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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

Catherine Cashmore 

Catherine Cashmore has been 
working in the Australian real 
estate market for over 14 years. 
As a buyer advocate, she has 
assisted hundreds of home 
buyers, investors, and developers 
to find, assess, and negotiate 
real estate in Australia and 
internationally. She is President 
of Australia's oldest economics 
organisation, Prosper Australia - 
an organisation that aims to hold 
up a light to the dark corners 
of the economic system that 
impedes economic progress and 
rewards monopolies.

She edits Port Philip Publishing/
Fat Tail Media's 'Cycles, Trends, 
& Forecasts' and Cashmore's 
Real Estate Wealth – two  
publications that teach real estate 
and stock market investors about 
the land cycle, its effects on the 
economy. Demonstrating how 
you can create wealth in property 
and stocks from the knowledge.

Catherine Cashmore 
p | +61 458 143 089 
www.cashmoreco.com.au
cashmoreco.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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Leo Colgar 

Registered Tax Agent, CTA, 
MIPA, M.Com (Accounting), BSc 
(Engineering Management)

Leo is the founder of Bright 
Accounting and Taxation 
Services. Leo started his 
career in one of the big 4 
accounting firms, KPMG in 1990 
and worked for international 
companies after that, where he 
gained extensive accounting 
experience through senior 
accountant roles during his 
career. Leo has expertise in 
providing comprehensive 
accounting services, including 
individual, corporate, 
partnership, and non-profit 
income tax returns and audits, 
compilations, and payroll tax 
reports for small to medium-
sized businesses.

Leo is a member of The Tax 
Institute, The Institute of Public 
Accountants and National Tax 
and Accountants’ Association. 

Leo Colgar 
p | 02 7200 2547 
www.brighttax.com.au
brightaccounting.bizinet.net.au

Roger Amir

Roger Amir is Director of 
Mitronics, founded in 1994 
and is the largest privately 
owned multivendor provider of 
office multifunctional devices, 
printers, photocopiers, scanning, 
archiving equipment and 
consumables in Australia.

Mitronics specialise in providing 
multifunction devices and 
software solutions designed to 
run companies more efficiently 
and improve business process.
A dedicated team of technical 
personal are controlled 
nationally through the Mitronics 
HQ Service Centre allowing 
customers access to real time 
stats both from a service and 
sales perspective.

An investment in their support 
infrastructure has allowed 
Mitronics to be at the forefront 
of the office equipment industry 
ensuring Mitronics remain a 
leader in their industry.

Roger Amir
p |  02 8878 1000
www.mitronics.com.au
mitronics.bizinet.net.au

Grace Wong

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

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

Grace Wong
p |  1300 718 839
connectmobileapps.com.au
connectmobileapps.bizinet.net.au

Paul McKenzie

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

From his experiences, Paul 
has written a book soon to 
be published - Property & 
Conveyancing Made Easy. He 
has been a guest at a number 
of property & conveyancing 
seminars, as well as on radio 
and podcast television. During 
2019, he has won a number of 
awards.

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

CONTRIBUTORS



10 BiziNetTM Magazine #106

Take a look at these ads of yesteryear…

Source: State Bank of Australia and The New 
York Times

Look at the juicy interest rates offered for 
term deposits back in the 1970/80s. 

It was an era when the choice to save cash 
was seen as a smart and viable alternative 
to investing and speculating on stocks and 
real estate.  

Banks were competing for savers even as 
recently as 2011. You could get  at least 5% 
on short term accounts.

But under the current economic system, 
that’s disappeared forever. 

Commonwealth Bank is currently offering 
0.9%. 

Laughable.

But it is going to get worse. 

Australia is “going negative”.  

Joining Switzerland, Demark, Japan and 
soon others.

Look at the trends here…

The Bank of England1 recently wrote to UK 
banks to assess their “preparedness” for the 
event.

The Reserve Bank of New Zealand2 asked 
financial institutions to ensure they are 
technically and legally ready to handle a 
negative interest rate by the end of the year.

The Reserve Bank of Australia previously 
claimed it would not go lower than 0.25 per 
cent.

PROUDLY PRESENTED BY      BIZINET

Negative Rates = 
State Sponsored 
Boom  
by Catherine Cashmore 

Catherine Cashmore – Editor of Fat Tail Media’s ‘Cycles, Trends & Forecasts’, 
Director of Cashmore & Co Real Estate, President of Prosper Australia
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The cash rate now sits at 0.10%

That’s unlikely to be the end of it. 

Someone asked me last week: 

“If Australia goes negative, can you see 
mortgages on 1% interest rates? We now can 
see 2% rates...” 

I’d say it’s inevitable. 

Borrowing rates are already at record lows 
across the world. 

Just a few months ago, UK PM Boris 
Johnson3 told citizens he wanted to “fix 
the UK’s housing market” transforming 
“generation rent, into generation buy” with 
95% LVR loans fixed at 2.14% a year for 25 
years. 

But that could be a poor deal. 

Lending rates could also go negative.

It’s been done. 

The Danes are setting the precedent.

They introduced the world’s first negative 
interest rate mortgage last year. Gifting 
mortgage holders’ credit at minus 0.5% a 
year.

Yes - that means that the borrower pays back 
less on the principle than they were loaned.

“We don’t give you money directly in your 
hand, but every month your debt is reduced 
by more than the amount you pay,” said 
Jyske’s housing economist, Mikkel Høegh4

Sure, they’ll make some of it back on fees. 

But in the meantime, real estate prices in the 

region reached their highest level on record5 

in 2019 just prior to the COVID panic. And 
they are holding steady right now. 

This is likely to play a role in the huge surge in 
land values I expect globally in in the next five 
years – to 2026 (you can read more about the 
timing of this at www.fattailmedia.com.au).

But be aware that the push to negative 
rates is part of a much bigger trend… we’re 
entering a new financial era

For negative rates to be completely effective, 
Cash will have to be removed from society. 

This is no haphazard move.  

The Bank for International Settlements and 
governments are working with central banks 
around the world to make “cashless” the new 
reality now. 

Digital dollars, yens and pounds are going to 
replace cash. 

These will be government-sanctioned 
blockchain protocols, administered by the 
banks and other authorised lenders. 

People will use a smartphone app or similar 
to use in daily transactions.

Global firm Research and Markets predicted 
last year that Australia could become the 
Asia-Pacific’s “first cashless society” by 
2022.6

The CBA said, “more likely 2025”. 

The RBA trialled that transition in January – 
pre COVID. 

“The RBA used a private, permissioned 
Ethereum network for the project, simulating 
a central bank issuing tokens to commercial 

banks, as well as those tokens being 
exchanged among banks and eventually 
redeemed with the central bank…research 
is expected to continue in 2020, with the 
RBA potentially bringing external partners on 
board to participate.” 7

Last month, the RBA announced its 
partnership with two of Australia’s Big 
Four banks, fund manager Perpetual and 
a blockchain company, to explore the 
potential of a central bank digital currency 
(CBDC) capable of use by wholesale market 
participants.

The announcement was made after the 
RBA cut interest rates to record lows on 
November 3 and came just months after the 
RBA previously claimed re the digital dollar, 
“that there was no strong case for one within 
Australia”.

And conveniently (or not) the entire COVID 
panic has catapulted us toward this cashless 
fantasy at great speed.

IMF Managing Director Kristalina Georgieva 
commenting in June 2020 that ‘digital is a 
big winner in this crisis.8

The pandemic has ‘accelerated the digital 
transformation by two or three years’.

That’s because, in the name of health, your 
virus laden dollars are no longer considered 
safe. 

Some shops and services refuse to accept 
payments in cash already.9

If you think this is no big deal because you 
rarely use cash you are very much mistaken.

The cashless society is about so much more 
than just how we pay for things at the store. 

It represents the ultimate authoritative control 
over our lives.  

It’s being heavily promoted by the Bank of 
International Statements (BIS), the Bill Gates-
co-founded Better Than Cash Alliance10, and 
the International Monetary Fund (IMF) on the 
back of the World Economic Forum’s “Great 
Reset” agenda. 
 
The “Great reset” or “Global Currency Reset” 
as some have called it, is a term said to have  
been created in response to COVID.

BIZINET MARKET UPDATE
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The WEF issued the following statement 
when COVID hit.

“There is an urgent need for global 
stakeholders to cooperate in simultaneously 
managing the direct consequences of the 
COVID-19 crisis. To improve the state of 
the world, the World Economic Forum is 
starting The Great Reset initiative.”

However, it was being talked about and 
planned long before.  

Christine Lagarde11 (then managing director 
of the IMF) calling for a ‘reset’ of monetary 
policy, the financial sector regulatory 
environment and structural reforms of global 
economies at the WEF’s annual meeting in 
2014.

The rhetoric is full of economic buzz words 
promising to create a “cleaner, more 
sustainable, inclusive, and equal” economy.

To drum this narrative into the heads of the 
public, WEF has:

- The Great Reset book, 
- A podcast  called “The World vs the Virus”, 
- A host of “global elites” such as Prince 
Charles12, John Kerry, Jan Vapaavuori, Hilary 
Cottam, Mohammad Jaafar, Bob Moritz, 
Geraldine Matchett, Phillip Atiba Goff, 
Saadia Zahidi and Borge Brende pushing the 
propaganda.
- And just so the kids don’t miss out – Grover 
from Sesame St has been rolled in to explain 
it for Children. 

If you thought COVID would move the world 
away from globalism – you were wrong. 

To quote from “The Great Reset” book. 

“If no one power can enforce order, our world 
will suffer from a “global order deficit”.  Unless 
international nationals and international 
organisations succeed in finding solutions to 
better collaborate at the global level we risk 
entering an age of entropy, the pandemic has 
both exposed and exacerbated thus state of 
affairs.” 

To be clear - decentralisation is the enemy of 
technocracy. 

Like decentralised distributed 
cryptocurrencies - Bitcoin, Bitcoin Cash 

or Dash - truly anonymous, and totally 
uncensored currency. 

Whilst they have not yet posed a great threat 
to central bank-dominated fiat money - they 
could. 

This is one reason former head of the Bank 
of England (BoE) Mark Carney suggested a 
“radical proposal” last year. 

Calling for “An overhaul of the global financial 
system that would eventually replace the 
dollar as a reserve currency with a Libra-like 
virtual one.” 13

The other fear is China. 

China is rapidly rolling out its digital currency 
now. 

A payment system created by the Chinese 
state known as Digital Currency Electronic 
Payment (DCEP).

China’s intends the DCEP to become the 
dominant global currency. 

“The People’s Bank of China is under a lot 
of pressure to accelerate the development 
because they do not want to be in a world 
where Libra (Facebook’s digital currency) 
becomes the global currency, which they 
think is worse than the current global financial 
system controlled by the US,” - Linghao Bao, 
an analyst from Beijing-based Trivium.14

This has invoked a digital currency arms race.

Seven central banks - Canada, Britain, 
the European Union, Japan, Switzerland – 
recently issued a statement indicating they 
are working together on “common principles” 
and “key features” for a viable central bank 
digital currency, or a CBDC.15

 
The point here, is that digitalised money 
allows those controlling the system, to track 
you from cradle to grave. 

We only need to look at China to get an idea.

In 2019, four out of every five payments in 
China were made through either Tencent’s 
WeChat Pay or Alibaba’s Alipay.16

Their digital currency is a vital cog in a vast 
wheel of surveillance17 China has constructed 
over the last several years in the name of 
“public health, safety and security”.18

Information on citizens’ whereabouts and 
activities feed into China’s national social 
credit system. 

It is intended to rate individual’s 
trustworthiness or value, according to a 
“national scoring system”. 19

The score is calculated by monitoring an 
individual’s spending habits, if they pay 
bills on time, commit a crime, their social 
behaviours. etc.

The companies collating the data are China 

PROUDLY PRESENTED BY      BIZINET
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Rapid Finance - a partner of social network 
giant Tencent. Also Sesame Credit, a 
subsidiary of Alibaba affiliate company Ant 
Financial Services Group (AFSG). 

Both Rapid Finance and Sesame Credit have 
access to mega quantities of data through 
the WeChat messaging app (at present with 
850 million active users) and the AliPay digital 
payment service.
 
All of this citizen information is publicly 
ranked.

Citizens with a low rating may be refused 
certain jobs, pay more for mortgages or 
health services, be banned from traveling 
among other things20, with fines deducted 
directly from their digitalised bank accounts.

When asked why the Chinese accept these 
reforms without protest, CEO of Baidu, 
China’s largest search engine made the 
following comment: 

“If they [Chinese] are able to exchange privacy 
for safety, convenience or efficiency, in many 
cases, they are willing to do that, then we can 
make more use of that data.” 21

If you think it could never happen here, take 
a look at a blog written by the IMF last month 
(December 2020).

International Monetary Fund, IMF researchers 
Arnoud Boot, Peter Hoffmann, Luc Laeven, 
and Lev Ratnovski are calling for internet 
search history to be tied to citizen’s credit 
scores.

They argue that using non-financial data, 
specifically “the history of online searches 
and purchases,” we can solve the problem of 
“certain kinds of people not having enough 
hard data (income, employment time, assets 
and debts) available” to buy products. 
 
The transition is not one to be celebrated. 
But as an investor, it’s important to know how 
to ride the wave to protect your wealth.

Lower or negative interest rates will allow 
land values to rise again from this alone. 

Real estate is also likely to attract huge levels 
of cash that is at risk of becoming trapped in 
the banking system. 

Ultimately the productivity gains from an era 
of technocracy, must flow through to the 
price of land. 

An inevitable reaction to improvements in 
transportation, communication, and energy 
production.

This is an iron law of economics. 

This is why we have a real estate cycle and 
why it repeats. 

A government is close to penalising you 
for holding cash. But it still gifts unearned 
income in the land market in the form of 
capital gains. 

Negative interest rates and the war on cash 
are likely the thing to set off the huge boom 
I expect in land values between 2021-2026. 

It’s already started – with the real estate 
market now showing month on month gains 
despite continued conomic woes. 

The transition into technocracy sets the stage 
for a spectacular build-up of global tensions 
(war) and wealth creation into 2026. 

It will be followed by a synchronised global 
bust into 2028.

Why? Find out more at 
https://fattailmedia.com.au/publications/
cycles-trends-forecasts/

We cannot avoid what is ahead.  

But we can prepare. 

Best wishes,
Catherine Cashmore 

BIZINET MARKET UPDATE
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1. Develop an agile business mindset
Peter Drucker said, “The greatest danger in 
times of turbulence is not the turbulence – it is 
to act with yesterday’s logic.” Businesses that 
adapted to new logic over the past year were 
able to keep going in the face of turbulence. 
For example, dine-in restaurants and cafes 
that switched quickly to a takeaway service 
were able to keep going during tough times. 
Although, many of these businesses saw 
dramatic decreases in revenue, they were 
able to reopen when restrictions were eased 
because they were able to adapt. 

Likewise, large grocery retailers had to 
adapt quickly to fast-growing demand for 
home delivery. This included enhancing IT 
infrastructure and boosting productivity in 
fulfillment and logistics. Considering your 
business, what steps have you taken, or 
could you take, to respond to changes down 
the road? Developing an agile mindset will 
increase your chances of surviving through 
ongoing turbulence.

2. Automate processes and operations 
to improve efficiency
Automating manual processes saves resources 
that can enhance the long-term prospects of 
businesses. One area that automation can be 
applied for most businesses in accounting. For 
example, automating accounts receivable can 
include creating automatic email reminders 
when invoices are overdue. This will free up 
staff time for more important tasks for staff. 
Automation can also be applied in customer 
service to save money and boost results. An 
example is automating responses to customer 
email enquiries. By using a contact form that 
works with automation software, you can 
automatically and quickly send a customised 
email reply to the customer submitting the 
form. 

Automation tools can reduce the time required 

for managing social media platforms, gaining 
more followers quickly, and making a bigger 
impact. For instance, you can send an 
automated invitation for customers to view and 
like your social media pages on different social 
media platforms, with the goal of increasing your 
social media followers. Research has shown 
that marketing automation increases sales 
productivity by 14.5 per cent and reduces 
marketing overheads by 12.2 per cent. 

Given the benefits, it pays to consider how 
automation can be applied in your business. 

3. Collect data and use it
Data makes it possible to keep up with 
change in turbulent times by helping you make 
better decisions. As noted in a report in the 
Analytics Advantage report by Deloitte, 49% 
of business leaders believe that data analytics 
is a key factor in improving decision making.  
While it might appear that harnessing data is 
something for big businesses with big budgets, 
small businesses can use data and apply it 
more quickly than large businesses. 

Using data at your fingertips can give you 

a clearer picture of your customers – what 
motivates them, how they chose products 
and services, how they prefer to buy, why 
they switch suppliers, what they’ll purchase 
next, and what makes them recommend a 
company to others. Business can also improve 
interaction and engagement with customers 
by analysing customer feedback to improve 
products and services. Although powerful data 
analytics programs such as Tableau Desktop 
and Microsoft Power BI are available for a 
reasonable monthly fee, any business can start 
out using existing data sources. For example:

• Email marketing reports – these can tell 
you which topics, products or services 
customers and prospects are most 
interested in.

• Sales receipts – these can show you how 
customer interest is shifting to certain 
products.

• Social media analytics – tells you what 
the hot topics are and what products or 
services receive the most interest. 

• Website analytics – changes in website 
visitor behaviour and interests can show 
you what customers are interested in. 

Business Survival in 2021: 
8 Tips to Keep Your Business Alive

FEATURE

While it’s good to be optimistic about the future, the reality is that the business environment won’t 
go back to the way it was in early 2020. The impact of the COVID-19 pandemic and subsequent 
restrictions have permanently changed attitudes and behaviours – and what expectations are realistic 
for many businesses in 2021 and beyond. Here we offer a few ideas to help companies make it through 
challenging times.

by Michael Gladkoff 
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4. Monitor cash flow
According to ASIC, poor cash flow accounts for 
49% of insolvencies for SMEs. In normal times, 
cash flow was one the biggest challenges for 
most businesses. In uncertain times, cash 
flow is even more important. Having a three 
to four-month cash flow forecast, which is 
updated every two to four weeks, will help you 
determine potential cash flow shortages ahead 
and take steps to solve them. In preparing a 
cash forecast, create several scenarios, such 
as optimistic, moderate and pessimistic.  
For the worst-case scenario, consider what 
the shortfall would be and how you might 
overcome it to keep your business running.  

5. Boost your e-commerce capabilities
One of the biggest changes resulting from 
the COVID-19 pandemic has been the rise of 
e-commerce, which grew each month in 2020, 
hitting nearly 120% growth over the previous 
year in July 2020. The pandemic and changing 
consumer behaviour have accelerated the 
growth of online retail. This includes bricks 
and mortar businesses expanding online and 
dedicated e-commerce businesses. 

Other factors have been fuelling the growth 
of e-commerce, in addition to the pandemic. 
These include demographic change and 
evolving consumer behaviour. Millennials 
have overtaken Baby Boomers as the largest 
proportion of the adult population in Australia, 
while the proportion of Generation Z adults 
continues to increase. These groups are more 
accustomed to spending time online. Retail 
businesses that adapt to the changing tastes 
of consumers will be more likely to survive in 
the short term and grow in the long term. 

Big changes are also occurring in the business-
to-business e-commerce as more business 
purchasers are expecting to get the products 
and services they need online. One example of 
meeting this need is fintech business lending. 

Between 2013 and 2017, fintech business 
lenders saw a compounded annual growth 
rate of 79%. These businesses have grown in 
popularity as a result of the convenience they 
provide to their customers, including quick and 
simple loan applications and fast turnaround 
times.   

Businesses that make it easy to do business 
online can better meet the buying preferences 
of buyers and increase their chances of survival 
in the long run. 

6. Focus on collaboration
At the time and after a natural disaster it’s 
common for people to come together and 
help each other. In these situations, people 
who never met each other reach out to offer 
assistance. The COVID-19  pandemic has 
created an environment where businesses 
need to focus on collaboration. 

One way this can be applied in business 
is cross-promotion marketing.  It can be 
a powerful way to boost your momentum 
without having to spend a lot on marketing. 
With cross-promotion marketing, you 
collaborate with complementary businesses 
market each other. For example, a lawyer, 
financial planner, accountant and insurance 
broker could recommend each other to their 
clients. For professional service providers, 
this might include holding a joint seminar and 
inviting clients. In addition to highlighting their 
expertise, each business will get in front of a 
new set of potential customers.

Businesses that are cross-promoting can 
create website pages with links to trusted 
businesses that have agreed to reciprocate on 
their websites. For example, a car tyre shop 
can promote other specialist providers – such 
as radiator, brake and panel repair services – 
on its website.

Retail businesses can also promote each other 
by putting each other’s promotional material 
in shopping bags and displaying brochures at 
checkout areas or having.

7. Define your niche and focus your 
marketing on it
It has been said that ‘There are riches in niches.’ 
When you choose a niche, you can develop 
your products or services to match your target 
market. Focusing on a niche will also enable 
you to narrow your marketing efforts and do 
more with less. This way you avoid trying to be 
all things to all people. 

For example, if you sell shoes online, you can 
sell all types of shoes – women’s, men’s, and 
children’s shoes. An example of a niche is 
selling a range of shoes for nurses – they are on 
their feet all day and need comfortable shoes 
that are solid enough to protect against needle 
stick injuries. By choosing this niche, you can 
focus your marketing to cater to a specific 
market. This can include tailoring content to 
connect with consumers in your niche.

8. Be open to changing your purpose
It’s easy to get stuck by thinking that you can be 
in the same business and follow have the same 
business purpose as in the past. But this won’t 
work for many businesses. Top-performing 
businesses are willing to consider radical 
transformation to adapt to new circumstances. 
Research by McKinsey revealed that 83% of 
top-performing companies are making bold 
moves in redefining their purpose in response 
to the COVID-19 pandemic. Given the 
dramatic changes of the past year, consider 
if your current businesses purpose fits with 
long-term survival. If not, follow the lead of top-
performing companies and take bold steps to 
redefine your purpose. 

FEATURE
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In many ways, such an example also applies to 
your business. Early identification of a problem 
and putting a strategy in place to address issues 
of concern will hopefully see the business 
back on track with no long-term damage. It 
is much more difficult to address problem(s) if 
they have been allowed to continue for a long 
period in the often-forlorn hope that things 
will fix themselves, or if I just get that big sale 
everything will be ok, or I just did not know. It 
might work out, but, in our experience, having 
a successful business is more about planning 
than hope. 

Importance of a Plan
How can we identify problems before they 
become too difficult to overcome? An excellent 
way is to plan, monitor and benchmark your 
business. Ideally the preparation of a business 
plan to follow and check back too as your 
business progresses is an ideal way to identify 
issues and opportunities on a timely basis.  Any 
business plan should be conservative, based 
on realistically achievable goals. All businesses 
need a business plan of some description. It 
can be an extremely detailed and thorough 
plan prepared in consultation with your trusted 
advisors, or a more simplified plan that sets out 
your business goals, strategies on how to meet 
those goals and budgets which you revisit and 
compare to actual regularly. There are plenty of 
reputable on-line tools to help get started here. 
See www.business.gov.au 

Owning the Plan
For a plan to be successful you need to own the 
plan and review it regularly to see how you are 
going. It should not be fixed, rather flexibility 
to adjust your business strategy when required 
is the key. The basis for any start up business 
is to plan to make a profit, i.e., can your idea 
or dream work, if it can work, how long will it 
take to work and what investment is needed 
to get to that point? For an existing business 
it helps to identify changes that will enhance 

the business and identify and hopefully turn 
around any issue/s that are impacting the 
businesses bottom line. Many businesses 
prepare business plans so they can get finance 
from a bank, but it is not much use if you are 
not a believer in the plan submitted. 

Vital Elements of Plan – particularly for 
SME businesses
The first concerns the business funding and 
includes associated aspects such as:

• what is the likely cost of your products/
services?

• what is the profitability of your products/
services? 

• what level of sales do we need to break 
even?

• are our prices competitive? and
• preparing and maintaining a cashflow 

budget so that you are aware of the timing 
of cashflows. 

All too often we see that SME businesses do 
not truly appreciate all costs associated with 
the provision of their products/services.

The second aspect concerns strategic planning 
and includes aspects like:

• what is our market and can we be 
competitive in that market?

• what key resources do I need both 
internally and externally to succeed? 

• what about unplanned events (i.e. director 
health issues, etc) and how will the 
business respond; and

• what external factors and how a change 
in government policies might affect my 
business that were not there in the past.

Considering the above and regularly reviewing 
them will help identify key aspects a business 
needs whatever the stage of its life cycle.

Some Takeaway Examples 

Example 1
Recently, we were asked a question that often 
comes up, “my sales growth is good, but I have 
no money in the bank”? This is an example of 
how you might have identified this problem 
early from the first steps mentioned above. 
The business owner came to us to discuss the 
possible need for a Voluntary Administration 
(“VA”).

Upon closer review of the business, it ironically 
might have needed a VA in the future if the 
cashflow issue was not addressed as if sales 
suddenly grew rapidly it would create a bigger 
funding gap in the business that would have 
been more difficult to fill had the owner not 
acted now and addressed the issue before it 
became critical. 

The solution for that business was made 
easier because the cashflow problem had 
been identified early, the issue being that 
it manufactured and imported parts from 
overseas for assembly and sale to clients here 
in Australia. The terms of trade were such that 
the business was paying 100% of the costs 
well before any income was derived from the 
product they offered. There was profit in the 
sales but no money in the bank because as 
soon as they were paid, they needed to invest 
those funds received and more (if demand for 
orders grew) in procuring the next order.

Trade debtor finance was discussed and 
implemented with the assistance of the external 
advisor so that the business had cash in the 
bank much earlier than when invoices were 
due for payment from sales made, thus the 
company was able to leverage its debtors to 
put funds into their bank account much earlier 
to meet the growing demand. It became easier 
to place forward orders as the cash was in the
bank to meet the terms of payment for the

To Plan or Not to Plan – 
How Much Are You 
Prepared to Risk?

Bruce Gleeson, FCA, FCPA, RITF &
Mark Marlow, RITM, FIPA, 
Jones Partners Insolvency & Business Recovery

If you are ill or suffering pain, you are likely to go and see your doctor. The illness or pain will either 
not be too serious, and the doctor will prescribe a remedy, or it may be more serious, but because 
you went to see them early there is more chance of recovering from what ails you as attention to the 
problem can commence straight away.

BUSINESS ADVICE
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next order, the negative cash cycle was turned 
around with suitable finance that worked for 
the business, it did not need an insolvency 
appointment. Had the business owner ignored 
this issue, it is likely supplier payments 
would have fallen behind making it difficult 
to fill growing orders, remittances for GST, 
superannuation guarantee and PAYG etc. may 
have been overlooked to fund supply which 
may have led to the need down the track to 
make a formal insolvency appointment. 

Whilst it would not be impossible to turn such 
a situation around via a VA restructure and a 
proposal to creditors, the early recognition of 
the problem made the solution more palatable 
and less expensive for the owner and the vital 
stakeholders in the business continued to 
get paid. Whilst this solution might be viewed 
as a short-term fix as the cost of this type of 
finance can be quite high and can impact on 
profitability, in the short term it provided much 
needed cashflow and helped improve the 
business value to enable further sales growth.

Example 2
A small retailer we came across was a great 

salesperson and a likable person who was 
adept at getting sales. They were struggling to 
make ends meet in the business and sought 
advice on whether they should invest a further 
$100,000 into the business as they were  about 
to settle the sale of an investment property he 
owned. 

After reviewing the business’s available 
financial information, we determined and 
recommended that the investment would likely 
be a poor one as sales would need to increase 
by about 170% for the business to break 
even based on its current pricing model. They 
determined from this analysis that they could 
not achieve this and subsequently placed their 
business into voluntary Liquidation. Perhaps if 
they had taken the time to put planning tools 
in place to give them the ability to monitor 
the performance of the business, they may 
have discovered the business was not viable 
much earlier and would not have injected the 
significant amount that they had previously 
invested in the business. 

None of us are experts on everything, the 
most successful businesspeople rely on 

trusted advisors to help them in their business. 
Planning and monitoring of the performance 
of a business on a regular basis allows the 
identification of problems. Then a decision can 
be made on how to address where your plan 
is deficient and adjust it to put you back on 
track. It is also likely your plan will assist you in 
understanding your business on a deeper level 
and keep you focused on what is critical.  

If you would like to have a further discussion 
around any of the above, please don’t hesitate 
to get in contact with us.  

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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I'm currently receiving an increased number of 
inquiries from people wanting to start or buy 
new businesses. Or simply change the way 
they are operating to be more profitable.

And now is a good time to do that. There are 
plenty of opportunities available. Some are 
forced to consider these opportunities out of 
necessity. But a lot of activity we're seeing is 
from people who are not out of work and not 
needing to replace income. Instead they're 
looking at now being the opportune time to act 
on something they see as being available to 
enhance their position.

Are there more opportunities available now 
compared to last year? Not necessarily. We 
have become more aware of the opportunities 
that exist. We are now more prepared to act 
simply because we perceive we can obtain 
greater value by acting on opportunity.
 
We can define opportunity as “a set of 
circumstances that makes it possible to do 
something." 

On that basis, there will always be opportunities 
available to us. 

Right now, we are becoming more aware of 
the many opportunities available to us. How 
we respond depends on our mindset and how 
we're going to approach them. If we're going 
to capitalise on them, we need to have the right 
mindset and we need to equip ourselves with 
the right tools and resources to give ourselves 
the best chance of success when we do grab 
hold of these opportunities and run with them.

COVID has created demand for many new 
industries, and changes within existing 
industries. But this is a cycle that continually 
happens. Many of the products, services and 
professions which have emerged in the past 5 
years didn't exist 20 years ago. The availability 
of opportunities is not purely a result of COVID. 

However, COVID has made many people more 
aware that opportunities exist, and that the way 
we are doing things now may not be the best 
thing for us.

With the right mindset we can create 
opportunities in any environment. Eben Pagan 
author of the book “Opportunity” says that 
“Creating opportunity is about more than 
just thriving in an unstable, sometimes scary 
world. It’s about becoming the best version of 
yourself, and creating the life where you have 
all the opportunities you need to reach your full 
potential. To increase the quality and quantity 
of opportunity available, it’s important to take 
on a series of mindsets that will positively 
change how you see yourself, how others see 
you, and how you see opportunity.”

Why do some people see opportunity where 
other people do not? The reason is fear.

Opportunities and fear go hand in hand. When 
we discover and develop opportunities in our 

life, in our business, there's going to be risks 
and sometimes danger's involved. So, we 
need to understand fear better, and we need to 
be able to embrace fear and work with it rather 
than fighting it and letting fear restrict us. 

When we are fearful, our viewpoint is different 
to somebody that doesn't have that fear. 
Somebody without fear will dance, they'll 
celebrate the opportunity, they'll celebrate the 
change and they'll accept it. They'll grasp it 
and run with it. But when we're afraid, when 
we're fearful, the only opportunity we see is 
to keep things the way they are. To keep the 
status quo. To stay safe. 

We try to avoid loss. And that mindset places 
limits upon us. We don't act. Instead, we 
become envious of other people who have 
acted on opportunities watching them thrive 
while we falter.

A number of businesses rapidly changed their 
product and service offerings in response to

BUSINESS ADVICE
Paul Sweeney, 
Managing Director, 
Pretium Solutions 

There's a growing momentum around opportunity. People are starting to think more about how they 
can improve the ways that they run their business or look for new business opportunities to grow their 
profits, to grow their income. 

Is 2021 the Year of 
Opportunity? 
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the COVID situation. These businesses have 
thrived, because they've grasped opportunities, 
they've acted quickly. Hand sanitiser, masks, 
facilities, and services for working from home, 
IT solutions, etc. A lot of new businesses, and 
some industries have been created as a result.
Regardless of how you look at people who 
acted on the opportunities one thing is very 
clear. They have acted on and taken advantage 
of the opportunities that exist. They've been 
prepared to and willing to act. They've equipped 
themselves with the tools, the resources, the 
contacts, so that they can act quickly and take 
advantage of opportunities when they arise. 
And that's a great thing. 

Sadly, many business owners are so stuck in 
“the way that we have always done things”, 
they’re not open to seeing new ways of 
doing things. Not open to opportunities, new 

products or markets, because they are so 
comfortable doing things the way they have 
always done them.

So how should you respond?

There are opportunities available. Your choice 
is to be fearful and stick to what you're doing 
at the moment hoping to ride out the wave? 
Or embrace the opportunities available to you.

As Stephen Covey says, “I am not a product 
of my circumstances. I am a product of my 
decisions.”

Be brave.

Equip yourself with the tools and resources 
you need to give yourself the best chance of 
success.

And try that new road. 

Take the first step by booking a meeting with a 
Certified Business Advisor at Pretium Solutions 
here https://meetme.so/PretiumSolutions. 

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

www.northrydegolfclub.com.au

BUSINESS ADVICE
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The story focused on the two young men, 
then on their marketing team. There was a 
video showing their marketing team members 
happily smiling, standing at a long bench near 
where their desks were, packing products into 
post-bags. ‘We are so successful, we can 
hardly keep up with demand!’ they proudly 
announced.

It occurred to me that if they continued to use 
their marketing team to pack their orders they 
would possibly not hold on to their success for 
very long. Before you give me the talk about 
everyone needing to jump in and help out 
and how small business demands this kind of 
flexibility, I hear you!  I do, really.  

But here are a few things to think about when 
you have a company that has a great idea/
product, but doesn’t have a sustainable order 
fulfilment system:

• What helped guide the company to its 
current place in the market?

 ○  Answer: Marketing.  
 ○ Of course, without a good and 

relevant product, developed by 
the two people at the helm of the 
company, the marketing would not 
have helped.

• What was the makeup of the team who 
achieved this?

 ○ See the first paragraph of this article

• If the marketing team are busy with the 
picking, packing and shipping, who is 
doing the marketing?

• Are marketers good at inventory 
management?

 ○ Generally not, in my honest opinion 
(gained during twenty five years of 
working with marketers who need 
warehousing, fulfilment, order picking 
and packing.  Believe me, I know).

• Is the office a good place to house 
inventory?

 ○ Not usually. A big pain is that there is 
often insufficient space. I have been 
into marketers’ offices where they 
sit sideways at their desks because 
they have so much stock sitting 
underneath it that their legs don’t fit!  
Throw in a slow lift or a set of stairs 
and you’ve got an annoying situation.  
Is there a decent trolley or any 
shelving to house the stock once you 
do get it into the office? This article 
is about an online company, there is 
probably not a lot of warehouse-style 
hardware and equipment present.  
Also, I could be wrong, but there 
would not necessarily be expertise in 
safe materials handling procedures 
and safety procedures/work wear.

 ○ Can the couriers deliver easily? Is the 
office on a main road or in a busy city 
office block? Is there a loading dock?  

 ○ Expense of office space being used 
for storage?

 ○ Ease of receiving/shipping – does 
someone have to carry the parcels to 
the post-office?

 ○ Is there a cost-effective courier 
solution in place? Is there an 
automated software system 
encompassing all carriers or does 
someone need to flick between 
various online courier options, 
depending on which carrier is being 
used? 

 ○ How can you easily compare costs 
between carriers?

• Is it a good idea to have expensive staff 
members who are trained in something 
else, and have proven themselves to be 
very good at that something else, doing 
this kind of work?

• What happens to the marketing if the 
marketing staff members have all become 
pickers and packers?

• What happens to the job satisfaction 
of the marketers if they are expected to 
spread themselves a little thin and into a 
work space they didn’t sign up for?

• How much is your successful business 
really worth, without a robust logistics 
solution in place?

• Will you lose customers because your 
success overcame your systems?

• Bottom line question is – How much 
money/value does the company stand to 
lose?  

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

I Saw a Story about 
Success

BUSINESS ADVICE Lynne Fisher, 
Promtel Pty Ltd

It was a great story about a couple of smart young guys who found a gap in a market.  They went up 
against some major companies with a product differentiation that people love. They have developed a 
great, fast-growing business to consumer online business.
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This is the opposite in Europe and North 
America. People in Australia are known as 
“Bricks and Mortar Investors”. They are wanting 
to save, invest and plan for a good financial 
retirement, and see property investment as the 
way to go. In recent years, they have seen how 
superannuation funds and old-age pensions do 
not adequately cover you in old age/retirement.

Buying property as an investment is different, 
as you are ‘buying through the mind’, instead 
of the heart, as you would if buying as an owner 
occupier. Suitable buys, especially in residential 
property, would be in good suburbs with rising 
prices and rents, together with good public 
transport, shopping centres, cafes, and being 
closer to the city and TAFEs/universities. Good 
suburbs have infrastructure and buildings that 
have been recently developed or are being 
transformed. Good suburbs are where there is 
big government and private sector spending. 
This includes substantial government spending 
on infrastructure (main roads and public 
transport) and services (health, education, 
location of government departments and 
agencies offices). Private sector big spending, 
for example, is where Westfield has big 
expansion plans for the local shopping centre. 

Key areas that are considered good suburbs 
are Chatswood and Parramatta in Sydney. 
Chermside in Brisbane. Melbourne’s eastern 
and northern suburbs. There are suburbs that 
are not good performers in property investment, 
due to the distance from city centres, aging 
infrastructure and other factors that do not 
attract tenants. For example, Fortitude Valley 
in Brisbane on one end of the scale to affluent 
Vaucluse in Sydney’s far north eastern suburbs 
on the other end of the scale.

When you buy and invest in property, you 
want something new or recent to claim the 
maximum of the tax depreciation allowances. 
The Australian Taxation Office (ATO) allows 

2.5% over 40 years on the capital allowance 
(structure, electrical and plumbing infrastructure 
etc) plus the fixtures. The bulk tax depreciation 
allowances for fixtures are in the first few years 
of a new building, before these go down, 
leaving the 2.5% capital tax depreciation 
allowance. Strata units also have the common 
property (such as the lift/entry lobby, swimming 
pool, gym, common courtyard, etc.) to claim 
further tax deprecation benefits.

Years ago, I worked for a billionaire developer, 
who was involved with 2 Bond Street and 
Birkenhead Quays in Sydney. During my 
employment there, I noticed smart property 
investors were buying, then selling a few 
years later, and then buying something new 
again.  Why? The tax depreciation allowances, 
especially with residential apartments in a 
strata scheme complexes. These have the 
best or maximum benefit of tax depreciation 
allowances in the first few years, including the 
fixtures .   

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

Investing in Property 
The Smart Way

REAL ESTATE Paul McKenzie, 
CEO, ABS Conveyancing

Property is the biggest investment class for Australians, especially with tax benefits, such as negative 
gearing and tax depreciation allowances. Property remains the “King of investment in Australia” for 
such tax benefits, as other investment classes, such as shares, are a small class, especially with blue 
chip shares.
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Another, a Café operator, advised that business 
had been back up to between 70% to 100% 
during mid-December but crashed to around 
10% to 15% during the third (COVID-spike) 
week depending on the day. For these 
businesses foot traffic and trade is extremely 
sensitive to announcements about what’s 
happening in the broader community. 

So, with a new year upon us, where are the 
opportunities to do things differently and move 
forward.

Collaboration is Key
Back in the beginning of the pandemic, the 
concept of a new face of collaboration was 
discussed. 

In an earlier article it was suggested that 
complexity generally drives the need to 
collaborate. However, today’s market adds 
other even more obvious reasons for its 
consideration.

Not long after the pandemic hit, the CBD 
Sydney Chamber and BiziNet Group decided 
to work in partnership to present new ways 
to connect once face-to-face networking was 
extinguished due to the health risks. 

Since April 2020, these independent 
organisations have jointly presented over 28 
online Virtual Expert Speaking & Networking 
and the Business Formula events. This has 
seen over 500 individuals participate, guest 
expert presenters from local government, 
e-tailers, insolvency and accounting practices, 
economists, business associations, IT security, 
3PL logistics, yoga and relaxation experts 
and more. These events have deliberately 
presented both conversation-generating and 
networking opportunities. Where participants 
are given the opportunity to introduce 
themselves, their businesses and set up 
further conversations beyond these sessions. 

Relationships have flourished and business 
opportunities developed.

These are set to continue into 2021 and be 
complemented by face-to-face networking 
within the boundaries set by the health 
authorities.

But collaboration can’t stop here. Continually 
changing times require further innovation. 

Collaboration within areas of 
specialisation 
Discussion with our Members suggested that 
conversations might be more productive when 
those in the room all talk the same language.

2020 was the testing phase for inviting small 
groups of businesses which work within 
similar industry areas, to look at how they 
could extend their existing individual networks, 
share knowledge and explore business 
opportunities. These roundtables are by 
invitation to Members-Only (or for those that 
wish to become Members) and generally 
limited to between 10 to 15 participants.

2021 will see increased visibility for these 
roundtable groups in areas of speciality which 
include Allied Health, Professional Financial 
Services, Real Estate & Property and IT & 
Tech Services. These groups are looking for 
opportunities and will measure their success 
accordingly. And the CBD Sydney Chamber 
will support them.

Collaboration with overseas partners
Part of a Chamber’s role is to connect 
businesses. Then it makes sense to extend 
these connections to groups which are willing 
to share experiences and potentially develop 
relationships. 

The CBD Sydney Chamber in partnership with 
BiziNet Group have reached out to international 
Chambers of Commerce within both Asia and 
Europe that support similarly sized businesses 
and are no doubt experiencing similar business 
challenges associated with the pandemic. 
Can we share these and build relationships of 
value? Time will tell, but we will make the effort.

Moving Forward 
Welcome to 2021 and the opportunities that all businesses 
must embrace.

FEATURE

The December COVID-19 spike, Northern Beaches lock downs and health-related mandates around 
compulsory mask wearing are now in the rear-vision mirror. Each served as stark reminders of how 
quickly things change and the speed at which such spikes can impact businesses. For example, 
during the week of the pre-Christmas lockdown one CBD-based retailer advised that trade was down 
some 60% on expectations.

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

Collaboration with other Chambers of 
Commerce
This is yet another opportunity to extend 
networks within networks.

A number of local Chambers of Commerce 
that will be approached to extend these 
conversations across a larger audience. And 
why not? Each have Members with experiences 
and capabilities to share and collectively are 
looking to build back better. Whether this 
involves virtual or face-to-face opportunities, it 
represents more rather than less. 

Move Forward with Support
Business owners have faced almost 
unparalleled challenges over the last 
year. Some have fared reasonably while 
unfortunately others, especially those in areas 
including tourism, events and hospitality, face 
newly emerging challenges on a week to week 
basis.

What is clear is that collaboration in all it’s 
different guises can present opportunities to 
move forward.

The CBD Sydney Chamber is here to support 
business and grow that potential.

Chamber Membership Counts. Be A 
Member 
The 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, 
training and upskilling opportunities for 
business owners and their teams, the 
roundtable specialist series and the Women 
in Business Network, the Chamber can be a 
valuable support in moving through the current 
economic challenges. 

That’s why Membership Counts. 

Contact Peter May - Executive Officer CBD 
Sydney Chamber on 02 9350 8103 or 
0437 872 052. 
 
cbdsydneychamber.com.au/why-join

FEATURE

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
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People obtain the bulk of information about 
the world around them with the help of sight, 
and then the brain processes the information 
received by interpreting it in a special way. 
Since the invention of computers, the question 
arose about the possibility of implementing this 
process with computers. Machine vision is one 
of the most important components of the new 
industrial revolution, “Industry 4.0”. 

The history of machine vision as a science dates 
back to the 1950s. It was during this period 
that computers began to become a generally 
available means of processing and analysing 
information. However, it should be noted that 
the first systems for digitising visual information 
were very primitive and images were small. For 
more than 30 years, machine vision technology 
has improved in laboratories – both pattern 
recognition algorithms and hardware have 
improved, bringing the technology closer to 
becoming commercially available. Everything 
changed in 1990 with the advent of the first 
unmanned vehicle control system. 

Currently, the number of relevant machine vision 
applications continues to grow. In particular, 
tasks related to the analysis of video data in 
real time have become solvable. Examples 
include robot vacuum cleaners with machine 
vision systems in our homes, facial recognition 
systems in supermarkets and access systems 
in the corporate sector. 

But what about Australian agriculture? Private 
LTE Company offer our own approach to the 
digital transformation of agriculture. Take a 
look around – we are surrounded by dozens 
of cameras, but no one analyses the data from 
them in order to benefit people or businesses.
 
Imagine if a camera installed in a shed could 
signal changes in the behaviour or temperature 
of cattle. Or an integrated system with a few 
cameras in a field is able to warn about sun 
damage, the right watering amount, the 
response to fertilizer, or possibly forecast when 

a crop is ready to harvest. Other examples 
include a machine vision system that can be 
trained to distinguish one grape/cherry variety 
from another, be combined with a robotic 
system for removing cake, or improve the 
operation of a warehouse. All these examples 
are no longer fiction, but actually working 
implementations on modern farms in Europe 
and the USA. 

If you are worried about security, the system 
can be trained to notice any unwelcome farm 
visitors. Or vice versa, if data confidentiality is 
important to you, then the system will analyse 
only those objects that it is instructed to control. 
Everything else – including videos with people 
– will be discarded and not saved. 

The types of connection to machine vision 
systems are also quite different. Don't feel 
like thinking about IT infrastructure on a farm?  
The solution is Machine Vision Cloud by the 
Private LTE Company. Maybe you want your 
data to never leave the enterprise perimeter – 
this is possible. Our experts will deploy all the 
necessary equipment within your location. 

In any case, in the post-pandemic period, 

when markets are expected to be weak, it is 
important to enter prepared with the minimum 
costs possible and great opportunities for the 
growth of your business. But as you know, 
wheat does not grow instantly, and in order 
for restaurant guest to be offered the steak 
you produce, you need to do a lot and work 
well. Let’s do it together! Think about what you 
want to save from monotonous processes on 
your farm or agricultural enterprise. Which of 
your processes are not profitable or not well 
established? 

Contact our experts and benefit from the digital 
transformation of your business! 

Private LTE
p | 1800 APHONE
e |  info@privatelte.com
www.PrivateLTE.com

BIZINET TECH Andrei Smolnikov, 
Mobile Core Network Architect 

What’s a winemaker to do if he wants to ensure the thousands of bottles of wine he produces are filled 
with just the right amount of liquid, free from unwanted residue and not broken? He can use computers 
to watch out for problems.

The Permanent Gaze behind 
the Farm or Machine Vision 
Technologies in Agriculture
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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

BiziNet
Web
Design
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Mobile apps have and will continue to play a 
key role in helping us perform essential tasks 
with ease. Global pandemic or not, businesses 
will need to pursue all available avenues to 
stay abreast of their customers’ increasing 
demands for enhanced convenience and 
digital accessibility. 

A snapshot of why businesses should 
be investing in mobile app development 
for future growth potential
With 2.1 billion people worldwide relying on 
their smartphones to carry out their everyday 
activities, complexities are made effortless 
and physical boundaries are eliminated. 
Whether it’s online shopping, Netflix binges or 
medical appointments, ongoing technological 
innovations have given way to today’s “right 
here, right now” expectations. 

• Mobile apps aren’t exclusive to the 
tech-savvy, big players – The demand 
for mobile apps spans from banking to 
healthcare, education to leisure, and 
everything in between. Increased interest 
has made the mobile app development 
market more affordable, with solutions for 
every budget. 

• Staying front of mind – The average 
consumer has about 25 mobile apps 
installed on their device and spends 
almost 40 hours a month interacting with 
them. Mobile apps empower customers 
to stay connected with businesses 24/7, 
from accessing pertinent information to 
making payments and managing their 
day-to-day activities with ease. 

• Powerful marketing potential – Accounting 
for 42% of sales for Fortune 500 
companies, mobile apps boost direct 
customer communication via in-app 
promotions, advertising, notifications and 
more.

No longer just another communication channel, 

mobile apps have become an indispensable, 
industry-agnostic tool for businesses of all 
sizes. 

Here are the top 4 advantages of mobile 
apps for business

Maximises business exposure
Whether you keep it clean and simple or opt for 
all the bells and whistles, an attractive mobile 
app enhances the visibility of your products 
which catalyses your business’s continued 
growth. Rather than relying on customers to 
patron your brick-and-mortar store or visit your 
website, a mobile app encourages regular, 
effortless interaction. 

Increases accessibility 
Without time and geographical constraints, 
a mobile app enables your business to send 
instant notifications of the latest offering while 
cutting through the noise and clutter of your 
customers’ inboxes. A single notification is 
capable of successfully reaching 8% of the 
world’s population, giving you the opportunity 
to expand your customer base. 

Enhances customer experience
Vying with constant distractions and demands 
for their attention, a mobile app can up the ante 
and set you apart from your competitors. By 
remaining one step ahead of your customers’ 
expectations, it elevates their experience 
and perceived value. A digital presence also 
inevitably cuts down on your store’s operational 
costs. 

Effective marketing tool 
When it comes to finding a product or service, 
85% of users have indicated preference for 
using a mobile app over a website. With all the 
essentials centred in an app, a customer can 
access all the information, newsfeed, saved 
preferences and solutions they need in the one 
place. Transactional barriers are lifted when 

all that’s required to place an order is a single 
press of a button. 

Small business or multinational 
company, mobile apps are now a need, 
not a want
With mobile apps seamlessly integrating into 
every aspect of our lives, their possibilities 
are evolving with each waking hour. Aligned 
with the latest consumer demands and global 
standards, market trends have shown that 
businesses will continue to generate higher 
revenues with e-commerce apps. 

Ready anytime, anywhere, just a fingertip away, 
mobile apps are the go-to for any business that 
wants to boost revenue and keep up with the 
times. An increasingly integral part of running 
a successful business, digital advancements 
have made mobile app developments more 
achievable than ever. 

Creating an app for your business doesn’t have 
stay in a pie in the sky. The team at Connect 
Mobile Apps specialises in creating simple, 
custom mobile apps for small businesses 
with big dreams. Meeting your needs with 
innovative solutions, we’ll bring your mobile 
app development vision to life. 

Ready to harness your business’s digital 
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

5 Reasons Why Your 
Business Needs a Mobile 
App in 2021

BIZINET TECH Grace Wong, 
Connect Mobile Apps

As we all welcome the fresh start of 2021, it’s high time that businesses start re-evaluating their 
priorities and to-do lists against their “new year, new me” goals. Reflecting upon the tremulous past 
year that shall not be named, there’s no doubt that the rapidly digitising market has successfully kept 
us on the brink of insanity. 

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

VIRTUAL NETWORKING
EVENTS

   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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Foreign Technology Conglomerates are 
not your friends

Most of the digital platforms you see around 
in Australia are owned by foreign technology 
conglomerates. This is a critical factor to this 
discussion.

The first thing we need to set straight is that 
using those massive platforms owned and 
operated by foreign technology conglomerates 
isn’t “innovation” by any means. It’s just typical 
consumer consumption, and one that is quite 
terrible for our economy as money spent with 
these technology giants is funnelled overseas. 
Australian business operators and taxpayers 
receive far less benefit than they would if these 
digital platforms were locally grown, operated 
and owned. There are virtually no successful 
Australian digital platforms as our business 
environment is simply not conductive to their 
establishment, growth and survival. We don’t 
have an actual culture or system in Australia of 
(monetary) investment into new and innovative 
projects – all we have is lip service.

It should be clear by now that these foreign 
technology giants have dubious ethics and do 
not have the interests of Australians at heart. 
As an example, this can be observed by the 
recent actions of one particular platform 
attempting to block Australian news content 
after our government attempted to correct the 
power imbalance between technology giants 
and news providers by starting a reform – the 
“News Media and Digital Platforms Mandatory 
Bargaining Code”1. This story is getting more 
interesting by the minute as serious ultimatums 
are made – I wouldn’t be surprised if by the 
time you read  this article, something major 
has happened.  Our government, at the same 
time, is promoting these technology giants 

as be-all and end-all marketing solutions for 
businesses and spending our own taxpayer 
money marketing government services on 
these platforms instead with local providers!

I have just had a great personal experience 
of having to threaten one of these overseas 
technology monsters (this one is behind a 
major cloud email hosting service) for blocking 
my new business email server (that is hosted 
with an Australian company at a local data 
centre in Sydney!) for no reason. It’s an act 
of coercion and abuse of market power: i.e. 
use our email servers or we will mark your 
emails as SPAM and they won’t reach your 
customers. I successfully resolved this issue, 
but had to call them out on their deliberate 
tactic. I will definitely talk my customers out 
of using the services of this major cloud email 
hosting service given their unethical tactics. At 
the same time, our government is completely 
deluded as to the true intentions of these 
technology giants and expects us to negotiate 
and work with these monsters.

By using these foreign platforms for business 
purposes and relying on them for services, 
you are effectively making your business 
dependent on them. If you build your business 
to be dependent on these platforms and 
providers, don’t be surprised if everything you 
worked for is gone because of an algorithm 
change, a takeover that leads to platform 
policy or operational changes, or they decide 
to abandon Australia for whatever reason. 

Further to this, these technology giants have 
got into the political game as of late, and are 
starting to impose their principles and sneak 
their political agendas onto their users.

We need to start being independent and turn 
our backs on these technology monsters. A 
lot of younger users have already turned away 
from traditional social media platforms due 
to privacy and tracking concerns. It’s time for 
Australian business to get with the times and 
do the same.

The “Digital” and “Innovation” 
Reality Check

We have a big problem in Australia. We learnt to use words like “innovation” and “digital” well. A 
bit too well. By the term “use”, I mean senselessly throw around to be trendy amongst our peers in 
business. Every man and his dog is a digital expert at the forefront of digital innovation nowadays. 
Government is entirely on the bandwagon, flooding the market with guides, seminars and workshops 
as to how to digitise your business when they should be instead focused on getting their own digital 
affairs in order (e.g. the “COVIDSafe” Coronavirus App & the March 2020 MyGov/Centrelink failure).

BIZINET TECH Daniel Moisyeyev, B.IT
BiziNetTM Media



BiziNetTM Magazine #106 31

Get back to basics and build a website
We are all collectively pretending to be digital, 
but 59% of Australian businesses still do not 
have a website as of 20192. We go on and 
on about futuristic concepts such as artificial 
intelligence (AI), self-driving cars, internet of 
things (IoT), smart cities… but realistically most 
businesses around are still in the digital stone 
age and can’t even get the basics sorted. I 
come across businesses on a daily basis that 
don’t even have a proper company email tied 
to their own domain name!

A website is your ultimate digital platform:

• It’s versatile – you can build anything 
you want. You can have a basic 5-page 
website for a micro business or a massive 
online store with thousands of products;

• A properly built website tailored to your 
business will self-promote itself via search 
engines;

• You can change it as you wish and move it 
back and forth between hosting providers.

• The most important factor – it’s yours! 
A website is actually your intellectual 
property and can be considered a real 
asset of your business.  The same can’t 
be said for a company social media page.

If you are a company jumping up and down 
trying to be a player in the digital space, but still 
don’t even have a proper website… I suggest 
you get back to the starting line and seriously 
re-evaluate your entire marketing approach, 
and if you have marketing experts working for 
you, I strongly recommend to take a closer look 
at who you exactly you are working with.

Focus on reality... not hype and trends!
Remember 2018 & 2019…. when self-driving 
cars were the rage? This was especially 

prominent in USA, where every start-up seemed 
to be somehow related to self-driving cars. 
Bold predictions were made that in the near 
future the streets would be clogged with self-
driving taxis, humans would soon be banned 
from driving altogether on safety grounds 
and truck drivers will need to start looking for 
new jobs. It’s now 2021 and I have yet to see 
or experience a self-driving car outside of an 
experiment held at a Sydney expo in 2019.

The end result was such that some of the 
major companies involved got a reality check. 
They had to adjust their expectations and re-
evaluate development and deployment time-
frames. Some actually headed for exits.

The above is an example of a situation where 
expectations and hype run too far away from 
technical and economic reality. Will there be 
self driving cars in the future? Yes. Will they 
affect or matter to you in the near future? A 
likely No. If you were to ask a qualified software 
engineer as to the prospects of self-driving 
cars, they wouldn’t hesitate to explain the 
extreme difficulties of developing software of 
this complexity which must also work in an 
environment where safety is paramount and 
there is no room for error – and why such 
technology will take a very long time to be 
rolled out in the mainstream market.

History is littered with bandwagons that 
come and go. There was a short period QR 
codes were all the rage and were touted as 
a marketing marvel – I still remember some 
people going overboard and putting them 
into e-mail signatures. There is nothing wrong 
with QR codes per se – they have their use as 
a versatile and adaptable barcode. The issue 
was that some charlatans decided to sell QR 
codes as a marketing tool – which they never 

were and never will be.

The lesson is that you need to focus on things 
that work. Look at marketing solutions that 
have a solid foundation and proven to work – 
leave the hype and experimentation to those 
who don’t value their hard earned money and 
time, or measure their return on investment 
(ROI) in social approval and good feelings 
instead of dollars.

Do your research and ask properly qualified 
people about marketing and technology 
concepts that are unfamiliar to you.

Remember, just because some marketing 
concept is new, it doesn’t mean it’s good – and 
it definitely doesn’t mean it will bring you any 
more sales. 

[1]  https://www.accc.gov.au/focus-areas/digital-platforms/
news-media-bargaining-code

[2] https://au.godaddy.com/blog/study-reveals-why-59-of-
australian-small-businesses-dont-have-a-website/  

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

BIZINET TECH



32 BiziNetTM Magazine #106

Reconnect your staff back with the 
office  
To build stronger synergy and facilitate dynamic 
face-to-face interactions 2020 has changed the 
workplace like nothing before, for the first time 
in our lives the Government has told us not to 
come into our workplace but to work remotely.

No one was ready for this. Humans are social 
creatures, we like interacting and working 
with each other in a social environment, 
suddenly, we were stuck at home trying 
to work from home on our own without 
the resources we are used to in our office.  
This has had led to a heavy reliance to 
technology that was not there, most people 
just had their home internet or mobile hotspot 
and now suddenly, they had to connect to 
office networks, access applications and tools 
all from home. People started to use video 
conferencing, as they still needed to continue 
business face to face, but soon people turned 
their cameras off due to the fact they may 
have been in their casual clothing working 
from home. Software solutions like teams or 
zoom which some companies were previously 
only dabbling in became a necessity for doing 
business. Business etiquette reset, because 
people were expected to answer calls, emails, 
meetings, immediately and questions were 
asked why they were not available. Suddenly, 
the workplace went from going to work to 
always being at work and available but form 
your home. 

People got use to this process and when 
restrictions eased, and when the workplace 
opened again there was reluctance for 
people to come back to the office/workplace. 
Businesses now must reconnect your staff 
back with the office/workplace.

Incorporate employee health and safety 
into your workplace design  
Companies must now provide a safe 
workplace, totally different from the traditional 
workplace safety set up. Swipe and release 
photocopier/printers are now more common in 
the workplace, this will save people touching 

the surface on the machine. 

Temperature monitoring, contact tracing, hand 
sanitisers, wearing of masks are now part of a 
daily routine. Every single company now have 
to produce new health and safety guidelines 
to include this. Technology has enabled us to 
do a lot of these things from, a building access 
method/lift access, where previously you may 
swipe your access card to now having your 
Identification and temperature checked upon 
entry. This all incorporates employee health 
and safety in case there is a breach, you can 
track and control the outbreak.  

Optimise your space for employee 
engagement and productivity 
Traditional workplace environments were open 
office plans, such as hot desks and being able 
to collaborate in groups whist working closely 
together. Due to social distancing requirements 
this does not exist anymore, and businesses 
had to re seat their employees to accommodate. 
The impact on productivity was huge, people 
could no longer work in groups, boardrooms 
could no longer accommodate their capacity 
due to social distancing. Companies are now 
looking for furniture to accommodate physical 
distancing, such as desks with high dividers or 
side by side desks which is the changing of the 
work place floor plan, whist relying on a partner 
to assist them with this. For the companies 
that will continue to have employees working 
from home from the “dinning table“ this will 
now need to be converted to a proper desk 
environment to ensure a safety work place. 

Create seamless flow between virtual 
and physical interactions 
Employees are used to having a desk top 
computer at their desk and having face to face 
meetings, this has now changed to having a 
laptop computer and a camera, if you want to 
meet with someone you can no longer walk up 
to their desk or meet them in an office however 
we now have  the tools to be able to hold a 
virtual meeting anywhere. Companies are 
looking for technology partners that can help 
them transition from physical to virtual. 

Overcome Zoom-fatigue with real and 
safe employee interaction as companies are 
now having employees back into the office, 
businesses are having to create safe meeting 
areas that meet all Government guidelines and 
also provide a safe environment for your staff 
to collaborate. This means creating outside 
break out rooms etc whilst still having access 
to the technology such as Wi-Fi and interactive 
screens to still have their meetings face to face.

Future-proof your workspace for more 
inevitable change 
2021 will all be about mobility how people 
can work from where ever they are and have 
the tools available for them. From laptops 
to small portable printers, workplaces have 
evolved to a flexible environment. Companies 
are now requiring technology partners to help 
them through this requirement whilst providing 
technology to future proof what’s around the 
corner. Companies will now be more prepared 
for any future lockdowns and will be able to 
address active changes cause now they have 
dependable technology to do so. 

Mitronics is in a unique and enviable position 
to help our customers and future customers 
into providing a safe and modern workplace 
through use of current technology and business 
processes which can help your business thrive 
in 2021 and beyond. 

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

How to Create a 
Thriving Workplace that 
will Meet 2021 Needs

BIZINET TECH Roger Amir, 
Director, Mitronics Corporation

Now is the time to kick off your new workplace planning. 
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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! 

2021 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

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

Flyer Delivery Guys              
1300 889 132  
www.flyerdeliveryguys.net.au

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

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

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

LAW

CAFES

IT

INSOLVENCY

ACCOUNTING

COMMUNITY SERVICES

GOLF CLUBS

CHARITY

MOBILE APPS

02 9952 8498 
riversidechamber.com.au

OFFICE FITOUTS

HR

BUSINESS SUPPORT

1300 889 132 
BusinessAllianceNSW.com.au

ENERGY AND SCIENCE

FLYER DISTRIBUTION
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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

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

PSYCHOLOGY

PROMOTIONAL
TELECOMMUNICATION

WAREHOUSING

WEB DESIGNPRINTING EQUIPMENT

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

TRANSPORT
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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


