, etc.
Promote special deals, recognise the
customer’s upcoming birthday or wedding
anniversary, suggest specific products
to suit the season e.g. woollen coats on
the first cold day. Notifications like this
will constantly remind customers you are
there to help while their phone is in their
hand.
Provide a simple and secure way to
record customer details so you can build a
database to support your other marketing
activities.
Offer security in a COVID world by

providing a simple and cost effective way
to record customer visits to your business
if infection tracing is required.
Obtaining help to develop your own business
app will unlock new ways to promote and grow
your business. Best of all, early adoption of this
important technology will help you develop
a close and loyal customer base while your
competitors are asleep at the wheel.
Talk to a specialist small business app
developer
Since 2016, Grace Wong and her all Australian
team at Connect Mobile Apps have been
building apps that help small business grow. To
investigate the possibilities for your business,
contact Connect Mobile Apps.
Connect Mobile Apps
p | 1300 718 839
e | connect@connectmobileapps.com.au.
www.connectmobileapps.com.au

Order Online and Get FREE Delivery *
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:

10,000

$820

$998

$588

$785

$550

$720

15,000

$983

$1130

$752

$866

$683

$740

20,000

$1220

$1380

$860

$1010

$785

$850

booklets
calendars
posters
notepads

*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

bizinetprinting@bizinetprinting.com.au

www.bizinetprinting.com.au

Printing
1300 889 132
BiziNet Magazine
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The Little Things That Help Your
Business Attract New Customers
Businesses are always looking for ways to gain more customers, and that has never been truer than
now given the current economic situation. Without well-defined objectives and a well-planned
marketing strategy, it can be a challenging task.
What business owners need to know is it
all starts with defining your business goals,
reviewing who you are as a brand, and
what strategies are most suitable to employ
when it comes to acquiring new customers
and sustaining the ones you have. In short,
businesses need to be open to improving their
sales and marketing sector for their company
to grow. There are no shortcuts when it
comes to attracting, converting, and retaining
customers. However, there are little ways to
make your business more visible to potential
customers.
Improve Social Media Presence
During the past couple of months, there has
been more social media activity than ever
before. Business owners need to capitalise on
this to ensure you are increasing your reach
to potential customers. Make sure your social
media profiles are fully completed as this
improves the visibility of your accounts making
it more reachable by potential customers.
Another way to improve your social media
footprint is by simply adding your business
name, business website, location, and contact
information. Make it as easy as possible for
customers to find you and contact you.
Engage with Loyal Customers
Engaging with your customers is also another
way of attracting new ones. When you increase
engagement by interacting with your existing
customers via social media, you become
more personable as a business. Through
these positive interactions, your existing
customers are more likely to spread these
positive experiences to those around them,
which potentially lead you to more customers.
When customers feel valued, the more they are
inclined to share your business to their circle. It
is all about giving your customers a reason to
market your business and enable them to do
the work by encouraging and motivating your
customers.
Partner with Local Business Partners
Partnering with local businesses allows you
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to expand your reach when you allow your
respective customer bases to interact and
naturally take interest in each other’s offerings.
It is all about choosing the right businesses
to network with. Consider nearby businesses
with a relatively related target audience. For
example, if you are running your own flower
shop, you may want to consider partnering
with bridal stores or cake shops that may
require fresh flowers for their own client base.
Collaborating with local businesses is a great
way to solidify your brand and allow you to
attract new customers.
Reward your Customers
Having a good customer loyalty rewards
program is a surefire way to attract new
customers. When you incentivise your
customers, they will become more motivated
to refer you. The discounts and rewards that
they enjoy can trigger their interest and enable
them to act. Just like Bartercard, members
get exclusive offers and lifestyle benefits
that provide great opportunities and deals
through its bRewards program. It is all about
sharing your benefits with loyal customers and
allowing them to speak highly about your own

#103

company and make referrals.
Time to devise a plan and attract more
customers
The more customers you attract and convert,
the more sales and more growth for your
business. Remember, attracting customers
is only the first step. You have the engage,
interact, and retain customers if you want
to keep the momentum. Be open, and test
out the different marketing strategies, apply
and develop the most suitable one that will
inevitably increase the number of your loyal
customers.

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

BUILD
BUSINESS
CONTACTS
ARE YOU LOOKING TO INCREASE
YOUR NETWORK?
KEEN FOR MORE
CUSTOMERS?

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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Roger Amir,
Director, Mitronics Corporation

3 Surprising Benefits
of a Managed Print
Service
Reliable managed print services can help reduce printing costs, maintain the quality of your printing,
and create the potential for future savings. Many businesses are unaware of how much their yearly
printing bill is, but on average, printing costs for most companies can reach up to 6% of their annual
revenue.
Here are just a few of the benefits your company
will appreciate when using a managed print
service.
1. There is good range of options
available
Managed print services are customised to
suit the organisation’s printing needs. An
assessment is first made to determine what
printing infrastructure is already in place.
For a lot of companies, the results of the survey
are a source of surprise. Most companies have
little idea about what their printing costs are for
the year. A detailed assessment reveals their
needs and helps to find wasteful areas which
can be eliminated.
2. Better control overprint costs
A managed print service creates a predictable
level of costs. A standard monthly fee is agreed
to by both parties. When old equipment needs
to be replaced with new, the balance sheet
does not take a massive hit because the
monthly payments remain the same.
Other cost benefits include always having an
adequate supply of consumables on hand.
Storing excessive amounts of consumables
leads to wastage and extra expense, while not
having enough can hold up projects and annoy
clients.
3. Hardware management is easier
Large organisations which don’t have a handle
on their printing arrangements can have
thousands of dollars tied up in non-essential
printing equipment.
Managed print services ensure a business only
has what they need to create a more efficient
office space. The cost savings can add up
when you include the cost of electricity on top
of a reduced level of ink and toner cartridges.
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Printers wear out and can be a massive drain
on resources when it comes time to replace
them. A managed print service means that a
business can always take advantage of the
latest technology without impacting their cash
flow.
As old machines breakdown or useful features
become available in new models, a managed
print solution will ensure the upgrades happen
regularly.

Mitronics Corporation is Australia’s largest
vendor independent specialist of multifunction
devices, printers, and software solutions
designed to save time and increase
productivity, improving your bottom line. We
are proudly Australian owned and operating
since 1994. Through our tailored solutions we
assist companies with improving profitability
with cost reduction strategies, we help with
the security and privacy of their documents,
we show them how they can improve the
productivity of their employees, and through
our new technology systems we show them

innovative ways that they can achieve both
revenue growth and expense reduction.
Mitronics are experts in creating customised
managed print solutions for all types and sizes
of businesses. Contact us today on 1300 207
122 or visit www.mitronics.com.au to organise
a detailed printing audit and find out how you
can reduce your printing costs and improve
efficiency.

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

2020 Special!
Our Gift to You!
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!

BiziNet Magazine

Terms
& Conditions
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offer.2019.
* *Terms
& Conditions
apply.apply.
Valid until
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Daniel Moisyeyev, B.IT
BiziNet Media

Is there Room in the Digital
World for Your Business?
The COVID-19 pandemic has caused rapid changes in consumer behaviour across virtually
every industry – and the predominant effect is that the focus of the consumer has shifted to digital
experiences and transactions. This has put many business owners into a situation where their
livelihood is at stake – facing an “adapt or die” scenario. For many unfortunate businesses the “adapt”
part is not feasible as their services rely on face-to-face experiences and there is little room for
change. But for others, they may have the luxury of the opportunity to transform their operations and to
save their businesses before government support runs out.
There is a multitude of issues that can make the
leap to (purely) digital operations a very tricky
ordeal.
The psychological and behavioural factors that
guide your customers are the most critical. A
common scenario is that perfectly sensible
business activities that work well and operate
at a profit in the real world simply can not be
monetised online no matter how much time and
money you throw at the problem. The reverse
is also often true: some business propositions
work much better digitally as they incur less
overheads for operators and allow for greater
flexibility.
The first step is to identify where your business
stands and if there is indeed potential to thrive
online.
For certain types of businesses such as
travel agents (and, unfortunately, most of the
tourism industry and many others) the entire
discussion about the benefit of a successful
online presence is moot - as they technically
no longer have a product or service to sell in
the current environment.
A quick and simple way to find out where the
potential of your business in the digital space
lies is to have a look at your largest, most
successful and active competitors – is it just
your business that is a bit behind with digital
developments, or is your entire industry not
quite thriving in the digital world? You need
to identify some sort of an end game as a
goal, otherwise you may end up investing a
lot of funds into a project that will never have
a positive return on investment. It is very easy
to throw money into the digital space for no
tangible benefit.
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When it comes to technical issues, these
are generally easily resolved given there are
sufficient resources to invest. It is simply a
matter of choosing the right company with
experience to develop your digital project.

“There is a huge
difference between a
digital presence that
functions to serve as an
extension to a business
and a digital presence
that is the actual
business in itself."
Where do you currently stand?
Most companies already have some sort of
an online presence - now is the time to do a
comprehensive analysis as to where your
business actually stands.

shop and purchase your products? Or does
your business rely on walk-in traffic, and your
online facilities exist solely to keep in touch
with your existing customers?
It is very much possible to be in a situation
where the majority of your business comes
from the digital space, but due to the fact that
most of your interactions eventually occur in
the real world, you do not have a clear picture
as to where your customers actually come
from.
A business can also be in what seems like an
unusual (but common) situation, where your
leads are generated online but sales are closed
because of a personal factor – for example,
due to the business owner presenting well
and thus building trust and confidence when
dealing with potential clients.
In order to be truly successful online, you
will need to build a system by which the
sales process is completely detached and
impersonal. That means that your website will
need to become the salesman and that is no
easy task.
Selling Goods: Race to the Bottom

A key factor is that there is a huge difference
between a digital presence that functions to
serve as an extension to a business and a
digital presence that is the actual business in
itself.
A quick way to gauge the situation is to identify
where the majority of your sales take place, as
well as from where the majority of sales come
from. Is your business in a situation where most
of your enquiries come from online sources,
and only after this do customers come to your

When it comes to selling goods online, the
primary issue that businesses face is that it's
a race to the bottom. The technical component
to selling goods online is quite simple: you
just need an online store and some digital
marketing to get going.
If your business sells common consumer
goods that are widely available (e.g. power
tools, gym equipment, clothing, etc) and relies
on local customers and good old fashioned

service, there is a big problem with going fully
digital. If you intend to sell common products,
you will be competing against companies
(often fully operated from overseas (!)) with
largely automated systems and operations
that earn tiny profit margins – or even, in some
cases, operate at a loss to force competitors
out of buisness and thus gain market share.
This is what is known as the “race to the
bottom” and it always results in a profit margin
of zero. It is virtually impossible for a “mom and
pop” business owner to win in these price wars
and its best to formulate a strategy to avoid this
particular aspect altogether.
The one way to sell online successfully is by
offering niche products that are not widely
available. This enables some sort of a profit
margin, but take note: your success will
eventually be noticed and someone else will try
to sell what you are selling.
You will definitely have a distinct advantage
if you have a proprietary technology, a
trademarked brand or some kind of a
licensing system for your products that limits
competition. The primary focus needs to be on
the quality of your goods, your reputation and
on your brand – not on price.
Selling Services: Everything Online is
FREE
When it comes to selling services online, this a

reference to to businesses that offer some sort
of a digital platform at a subscription cost (e.g.
cloud services, media subscriptions, software
as a service etc). If your business is one that
provides an actual face-to-face service, all you
can do is develop a good online marketing
strategy by investing in a decent website,
search engine optimisation (SEO) or paid
search engine marketing (SEM), and social
media if applicable – you just need to focus on
working out a decent digital marketing strategy
using the tools available.
However, if your business is actually looking
to find customers to pay for some kind of a
digital service, you are looking at facing a big
problem: a universal perception that online
services should be free of charge. For example,
the reason why newspaper publishers have
not been able to shift and thrive online is not
because the owners are dinosaurs that haven’t
yet figured out that they can hire a developers to
develop a website that publishes news content
and offers a popup where you can enter your
credit card details to pay for subscription - it's
quite more complex than that.
The real issue is that the years of conditioning
that online content and services should be
“free” has built an environment where it’s simply
not possible to charge for certain services due
to perceptions. If you are looking to transform
your business into one that offers paid online
services, you will be facing a battle with such
a steep hill that you will likely never get off the

ground (as harsh as that sounds). This is why
“start-ups” have such a high failure rate and
even if they are successful, they often end up
perpetually operating on cash injections from
investors rather than actual revenue generated
from clients. They generally follow a completely
different operational model (funding rounds,
exit plans, IPO, etc.) that has virtually nothing to
do with how traditional businesses operate.

If you are interested to discuss how to make
your business work online, please get in
touch with us. We have plenty of experience
running a variety of online projects and have
the necessary technical expertise to build a
custom digital solution for your business.
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BUSINESS COMMUNITY

Introducing New Business
Alliance NSW Members
Australian Phone Company
Australian Phone Company provides geo-redundant VoIP services to Australian Businesses customers
offering Business Grade Cloud PBX solution and SIP Trunking terminations for every day office
telephone communications.
Caterez
Caterez is an Australian family owned and operated business with solid experience in the catering and
café industry. Since its formation in 2004, Caterez has provided total in-house corporate hospitality
solutions for major clients such as Channel 9, ResMed, Woolworths, Wyeth, Nestle, Endeavour Energy,
Challenger, Australian Catholic University and Sydney Trains.
Caterez are industry leaders in offering dynamic solutions to all catering and café management
requirements – this solution enables our clients to manage their own business more effectively.
Coutts
For over 60 years, Coutts has gained an enviable and leading reputation for excellence in sales, leasing
and management of Commercial, Industrial and Retail Real Estate. Coutts reputation is based on an
unequalled standard of professional integrity, born out in alliances developed with clients, characterised
by excellence, trust, honesty, flexibility, satisfaction and co-operation at all levels.
With offices in Norwest, Penrith, Wetherill Park & Arndell Park, if you are looking for business premises
for purchase or lease or an investment, Coutts are sure to have the property for you.
JCL Legal
JCL Legal is a legal practice which assists people and businesses retain and protect their wealth, with
practical and cost-effective advice. In the personal sphere, assets are protected through appropriately
drafted wills, binding financial agreements, consent orders, powers of attorney, enduring guardianships,
conveyancing and probate. We ensure that any agreement reflects your needs and wishes. We work
with businesses in drafting trading agreements, deeds of agreements, leases, property contracts,
business contracts and debt recovery both here and in China. We have achieved extensive success
for our clients in the courts and tribunals.
Coraggio
“Coraggio peer-to-peer mentoring offers business leaders a secure and confidential environment to
challenge new ideas and share concerns with neutral parties who are committed and accountable to
one another."
The Community Resource Network Inc
The Community Resource Network Inc (CRN) was established in 1981 to collectively advocate for the
community of Chifley and Greenway and support the community sector organisations that supported
that community. In keeping with the historical intention, CRN today maintains a drive for social justice
and equity, particularly for the indigenous communities, the vulnerable and disadvantaged.
Marcus Whelan Psychology
Marcus Whelan Psychology provides psychology coaching and consultation services to Managers,
Executives and SME owners. They provide evidence-based services for better mental health in the
workplace and coaching psychology programs grounded in positive psychology for individuals and
businesses. Marcus Whelan Psychology’s mission is to empower their clients to become their own
psychologist and have more focus, be more connected and live happier balanced lives.
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Your flyers delivered directly to businesses
in Norwest Business Park, Macquarie
Business Park + Lane Cove West

Norwest Business Park
Macquarie Business Park
Lane Cove West
Sydney CBD
BiziNet Pty Ltd
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ACCOUNTING

BUSINESS SUPPORT

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

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

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

HR

1300 889 132
BusinessAllianceNSW.com.au

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

Foundational Business Centre
1300 765 249
Suite 208, A-LB, 29 Main Street
Rouse Hill Town Centre, Rouse Hill

INSOLVENCY

CAFES

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

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

BUSINESS SUPPORT

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

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

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

CBD Sydney Chamber
02 9350 8103
Level 23, 45 Clarence Street,
Sydney NSW 2000

www.cbdsydneychamber.com.au

COMMUNITY SERVICES

Coraggio Pty Ltd
1300 899 006
Level 1, 24 Young Street,
Neutral Bay NSW 2089

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

www.coraggio.com.au

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

Jones Partners Insolvency &
Business Recovery - 02 9894 9966
Level 13, 189 Kent Street
Sydney NSW 2000
www.jonespartners.net.au
IT
Smoothstream Business
Intelligence
02 9871 4484
www.smoothstream.com.au
LAW

Etienne Lawyers
02 8845 2400
Level 57 MLC Centre,
19-29 Martin Place Sydney NSW
www.etiennelawyers.com
JCL Legal
02 8215 1588
Level 8 65 York Street,
Sydney NSW 2000
www.jcllegal.com.au
MOBILE APPS
Connect Mobile Apps
1300 718 839
We create smart, innovative and highly
effective apps
connectmobileapps.com.au
OFFICE FITOUTS

GOLF CLUBS

02 9952 8498

riversidechamber.com.au

BiziNet Magazine

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

www.foundationalbusinesscentre.com.au

BANKING
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HEALTH

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

#103

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

BiziNetwork
PETS
Kellyville Pets
02 9629 3282
1-15 Millcroft Way
Beaumont Hills NSW 2155
www.kellyvillepets.com.au
PRINTING EQUIPMENT
Mitronics Corporation
02 8878 1000
Printers - Copiers – Supplies
www.mitronics.com.au

PRINTING
BiziNet Pty Ltd
1300 889 132
www.bizinetmedia.com.au
PSYCHOLOGY
Marcus Whelan Psychology
0413 183 169
Psychology, Consulting, Coaching
mbwhelan@bigpond.com
REAL ESTATE

PROMOTIONAL

Coutts
0466 340 571
5.10/12 Century Circuit
Norwest NSW 2153
www.coutts.com.au

TRANSPORT
Stryder Inc
02 9816 5000
6 Victoria Rd
Henley NSW
www.stryder.org.au
WAREHOUSING
Promtel
02 9933 8888
Unit 2, 42 Carrington Rd
Castle Hill NSW 2154
www.promtel.com.au
WEB DESIGN
BiziNet Pty Ltd
1300 889 132
www.bizinetmedia.com.au

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

List Your Business in
BiziNet Magazine

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

PRINTING

ORDER ONLINE
& GET INDUSTRY

PRICES
1300 889 132

BIZINETPRINTING.COM.AU
BiziNet Magazine
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B2B MEDIA PLATFORM
BUSINESS MARKETING
BUSINESS EXPOSURE
CUSTOMER ACQUISITION
BUSINESS ALLIANCES
LEAD GENERATION

www.bizinet.com.au
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