SYDNEY - ISSUE #104 | 2020

TEMPORARY RELIEF
MEASURES FOR
FINANCIALLY
DISTRESSED
BUSINESSES
EXTENDED - PROCEED
WITH CAUTION
PAGE 12

COMMERCIAL
LEASING –
THE LEGAL
HURDLES AND
SOLUTIONS
PAGE 18

WHAT MAKES A
WELL-PREPARED
SHIPMENT?
PAGE 20

Besa Deda, Chief Economist
Hans Kunnen, Senior Economist
St.George Banking Group

IT’S A STRANGE

RECESSION
BiziNetTM Magazine

#104

1

SUPPORT PARTNERS

TM

Connecting SMEs & Large Enterprises

Editor and Publisher:
Dmitry Greku
Cover Story
Besa Deda
Hans Kunnen

Thank You to Our
Supporters
Gold Members

Alliance Partners

Contributing Writers:
Bruce Gleeson
Steven Brown
Paul Sweeney
Paul McKenzie
Lynne Fisher
Roger Amir
Leonid Karlinskiy
Daniel Moisyeyev
Jeffrey Choy
Bernard Kassab
Kate Keane
Art Director:
Svetlana Greku
Cover Design:
Elvira Cherry
Executive Officer:
Daniel Moisyeyev

Preferred Suppliers

BiziNetTM Magazine is published by
BiziNet Pty Ltd
ABN: 76 620 577 184
www.bizinet.net.au
Postal Address:
PO Box 37
North Ryde BC NSW 1670 Australia
Advertising Enquiries:
p | 1300 889 132
e | bizinet@bizinet.net.au
w | www.bizinet.net.au

Venue Partners

Issue #104 released October 2020
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.

2

BiziNetTM Magazine

#104

Contents
Cover Story

8

IT’S A STRANGE RECESSION
Besa Deda, Chief Economist and
Hans Kunnen, Senior Economist
St.George Banking Group

Regulars

12

BUSINESS ADVICE

Temporary Relief Measures for
Financially Distressed Businesses
Extended - Proceed with Caution
Bruce Gleeson, Jones Partners Insolvency &
Business Recovery

14

Protection of Personal Assets from
Business Problems
Steven Brown, Etienne Lawyers

16

Business Advice to Help You Survive
and Thrive

18

Commercial Leasing – the Legal
Hurdles and Solutions

20
26

Paul Sweeney, Pretium Solutions

Paul McKenzie, ABS Conveyancing

What Makes a Well-Prepared
Shipment?
Lynne Fisher, Promtel Pty Ltd

BIZINET TECH

Have You Tried Push-To-Talk Over
Mobile Yet?
Leonid Karlinskiy, Australian Phone Company

28

Why Digitisation Of Documents Is
Important For Your Business, And How
You Can Eliminate Lengthy Manual
Processes
Roger Amir, Mitronics Corporation

30

Feature

22

Taking the CBD Heartbeat During
COVID-19

24

Why You Should Have a Customer
Loyalty Program

32

Giving Your Brand Reach a Greater
Voice and Exposure Whilst Relating It to
Corporate Social Responsibility

Peter May, CBD Sydney Chamber of
Commerce

Bartercard Australia

Stryder

BiziNetTM Digital @
issue-104.bizinet.net.au

@
@

Constructive Trusts and Foreign Beneficiaries
Jeffrey Choy, JCL Legal

@
@

Is Posture Important?
Kat Keane, ANSW Health Educator

How to Choose the Right CRM for Your
Businesses
Bernard Kassab, Ucidity

Small Business Tax Concessions
Leo Colgar, Bright Accounting and Taxation
Services

Cybersecurity for Business is Now a
Critical Issue (part 1)
Daniel Moisyeyev, BiziNet Pty Ltd
BiziNetTM Magazine

#104

3

4

BiziNetTM Magazine

#104

oin

oin
BiziNetTM Magazine

#104

5

Introducing
Our Contributors

Bruce Gleeson

Paul Sweeney

Lynne Fisher

Steven Brown

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.

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.

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

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

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.

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

Paul Sweeney
p | 02 9135 8450

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

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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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
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BIZINET MARKET UPDATE

Setting the Scene
This recession is unique. It was brought on
by government policy. It’s been softened by
government policy and the recovery will be
led by government policy.
COVID-19 required a strong response. It
got one. Not all agreed with various the
restrictions, but when the guidelines were
followed, COVID cases declined.
Saving lives and preventing the health
system from being overwhelmed (as
happened in Italy and the United States)
were the government’s priorities as a Human
Biosecurity Emergency was declared.

depression, it is serious and painful.

waters’ – a fact acknowledged by the
Australian Bureau of Statistics and the
government.

Softening the blow – part 1
Business failures and job losses could
have reached depression proportions if
not for swift new government policies.
Key measures such as the Cash Boost
for Employers and JobKeeper kept some
businesses afloat and prevented the official
unemployment numbers from rising above
10%. Unemployment reached 20% during
the 1930s depression, rising above 30% in
some sections of the workforce.
The official unemployment numbers are
rising but JobKeeper is ‘muddying the

JobKeeper served two purposes. It directly
assisted businesses and it pumped billions
of dollars into the economy. Government
policy had strangled demand with one hand
and then gave out dollars with the other.
Stimulus measures such as JobKeeper
played a part in softening the blow on the
economy.
As COVID-19 lingered, it became apparent
that the original September 2020 end
date for JobKeeper would lead to a

IT’S A STRANGE

RECESSION
We have seen and felt the severe economic
and social consequences of the lockdowns
and restrictions. The brakes were slammed
on demand. Businesses closed and
hundreds of thousands of people lost their
jobs.
Spending did not come to a nation-wide
standstill but for many businesses, revenue
fell to zero. For some, that is still the case
today.
In the March quarter of 2020, the national
economy contracted just 0.3% but in the
June quarter it shrank a massive 7.0%,
the largest quarterly decline on record.
State final demand in NSW fell 9.1%, also
the largest decline on record. While not a
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NSW Unemployment Rate
(per sent)

rate environment, don’t. When
interest rates do eventually rise, it
will be a sign that we have moved
beyond recovery to real growth.
But don’t hold your breath.
The RBA has also provided cheap
credit to the banking system. The
aim here is to ensure that those
small to medium enterprises that
are viable under more normal
business conditions, will be able
to access credit. Billions of dollars
have been drawn down by the
banking sector, so the business
sector is not facing a credit
crunch.

collapse in employment and a sharp rise in
unemployment. As such, the government
has extended the JobKeeper program until
March 2021.
It remains to be seen what impact the lower
payments under JobKeeper and JobSeeker
will have on the broader economy. At first
blush, any reduction in payments seems
likely to lead to a reduction in overall
demand. At the same time, the government
will be hoping that, as restrictions are lifted,
private demand will pick up as business get
back to business. Time will tell.
State governments have also played their
part. State border closures have had an
enormous negative impact while grants, tax
relief and industry packages have attempted
to ease the pain. Rent relief provided relief
for some but pain for others.
All business owners should investigate
what government support is available.
Where appropriate, they should be looking
for new work emerging from fast-tracked
infrastructure projects – both large and
small.

Softening the blow – part 2
State and federal government assistance has
been essential in preventing a depression,
but other actors have also played their part.
The Reserve Bank of Australia (RBA) cut
interest rates to their lowest rate ever. It also
indicated that interest rates will remain at
these ultra low levels for the next few years.
If you were worried about a rising interest
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The RBA has hinted that it could
reduce its cash rate below 0.25%.
It could also reduce its 0.25% target for
three-year bond yields or even move along
the yield curve by targeting five-year or
ten-year bond yields. Such moves would
add certainty to the interest rate outlook
for a longer period. It could also see the
Australian dollar move lower thus boosting
exports via increased competitiveness.

Painful Policies
Social distancing is crimping the productive
capacity of business capital. Many cafés,
bars, restaurants, and event venues cannot
generate sufficient revenue from a smaller
number of patrons to cover their outgoings.
Interstate border closures are hurting small
businesses that rely on interstate traffic.
School holiday tourism is the lifeblood for
many businesses, but the tourniquet of
border closures is preventing that blood
from flowing. Businesses owners, their
families, their employees, and their suppliers
are suffering.
International border closures have stopped
the spread of COVID-19. However, Sydney,
as an international tourist destination, relies
on the income that tourists generate. The
multi-lingual bustle of Sydney’s tourist hot
spots has fallen silent and for many, the
clock is ticking on business survival.
Compliance and cleaning are adding to
costs. COVID Marshalls, COVID-safe
business plans, COVID cleaning products,
COVID banners, COVID signs and COVID
cleaning staff all add to overheads. With
little foot traffic, many small retail businesses

have shut up shop. It is all too much.
Stress levels are high and, in some cases,
dangerously so.
The end of restrictions cannot come soon
enough but no-one wants a repeat of the
Victorian experience. Britain also serves
as an example of what might happen if
restrictions are lifted too soon. That hurts,
but relaxation followed by retightening
would be worse.

Sounding brighter notes
For NSW, it appears the worst is behind us.
That does not mean current conditions are
good. Many businesses remain on the brink
of collapse and the unemployment rate is
already uncomfortably high.
COVID-19 cases in NSW have dropped.
The initial restrictions on mobility have
been lifted and non-essential services are
operating again.
Examples of improvement include a pickup in job numbers and increases in the
movement of people. In June and July
137,600 jobs were created. That doesn’t
balance the 269,300 jobs lost in April
and May, but it’s a start. JobKeeper and
COVID-19 are playing havoc with the
unemployment statistics, but job growth,
however measured, is better than further job
losses.
Google measures the movements of people
in NSW via its various apps. It then provides
daily updates on it’s mobility measures.
On a seven-day trend basis, visits to retail
and recreation venues in mid-September
are around 11% below their level in midFebruary. At its worst, movements were
almost 50% below their February level.

BIZINET MARKET UPDATE

While one might question the numbers, the
trend is clear. People are getting out and
about in NSW, but still at a reduced level. A
recovery in activity is underway.
The race for finding a COVID-19 vaccine is
on. At the time of writing there were nine
groups around the world that have begun
phase three testing of vaccines. Phase three
is where large scale trials on thousands of
people take place.
Phase three tests can take up to 18 months
to two years to complete. Vaccines must
be safe and effective before they can be
released to the public. No short-cuts can be
taken, and the major players have signed a
commitment that they will not bow to public
or political pressures that might tempt
them to short-circuit standard medical and
scientific processes. Poorly tested vaccines
could end up being more deadly than the
virus itself. That must not happen.
A further 24 groups at earlier stages of
clinical evaluation (testing on humans) and
145 groups are at the preclinical stage.
Billions of dollars are being thrown at the
search for a vaccine and signs are hopeful,
but we cannot get ahead of ourselves.
Despite over three decades of effort, no
vaccine has been found for HIV/AIDS.

What does it mean for business?
Patience, planning and pleading will be
required by businesses over the next few
months.
Why patience? Because a vaccine or cure
for COVID-19 will not emerge this week or
next. We will simply have to make do with
what we have today. Sadly, that could lead
to business failures.

COVID-19 policy. Witness the recent
changes in Victoria. Hopefully, NSW
businesses will not require that scale of
assistance, but some might. It may be worth
making your concerns known to your local
member of parliament if you haven’t already
done so.
New sets of business focused policies
are likely to flow out of the 6 October
Commonwealth Budget. The government
recognises that businesses create jobs so
further measures are expected.
Thankfully, the government has not hesitated
in its decision to take on substantially more
debt. Support measures do not come
cheaply, and government debt is rising
rapidly. This should not be a matter of great
concern. Our initial debt levels were low
when the pandemic broke and even after
adding the costs of current policies, our debt
levels and servicing costs as a proportion
national income will still below most other
advanced economies.
The interest rate for long-term borrowing by
the government is below 1%. It will receive
a far better return than that in terms of tax
revenue if the funds are applied to activity
within the Australian economy. Even though
government revenues have fallen, the
interest bill should be well with our capacity
to pay. Debt servicing should not pose a
problem.
Depending upon health outcomes and
recent trends, a reopening of state borders
is a clear possibility. With better definitions
of ‘hot spots’, restrictions could be more
targeted leaving larger parts of the States

open for business.
Opening our international borders remains
problematic, but nations that have COVID-19
‘under control’ might well set up links with
Australia. New Zealand comes to mind and
it is one of our largest trading partners. Both
nations want to rebuild their economies
but at present a State by State reopening
of links with New Zealand appear to be
being resisted by Australia which apparently
prefers a whole-of-nation approach. But
times, viewpoints and policies change.
Sometimes they need a nudge.
Not all businesses are on the brink. Some
have thrived and many have adapted and
are finding new directions. These businesses
need encouragement while those whose
doors remain shut or only partly open will
require targeted assistance.

Summary
This is the worst recession since the Great
Depression. It has severely dented business
activity and confidence. Recovery will take
time and full recovery will not occur until
a vaccine or effective treatment is found.
Till then, government policies will soften
the blows as businesses adjust to the new
environment.
It will remain important for the business
community to use its voice to let governments
know what it reasonably requires to lift
employment and restore the economy to its
pre-COVID-19 levels of activity.

Survival will take planning. With changes to
JobKeeper, what adjustments will you have
to make? Do you have access to credit if
things get tight? If you must release staff,
who goes first? What other avenues of
income could your business try? How are
your debtors and creditors traveling? Do
you need to see your banker?
You know your business better than anyone
else. You know what it needs but if all else
fails, phone a friend and get help.
Things are moving fast in the world of
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Bruce Gleeson, FCA, FCPA, RITF
Principal, Jones Partners Insolvency &
Business Recovery

Temporary Relief Measures for
Financially Distressed Businesses
Extended - Proceed with Caution
The Federal Government announced on 7 September 2020 a further extension to 31 December 2020 of
temporary relief measures that were previously set to expire on 24 September 2020. Curiously, such
measures were announced within 24 hours after the Victorian Premier extended the stage 4 lockdown
timeline until 26 October 2020. But where does this leave businesses at the end of it? There are
differing views.
Whilst moratoriums provide much needed
breathing space for businesses, debt
nonetheless continues to accumulate.
Therefore, does this ultimately leave
businesses in a better position? It is a finely
balanced argument, because a period of time
was needed for the Governments to respond
to the crisis during the early phases. However, I
would argue that any further extensions beyond
31 December 2020 and in the absence of a
significant second wave will have unintended
consequences.
Firstly, what were the initial temporary relief
measures?
i. A temporary increase in both the threshold
from $2,000 to $20,000 by which creditors
can issue a Statutory Demand on a company
and the time a company has to respond to a
Statutory Demand received from 21 days to 6
months.

It is interesting to note the words “prevent a
further wave” when looking at the appointment
statistics produced by the Australian
Securities & Investments Commission (ASIC)
[for corporate insolvencies] and Australian
Financial Security Authority (AFSA) [for personal
insolvencies]. When reviewing the statistics the
following points can be made:
1. There hasn’t been a wave of reported
failures during Covid 19 if you determine this
with reference to the statistics? However,
the pipeline is continuing to build the longer
extensions are continued.
2. ASIC statistics as at FY20 reveal the total
number of external administrations has
dropped to a level not seen since 2004. And
remember this only takes into account a
decrease in external administrations effectively
in the fourth (4th) quarter of FY20.

iii. Temporary relief for directors from a personal
liability for trading whilst insolvent during the 6
months period up to 24 September 2020.

Based on ASIC weekly statistics during the
period 31 March 2020 to 26 August 2020,
the number of external administrations has
decreased on average by approximately 50%
when compared to the same time last year.
Given the recent extensions announced, it is
very conceivable that this decrease will at least
be maintained and could possibly get larger
into FY21 before contracting in FY22 when it
is likely that the external administrations will
increase significantly.

The above measures were implemented so
that businesses were not unnecessarily pushed
into insolvency (for example liquidation) during
the pandemic. The recent announcement
extending the above three (3) measures until
31 December 2020 stated:

3. AFSA statistics reveal that for the June
2020 quarter, personal insolvencies were
approximately 35% lower than the prior year
period. Relevantly bankruptcy numbers in the
June 2020 quarter were at their lowest level
since the March 1990 quarter!

“These changes will help to prevent a further
wave of failures before businesses have had
the opportunity to recover.”

During the period 1 July 2020 to 23 August
2020 personal insolvency rates have decreased
approximately 47% when compared to the

ii. A temporary increase in both the threshold
for a creditor to initiate bankruptcy proceedings
against an individual from $5,000 to $20,000
and the time period for an individual to respond
to a Bankruptcy Notice received from 21 days
to 6 months.
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same prior year period. Again with extensions
in place until the end of the calendar I believe
it is very likely that such declined will be
maintained.
4. In summary, during COVID-19 both
corporate and personal insolvency volumes
have decreased by about 50% when compared
to the prior year. And in case you are wondering
2019 was not a high-volume year. Accordingly, I
don’t believe that the numbers actually support
the comment made in the release because
there has not been a wave failures.
However, the longer the can is kicked down the
road and there is a forced slow down on the
effective circulation of capital, there will be a
catch up in corporate and personal insolvency
levels. This is something accountants and
business advisors need to be actively
evaluating with their clients by ensuring that
financial assessments are ongoing and also
where required that other professional advice
is obtained as early as possible. I have outlined
below some key considerations:
a. For every debtor, there is a creditor. For
example, your client. Whilst moratoriums/
extensions have been worthwhile and with
specific focus on what business your client is
in, have they looked at:
•

•

The current debtors ledger by individual
debtor – particularly corporates and the
realisability of amounts owed? Which of
their debtors may not be able to pay and
how are they going to avoid potentially
getting caught as an unpaid creditor over
the next 12 months? I have previously
written about the rise in the number of
zombie companies.
The terms upon which they will trade with
debtors over the next 12 months.

BUSINESS ADVICE
•

In a recent report by joint report, Creditor
Watch confirmed that payment times have
risen exorbitantly. This is relevant because
many small businesses only have cash
reserves in normal times of about six (6)
weeks. And whilst actual defaults may
have declined, it is unlikely that this is a
true representation of reality. The joint
report also remarked feedback from some
debtors “don’t even call me about debts,
because the government has said I don’t
need to pay them”.

•

•
•

Businesses that may be insolvent
presently but will survive as we move out
of this pandemic; or
Businesses that know they are insolvent
and are in a form of denial; or
Businesses that are somewhat unaware of
their true financial position.

c. Are they factoring in the recommencement
of debt facility payments again?

Perhaps it is worth looking at which scenario
your client/s may be in and whether it is
appropriate to seek some reassurance! It is
also important to appreciate that insofar as
the temporary protection for insolvent trading
is concerned, there are of course no reported
cases or commentary as to the level of such
protection that may exist when a company
is placed into liquidation outside of the
moratorium period as yet!

d. Have they kept up to date with Australian
Taxation Office (ATO) lodgements during
COVID-19? Whilst the ATO has indicated it
will temporarily withhold enforcement actions
regarding Director Penalty Notices exposures this is not a reason to become complacent with
reporting on time at a minimum. What is the
level of the ATO debts – does a payment plan
need to be considered now or into the future.

There will undoubtedly be some businesses that
will require some form of external administration
(such as voluntary administration or voluntary
liquidation) due to the sole impact that COVID19 has caused. For other businesses, perhaps
COVID-19 has also magnified the financial
stress they were in some level of pre-COVID19. Regardless, it is critically important that
business owners reach out and get help

b. Are they undertaking ongoing cashflow
modelling given realistic revenue assumptions
and sensitivity analysis? In particular, have
they considered certain non-recoverability of
debtors?

from a qualified insolvency and restructuring
professional if they are concerned about the
financial viability of their business.

There are likely to be certain possible scenarios
for businesses presently:

Seeking professional advice on options to
manage financial distress should not be
viewed as an admission of failure. Failure alone
is not fatal, but failure to change generally
is. We actively encourage business owners
(particularly those family businesses) and also
households not to wait until all the stimulus
and extensions run out to the consider their
options. Seek advice early.
If you have a client that may be in some level
of financial distress, we are available via zoom,
telephone conference or directly depending on
the locality of your client.
Jones Partners Insolvency &
Business Recovery
p | 02 9894 9966
e | bgleeson@jonespartners.net.au
b | www.brucegleeson.com.au
www.jonespartners.net.au
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Steven Brown, B.Ec, LL.B, (Sydney), M.
App. Fin (Macquarie), FAICD, Accredited
Business Law Specialist, AIMM, FPIAA and
Chairman of Etienne Lawyers

Protection of Personal
Assets from Business Problems
Most people in business have heard or been told that by having a company to conduct business, their
personal assets are protected. A fewer number of those in business have heard or been told that a trust
can also protect their personal assets.
As a general rule, both propositions are true.
But, there are (regrettably) exceptions to most
rules. Exceptions exist that overcome these
general rules.
However, there are exceptions to the general
rule that the assets and liabilities of a company
and/or trust are not the personal responsibility
of the director or trustee.

Figure 1 - Exceptions for Directors

These exceptions can be seen in the following
two diagrams.
The two main exceptions are when a person is
asked to give and gives a personal guarantee
and statutory exceptions.
(There are other more technical exceptions.
Those that attended the Business Alliance
NSW seminar with me on 17 September 2020
will have heard about them. Those that missed
out and are interested can ask for a copy of
a paper I wrote for a technical seminar I gave
to lawyers in 2019. Email me at sbrown@
etiennelaw.com if you want a copy for either
you edification or as a cure for insomnia.)

Figure 2- Exceptions for Trustees and Beneficiaries

which they own to pay the amount owed.

By providing a personal guarantee, your
personal property and assets are directly
exposed should the company not meet the
guaranteed payments.
Providing personal guarantees is a voluntary
means by which directors enter into
transactions that expose their personal assets.

1. Providing Personal Guarantees.

In summary, the disadvantages of a personal
guarantee include:

A personal guarantee is usually given to a
creditor (e.g. a creditor or lessor) by a director
who is also a shareholder of a company
as additional security for the company's
borrowings. Personal guarantees are usually
required for start-up companies that do not
have a credit record.

The burden of a personal guarantee stays with
the person giving the guarantee (e.g. director,
shareholder, trustee or beneficiary). It does not
affect the assets of the company or trust. The
creditor can demand payment from the person
giving the guarantee, rather than from the
primary borrower.

A guarantor must make sure that they are
comfortable with the amount that they
guarantee. Suppose the company defaults
on the payment of the loan. In that case,
the creditor will demand payment under the
guarantee, and if the guarantor cannot pay the
creditor can seek a bankruptcy order against
the guarantor. The creditor can ultimately force
the personal guarantor to sell any of their assets

A guarantee is usually given on a full indemnity
basis. A full indemnity basis is where the
creditor to get payment has only to prove that
the company or trust owes the money and that
the loan repayments have not been made.

The general proposition is that directors are not
personally liable for the debts of the company
for whom they act as a director. The principle
of limited liability in company law has never
been seriously challenged. The legislature has
nonetheless recognised some circumstances
in which the protection will not be available.

Until the creditor recovers the money owed
by the company in full, the person giving the
personal guarantee remains liable in full.

The legislature has enacted many statutes that
impose a personal obligation on directors for
the debts of a company. Examples are under
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2. Personal Obligations Imposed by
Statute

BUSINESS ADVICE

ss 588G – 588U of the Corporations Act 2001
(Cth). Directors of an insolvent company who
fail to prevent it incurring a debt may be made
personally liable to pay the debt. Another
example is penalty notices issued under
s222AOE of the Income Tax Assessment Act
(Cth) 1936.
Once a penalty notice is issued the personal
liability is fixed. There is no longer any way to
relieve yourself of the debt.

The additional directors may be unnecessary,
and if so, they should resign their directorship,
which may remove them from further exposure
from their guarantee and other directorshiprelated liabilities.
Limit director ownership of assets: a director
with few assets in his/her name is not an
attractive target for a company liquidator to
pursue if the company goes into liquidation.

Consider loans and other personal
transactions with the company: a liquidator
can void certain transactions with a company
by a director or related entity of the company
(including directors' relatives) where they are
favourable to the director or related entity.
If in any doubt get advice.

Consider having your personal assets in a trust.
Similar forms of penalty notice arise from State
Revenue liabilities such as payroll tax.
RecommendatIons
Limit personal guarantees: directors and
trustees should avoid giving guarantees as far
as possible. Where it is not possible to avoid
giving guarantees, there may be potential to
negotiate a cap on the extent of liability or a
time limit to the liability.
Limit directorships: many businesses have
only one key person. Still, they have two or
more directors, as was required before 1998.

Avoid insolvent trading: all directors will be
personally liable to company creditors for
company debts incurred while the company
is allowed to trade while insolvent. Significant
criminal sanctions may also apply.
Be aware of director duties: directors have
numerous responsibilities under common law
and various statutes. Being aware of these
duties, performing them adequately and
ensuring the company meets its tax, trade
practices, and other obligations can reduce
personal liability risk.

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

Latest government updates
and business expert articles
@ www.coronabusiness.com.au
Contact us if you are interested
in having your business featured
on BiziNet & Corona Business as
an industry expert.

Please visit www.coronabusiness.com.au
to review information and conditions for contributors
Please contact us on 1300 889 132 or cb@coronabusiness.com.au
BiziNetTM Magazine
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Paul Sweeney,
Managing Director,
Pretium Solutions

Business Advice to Help
You Survive and Thrive
The Current Business and economic environment is tough. Business owners everywhere are
struggling and relying on Government stimulus to help them to persevere throughout the crisis.
Keeping the door open and employees employed is a priority of the Government and there are
many businesses who have weathered the current crisis on the back of Government Stimulus. Why
would anyone want to run a business or perhaps more surpassing, why would anyone want to start a
business?
It is accepted that we are in an unusual time
and many businesses may not survive. So why
are some businesses thriving? Is success in
our current environment limited to suppliers of
essential products for working from home?
I disagree that business that successfully
survive the COVID crisis will predominantly
come from industries that have had demand
bolstered by working from home, panic buying,
and “new industries” required to address
COVID.
Businesses that were well managed and
profitably run before COVID will have greater
ability to not just survive, but capitalise upon
opportunities that have become available to
them in recent months. Conversely, businesses
that were not well managed or profitable
before COVID will need to make some major
changes if they are to emerge as profitable and
financially stronger businesses.
Just riding the economic waves and waiting
for better conditions won’t be enough. You
have to make choices and decisions now. I’m
reminded of this teaching by Dr Stephen Covey:
“I am not a product of my circumstances. I am
a product of my decisions.”
We all have the Freedom to Choose how we will
respond to our current set of circumstances.
Instead of reacting to or worrying about
conditions over which they have little or no
control, proactive people focus their time and
energy on things they can control.
Proactive people focus their efforts on their
Circle of Influence. They work on the things
they can do something about: health, children,
or problems at work. Proactive people make
choices focused on what they can control.
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So how do you make sure your business does
survive and thrive?
By making informed choices to influence
conditions and outcomes within your control
and expanding the conditions that you can
control.
These four areas will be key to managing your
business through and beyond the current crisis.
Cash Flow management - review, improve,
measure, monitor and forecast. Cash flow
management is always critical for your
business.
Planning - create and implement your action
plan for the next 90 days and beyond. Include
specific actionable and measurable tasks
broken down into simple steps.
Taxation - ensure continued compliance, take
advantage of concessions, and reduce cash
leakage to tax.

Team of advisors - use the experience
and knowledge of a team of highly qualified
professional advisors to build a highperformance business.
Traditionally small and medium business
(SMEs) owners are at a disadvantage here.
When compared to larger businesses with
external boards and larger departments, SMEs
are disadvantaged because many do not have
available the resources, skills and relevant
experience to both manage and strengthen
their businesses to achieve sustainable growth
in profitability.
In trying to manage all business functions,
business owners wear many hats. They
perform many different roles and functions.
Often without the training, knowledge or skill
required to do them effectively. The end result is
less than optimal. Time is invested in activities
that do not deliver increase in revenue, profit
and wealth.

BUSINESS ADVICE

To overcome this disadvantage it will be crucial
for SMEs to engage and utilise resources and
advisors to ensure they not only survive these
abnormal circumstances, but to survive and
thrive.

•
•
•

For a business owner, having an external
advisory board to discuss direction, goals and
performance, is an essential part of running a
successful business.

•
•

What is a Client Advisory Board?
An advisory board is a group of advisors from
interconnected disciplines working together in
collaboration with you, the business owner, to
work towards the goal of building a valuable
business.
Benefits to your business:
•

Enabling you to 'step outside' your

•

business and look at the big picture
Implement accountability and making sure
you prioritise and make good decisions
Providing a group of people to provide
'Wise Council"
Offering a 3rd party independent view that
helps to focus on the important issues
Providing access to knowledge and
expertise on how to implement systems to
avoid tail-chasing
Creating a Stop-Check – ie. Providing a
justification to employees, suppliers and
customers
Enabling the development of a continual
improvement framework and enhancing
the business' reputation.

create a strong and sustainably profitable
business.
At Pretium Solutions we use this client advisory
board structure to help our clients achieve great
success. Take the first step and discover how
a client advisory board can help your business.

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

Access to a client advisory board can
provide you with access to the skills, relevant
experience and knowledge of a broad group
of professionals working together to help you

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
BiziNetTM Magazine
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Paul McKenzie,
CEO, ABS Conveyancing

Commercial Leasing –
the Legal Hurdles and
Solutions
Prior to studying law and being a legal conveyancer, I’ve spent a number of years working in
commercial/retail management and leasing. One thing I noticed, years later, is that nothing changed
when it comes to negotiations and at times, hard ball tactics between commercial Landlords and
tenants.
The commercial lease document remains the
same – a reference page/reference schedule
of the main terms and conditions such as the
address/title of the premises/property, lease
term, date of lease, expiry date, options, rent,
outgoings, rent review details, permitted use,
insurance, bank guarantee or bond, director
guarantees if the tenant is a company, landlord
details and tenant details. The document is
required to be registered at the land Title Office/
NSW Land Registry Services if the lease term is
three years or more.
Some of the states have a landlord and tenant
legislation – such laws are targeted towards
landlord and tenant relationships that relate
to commercial and industrial property. Some
states like New South Wales do not have such
legislation, but have case law/common law
in their state that governs such relationships
(excluding retail, which has its own Retail
Leases act and mandatory requirement of
disclosure statements).
When it comes to commercial/industrial
landlord and tenant relationships, the case
law in New South Wales and its government
see such relationship as one where the parties
are big enough to stand on their own two
feet to look after themselves in disputes, and
to mediate and use the courts as needed to
resolve issues as needed. Some relationships
are well managed with a good property
manager acting for the landlord, assisting with
rent reviews, options, repairs and maintenance,
as well as other property matters.
Other cases involve relationships that are not
well managed. Larger landlords and tenants
may have their own in-house legal departments
to battle out negotiations and hard ball tactics.
Smaller landlords and tenants do not have the
assistance of an in-house legal team, and the
case may be such that the landlord has the
advantage of a property manager that can
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play hard ball to the detriment of a tenant. For
example, in a situation of a rent review dispute
over a market review, the property manager
has access to rental comparables and market
information, as compared to the tenant, who
does not have such benefit.
A solution for a smaller tenant is to consider
to allocate funds and have provisions that
enable the tenant to fork out money on legal
advice, property valuers and rental market
experts to assist them in their battle and have
leverage over the landlord when it comes to a
rent review dispute. The lease contract should
always have a provision for an independent
valuer to be appointed to assess the rent
arbitration, final and binding. It is up to the
tenant to appoint their own valuer/expert to act
for in their interest to provide rental comparable
details and market evidence, in order to help
battle against the landlord and their property
manager.
The tenant can always invest, engage and use
other experts, such as legal assistance to help
overcome other disputes with the lease, such
as repairs and maintenance, on-site facilities,
etc.
Should the tenancy get too hard for the tenant
and be near the lease expiry, a termination by

either party can be a blessing for that tenant.
For example, a Chinese Restaurant in Castle
Hill during the 1990s, when given notice to
vacate, opted to move to a prime location in
Blacktown with cheaper rent and better terms.
The Chinese restaurant owner-manager said to
me: “Mr XXX at Castle Hill did us a big favour,
as the new location is much better, growing our
income and profile much better”.
Legal conveyancing services for Vendors/
Sellers, Buyers, Family Transfers, Commercial/
Retail Leasing, etc.

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

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
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Lynne Fisher,
Promtel Pty Ltd
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What Makes a WellPrepared Shipment?
This week at Promtel we unloaded an incoming container. It was a delivery of products for
e-Commerce sales to consumers. What’s news about this? It is what we do for a living. What’s news is
how it arrived at our warehouse.
- when we cut the plastic off the
pallet we were in no danger of
damaging the cartons underneath
(great – they were protected by the
recycled cardboard). All that
equals – quicker (saving money for
our client in receiving time)
- the non-damage to the customer’s
shipping cartons means that we will
be able to re-use them to ship out
orders – (also saving money for our
client in packaging costs)

The way the pallets were wrapped was so
deliciously fabulous that I stood around
marvelling about it with my staff members.
We were so mightily impressed! There were so
many things to love.
•

The cartons on the pallets were all the
same size.
- ‘Not so earth-shattering’ I am sure
you are thinking but hear me out
- The cartons fitted exactly onto the
base of the pallet in neat configuration,
8 cartons per layer, right to the outer
edges but not overhanging by
one millimetre. Where Australian
Standard pallets are used this means we
can easily load them onto our standard
Australian racking. This was true for
every single pallet
- The cartons were layered alternatively
to make a ‘brick wall’ effect, creating
strength and stability

•

•

- This was due to the pallets having
consistent carton sizes
- This means a quicker, safer de-stuff
(yes, that’s a word in 3PL land) from
the container
- It means a quicker check against
paperwork (or electronic advice) of
how many cartons we should receive.
Even though technology drives most
3PL transactions, it is still necessary
for a person to count the cartons.
Easy to do if they are uniform. Not
easy to do if cartons are all different
sizes and packed in a non-uniform
way onto pallets that are wrapped,
making them difficult to see.

Each carton had an easy-to-read label on
the outside
- The label displayed a colour image of
what was inside and included a
barcode and a stock code (more on
this later) **

•

The pallets were extremely well protected
against damage in transit
- The pallets were plastic-wrapped
(not so good for the environment) but
they used very little plastic (they are soon
to switch to a bio-degradable
alternative) because the packers
had used recycled cardboard to
enclose the cartons after
they stacked them and before the plastic
wrap
- This meant
- not as much plastic used (good)

20

BiziNetTM Magazine

#104

The pallets had even weight distribution

•

- So much care and design had gone
into each product code to make the use
of space that it almost made me weep
** Remember those beautiful, informative labels
I mentioned? Well, there was just one tiny little
problem – there was only one of them per
shipper carton.
Scanning guns can easily and efficiently scan
barcodes. Text adds another layer of ‘checkability’. If a human being can read text and
obtain information, it can mean the difference
between a job going right and a job going
wrong.
With only one label per carton, it meant that we
could not always see the label. Two labels (one
on each side of the carton) would have meant
easy visibility no matter how the carton needed
to be stacked.
These things may seem irrelevant or at best
overkill, but it saves so much time and as we all
know, time is money.

Promtel offers more than an effective, IT-driven
3PL service, storing, picking, packing and
shipping your goods.

The stock inside the cartons was designed
to fit perfectly inside each carton
- What that meant for us is that we
knew exactly how much space each
product sku (Stock Keeping Unit)
would take up on our picking shelves
-This is key to calculating what you
will be paying for your pick-face
space
- If you’re not shipping air you are
saving money – a full carton is much
more efficient to send than a partly
empty one

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

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

Taking the CBD Heartbeat During
COVID-19
What We’ve Observed Through Our Sydney Business Survey.
During August 2020 the CBD Sydney Chamber completed a Sydney CBD-focused research project in
collaboration with Vincents Accounting & Insolvency and the Sydney Business Chamber.
Did We Really Need More Surveys?
We think so. Australian businesses have been
extremely fortunate to have access to a range
of well-documented statistics and information
on the impact of this pandemic from a number
of authoritative sources. This includes the
Australian and State governments as well as
research-based papers such as the recently
released Back on Track: What businesses
need to recover from the economic impacts
of COVID-19 Report* by peak business
organisation Business NSW in June 2020.
It is universally agreed that information is
power; and business only stands to benefit
from accurate and up-to-date information to
assist make critical decisions.
In late 2019 this group decided to collaborate
on research designed to provide insights
around the thoughts and intentions of CBDbased businesses.
Why? Well before the pandemic, businesses
were grappling with competitive and structural
challenges that threatened their prosperity.
The outcome of the research was intended to
identify ways our collective group could better
support their future success.

Which Business and What Do We Want
To Know?
All local government areas have a diversity of
business types.
The CBD and surrounding precincts are no
different and include a range of business owners
and businesses across a broad spectrum from
professional, consultancy, creative services
and media, legal and financial services through
to retailers, tourism and hospitality.

The release of the Report coincides with Small
Business Month and the CBD Sydney Chamber
in partnership with the Business Alliance NSW
plan to present this as part of their virtual event
programme.

This Survey was open to all businesses. While
the Sydney CBD represents over 20,000 SMEs
(accounting for over 25% of the economic
output and 83% of total people employed),
large businesses were also invited to take part.

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.

The research poses the basic statistical
questions that provide insights with respect to
business size, employee numbers and turnover
- as well as those to be used to provide a
forward-looking view of where they might go
from here.
The Survey probes on:

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.

•
Then, not far into 2020, businesses faced off
with COVID-19.
•
This sharpened the research focus. It became
a COVID-19 Survey among businesses with a
focus on the CBD and CBD-fringe including
the vibrant business precincts of Pyrmont,
Surry Hills and Ultimo.

•
•

The Survey was completed in late August and
the results presented during October as part of
Small Business Month.

•

This research becomes a benchmark against
which to measure how these businesses fare
into the near future.

•
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Where To From Here?
The results contain some startling insights.
Whether your business is located within or
beyond the Sydney CBD - these observations
have value.

What are the stresses and disruptors in
your business?
What has been the impact on your
personal health, well-being and mental
health over recent months?
What is the likelihood that your business
will need to change shape to move
forward?
What is the impact on your future business
finance needs?
Following
the
working-from-home
revolution, what are the emerging trends
for office-based businesses?
Businesses have embraced technology
more quickly than ever before - so how
is smart technology re-shaping your
business?
How can Business Chambers assist in
dealing with the effects of COVID-19?

Contact Peter May - Executive Officer CBD
Sydney Chamber on 02 9350 8103 or
0437 872 052.
https://www.businessnsw.com/content/dam/nswbc/
businessnsw/pdf/Back%20on%20track%20-%20July%20
2020.pdf

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

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

TM

Virtual Business Networking Platform

Hosting Paltform

Alliance Partner

Media Partner
BiziNetTM Magazine
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Why You Should Have a Customer
Loyalty Program
No amount of money can buy customer loyalty. If a company’s product or service is good and
trustworthy, customers will inevitably come back to support that brand. However, no matter how
good a product or service may be, businesses still need to come up with effective customer loyalty
strategies to build customers’ trust, improve customer interaction, increase engagement, and
actively retain them after their first purchase, and no more so than now given our current economic
situation.
Customer loyalty is not a costly
investment
Business owners may think that loyalty
programs are just an unnecessary expense
that will only deplete their existing resources.
However, developing a good customer
loyalty scheme is not a costly investment as
compared to pursuing new customers. It is
said that retaining an existing customer is
seven times less expensive than acquiring
a new buyer. It all comes down to creating a
realistic and attainable rewards program. The
expense that you will incur by creating a good
rewards program may reap into more benefits
when it successfully generates additional
business opportunities.
It adds value to market research
A loyalty program can be one of the ways
that can help businesses gather valuable data
for their market research. Market research
is important because it allows you to create
a more personalised experience for your
customers. By encouraging customers to
fill out profiles in your loyalty program, you
can get the data you need to better serve
them. From targeted marketing campaigns
to personalised rewards, you add more ways
and value to engage with the patrons of your
brand.
It helps businesses’ increase their
sales
Through the help of market research, you can
easily improve and personalise the consumer
shopping experience through having the
ability to make better suggestions that meet
their specific needs. This, in turn, increases
the likelihood of customers purchasing a
suggested product.
It makes customers feel happy and
appreciated
There is a good reason why you would also
want to give back and make your customers
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happy. One of the reasons is it increases
customer retention. When customers
appreciate the incentives they receive for a
particular purchase or service, the more likely
will they be enticed to make another purchase
especially when what you offer is in tune with
their wants and needs.
In addition, making them feel appreciated
helps lengthen customer patience in case of
problems. When customers have an emotional
connection with your brand, your customers
will not be easily “turned off” when they
encounter an issue or accident. There’s room
for problem-solving because they trust your
brand. Ultimately, when you have learned how
to show your appreciation to your customers
- even if it is as simple as giving them points
on their birthday - it can turn your business
around in ways you did not expect.
It solidifies credibility and reputation
Through a good loyalty program, not only
do you improve customer appreciation,
but you also increase the chances of these
happy, existing clients to share their positive
experience with those around them. A
highly contented customer is more likely to
support your company and recommend it to

#104

others. And if you are successful in forming
a reputable name for your company through
word-of-mouth referrals, you will continue to
achieve growth for your business.
Create a good loyalty program today
Implementing a comprehensive loyalty
program as one of your marketing tools is
a smart move for your business. It can help
you tap new customers, improve your brand’s
reputation, and turn your customers into loyal
supporters of your brand. At Bartercard, we
understand that our members are the most
ideal candidates to promote our products and
services. That’s why Bartercard’s customer
loyalty program – bRewards allows our patrons
to reap the benefits of growing the Bartercard
community. Want to know more? Get in
touch today and learn how you can become a
Bartercard member!
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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Leonid Karlinskiy,
Australian Phone Company

Have You Tried Push-ToTalk Over Mobile Yet?
Over the last decade, mobile phones have changed our lives dramatically in the way we communicate,
exchange information and make phone calls, with more people shifting to different communications
apps and away from traditional telephony services. This is due to major technology breakthroughs in
contemporary mobile networks that are incredibly fast, reliable and provide massive coverage.
The only niche which has been slow in
adopting the advantages of mobile networks
is radio network communications (also known
as walkie-talkie). Radio communications using
VHF or UFH frequencies are still in use and in
very high demand for applications where instant
and group communications are required.
Almost every farmer, construction site worker,
security officer, transport, logistic, events
management company staff or emergency
crew member has an individual VHF/UHF
Radio on their belt. This radio provides instant
voice communications with analogue or DMR
(digital mobile radio) technologies, but we may
do much better with Push-to-Talk over Cellular
(PTToC or PoC) service. Unlike a dedicated
radio, Push-to-Talk uses the mobile operator
network as carrier, and the capabilities of the
Push-to-Talk Platform provides a huge boost
for critical communications.
•

•

Unlimited radius: Push-to-Talk uses
any type of Internet for back-to-base
connectivity. This may be your corporate
or home Wi-Fi network, mobile 3G/4G
coverage from your operator, satellite,
etc. In any case, once you connect to
the internet, you are connected to your
company channels and groups. You
may be in a different state, or even a
different country away from your team,
yet stay connected and be part of all
communications.
Any device: You not only get a great
selection of user devices with different
implementations, such as portables,
vehicle
mounted
and
wearables,
but extended choices with software
applications, turning almost every device
into your radio. The Push-to-Talk app
may be installed on any smartphone,
turning your smartphone into a radio in a
minute – from wearable smart watches or
glasses, to dispatch centres and personal
computers coordinating multiple teams.
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Encryption: All communications are
encrypted from the very beginning,
providing security for your conversations.
GPS-tracking and sharing coordinates:
All transmissions may be achieved with
user GPS coordinates, which provide
great visibility for each member on a
map. Dispatchers can see and efficiently
coordinate all users. There is an emergency
SOS button that enables you to share
the current coordinates of all users when
urgent assistance is required.
Multiple
channel
and
group
combinations: As all settings are set
through the push-to-talk platform, without
any dedicated frequencies or DTMF
codes – multiple groups or channels can
be created for different tasks or groups.
Drivers may communicate with other
drivers and dispatchers when security
guards talk to each other. Overarching
groups can include all organisations,
and members can be combined within
different groups and channels.
Video communications and video
sharing: This is probably one of the key
differentiators from the previous radio
generations. Organisations may have
video chats, where people can see each
other if required. They can transmit their
own video as well as transmitting video
to channels for situation awareness
according to demand. A first responder
can start transmitting a fire situation to the
channel upon arrival to let everyone else
see the situation on site. Or you can have
a permanent CCTV camera on site with
your own channel, where everyone can
connect at any time and have a look.
Instant chats and file sharing: This
function is not new in any way for
any messenger users, but it’s a great
advantage to have it integrated to your
communication device, enabling you to
share pictures or messages within the
same groups. Dispatch may also send

•

•

notification messages to everyone with
warnings or other information.
Flexible infrastructure options: While
you can start in a minute using our highly
reliable cloud-based servers, there is an
option for the installation of mini-servers
directly on your site. This works perfectly
when communications are required in
remote, isolated areas without stable
internet access.
Interconnect with legacy devices:
If you already have a developed radio
infrastructure on your site, there’s a PTT
Gateway which allows interconnection
with the on-site radio through the cloud or
an on-premise based PTT system. In this
scenario, you may slowly move towards
PTT over mobile by using your existing
system. In the same way, two remote radio
sites can be interconnected and work as a
single site.

PrivateLTE is a branch of the Australian
Phone Company, helping small and medium
businesses for almost a decade with
telecommunication services. We are happy to
supply equipment, develop solutions or provide
full cycle of turn-key project deployment if
required.
Please visit our website www.privatelte.com/
australia-push-to-talk-ptt/ for more details
about push-to -talk services and private mobile
networks.
Australian Phone Company
p | 1800 APHONE (274 663)
e | info@privatelte.com
www.PrivateLTE.com

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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Roger Amir,
Director, Mitronics Corporation

Why Digitisation Of Documents Is
Important For Your Business, And
How You Can Eliminate Lengthy
Manual Processes.
It is imperative to your business workflow that your document processes are streamlined through
digitization. When your manual processes are eliminated, this allows time for your employees to
be productive as they are able to achieve work that otherwise might not get done due to the time
consumption of manual document processes. Here are a few reasons to consider the benefits of
digitalizing your documents.
Useable formats
This enables the documents to be repurposed
as high definition images for presentation,
high-quality printing and more.
Accuracy of the whole document
It is important to have hardware and software
capable of scanning a range of sizes.
Character recognition
Documents may not just have typed text,
there may also be handwriting, images and
graphs which should be included to the scan
to be a true representation of the hard copy.
Redaction to ensure privacy
It may also be necessary to remove sensitive
or personal information from documents in the
digitisation process. This maintains the privacy
of an individual or company information.
It’s not just scanning!
To just scan documents and store them on a
computer driver somewhere will be a good
back up for hard copy, BUT what use is it to
the organisation? They must have metadata
applied, keywords applied and filed in a
proper structure. This ensures documents
can be located either by the metadata applied
to the digital documents or the words and
phrases found in the document.

Why Choose Mitronics for Your Printing
Needs?
With 25 years of experience in the industry,
Mitronics will never steer you wrong with
printing advice. We know what it takes to get
ink onto paper while saving time and money
and increasing productivity.
We provide and maintain a complete line-up
of printing hardware, including office supplies,
toners, computers, wide format printers, 3D
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printers, and copiers. Whatever your printing
needs are, Mitronics can supply the latest in
printing technology.
At Mitronics, there are no one-size-fits
all solutions. Our experienced local area
consultants will conduct a full audit of your
printing resources and processes. You will
then receive a detailed report outlining a
recommended printing solution to improve
your organisation’s productivity.
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.
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!

BiziNetTM Magazine

Terms
& Conditions
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offer.2019.
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Daniel Moisyeyev, B.IT
BiziNetTM Media

Cybersecurity for Business
is Now a Critical Issue (part 1)
IT Security is a controversial topic. Just like backing up your data, it is something a lot of (often
new) business operators do not consider or take into account until they are faced with a serious
situation that results in a complete shutdown of operations and there is no choice but to deal with
the circiumstances. Modern IT systems tend to be quite a bit more sophisticated and resilient as
compared to what was offered in the past in terms of both software and hardware – e.g. there is less of
a risk of your Operating System being a major security risk. Nowadays, it’s usually the fault of the end
user that causes the system to be compromised.
In this article, I will go through some of the more
common issues and threats that can affect you
and your business.
Online Identity Theft
Online Identity Theft is the most pressing issue
with some of the most serious consequences.
This is one of the worst outcomes that results
from a poor approach to cybersecurity.
This is the act by which criminals steal your
identity information (full name, middle name,
address, DOB…) and exploit it for their gain.
If you are an employer, you have to be especially
diligent in safeguarding the personal data your
employees entrusted you with. Critical private
information such as TFN and Superannuation
details must be kept securely out of reach.
Safeguarding against identity fraud is largely
preventative in nature. The key is to limit the
supply of data to third parties, especially to
entities that have no particular use for such
data. For example, while a financial institution
has a genuine reason for collecting your DOB
(Date of Birth), a random internet forum does
not. Ask yourself, do you even need to supply
your real name to a forum? By not giving out
excess details about yourself, you are limiting
the chances of your data snaking it’s way into
the hands of a criminal.
It’s also a good idea to prevent online services
from storing your credit cards details. While
its acceptable for major payment gateways to
hold such information, it is not the best idea to
entrust a random business to store your credit
card details – you simply have no way to tell
as to the level of their compliance. If a service
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provider offers an option to prevent the storage
of credit details for future use – make use of
such option.

you have somehow been signed up for a new
loan contract, which is rare but does happen,
you have a very serious breach to deal with.

It is also not the best practice to hand out your
home address left and right. As a business
operator you probably have a PO Box that
you should be making use of – while it may
be convenient to receive everything to your
home address, especially with the COVID-19,
it creates an additional security risk.

“Phishing”

The other two key ways to prevent identity
theft is to diligently select your passwords and
avoid falling for “phishing” attacks. These will
be discussed separately.
Please note that if you do suffer financial
consequences from the theft of personal
information, such as unauthorised credit
card charges, you should call your bank and
immediately cancel the affected card (and
probably others as a safety measure). And if

Phishing refers to the technique cybercriminals
use to disguise themselves as legitimate
correspondents. This usually shows up
in the form of emails that pretend to be
from government agencies such as ATO,
telecommunication and utility providers. These
emails generally ask for your login details and/
or personal information, which cybercriminals
then exploit to carry out identity theft.
Phishing emails sometimes present well and
quite difficult to discern from legitimate emails.
The trick is that government agencies and
major service providers do not send emails
that ask users to login and verify their personal
data. It is safe to ignore these.

BUSINESS ADVICE

Phishing has also recently taken on a new
angle where criminals make use of credentials
of smaller firms. This generally shows up in the
form of emails that include a payment request
for a fake invoice with the intention to mislead
accounts payable. This could directly impact
you, as a business owner, as your business
credentials may be used for this purpose
without your knowledge.

Most users still end up choosing something
that is too simple to their own detriment.

One of the ways to combat this is to implement
a strict DMARC (Domain-based Message
Authentication, Reporting & Conformance)
policy for your domain name to explicitly limit
the authorised email servers that can send
emails from your domain. This will have an effect
of recipient email servers rejecting fraudulent
messages outright, as cybercriminals sending
them out would not have the authority to use
your legitimate email server (they would use
their own or a “captured” one for sending out
emails). It is not a foolproof system, but it works
to some extent.

The second issue is that people have a
tendency to use the same “preferred”
password everywhere. The problem here is
that if a criminal gets access to one account,
they may be able to get into other services with
your email/password combination. Following
which, your personal data can be harvested
from your accounts and you could be facing an
identity theft scenario.

Passwords
With all the discussion and recommendations
around the correct use of passwords, things
have still not improved. Poor use of passwords
remains the biggest security flaw that the end
users impose on themselves.
You can see many websites requesting minimal
length, unusual characters, digits etc as a way
to force users to select a high quality password.

The first issue with using a weak password
is that it is subject to dictionary attacks.
Dictionary attacks work on the premise that the
password is common, so the technique is as
simple as brute force attempts at guessing the
correct one.

If your employees have access to any sort of
company systems, a good technique to avoid
issues is to not let them choose their own
passwords. Create a strong random unique
password for each employee and assign it to
them.
As an example, “sydney123” may seem like
a good choice for that new online service
you just signed up to. It isn’t. An example of
a good password is “Rgc47bQtd9KaUtJu”.
It’s something you will not remember – hence
you will need a system to securely store these
passwords. This may appear time-consuming,
but it can potentially save you a lot of headache

over the long term. These types of passwords
can be easily created with random password
generator tools freely available online.
In the next article…
In Part 2, I will touch on the following topics:
•
•
•
•

Domain name passwords - how your
domain name can be stolen
Cryptocurrency extortion attempts and
“Bitcoin Email Scams”
Viruses
Hardware and software settings to
minimise your employees as an IT security
risk.

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.
BiziNetTM Media
p | 1300 889 132
e | daniel.moisyeyev@bizinetmedia.net.au
www.bizinetmedia.com.au
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Giving Your Brand Reach a Greater Voice and Exposure
Whilst Relating It to Corporate Social Responsibility
It goes without saying that businesses tend to do business with partners that have a great ‘fit’ when
commercial interest and serving communities are mutual. Businesses are also becoming attuned to
the benefits achieving social impacts on top of delivering premium products and services and ROI.
If your business is looking for ways to exemplify
your take on Corporate Social Responsibility
(CSR), why not consider a novel way to give
your CSR a greater voice by working with
Stryder. Take advantage of our Sponsorship
Program to generate greater brand awareness
or regular reminders of your brand presence for
your local businesses and communities that
you serve.
What would the Stryder Sponsorship mean to
your business?
•

•

•
•

•

•

•

Brand exposure for a year where your
business logo will be advertised on the
vehicle panel(s) of your choice next to a
trusted brand like Stryder
Your brand will be advertised multiple
times or ‘Going Places’ as far and wide
depending on regularity or geographic
reach of our vehicles
Your logo will also be profiled on our
website under ‘Proud Sponsors’ for a year
The annual investment is likely to be
equivalent to the cost of a monthly
stationary electronic billboard in a
shopping mall
Knowledge that your investment is reinvested into the communities and sectors
that both our organisations are passionate
about
The sponsorship can complement
your social media activities / friendly
competitions to win like ‘Spot the mobile
billboard and send your picture to win’
You have a choice of 3 types of vehicle
panels depending on frequency or
geographic reach exposure required, refer
to the table.

You might also like to consider hiring our
vehicles for group trips – off site meetings,
outings, or client trips with the opportunity for
photo shoots with your sponsored vehicle.
Here are a few examples where Stryder is
‘Going Places’ with some of our great sponsors
and partners:
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Vehicle
Type

Daily
Radius

Geographic Reach

Car

20 kms

Constant brand exposure as our cars, which are based in Ryde,
travel around the Sydney metro all day, Monday to Friday.

13-seater

30 kms

Constant brand exposure as our Commuters, which are based
in Ryde, travel around the Sydney metro all day, Monday to
Friday. One bus runs on a timetable to and from the Ryde area
to St Leonards, all day 5 days a week.

19-seater
Coaster

100 kms

Largest geographic reach with weekly regional social trips
ranging from Blue Mountains, Central Coast, Bowral and
Wollongong

Commuter

Stryder has been successful in a CSR
Community Grant with Transurban NSW. The
grant has enabled increased brand visibility
to the communities where both organisations
service – Stryder in providing mobility access
to its clients and for Transurban; in providing
the quality road and toll infrastructure servicing
communities in the corridors they reside in.
This is a business partnership focused on a
customer centric approach.
Another is our business partner Link Housing.
Affordable accommodation and community
transport are two key areas that form the
essential fabric to the communities we serve.
Having this partnership allows the organisations
to mutually work on areas to transport their
tenant residents living in the Sydney metro
area.

Bizinet's Flyer Delivery Guys have been
supportive of our Vehicle Sponsorship Program
where they have taken a mobile billboard
sponsorship for one of our three types of
vehicles. We are grateful for their support.
If your organisation is interested to consider
a Brand Billboard that ‘Go Places’, please
contact Virginia Coy or May Chang.
Stryder
p | 02 9816 5000
e | manager@stryder.org.au
www.stryder.org.au

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
fdg@flyerdeliveryguys.net.au
www.flyerdeliveryguys.net.au

From $250 + GST
Please contact Daniel

1300 889 132
BiziNetTM Magazine
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BiziNetwork
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

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

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

HEALTH

1300 889 132
BusinessAllianceNSW.com.au

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

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

www.foundationalbusinesscentre.com.au

BANKING

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

CHARITY

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

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

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

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

COMMUNITY SERVICES

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

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

www.cbdsydneychamber.com.au

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

DIRECT SELLING

www.coraggio.com.au

Amway Australia and New Zealand
1800 45 46 47
Suite 301, 7-9 Irvine Place
Bella Vista NSW 2153
www.amway.com.au
ENERGY AND SCIENCE
Carbon Reduction Institute
1300 708 401
Unit 33-34, 20-28 Maddox Street,
Alexandria NSW 2015
www.noco2.com.au

02 9952 8498

riversidechamber.com.au
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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

BiziNetwork
OFFICE FITOUTS
Blits Projects
0412 179 342
We specialise in Commercial
Office Fitouts & Refurbishments
www.blitsprojects.com.au
PETS
Kellyville Pets
02 9629 3282
1-15 Millcroft Way
Beaumont Hills NSW 2155
www.kellyvillepets.com.au
PROMOTIONAL

PRINTING EQUIPMENT
Mitronics Corporation
02 8878 1000
Printers - Copiers – Supplies
www.mitronics.com.au
PSYCHOLOGY
Marcus Whelan Psychology
0413 183 169
Psychology, Consulting, Coaching
mbwhelan@bigpond.com
REAL ESTATE
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
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B2B MEDIA PLATFORM
BUSINESS MARKETING
BUSINESS EXPOSURE
CUSTOMER ACQUISITION
BUSINESS ALLIANCES
LEAD GENERATION

TM

www.bizinet.com.au
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