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BE PART OF WHERE  
THE WORLD IS GOING

In our ever-changing world, imagine how empowering it would  
be to take control of your finances and discover the 

latest trend in buying, selling and saving.

Qoin digital currency will open an exciting new world for you. 
It is innovative, progressive and easily transactional. 

Be part of where the world is going and discover  
a completely new way to shop. 

qoin.worldqoin.world

Simply scan the QR code and download the Qoin wallet from the 
App Store or Google Play.

Create your free merchant account now and discover why more 
than 33,000 businesses have already joined the Qoin community.

With zero entry costs and zero transaction fees, Qoin offers 
merchants and consumers an innovative and secure way to 
connect and interact.
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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 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

Michael Gladkoff

Michael Gladkoff, Director 
and Principal Speechwriter 
at SpeechPower, first began 
writing speeches when he joined 
Toastmasters in the mid-1980s. 
He writes speeches and creates 
presentations for business 
and government leaders, and 
delivers workshops on business 
writing and presentation skills. 
His clients have included ABB, 
Amcor, Siemens Australia, 
Electrolux, The Australian Red 
Cross, The Public Relations 
Institute of Australia, and many 
SMEs. 

Michael is the author of 
SpeechPower - The Leader’s 
Guide to Creating Powerful 
Speeches and Presentations, 
based on 35 years of writing and 
presenting experience. 

Michael Gladkoff
p | 1300 731 955
www.speechpower.com.au
speechpower.bizinet.net.au
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PROUDLY PRESENTED BY      BIZINET

Clover Moore is the longest serving Lord Mayor of Sydney and was 
the first popularly elected woman to lead the City of Sydney. 
 
Between March 1988 to September 2012, Clover also served as 
an independent member of the NSW Parliament and at times was 
concurrently Lord Mayor and Member for Sydney. This dual role lasted 
for eight years.

She is recognised for her concern for the environment and the 
vulnerable, and an uncompromising advocate for housing for those 
who need it.

BiziNet caught up with Clover to discuss her passion for creating a 
sustainable environment for all to enjoy in the Greater Sydney, and to 
seek a glimpse into what led to this ever-lasting passion of purpose.

The LEADER
Clover Moore
Sydney Lord Mayor
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GREAT AUSTRALIAN PEOPLE
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Establishing Sydney for all of Australia

Clover’s vision for a sustainable and green 
Sydney has been unwavering ever since 
she entered the public domain. Speaking to 
Clover there is a fundamental belief that the 
people of Sydney need to work and live in 
an environment that nourishes and fulfils. An 
environment that is natural and accessible. 
More than that, Sydney is recognised as an 
iconic part of the Australian landscape. It is 
for all Australians, so it needs to reflect that. 

As Clover highlights, “Sydney really does 
belong to everyone, and we take that 
responsibility very seriously.”

The influences that influenced Clover 
Moore

Clover’s formative years were positively 
influenced by a strong mother and a strict 
education. Both influences contributed to 
a high level of personal discipline. It is this 
sense of order and focus that have driven 
Clover to achieve the goals that she set 
herself. It is no easy task to survive in the daily 
challenges that is New South Wales political 
life, but Clover’s resilience to the demands 
of the career can surely be attributed to her 
orderly upbringing.

Her early political influences were the 
former independent members of the NSW 
Parliament, John Hatton and Ted Mack. They 
were both role models of political advocacy 
– each determined to call out the wrongs 
that they saw and sought to redress their 
negative impacts.

The template of a political independent suited 
Clover. The ability to be uncompromisingly 
true to her vision and by ensuring that the 
vision reflected her community gave Clover 
the best chance to create change.

Clover’s other major influence was her 
experience as a young mother living in 
London. The newly arrived family was living 
in a tiny apartment, with an active two-
year-old wanting to explore more than their 
cramped living space. The local parks in 
the London area were luxurious, spacious, 

and stimulating. The parks were usually 
supervised and constantly upgraded. They 
contributed to a healthy environment for all 
families to explore and enjoy.

After five years in London the family returned 
to Sydney and were immediately struck by 
how poorly resourced the open spaces of 
inner Sydney were. With her second child, 
Clover was keen for the family to experience 
what they had in London. But the options 
were disappointingly sparse, rundown, 
and under-resourced in most parts of the 
metropolitan area. “The state of the parks 
seemed to reflect the intent of the local 
representatives to neglect the areas so 
much.”

It was from that point that Clover was 
determined to make a difference.

PROUDLY PRESENTED BY      BIZINET

Lord Mayor Clover Moore touring the SubStation No.164 development 

on Kent Street, Sydney. Photo: Jack Begbie / City of Sydney 

L-R; Artist Julie Shannon, Minister for Public Spaces Rob Stokes 

and Lord Mayor Clover tour the Gurriwal Trail in Centennial Park. 

Photo: Jack Begbie / City of Sydney 

Lord Mayor Clover Moore at a press conference in October 2020. 

Photo: Renee Nowytarger / City of Sydney
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The initial 
campaign of 

letter-writing didn’t prompt a 
response, so she turned to gathering a 

petition from the locals, although she knew 
very few of them. Walking up and down 
the main streets of inner Sydney, pushing a 
pram with her baby and a toddler alongside 
her, Clover quickly gathered a petition of 
more than 500 signatures also wanting an 
improvement to the local community spaces. 
The petition was presented. And still no 
response.

A coordinated groundswell of community 
concern was nevertheless gathering. The 
group needed a leader, someone to strongly 
represent their concerns to the Council. 
All eyes turned to Clover as the natural 

spokesperson in 

the group. So it was decided that she was to 
nominate to represent the community on the 
local Council. No experience, no personal 
ambition, just a desire to make a change. 
Clover won a seat on the Council. 

Her time on the council saw some 
considerable changes, including first 
amalgamation, and then six years later, 

dissolution. Clover was outraged at this 
latter event and 

decided to stand for State Parliament to 
oust those people who had determined that 
a community-elected voice should no longer 
be heard. Clover stood as an Independent. 
She knew no other way.

“People said, you’ll never get elected as an 
independent,” she recalls.

After spending six months door knocking the 
entire electorate, Clover won her seat in the 
NSW State Parliament.

During her time in Parliament, Clover still 
felt the needs of the community in 
the Sydney Local Government Area 
weren’t being met and so gathered a 
strong team of candidates to stand for 
Council election. Clover’s team won.

Now, she was both an MP in the 
State Parliament and Lord Mayor on 
the Sydney City Council. The dual 
roles remained for eight years until the 
State legislated against the one person 
holding both positions.

Being as one with the community 
is key

In her capacity as Lord Mayor, Clover was 
always driven to serve the needs of the 
community she represented. To this end, it 
was important for Clover that the community 
be consulted about their priorities and then 
a plan of action be developed.

The extensive community consultation 

GREAT AUSTRALIAN PEOPLE

Lord Mayor Clover Moore on the roof of Sydney 
Town Hall. Photo: Jack Begbie / City of Sydney 

Lord Mayor Clover 

Moore distributes 

masks at the OzHarvest 

food market in January 

2021. Photo: Renee 

Nowytarger / City of 

Sydney 

Lord Mayor Clover Moore opening the Sydney Park 

skatepark. Photo: Jack Begbie / City of Sydney 
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returned a single overwhelming direction. 
That the concerns about the environment 
was their number one concern.

“I feel that my success has been because I 
have always considered myself a community-
based grassroots progressive independent.”
As a result of this consultation process, a 
plan was developed.

The long-term plan of Sustainable City 
2030 came to being. She explains that “The 
Sustainable City 2030 plan is our blueprint 
for anything that our council does”.

The residents and visitors to Sydney will 
have seen the substantial improvements 
already implemented 

as a result of this far-reaching plan.

“We have set about renewing all of our major 
parks as well as creating new ones. We have 
built beautiful community facilities, including 
the aquatic centre, education facilities, 
upgraded the library, the Town Hall and the 
town centre. And much more.”

Importantly, the plan is being implemented 
without jeopardising the financial standing of 
the Council. “We were particularly aware that 
we had to have a strong financial basis to be 
able to do the work that needed to be done 
in the newly amalgamated city.”

Proudly, Clover points to the fact that “We 
have had a surplus in our budget for the 
last 17 years.”

The Council receives financial support 
from its strong rate-paying base, but 
also from its substantial investment 
portfolio.

Building partnerships that create 
change

An important part of the plan was to 
reduce emissions by 70% by 2030. 
The Council is pleased to report that 
this has already been achieved – 

nine years early.

Much of this was achieved by 
creating strong partnerships 
with the major landowners 
within the Sydney Council.

“Many of these major companies 
had never worked together before, 
and now, having addressed the 
emissions issue by accepting 
joint responsibility, many of these 
are keen to see what else can be 
achieved by combining their efforts.”

The Sydney Council is facilitating a 
similar partnership with the hospitality 
and entertainment industries.

Clover sees this as an important part of her 
role as Lord Mayor of Sydney – creating 
community conversations at all levels.

Business success is Sydney’s success

Sydney Council works closely with all 
business sectors – the not-for-profit sectors, 
the night-time operators, the small business 
community, medium business, and corporate 
entities. The strategy here is to support and 
stimulate all commercial activity through 
forums, grants, visiting entrepreneurs and 
simply getting people together to work 
together to grow together.

The positive impact of the Sustainable City 
2030 Plan is making Sydney an attractive 
place to live and work.

As Clover acknowledges, “I know that having 
a well-cared beautiful city is very important 
for business operations.”

Communicating is a grassroots essential

Clover has identified that her campaigns 
have been successful because of her 
determination to keep close to all members 
of the community. For the Lord Mayor, it 
has always been a grassroots approach. An 
important method of making that connection 
has been the use of a regular newsletter 
distributed to a massive database of 
interested recipients.

“The newsletters were a way of telling my 
community what I was doing on their behalf,” 
she says. “They were quite amateurish to 

PROUDLY PRESENTED BY      BIZINET

Lord Mayor Clover Moore and Hugh Jackman prepare fireworks for New Years Eve 2017. Photo: Katherine Griffiths / City of Sydney

Lord Mayor 

Clover Moore 

presents Lady 

Gaga with 

an Honorary 

Citizenship of 

Sydney in July 

2011.  Photo: 

Katherine Griffiths 

/ City of Sydney
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start with, but the standard improved when 
I went to parliament. But tellingly, I was the 
only one doing it at the time. The strategy 
has since been copied by others.”

An aspect of Clover’s forward-looking 
policies is the need to ensure that the 
area is an enjoyably healthy place to live. 
An environment to be proud of. With 
improvements evident in the city, Sydney 
has now become a preferred place to live 
and work. This has contributed to attracting 
high performing staff to the Council who are 
tasked to ensure the plans are fulfilled and 
decisions are made with the highest level of 
commercial acumen.

The constant in all of this has been the 
continuity in leadership. This has been 
key ensuring that such a long-term plan 
as the Sustainable City 2030 plan is fully 
implemented. Clover’s seven years on 
Council has provided that continuity.

The impact of COVID and steps for 
recovery

Before COVID-19, the City of Sydney 
economy generated around $140 billion 
annually – 7% of Australia’s economy. 
The cumulative total decline of the city’s 
economic output has been around $7 billion 
due to the pandemic. 

In discussing the impact, The Lord Mayor 
says, “We also suffered more unemployment 
than other parts of the city and state, because 
our economy is strongly reliant on sectors 
that have been disproportionally impacted 

by COVID restrictions, including tourism, 
hospitality, events, arts, entertainment, 
leisure and higher education.”

In late July 2021, the City of Sydney 
announced increased support for local 
businesses, the creative sector and 
vulnerable communities.

This included $5 million in grants and 
donations, and an additional $7.8 million 
in estimated revenue foregone each month 
to provide relief through fee waivers, rent 
reduction, quick response grants and food 
security.

The Lord Mayor said plans to revitalise the 
city will include more outdoor dining, live 
music, events and performances when the 
health crisis has passed.

“The pandemic has had a severe impact 
on our community and economy. We are 
providing support through the crisis and 
ensuring we’re ready to help breathe life 
back into the city when lockdowns are lifted,” 
she said.

Focus on development to promote public 
space and benefit

Clover has focused on development that 
prioritises public space and community 
benefits. One recent issue that has raised 
concern is the Sydney Fish Market renewal. 

“In relocating it along the water, the 

Government wasn't simply delivering on 
a promise to revitalise Blackwattle Bay, it 
was creating the space for Barangaroo-
style mega apartment towers right up to the 
harbourside,” she says.

“Pyrmont is already a densely-populated 
area. Any new development should be 
sensitive, enhance its existing character 
and prioritise employment growth. And 
any development on our precious harbour 
foreshore should prioritise public space and 
benefit, not developer profit.”

In response, she brought a Lord Mayoral 
Minute to Council outlining very serious 
concerns with the development and directing 
City staff to undertake a design review that 
identifies possible improvements to the 
proposal.

Providing ongoing consistency creates 
success

The Lord Mayor Clover Moore has shown no 
sign of weariness in her determination to fulfil 
the vision of healthy and thriving community. 
In fact, she has outlasted seven different 
Prime Ministers and seven Premiers – and 
counting.

Clover is proof that when the values are clear, 
the path is simple. 

“It’s been a very challenging life, but it’s also 
been a very rewarding life. 

GREAT AUSTRALIAN PEOPLE

Lord Mayor Clover Moore at the opening of the City and South East Sydney light rail. Photo: Jack Begbie / City of Sydney

Lord Mayor Clover Moore at the 

opening of the Gunyama Park 

Aquatic and Recreation Centre 

in Green Square. Photo: Renee 

Nowytarger / City of Sydney
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For many in business the challenges that 
they have had to confront during COVID-19 
have been many and varied and arguably 
the petrol could be close to or “running on 
empty”. Whilst during the peak times of 
COVID-19 I emphasised the need to have a 
Crisis Management Plan, as we transition out 
of the pandemic, this plan still has just as much 
currency. With that in mind I have outlined 
below 10 vital steps as part of assisting you 
maintain business focus. 

Crisis management is the design of strategies 
to help a business deal with a sudden and 
significant negative or “black swan” event. 
Many small to medium enterprises (SME’s) 
typically do not have the kind of detailed 
plan that larger businesses and emergency 
response organisations have.

1. Be honest with yourself: SME owners 
can isolate themselves and think that they 
must find the solution. However, the first 
step to getting through a crisis is admitting 
to yourself that the business is in a tight 
spot. It is nothing to be embarrassed 
about. 

2. Know what financial support is 
available: Throughout the lockdowns 
a range of financial support has been 
announced. For NSW information can 
be found at https://www.nsw.gov.au/
covid-19/financial-support. You don’t need 
to be an expert at knowing everything, but 
it does help to stay in touch with possible 
financial support so that you can discuss 
eligibility with your bookkeeper or qualified 
accountant.

3. Update your financial accounts: It’s 
critical that you ascertain your current 

financial position, i.e., your asset and 
liabilities. Specifically, you need to know 
what you owe, to who, when the major 
liabilities are due and how much they are. 
For example, rent, loans, taxes, etc. You 
also need to know who owes you money 
and if or when they are going to be able 
to pay. 

Ensuring that your financial accounts 
are up-to-date is not only critical to so 
you know can make informed decisions, 
but it can also protect you later if the 
financial position deteriorates. It is also a 
key starting point to develop a cashflow 
forecast.

4. Are you already broke or insolvent? 
this is a tough question to consider – 
but you need to. Whilst in the 1st round 
of COVID-19 there was temporary relief 
for insolvent trading, that does not apply 
to this lockdown period and as we 
transition out. There are serious penalties 
if you continue to trade a business whilst 

insolvent. 

The law says you are insolvent if you are 
unable to pay your debts as and when 
they fall due. 

If you can obtain more funds from a lender 
or investor to pay these debts, then you 
may be ok. However, if you can’t, then you 
can’t pay your debts when due and you 
must stop trading. Incurring more liabilities 
where you are already insolvent can lead 
to serious ramifications.

5. Talk to your financiers: You need to 
engage with your financiers early and talk 
to them about your financial position (see 
point 3 above), the business outlook and 
understand what support and/or options 
they may be able to provide. Most major 
financiers have made announcements 
regarding their willingness to support 
customers through COVID but this too will 
now start to transition. 

Beyond the Delta 
Variant - Maintaining 
Business Focus

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

The financial and mental health effects that COVID-19 and subsequently the Delta variant have had 
on many businesses in my opinion will only be fully understood over the next 1-2 years as we see the 
long-term tail effects playout. And whilst in NSW we are rejoicing as we move beyond Freedom Day it 
is critical that business owners maintain focus as financial stimulus is withdrawn by the Governments 
and there is transition back to a normalisation of capital cycles and debt recovery processes that were 
well and truly disrupted during COVID. 

BUSINESS ADVICE
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6. Talk to the ATO: Many SMEs leave 
paying the ATO last because they are not 
necessarily seen as critical to the business. 
However, this ignores the fact that taxes, 
i.e., GST, PAYG, SGC cumulatively make 
up one of biggest expenses of SMEs. 
Also, directors are personally liable for 
these debts. 

It’s important that you keep up-to- 
date with your lodgements on time 
notwithstanding the financial position. 
This is also important should a payment 
arrangement be sought from the ATO. 

Your bookkeeper, qualified accountant 
or other professionals will be able to 
assist you if you need to approach the 
ATO to assistance with a repayment 
plan. However, please see the following 
link for the support being offered by the 
ATO: https://www.ato.gov.au/General/
COVID-19/Additional-support-during-
COVID-19/

7. Talk to your suppliers: Many SMEs 
may feel uncomfortable in discussing 
their financial position with key suppliers. 
However, many suppliers themselves have 
also been impacted by COVID-19 and it is 
important to have an open conversation 
with them and see what you can work out 
together. Ultimately it is in the supplier’s 
interest where possible to have you remain 
as a customer over the long term. 

8. Get qualified help: Yes – it will cost 
you some money that you probably feel 
like you don’t have now. However, getting 
qualified help is likely to save you money 
in the long run. Whilst many professionals 
offer business advice and other services, 

they don’t know areas around complex 
insolvency laws. That is why you need to 
speak to a specialist like us. We offer an 
initial free confidential consultation so that 
you can a better understanding regarding 
your financial position and what options 
there may be so that you can make an 
informed decision about what to do. 

9. Look after your mental health: 
Managing a business whilst it is in 
financial distress is extremely challenging, 
particularly emotionally. It is important 
through this process that you recognise 
and look after your mental health. 

Ensure you ask for help if you need it. 
Reach out to your medical practitioner or 
call Beyond Blue or Lifeline if you need 
urgent assistance. 

10. Don’t wait: Many SMEs are in a similar 
position presently – COVID-19 wasn’t 
something that they could readily plan for. 
Despite a range of Government financial 
support, SMEs do not have significant 
cash reserves. So, this should not be 
viewed as a failure on your part. But we 
encourage, SMEs in financial distress to 
get qualified advice as quickly as you can. 
There is light at the end of the tunnel.

These points will help you to map the road 
ahead and develop strategies to help your 
business or alternatively to decide that it 
needs to be closed. Once the map is reviewed 
strategic decisions can be implemented. That 
help might as I mention also be a closing 
down and liquidation of your business. A 
less palatable option but one that might be 
necessary if after reviewing the map you decide 
the business cannot work. 

Jones Partners Insolvency & Restructuring is a 
Chartered Accounting firm that specialises in 
all forms of business turnaround, restructuring, 
exit planning and insolvency. As we transition 
from lockdown we remain readily accessible 
to help you via the telephone, Microsoft 
teams or Zoom or in person. Please feel free 
to contact us on 02 9251 5222 or bgleeson@
jonespartners.net.au. You can also visit contact 
us via www.jonespartners.net.au 

source: https://www:arita.com.au 

 

Jones Partners Insolvency & 
Restructuring
p |  02 9894 9966
e |  bgleeson@jonespartners.net.au
e |  mmarlow@jonespartners.net.au
b |  www.brucegleeson.com.au
www.jonespartners.net.au
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For many business owners the COVID crisis 
and business lockdowns have provided a 
catalyst to critically review how their business 
operates so they can improve profitability and 
performance. Others have preferred to bunker 
down and wait for the crisis to end, relying on 
government assistance and hoping that they 
can recover when business picks up.

Sadly, many of these businesses who are not 
prepared or able to make changes will continue 
to struggle, and may not survive. Receipt of 
government assistance has papered over 
many of the cracks in their business. Lack of 
customer acquisition strategy, marketing and 
cost control, which seemingly are not important 
when there is a steady stream of sales income 
and cash flowing into the business when times 
are good, can have devastating effects on 
unprepared businesses.

What you can’t see can hurt you. Equally 
painful, what you can see but choose to ignore, 
will still hurt you.

Lack of cash income is an obvious sign your 
business needs help. Unfortunately, some of 
the tell-tale signs your business is in trouble 
aren’t so easily spotted. In fact, they may be 
practically invisible. But just because you can’t 
see the problems doesn’t mean they don’t 
exist. And unless you deal with them quickly, 
your business’ health will begin to suffer.

So how do you find out what you don’t know? 

Imagine you’ve just come across someone 
who’s been injured in an accident. Before you 
can even think about treating them, you need 
to assess the situation, and get information 
about:

• the injured person
• their surroundings
• the other people involved
• any signs of injuries that need urgent 

treatment.

How do you find the hidden information about 
your business’ health? 

Of course, treating your business is a lot 
different to treating a person. But you still 
need to assess the situation, and gather as 
much information as possible. And that means 
finding out about not only what you can see, 
but also what you can’t see. You need to learn 
what you don’t know, and make the invisible 
visible.

You can get a lot of this ‘invisible’ information 
from your business’ accounting system, 
providing it’s fully reconciled and up to date. 
Fortunately, modern cloud-based accounting 
systems such as Xero make it easy to keep 
your accounting information up to date.

At a minimum you should know:

• your outstanding debtors (money owed to 
you from customers)

• how much you owe to suppliers
• how much cash you have
• your stock or inventory
• who your customers are
• what your customers buy from you and 

when they buy.

One surprising, and even alarming observation 
from the recent COVID Lockdown and 
availability of Government financial assistance, 
is the number of business owners who do not 
have:

• An accounting and record keeping system 
for their business; which is

• Up to date; includes all business 
transactions and is accurately maintained; 

• Is linked to sales, inventory and Customer 
relationship management (CRM) Systems;

• A process for regular reviewing their 
financial information; and

• An understanding of what their financial 
information means

BUSINESS ADVICE
Paul Sweeney, 
Managing Director, 
Pretium Solutions 

Your business is at an important crossroad. How do you determine the best route forward if you are to 
achieve your goals of business growth, profit and personal lifestyle?

Start Your Journey 
Now for Post-Lockdown 
Business Success 
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So here is a 7 step plan to improve your 
business health

Step 1. Before you can create an action 
plan to move forward. You need to have your 
financial and accounting records accurately 
prepared and up to date.

It’s like making a cheesecake and only focusing 
on the creamy filling and toppings but ignoring 
that you need to have a solid base. Otherwise 
the cheesecake will fall apart into a huge mess 
very quickly!

Step 2.  Now that you have the information 
you need, it’s time to find out what it all means, 
and come up with a recovery plan for your 
business.

Fortunately, you don’t have to do it yourself. 
Just as ambulance drivers and doctors are 
trained to assess and treat a patient, finance 
professionals can use the information you’ve 
gathered about your business to come up with 
a plan to get it back on its feet. Your business 
advisor can guide you through this process. 

A Business Assessment can help. It can help 
you understand where your business is right 
now, and even tell you where to look for the 
‘invisible’ information you need

Step 3. Create your action plan. Document 
where you want to be, how you are going to 
get there, the resources or steps you need to 
take, who is going to be responsible, and when 
each step needs to be completed by.

Step 4. Implement your plan. There is no point 
having a great plan if you don’t implement. 
Research has shown only 10% of business 
plans get implemented.

Step 5. Monitor and review. Are the actions 
you have taken delivering the results you 
expected? If not, you need to change or refine 
what you are doing.

Step 6. Repeat. Business and the conditions 
in which you operate are regularly changing. 
You need to be constantly reviewing and 
setting new goals.

Step 7. Celebrate your success. Make sure 
you celebrate each milestone and success 
along the way. 

If you’re concerned about the health of your 
business, and need someone to create a 
health care plan to get it back on its feet, don’t 
hesitate to get in touch with Pretium Solutions 
at www.pretiumsolutions.com.au.

And start enjoying that peaceful environment 
you find so relaxing. 

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

Your flyer mailed out with BiziNet
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of Sydney business decision-makers
and C-level executives
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The NSW Government wants to bring in the US 
style property tax to make all property owners, 
buyers and investors to pay the property tax 
across the board, as a perpetual tax on property, 
calculated and paid in a similar approach to 
local council rates, with no exemptions or 
thresholds in the current property tax proposal. 
It will be the biggest change in over 30 years on 
state-based property taxes.

A broad-base property tax proposal of 2021 
has the same markings of the broad-base GST 
proposal of the 1990s. Remember Dr John 
Hewson, who said, “GST stands for Goodbye 
Seven Taxes”. That did not happen when 
John Howard with Peter Costello came into 
government in the late 1990s, who did a deal 
with the Australian Democrats in the Senate for 
the seven taxes to remain, forcing exemptions 
to basic items in grocery stores, health, and 
education. The property tax proposal in the 
current form, also has the same markings 
of the un-popular Vendor Exit Tax brought in 
by Bob Carr and Michael Egan when in state 
government. When the Vendor Exit Tax was 
brought in, both Bob Carr and Michael Egan 
quickly exited, with the Vendor Exit Tax quickly 
dumped by new Premier Morris Lemma soon 
after he was elected Premier.

In the Progress Paper (June 2021) on the 
property tax, it reads, “The NSW Government 
wants to help the people of NSW achieve the 
Australian dream of home ownership and grow 
the NSW economy”. In a reality check, the NSW 
Government wants a broad-base property tax 
to get all property owners, buyers and investors 
in one net to pay this tax to beef up the state 
revenue coffers. From the US experience, the 
property tax rate increases every time the US 
state government budget is in trouble.

Other concerns on the proposal include 
various tenants’ groups having grave concerns 
that landlords will pass the property tax on to 
the tenants to pay. In a recent survey of NSW 
Farmers Federation members, 70% prefer the 
current system to remain and not to bring in 
the property tax. Commercial property landlord 
owners, who are hard hit on land tax, could be 
paying more in the property tax. Many strata 
investment unit owners, who are currently 
not paying land tax under the current land tax 
threshold, will start paying the property tax. 
Religious, charity, and aged care property 
owners, who are currently exempt from land 
tax, will also pay if the system changes.

The property tax proposal is also yet to address 
foreign surcharge buyers, who in the current 
system, pay more in stamp duty and land tax. 
The property tax proposal raises concerns that 
it is broad based, perpetual and would go up 
every time the state government’s budget is in 
trouble. 

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

Property Tax 
Proposal & Concerns  

REAL ESTATE Paul McKenzie, 
CEO, ABS Conveyancing

At the time of this write up, the New South Wales (NSW) State Government is looking to bring in the 
United States (US) property tax to phase out stamp duty and land tax. The current system of the state 
property taxes consisting of stamp duty and land tax is not perfect but has the following concessions. 
In stamp duty, there are concessions for first home buyers. In land tax, there are the exemptions for a 
principal place of residence, primary production farmland, church/religious, charity and retirement/
aged care properties. Strata investment unit owners do not pay land tax if under the current land tax 
threshold. 
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1. Begin with a clear and simple 
message
Before you start, define your message and 
stick to it. Don’t try to make too many points. 
Attempting to cover too much ground in a short 
time will confuse your audience. For example, 
if you speak for 10 minutes, you will have 
enough time to convey one or two messages. 
Summarise this in one sentence and keep it in 
front of you while writing.

2. Know your audience and write for 
them
The type of audience you’re addressing will 
determine what you say and how you say it. 
For example, in handling a technical subject, 
you should define your terms and explain more 
if the audience members are not familiar with 
the topic. If they know the subject matter, you 
can explain less. If you have both groups in 
the audience, you might say something like, 
‘For those of you who don’t know…’ and then 
explain it to them. 

3. Write the way you usually speak
A speech should not be written like an article, 
essay, or report. For example, when they 
speak in daily conversations, most people 
use contractions (such as I’ll, we’ll, can’t, 
he’s, we’re, it’s), so write your speech that 
way. This also applies to the types of terms 
you use. Instead of ‘however’, write ‘but’.  In 
place of ‘therefore’, write ‘so’. Copywriters call 
this conversational tone, and it’s important to 
maintain this tone when writing your speech.

4. Create a connection with your 
audience
When you are presenting to an unfamiliar 
group, develop ways to connect with them. If 
you were speaking to a community group, for 
example, you would want to find out who they 
are, what they do and what they believe. Then 
use this knowledge to create a connection 
between you and your audience. For example, 

you could compare the group’s values to your 
organisation’s and mention what you have 
in common. It will help if the group you are 
addressing has a website or other background 
information you can review.

5. Use stories to make your point
From early childhood, we develop an 
appreciation for stories and the ideas they 
communicate. When you use stories in your 
speeches and presentations, you convey your 
message in an entertaining and memorable 
way.

Personal stories are often the best if they 
are relevant to what you are speaking about, 
so it’s a good idea to write down interesting 
things you experience that are relevant to your 
speaking topics. If you don’t have a story from 
your experience, there is plenty of resource 
material available if you are willing to spend 
some time researching. 

6. Use quotations to support your ideas
Including a few quotations from authorities 
and experts gives outside support to your 
message. By adding quotations, you show 
that other people agree with your idea. For 
example, when teaching the benefits of plain 
and simple business writing, I use quotes from 
famous writers who agree with this approach. 

7. Include facts, figures and statistics 
when appropriate
A well-written speech will balance emotion 
and logic. Using facts, figures, and statistics 
from reputable sources will support your 
message with a logical foundation. Be careful 
not to overload your presentation with too 
much information in a short time. Doing so 
will overwhelm the audience and lessen its 
effectiveness.

8. Use humour to help your audience 
relax and enjoy your speech

Humour does not necessarily mean telling 
jokes. It’s best to use relevant, humorous 
stories that you have experienced or heard. 
If you can’t think of any of these, use a funny 
quote on the subject. For example, if you 
are speaking about computers and want to 
add humour, Google ‘humorous computer 
quotations’ and you will find many sites with 
funny quotes about computers that you can 
use when writing your speech. You can do this 
for any topic.

9. End with a strong conclusion that 
reinforces your message
Your speech conclusion is a crucial time 
when you can make a lasting impact on your 
audience. When writing your conclusion, ask 
yourself, ‘What do I want my listeners to take 
away or do as a result of my speech?’ The 
answer to this question will help you create an 
appropriate conclusion. 

10. Edit your speech to make it clearer 
and more concise
Redrafting will help you improve the text of your 
presentation. If you have limited time to speak, 
you will want to limit your speech to between 
100 and 150 words per minute (depending 
on how fast you talk). Cut out anything that 
doesn’t support your message. Read your 
speech aloud, and rewrite sentences that 
might be ambiguous, too long and complex, or 
difficult to articulate. 

   
Speech Power
p |  1300 731 955
e |  michael@speechpower.com.au
www.speechpower.com.au

10 Tips for Creating 
Powerful Speeches and 
Presentations

BUSINESS ADVICE Michael Gladkoff, 
Speech Power

As a speechwriter, I often hear clients say they don’t know how to begin or what to include in their 
speeches and presentations. There is no standard formula for creating a speech for every occasion, 
whether online or in person, but the following tips will give you ideas on what to do the next time you 
need to speak to a group.

SpeechPower
Influence • Inform • Inspire
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The Pandemic Effect will lead to 
Permanent Change

If anyone was still apprehensive about online 
shopping prior to the pandemic, those people 
are definitely converted by now. The dark days 
of being paranoid about entering credit card 
details on a website or singing up to PayPal 
are truly behind us. And if anyone is still not 
on the bandwagon, they will probably never 
will be. Online shopping is now completely 
mainstream and there is no going back.

Consumers are now buying everything online. 
The trends have definitely shifted from buying 
specific niche and rare products (e.g. hard-
to-find car parts, PC components, out of 
reach goods sold overseas, unique Christmas 
presents) to the mainstream (the average 
person is now shopping online for basics like 
shoes, shirts and weekly groceries).

This is definitely a big development and a very 
serious issue for Brick-and-Mortar retailers that 
rely on foot traffic for their earnings.

It’s probably in our best (business) interest to 
assume that people will stick to this new way of 
shopping and continue buying things online en 
masse even after the pandemic passes. Once 
consumers had the taste of convenience, they 
are not going back to their old ways.

Selling Goods vs Services Online

To keep this article simple, I would like to focus 
solely on businesses that sell tangible goods. 
Building a business that sells services online 
is a whole different (and a much more difficult) 
game altogether and requires a very targeted 
and specific approach to be successful.

The Two Kinds of e-Retailers

Businesses that sell goods online likely fit into 
one of these two categories:

• A traditional Brick-and-Mortar retailer with 
online retail capabilities added on as an 
extension

• A dedicated online retailer that wholly 
operates in the digital space and does not 
rely on physical interaction with customers 
apart from order collections.

These two groups have completely different 
business models and are virtually nothing alike 
– even if they stock and offer the same goods.

Brick-and-Mortar

Traditional Brick-and-Mortar retailers open and 
run their businesses with an expectation of foot 
traffic.

These types of retailers have a long list of 
variables that determine input costs, expenses 
and profit margins. 

Some of the key variables include:

• Commercial/Retail Leases and associated 
costs (Fitouts, Outgoings, etc.)

• Commercial Lease renewal arrangements
• Physical location and expected foot traffic
• Level and standard of customer service
• Staff wages
• Weather
• Expected RRP
• Presence of nearby competitors offering 

similar products
• Presence of a nearby “anchor tenant”
• COVID-19 movement restrictions, 

isolation and entry requirements
• Presence of online competitors that do not 

have typical Brick-and-Mortar expenses

e-Commerce: The Tricky 
Way Forward

The pandemic has forced a large portion of our population to sit at home for months on end, forced to 
spend excessive amounts of time in front of computers, tablets and on their phones. Has this resulted 
in a change in consumer behaviour? The outcome has been a boom in online retail. But who actually 
benefits from this massive shift to online spending? Are you a business owner eager to get a slice of 
the digital pie? There quite are a lot of nuances in e-commerce and success in the digital realm is 
often not as straightforward and simple as it looks.

BIZINET TECH Daniel Moisyeyev, B.IT
BiziNetTM Media
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This is by no means a complete list - there are 
many more factors at play for traditional goods 
retailers.
      
All of the variables listed above create or take 
away competitive advantage.

With so many different factors that can 
influence a typical retailer, it is easy to see a 
situation where a particular retailer may be 
quickly disadvantaged by a competitor that 
has an ace up their sleeve. If a competitor has 
an advantage in an area that is a key input cost, 
the retailer in question can be in serious trouble 
if said competitor can offer goods at a lower 
price. 

For example:

• A competitor that is able to purchase 
a commercial property outright. If your 
business has to pay rent on a monthly 
basis, this is a severe disadvantage that 
is further amplified for smaller businesses 
where rent is often a major expense;

• A competitor relying on free labour from 
their family members or paying cash-in-
hand below the minimum wage;

• Your competitors’ business is physically 
closer to an “anchor tenant” and enjoys a 
significant increase in traffic;

One can quickly see how a business with 
predominantly online operations can get away 
from a quite a few overheads, such as ongoing 
expenses and other complexities.

A major factor for Brick-and-Mortar stores is 
the relationship with the landlord. For example, 
the landlord may choose not to renew the lease 
- and as a consequence, a retailer can easily 
loose their entire business and customer base.

Dedicated Online Retailer

A dedicated online retailer has a considerable 
advantage to having a much smaller number 
of variables that can negatively impact the 
business.

Furthermore, there is more flexibility with these 
variables as compared to a traditional Brick-
and-Mortar store. While you may not have the 
leverage and will not be able to easily bring 
your retail landlord to the negotiation table, 
the same can’t be said in respect to your 
web hosting company or a  digital marketing 
agency. Business operators in the digital space 
have a considerable advantage of not having 
to suffer real estate issues, with the exception 
to warehousing for goods, which is a much 
simpler and flexible affair than retail premises.

Some of the variables that affect online retailers 
are:

• Warehousing costs
• Costs associated with fulfilment and 

shipment
• Search engine rankings and online 

authority of your e-store
• Social media presence or lack thereof
• Level of customer service

• Malicious chargebacks
• Maintenance requirements and 

development costs applicable to your 
e-store

• Cybersecurity
• Transaction fees

As you can see, the variables that affect 
dedicated online retailers are more of the types 
that one can control.

A lower barrier of entry

With no huge upfront costs or commitments 
associated with becoming a dedicated online 
retailer as compared to establishing a Bricks-
and-Mortar store (such as singing commercial 
leases and hiring staff) the barrier of entry is 
significantly lowered.

Which brings us to the next issue.

The American Heavyweights are often 
the Winners

A lower barrier of entry means that virtually 
every business operator can start selling online.

This is both a good and a bad thing.

As a consequence of so much interest to online 
retailing in the business community, there are 
many shortcuts provided by a selection of large 
providers.
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e-Commerce as a service

A number of cloud platforms already exist 
that offer e-commerce as a service – instead 
of paying a developer to create an online store 
that your business will actually own outright, 
you will need to sign up to a contract to pay 
a monthly fee and sales commission to a 
provider. You will then get access to a digital 
toolkit that allows you to create your online 
store with minimal technical expertise. The 
catch is that there is no leaving the platform 
and you are completely bound by provider 
terms & conditions, fees and available technical 
capabilities.

These cloud providers generally only offer the 
ability to create and operate your online store 
– driving web traffic and customers is usually 
outside their scope of services. You will still 
need to hire a digital marketing agency to drive 
traffic to your e-store.

Online marketplaces

Another option is to use an established online 
marketplace to sell your products. If your 
business does not have a fully fledged e-store 
yet, this could be a good testing ground to see 
how your products fare in the market. These 
marketplaces can also serve as additional 
places online where your products can 
continue to be sold after your e-store is up and 
running. 

There are two well-known online marketplaces 
in Australia. They are run by huge American 
conglomerates - one was founded in 1994 and 
the other in 1995, at the time when the Internet 
was not yet taken seriously and still considered 
a toy for university geeks.

As a showcase of the power these online 
marketplaces wield, one can check their 
performances during the latest lockdown. One 
of them showed a staggering 310% increase 
in sales during the period, and the other an 
increase of 122%1.

While using these platforms offers the 
advantage of gaining immediate access to 
potential clients and ability to quickly dip your 
toes into the market, this comes with some 
disadvantages:

• Sale commissions per transaction eat into 
profit margins

• Monthly fees
• Lack of bargaining power for retailers that 

utilise these platforms
• Poor protection for sellers from 

unscrupulous buyers and chargebacks

• Extreme competition
• Price wars and “race to the bottom” 

affecting some products
• Some products in competitive sectors 

appear to be sold below cost
• Competitors from international sellers that 

offer free shipping to Australia

What do all these providers have in 
common?

Most of these cloud providers, aggregators 
and online market places share one thing in 
common: they are foreign-owned entities and 
operate for maximum profit. They change their 
algorithms, terms & conditions and fees on a 
whim.

Changes to their operations are completely out 
of your control and can easily make or break 
your business overnight.

If you want your business to succeed online 
long-term, you will need to invest into building 
your own online store. One where you set the 
rules.

So, how do I “dominate the digital 
space”?

The first point that needs to be addressed is 
that in order to get placed as a competitor in 
online goods retailing space, you will need to 
hire a web developer that can work on your 
dedicated e-store. You will need a competitive 
edge online – and that comes with experience 
and knowledge of how things work.

But, before diving head first into building your 
e-store, a feasibility study into the project 
needs to be conducted. You need to make an 
assessment whether you will actually be able 
to compete in your market niche.

The key issue to consider is that unless your 
particular business is in a market segment 
with few competitors, it is most likely that the 
field already has quite a few strong players. If 
your business is in the former category – you 
have a much easier road. If it’s the latter case 
– you will need to go above and beyond with a 
sophisticated digital marketing strategy.

You can start by knowing what to look for by 
entering a well known and popular product 
category for a key location (e.g. “mens watches 
sydney”) in a search engine. You will find that 
there will be a few dedicated players at the top 
that have spent a lot of resources on Search 
Engine Optimisation (SEO) to get them there. 
You will also often find results from online 
marketplaces for matching products, as well 

as big retailers that have such products in their 
catalogue.

“If you are planning to 
compete for ‘mens 
watches sydney’ 
online, good luck!”

If, unfortunately, your business sells a popular 
and mainstream product like in the example 
above, you are not in a good spot. Those 
companies that show up in the top results 
have often been around for a long time (aged 
domains), have excellent reputation in search 
engines, lots of backlinks and big marketing 
budgets. Yes, you can build a sophisticated 
e-store and throw money at SEO to try to 
come out on top, but you might just as well be 
chasing a Ferrari in an old Holden.

You will need to think outside the box and get 
really creative. That means using a complex 
strategy of building landing pages to match 
“Long-Tail Keywords”. Using techniques to 
target less-popular suburbs and locations. You 
may even do better to use traditional (non-
digital) marketing services to advertise your 
online store!

The list of techniques that can be done is quite 
long. Stay put for my article in the next issue to 
find out more. 

[1] https://www.smh.com.au/business/the-economy/
lockdown-boom-for-online-giants-as-bricks-and-mortar-
stores-lag-20211012-p58zen.html
 

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/web-design-
development-and-seo-services

BIZINET TECH
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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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Those gate-keepers might believe they’re 
serving the organisation by keeping salespeople 
away. Yet in doing so, they quite often also 
block them from gaining advantage of great 
opportunities that they would otherwise not be 
aware of.

If only the decision maker would realise how 
valuable your product or service really is. If only 
you got the chance to speak to them directly, 
you would have been able to make your case 
heard and allow them the opportunity to benefit 
from your product/service.

And so, cold calling has become a long and 
painful journey with hundreds of calls to be 
made and little return, not to mention the sense 
of rejection and disappointment.

The next alternative we as business owners are 
given is advertising - whether digital or print- 
with the hope that the advertising channel 
or publication will reach our target audience 
and that our ad will attract their attention. 
This can work in some circumstances such 
as this publication, where the target market 
is well defined and readership is keen, but 
if your target market is hard to define or the 
advertising is too expensive then results can 
be hard to quantify and justify.

To many people Linkedin is an option that 
although seems like it has potential, has never 
served them to gain new business. Most view 
Linkedin as a waste of time or an enigma yet 
to be solved.

The reality is, that this social media channel 
has the capacity to transform your sales and 
marketing like it did for me. 

I first started using Linkedin in 2016 when I 
was looking for marketing alternatives for our 
professional Lighting and Audio distribution 
of products used in installations and event 

productions. A business that predominantly 
targeted resellers who sold to Entertainers, 
DJs, Venues and performances and often had 
installation teams to install and commission 
Lighting and Audio set ups for their clients. This 
is a fairly narrow industry, where most operators 
were small to medium sized businesses. We 
needed to find a way to reach them on mass 
to expand our business without wasting too 
much money on advertising in the process.

At the time one option was industry magazines, 
which were far too expensive and didn’t hit the 
mark for our targeting. Google Ads (known as 
Adwords at the time) was another option but 
had very little search volume for the required 
terms. 

And the third option was social media ads on 
the likes of Facebook, which felt like trying to 
perform neuro-surgery with a sledgehammer. 
The chances of pinpointing the individuals 
who owned those businesses that sold the 
products - as opposed to using them - based 
on their ‘interests’ was like looking for a needle 
in a haystack.

So, I thought of Linkedin. 
Two months later we landed a $83,000 sale 

(amongst others). An order of underwater 
colour-changing lighting products that were 
used at the Vivid Sydney Festival 2017. Boom!

And I have never looked back!

I have since, not only used Linkedin primarily for 
lead generation for our various businesses over 
the years to achieve hundreds of thousands of 
dollars but also to help our B2B clients. 

If you’d like to know more about how this works 
let’s book a time to have a chat.

To book a time for a chat go to: calendly.com/
talachisholm
   

Innovest SME
p |  02 8007 2907
e |  tala@innovestsme.com.au
www.innovestsme.com.au/your-
linkedin-assistant

Reaching B2B Client 
Decision Makers Without Cold 
Calling Or Advertising? Easy!

BIZINET TECH Tala Chisholm, 
Innovest SME

Isn’t it frustrating when “gate-keepers” within organisations make it impossible for you or your sales 
team to reach the real decision makers? It’s common practice for the receptionist or PA of the high-
profile and well-guarded decision maker to simply ‘block’ your attempts at identifying them and any 
chance of reaching them. 
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Got the next 
great App 

or SaaS idea?
Or want to create software to 
streamline and automate your 

business?

Our development team can make your dream  
           a reality without breaking the bank!

Need a trusted Aussie Company to bring it to life?

To book a time to chat go to 
calendly.com/talachisholm

Let’s talk it through!

E: tala@innovestsme.com.au
P: 0412 326 459
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Still using spreadsheets or manual dockets to run your business?
Staff making mistakes costing a fortune?
Team bored to tears doing manual data entry?
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EMAIL: tala@innovestsme.com.au
PH: 02 8007 2907

Don’t fit in with bad software,  
create software that fits in with you 

Decades of programming experience 
Streamline, automate and integrate operations
Across desktop, web, tablet and mobile 

Let’s find you a solution.  
Go to calendly.com/talachisholm  
to book a chat.

STOP 
DOING 
THAT! 

Lets have 
a chat. 
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In May 2021 the CBD Sydney Chamber 
in partnership with Vincents conducted a 
second Sydney Business Impact Survey  
among businesses within the Sydney CBD 
and immediate surrounds to understand the 
extent of the effects of the pandemic in the 
areas potentially experiencing longer lasting 
effects and potentially permanent business 
environmental changes. 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 they 
face. 

Let’s Share Some Insights

It’s worthwhile examining some of the insights 
gleaned through the Sydney Business Impact 
Survey.

• Continued Government Financial 
Assistance:  despite the economy re-
opening, some businesses have not had 
the opportunity to sufficiently recover, 
in particular, the retail, hospitality, travel 
and tourism sectors. Ongoing financial 
support will be of significant benefit to 
help get them back on their feet.

• Regulatory Environment: as businesses 
in all industries seek to adapt and recover 
from the impacts of COVID-19, the waving 
of certain government fees and charges 
in specifically impacted sectors, such as 
hospitality, and travel and tourism may be 
an option to further assist the recovery.

• Statutory Assistance with Landlord 
Negotiations: some survey respondents 
flagged issues around negotiations with 
their landlord(s). The main themes identified 
were agreeing on the application of the 
Commercial Tenancies Mandatory Code 

of Conduct, the fairness of negotiations 
and the current market rent rate of their 
leases. While some direction is in place, 
businesses will benefit from intervention 
to assist with clarification if what is fair and 
appropriate and cementing policies that 
establish clear guidelines and processes 
for both tenants and landlords.

• Mental Health: business owners continue 
to experience a negative impact on their 
mental health as a result of the effects of 
COVID-19. It is important that business 
owners are aware and look to take 
advantage of the mental health support 
available for businesses through both the 
NSW Government and through The City of 
Sydney.

• Cash Flow Management and Business 
Model: some acknowledged that their 
business model may require some 
change. Businesses are encouraged  

to consider how their business model 
may need to permanently transition and 
adapt, given that some changes that 
affect businesses in the Sydney CBD and 
immediate surrounds appear here to stay.

• Staying Informed: as witnessed over 
recent months, circumstances can 
change overnight and can result in a vastly 
restricted and changing environment. 
It is of benefit to all business owners 
and their advisors to stay informed 
of announcements about temporary 
assistance measures and regulatory 
changes.

Collaboration among Members Provides 
Support

The Chamber has worked closely with a group 
of Members to create collaboration groups 
that are willing to share information and work 
together to provide services and expertise. 

Supporting Business 
In Tough Times

FEATURE

The challenges associated with the pandemic continue. Many businesses with which we engage 
are struggling to know what the future may hold. One of our key roles is to connect businesses to 
assistance and to identify meaningful data that can be used to generate influence and advocacy 
among those in government.

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

There are a number of these groups with 
expertise. The Professional & Financial 
Services Group brings together experienced 
business advisors in accounting and business 
reconstruction experience, integrated finance 
advice, legal expertise, business sales, 
acquisition and valuations and financial 
services across business, residential and 
refinancing. The Property & Real Estate 
Group comprises expertise around property 
development, purchasing, renovating, 
valuation, conveyancing and financing.

If you have issues that require advice and 
expertise, ask a Member. More information 
is available here: https://cbdsydneychamber.
com.au/Media-Publications/CBD-Sydney-
Chamber-Roundtables-(1) 

Chamber Membership Counts. Become 
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
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Stryder’s purpose is to provide accessible 
transport to people that have specific transport 
needs relating to their age, location, frailty or 
disability.   

The feedback from clients, their families and 
the wider community has been appreciation 
that Stryder can still provide a vital link 
between clients and their ongoing medical 
appointments, COVID and flu vaccination 
appointments, and more.  

According to a McCrindle Research report titled 
Australian Communities Report: Understanding 
Australian givers to maximise the impact of 
NFPs written by Sophie Renton, the perception 
of the services provided by NFPs is extremely 
positive.

The report states
“Australian givers are not just proud of Australian 
charities/not-for-profits but appreciate them 
more too. More than four in five givers (85%) 
believe the events of 2020 and the COVID-19 
pandemic have made them appreciate the role 
charities/not-for-profits play in society more. 
The pandemic has also shone a light on needs 
within the community, with 80% of givers more 
aware of the needs in their community since 
COVID-19. The increased national focus of 
2020 has also meant that 76% of givers are 
more intentional about supporting charities/ 
not-for-profits that operate locally because of 
the COVID-19 pandemic.” 

Stryder’s challenges during lockdown 
As an essential service provider, the fact that 
Stryder’s drivers are still out in the community 
comes with some risks and challenges. 

Although the trip requests have decreased, 
Stryder’s drivers are still providing vital transport 
services and assistance.
 
Geared up with personal protective equipment 
and following strict COVID safety protocols, the 
drivers also ensure that the vehicle is sanitised 
between each passenger.

Q&A with Stryder driver, Stephen 
Latham  

Q: What do you find the most challenging 
during this time? 

A: Unable to connect with our Stryder clients 
due to COVID-19 cancelling our community 
outings, among other things.

During this lockdown when taking clients to 
medical or vaccination appointments, I hear 
things like “You are the first human I’ve spoken 
to for two weeks,” and, “Sorry I’m talking so 
much but I haven’t had the opportunity for a 
while.” So the connection with our clients is 
currently broken and it worries me how many 
are doing it tough, alone and isolated. 

Q. What do you find most fulfilling?

A. Stryder being there for our clients when they 
need us. There is still a need for medical and 
rehab appointments and we can get our clients 
to and from these critical appointments and do 
a little bit of social interaction in our vehicles 
en route. Little traffic is a pleasant side benefit.

How can we help? 
This is the question Stryder is asking its clients. 

The team is calling clients, one by one, just to 
check in. 

The team is asking questions such as:

• Do you have support from a family 
member? 

• Would you like us to set up a regular call 
each day or each week?

• Is there anything we can help you with 
such as pharmacy items or grocery items? 

“Thank you Robyn and the two drivers 
from Stryder today. You made my medical 
appointment so much less stressful.  Such a 
blessing, I am truly grateful.”   -  Marguerita, 
Stryder client 

Stryder’s Services
Despite the current challenges, Stryder is 
positive about the future. The team is continuing 
to grow and services are being added as the 
needs of the community increases. 

Stryder is an NDIS provider and receive some 
Government funding to offer subsidised 
transport for seniors and others with diverse 
needs. An additional service is the Stryder 
Night Ryder – an after hours bus hire service for 
social groups, staff Christmas parties, sporting 
teams or CSR activities. 

Strategic partnership opportunities are 
available to further support our work in the 
community. To discuss further call Cathy on 
9816 5000.  
  

Stryder Inc.
p |  02 9816 5000
e |  Bdm@stryder.org.au
www.stryder.org.au

Keeping the Community Moving 
through a Pandemic

FEATURE

During lockdown the NSW Government has provided guidelines around what essential services are.  
As an NFP(Not-for-Profit) Community transport service provider, Stryder is just that - an essential 
service that continues to help those in need.

Virginia Coy, 
General Manager
Stryder Inc.
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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

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

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

Absolute Clarity Communications                  
0408 277 773                    
2/60 Adelaide Street
West Ryde NSW 2114
www.absoluteclarity.com.au

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

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

ABS Conveyancing                    
1300 037 057                                  
Level 8/65 York St 
Sydney NSW 2000
www.absgroup.net.au

BiziNetwork

BUSINESS SUPPORT

Flyer Delivery Guys              
1300 889 132  
Flyer Distribution in Norest,
Macquarie Park, Sydney CBD
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

Momento Hospitality
02 8884 2888                      
Unit 1, Building A/38 Brookhollow Ave 
Baulkham Hills NSW 2153
momentohospitality.com.au

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

brandU Legal                     
02 9499 9229                   
Level 1/64 Talavera Rd 
Macquarie Park NSW 2113
www.brandulegal.com.au

brandU Legal                     
02 9499 9229                   
Level 1/64 Talavera Rd 
Macquarie Park NSW 2113
www.brandulegal.com.au

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

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

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

BiziNet Pty Ltd               
1300 889 132  
Order Online
www.bizinetprinting.com.au

A Grade Education and Training       
1300 885 508  
Suite 2, Level 5/545 Kent St 
Sydney NSW 2000
agradetraining.nsw.edu.au

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

BiziNet Pty Ltd               
1300 889 132  
Web Design, Development & SEO
e-Commerce, Shopping Carts
www.bizinetmedia.com.au

LAW

CAFES

INSOLVENCY

ACCOUNTING

Chartered Accountants
Insolvency & Restructuring

GOLF CLUBS

WEB DESIGN

MOBILE APPS

PRINTING EQUIPMENTHR

PETS

List Your 
Business in 

BiziNet Magazine

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

1300 889 132 
BusinessAllianceNSW.com.au

TRANSPORT

FLYER DISTRIBUTION

CONVEYANCING

INFLATABLES

HOSPITALITY

PRINTING

TRAINING
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E Q | www.lindusdrycleaners.com.au

GROVE SQUARE    
SHOPPING CENTRE

02 9639 1553
Shop 39/ 373- 383 Windsor Rd  

Baulkham Hills NSW
Monday - Friday 8am - 5pm 

Saturday 8am - 2pm  

BELLA VISTA
02 8824 8385

B44/24-32 Lexington Dr 
Bella Vista NSW 

Monday - Friday 8am-4pm

$1650
5 MENS  

BUSINESS SHIRTS
SPECIAL

Pre Paid Special coupon must be presented  
to receive the special  T/C apply. Expires 28/02/22

20%

DISCOUNT 3 
OR MORE  

ITEMS

Pre Paid Special coupon must be presented  
to receive the special  T/C apply. Expires 28/02/22

WE DO SAME DAY DRYCLEANING UP TO 12 PM  T/C APPLY

Sunday 10am - 2pm

My Medical Diary

 Individual and corporate buyers welcome
 Show people you care by helping them to get 
organized to stay healthy. 
 This diary is like estate-planning for your health 
– especially valid during the current COVID crisis

To order, visit www.drakepub.com.au 
or email admin@drakepub.com.au

*Co-branding available for corporate buyers (specialized 
endorsements available) and an ideal present for staff & clients.

ORDER ONLINE
& GET INDUSTRY

   PRICES

PRINTING

BIZINETPRINTING.COM.AU

1300 889 132
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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


