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Introducing  
Our Contributors

Bruce Gleeson

Bruce Gleeson is a Registered 
Liquidator and Registered 
Bankruptcy Trustee with 
approximately 20 years 
experience in assisting SMEs 
and individuals in financial 
crisis. He is a Director of Jones 
Partners Chartered Accountants. 

As an Insolvency Practitioner 
he believes it is vital that 
stakeholders (particularly 
directors and individuals) get 
the right advice from qualified 
professionals on the options 
available to them. Bruce is 
passionate to ensure that 
directors / individuals throughout 
the Greater Western Sydney 
area have access to quality 
advice and solutions.

Bruce Gleeson
p |  02 9894 9966
www.jonespartners.net.au
jonespartners.bizinet.net.au

Paul Sweeney

Managing Director Paul 
Sweeney launched Pretium 
Solutions after a long and 
successful career in accounting 
and business advisory. For 
Paul, the driving force behind 
the creation of Pretium 
Solutions was to make high-
end, proactive, directed and 
value-based advisory services 
available to small to medium 
businesses.

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

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

Paul McKenzie  

Paul McKenzie is a Principal of 
ABS Conveyancing & Realty 
Valuations based in York Street 
Sydney. Paul spent the last 25 
years in the property industry 
with a focus on property 
valuation, commercial property 
management and leasing. Paul 
is a conveyancing law graduate 
from Macquarie University and 
has also spent the last 10 to 12 
years dealing with conveyancing 
and property law matters. 

Paul has written a book 
encompassing his experiences 
that will soon be published - 
Property & Conveyancing Made 
Easy. He has been a guest 
speaker at a number of property 
and conveyancing seminars, as 
well as on radio and podcast 
television. Paul won several 
awards in 2019.

Paul McKenzie  
p | 1300 037 057
www.absgroup.net.au
absconveyancing.bizinet.net.au

Lynne Fisher

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. 

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.

Lynne Fisher
p |  02 9933 8888
www.promtel.com.au
promtel.bizinet.net.au
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Register for Virtual Networking events @
www.BusinessAlliance.com.au/Events

VIRTUAL NETWORKING
EVENTS

   Weekly Virtual Networking Events 
   Special Guests

   Member Expert Panels
   Member & Guest Introductions

   Discussions & Opinions
   Member Landing Pages

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…

Professional Presentations Business Networking Discussions & Dialogues

Grow Your Business Network…

Alliance Partner

Virtual Business Networking Platform

Media PartnerHosting Paltform

TM
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Born in the rural outskirts of Sydney, John’s 
passion for any animal or fish was obvious 
from the beginning. It’s no surprise that from 
that early love, John now owns and runs 
one of the largest pet store operations in 
Australia – a superstore that offers support 
to all pet owners at every stage of their 
pet’s life cycle. From birth, to rescuing, 
to sheltering, to nurturing, to providing 
ongoing support, to rehoming – John has 
built a pet eco-system that shepherds every 
animal and their owner through the joyful 
experience of pet companionship.

Let’s go back to how this all came to be.

John’s father was the well-respected local 
GP. Once a week John achingly looked 
forward to his special treat of going with 
his Dad to his surgery in the nearby town. 
It was a short trip to town, but for John it 
was the longest road to paradise. As soon 
as the car pulled in to his father’s practice 
and the handbrake was cranked on, John 
was out the car door and down the street. 
His destination was the town pet store. 
John spent hours in the store. Gazing at 
the feather coats of the birds, staring at 

the playful antics of the pups and kittens, 
John had found his paradise. Peering in 
to the eyes of each of these animals John 
would wonder about their knowing and their 
experiences. He felt a type of fascination 
and connection with each of the animals. 
It was another world to John and one that 
he felt splendid comfort in. John would see 
uniqueness in each animal, just as his fellow 
humans displayed levels of individuality in 
their own way. 

Every time the family headed off on any 
type of holiday, John would research the 
destination and seek out the local pet store. 
The highlight of each excursion was never 
just the normal tourist landmarks, it always 

included visiting a pet store or two.

These pet stores weren’t John’s only link 
to animals, as John lived on a farm with 
chickens, cattle, horses, dogs, cats, and 
rabbits. The connection with domestic 
animals was profound from such an early 
age. He was surrounded by animals – it was 
part of his daily life.

In his final years of schooling it was inevitable 
that John had to start his own pet business, 
selling birds and fish on weekends, out of 
his home driveway. It was a rudimentary and 
basic operation. The first shipment of stock 
was bought with proceeds from the sale of 
John’s prized BMX bike and motorbike. 

GREAT AUSTRALIAN PEOPLE

Four-legged, two-legged,
no-legged companion creatures,
great and small,
John Grima
loves them all.

by Michael Gladkoff

(l-r) Lacey, Shady Lady, John and George
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Hand-painted signs told every passer-by 
that birds and fish could be bought right 
there. 

All great enterprises have to start 
somewhere. Steve Jobs after all started 
the world dominating Apple Company in 
his own parent’s garage. Likewise, John 
Grima started Kellyville Pets in his parent’s 
driveway.

After graduating from high school, the 
weekend pet store operation became a 
full-time store front. The year 1983 saw 
the official opening of Kellyville Pets. John 
continued to focus on aquarium fish and 
birds as the core part of his operation and 
started to learn about the world of business. 
Nothing like practical experience. Mistakes 
were made, risks were taken, setbacks 
occurred, and lessons were learnt. The 
proceeds from every sale was put back in to 
the business and the weekly wage that John 
paid himself was negligible. John sacrificed 

just about everything for the business, so 
determined was he to make it work.

Very soon the business showed signs of 
growing. Recruiting staff became necessary. 
Business started to boom in the early 
90s with about 30 employees working at 
Kellyville Pets, making the enterprise one of 
the major employers in the community.

The business started to outgrow its present 
building and it was time to expand to a new 
location. Building approval was granted in 
2000 and John’s vision of a state of art pet 
shop gained clarity in his mind over the next 
few years.

John always had a clear vision of what he 
wanted and so the next version of Kellyville 
Pets was to be an ultra-modern facility 
that catered for every aspect of pet care. 
Most importantly, it was to be a facility that 
genuinely showed that the care and comfort 
for all animals was its number one priority. 
Animal enclosures were expertly designed, 
lighting and ventilation were carefully 

planned, easy access for all customers was 
ensured.

The new premises were run by well-trained 
staff and stocked with premium products. 
John needed everything about the new 
facility to focus on the welfare of all animals.

In 2008, the all new Kellyville Pets opened 
its doors to the public. The premises also 
house a grooming salon, DIY dog wash 
and a vet hospital, as well as all pet store 
functions.

What hasn’t changed throughout this period 
of growth is the dedication to the highest 
standards of animal welfare. John has 
always been determined to ensure that any 
animals that come through his doors are 
treated with quality care. His customers 
have come to know that they will receive 
a value-add service and premium product 
when they visit Kellyville Pets.

The new premises maintained the business 
model of providing specialist advice for each 
animal type – the bird area was separate to 
the fish area, separate to the reptile area, 

PROUDLY PRESENTED BY      BIZINET

(l-r) Steve, John, Cathy and Richard with the National Pet Retailor of The Year Award, 2000
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and separate to the small animal area. 
Specialists in each of these different animal 
categories were employed so that expert 
advice was available in the right location at 
all times.

These strategies are not the cheapest way 
to run a pet store, but John’s reputation as a 
trusted provider of pet care to all was never 
going to be compromised.

John’s vision has always been beyond 
the definition of a typical pet store. This is 
perhaps best illustrated by the rehoming 
program. This program is available to anyone 
who has purchased a pet from Kellyville Pets 
and after some time, for whatever reason, 
the owner has found that they can no longer 
care for the pet, Kellyville Pets will seek to 
find a new home for the pet.

Kellyville Pets now has over 60 staff working 
at the facility and they are the business’s 
biggest asset. The staff are all extraordinary 
in the way that they contribute to the 
running of the store and share John’s vision 
of creating the best Animal Care business 
in Australia. They love coming to work and 
they love helping their customers make 
visiting Kellyville Pets the highlight of their 
day. 

And the love is regularly returned. The team 
are frequently asked to set up displays or 
similar at various local events. For instance, 
Kellyville Pets is a regular participant in local 
community events such as the Seniors Week 
celebration. At one event the store had a live 
display of some animals, including a snake. 
The snake is very much a maligned species, 
probably reaching back to the role it had in 
biblical times. So it can be a brave decision 
to decide to adopt a snake as a pet – but 
many do. 

The men at Seniors Week displayed their 
bravado by claiming that the “best snake 
was a dead snake”, and no way were 
they going to go near one. We would, of 
course, debate that this is not the case 
and all snakes are fascinating animals. But 
from across the room charged a lady who 
was mesmerised by the friendly python on 
display. She just had to have a hold. The 
103-year-old local identity declared that it 
was an experience that she had never had 
prior and was so thankful for being able to 
touch, hold and feel such an animal. It was 
a lifetime highlight for a lady who had many 

in her long life.

Store staff are encouraged to undertake 
some form of tertiary study in veterinary/ 
companion animal care or similar, and 
many staff now have formal qualifications. A 
business like this just has to be successful 
with qualified dedicated specialist staff 

every day showing a deep love for their work 
and their customers.

Kellyville Pets is an ethical business seeking 
to provide premium products. Importantly, 
the business works closely with all breeders 
to certify that quality animals are brought in 

GREAT AUSTRALIAN PEOPLE

Kellyville Pets humble beginnings, 
1983, when John Grima was 16 years old

Kellyville Pets. early 2000

Early sign, 
1985



12 BiziNet™ Magazine #105

to the store for selling. It is both a business 
priority to vet the prospective owner so that 
a good match is made between the animal 
and the owner; and it is just as important 
that the right breed of animal is made 
available for sale.  

In some parts of the industry, there is 
evidence of poor pet-owner experiences 
and some animal breeding programs are not 

as ethical as need be. John is keen for this 
level of under-regulation to be addressed 
and is using his position on the Pet 
Industry Association of Australia to improve 
conditions and introduce more stringent 
regulations across the industry. To the point 
where all pet breeders and pet stores should 
be subject to strong licencing laws.

John continues to grow his business with 
plans to further improve the sale of pet 
products online. He has also expanded the 
education department to Kellyville Pets’ 

many faceted offers, which just about 
completes the total world of pet caring. He 
strongly believes that educating customers 
on the right pet choices for their lifestyle 
will make for better welfare outcomes long 
term. No wonder John no longer refers to 
Kellyville Pets as a pet store, but rather as a 
Companion Animal Centre.

John Grima has achieved something that 
very few people in life have been able to 
achieve. Very early on he found something 
that he loves doing, something that he has 
a passion for. John was able to convert 
this love and passion into a business that 
the community wanted and were prepared 
to reward John for providing such a quality 
service.

The themes that have emerged from John’s 
success are to do with persistence, a positive 
staff culture and work-life balance. As John 
explains, “In anything you do, persistence is 
everything. Nothing happens as quickly as 
you imagine it will. Also, staff culture is key. 
You’re only as strong as your weakest link in 
your staff. In creating a strong staff culture, 
it has to be a win for everybody.” 

In emphasising the importance of leading 
a balanced life, John says, “A lot of people 
fail in business because they focus too 
much on the business and don’t have a 
balanced lifestyle. My best ideas have come 

PROUDLY PRESENTED BY      BIZINET
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to me when on holidays when I was doing 
something other than work. You should have 
two consecutive days off each week and go 
on a holiday every year as a minimum. If you 
don’t have balance, you won’t perform as 
well in your business.”

John’s drive to create his business wasn’t 
without risks. He took calculated financial 
risks that tested his mission to provide an 
optimum companion animal centre for all 
that wanted it. He suffered some setbacks 
that slowed down the growth of the 
business. These hold-ups were just that, 
hold-ups. With John’s mission mapped out 
before him, success was inevitable.

It is now time for John to review the 
progress of the last thirty years and seek to 
continue growth in the right direction. His 
highly motivated and dedicated staff are 
self-directing and effectively managing the 
business themselves successfully. John is in 
a position to revert to the role of Managing 
Director and establish a clear strategic path 
in to the future for Kellyville Pets and its 
mission. 

All of those who know John well, know that 
he is not even halfway along that path. 

GREAT AUSTRALIAN PEOPLE
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In what some industry participants are calling 
a VA light process and likely to be available 
from 1 January 2021, after all the temporary 
relief measures regarding insolvent trading 
and pursuit of debts end, the Small Business 
Restructuring Plan will be available. 

So why reform now?

• During COVID-19 the number of 
corporate insolvencies have dropped by 
approximately 50% when compared to 
the same period in 2019. This is largely 
due to the temporary measures that were 
put in place to keep businesses afloat 
which will expire as at 31 December 2020. 
Consequently, it is forecast when these 
measures end that financial difficulty is 
likely to increase in 2021 and therefore it is 
important that small business have other 
options available to them.

• The reform is part of the Federal 
Government’s Jobmaker plan and it is 
hoped that it will enable more Australian 
small businesses to quickly restructure 
and better survive the economic impact of 
COVID-19.

• Small businesses are historically at the 
highest risk of insolvency. For example:

 ○ approximately 80% of corporate 
insolvencies involve less than 20 
employees; and

 ○ 75% of corporate insolvencies have  
< $1million in liabilities.

The Process

Step 1 – up to 20 business days

• The directors of a financially distressed 
company appoint a small business 

restructuring practitioner. The practitioner 
confirms the company is eligible to access 
the restructuring process.

• A notice of process commencement is 
provided to creditors by a technology 
neutral means, which outlines how 
information relevant to the process can be 
accessed.

• A restructuring plan is developed by the 
company directors with the support of 
the practitioner. The practitioner certifies 
the plan based on their assessment of the 
company’s financial affairs.

• The plan, accompanying information 
and the certificate are made available to 
creditors.

Step 2 – up to 15 business days

• Creditors vote on the plan, and verify proof 

of debt through an online portal or other 
tech neutral means. Approval requires a 
majority of unrelated creditors by value 
who respond by the deadline.

• If a majority of creditors vote for the 
restructuring plan, the plan commences 
and the practitioner is appointed to 
oversee the plan.

• If a majority of creditors vote against the 
restructuring plan, the process ends and 
the directors may choose to enter another 
insolvency process.

During steps 1 and 2 above, the small business 
directors stay in control of the day-to-day affairs 
of the business. This makes it significantly 
different to the VA process where control is 
handed over to the Voluntary Administrator 
when they are appointed.

Insolvency Reforms to 
Support Small Business – 
Will You Be Eligible?

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

The Federal Government announced reforms in October 2020 aimed at assisting small business 
to restructure when they are in financial distress, which has been particularly evident during the 
COVID-19 pandemic. The reforms have been designed to reduce the complexity and costs of the 
small business in restructuring their financial affairs with a view to continuing into the future when 
compared to the present option available, that being a Voluntary Administration (“VA”) process.

BUSINESS ADVICE
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BUSINESS ADVICE

What are the eligibility criteria?

• The small business must be an 
incorporated entity.

• It cannot have liabilities that exceed 
$1 million – this includes related party 
liabilities.

• must have all tax lodgements up to date 
– even if they have not been able to pay 
associated liabilities.

• must  have paid any employee entitlements 
which are due and payable before the plan 
can be commenced and put to creditors.

What about trading trusts?

Unfortunately, the reform does not deal with 
trading trusts used by small business and how 
trust assets would be dealt with.

What should small businesses (or 
their advisers) who may be in financial 
distress do?

With this impending reform, there are now more 
options to be considered for small business 
directors when looking at how they can move 
forward. My key tips are:

• Small business directors should be 
actively encouraged to seek advice as 
soon as they are experiencing financial 
distress.

• Such advice should be obtained from a 
trusted advisor and someone who has the 
appropriate professional experience and 
registrations. 

• As a Registered Liquidator that has 
specialised in advising small business 
directors for over 25 years, I am able to 
help determine if the small business may 
be eligible for a restructuring plan, or if 
this is not possible, discuss and assist in 
implementing another plan to deal with 
financial affairs of the business. 

For small business, they don't need to take 
the trip alone, the sooner they get the right 
professional advice, they can start to focus 

on what their core skillset is, rather than being 
crisis managers and move forward. 

If you would like to know more about the 
reforms and how they might work, please do 
not hesitate to get in contact with me. 

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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CEO / Director / Founder
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But what is Revenue? Revenue = Number of 
Customers x Number of Transactions x Value 
of Each Sale

You can increase revenue by increasing 
the size of any of those three inputs. So, we 
can have a strategy to increase the number 
of customers, a strategy for increasing the 
number of transactions with each customer, 
and a strategy for increasing the dollar value of 
each sales transaction.

Any plan or journey starts with two things. 
Knowing where you want to go to and knowing 
exactly where you are starting from. So 
firstly we need to set a desired revenue goal. 
Subtract from your revenue goal, the amount 
of your current revenue to identify how much 
additional revenue is required.

When we know the level of additional 
revenue we need to create, we can be more 
specific about the revenue targets we have 
for our number of customers, the number of 
transactions with each customer and the value 
of each sale.

In developing our strategy for increasing 
revenue it is important to understand which are 
your most profitable customers and implement 
a strategy to retain them. It is possible that too 
much focus on smaller, unprofitable customers 
is causing a lack of focus on those who should 
be better nurtured. Get rid of the unprofitable 
customers.

The first step is to implement a system to 
measure lead generation, conversion rates, 
sales volume and customer profit. If you 
measure it, you can manage it. Use this data as 
a tool to help you:

• Increase the number of the right type of 
customers for your business

• Create recurring revenue customers who 
purchase repeatedly from you

• Price your product for profit

Many businesses bundle in everything but the 
kitchen sink. When you look at your product 
or service offerings, are there are certain 
components that could be unbundled and sold 
separately? An example of unbundling might 
be to separate service contracts out from 
product purchases.

Are you providing “too much” value? Many 
service businesses are guilty of providing too 
much value. They add in extra pieces of value 
without identifying or asking if it is something 
the customer or client actually wants or needs. 
There is a cost of adding these extra pieces of 
value. If the customer doesn’t need them, don’t 
give them away. If they do want them, price 
them appropriately and sell them as a separate 
item.

It has often been said that customers do not 
know what they need until they see it. It’s 
important that you make a habit of asking 
customers what else they might need as you 
will likely get some useful feedback around 
product extensions or services that could be 
added. 

Review pricing by product or service line. Is 

your pricing competitive and profitable? Do 
you need to increase prices?

Identify price sensitivity – based on your gross 
profit margin, what percentage of average 
customers could you afford to lose before you 
are worse off. In other words, based on an 
average price increase of say, 10%, how many 
customers could you lose and keep revenue at 
the same level?

In a conversation advising you to increase 
revenue it may seem counter-productive to 
mention that losing customers may not be a 
bad thing. So, let’s take a closer look.

If you are able to increase the price charged to a 
non-profitable customer, one of two outcomes 
may result:

1. By correctly identifying the increased price 
required, you could turn a non-profitable 
customer to a profitable customer; or

2. You may lose the customer which 
means that you’re a not making a loss 
on the transaction, and, you now have 
the capacity to sell more to profitable 
customers, and you free up time for 
working on your business.

BUSINESS ADVICE
Paul Sweeney, 
Managing Director, 
Pretium Solutions 

Your business revenue has stagnated, or worse it has reduced. Now what do you do? How do you 
increase revenue and make sure you are also doing this profitably? This is a common situation facing 
business owners right now. In fact, it’s a key issue business owners everywhere constantly need to 
address. Right now, for many businesses it has become critical.

How to Address 
Stagnation in Business 
Revenue
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Always look for opportunities to upsell or cross-
sell additional products or services. If there are 
natural add-ons that could be offered when a 
customer buys a product or service, consider 
how effectively your sales team is suggesting 
that add-on to the client. The classic example 
is McDonald’s famous line, ‘would you like fries 
with that?’ Because they systematized it using 
a script, they could get 15-year old’s to upsell.
 

Find opportunities to upsell or cross-sell 
complementary products and create scripts 
that customer-facing team members can use 
to increase average transaction value. Every 
action you take to make it easier for a customer 
to buy from helps to increase your revenue.

At this point you may be feeling overwhelmed 
and not know where to begin. As a business 
owner you wear many hats and have to 
perform in a variety of business roles which 
you may lack the skill or experience to do 
well. This disadvantage for small and medium 
business owners can be overcome by using 
the experience of others. Experience of people 
suitably qualified and knowledgeable who can 
advise you specifically on the right course of 
action for your particular business. 

Getting help all starts with a conversation. Talk 
to us today to find out how your business can 
benefit. 

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

Perfect Venue

Corporate Go�f     Conference     Event


18 Hole Golf Course with challenging tree lined

fairways. We provide car parking, multiple event room

options to suit any style of event with water & golf

course views, catering for 10 – 450 seated guests.

Twin Road, North Ryde 2113

(02) 9887 4422

functions@northrydegolfclub.com.au

www.northrydegolfclub.com.au

BUSINESS ADVICE
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The cluster of activities in Sydney city and its 
surrounding town centres creates an economic 
engine and a symbiotic relationship amongst 
its businesses. It generates competitive value 
for the businesses in this area and in return 
businesses benefit from increased connectivity, 
access to labour and talent, infrastructure, and 
the flow on effects of innovation. 

Sydney, like many other cities globally, was 
largely brought to a standstill by COVID-19 
and its associated health and government 
regulations. Sydney city and its surrounding 
town centres experienced a significant fall in 
economic activity whether measured by foot 
traffic, business revenue, tourist numbers, 
public transport usage, office occupancy 
rates, retail spending, or other measures, 
causing a devastating impact on this economic 
ecosystem. 

There have been many initiatives implemented 
in order to reignite Sydney’s economy and 
support businesses. Some of these have been 
at the Commonwealth Government level, 
others at the State and Local Government 
levels. Although, the most high profile of these 
has been the JobKeeper wage subsidy, other 
measures are also part of a targeted approach 
to revive and revitalise businesses in Sydney, 
and the Business of Sydney. These include 
though are not limited to: the Cash Boost and 
other government grants, payroll tax deferrals 
and reductions, the waiver of certain local 
government fees, the instant asset tax write-
off, the Apprenticeships Incentive Program, 
and more recently the relaxation of restrictions 
and activation of public spaces. 

The Sydney Business Report outlines how 
COVID-19 has changed businesses in Sydney 
and is changing the Business of Sydney. It 
draws directly on the Sydney commercial 
community made up of large, medium, 
small and micro businesses and analyses 
the different ways and different extents that 
businesses have been impacted, and highlights 
the different challenges and opportunities they 

face. Critically, this Report also provides key 
insights that can be used by businesses to 
Build Back Better. 

It also provides CBD Sydney Chamber of 
Commerce Members - and businesses it 
is connected with - an opportunity to share 
their experiences. It is a collaboration with 
the Sydney Business Chamber and Vincents 
Accountants that will be built upon for future 
research.  

Focus Areas for the Research

We asked businesses in Sydney city and 
surrounding town centres about how their 
businesses had been impacted in the three (3) 
months prior to the Survey period in Aug 2020. 
The full Report contains detail on different 
industries and levels of impact, however the 
key findings can be summarised as follows:

How were business in Sydney City and 
surrounding town centres affected by 
COVID-19?

85% said revenue had been impacted to some 
degree. The most common response by 24% 
of respondents was a reported decrease of 
between 30% and 50%.

55% had stood down or terminated staff. 

61% reported their workforces were either 
partially or fully working from home or remotely.

77% experienced a negative impact on their 
mental health.

What did businesses in Sydney City and 
surrounding town centres do in response to the 
economic effects of COVID-19?

76% were utilising Government temporary 
assistance – but 24% were not.

65% had sought to negotiate rent with their 
landlords.

Of these 88% had utilised the Government’s 
temporary assistance measures.

And 68% had received some form of rent 
reduction.

On Finance costs  only 28% sought to negotiate 
with their bank or finance provider – and 70% 
did not seek any such negotiations.

61% of businesses had reduced employee and 
staff costs.

How have businesses adapted as a result 
of COVID-19 and how confident are they in 
surviving? 

33% indicated that all staff will return to the 
workplace when COVID-19 is under control.

24% indicated staff will continue to work 
remotely.

87% of businesses considered it likely that 
their business model will need to change.

What do businesses say they require to survive 
and move forward in a “COVID Normal” 
environment? 

74% indicated were confident or somewhat 
confident their business would survive – 
however. Of these, 98% had not experienced a 
revenue decrease of more than 75%.

59% advised their business would require 
further funding and financial assistance.

Build Back Better

While the objective of the Report was to 
understand the impact of COVID-19 on 
businesses within the Sydney city and 
surrounding town centres, the Report is also 
designed to improve clarity and start discussions 
around how businesses are performing now and 
what support they will need moving forward.

The Sydney Business Report: Rising 
to Meet the Challenge of COVID-19

FEATURE

Sydney is Australia’s largest city. Its population exceeds 5 million people and it contributes over 24% of 
the Gross Domestic Product (GDP) of the Australian economy. 

Peter May, 
Executive Officer, 
CBD Sydney Chamber of Commerce 
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Linkedin.com/company/cbdsydneychamber
Facebook.com/cbdsydneychamber
Instagram @cbdsydneychamber

The Report details a number of 
recommendations based on the key points 
identified by the research. 

One key finding relates to staying informed. 
When asked "What have been the most useful 
sources of information and support during 
COVID-19?" – there were four (4) key responses 
from eight (8) options provided: 

• 23% Professional advisors 
• 20% the ATO 
• 17% Commonwealth & State 

Governments and 
• 14% Chambers of Commerce 

Chamber Membership Counts. Be A 
Member 

This CBD Sydney Chamber connects, engages 
and supports businesses and people in 
business to achieve the best possible outcome 
– whatever the business conditions. 

The Chamber provides 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. 

For a copy of the Sydney Business Report or 
enquiries about Chamber Membership contact 
Peter May - Executive Officer CBD Sydney 
Chamber on 02 9350 8103 or 0437 872 052, 
cbdsydneychamber.com.au/why-join  

The Sydney Business Report is a collaboration between 
Sydney Business Chamber, CBD Sydney Chamber of 
Commerce, and Vincents Accountants. It is the first in a 
series of reports which analyse and address key issues that 
impact the Business of Sydney

cbdsydneychamber.com.au/why-join

FEATURE
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Two of our value propositions are:

1. the KickStart Package; and 

2. the Cash Flow Litigation Package. 

What is the KickStart Package?

The KickStart Package gives a new business or 
new client to our firm the following:

For twelve months all your commercial work 
is done without any payment for 12 months. 
At the end of the 12 months, you then pay off 
our fees over the next 12 months by 12 equal 
monthly instalments. There are other payment 
options, but we will keep it simple for this 
explanation.

Clients taking up the KickStart Package get the 
following:

    1. all contract work, 
    2. commercial negotiations,
    3. business structuring and 
    4. legal establishment work 
    5. done with no upfront payment. 

You must pay Government or third-party costs. 
For example, stamp duty, IP Australia fees, and 
ASIC or ASIC providers company incorporation 
fees. Though generously forestalling legal fees 
we are not a bank and do not provide credit. 

By taking advantage of the KickStart Package, 
you get the best legal foundation for your 
business without having to use valuable cash 
flow needed to start your business. 

You get:

• Shareholders Agreement, 
• Trademarks, 
• IP Audit, 
• employment contracts, 
• terms and conditions of trade, 
• website terms,

• privacy statement and policy, 
• employment policies, 
• advice on suppliers terms and conditions, 
• review if leases for premises,
• asset protection advice and assistance,
• advice on what business licenses may be 

needed,
• drafting consultants, cleaning, equipment 

and any of forms of contracts you may 
need,

• corporations law advice,
• competition and consumer law advice,
• review of your marketing and advertising 

materials,
• and any other non-litigious legal work 

needed during the first 12 months. 

All you need to have a tremendous legal 
foundation to kick start your business.

For existing businesses, the KickStart Package 
is also available. We will review what you have 
to ensure it is up to date and is the best for 
you to expand and grow your business. If you 

started your business and have yet to get a 
tremendous legal foundation here is how it can 
be obtained.

The KickStart Package excludes litigation or 
disputes of any kind. The KickStart Package is 
to lay down your legal structure not fight for it 
or legal work in fighting to keep it. 

Also, the KickStart Package excludes any debt 
recovery work. 

The KickStart Package allows you to use your 
resources to make money when you need 
it now. Legal fees are deferred to a later day 
when you are better placed to pay them. 

You get the advantage of having a firm legal 
foundation for a new business, without the 
expense of having to trade off needed cash. 

We get to show you how Etienne Lawyers can 
add value to your business thereby cementing 
us as your preferred and go to legal provider. 

Cashflow Friendly 
Legal Services

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

Value is what Etienne Lawyers provides. Value is a challenging thing to sell and appreciate. We have 
methods of serving you where you get value for money.

figure 1
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What is the Cash Flow Litigation 
Package?

Litigation is unwanted and a drain on cash 
reserves. Litigation is a lumpy cash outflow 
process. Hugh sums are needed at the start 
in the middle and at the time of the hearing. 
Finding the case can be difficult for many and 
impossible for some. See figure 1. 

To assist in handling the cash flow drain 
and pain, we have the Cash Flow Litigation 
Package. The Package allows you to budget 
on a monthly agreed fee to pay your litigation 
costs. Barristers fees must be paid at the 
chosen barrister’s hourly rate. 

Our professional fees are set at an agreed 
monthly price, with an agreed daily rate for 
the hearing dates. Knowing the agreed rate, 
you pay our costs at a constant smooth, 
manageable pace. You are not looking for 
funds at short notice. By relieving the cash flow 
pressure, you have a clearer mind to handle the 
stress and pressure that litigation puts on those 
involved in a court case.

The monthly fee is paid every month until the 
litigation ends. In the beginning, we may have 
to work and charge $3X on an hourly rate 
basis. At certain times our work will be greater 
than you pay. At other times the costs paid will 
exceed the work done. 

For instance, under the Cash Flow Litigation 
Package, you agree to pay $0.5X a month. 

The agreed amount, is paid every month until 
the litigation ends. Whether a lot, a little or no 
work is done on your matter in any month, 
the agreed monthly payment must be paid. 
By paying this way the lumpiness of funding 
litigation is smoothed out. It is not eradicated. 
By smoothing out your legal costs, you are 
better placed to run an expensive court case. 
You do not have to forgo your legal rights. You 
can maintain them and get what you deserve 
at a manageable monthly cost.  The package is 
depicted in the figure 2.

The monthly fee is agreed with you. How much 
the monthly fee is depends upon:

• the nature of the case you are taking or 
defending;

• if you are cross claiming; 
• the amount of the case; 
• the legal issues involved; and 
• (even in some cases) your cash flow 

position. 

As time is money when the hearing is being 
conducted a further amount per day is charged. 
Again this fee is known at the outset so it can 
be budgeted. 

As with the KickStart Package, third-party 
costs of barristers, courts and experts have to 
be paid by you. They cannot be amortised as 
our fees are. We do not control Barristers fees, 

or the costs of process servers, accountants, 
valuers or other needed experts. 

If value is what you want, value is what we 
provide.

If any of these packages is what you are looking 
for, then contact Steven Brown to start one of 
the packages today. 

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

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

FEATURE

figure 2
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Here are my seven tips to think about if you are 
planning on outsourcing your supply chain.  If 
you’ve got a product and your customers are 
ordering it, you may want a few insider insights 
into why a 3PL partner can be a really good 
idea.  

1. It saves you time - What a great thing 
this is.  You’ve probably all thought of a dozen 
things you could do with more time already.  
You could concentrate on your business and 
increase your input into its core competencies.  

a. You can eliminate the need to invest 
time and money in warehousing bricks 
and mortar, transportation, and the staff 
required to execute the logistics. 

b. You can also leave the logistics paperwork, 
billing, stock-takes, stock management, 
training and HR management as this is the 
area of expertise for 3PLs.

2. It offers scalability and flexibility - 
Businesses become more flexible due to a 
3PL partner’s ability to scale space, staff, and 
transportation according to inventory needs. 

a. There is no need to stress about high 
and low seasons, whether you have a 
loading dock or can unload a container, as 
transitions can be handled smoothly. 

b. If a business needs more space, a 3PL 
provider is just one phone call away.

3. It makes valuable expertise 
accessible - 3PLs are knowledgeable about 
the best practices in the industry, and all that 
knowledge and experience is available to you. 

a. To gain an edge in a competitive market, 
3PL providers stay up to date with the 
latest developments in technology. 
The software that good 3PLs use is 
capable of advanced reporting, inventory 
management and provides visibility to 
enable you to monitor the entire logistics 
process. 

b. By outsourcing your logistics requirements 

to a 3PL, your management team can 
focus more on its core competencies while 
your logistics needs are being handled by 
industry professionals.

c. The 3PL team is accountable and 
becomes a partner supplier with risk in the 
transaction. If your 3PL partner lets you 
or the customer down it risks losing your 
business. This is a compelling argument 
for excellence.

4. It encourages continuous optimisation  
3PL providers are masters at coping with 
change. 

a. These organisations can adjust quickly in 
various circumstances. 

b. 3PLs can also improve most links in your 
supply chain. 

c. They ensure that your needs and those 
of your customers are met in the fastest, 
most efficient and cost-effective way. 

d. 3PLs can help maximise profits, reduce 
wait times, and improve customer 
satisfaction.

5. It maximises your growth rate - By 
utilising a 3PL provider, you can save time and 
money.

a. This directly affects the growth of your 
company. 

b. 3PL providers have warehouses in 
strategic locations. 

c. With this benefit, businesses can expand 
their market with minimal change to 
transport and delivery costs.

6. It improves quality – Outsourcing to 
a 3PL provider ensures that you have more 
capital.

a. The advanced technology and expertise 
that comes with 3PL providers also 
guarantees that your logistics needs will 
be satisfied. 

b. Since 3PLs thrive on efficiency, you 
can expect numerous aspects of your 
supply chain to improve as well.  Volume 
discounts, flexible staffing, flexible space 
– all part of the job for 3PLs.

7. It improves customer service – With 
the cost of acquiring new warehouses and 
new technology eliminated, your business 
can now focus more on customer service and 
innovation. 

a. You can be sure that your customers will 
be happy with the improved quality and 
depth of your operation. 

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

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

Top 7 Reasons to 
Utilise 3PL Services

BUSINESS ADVICE Lynne Fisher, 
Promtel Pty Ltd

Statistics tell us that over 85% of Fortune 500 companies utilise 3PLs, and the industry is still predicted 
to grow by at least 5.2%.  If they think it’s a good idea, maybe it is something worthy of consideration.
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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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First of all, location is paramount, whether 
it’s residential or commercial. You want good 
access to public transport, shopping centres, 
cafes, hospitals, universities/tertiary education 
colleges – in a suburb with a good profile, with 
good sale and rental prices for units. A good 
profile suburb has good infrastructure that 
the government is upgrading to ease traffic 
and is not too far from the city. Also, a suburb 
where a Westfield shopping centre is located, 
that is being expanded and upgraded, with an 
exciting range of cafes, ambience areas and 
specialty shops.

Secondly, make sure the units and development 
scheme are built by a vendor/developer with a 
good long-term track record of quality building, 
quality units, good strata scheme facilities 
(foyers, lifts, common courtyards, gyms, 
pools, basement parking etc) and good post-
settlement relations with unit owners on defects 
services. If the vendor/developer has owners of 
units in other strata complexes across Sydney 
and other capital cities who are complaining 
about the poor quality workmanship and 
shocking defects, these are warning signs “Not 
to Buy”.

Find out from other unit owners in the other 
strata development projects completed 
previously by the vendor/developer. What 
are they saying about the vendor/developer’s 
quality, workmanship and defects service?

Whether residential or commercial, make sure 
you with your conveyancer/solicitor goes 
through the contract carefully, checking the 
details of the unit, the list of inclusions, the 
sunset date with any extension, as well as the 
provision of vendor/developer rights to make 
changes, especially on the reduced size and 
the changes to fixtures/finishes of the unit, on 
completion. It’s very important that you are 
clear, comfortable and confident of what the 
off-the-plan unit you are buying is going to look 

like upon completion – with the design, details, 
and finishes – to make sure that your dream 
becomes a reality.

On completion of construction, it’s very 
important that the vendor/developer has put 
through the registration at the Land Titles 
Office, receiving the Occupation Certificate, 
triggering notice for settlement, that you do 
your pre-settlement inspection to make sure 
that unit you bought off the plan is your dream 
come true, not a nightmare.

Vendor/developers earn a good reputation 
with unit buyers when they complete projects 
early or on time, build with quality, with pride 
in their workmanship and provide great defects 
service through their project manager and 
newly appointed strata manager. The vendor/
developer’s agent should provide good post-
settlement service on the handover, providing 
packs with keys/tags, and details on strata 
management, the complex facilities, and the 
60 to 90-day post-settlement defects reporting 
period. 

If buying off the plan for investment purposes, 
you should speak to your tax accountant about 

what’s best for you – direct investment with 
negative gearing tax benefits or investment 
through your self-managed super fund. Your 
tax accountant should also advise you on tax 
depreciation benefits and how to get a tax 
depreciation schedule/valuation done to claim 
such benefits.   

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

Off the Plan Units – 
Buy Wisely

REAL ESTATE Paul McKenzie, 
CEO, ABS Conveyancing

Whether it’s an off-the-plan residential apartment, commercial, retail or industrial strata unit, you 
should do sufficient research before you buy. Such an acquisition, either residential or commercial, 
can be a dream come true or a nightmare on completion. It all depends on the level of research, 
checks and balances.
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Your flyers delivered directly to businesses 
in Norwest Business Park, Macquarie 

Business Park + Lane Cove West

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

Please contact Daniel

1300 889 132

Norwest Business Park 
Macquarie Business Park 

Lane Cove West 
Sydney CBD

From $250 + GST
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Very often, businesses are confused about 
how to get the right system: 

• To avoid any extra spending for 
functionality which is not required

• For future company growth, or 
• Use existing IT infrastructure. 

At Australian Phone Company, we have helped 
small and medium businesses for almost a 
decade in unified communications and are 
happy to share our experience with phone 
system selection steps.

Everything starts with the size of your business. 
If you are sole trader, small convenience shop, 
or a medical practice with few staff, it’s overkill 
to have your own dedicated PBX (phone box 
exchange) in your office. For such applications, 
we have a great product called Cloud PBX. 
The beauty of this telephone system solution is 
located in our highly reliable cloud infrastructure; 
customers only need phone handsets or can 
even connect from mobile phones. So, there’s 
absolutely zero capital spending for telephone 
systems infrastructure, and no payments for 
any IT support. 

We do all the hard work managing servers and 
infrastructure. However, it’s still a very powerful 
phone system with an intuitive and friendly 
user interface. You get access to all the latest 
functionality, including greeting messages, 
voice menus, time-based routing, FAX, 
conferences, voicemails, call recording, and so 
on. There are 36 available features out of the 
box without any extra charges. You don’t need 
any IT knowledge to configure a system – via 
the web interface you may always customise 
how calls reach your office, which phone rings 
first, add an extra public holiday or forward all 
calls to mobile if required. The general rule we 
advise for our customers: if you have fewer 
than 25 internal users (extensions) – consider 
cloud-based telephone system.

If your business requires communication for 
more than 25 users, we advise that you have 
an on-site telephone system. This is quite 
important because, in this case, all internal 
calls remain within your local office network 
and don’t overload the internet. 

We are a Platinum Partner for the world-leading 
3CX telephone systems vendor and strongly 
advise this solution for any scale of on-site 
deployments. With on-site 3CX systems, you 
get the complete unified communication toll for 
your business. Starting with the basic versions, 
conferencing and web meetings are already 
available. CRM system integration is available 
in professional versions to track and manage 
all your sales and customer calls. There is 
also functionality for integration with website 
chats, SMS and Facebook, which make the 
phone system a singular tool for all customer 
communications. 

The fact that phone system is located in your 
office doesn’t change the ability for your staff 
to use applications on their mobile phones 
to receive and forward calls, attend and 
organise meetings, chat, and see other people 
attending. People may still send and receive 
calls on their computers in remote locations, 
and work from any convenient place. The 3CX 
mobile application is probably the best in the 
world for unified communications for the set 
of functionalities. When you have distributed 
offices around the country or even around the 
world with a number of staff, the 3CX telephone 
system may be deployed in Amazon or other 
data providers to achieve the best reliability 
and accessibility from any place. In the office 
environment, an ordinary computer is good 
enough to start with, which makes solution 
highly affordable and scalable. Big companies 
such as Holiday Inn, PWC, KPMG trust this 
solution.

For relatively large organisations or government 

agencies, you probably already use Microsoft 
Teams for collaboration between people within 
organisations, web meetings, and chats. But 
your phone system is still standalone and not 
integrated within Teams and Microsoft office. 

With the latest unified communication 
solutions, we can connect your Teams with 
the telephone network. Your staff will have 
their own phone numbers delivered directly 
into the Teams application on a personal 
computer, mobile app or desk phone. An 
existing office telephone system may be 
integrated within Teams for smooth migration 
and keep functionality during migration. 
Alternatively, it can be decommissioned, and 
the phone functionality provided by Teams via 
an Australian Phone SIP Trunking solution. An 
organisation can save thousands of dollars 
per year with migrations from legacy phone 
systems to the current technology. 

Regardless of your business size, the Australian 
Phone Company is your one-stop shop for 
the unified communications – speak with our 
experts today to find out how we may assist 
with your telephone system. 

Please visit our website www.australianphone.
com.au or give us a call at 1800 APHONE. 

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

BIZINET TECH Leonid Karlinskiy, 
Australian Phone Company

In the contemporary world of the internet, phone and communication systems remain the main ways 
for businesses to keep in touch with clients and a way to communicate within organisations. Telephone 
systems have been transformed significantly and now are a more unified communication tool with 
phone calls, auto attenders, voice menus, voice and video conferencing, chats, mobile apps, and 
much, much more.

How to Get the Right 
Phone System for a 
Business of Any Size
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Modern Websites
Forms and Booking Facilities
Landing Pages and Sales Funnels
Shopping Carts
Online Credit Card Payments
Organic Search Engine Optimisation (SEO)
Custom Features

www.bizinetmedia.com.au

bizinet@bizinetmedia.net.au

1300 889 132

Finger 
Licking 
Good
BiziNet
Web
Design
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To say that this year’s akin to a rollercoaster 
you were forced to ride, despite your vehement 
protests, would be a wild understatement. 
None of us were prepared for the coronavirus 
pandemic and the whirlwind of unexpected 
changes that tagged along. Nationwide toilet 
paper shortage insanity, coupled with every 
man and his dog being served a real-life 
Monopoly “Go Directly to Jail” lockdown card? 
That’s gold stand-up comedy material. 

With COVID-19 gate crashing the 2020 
party, bringing with it enforced lockdowns 
and operational restrictions, many Australian 
businesses were kicked into fight-or-flight 
mode. Some nimbly pivoted, capitalising on 
their ability to continue activities online, while 
others were left with no choice but to shut their 
doors. From contactless delivery to sourcing 
alternative supply chains, replacing in-person 
appointments with video conferencing to 
employees working remotely, creativity and 
dynamic responsiveness has been key to 
continuance.

If the pandemic has taught us anything, it’s 
the undeniable importance of having a digital 
presence, another avenue to stay connected 
with your customers. 

How a custom mobile app can future-
proof your business
Now more than ever, your customers are 
growing increasingly reliant on the convenience 
and ease of mobile-friendly business 
applications. Mobile app usage has grown 
40% year-on-year in the second quarter of 
2020 and in-app consumer spending surged 
to a record high of $27 million. Homebound or 
not, they’re spending significantly more time 
scrolling on their smartphone and changing 
their buying habits. 

Whether it’s online healthcare appointments, 
exercise apps, online banking or home grocery 
delivery, customers are accustomed to this 
mobile-friendly, not-so-new way of life. Here 
to stay, this behavioural trend will only keep 

intensifying, serving as a wake-up call for 
businesses to accelerate their on-demand 
digitalisation efforts in the modern environment.

8 benefits of mobile apps for small 
businesses
• 24/7 instant customer access and 

engagement
• Fosters stronger customer relationships
• Boosts value perception through a 

rewards or loyalty program
• Ability to send push notifications and 

alerts when new offerings arrive
• Opportunity to personalise content for a 

more immersive experience
• Encourages more purchases
• Strengthens your brand, setting you apart 

from your competitors 
• Appeals to younger demographics

To secure long-term viability of your mobile 
app development, you need to think and 
strategise ahead. Analyse your customers’ 
existing journey and relationship with your 
brand, consider all the touchpoints where 
they’re actively engaging. Identify current pain 
points that are potential barriers to conversion 
and explore how you can overcome these 
within an app, catering a more enjoyable user 
experience. Even if you hit the ground running, 
ensure that contingency and fallback plans are 
in place, in case things go askew. 

Sure, it doesn’t have to be perfect from the 
get-go, you just need to have a game plan 

that allows for continual innovation. Ask 
for customer feedback, assess their usage 
behaviours and look at what your competitors 
are doing – adapt and improve. As your 
business grows and customer demands 
change, make sure that your mobile app is 
prepared to intuitively grow with you.

Don’t wing it, nail it by talking to 
an expert with all the mobile app 
development know-how 
Rather than hastily throwing a band-aid solution 
together, discuss your mobile app ideas with a 
specialist small business app developer. Since 
2016, the team at Connect Mobile Apps have 
been creating simple, bespoke mobile app 
solutions to help businesses catalyse growth, 
boost revenue and amplify customer delight. 

Listening to your needs and providing 
innovative, customised solutions, we take 
the mumbo-jumbo out of your mobile app 
development experience. Ready to discover 
your business’s potential? Get in touch with 
Connect Mobile Apps today.   

Connect Mobile Apps
p |  1300 718 839
e |  connect@connectmobileapps.com.au
www.connectmobileapps.com.au

Why Mobile Apps are 
Important for Your 
Business

BIZINET TECH Grace Wong, 
Connect Mobile Apps

Stay Connected with Your Customers – Wherever, Whenever. Be there or be square, 2020’s 
acceleration of digital transformation. 
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Order Online and Get FREE Delivery *

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

1300 889 132

Quantity
A4 A5 DL Business cards

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

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

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

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

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

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

calendars
posters

notepads

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

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

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

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

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

Artwork is not included.
* FREE Delivery to 

Sydney Metro

Printing
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Domain Name Theft
A domain name is a key asset of your business.

Losing control of your domain name to a third 
party is a very serious issue. At the very least 
you will lose access to your emails. Worst case 
scenario - you will loose your entire operations 
if your business model is built around the digital 
space.

There is a big security risk to losing your 
domain. The new registrant will be easily able 
to bind your domain to an email server, create 
new email accounts that match what you 
already had prior and start receiving emails 
for you and your staff. This means that a third 
party will have possible access to sensitive 
and private information. They will also attain 
the ability to recover passwords from digital 
services bound to your emails. It’s a complete 
disaster to say the least.

Unfortunately, losing a domain name is not 
a good situation when it comes to recovery 
options and remedies.

There are 2 common types of domain names 
in play for businesses operating in Australia 
– local domain names administered by a not-
for-profit agency known as auDA (.au Domain 
Administration Ltd) and Generic top-level 
domains. The former covers Australia-specific 
domain names such as (.com.au, .net.au, .org.
au, .id.au, etc.) and the latter covers a very 
wide range of generic domain names (including 
.com, .net, .org, etc.).

Australia has a decent regulatory framework 
that describes as to how .au domain names are 
handled. This isn’t to say that the recovery of a 
lost Australian domain name isn’t a costly and 
complex legal matter. The theft of a Generic 
top-level domain is a much more serious issue 
than an .au domain name, as the latter requires 

an Australian legal entity to register and own 
it. This means that a typical .com.au domain 
is bound to an Australian Legal Entity such as 
a Trademark, a Trust, an ACN, an ABN – i.e. 
your .au domain name can’t be taken out 
of Australia, and as such, there is a formal 
dispute process that can be carried out. On 
the other hand, a top-level .com or .net domain 
is not as heavily bound by the restrictions and 
regulations – as such, the recovery process is a 
dead end for most cases.

An important note is that eligibility criteria for 
Australian domain names is rather lax. Once 
your .au domain name is transferred to another 
owner, they will likely be an eligible entity and 
you will need to seek legal advice as to find the 
best way forward.

In either case, it’s best to avoid this situation 
altogether and take steps to secure your 
domain name against theft:

1. The first step is to ensure that the login 
details to your domain name registrar (the 
company to which you pay your domain 
name registration fees and where your domain 
name is administered) are in good order. This 
means selecting a strong unique password and 

ensuring that these details are kept private. Do 
not give these details to anyone – even your 
web developer! If your web developer needs to 
change settings on your domain (e.g. updating 
name servers to move web/email hosting), 
ask them for instructions and carry out these 
actions on your account yourself.

2. The second step is to ensure that your 
domain name has correct registrant information 
on record – specifically the entry “Registrant 
Contact Email”. This particular entry allows the 
recovery of a special code known as a “domain 
name password”, which will allow a third party 
to transfer the domain to another registrar. You 
can lookup this record online at “whois.auda.
org.au” for any Australian domain. Make sure 
you do not have a defunct email in your domain 
name records.

3. The third step is specific to Generic top-
level domains such as .com and .net. These 
types of domain names offer an additional 
feature in that they can be “locked” - this 
limits the ability of a third party to carry out an 
unauthorised transfer of the domain from one 
registrar to another. You simply need to login 
into your Registrar’s control panel and find a 
feature called “Enable Domain Lock” or similar.

Cybersecurity for Business 
is Now a Critical Issue (part II)

In Part I, I went over some of the key security issues that business operators can be caught out with. 
These included issues such as Online Identity Theft, “Phishing” and Passwords. In this Part II article, 
the discussion on the topic continues with more IT security principles that cover protection of your 
domain names, cryptocurrency blackmail scams, viruses and some other general ways as to how to 
fortify your business against breaches.

BIZINET TECH Daniel Moisyeyev, B.IT
BiziNet™ Media
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Cryptocurrency Blackmail Scams
Cryptocurrency blackmail scams involve 
emails that claim that your data has been 
accessed and sensitive personal materials 
have been stolen and about to be made public. 
These emails are generally sent out en masse. 
They are genuine attempts to scam uninformed 
users out of their money.

The demand usually involves a request to pay 
the scammer a ransom in cryptocurrency such 
as Bitcoin. Please note that cryptocurrency 
transactions are very secure and non-
reversible – if you do fall for this scam, you have 
virtually no recourse. There are no fail-safes 
such as chargebacks when it comes to most 
cryptocurrency transactions.

Sometimes these scammers manage to 
acquire old stolen passwords for specific 
online services, and use these as proof that 
they have indeed compromised your systems. 
This tactic does not indicate that they have full 
access to your systems – however, it means 
they managed to steal a piece of your personal 
information from a compromised database 
somewhere.  This is why it is key to have good 
password management, and to create strong 
and unique passwords for all your accounts.

If you do receive these emails, ensure to 
double check the integrity and security of your 
IT systems. These types of emails are often 
filtered out by the more advanced SPAM filters 
used by cloud email hosting providers. If you 
are using a non-generic private email, there is a 
chance that you have never seen one of these 
scam attempts before. 

Viruses
Viruses are not quite the problem they use 

to be. Modern Operating Systems and Web 
Browsers are much more secure by design 
and it is unlikely that corporate employees 
will be carrying out dangereous tasks such as 
downloading and installing third party software. 
Most viruses nowadays seem to arrive as 
attachments through mass email – they are 
usually dealt with by the more sophisticated 
SPAM filters.

However, prevention is the best cure and steps 
still need to be taken to prevent dealing with 
problems down the track. There is plenty of 
client-side anti-virus software available – both 
free of charge and on paid subscription. If you 
are running an office with many workstations, it 
is best to ensure that every computer has up-
to-date anti-virus software. Anti-virus software 
is cheap insurance against malfunctioning 
workstations, lost and compromised data, and 
hours of productivity lost.

An excellent way to prevent virus-related 
issues is to limit what your employees can and 
can not do on your systems. This brings me to 
the next topic ...

Minimise your employees as an IT 
security risk
Limiting what your employees can and can 
not do on your systems is an excellent way to 
prevent security breaches.

Here are some of the things you can do:

1. Disable USB ports on your company 
workstations. This will prevent your employees 
from plugging in USB drives and introducing 
unauthorised and unchecked files into your 
system. This also doubles as a measure to 
prevent IP theft.

2. Is all your work carried out online through 
a web browser and you have no proprietary 
business-specific software? Consider using 
an alternative Operating System with better 
inherent security features.

3. Grant your employees the minimum 
operating system and software privileges 
necessary to do their work.

4. Limiting Internet Access. While it is necessary 
to have unrestricted full access to the Internet 
for some job descriptions, such as Business 
Development Managers, there are jobs where 
it is simply not necessary for your employees 
to browse the Internet at all. This is a great way 
to improve productivity as well.  

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.

BiziNet™ Media
p |  1300 889 132
e |  daniel.moisyeyev@bizinetmedia.net.au
www.bizinetmedia.com.au

BIZINET TECH
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Online services now play a crucial role 
in customer service as more businesses 
incorporate automation and other resources 
into the way they respond to customer needs. 
Today, customers should be able to contact a 
business whenever they need to, and through 
a variety of channels such as text message, 
email, social media platforms, and live chat on 
a company’s website.

This is not to say that businesses should 
abandon call centres. Large numbers of 
people still want to speak to customer 
support representatives on the phone. This 
classic avenue should not be ignored, just 
supplemented with the other detailed options, 
to make their business grow.

Technology can help streamline this process. 
Social media is a particularly a great way to 
enhance the customer service experience. 
Most companies have business pages on these 
social media platforms, and their users take 
advantage of them to seek solutions to their 
problems, ask questions or make enquiries. 
Using platforms such as Facebook, LinkedIn, 
Instagram and Twitter. 

Other platforms that clients can reach out to 
you directly is your business website. Webchat 
is a great tool where clients can come online 
and chat directly to a staff member, getting 
the answers to their questions and enquiries 
immediately without picking up the phone. 
Simplifying important tasks for consumers 
is one part of providing excellent customer 
service.

An essential aspect of creating a great customer 
experience is keeping your customers informed 
about what is going on with your business and 
in your industry. Technology is a great, fast way 
to do this.  Email marketing your customers 
with your latest promotion, latest sales and 
specials. Don’t be afraid to use multiple 

channels to keep your customers informed of 
anything relevant to your industry, including 
updates and new information. They will 
appreciate your transparency and willingness 
to get them the information they need in a 
quick and easy manner.

Keeping the right balance at Mitronics and 
maintaining the business relationship with our 
clients has been  between the traditional call 
centre that we have on hand for our clients 
that still like to pick up the phone and talk to 
a specialist to solve their issues, whilst also 
staying active on the multiple social media 
platforms, interacting with our clients or 
potential clients through our webchats that 
are actively on our websites. We also continue 
to provide up to date sales, promotions, etc. 
through our email marketing keeping our clients 
informed abouts what is going on at Mitronics 
and in the industry. 

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.

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

How to Use 
Technology to Improve 
Your Customer Service

BIZINET TECH Roger Amir, 
Director, Mitronics Corporation

A company’s customer service department is an essential function of any business. This department 
helps maintain your company’s relationships with its customers, and without customer loyalty, 
a business may flounder. Technology is playing an increasingly significant role in the way that 
businesses operate with their clients. This can be seen, through online services.
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Purchase one of our state of the 
art colour A3 MFPS and receive 
your choice of one of our gifts! 

Choose either: 
• Westfield Gift Card

(valued at $200)

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

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

today! 

* Terms & Conditions apply. Valid until the 1st of March  2019.

Our Gift to You! 

2020 Special!

* Terms & Conditions apply. Limited time offer.
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Bright Accounting and Taxation                       
02 7200 2547                    
Suite 6/208, Level 2, Library Building, 
29 Main St, Rouse Hill NSW 2155
www.brighttax.com.au

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

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

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

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

CBD Sydney Chamber                  
02 9350 8103                     
Level 23, 45 Clarence Street, 
Sydney NSW 2000
www.cbdsydneychamber.com.au

Coraggio Pty Ltd                  
1300 899 006                     
Level 1, 24 Young Street,
Neutral Bay NSW 2089
www.coraggio.com.au

BANKING

BiziNetwork

BUSINESS SUPPORT

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

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

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

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

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

Carbon Reduction Institute                   
1300 708 401                                 
Unit 33-34, 20-28 Maddox Street, 
Alexandria NSW 2015
www.noco2.com.au

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

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

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

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

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

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

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

LAW

CAFES

IT

INSOLVENCY

ACCOUNTING

DIRECT SELLING

COMMUNITY SERVICES

HEALTH

GOLF CLUBS

CHARITY

MOBILE APPS

02 9952 8498 
riversidechamber.com.au

HR

BUSINESS SUPPORT

1300 889 132 
BusinessAllianceNSW.com.au

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

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

  

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

Marcus Whelan Psychology                
0413 183 169       
Psychology, Consulting, Coaching                      
mbwhelan@bigpond.com

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

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

PSYCHOLOGY

PROMOTIONAL

TELECOMMUNICATION

WAREHOUSING

WEB DESIGN

PRINTING EQUIPMENTOFFICE FITOUTS

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

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

REAL ESTATE

PETS

List Your 
Business in 

BiziNet Magazine

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

BiziNetwork
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B2B MEDIA PLATFORM 
BUSINESS MARKETING
BUSINESS EXPOSURE

CUSTOMER ACQUISITION
BUSINESS ALLIANCES

LEAD GENERATION

www.bizinet.com.au

TM


