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Stand Up Paddle Board
Hire & Sales

• Corporate Days
• Private Tours

You Tell Us Where – We Take You There…*

• Team Building
• ecoFitness

Best flat water locations around Sydney
From $88 per person (min 2 people)

www.suparoo.com.au 1300 889 132
*Boards are delivered to the location of your choice to reasonably accessible areas.

Find your passion
for adventure with

SUPAROO



BiziNet Magazine #92 3

TM



4 BiziNet Magazine #92

Bella Vista 
Business Alliance 
After Hours 

MONDAY 1 OCTOBER 
5.30 - 7.30 pm

The Hills Shire Council 
3 Columbia Court, Bella Vista, NSW

Members: $35
Non-members: $45 

Register at businessalliance.com.au

Meet The Mayor

Dr. Michelle Byrne

“Business, 
Jobs and Growth 
in The Hills” 

Join us for our October 
Business After Hours event 
in Norwest!

Enjoy a night of networking, 
meet the members of the 
Bella Vista Business Alliance 
and local representatives from 
the Hills District business 
community.
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EDITOR’S LETTER

Dmitry Greku, M. Sc., Editor and Publisher - BiziNet Magazine

Running a small business is an act of heroism. 
You’re on your own. You’re out there, starting 
your own thing that nobody cares about and 
your goal is to let them know you are here, 
doing your best, trying to convince them to 
give you their most valuable hard-eared asset 
in exchange for your products and services – 
Their Money!

Achieving your ultimate goal is a tough job – 
you must know and clearly understand your 
priorities and keep your business discipline 
in the best shape possible. You must read 
people around you well, be an expert (or at 
least a semi-expert) in multiple disciplines, be 
a diplomat, be tough and at the same time be 
a pleaser. Some of these things you can earn 
or gain during your time when you’re preparing 
yourself to be in a business, whilst others will 
need to be learnt on the go when you’re already 
in a business. 

But what is the most precious and unrecoverable 
resource you have? You cannot borrow it, you 
cannot gain it or build it and sharky people are 
always trying to steal it from you. That resource 
is your Time!

In my own mind, I often compare business with 
an active or competitive sport. You must make 
decisions on a spot, you’re under pressure, and 
only moments separate you from an absolute 
disaster, a glory or a lucky escape.

You probably have read those articles 
suggesting you to “plan your day”, “set your 
goals”, “track and audit your time”, etc, etc. 
But what are the most time influencing factors 
in any business? The answer is You and People 
around you.

Any issues with yourself can only be sorted 
through the self discipline, precise time 
management, setting the right goals and the 

rest of it. But this part is easy – you only deal 
with yourself, with just that one person who 
you love, always treat great, can make to work 
hard or allow to enjoy those lazy times. The 
relationships of you with your beautiful self are 
always perfectly smooth and free of stress. 

On the other hand, there is the rest of the 
population of this planet. You’re always trying 
to do your best presenting your business to 
them, explain your products and service in the 
best possible way, please them, etc. Does it 
work? Not always. 

A good contact requires one or two meetings, 
and then a proper business answer should 
arrive – “Yes” or “No”. We love the first 
answer. The second one might seem to be 
a bit disappointing, but I always look at it as 
it’s their business, their money and we must 
respect their decision due to the fact that at 
this moment it’s all about them investing their 
resources into what we are offering – whether 
they are right or wrong is not for me to judge. 
It’s their life, their business and their family they 
are taking care of.

The other side of the coin is the category of 
your contacts who keep getting in touch, never 
provide a straightforward answer, can’t make 
a decision and turn the whole process into an 
endless and pointless game. These are the 
free loaders of your most precious resource – 
Time…

The bottom line is – read people better. The 
people I mentioned are time thieves – stealing 
your most precious unrecoverable asset 
that you can have. They are not convicted 
criminals, they are not publicly whipped for 
their unconscionable behaviour… but they can 
cause more harm than you can imagine.

Treat your time wisely – Your Precious… G
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AN EXCITING 
BUSINESS 
OPPORTUNITY 
TO BUILD AND 
GROW YOUR 
OWN MEDIA 
BUSINESS

To find 
out more 

& to start your 
own business

CALL NOW
1300 889 132

PLUS
GWP Media Vehicle with

Registration – Insurance – Service 
For the first successful applicant

1300 889 132                               info@gwpmedia.com.au                          85-91 Grose Street, North Parramatta, NSW 2150                         gwpmedia.com.au

We will help you build your own 
business based on decades of our 
own business success and growth.
GWP Media Group License is your 
door to the exciting world of business 
media, personal and financial success.

GWP Media Group License 
Business establishment fee: 
$19,500+GST
INCLUDES  
full business 
set up 
training 
office space 
workstation 
computer 

tablet PC 
mobile phone 
business cards
promotional folder 
stationary & other 
applied materials

LICENSE
BOOK YOUR INFO SESSION

Thank You to our Supporters 

ANZ Norwest

Bright Accounting and Taxation Services

Business Turnaround Services Australia

dVT Group

Greenwood Group Realtors

InvestAstute

Pro IT

Smoothstream Business Intelligence

Sydney Electrical Contractors

Thorndale Foundation

Underwood Jewellers

Platinum Member

Gold Members

Silver & Bronze Members

Preferred Suppliers



8 BiziNet Magazine #92

Introducing  
Our Contributors

Steven Brown 

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

With qualifications from Sydney 
and Macquarie Universities, 
Steven has gone on to have 
over 30 years in the law. With his 
own practice and a passion to 
help others succeed, Steven is a 
total professional, informing and 
educating along the way. 

Steven specialises in all aspects 
of helping businesses to stay out 
of trouble and grow. He enjoys 
the cut and thrust of litigation 
and is a balanced negotiator for 
all alternative dispute resolution 
methods.

Steven Brown 
p | 02 8845 2400 
www.etiennelawyers.com
etiennelawyers.bizinet.net.au

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

Tim Foster-
Greenwood

Tim Foster-Greenwood has been 
in Real estate since January 
1982 – this is his 36th year of 
service in the industry.

The first 20 years was in 
industrial and commercial real 
estate in Johannesburg South 
Africa. He was educated at 
Hilton College and then Natal 
University where he completed 
Business Commerce and 
Masters in Accounting. After 10 
years in Auditing, including 4 
years with Deloitte, he started 
looking for more challenges and 
excitement.

In 2002 – he started a residential 
development subsidiary under 
the Starr Partners banner in 
Kellyville and after 10 years with 
them opened his own office 
under the Greenwood Group 
Realtors name.

Tim Foster-Greenwood
p |  02 9629 3500
www.greenwoodgroup.com.au
greenwood.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
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When: 26 October 2018

12:00 - 3:00pm

Where: Cropley House

Baulkham Hills

Cost: $120

www.businessalliance.com.au

Business 
Alliance
CEO Lunch

The Business Visits Program 

offers businesses a FREE 

visit with a member of 

Council's Economic 

Development team.

www.thehills.nsw.gov.au

Council's 
Business Visits 

Program 

Program of events includes 

Luncheons, Networking & 

Business Matching Functions.

When: 31 October 2018

Where: Sydney

www.abf.events

When: 20 September 2018

10:00 - 11:30am

Where: 8 Hadenfeld Avenue, 

Macquarie University

Cost: FREE

www.businessalliance.com.au

Macquarie 
Park Coffee 
Morning

When:   1 October 2018

5:30 - 7:30pm

Where: The Hills Shire 

Council, Norwest

Cost: $45

www.businessalliance.com.au

Business 
Alliance
After Hours

When: 13 November 2018

5:30 - 7:30pm

Where: Kellyville Pets

1-15 Millcroft Way, 

Beaumont Hills

Cost: $45

www.businessalliance.com.au

Business 
Alliance
After Hours
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PROUDLY PRESENTED BY      BIZINET

Australia’s
Silicon Valley

Mayor Jerome Laxale
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TOP INNOVATION REGIONS

It may surprise some people to hear that the 
future hub for business in Sydney may not be 
the city’s CBD or Parramatta, but in fact the 
inner Sydney area of Ryde. 

While many conjure up images of wide, leafy 
residential streets when they think of Ryde, 
it is often forgotten that apart from being a 
great place to live, the growing area is also 
one of Australia’s economic powerhouses, 
with an output larger than that of Hobart and 
Darwin combined. 

Of course, this is due in large part to 
Macquarie Park. Often dubbed ‘Australia’s 
Silicon Valley’, Macquarie Park has been one 
of the country’s most successful business 
centres, with 12 of the world’s top-100 (by 
marketing capitalisation) located there.

The sheer economic numbers at Macquarie 
Park make for staggering reading. The area 
alone has a $9.5 billion economy, making it 
the eighth-largest in Australia for economic 
output. More than 1,900 businesses are 
located there. And it employs 62,000 people, 
a figure that has significantly grown in the 
past five years. While many would be content 
with those numbers, the City of Ryde Council 
– which oversees Macquarie Park – has bold 
ambitions to grow the business park even 
more.

The push is being led by Mayor Jerome 
Laxale, who happens to be a business 

owner himself. Through his experience in 
the business world and as a long-term Ryde 
resident, Mr Laxale is overseeing a new 
Council strategy to attract more companies 
to the area, with a particular focus on start-
ups and small business.

“The City of Ryde has some big plans to 
encourage more business activity and 
continue to grow our economic output, 
because a stronger local economy brings 
benefits to the whole community,” Laxale 
says.

“Macquarie Park obviously plays a crucial 
commercial role for Ryde, Sydney, Australia 
and the globe as a whole. It is home to some 
of the biggest companies in the world and is 
a provider of jobs and business for people 
in Ryde. 

“But that does not mean we cannot open up 
Macquarie Park further to ensure it continues 
to grow.” 

The City of Ryde Council is convinced it will 
achieve this growth through investing in and 
supporting projects that promote innovation 

and encourage business expansion in 
Macquarie Park.

Macquarie Park has a range of networking 
and collaboration opportunities through local 
business chambers and private organisations 
such as Business Alliance Australia.

Just recently, the Council became an 
innovation partner of the globally-recognised 
Venture Café, a fast-growing network of 
independent organisations that promote 
commercial collaboration through regular 
programs and events. Located at Macquarie 
University (itself a great asset to Ryde’s 
business ecosystem), it is expected that 
Venture Café will help attract start-ups to the 
local area and link the City of Ryde Council, 
Macquarie University and the business 
community to one another, leading to greater 
collaboration between all parties.  

The City of Ryde Council is also a 
big supporter of the Macquarie Park 
Innovation District. Created in 2015 by 
leading corporations such as NAB, Optus,
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Johnson & Johnson and Macquarie 
University, the Macquarie Park Innovation 
District seeks to improve innovation within 
the district through key networking events 
and collaborative projects. 

The City of Ryde Council is certainly putting 
its money where its mouth is, investing more 
than $17 million over the next four years on 
developing the local economy and assisting 
local businesses. A considerable portion of 
this spend is designed to attract start-ups 
and more small-to-medium businesses to 
Macquarie Park. 

“In order to grow we need to make Macquarie 
Park open to all kinds of businesses. We 
are already a long way down the road to 
achieving that through the infrastructure 
we have in place as well as the rich pool of 
workers who are currently based there.

“The next stage is enticing new businesses 
and start-ups to Macquarie Park and 
other parts of Ryde to show them just how 
much their organisations will thrive in our 
environment.”

And rather than simply ride on the economic 
coat-tails of Macquarie Park, the City of 
Ryde Council has big ambitions to expand 
the commercial growth, not just in Macquarie 
Park, but in the entire Ryde area.

“We want Ryde to be recognised as Sydney’s 
premier location for employment and globally 
competitive businesses of all sizes.

“Thankfully we have the right Council make-
up and leadership team who have the 
foresight to achieve this goal.”

This part of the Council’s business growth 
strategy primarily focuses on opening up 
Ryde to make it easier for new businesses to 
establish themselves and then be provided 
with the appropriate support when and 
where it is needed. 

Fostering an environment that encourages 
investment, local jobs and business 
opportunities is also a crucial component. 
While a lot of this money is being spent on 
more traditional ways to support business, 
the Council is also directing a portion to 
revitalising its town centres and commercial 
areas to attract new businesses and increase 
the diversity in business offerings. An 
example of this is the Shop Shapers program, 
according to Mr Laxale.

“The Shop Shapers program will refresh 
the street experience across Ryde and 
increase the economic activity in the area 
by supporting local businesses to enhance 
their street appeal and improving their 
shopfronts,” Mr Laxale says.

“For our initial roll out, more 
than a dozen businesses are 
taking part in the program, 
which means they received 
expert advice on the steps 
they could take to improve 
their shopfronts as well as a 
$500 grant to assist them in 
executing the improvements.

Mr Laxale is also a big proponent 
of creating a vibrant night time 
economy in Ryde as a way of 
attracting new business to the 
area.

“We recently put into effect a Night Time 
Economy Action Plan, which aims to support 
local businesses to become involved in the 
night time economy by introducing simplified 
processes, localised support as well as 
marketing and promotion,” the Mayor says.

“The night time economy in Ryde it is all 
about tapping into unrealised potential. 

“Previous Councils were reluctant to look 
at this as an area for business growth as 
many viewed night time activities as simply 
attending the local pub. But this is a very 
narrow view on what opportunities can be 
gained in a night time economy. 

“What our action plan focuses on is making 
night time activities more family friendly and 
inclusive for all so that the whole community 
can take part. 

“Making it easier for traders to extend their 
hours is also a key objective, while the 
Council has also got a range of events that 
it either stages itself or supports that are all 
aimed at making the night time experience 
more vibrant for consumers, all of which will 
ultimately benefit local businesses.”

For some, the business agenda the City of 
Ryde Council has laid out may seem a little 
too far out of reach. But Mr Laxale makes no 
apologies for being ambitious.

“When you combine elements like Venture 

City of Ryde Mayor Jerome Laxale with Macquarie University Vice Chancellor Professor S. Bruce Dowton at the launch of the Venture Café network

PROUDLY PRESENTED BY      BIZINET

Mayor Jerome Laxale with the Riverside Business Chamber 
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Café, the Night Time Economy Action Plan, 
making it easier to start and grow your 
business, it is all about the – to use a famous 
catchphrase – ‘build it and they will come’ 
mantra,” Mr Laxale remarks.

“We want to provide the right environment for 
all types of businesses – from the small family 
corner store to the big multinational – to have 
the opportunity to establish themselves, hire 
the right people, grow and ultimately achieve 
their goals and be as successful as they can 
be.”

The Council’s ambition is assisted by a 
number of strategic advantages. Ryde’s 
location for instance – just over 12 kilometres 
from Sydney’s CBD. This means the area has 
skilled workers from the North Shore and 
Western Sydney, up to the Central Coast who 
all work in Ryde and its surrounding suburbs.
The area’s cultural diversity is another feature 
that makes it so welcoming. More than one-
third of Ryde’s residents have Chinese or 
Korean ancestry and half speak English in 
addition to another language. And the area 
still has those wide and leafy residential 
streets as well as a multitude of parks and 
open spaces that it is synonymous with. 

For Mr Laxale and the leadership team at the 
Council, building on Ryde’s strengths and 

encouraging businesses of 
all sizes to call Ryde home 
is all part of their long-term 
vision for the area.

“We want to make Ryde a city 
in which, from cradle to grave, 
you can be local and stay 
local,” he says.

“That means you call Ryde 
home, your children go to school 
and university here, you do all 
your shopping and socialising 
here, and importantly you run 
your own business or are employed right 
here in Ryde.

“There are not many places in Sydney or 
Australia for that matter where that could 
even be viewed as a possibility. But here in 
Ryde it is happening and this Council is going 
to do all it can to ensure it is fully realised.

“The future is really exciting for business in 
Ryde.”

Macquarie Park Business Alliance Coffee Morning 

Information Session event. Top – Macquarie University 

Incubator; bottom – Johnson & Johnson HQ

TOP INNOVATION REGIONS
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Michael Edgar is currently the General Manager 
of The Hills Shire Council.  
 
Michael has a breadth of experience in Local 
Government and spent 11 years as Group 
Manager for Strategic Planning for The Hills. As 
General Manager, he is responsible for leading 
one of Australia’s fastest-growing and most 
financially sustainable Councils. 
 
Michael has been involved in working with the 
State Government in planning for the future 
growth of The Hills that will accompany the 
arrival of the Sydney Metro North West. He 
is passionate about achieving excellence 
in design, great built form and providing 
prosperous places for people to be in.

Q: What is Council’s role in planning for the 
future of business in The Hills?

A: As a Council, our job is to try to predict 
what the jobs of the future might be and work 
towards ensuring we have the right type of 
zoned land for that purpose. 

Obviously the jobs of the future are expected 
to be in the knowledge economy, however we 
also need to ensure that we have jobs for all the 
essential trades and services our community 
needs. 

With local manufacturing jobs declining, retail 
heading in brave new directions and higher 
demand for jobs that serve new populations, 
Council needs to consider these trends in their 
decision making. 

We need to be aware of impediments to growth 
and where possible – and within our means – 
make adjustments to remove them. 
 
As part of our planning for the future, we 
need to try to understand more about our 
people – who is coming to The Hills, who is 
already competent and trained, where are the 

gaps in our collective knowledge and where 
is the future heading in our local industries? 
This helps us make better decisions. 

We also need to consider the type of jobs our 
residents are likely to need and make sure our 
zoning decisions make it possible for those 
jobs to be located here. 

The challenge for our businesses is to ensure 
their employees have the skills to adapt to the 
jobs of the future as they emerge. 

Q: How have jobs changed over the years?
 
A: Over the last 10 years, there has been 
structural change in the nature of employment 
in The Hills, and the power of new and emerging 
technologies will solve what some feel are 
current problems, and create opportunities in 
the future.

Traditional jobs like manufacturing, retail 
and wholesale trade have seen little change 
or declined, while new economy jobs - like 
information, media and telecommunications, 
professional, scientific and technical services, 
education and training, health care and social 
assistance – have all seen gains. 

Interestingly, from 2006 to 2016, while retail 
sale figures grew by $364 million, the number 
of people employed in the sector remained 
largely unchanged. This could indicate that the 
emerging trend of online shopping is starting to 
have an impact on local retail jobs.  

This trend means that small businesses 
involved in retail or wholesale trade must 
understand the implications of this for their 
businesses and build models around how 
customers are making their decisions. 

Q: What is our region’s competitive advantage?  
 
A: As a growth Council, we enjoy the advantage 
of being able to strategically plan for future 
employment land requirements to align with 
the needs of new populations.

Sydney is evolving as it grows to become a 
metropolis of three cities as described by the 
Greater Sydney Region Plan – the financial 
base of Eastern Harbour City, the legal and 
medical hub of Central River and the future 
defence and aerospace centre of Western 
Parkland City. 

Business, Jobs and Growth 
in The Hills

With traditional employment transforming to keep pace with new technologies and innovation, General 
Manager, Michael Edgar talks about how The Hills Shire Council is planning for the jobs of the future.

FEATURE

Michael Edgar, General 
Manager of The Hills 

Shire Council
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The Hills is strategically located to make 
the most of the opportunities this structure 
will bring in the future, with our competitive 
advantage being our location. 

Businesses in The Hills will be easily able to 
access each of these cities within 30 minutes, 
positioning our region to become one of the 
leading service economies to all three hubs. 
The future of business in The Hills will involve 
leveraging off the changes, opportunities and 
developments taking place in these locations.

The arrival of the Sydney Metro NorthWest will 
mean we become even more accessible – to 
workers, to new business opportunities and for 
our residents to move about easily within their 
own communities.

Our housing options, particularly the new 
and existing executive residences and 
lifestyle options around Norwest, are also a 
key competitive advantage offering excellent 
working close to home opportunities. 

The Hills is also a great place to raise a family, with 
fantastic schools and educational opportunities.  

Q:   What can Council offer local business 
owners? 
 
A: We started our business visits program 
around 10 years ago to give local businesses 
the tools they need to make better decisions, 
and go on to create the jobs of the future. 

People can use this service to access 
demographic data and information about the 
region that is not easily available anywhere 
else. 

We also wanted to hear first-hand the issues 
they face in establishing and growing their 

business in The Hills. To date, we have met with 
thousands of local businesses and gathered 
enormous amounts of valuable feedback. 

It’s fair to say that this has been an extremely 
popular service with the business community 
and has become a benchmark for others. 

Q: What’s happening around the Metro 
stations?

A: We are growing at a phenomenal rate along 
with the rest of Sydney. Council has a strong 
track record of accommodating its share 
of Sydney’s growth, and the Sydney Metro 
Northwest will play an important role in this 
growth. 

This multi-billion dollar service will generate 
opportunities for people to live and work in 
the precincts around it beyond our current 
imaginations. The connectivity between our 
towns and centres will be enhanced as it 
provides an alternative to road connections.

For The Hills, this means that while the 
character of the areas around Castle Hill, Hills 
Showground, Norwest, Bella Vista, Kellyville 
and Rouse Hill stations will change, Council has 
worked hard with State Government agencies 
and the Minister for Planning to create areas 
that will balance homes and jobs with quality 
of life. 

Q: What will the future look like?

A: Our goal is to provide as much information, 
education and support as possible to help 
our local businesses grow in order to create a 
well-connected, thriving local economy for the 
future - with plenty of opportunities for locals 
to live and work close to home doing the work 
they enjoy.

A high proportion of the jobs of the future are 
expected to be in the knowledge economy. 
New companies spun out of research and 
development will take a leading role in creating 
the businesses of the future and many will have 
strong links with the university sector. 

Future jobs that will also be essential for new 
communities are service jobs such as motor 
vehicle and mechanical repairers, trades 
services, retail, education and community 
care sectors, and we need to ensure we retain 
enough affordable industrial land for these 
purposes. 

As well, our vision for our new rail precincts 
revolves around making the most of the 
opportunities that having world-class public 
transport on the doorstep will offer because 
research shows that most future jobs will be 
aligned with public transport. 

Currently, there are approximately 65,000 in The 
Hills and this will need to double over the next 
30 years as the population doubles. If you’re 
a business owner or manager, and would like 
business market intelligence about The Hills 
and surrounding areas to help you plan for the 
future, I highly recommend you take the time to 
contact our Economic Development Team for a 
tailored business visit. 

Council's Economic Development Team
p |  02 9762 1108
e | business@thehills.nsw.gov.au
www.thehills.nsw.gov.au/business

Source: Industry Sector data - 
2016 Census
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Notwithstanding that some of the headline 
economic statistics for Australia remain solid, 
i.e. modest levels of GDP and low levels of 
unemployment, there is no doubt that many 
individuals and families are now starting to 
feel the on-going impacts of:

1. An inability to secure all the work that they 
would like to have. In other words, when we 
understand how the unemployment statistics 
are calculated, it certainly seems to be the 
case that while many people are able to get 
part-time work, they either are unable to get 
enough hours or a full-time role. In simple 
terms, many individuals want more hours, but 
cannot get them.

2. A lack of wage growth: There are many 
reasons for this and this article will not explore 
them, but there has been no decent effort by 
any Federal Government to look at improving 
productivity levels since the 1980’s.

3. Increasing living costs: Energy and petrol 
costs, private health insurance and general 
living costs are all taking more disposable 
income in recent years against a backdrop of 
points 1 and 2 above.

4. Interest/Mortgage Rates: Whilst still at 
record lows in Australia, but seemingly taking 
a bigger share of disposable income courtesy 
of the broader property market increases, 
particularly in the east coast states over the 
past five (5) years. One can only wonder what 
the true fallout will be as the interest rate cycle 
turns (note: the banks will continue to move 
outside of the RBA given how they are funded 
– the pace is likely to pick up in 2019.)

Notably, in a recent survey undertaken by 
ME Bank on Household Financial Comfort, 
the Report found that a quarter (25%) of 
Australian households reported that they had 
less that $1,000 saved in the bank. And nearly 

45% of households were in mortgage stress, 
being defined as spending more than 30% of 
their income on their mortgage.

This Report by ME I believe shows that 
individuals and families are using more of 
their savings and available income on living 
expenses.

Where does all of this lead to?

A reminder of a few pertinent statistics are 
relevant.

1. Generally, the proportional breakdown of 
personal insolvency statistics between males 
(57%) and females (43%) remains relatively 
stable.

2. The most common age bracket for those 
entering some form of personal insolvency 
is 35-49 years of age. This age bracket 
represents 40% of all bankruptcies.

3. Of the bankruptcies that occur in Australia 
annually, approximately 80% are non-
business related. Of the 80% of bankruptcies:

  a) 35% relate to excessive use of credit;
  b) 31% relate to unemployment / loss of  
  income; 
  c) 20% relate to relationship breakdown or  
  ill health.

My view is that many individuals and families 
are at a tipping point where changes such 
as job loss or fewer hours, even modest 
increases in interest rates, or a macro 
economic shock will hurt a lot of households. 
In addition, with the strong gains in the 
residential property market behind us and 
with tighter lending conditions, households 
no longer have the easy luxury of refinancing 
and extending facilities to help ease the cost 
of living burden.

It is when considering the above points that 
I believe there will be an increasing reliance 
on credit to fund living expenses and over the 
next few years I expect that to play through 
in the form of increasing levels of personal 
insolvency i.e. bankruptcies. One key thing to 
watch I believe is the level of new car sales is 
an interesting barometer to follow regarding 
broader consumer confidence. 

But the message is threefold:

• Whilst many may have benefited from 
the recent economic conditions, there 
are others that have not;

• With living costs showing no sign of 
getting easier, reliance on credit is likely 
to reign as other opportunities via which 
living expenses were funded no longer 
readily exist; and 

• Individuals and families as much as 
possible need to cut their cloth according 
to their budget - i.e. think about how 
much Netflix, Foxtel and other apparent 
necessities cost each month!! 

Jones Partners offers an initial free 
consultation for individuals in financial 
difficulty so that they can be assured they are 
receiving the right advice about the options 
available to them.

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

Personal Insolvencies 
on the Rise. Is the Squeeze 
Starting to Take Effect?

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

Personal insolvency statistics recently released revealed that there was a 5.6% increase in personal 
insolvency levels between the period 30 June 2017 to 30 June 2018.  Whilst this increase may be 
swatted away as nothing to worry about by some, to me it is indicative of a general change and a 
signal of potentially challenging times ahead for many individuals and/or families.

BUSINESS ADVICE
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Promoting, connecting and advocating for the 
business communities of Ryde,

Macquarie Park and surrounding regions

riversidechamber.com.au

Riverside Business Chamber (formerly Ryde Business Forum and Ryde Macquarie Park Chamber 

of Commerce) is the voice of business in Sydney’s northern districts. 

As our region’s largest Chamber we can offer you more opportunities to meet with potential 

business partners, strong advocacy to all three levels of government on vital issues such as 

traffic and transport and other infrastructure, access to NSW Business Chamber products and 

services and much more. 

Our goal is to see your business grow. We know your share that goal. Join us and let’s work 

together on success. 

CEO Lunch
with Jones Partners Insolvency & 

Business Recovery
26 October 2018

Guest Speaker - Bruce Gleeson, Principal, 

Jones Partners Insolvency & Business Recovery

26 October 12.00 - 3.00pm

Cropley House, Baulkham Hills

Register at www.businessalliance.com.au
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Section 6 of the Trade Marks Act 1995 (Cth) 
defines "sign" as including the following or any 
combination of the following, namely, any letter, 
word, name, signature, numeral, device, brand, 
heading, label, ticket, aspect of packaging, 
shape, colour, sound or scent.

A trade mark is a badge of recognition 
distinguishing your products or services 
from your competitors.  In this sense it is an 
economic tool to help consumers to decide 
what to buy based on the reputation of the 
business.

Your trade mark could be as valuable. It could 
even be your most valuable asset. In 2015 
Forbes magazine listed Google’s trade mark to 
be worth (valued) at US$44 billion.

Not all trade marks are valuable. Unless a trade 
mark helps to create, maintain or increase cash 
flow they “may” have no financial value.

Value is a question of perception. What is value 
for one person may not be value for another. 
Value depends:
• on the what is the subject of the valuation;
• when the valuation takes place; and
• the method chosen.

The classic statement in Australia by the Courts 
on the nature and character of "value" is by 
Griffith C.J. in Spencer v The Commonwealth 
(1907) 5 CLR 418 at page 432:

"In my judgment the test of value of land is to be 
determined, not by inquiring what price a man 
desiring to sell could actually have obtained 
for it on a given date, i.e., whether there was in 
fact on that day a willing buyer, but by inquiring 
“What would a  man desiring to buy the land 
have had to pay for it on that day to a vendor 
willing to sell it for a fair price but not desirous 
to sell?” It is, no doubt, very difficult to answer 
such a question, and any answer must be to 
some extent conjectural. The necessary mental 

process is to put yourself as far as possible in 
the position of persons conversant with the 
subject at the relevant time, and from that 
point of view to ascertain what, according 
to the then current opinion of land values, a 
purchaser would have had to offer for the land 
to induce such a willing vendor to sell it, or, in 
other words, to inquire at what point a desirous 
purchaser and a not unwilling vendor would 
come together.” 

While the asset in the case was a parcel of land, 
Australian courts use this test for all manner of 
assets.

In finance theory, purchases and sales in 
"efficient markets" are zero sum transactions. If 
you pay $850 for a bond with a promised yield 
of 8 per cent, you expect to receive over the life 
of the bond cash inflows whose present value 
is exactly $850. Your investment outlay ($850) 
equals the discounted cash inflows ($850). The 
buyer does not gain value; the seller does not 

lose value. The sum of the sale value minus the 
purchase price is zero.

Valuing a trade mark is not an easy task. How 
much is a trade mark worth after years of 
marketing? Does your trade mark protect an 
existing product or service; or is it redundant?

Intellectual property rights change in value for a 
variety of reasons. 

Successfully marketing a product or service 
can ensure that a trade mark has value. Trade 
marks generally gain value as they become 
better known.

In general, the valuation of trade marks is a 
function of earning power. Where little or no 
income history is available:
• imagination; 
• common sense; and 
• experience;
maybe the best guide.

Valuation of a Trade 
Mark

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

In Australia, a trade mark is defined in section 17 of the Trade Marks Act 1995 (Cth) as being: “a sign 
used, or intended to be used, to distinguish goods or services dealt with or provided in the course of 
trade by a person from goods or services so dealt with or provided by any other person.”
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In addition to studies of the industry in which 
the trade mark will be used or the products or 
services marketed, market surveys of probable 
sale prices and expected profits, and opinions 
of industry experts. 

There are many ways to value trade marks. 
They all have their limitations, and no method 
is appropriate in every case. The stage of 
development of a trade mark, the availability of 
information and the aim of the valuation all have 
a bearing on the method used. Irrespective of 
the method used the theoretical position is that 
the value of a trade mark is the sum of the value 
of its expected earnings. 

The short take-home message of all this is:

If you have used your trade mark to generate 
income; then valuing the trade mark based 
upon the use the trade mark has had in earning 
income is (relatively) straightforward.

If you have not used your trade mark to 
generate income yet then valuing the trade 
mark is difficult. Without any historical basis 
to justify assumptions of earnings potential 
when all is said and done all you have to go 
on are assumptions (guesses). Most likely your 
opinions in your mind will be favourable. A 
purchaser is more likely to hold less optimistic 
views. Negotiating a price (value) will be all the 
more troublesome.

Where a trade mark has:
• been used for a short time;
• you have historical figures establishing a 

proven pattern of continuous growth;
• relying on this in negotiating the price 

(value) will be useful: But not determinative 
of the amount arrived at. 

It all comes down to what Griffith CJ said in 
1907: Value is what a person desiring to acquire 
the trade mark would have to pay for it on a day 

to you are willing to sell it for a fair price but not 
desirous to sell. 

If you have trade mark valuation matters, 
Etienne Lawyers can help you. 

(I spoke at the FICPI conference in Venice in 
2017 on this topic and if you wish to have a full 
copy or my paper contact me.) 

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

BUSINESS ADVICE

Visit our showroom today
C2/3 Burbank Place, Norwest Business Park 

BiziNet Special Offer Code:Biz
*Spend over $500 and receive 
10 FREE caps valued over $200

Uniforms
Workwear

Embroidery
Screen Printing

Promotional Items
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These connected objects are going to make 
everything in our lives “smart” including 
parking, energy, water, streetlights, bins, farms, 
homes, cars, and factories. 

One major development that is already 
happening across the globe is the smart 
cities revolution. Using digital technologies, 
smart cities aim to deliver safer, more efficient 
and cost-effective services which improve 
communication and quality of life for residents.

Imagine for example a city where drivers 
can find out exactly where parking spots are 
available in streets and car parks using an app 
on their phone. Not only will we have fewer 
frustrated drivers on the roads, we’ll also have 
better traffic flow on our streets. 

Or smart bins which indicate exactly when 
they are reaching optimum capacity and need 
to be emptied. That means a city’s waste 
management service can spend less time 
servicing empty bins and more time removing 
waste where it’s needed. The result? Cleaner 
streets and the potential to save costs.

Australia hasn’t been left behind in this 
revolution and the country is now putting 
in place infrastructure that will facilitate 
development of smart cities.

The Australian government has invested $50 
million through the Smart Cities and Suburbs 
Program. This initiative aims at supporting 
projects applying smart technology, people-
focused designs, and data to improve liveability 
of metropolitan areas.

Smart cities are starting to grow around 
Australia, driven by forward-thinking Councils 
in partnership with telecommunications 
companies, such as the National Narrowband 
Network Co (NNNCo) which provides networks 

built specifically for IoT. Some smart city 
projects happening right now include: 

• Newcastle City – the City has begun the 
installation of its LoRaWAN (Long Range 
Wide Area Network) IoT network and is 
now trialling smart bins, smart parking, 
smart water metering, and soil moisture 
sensing for parks and sports grounds. 
The solutions are all about improving city 
efficiencies, sustainability and liveability.

• Lake Macquarie – no longer content 
with being a sea change and lifestyle 
destination, Lake Macquarie is set to 
become a digital innovation city with the 
installation of an IoT network by NNNCo 
and a wide range of local businesses keen 
to join the network

More and more people will be attracted to 
smart cities as they grow across Australia and 
this is set to impact real estate prices over 
time. Convenience and time saving measures 
= Desirability = Greater Demand = Increase in 
Real Estate Prices. We think.? 

Greenwood Group Realtors
p |  02 9629 3500
www.greenwoodgroup.com.au

Smart Cities are Becoming 
a Reality and Could Have 
Positive Real Estate Effects

REAL ESTATE Tim Foster-Greenwood, 
Greenwood Group Realtors

If you haven’t yet heard about the Internet of Things, that’s all about to change. Also known as IoT, 
it is the next technological revolution that is transforming everyday physical objects into ‘smart’ 
objects that are connected to the internet, collecting and sharing data. By the year 2020, the number of 
connected devices in the IoT ecosystem is expected to double. 
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58 Windsor Road, Kellyville, NSW 2155

North Kellyville $1,295,000 - $1,395,00                        4 bed / 3 bath / 2.5 car

5 bed / 3 bath / 2 carSTUNNING CONTEMPORARY RESIDENCE  $1,695,000 - $1,825,000

BRAND NEW – FULL BRICK – OFFERS INVITED
If you are looking for a home that stands apart from the rest, then you really must inspect this beauty!
This BRAND NEW, master built home exudes luxury, with no expense being spared.
Constructed in double brick and including exposed brick feature walls throughout, this home is a design rarity amongst its neighbouring properties.
Featuring four bedrooms, two boasting ensuites and WIRs, and the remaining two with BIRs.
Gourmet kitchen complete with gas cooktop, 40mm marble benchtops, breakfast bar and large walk in pantry. Open plan living/meals area off the 
kitchen, flows easily onto the covered alfresco area for ideal entertaining.
Generous and unrestricted family and dining rooms allow for comfortable, everyday use, but with the ability to also provide a more formal setting.
Rounding out this properties perfection is the 2.5 car garage, under house storage and wine cellar, floor to ceiling tiling and underfloor heating in all 
bathrooms, extensive landscaping, sandstone retaining walls and automatic sprinkler system, creating a fuss free home ready for you to move in to.
Located on a quiet street and overlooking parkland, yet close to all amenities being only 1km to North Kellyville Shops and 3kms to Rouse Hill Town 
Centre and future rail.

Nestled in quiet Country Club Circuit adjacent 
to Castle Hill golf course in one of Sydney’s 
fastest value growing communities. This 
wonderful two year old double storey feature 
home is full of character and close to all 
amenities. This home is perfectly positioned 
close to Norwest Business Park, Norwest Market 
Town and Future Norwest Railway Station.

• 5 super-sized bedrooms - one bedroom       
   downstairs
• 2.9m ceiling height downstairs
• Large upstairs open plan leisure area
• Kitchen fitted with 900mm stainless steel    
   appliances, gas cook top, outdoor alfresco
• Ducted Air Conditioning throughout
• Alarm security and doorbell camera system

You will be impressed with this comfortable 
convenient home which allows you more time 
to indulge in the lifestyle you desire. Fully 
landscaped gardens complement the first class 
interior finishes and designer fittings.

P: 02 9629 3500
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Getting too obsessed about the numbers can 
lead to bad decisions and make you forget 
about the human element, that you’re managing 
people, not robots. And not measuring on at 
least a monthly, if not weekly, basis can leave 
problems undiscovered until it’s too late to 
course-correct. But, when you leverage metrics 
properly, they can be one of the most powerful 
ways to propel your business to success. Here 
is an effective metrics-based management 
strategy that strikes the proper balance.

Measure before you manage
Accountability is fundamental to effective 
management, but it’s impossible to achieve 
it without tracking each department and 
individual progress against very specific, 
measurable goals and objectives. Every 
element of your business should be measured 
– marketing, support, operations, sales, 
finance, engineering, employee performance, 
and so on. You first need to determine the right 
metrics and then make sure you have all the 
tools you need for measurement.

Choose the right metrics
Using metrics is a bit of a double-edged sword, 
because it can just as easily send you off track 
as it can bring you greater focus. The key to 
effective measurement is knowing what to 
measure. First, you have to really know your 
business, starting with your core values, vision, 
and company mission. Ask questions like:

• What five things will most impact the 
business in the next 12 months?

• What are specific revenue objectives, both 
for the year and for each quarter?

• What are the “subjective” criteria for 
success in the next 12 months?

Then pick your metrics based on what matters 
the most to your business. Set yearly and 
quarterly company and departmental goals, 
from which individual objectives are created.

Avoid common metrics pitfalls
Metrics must be extremely clear. A broad goal 
like “provide better customer support this 
quarter” can leave everyone, at the end of the 
quarter, with very different ideas on whether 
or not that goal was met since there were 
so specific metrics tied to it. Other common 
pitfalls avoid include:

• Metrics with inaccurate or incomplete data
• Metrics that are complex and difficult to 

explain
• Metrics that complicate operations and 

create excessive overhead
• Metrics that cause employees to not act in 

the best interest of the company
• In brief, metrics should be so clear that 

an outside person could come in at the 
end of the quarter and check whether the 
objectives have been met.

Invest in tools that deliver real-time 
feedback
To make metrics really effective, you need 
real-time feedback. Whenever possible, invest 
in measurement tools that put your metrics 
at your fingertips. Many of today’s business 

software applications make it easier than ever 
to quickly and frequently pull data that provides 
measurement against objectives. You might 
use Salesforce reports to track sales activities 
and leads. Or HubSpot for Website rankings 
and inbound site links. QuickBooks, Excel and 
other office applications you’re already using 
can be set up to collect and analyse current 
data.

Whatever measurement tools you use, be sure 
that they can be integrated and automated as 
much as possible so you don’t spend all your 
time on number-gathering.

Numerous Enterprise Resource Planning (ERP) 
programs, though tending towards expensive, 
include numerous functional areas such as 
Customer Resource Management (CRM), 
Financial Accounting, Human Resources 
Management, Supply Chain Management, and 
Purchasing/e-Commerce, the design of the 
system is to be modular. This lets you use only 
the pieces which align to your needs. 

Choosing the Right 
Business Measures

BUSINESS ADVICE John Howard, 
Founder, Smoothstream Business Intelligence

Measuring and managing with metrics is essential to keeping your business on target. It’s critical to 
choose the right parameters – and then to know how to use them. Measuring with the wrong metrics 
can do more damage than good.
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At the core, an ERP is the glue that binds other 
systems together. Indeed, some ERPs let 
you integrate numerous third-party disparate 
systems into a unified whole.

“Departmental Dashboards” are also a feature 
on some ERP programs.

Using the dashboards, management is able to 
quickly view the status of every group in the 
organisational meetings.

Share metrics with employees
One of the most important and often missed 
reasons to track metrics is cultural. Many 
employee conscious businesses share metrics 
and results not only with management, but 
with every employee. At all-hands meetings, 
they go through slides that are also shared 
with the board of directors. Screening  in the 
common area shows monthly, sometimes, 
weekly highlights – and challenges. Maintaining 
transparency and celebrating big wins leads 
to a culture of success, where everyone is on 
the same page and motivated toward unified 
goals.

Remember that accountability starts at the top
Business leaders don’t always recognise how 
closely employees will follow their example. But 
if you want your workers to take goal-setting 
seriously, you should be prepared to share your 
own goals – as well as how you came out on 
delivering on them at the end of the quarter. 
Such transparency shows your team that you 
are in the trenches with them, making every 
effort to achieve what you set out to do – even 
if your targets were off.

Continually question, re-evaluate, 
and refine
Keep in mind that you will need to re-evaluate 
and adjust your metrics as your business 
priorities change. Every week, month, and 
quarter is a new opportunity to test and refine 
your ability to set and track metrics that will 
drive growth. When you invest time and 
thought into setting, monitoring, sharing, and 
refining your metrics, you’ll be amazed at how 
much more in tune you are to the state of your 
business, and how much more easily you can 
make the critical decisions that can catapult 
your business’ success. 

Need help assessing your business software 
needs?

Feel free to book a half hour discovery session 
with Smoothstream 

Smoothstream Business Intelligence
p |  02 9871 4484
e |  john@smoothstream.com.au
www.smoothstream.com.au

Business Analytics - Faster, Easier, Smarter

CUSTOMISED
ANALYTICS TAILORED
TO YOUR BUSINESS

• Delivering more 
accurate and more 
timely information 
specific to your 
business.

• Improving efficiency 
& productivity.

• A competitive 
advantage which 
pays for itself. Business Analytics - Faster, Easier, Smarter

     02 9871 4484
     0419 424 968

smoothstream.com.au

BUSINESS ADVICE
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Anniversaries are those special occasions 
that are perfect to celebrate with a jewellery 
gift. Jewellery is a keepsake, a symbol of 
love, a continual reminder of the relationship 
and a gift that lasts for future generations 
to enjoy and cherish. There are traditional 
Jewellery gift guides but it really is all about 
what will make you happy.

To make shopping easy, silver collections 
from amazing brands such as Pandora 
offer high quality, affordable luxury with 
a remarkable selection that is in demand 
and much loved. Starting prices are well 
under $100. Sets are packaged, taking the 

guess work out of what to choose. Pandora 
will always be beautifully boxed, wrapped, 
ribboned and bagged for an impressive 
presentation. This is a ‘can’t go wrong’ gift.

Anniversaries are often celebrated with a 
focus on gemstones over brands. Sapphires 
are Corundum – beautiful, colourful 
gemstones rating high on the MOH’s scale 
of hardness. Blue is the most typical and 
popular colour but fancy sapphires also 
occur in yellow, orange, black, green, 
purple, white, brown, pink and grey. Lady 
Diana’s engagement ring was made up of 
a 12 carat oval blue Ceylon sapphire set in 

18 karat white gold. Reports suggest that 
today it would have an approximate value of 
$540,600. Design features of her ring have 
influenced the current design of choice with 
a halo of diamonds surrounding the centre 
gemstone. One of the most spectacular 
sapphires in the world is The Star of India 
that was mined in Sri Lanka 300 years ago. 
It weighs 563.35 carats (golf-ball size) and 
can be seen in New York at the American 
Museum of Natural History. Sapphires 
continue to be in demand and are a lovely 
choice for an anniversary gift. 

Will your gift stand the test of time?

Anniversaries
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MOHs’ Scale of Hardness

MOHs’ scale of mineral hardness is named 
after Friedrich Mohs, a mineralogist who 
invented a scale of hardness based on the 
ability of one mineral to scratch another. 
There are 10 minerals in Mohs’ scale.

Mineral           Hardness

Talc     1          Softest
Gypsum     2
Calcite     3
Fluorite     4
Apatite     5
Orthoclase    6
Quartz      7
Topaz      8
Corundum    9
Diamond   10          Hardest

Emerald is a variety of the mineral beryl 
and its intense green colour is commonly 
caused by traces of chromium. It sits at 7.5 
on the MOHs’ Scale of Hardness so it is 
not as resilient as some other gemstones. 
Emeralds make spectacular dress rings 
that are best worn occasionally. Dating 
back to 1965, the Mogul Mughal Emerald 
is one of the largest emeralds ever recorded 
measuring 10cm and weighing 217 carats. 
It sold in 2001 for $2.2 million at auction.

Another popular choice for anniversaries 
are rubies. This tough gemstone from the 
Corundum variety of minerals is perfect 
for daily wear – the next hardest natural 
gemstone to diamonds. They range from 
pink to blood red in colour and are often 
used to celebrate and symbolize 15 and 40 
years of marriage. High quality rubies can 
exceed the price of diamonds – but they are 
spectacular! The most expensive coloured 
gemstone ever sold at auction is a ruby. A 
Burmese ruby sold for $30 million earlier 
this year. But don’t let that worry you – you 
probably don’t need one that big. Lovely 
ruby and diamond jewellery pricing can 
start under $1,000. 

Diamonds remain the most popular 
gemstone in an eternity or anniversary 
jewellery gift. The sparkle never fades. 
Diamonds are the hardest of natural 
gemstones rating 10 on the MOHs’ scale. 
Set in classic styles, they are timeless, 
stunning and highly prized. No wonder 
they are handed down from generation to 
generation. Even well-made jewellery dating 
back to the 1870s is being worn as precious 
family wedding jewellery. 

Your anniversary is on its’ way and a gift of 
jewellery will no doubt be well-received. So 
choose well – it certainly has the potential 
to outlive you. 

Make your appointment with Chris 
Underwood – Master Jeweller, Registered 
Valuer, Designer, Antique and Estate 
Specialist – to discuss your precious 
jewellery.

Designers
Master Jewellers

Valuations
Custom Crafted Jewellery

Consignment
Estate, Antique and Pre-Owned Specialists

Underwood Jewellers
Main Store: 28 Phillip Street, Parramatta

Tel:  (02) 9689-1022

Shop 3063, 3rd floor 
Westfield Parramatta Shopping Centre
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I developed a system that helped me get my 
head around finding out what I don’t know and 
I wanted to share it with all of you. The first step 
is to split the world into two groups: "we" and 
"they". In a business context “we” is us, our 
business, and “they” is everyone outside of our 
business.

Once we have split the world in two we then 
need to split each group into two camps: 
"know it" and "don’t know it". This gives us 
four possible states of knowledge: we know it/
we don't know it/they know it/they don't know 
it. To simplify this I have included a diagram to 
show it as a matrix and provide a more visual 
representation of what I am talking about.

Now we have our states of knowledge we can 
see there are four categories that come from 
combining them:

1. Common Sense: the essence of how it is  
done, how it has always been done and how 
it will continue to be done. It is, simply put, 
common sense. 

2. Selling Point: the unique selling point for the 
business. This is the point of difference, the 
thing that no one else does and it is what sets a 
business apart from its competitors.

3. Innovation: the driver of change. If a business 
can find a way to uncover something that no 
one, including them, has ever even thought of 
before, then they have the potential to change 
the world.    

4. Questions: the most important area for any 
business when it comes to finding out what we 
don't know.

By asking questions we can not only find out 
what others know, we can also ask them to 
teach us and we can start to discover the gaps 

in our knowledge. The trick here is to realise 
that questions are actually the key to all of it.

If we question common sense we can find out 
that the way we do it might not be the right way 
just because it has always been that way. If we 
question our selling point, our secret sauce, we 
should quickly realise that building a business 
around a secret will be very hard. Once you 
start marketing a product and selling it, we 
have to start telling people what it is and why it 
is so special. 

If we can also get ourselves to ask questions 
we don’t know the answers to, and not 
automatically reject a premise because it does 
not make sense to us, we can use questions to 
put us on the path to true innovation. 

Finding out an answer only really has value if 
you know what the question was supposed to 

be in the first place. Asking questions won't 
always lead to the answers we want but they 
can lead to the questions we didn’t know to 
ask.  The key is to always ask questions and 
remember that they are often much more 
important than the answers. 

The Consultants’ Community 
p |  0481 863 523
www.theconsultantscommunity.com.au

The Importance of 
Knowing What You Don't 
Know

BUSINESS ADVICE
Andy Sephton, 
Managing Director, 
The Consultants’ Community 

Knowing what you don’t know is impossible unless you are willing to admit you don’t know everything. 
I know that I still have a lot to learn and I hope that I continue to discover new things for the rest of my 
life. An ongoing search for knowledge can be a surreal but incredibly rewarding experience as you 
often find out you know more than you think and less than you think at the same time. 
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Financial services is a long way away from 
going paperless, and like most industries 
there are many ways to save costs, and boost 
productivity with your print management. 
 
So where do you start?
If you work in financial planning, advising or 
stockbroking you’ll appreciate that thorough 
personal advice, modelling different scenarios, 
researching, etc. is very time consuming and 
attention to detail is critical. 

But when was the last time your office 
analysed their own internal workings to work 
out exactly how long things take, to help you 
save time in the back office, save money on 
printing and work out if you are charging clients 
accordingly?

• Do you know how long it takes to print, 
scan and file for the average client?

• Do you know how long it takes from the 
moment you first meet a client, to when 
you give them their advice?

• Do you know how long it takes for you and 
your office staff, to prepare for a client’s 
quarterly or bi-annual review?

• Do you know where your ‘blind 
bottlenecks’ are or where your business is 
being slowed down?

 
These are just some of the things Mitronics 
can help you with. Just like you advise that all 
clients have a good financial adviser, to guide 
them through their financial decisions, every 
office needs to get in a print solution expert, 
to recommend a smarter way to manage their 
back office. 
 
‘Times are a changin’
The new Banking Code of Practice was 

recently approved by the corporate regulator, 
the Australian Securities and Investments 
Commission (ASIC), with the new framework 
to come into force next July (2019). 
Next up, the Banking Royal Commission, which 
will wrap up and hand down their findings in 
March 2019. 

Did you know that many leading advisory firms, 
are in the midst of preparing for these changes 
to come into affect or they have already 
prepared for some changes. So, it’s not too 
late for you to make some essential changes 
as well. 

Mitronics can help you stay ahead of the 
Royal Commission and legislation changes, 
so you can charge clients the right amount, 
remain profitable but save time and money by 
bolstering your systems. 

After we have identified ‘blind bottlenecks’, and 
analysed your systems, we can recommend 
the best scenarios for your office, to save 
you time and money and make sure you are 
charging clients accordingly. 

We have everything from the world’s fastest 
printers, to all in one solutions, such as a 
Managed Print Service (MPS) for medium to 
large companies, or we can find you a tailored 
solution for your office. 

Either way, our solutions will significantly 
save you precious time and bolster your daily 
workflow from:
• Scanning clients documents for 

compliance with ease.
• Printing those 100 page Statement of 

Advice (SOAs) or 15 page Financial 
Services Guides (FSGs) lighting fast.

• Writing file notes remotely. The process 
can now be digitised too, if you have the 
right software.

• Filing client data. Client files can now 
be scanned at the click of a button 
and digitised too, using a data-capture 
system, that extracts, archives and stores 
information securely online, where you 
want, without you even having to tell it 
where to go… so the files go straight to 
the right spot of your central management 
system (CMS).

• Staying ahead of Auditing. Don’t let 
external auditing be a nightmare. If you 
have an MPS you can enjoy the auditing 
process and make it a dream. You’ll even 
have the confidence to step out for coffee.  

 
Ensure you and your team remain ahead of 
the game, stay on top of client cases, reduce 
inefficiency, save your office time and money. 
Make your business more productive and 
profitable. 

Contact Mitronics to see how we assist your 
company find the right solution for you. 
 

Mitronics
p |  8878 1000
e |  enquiries@mitronics.com.au
www.mitronics.com.au

Stay Ahead of 
Financial Services 
Changes with Mitronics 
Print Management  

BUSINESS ADVICE Roger Amir, 
Director, Mitronics

From legislation changes to the Banking Royal Commission, clients calls, to client presentations. There 
is an endless list of things for you to keep on top of and stay ahead of the competition, in the ever 
changing world of the financial services industry. And that’s even before writing and printing off your 
latest Financial Services Guides (FSG), file notes and Statements of Advice (SOA) before your next 
client appointment. 
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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 15th of November  2018.

Our Gift to You! 
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Is it really coincidence? 

I thought I would break the ‘norm’ and write 
about something that is meaningful to everyone 
on this planet, but also has a significant link to 
my profession. We all know that without the 
Sun’s radiant energy there would be no life on 
Earth. But would you believe me if I told you, 
that your thoughts and the vibrations you give 
into the universe can alter an outcome, attract 
what your feeling or even trigger a thought in 
someone’s mind.

One of my earlier articles I wrote about Nikola 
Tesla and how this man changed the course of 
humanity. One of Tesla’s most famous quotes 
were:

"If you want to find the secrets of the Universe, 
think in terms of energy, frequency and 
vibration."

So, what does this all mean? What is energy, 
vibration and frequency?

The whole universe is made up of energy. The 
energy on earth is not only beneficial, but also 
essential to all living cells whether human, plant 
or animal. Every thought that conjures in your 
mind is made up of energy and that energy 
whether it be positive or negative, is transmitted 
into the universe at different frequencies.

Have a think about your circle of family or 
friends right now. Is there someone that comes 
to mind that you absolutely love being around? 
Is this person so addictive you want to be 
around them all the time and when your around 
them they make you feel good? I know plenty 
of people in my life who posses this and it's 
because they have a ‘positive’ energy which 
in turn is sending the right frequency and 
vibration into the universe for others to tune 
in to. Constructive use (positive use) of this 
energy raises the consciousness of man and in 

turn raises his or her vibration rate or frequency. 
Every individual has a different rate of vibration. 
It’s like tuning into 103.2fm and wanting to 
listen to rock, however the right frequency 
for this is 104.9fm – different frequencies for 
different outcomes. It works the same way for 
your mind. You must tune your mind to the 
same frequency as your wishes, in-order for 
them to reach you.

Everything in the universe moves and vibrates – 
everything is vibrating at one speed or another. 
Nothing rests. Everything you see around you 
is vibrating at one frequency or another and so 
are you.

The earth is based on physics. All the greatest 
inventions started from a ‘thought’. What you 
project into the universe is what you will attract 
into your life. This applies for relationships, the 
ultimate job, your grades, people in your life 
and the list goes on.

Proper use of this energy has proven to heal, 
to reduce stress, fatigue and to grow both 
physically and spiritually. The universe is 
always willing to provide you with everything 
that you desire, and this is no secret.

But what if it’s not working? If it isn’t working 
for you, it may be because you haven’t allowed 

the possibility of this phenomenon into your 
life and reach its full potential. The important 
part of the process of this attraction is; energy, 
frequency and vibration. You must be in the 
right frame of mind to receive what you ask for 
and have a routine to train your mind what you 
want and demand of it daily. We remember to 
eat on a daily-basis so feeding your mind with 
positivity is no different.

If this weren’t real, do you think people like 
Tesla would waste time on such a thing? After 
all, the human body is made up of electricity 
and energy is in all of us. It exists and there’s no 
harm in trying this – it costs nothing so what do 
you have to lose! 

Like anything, this won’t happen overnight and 
takes time – some more than others. It all begins 
with having a positive mind set. Life can get the 
better of us at times through work, stress and 
relationships. However, start with getting rid of 
the negative vibes around you. A great place 
to start is to read books on this topic, to get 
a better understanding and be mindful of toxic 
foods as this can affect the chemicals in your 
brain.

The universe is waiting to unleash its power for 
you, will you find the key? 
 

Sydney Electrical Contractors
p |  02 8007 7215
e |  info@sec24hr.com.au
www.sec24hr.com.au

Unleash The Power

Have you ever thought of someone and at that exact moment you receive a phone call from them? Or 
maybe you’re driving in your car and thinking of a song and it starts playing on the radio? Or perhaps 
you haven’t seen a friend for quite some time and as your having a coffee at the place you normally 
meet, you coincidently bump into them.

 FEATURE
Robert Theodoridis, 
Managing Director, 
Sydney Electrical Contractors
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www.techconsultants.com.au

DIGITAL MEDIA MARKETING | WEB SOLUTIONS | BRANDING  | B2B SOLUTIONS | VIDEO PRODUCTION | MOBILE SOLUTIONS 

0424 567 006

B2B SOLUTIONS

CHANGING THE PANORAMIC
VIEW OF TALENT ACQUISITION

LET YOUR DATA AND
CREATIVITY WORK SYNCHRONOUSLY

YOU EVERYWHERE

HIGH IMPACT
AUDIENCE ENGAGEMENT
TO STAND OUT FROM CROWD

DIGITAL PRESENCE

Macquarie Park 
Coffee Morning 

20 September 2018

Complimentary Networking and Information Session

20 September 10.00 - 11.30am

Macquarie University Incubator, 

8 Hadenfeld Ave, Macquarie Park NSW

Register at www.businessalliance.com.au

Macquarie Park
B U S I N E S S  A L L I A N C E
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Where have businesses gone wrong 
when it comes to digital marketing?
The first important point that has to be made is 
that setting up pages on social media platforms 
and developing a fully functional website that 
is capable of passive lead generation requires 
completely different sets of skills.

It’s no secret that social media has been a 
key driving force behind some of the trends, 
developments and perceptions in the digital 
marketing sector. Social media has been both 
a godsend for large companies and celebrities, 
and a time-wasting curse for many smaller 
businesses.

Social media platforms are designed to be 
readily used by the general public with minimal 
effort and skill. Contrary to the popular opinion, 
you don’t need to hire a “social media expert” 
to get into the game. Simply create an account, 
follow the steps in the wizard to create a 
company page, and then invest massive 
amounts of your time to accrue followers. Is it 
taking too much time and is it too difficult to 
get followers because you and your business 
are not quite popular and nobody is actually 
interested in your products or services? Your 
social media platform has already planned 
for this and offers a shortcut! The solution is 
simple: pay for sponsored posts... just enter 
your message, your target demographic and 
don’t forget to supply a valid credit card. That’s 
it. That’s all there is to social marketing.

Does the aforementioned strategy work? It 
depends who you are. Social media works 
sufficiently well for large companies and 
established brands with a large and loyal client 
base, especially in the B2C sector. However, it 
is a poor way to generate leads for smaller firms 
– and just because your company page has 
1,000 followers, it does not mean that those 
followers will become clients. The effective 

measured ROI from social media marketing is 
abysmal. And if you are using social media to 
keep in touch with your existing clients, it may 
prove to be more effective to use weekly or 
monthly e-newsletters.

There are a myriad of reasons for failures of 
social media marketing. One is a lack of point 
of difference of your business from competition 
due to the low barrier of entry into the social 
media space. Another is the difficulty of effective 
lead capture and advertising due to the nature 
of social media platforms themselves. B2B 
marketing through social media is another odd 
practice that pretty much shouldn’t be around 
except in some particular niche scenarios.

This is where websites and their lead 
generation potential comes in. Unlike social 
media platforms, search engines are well 
oiled machines that have a massive amounts 
of potential clients looking for  products and 
services on a daily basis. There is no need to 
chase “followers” that may or may not buy your 
product in the future. However, the game in this 
sector is much more ruthless and requires a 
professional to compete. You can try to DYI a 
website as much as you want with free online 
tools and templates – but you will not compete 
with professionals that do this on a daily basis. 
Furthermore the website itself will be likely to 
end up sub-par when it comes to structure, 
layout and appearance, and will not do your 
business any favours.

What do you need to do?
The first step is to have a look at what 
your business currently has and what your 
competition is doing.

• Does your company have an actual 
website or does it just have social media 
presence?

• Does your business website bring in leads 

on a regular basis?
• Is your website bringing in leads without 

being built specifically do so? (hint: if 
that is the case, there an opportunity for 
improvement and you may be potentially 
missing out on business)

• Do your competitors have massive 
websites with huge numbers of landing 
pages designed for different suburbs, 
products and services (hint: if that is the 
case, this is a huge red flag and there is 
probably a good reason to seriously look 
into your overall digital marketing strategy 
– this is a sign that your business sector 
may gravitate to online purchases).

• Does your website look fresh, is it up-
to-date with your current products and 
services and is it mobile-friendly, or does it 
still say “Copyright © 2011” at the bottom 
of every page?

Please take your website seriously and don’t 
neglect it - it is the digital face of your business. 
If you feel that your business website is lacking, 
please get in touch with a qualified web 
developer to discuss what can be done. 

If you are interested in web design, 
development and search engine optimisation 
services, please do not hesitate to contact 
BiziNet Media. We can assist with anything 
from small business websites, shopping 
carts and payment gateways to complex fully 
engineered digital projects. 

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

Business Websites 
Just Keep Getting Worse 
…

There was a time in the world of online marketing when the website was king and ruled supreme. 
Prior to social media, businesses had just one way to market themselves digitally – that was to develop 
a high quality and well presentable website designed from ground up to bring in visitor traffic and 
generate leads. Today, however, the whole situation with digital marketing has become a bit muddy 
with many business owners reluctant to invest financially into a high quality website and opting instead 
to spend their time on futile efforts to setup company pages on all possible social media platforms, or 
even worse, attempting to DIY their company website with no web development experience.

Daniel Moisyeyev, B.IT
BiziNet MediaBUSINESS ADVICE
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Order Online and Get FREE Delivery *

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

1300 889 132

Quantity
A4 A5 DL Business cards

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

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

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

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

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

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

calendars
posters

notepads

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

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

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

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

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

Artwork is not included.
* FREE Delivery to 

Sydney Metro

Printing
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Bright Accounting and Taxation                       
02 8858 3242                     
33/9 Hoyle Ave
Castle Hill NSW 2154
www.brighttax.com.au

Business Turnaround Services                       
02 8226 8617                     
Level 26/1 Bligh Street
Sydney NSW 2000
www.businessturnaround.com.au

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

City of Ryde                  
02 9952 8222                    
1 Pope Street, Ryde NSW 2112 
www.ryde.nsw.gov.au

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

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

Thorndale Foundation                        
02 9912 7800                      
www.thorndale.com.au

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

BANKING

BiziNetwork

BUSINESS SUPPORT

Sydney Electrical Contractors                                                           
02 8007 7215                 
PO Box 85
Northmead NSW 2152
www.sec24hr.com.au

Jones Partners Insolvency & 
Business Recovery 02 9894 9966                      
Suite 301, Level 3, 4 Columbia Ct, 
Baulkham Hills NSW 2153
www.jonespartners.net.au

dVT Group
02 9033 3333                      
Level 3/95 Macquarie Street
Parramatta NSW 2150
www.dvtgroup.com.au

InvestAstute            
0414 300 151                   
L13, 80 Main St 
North Sydney NSW 2060

Pro IT Pty Limited                  
1300 727 553                      
12-18 Fairfield Street, 
Fairfield East NSW 2165
www.proit.com.au

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

Underwood Jewellers                 
02 9689 1022                     
28 Phillip Street 
Parramatta NSW 2150
www.uj.com.au

Etienne Lawyers                      
02 8845 2400                   
Level 57 MLC Centre, 19-29 Martin 
Place Sydney NSW
www.etiennelawyers.com

MTM Legal                     
02 9252 8824                  
PO Box R1866 Royal Exchange
Circular Quay 1225
www.mtmlegal.com.au

BiziNet Printing                      
1300 889 132                                   
Order Online and Get Industry Prices
www.bizinetprinting.com.au

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

Greenwood Group Realtors                
0438 293 008       
PO Box 678
Kellyville NSW 2155                       
www.greenwoodgroup.com.au

Cropley House                
02 9686 7775       
84 Watkins Rd
Baulkham Hills NSW 2153                        
www.cropleyhouse.com

BiziNet Pty Ltd                 
1300 889 132        
PO Box 7519 
Baulkham Hills NSW 2153                         
www.bizinetmedia.com.au

List Your Business in 
BiziNet Magazine

1300 889 132
www.bizinet.net.au

LAW

CHARITY

DIRECT SELLING

PRINTING

REAL ESTATE

INVESTMENT

IT

INSOLVENCY

ACCOUNTING

JEWELLERS

WEB DESIGN

ELECTRICAL SERVICES

VENUES

PRINTING EQUIPMENT
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ORDER ONLINE
& GET INDUSTRY

   PRICES

P R I N T I N G

BIZINETPRINTING.COM.AU

1300 889 132
SINCE 1963

SUITABLY  
CLEAN

SAME DAY  
SERVICE

www.lindusdrycleaners.com.au

bella vista
B44/24-32 Lexington Dr
Bella Vista NSW 2153

8824 8385

castle hill
Castle Towers 
9634 2393

Baulkham hills
Stockland Mall

9639 1553
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Your flyers personally delivered to every 
Office Reception Desk in Norwest Business Park 

and Macquarie Business Park 
+ Lane Cove West

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

Please contact Daniel

1300 889 132

Norwest Business Park 
$480 + GST per run

($450 + GST per additional flyer) 

Macquarie Business Park + 
Lane Cove West 

$480 + GST per run 
($450 + GST per additional flyer) 


