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Dmitry Greku, M. Sc., Editor and Publisher - BiziNet Magazine
The client is the top priority in any business who is not familiar and doesn't agree with this
statement? But, is the above axiom actually
put to practice?

of a deal and hiding the "not so attractive"
conditions is not a good practice - you will
end up loosing your position in the future as
a supplier.

Recently, I was reading an article where Guy
Kawasaki made several smart sarcastic
comments on the "startup" culture in Australia
where the main actual priority is “choosing
whether we should have free sushi or free pasta
today”. Customer care stays only on paper and
in optimistic slogans - not in real practice. This
can be said not just about startups - the lack
of attention to clients' needs and issues has
become a business sub-culture.

Secondly, stick to your word - be brave. It
doesn't matter how small your promise is. For
example, if you organised a meeting and forgot
about it, make the first step and offer some
other times with your apologies. It's not the end
of the world to accept you missed something face it with your full honesty.

BiziNet wishes to declare 2019 The Year of the
Client.
The most important view of a client to have is
that the Client is not just a walking money bag
- it's a person or a group of people who need
a product or a service which they are willing
to pay for. Any dishonest treatment will bring
their business, their personal live, their family
wellbeing and possibly their life at risk.
There are a lot of articles written, seminars
ran, great speeches done praising trust,
collaboration, quality of service and the whole
lot of other great things - which absolutely have
no place when we come down to day-to-day
business operations.
What can be actually done to bring this
marvellous theory into our lives back again?
First of all, the Client must always have a full
and complete understanding of what they
receive and on what conditions. This ensures
that they have a 100% chance of making the
right decision. Presenting only the "good" side
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Thirdly, talk to people openly trying to resolve
a possible unpleasant issue. It's easier than
you think - stop hiding and face it as it's your
problem. And it is - if not now, but later it will
bite you right in your business bottom side.
We would like to encourage members of our
business network to share their problem
resolution/customer care success stories.
Those stories should be an open admission of
your fault or a problem your client was facing
before doing business with you, and details of
the solution you heroically provided by facing it
honestly and openly.
It's my turn now. Once, I completely forgot to
put a small ad of my good old client into the
next issue of BiziNet. It happened only once in
my 18 years of my publishing career. This fact
didn't take my pain away. My solution was: a
full page article plus this small ad he paid for
free of charge in the next upcoming issue. And
then, the small ad as he paid for in the following
issue. He called me with his appreciation of the
resolution. I lost a bit of income, but I didn't
loose my dignity and pride for my business.

e | dmitry.greku@bizinetmedia.net.au
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Introducing
Our Contributors

Bruce Gleeson

Leo Colgar

Roger Amir

Andy Sephton

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.

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

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.

Over the course of his
international career, Andy
Sephton has worked across
multiple industries and with all
types of businesses from oneman start-ups through to some
of the largest companies in the
world.

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.

As Managing Director of The
Consultants’ Community, he
now works with business owners
to help them develop and grow
their companies by ensuring
they are getting the advice and
help they need.

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

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

8

BiziNet Magazine

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

#94

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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How A Giant Of A Man Inspired

Interview
with

Rabbi
Dovid
Slavin

Rabbi Slavin
(age 11) rece
wine and a
iving
blessing from
the Rebbe
(Menachem
Mendel Schn
eerson)
at Chabad W
orld HQ, Br
ooklyn NY
USA, 26 Sept
ember 1976

by Ben Mackie

Our Big Kitchen (OBK) is a community run, non-denominational industrial
kitchen that prepares meals to be distributed across Sydney to people who
are in need. Some of their patrons include shelters like The Salvation Army,
St Vincent De Paul’s, Lou’s Place, Oasis Youth Support, Wayside Chapel,
Jewish House etc. A registered charity, in 2017 they distributed to 80,000+
people across NSW. Our Big Kitchen achieves this via food reserve, working
with organisations like Second Bite and Foodbank to minimise food waste
and turn fresh produce into a home-cooked meal. Our Big Kitchen also buys
ingredients of their own accord.
The kitchen was founded by Rabbi Dr. Dovid Slavin and wife Laya in 2005.
Recently he sat down with us to tell us about how the idea started and how
Our Big Kitchen serves the community.
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Rabbi and Laya Slavin, 9 March 2017

raised him and played a “huge part” in his
life. Despite the tragic family history, he was
raised in a positive family.

Flood St
st son Mordi on
de
el
s
hi
ith
w
Rabbi Slavin
During World War 2, Rabbi Slavin’s mother
fled from Poland to Russia. They headed Far
East to Siberia, passing Kazakhstan. She
had to carry her youngest brother (aged 2
½), who was weak and hungry. In his limited
Yiddish, he asked for nothing more than a
piece of bread. But they were unable to find
any for him, and he died of hunger. They took
his body to the nearest morgue, received a
docket for him and that was the last they
saw of him. November marked the 76th
anniversary of his passing.

9 March 2017
outside OBK,

“When power goes to people who cause
destruction, innocent people pay a big price”,
says Rabbi Slavin as he reflects on this.
His mother has always felt guilty about not
being able to do more to save her youngest
brother. Rabbi Slavin asked how old she
was at the time (11) and pointed out her own
granddaughter is the same age and why
would she expect more from herself than her
own granddaughter?
This was who gave birth to Rabbi Slavin,

“To be able to make sure we’re positive, #1
we’re feeding people, bottom line people
are getting food, nobody’s going hungry. #2,
we’re building a capacity in the community
to respect one another, to work with one
another and not let the seeds of hatred that
lead to war to take hold… If we’re here, we’re
here for a purpose.”
This is something front of mind for Rabbi
Slavin, spurred on not by anger or bitterness,
but a vigilance and a deep need to make a
difference to the world.
“The biggest influence in my life was a Rabbi
named Rabbi M.M.Schneerson Known as the
Rebee (1902- 1994), an extraordinary man
born and raised in Dnepropetrovsk, Ukraine.
After World War 2, many Jewish survivors

BiziNet Magazine
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and want to share it. So the Rabbi shared
the product, richness, energy and beauty
Judaism possessed, all it had given their
community and the world for centuries.
“He was a giant of a man, dedicated to
making the world a better place”.
For Rabbi Slavin, this kitchen is his expression
of such a passion.
“We can take broken pieces of food and
then people are meeting, hungry people are
being fed and food is going to hungry people
instead of landfill”.
Rabbi Slavin believes he and Laya make an
effective team because “she’s full of passion.”
After they married in 1991, they headed to
New York City, where he studied and then,
when their eldest was born, Laya wanted the
baby raised in Australia where her family was.
So he came to see what was happening in
Australia, began working as a teacher then a
short time later he took over the management
of a rabbinical training program. He was in
this role for many years and that took him
into academia, going to Sydney University
and getting his PhD. looking into the history
of the Jewish people in pre-war Europe.
It was then (thanks to Laya) he moved into
humanitarian work across the community.
She had been sending food to people since
the late 90’s, and their first donors were old
people who donated in kind.

riguboff in
n with Mr T
Rabbi Slavi Friday 27th May 2016
,
Meriton HQ

Rabbi Sla
vin wit
in OBK, 11 h Roxy Jacenko
Septembe
r 2017

moved as far from Europe
as possible, changing their
names, not wanting to pass
on the burden of Judaism
to their children.”
After the previous decade
they’d endured, they’d had
enough of anti-Semitism
and so they abandoned
the religion. In light of
this, Rabbi Schneerson
had a passion to see
young Western boys
(from countries like the
UK, USA and Australia)
dd at the OBK
Ru
n
vi
Ke
d
embrace the religion
2007
Slavin an
rnbull, Rabbi ling Harbour, 20 February
Tu
lm
co
al
M
of
their
ancestors
(l-r)
inner, Dar
Fundraising D

12

BiziNet Magazine

#94

“Australia has been a lucky country. Good
people. I’ve always found they want to
help, but sometimes they need a little help
in seeing what’s the best way to do it. I felt
I could facilitate that- build it and they will
come- that’s how the kitchen was born.”
OBK operates by a philosophy of bringing
different people together who want to
contribute in some way or another, from all
different cultures and backgrounds.
“Take the time, talk to somebody and in a
second you can link it to what you’re doing.
apture
Everything comes back to food. You C
could
ture
have a relative who’s incarcerated C
orapan
Capture
elderly person or somebody suffering
from
Capture
a mental illness with special needs. CIt’s
no
aptu
re
longer my kitchen but their kitchen. CIt’s
not
apture
pture
based on what’s important to me, butCawhat’s
Capture
important to you.”
He never wanted to over-promise and

GREAT AUSTRALIAN PEOPLE

under-deliver, with everything being set up
on an “As they have” basis. Products were
donated then chefs came in, later a baker
who’d sold his shop and needed a place to
be. The building of the kitchen itself was the
result of different people volunteering their
skillset to bring it to fruition. For Rabbi Slavin,
he wanted the kitchen to be relevant to the
community:
“It’s the most important thing for it to be
relevant. If it’s not relevant, as nobody cares
about your problems.”

For a charitable organisation, Rabbi Slavin
is committed to ensuring that everything
is done following a process easy for new
volunteers to follow. Recently, the logistics
team from Johnson & Johnson came in to
help simplify their processes, agreeing to
break down every task carried out by OBK.
“If you don’t have a simple way to explain
things to volunteers, they won’t come.”
OBK has many supporters, much of it owing

to Rabbi Slavin’s ability to get businesses
big and small onside with his vision. One
such example was in relation to a Jewish
calendar that Yeshiva College had printed
and distributed to its students for years.
When he took over the fundraising for this,
Rabbi Slavin could raise money for the
calendar, although “not easily”. The calendar
was given to an outside publisher with the
arrangement that he’d give the school 10% of
the advertising profits and print it at his cost.
He’d put as many ads as he wanted in and
give the school its’ calendars. From there,

The business model is set up so that the
kitchen attracts all kinds of volunteers, rather
than just big school groups and corporates.
Rabbi Slavin didn’t want to take the easy,
profit-focused route whereby corporates
would come in, cook, pay and make money
for the kitchen. He instead wanted a place
where a special needs person should
feel welcome, where single people come
together (“We have singles nights, we get
15 guys and girls in and at the very least
they get to cook for someone. But meetings
happen…”) a place where people who want
to start a business could feel like they had
somewhere to go. What he wants is to bring
people together.
“Go to the kitchen there’s no plaques on
the walls- this is all a labour of love. People
themselves had something built that they feel
talks to them.”
Top Brass of
NSW Ambulan
ce: (l-r) Mich
Operational
ael Homden
Logi
(Executive Di
Executive), Da stics), Rabbi Slavin, Dom
rect
inic Morgan
vid Dutton (E
(Commissione or
xecutive Dire
October 2016
r
ctor Service
Deliver y) in OB /Chief
K, 26

the school would send the calendars out and
ask for donations. But the Rabbi wanted to
not just get a better deal for the school- he
wanted to get the calendar printed for free.

y Jewish
e Sydne
th
t
a
W
f NS
vernor o
urley, Go
H
id
v
a
D
vin with
Rabbi Sla 29 April 2018
,
Museum

So he found a graphic designer to create the
calendar, contacted other companies for the
ink and the paper, then made a list of printers
to enquire at. After being dismissed by
others, he went to Diamond Press, owned by
JohnSpira. At the time, Diamond Press was
one of the biggest printing agencies in the
country, behind only Packer and Murdoch.
The secretary got Rabbi Slavin a meeting with
Spira, who was quite reluctant to meet at first
on the premise of printing the calendars free
of charge. “I’m giving you 5 minutes then I’m
throwing you out”, he said.

BiziNet Magazine

#94

13

PROUDLY PRESENTED BY

BIZINET

“So I came in with the calendars and said I
have the ink, I have the paper and I have the
paint. I want to make it really easy for you.
I’ll never forget it. He grabbed the calendar
to look at the thickness of it and the paper,
I knew I had a deal. He said yes and I threw
out my hand, gave him a hug and a kiss. I
was so excited!”
But the work wasn’t finished there for the
Rabbi. He “worked like crazy” to get ads
from companies like Telstra and in the first
year, ended up raising $35,000. He continues
to operate by this philosophy today:
“That’s what I’ve always done- you get the
right person and then you become their arms
and legs and bring in more people if you
understand what they’re
doing. I

Typical
c
Activisio orporate cook
w
n Team
, 11 May ith the
, 2018

just want people I can
bounce ideas off.”
As a current example,
supporters
of
OBK
include
NetSuite
(licensing
and
implementation)
and
Oracle (a company
running
operating
systems for banks,
Rabbi Sla
v
government and billion
on the gro in as the exuviatio
n
und, Sep
dollar corporations). A
tember o of OBK was comp
f 2001
lete, new
couple of years ago,
columns
are blue
Oracle saw opportunity in ERP (Enterprise
make their task easier.
Resource Planning) a program that runs an
entire business, managing all components“I would credit NetSuite for bringing
finances, CRM, stock control, etc. all at once.
in a several hundred thousand dollar
NetSuite had the software and Oracle bought
implementation. The reality is, I made sure
them for $9.5 billion. Such a comprehensive
it should cost them as little as possible by
program is expensive. Rabbi Slavin
bringing in as much support to them as I can,
asked around to find out what
at no extra cost.”
system would work best for
managing OBK, then went to
Another supporter of OBK is Mr Harry O.
NetSuite and pitched to them.
Triguboff AO, who Rabbi Slavin met some
Impressed, they gave him the
years back when he was involved with the
licensing to use the system. Yet
program at Yeshiva College training young
again, there were other problems
men to become Rabbis. OBK stands on
to solve, with the implementation
the same grounds as the College and
of such a system being a typically
the synagogue, and in 2012 Triguboff
long and difficult process to set
approached the Rabbi, telling him the school
up. To make it easier for NetSuite,
wasn’t doing well financially. He asked if
Rabbi Slavin brought in people
Rabbi Slavin would take over the running
from outside (like universities) to
of the school and the centre, believing that
help them. With their resources, the
together, they could salvage the grounds
Rabbi brought in layers of support to
from financial turmoil and create something
positive. But the Rabbi was happy managing
OBK, serving as a Chaplain to the NSW
Ambulance Service, working with the Cancer
Institute and recruiting to the bone marrow
donor agency through Gift Of Life. “My
hands were full”.
Triguboff left him alone for a week- then
came back, trying to persuade him again. So
Rabbi Slavin spoke to the others involved, to
find out what would be required- but again
declined the offer, and so Triguboff let him
be.
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“Harry works very hard and he expects no
less from those who work around him. He
saw me up-close, liked (the attitude) he saw
and felt I could do better in the running of the
college. I sent my kids there, paid my fees
and that was it, I was happy to let somebody
else run it. Then in August 2012, the school
was on the verge of imploding- and that’d

GREAT AUSTRALIAN PEOPLE

n in OBK,
Rabbi Slavi ch 2017
9 Mar

take the centre and the kitchen with it. Harry
offered to find me a new premises for the
kitchen, but I wanted it to remain as part of
the center”.
For Rabbi Slavin, it was important for
the kitchen to be part of a bigger, Jewish
organisation, as it’s something “close to his
heart”. He wanted an organisation doing
things that were positive, with the Jewish
community getting credit for it. At the same
time, he wanted to focus just on the kitchen,
even if Triguboff wasn’t pleased with the
school or the centre. Yet, come August
2012, with the creditors on the doorstep,
Rabbi Slavin met with Triguboff (as they
usually did twice per week) and they reached
an agreement: financial control would
go to the Rabbi, backed by the schools’
board. Triguboff met with the creditors,he
announced he’d step in to buy the property
and settle its debts. So now they own the
land and control the school, the synagogue
and OBK, while Rabbi Slavin is the Director.
The Rabbi doesn’t just view the kitchen
as important to those who are currently in
need- but a place for those who may, out of
nowhere, find themselves in a dire situation:
“The world today basically works as: I have
a job, I have an income, the income buys
me my roof, clothing, friendship, status,
entertainment. And when that job moves
away, everything else falls apart. I’ve seen
that happen in frightening ways.”
He goes on to relate the story of John Spira
once more, who floated his company on the
stock exchange just one week before the
IT bubble burst. As a result, it cost him his
business, his marriage, factories in two capital
cities and his house. People would come to
the Rabbi all the time wanting a meeting with
this man and he was much sought after. Yet,
after losing nearly everything, he had few
friends left. He has, however, slowly got back
on his feet since then. The Rabbi uses this
story to illustrate that anybody’s life can go
from great heights to deep lows with little
warning:
“If it can happen to him, then nobody in
this country is safe. There’s nobody who
can’t take a very big fall. As people, we can
go through anything together. There are
very few people who are able to withstand
the pressure on their own. The Winston
Churchill’s of this world are very few and far

Typical OBK
setup

between”. Speaking of his own experience
with the day-to-day running of OBK, Rabbi
Slavin mentions the difficulties involved:
“There’s a lot of lonely nights, lonely days, a
lot of expectation and disappointment. You
can choose to focus on it or not to focus on
it. I choose to focus on the positive. If my
mother lost a brother to starvation and I have
a fridge full of food here, a fridge full of food
at home- fridges wherever I want- what do I
have to complain about?”
Schools in the area have used OBK as a
venue for the traditional Year 12 “Muck Up
Day”- and that comes with a lesson. The
students come in and create meals, before
taking them back to their school to put on a
lunch for the staff.
“Part of being grown-up is our ability to
contribute- and we want to start with (the
staff). For young people wondering if they’re
needed in this world, this is their opportunity
to see that they are needed. That’s what they
try to do here, on many levels.”

The Rabbi is open to constructive criticism
of the kitchen, but he also wants partnership
going forward. Everybody who is involved in
the kitchen has a distinct way in which they
contribute- whether it’s through cooking,
talking with people or just listening and being
present.
“If somebody can come in for a few hours,
help prepare a meal and see the appreciationthat’s a winner. Everywhere you look there’s
opportunities to use peoples’ time, talents
and give it in a meaningful way to people who
need it.”
After all this, Rabbi Slavin knows who the
credit for the realisation of this vision truly
belongs to: “I can say, hand on heart, that
anything I’ve achieved here and anything
other have achieved here is down to Laya.”
For more information on Our Big Kitchen,
visit the website at: www.obk.org.au
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BUSINESS ADVICE

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

Getting into Debt is Easy.
Getting out of Debt is Hard.
What Should You Do?!
As we start the new year, I truly believe it is critical to allocate time to review where you are at and to
reset/establish your financial and personal development action plan and goals for the upcoming year
and beyond (a 2-year plan is good because it enables some bigger goals to be set). For those that
haven’t got a plan, there is no better time to start. But don’t just make it a one-off, be disciplined and
persistent with it. Your plan should be reviewed at regular intervals throughout the year to ensure that
you are still on track to achieve your goals, and if you are not, then you can consider what you might
need to alter to get there.
Financial and personal success (which can
be measured in many ways) very rarely
just happens. Rather, it happens through a
planned, disciplined and persistent approach.
After all, if it was that easy everyone would
be doing it, right?! The reality is that attaining
financial and personal development goals are
achievable for many of us and we don’t all
need to be financial whizz’s or life coaches to
do it (and that is in no way meant to disrespect
such professionals). Ultimately it comes down
to your belief and attitude to achieve – there
is little doubt that with basic changes a lot
can be achieved over a 1-2 year period. But
YOU have got to want to make that change.
As a Bankruptcy Trustee, I too often see the
“debt trap” that individuals get caught in.
Undeniably those without a plan to deal with
this “debt trap”, don’t deal with the position as
well as might otherwise be able to if there was
an effective plan in place. With the availability of
credit options to purchase goods immediately,
payday lenders and a range of other funding
options, it is easy to see how individuals can
accumulate debt and later feel like they are
in quicksand. Remember, getting into debt is
easy, but getting out of debt is hard. Just ask
anyone that has been through the process.
Ultimately voluntary bankruptcy is a way of
dealing with accumulated debts that have got
to a level that the individual is no longer able
to manage. However, you shouldn’t be entering
into voluntary bankruptcy just because you are
struggling with debt – it should always be a
last resort option and only taken after you have
received professional advice (preferably from
a qualified practitioner) so that you can make
an informed decision. And no, the internet is
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My challenge to you, given we are at the start
of the year is:

thirdly, I then put a bit of a reality check over it
to see that it is attainable with a little hard work.
Remember, it shouldn’t be an easy walk in the
park, but it should be a somewhat comfortable
jog so that you can sustain it throughout the
course of the year. Also try to build something
into it so that if you achieved all your goals it
is a little reward for your hard work. This could
be done via the financial plan part whereby a
small amount is set aside into a no-fee bank
account where a regular amount is deposited.

• Do you already have a financial and personal
development plan and goals written down? If
so, that is fantastic – how did you do last year?
Have you gone about re-setting it for this year?
If you don’t have one, then why not have a go
at setting one? It doesn’t need to be overly
complicated. But try and break it down into
2 parts. I like to first set the goals I would like
to achieve and then secondly, I work out the
process (or things I need to do to achieve it) and

But what if you are caught in a “debt trap”
already? You might have to consider the plan
[or establishing one], but you will probably
need to be more aggressive about trying to
rein in the debt. What I am referring to here
is that there might need to be more urgent
attention to start to get things back in order.
I have outlined below some steps that I
believe ought to be undertaken to work out
what are possible ways to move forward.

not the best way to wholly make the decision.
Whilst it is true that voluntary bankruptcy may
well be the right option to proceed with, for
example where an individual has been pursued
regarding personal guarantees given for a
significant amount regarding a failed business
venture, it should not be the immediate
default position without careful consideration.

BUSINESS ADVICE

Firstly, do not dwell on what has caused
the present financial difficulties. Focus your
energies on looking at the plan to deal with
it. This is the case irrespective of whether
the financial difficulties have been caused
by business failure, loss of employment,
significant health issues, excessive credit
card spending, family breakdown or
gambling (or a combination of the above).
Secondly, do not ignore correspondence or
communications from your creditors. Whilst I
can appreciate that continued communications
from creditors can be overwhelming, uncommunicative individuals from a creditors
perspective quite often result in the creditor
commencing their own recovery action which
is likely to mean that you will start to lose
control of being able to manage your financial
position.
Thirdly, prepare a Cashflow Budget that
realistically outlines on a weekly, fortnightly
or monthly basis all forms of your income
and all types of expenses. Yes, this means
everything. Also prepare Statement of your
Assets and Liabilities and be very realistic
about asset values. Also ensure you list all
liabilities, including mortgage, child support/
maintenance [if applicable], credit card debt
and tax debt.
Fourthly, what if there is no surplus cash from
the Cashflow Budget to pay down existing
debt? Then you might consider:
• Can you or your partner get any additional
work (i.e. a side hustle) even if somewhat
temporary to generate some additional income
to use to negotiate a repayment arrangement
/settlement with certain creditors, i.e. credit
card providers?
• Is any form of debt consolidation possible?
Basically, this involves combining various debts
that have typically higher interest rates into 1
loan with a lower interest rate (i.e. if adequate
security can be provided).
• Do you really need certain goods that are
on finance contracts? For example, the new

motor vehicle that is likely to be taking a big
chunk of your disposable income. Evaluate the
net equity position and work out if you can get
a 2nd hand motor vehicle and free up some
cash.
• Also consider what other types of expenses
can be trimmed.
• If you have a mortgage, have you approached
your mortgagee/lender and explained your
position to them to better understand what
options may be available to you insofar as
hardship is concerned?

Finally, do not be ashamed of your present
position or think that you have failed in some
way. There are many reasons why financial
difficulty occurs. What is important is that
you get the right advice about your financial
position and your options. At Jones Partners
we are regularly asked to review an individual’s
financial position and advise on the best way
for them to move forward.

• Are your taxes up to date and are you due
any refunds? If you are due refunds and have
outstanding returns, then it would be beneficial
to lodge them.

Stop Press: in previous articles I have written
about the 1-year Bankruptcy Legislation. It
was thought by many commentators that the
legislation would be passed this year and come
into operation sometime in 2019. Unfortunately,
the legislation still has not been passed and the
present majority view it is unlikely to get passed
before the calling of the Federal Election.
Depending on the outcome of the Federal
Election there is some uncertainty as to when it
may be considered by Federal Parliament and
as such it won’t be aligned with the legislative
reform to Part IX debt agreements which is due
to commence on 27 June 2019. If you would
like to discuss either reform further, please do
not hesitate to contact me.

The above steps are not meant to be absolutely
comprehensive, but are intended to highlight
areas that can be worked on as an overall
strategy.

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.

• Depending on the cause of your financial
hardship, is there any possibility of getting an
early release from your superannuation fund as
part of a strategy to get your debts back under
control? You should be able to find out this by
contacting your superannuation fund.

Even if you are caught in a “debt trap”,
which might ultimately result in needing to
declare voluntary bankruptcy, I believe there
is still merit in establishing a financial and
personal development plan which will aid in
re-establishing yourself and rebuilding your
financial position. So please don’t dismiss it, as
this is easy to do. Be disciplined, persistent and
stick with it.
Be wary of entering into informal agreements
or agreements even under Part IX of the
Bankruptcy Act [known as debt agreements]
where repayment terms might exceed 3 years.
The evidence available reveals that there is a
much higher default rate when agreements
exceed such term because individuals simply
cannot see any “light at the end of the tunnel”.

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

Andy Sephton,
Managing Director,
The Consultants’ Community

Could Your Business
Be Better?
As a business owner, this is a question that I ask myself a lot and the answer is always yes. If you don’t
feel the same way I am a little in awe of you as I know that my business is constantly changing and
evolving and that I am always striving to make it better for my clients, my partners and anyone else
who interacts with my business.
The really tricky part is working out what better
looks like, especially if things are already going
well. If you are making money, have a good
solid client base and a healthy marketing
pipeline then surely the best thing to do is to
carry on as you are? After all, “if it ain’t broke
don’t fix it”, right?
No, what we should actually be saying is "if it
ain't broke you can still fix it". If we wait until
our business is metaphorically broken, then
fixing it can be a nearly impossible task. We
need to carry out regular maintenance work
on our businesses and look to prevent future
breakdowns by constantly striving to be better.
Sounds simple enough but how can we do
this?
The first step is to be aware of your role in the
business, what you do on a daily basis and if
what you are doing is adding real value to your
business. When was the last time you kept
a record of what you do each week? Do you
know how many hours you put into marketing,
sales, planning, people management, finances
etc.? Do you know what your value to the
business is in monetary terms, i.e. what is your
hourly rate? Do you spend most of your time
doing things you enjoy or are you spending a
lot of time on tasks that you simply don’t like
and are doing because you feel you have to?
Are you adding value to your business by doing
things you don’t like doing and may not have
the proper skill set to do in the most effective
and productive way?
If you were to keep track of this, you would
most likely be surprised by the results. Let’s
look at an example. Meet Byron Carnicero, the
owner of Byron’s Butcher. He loves what he
does, especially when it comes to talking to his
customers about the great produce he has on
offer and encouraging people to try new things.
He has a team of people who work for him and
the business is thriving.
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But upon reflection, he seems to be spending a
lot of time stuck out the back working on admin
tasks and when he gets home at night, he still
has a hefty to-do list before he can relax and
spend time with his family.
Now, if Bryon was to track his time, he would
find out that not only does he spend around
40% of his time doing things he doesn’t like
at work, he would also see that most of this
is related to people management and finances
which are not his strong suit, but they are
essential to the business. If he also did a bit of
back of the envelope math, he would be able to
work out his hourly rate would be around $150
an hour and that the cost of the time he spends
on things he doesn’t like is around $120,000
a year.
Now, there is nothing wrong with Byron’s
business, he makes money, he has a great
local reputation and a gift for dealing with
customers but if he was to outsource his people
management and bookkeeping to people who
have a passion for it, he could regain most
of the 16 hours he currently spends doing
this. Instead of using up his time on things he

struggles with he can invest around half that
amount in outside consultants who can do
the work for him and he just needs to check
in once a week to make sure it is all on track.
So, if I told you that you could save $60,000 a
year, get 16 hours a week back, and do more
of what you love at work, would that count as
making your business better? If you want to try
tracking your time give our free activity tracking
app a go and see how you can make your
business better: thecc.app/install

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

We help businesses be better
w: theconsultantscommunity.com.au
e: info@theconsultantscommunity.com.au
p: 0481 863 523

#businesshelpingbusiness

Were you too busy
to read the sign in
Did you miss the
the window?
shop at the bottom
of the hill?

Do you want
help pushing
that cart?
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Procuring the Future for
Hills Businesses
In a first for The Hills, Council recently partnered with the Western Sydney Business Connection, NSW
Department of Industry and the Industry Capacity Network to deliver a Strategic Business Matching
Project, where major procurers and local businesses participated in a targeted business matching
event at the Castle Hill Cultural Centre.
The Strategic Business Matching Project
provided an innovative way for organisations to
liaise with local suppliers to share information
and build awareness of upcoming projects
and procurement needs - at this event within
the sectors of manufacturing, aged care,
construction and professional services.
Why hold a procurement event?
Procurement, in the context of the project, can
be broadly defined as the activities following
the decision to acquire good or services,
involving processes including sourcing,
evaluation, quotations, market research and
contract negotiation.
Participants had the opportunity to:
•
•
•
•
•
•

Make new business connections
Establish opportunities for collaboration
and innovation
Openly communicate about procurement
processes and expectations
Identify business strategy improvements
to meet procurement needs
Leverage local knowledge
Participate in networking opportunities

“Businesses told Council they had a need for
this type of strategic matching opportunity, and
delivering it aligned with our goals of growing
the economy and boosting local jobs,” General
Manager, Michael Edgar said.
“Providing the right service or product can be
more about listening to a customer’s needs
rather than telling them about what you do,” he
said.
“Apart from the obvious benefits of connecting
large organisations to businesses that may be
able to supply their needs locally, the event
also created an important opportunity for
businesses to learn how to refine their pitch,”
he said.
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Who attended?
Procurers participated in a series of individual
15-minute face to face meetings with
strategically matched suppliers, providing
information on doing business with their
organisation, identifying upcoming projects or
procurement needs and discussing where to
find relevant procurement information.

FEATURE

Major procurers included:
1. Transport for NSW
2. CPB Contractors
3. The Hills Shire Council
4. Multiplex
5. NorthConnex
6. Landcom
7. Summit Care
8. Western Sydney University
9. Anglicare
10. Seymour Whyte
11. Featherdale
12. Sydney Zoo
13. National Australia

One business has reported that they have been
invited to tender with a large organisation on a
significant contract.
The success of the event highlighted the
benefits of collaboration between different
levels of government and industry in providing
support for businesses.

What’s happening in the New Year?
The Hills Shire Council is committed to
ongoing support for local businesses, and
understands the value this type of support can
add to empowering business to make better
decisions. In 2019 this will include:
•
•

What people said
“It’s a fabulous concept and I’m positive that
several long-term partnerships will come from
it that would not have been possible without
the introductions.”

•
•
•

Face-to-face business visits
Access to the latest demographic data
and market insights
New business welcome events
Business education series
Access to the Online Business Directory

•
•

Entrepreneurial meets ups
Easy to do business program

To keep informed about future events,
subscribe to Council’s business e-newsletter
at www.thehills.nsw.gov.au/business like our
Facebook page or contact Council’s Economic
Development team directly.

Thirty-six businesses participated, with 160
additional businesses expressing interest.
What were the outcomes?
Overwhelmingly, participants had a high
level of satisfaction, expressing an interest in
continuing a dialogue in similar forums.

“It was a great opportunity to meet with
suppliers especially those new to the Shire. It
gave the suppliers an opportunity to meet and
speak directly with the buyer which would not
have been possible if not for events like this.”

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

“I want to personally thank you for putting on a
fantastic event and for the amazing work you
do for small businesses in Western Sydney.”
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Commercialisation Game
Innovative thinking is something Steven Brown of Etienne Lawyers is renowned for.
He has done it again.
At the same time, how do you:
• explain the complicated and intricate creatures of statute called intellectual property; and
• illustrate how to commercialise a trademark, patent, integrated circuit right and other forms of
intellectual property?
Usually, the process is not fun or often is not
informative. Etienne Lawyers has changed all
that.
Commercialisation is the new ground backing
game that in a fun way: yes really, fun and
engaging; runs you through a scenario of you
being the Managing Director of a business that
is launching a new product.
The game puts in control of a company. You
have the power to make the decisions to make
or break the new product. Will you be the most
successful of the participants to launch the
product on to the market or will you fail?
You have in front of you a board. The board
contains some basic information and the cost
of acquiring each form of intellectual property
protection available to you. You are taken
through the scenarios by Steven Brown. You
receive an overview of the types of Intellectual
Property the plot deals with and the need to be
profitable. To help you in what happens next,
Steven gives a brief explanation of the forms of
intellectual property.
The game gives you a starting project budget.
With the limited starting budget you have to
decide between the following:
Do you buy IP protection at the risk of not
having money to produce the new product?
If you get IP protection what types of protection
can you take?
By going through the rounds of the
Commercialisation scenarios you see how your
choices play out. You can see if your decisions
make or lose money for your company.
The game allows you to take risks and try your
luck or to be risk-averse and see where that
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strategy leads you. It simulates the real world
choices businesses face. With my limited
resources how much do I spend on protection
against how much do I use to make a success
of what I am doing?
This is an age old dilemma. Robert Wannamaker
the father of modern day advertising is reported
to have said:
“Fifty percent of my marketing dollar is wasted.

But I do not know which fifty percent.”
As Steven Brown explains it:
“If you spend money on getting all or as much
protection as you can afford, and you are never
challenged on your intellectual property rights,
is that because of the protection you obtained,
or is it just good luck. But by spending money
on defence, you have less money to spend on
armies to attacked and gain ground.

For businesses: do you spend money on
intellectual property protection or use what
money you have to make your business so
successful that you put off competitors for
entering the market. Who would now seek to
enter into the cola market. Coke and Pepsi
have been so successful as to deter all new
entrants to this market.
In truth, you will never know. It is like the times

of castles. A King who built a grand fortress and
is never attacked. Was it due to luck or the fact
that he build the grand fortress which deterred
his rivals attacking such a formidable castle?
Commercialisation allows you to test your
theories and see what happens.”

Commercialisation allows you to learn valuable
business lessons in a risk-free manner.
Your results can then be taken to the real world.

If you have the need or desire to find out how
the intellectual property in your business can
be commercialised, having Etienne Lawyers
run you through Commercialisation is a must.

Not only is Commercialisation fun but it is a reallife business simulation. As in the real world,
you do not have the money to do everything.
You need to take risks. Commercialisation
allows you to take risks and then see what can

Steven Brown from Etienne Lawyers can
be contacted to arrange a day or evening of
education and fun.

happen. By playing you are getting business
experience in a quarantined environment.

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

The inaugural launch occurred on 2018 at the
Breed Bottomline Series. Around twenty current
and prospective entrepreneurs attended.
Comments from those that attended included:

With others playing you can then debrief at the
end of the game to see what others did.

It is a groundbreaking way of informing you of
the complicated subject of Intellectual Property.
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The World Of Pearls

Of all the gems on earth, pearls are the only
gem produced by a living organism. It is a
privilege to wear and enjoy Jewellery that
is created in a collaboration with nature
through painstaking processes and a clean
and unspoiled environment.

Natural Pearls
In nature, a pearl is formed without human
intervention. The formation of a fine quality
pearl in the wild is quite rare. It is estimated
that 1 in 10,000 naturally formed pearls will
be Jewellery quality. There is uncertainty of
what triggers the development of a pearl in
nature. What we do know though is that it
can begin to form when a particle of sand
or foreign material slips between one of the
two shells of an oyster and the protective
layer that covers the mollusc’s organs.
Possibly to protect itself from the irritant, the
oyster quickly begins to cover the uninvited
particle with layers of natural minerals and
proteins called nacre. Over time the pearl
becomes larger with layer after layer of this
beautiful glistening cover.

Cultured Pearls
As it is rare to find Jewellery quality pearls
that are formed naturally, most pearls sold
today are cultured.
Pearl farming mimics the normal life of
the oyster to produce pearls with natural
beauty. To create a cultured pearl, a tiny
bead or piece of polished shell is implanted
into the oyster. The oyster begins coating
it with nacre, giving it a beautiful lustre.
Lustre is an intense, deep shine from light
reflecting off the many layers of tiny calcium
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carbonate crystals of nacre.
There are many places that pearls are
farmed. Conditions of these environments
result in varying qualities and types of
pearls.

Australian South Sea Pearls
The shell in which a pearl is formed is the
foundation of it’s development. Generally,
the most beautiful pearls come from
molluscs with the most beautiful shells.
Australian South Sea pearls have long been
prized as the most valuable and desirable
of all pearls. The Pinctada maxima oyster in
this part of the world is difficult to cultivate
and almost always produces only one
pearl at a time over a 2 to 3 year period.
Sizes typically range from 10mm to 16mm.
These oysters have lustrous mother-ofpearl shells that are also highly valued and

used in the making of jewellery. The pristine
waters of Australia have conditions that
can result in oysters with high quality nacre
that produce pearls with a combination of
high transparent lustre and play of surface
colours, making them unique in the world.
So it is the rarity, consistency of high quality,
thousands of layers of nacre, spectacular
natural mirror-like reflection lustre and the
large size range of these pearls that attract
great interest and value. Australian South
Sea pearls are precious, lifetime treasures.

Other South Sea Pearls
Pearls from another species of oyster
is produced in Indonesia, Vietnam, The
Phillipines and Papua New Guinea. These
oysters produce cream coloured, yellow,
white and gold pearls that are typically
between 8mm to 14mm in size. Only one

BiziNet LIFESTYLE

pearl per oyster grows every one to two
years. These long-lasting and beautiful
pearls make highly prized and classic
Jewellery.

In Jewellery, freshwater pearls are a cost
effective choice, offering a wide range of
colours, shapes and sizes with price ranges
that reflect quality.

Tahitian Black Pearls

Pearls are a beautiful, admired and timeless
choice for Jewellery. The types of pearls
available and what makes one different
from another can be helpful when you are
choosing.

Tahitian black pearls originate in Tahiti,
Fiji, Solomon Islands, French Polynesia,
Marshall Islands and the Cook Islands.
These pearls range from black to a metallic
silver to a deep peacock green and often
have blue, purple or green overtones. Pearls
are typically 8mm to 13mm and it takes two
years for an oyster to produce a single pearl.
These pearls are highly respected. They
make a lovely addition to a pearl collection,
are rich, deep colours and look spectacular
set with diamonds.

Akoya Pearls
Akoya pearls are salt water pearls that
were previously produced only in Japan.
The nacre is less thick than South Sea and
Tahitian Black pearls and they can grow
between 5mm to 8mm in size. An oyster will
produce up to five pearls every six to twelve
months. These pearls often have lovely
lustre and shapes with a lower ticket price
than South Sea and Tahitian pearls.

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

Freshwater Pearls
Freshwater pearls are primarily farmed in
China. These are produced by freshwater
mussels with up to one hundred pearls
per mussel. Natural colours include yellow,
orange and purple. Colour and polish
enhancements are not uncommon. The size
of these pearls range from 3mm to 15mm.
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Roger Amir,
Director, Mitronics Corporation

The Backbone of
the Logistics Industry
The logistics industry unites manufacturers with products consumers want. Technology and the digital
world make the logistic sector more efficient, productive and cost effective.
At Amazon’s warehouses, a Kiva robot picks
items off shelves, packs and processes them.
This method effectively replaces human labour
slashing costs by 20 per cent.
Robots aside, your business can use
technology to save 40 per cent in costs right
now. Mitronics solutions can automate your
processes, better manage your paperwork,
printing, scanning, compliance, and track
workflow and store data. We unite businesses
with the best leading print and automation
solutions, saving them considerable business
costs and drastically boosting productivity.
Mitronics can also consolidate your data,
make your team mobile, and give everyone
authorised access to data, as they need it.
You’ll be able to use networked smart devices
across the company, from tablets to notebooks,
smartphones and mobile printers.
Your logistics devices, combined with the right
Managed Print Service (MPS) can significantly
quicken cycle times, drop overheads,
provide exceptional customer satisfaction, lift
productivity and smoothen workflow.

Through our tailored solutions we assist
companies with improving profitability with cost
reduction strategies, we help with the security
and privacy of their documents, we show them
how they can improve the productivity of their
employees, and through our new technology
systems we show them innovative ways that
they can achieve both revenue growth and
expense reduction.

Other Benefits
• Transparent supply chain: Digitising your
logistics business provides visibility of inventory,
orders and shipments, which reduces the need
for unnecessary product.
• Centralised command and control: Online
orders, automated fleet management, and realtime warehouse management systems (WMS)
allow you to enhance freight movements and
better coordinate staff.
• Digital metrics and KPIs: Digital company
tools advance your management and employee
processes, improve quality, productivity and
employee retention.
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So, if you want to how to better manage your
logistics business, digitise and automate your
processes, all while saving costs and bolstering
productivity, contact Mitronics.
Mitronics Corporation is Australia’s largest
vendor independent specialist of multifunction
devices, printers, and software solutions
designed to save time and increase productivity,
improving your bottom line. We are proudly
Australian owned and operating since 1994.

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

2019 Special!
Our Gift to You!
Purchase one of our state of the
art colour A3 MFPS and receive
your choice of one of our gifts!
Choose either:
Westfield Gift Card
(valued at $200)

•

•
•

HP Sprocket

Dinner at your favourite restaurant
(valued at $200)

Contact Don Amir on 8878 1000 or
email damir@mitronics.com.au
today!
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Daniel Moisyeyev, B.IT
BiziNet Media

Beware of the Cloud
Bandwagon
The IT “Cloud” concept is pushed upon business owners from every angle. It seems that almost every
digital service available nowadays – accounting packages, CRM, data storage, even fully functional
out-of-the-box websites… is offered on a choice Cloud Platforms. Is there a reason why Cloud is
becoming so popular? Are there drawbacks to this? Should you exercise control and reject some
cloud services?
Why Cloud is Popular
Cloud Service Providers have not always been
the only game in town. It’s only recently they
became really popular and trendy.
The basic premise of a cloud platform is that
it offers a web-based or otherwise remote
software solution (there are, however, some
situations where fully functional desktop
software is offered on subscription plans – e.g.
Adobe Creative Cloud) on a lease plan. The
developers of the cloud platform have invested
a lot of funds into developing the best product
possible, and as a business owner, you get
all the functionality for an affordable monthly
payment. The competition between Cloud
Service Providers has also driven a race to the
bottom in terms of pricing – for example, many
Cloud Service Providers offer free plans or trial
periods.
The upfront cost was a serious issue back in
the day when you had to purchase software
outright. This requirement to purchase
software outright bred a lot of issues with
piracy for traditional software development
companies, and in turn this led to the eventual
transformation of these companies into Cloud
Service Providers. The piracy issue has been
largely fixed.
In addition, the move to subscription-based
digital services has led to improvements in
convenience, ease of use and better customer
support services.
The constant stream of subscription payments
for a Cloud Service Provider is an easier
business model to get a handle on, as
compared to trying to sell software packages
outright.
Renting your Software
Most people are of the notion that it is better to
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own than to rent (at least in Australia).
When you are signed up to a Cloud Platform,
what you are doing is essentially renting
the service. This may be a good choice in
one situation, but a poor choice in another.
Whenever you sign up to one of these services,
you will need to judge whether the cost benefit
outweighs the drawbacks such as the loss
of control of your data, security issues and
potential future vendor lock-in issues.
This article gives some particular examples as
to using a Cloud Service Provider may be of
benefit or a problem. Every business is different
with varying needs – hence each situation
needs to be assessed carefully before making
a decision.
Types of Cloud Services to Use
1. Web Hosting Services
I have included this particular service as an
example of where cloud platforms are highly
beneficial and where you have no choice but to
use a professional provider and pay a monthly
fee.
You can technically run your own web server
and host a website yourself with a modern highspeed internet connection. However, the time
required to do this properly greatly outweighs
the little cost savings you may receive.
In this case paying a provider is a much
better choice. As a general practice, your web
developer will assist with setting up a web
hosting account for your business.
2. Email Marketing Platforms
Email Marketing is a crucial tool for any
business. If you want to keep in touch with your
customers using the least amount of resources,
this is one of the most effective ways.

It is indeed possible to do email marketing
on your own without the aid of a cloud Email
Marketing Platform. However, you will need
to invest into learning how to manually craft
responsive HTML emails, find or design
software to dispatch emails, configure your
own email server, manage your own email
database and offer a subscribe/unsubscribe
facility compliant with legislative requirements
such as Spam Act 2003. In other words, you
will need to be a web developer and invest a
lot of time to do this properly with good results.
Personally, I have chosen to do email marketing
using my own tools and facilities. However, I
would not recommend this approach except in
some rare circumstances. There are plenty of
platforms that offer these services for relatively
low fees and deliver professional results.
To summarise, you can create excellent
marketing emails yourself – but you will need to
be a professional to do so. Don’t DIY this part
of your business and use one of the many Email
Marketing Platforms available on the market.
The other choice is to engage a professional
to manage this for your business and execute
campaigns on a regular basis.
3. Customer Relationship Management
(CRM) Software
If your company is large enough, you will likely
need to implement a CRM solution.
There are many software CRM packages you
can obtain, install and manage on your own
hardware. However, Cloud CRM providers
do offer a lot of value – the out-of-the-box
functionality and flexibility is hard to compete
with. The costs of configuring a CRM system
or custom building one (this may still be a
viable choice for larger firms) generally exceed
the benefits.
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A CRM becomes a necessary requirement
when your business or client database is
sufficiently large.

devices and other odd environments, however
they generally offer little benefits on a typical
desktop workstation environment.

Types of Cloud Services to Avoid

There are 3 major issues with cloud email
hosting providers:

1. Cloud Data Storage Services
The reality is that most small business owners
have a complete mess with their data and do
not understand principles of back-ups and
data redundancy.

1.

Cloud Data Storage Services should really
only be looked at as a remote data backup
solution after a local data management system
is already in place.

2.

I am sure data recovery specialists and IT
technicians have seen it all – it is not rare
for small business operators to have the
most important files stored on a 3-year old
laptop that eventually one day fails to turn on
(Murphy's law - "Anything that can go wrong
will go wrong”) and panic ensues.
Cloud Data Storage Services alone are not
a replacement for proper data storage and
management. If you do indeed value your
business, you will need to invest in some kind
of a Network Attached Storage (NAS) system,
and organise Cloud Data Storage as a remote
backup solution. Ideally you will need your files
stored both on-site (i.e. at your premises) and
off-site (i.e. remote backup).
There are obvious security issues with cloud
data storage. Selecting a trusted provider is
extremely important to safeguard your data
from unauthorised access. These services
can also be quite pricey as compared to other
cloud services such as web hosting – leasing
large amounts of disk space isn’t cheap.
A cheap and easy solution for a small business
operator is to simply back up your data to an
external hard drive on a regular basis, and store
it off-site.
2. Cloud Email Hosting
Cloud Email Hosting services became popular
because of their convenience and ease of
setting up. It is a more difficult affair to properly
set up an own email server than it is to use one
of these providers.
Cloud Email Hosting providers also offer easyto-use web-based interfaces – which are
actually much slower and have far less features
than virtually any modern desktop email
application. The web-based interfaces may
be useful for accessing your emails on mobile

3.

4.

Do you have a Plan B if you can’t access
your emails? After all, your email data is
likely stored only on the provider servers
and no local backup is made on a regular
basis. If your provider cuts off access, you
may be in serious trouble.
Business emails contain personal and
sensitive information. Is your data safe?
If you already have a business website,
you are likely paying for something that is
already likely included in your web hosting
package. Most web hosting plans include
email hosting and there is no need to pay
a Cloud Email Hosting provider unless you
need to.
SPAM Filters. While they may have
been one of the biggest original benefits
to moving to a cloud email hosting
provider, they are now becoming an
issue. SPAM Filters on major providers
are now extremely overzealous and the
conversation along the lines of “Your
email went to SPAM” can be heard of
on a daily basis. Genuine emails often
simply don’t get through and parties at
both ends end up blaming each other as
to why the messages are going to Junk
folders. This issue is starting to become
a bit controversial as some of these
providers seem to let through messages
from their own network with ease… while
applying very harsh filtering to emails
coming from properly configured third
party email servers. Are these simply
unfair competition practices and attempts
to exert market dominance and get more
business to their platforms? Perhaps
we need to start looking at some of the
biggest (they generally tend to be huge
non-Australian corporations that play by
their own rules) providers on this matter...

Unless you have a specific need for a particular
Cloud Email Hosting Platform (such the ability
/need to integrate additional services, e.g. a
specific CRM package), my recommendation
for a small business is to simply use the email
hosting services that come with your typical
web hosting package, or pay a professional
to configure a Virtual Private Server (VPS) and
host your own email server. While I was an
advocate of Cloud Email Service Providers
in the past for their convenience, the tide has
changed in the last few years and I would
definitely recommend running your own email

hosting solution at this point.
3. DIY Website Builders
There a quite few of these offerings and they are
often aggressively marketed as a cost saving
measure to start up business owners. These
providers offer a framework to build websites
yourself and also take away the requirement for
running a separate web hosting account.
While it may seem like a good option to save
money for a start-up business owner at first
glance, these platforms generally do not
offer anything worthwhile except a choice of
professionally designed templates. There are a
lot of drawbacks and the platforms are largely
unsuitable for anything but the most cookie
cutter websites.
The websites built upon these frameworks
do not offer anything special or unique. A
tailor-website made by a professional web
developer will almost always be superior in
creativity, originality and attention detail, and
most importantly, lead generation ability. Lead
generation potential in a website is something
that has to be specifically built after proper
analysis of a particular industry and extensive
planning – it is one of those important features
that you can’t just buy out-of-the-box.
Furthermore, it may seem like you are saving
money by not paying for web hosting. Wrong.
This “benefit” is actually a business practice in
disguise called “proprietary lock” that almost
all technology companies absolutely love
and strive to achieve. You simply end up in
a situation where you do not technically own
or control your website and are completely
dependent on the vendor.
In many cases the cost of using these platforms
for basic projects is zero. Funnily enough,
that is also the return on investment you can
expect.

If you are interested in web development and
digital marketing, please do not hesitate to
contact BiziNet Media.
BiziNet Media
p | 1300 889 132
e | daniel.moisyeyev@bizinetmedia.net.au
www.bizinetmedia.com.au
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BUSINESS COMMUNITY NEWS

Business Alliance Australia Year of Success
The year of 2018 has proven to be highly successful for Business Alliance Australia. There has been
an increase in membership and member participation. Macquarie Park Business Alliance has been
launched to attract more businesses from the North Ryde/Macquarie Park business district and beyond.
Business Alliance Australia has also established new partnerships with other member-based business
organisations such as Local Chambers of Commerce, Industry Associations and Business Conferences
and Expos. Stay put for more developments in 2019!
Business Alliance Australia held a number of
successful events to finish off the 2018 year.
Kellyville Pets Business After Hours
Business Alliance Australia would like to thank
John Grima and the team of the iconic Kellyville
Pets for sponsoring and hosting the Bella Vista
Business Alliance Business After Hours on the
13th November 2018.
Members and guests had the opportunity
to learn about the history of Kellyville Pets,
situation in the pet industry and to handle
a wide variety of cute creatures, including
Cockatoos, reptiles such as the Albino Python
and Bearded Dragon, a couple of puppies and
rabbits.
Christmas Party
The last event of the year for Business Alliance
Australia was the official “James Bond” theme
Christmas party, which was held on the 13th
December at Cropley House in Baulkham Hills.
Christmas Party attendees arrived in
spectacular outfits at the historical Cropley
House. The beautiful and spacious Victoria
Room was set up with a distinct James Bond
theme - the atmosphere was a perfect match
of classic elegance and sophistication. There
was a wide choice of food - including servings
of oysters with a delicious flute of sparkling
wine, a wide selection of cheeses and meats
and delicious deserts.
New and renewed members of Business
Alliance Australia were presented with official
framed membership certificates on the day.
After the official part of the night there was
plenty of Bond-esque entertainment for guests
to enjoy including music, dancing, games and
a photo booth.
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Business Alliance Australia would like to thank
Tracey Knight, the chef and the Cropley House
team for their effort throughout the night in
making the event the best possible!
The James Bond incredible decorations were
generously provided by The Inflatable Event
Company. Business Alliance Australia would
like to thank Rob Waddell for supplying theme
inflatables and signage.
Business Alliance Australia would also like to
congratulate the winners of the Lucky Door
Prizes. Kim Waddell from The Inflatable Event
Company won a prize from PK People Solutions
– a bottle of Veuve Clicquot Champagne;
George Mavros from ETSI Consulting won a
prize from Psychological Assessment Solutions
- a collection of tees and chocolates; Rebecca
Janes from Mitronics Corporation won a prize
from Underwood Jewellers - a $50 gift voucher;
and Judy Ravell from Stride Learning won a
prize from Underwood Jewellers - a Silver with
Rose Fresh Water Pearl Necklet and Matching
Drop Earrings.
Business Alliance Australia would also like to
thank Suzanne and Steven Brown from Etienne

Lawyers for their spectacular James Bond
Tango performance.
Don't forget to attend and invite your business
friends and associates to the upcoming events
in Business Alliance Australia next year.
Pictures top (l-r): A lucky winner of the door
prize Meagan Gleeson, Jones Partners, John
Grima, Managing Director, Kellyville Pets
and Dmitry Greku, BiziNet; Kellyville Pets
demonstarion of animals
Next page(l-r): Business Alliance Australia
Members with Certificates; James Bond
Tango - Suzanne and Steven Brown, Etienne
Lawyers; Alan Haselden, Deputy Mayor,
The Hills Shire Council; Bruce Gleeson,
Jones Partners receiving the certificate from
Svetlana and Dmitry Greku; Ida Shapievsky,
Psychological Assessment Solutions; Roger
Amir, Mitronics; Robyn Preston, The Hills
Shire Councilor; George Mavros, ETSI
Consulting receiving the prize from Dmitry
Greku; Kim Waddell, The Inflatable Event
Company receiving the prize from Paul
Cripps, PK People Solutions.
p | 1300 889 132
www.businessalliance.com.au

BiziNet Magazine

#94

31

FEATURE

3 Ways to Boost Customers
and Cash Flow in Hospitality
Do you have empty seats to fill? Want to boost cash flow in your restaurant or bar?

In a world where new venues open daily, staying
at the top isn’t always easy. Bartercard has the
tips and tricks to stay ahead of the curve and
think outside the box to attract new customers.
Instead of (just) listing with food delivery
services, deal sites or third party
booking sites - Attract new customers
with Bartercard
Food delivery services are buzzing and putting
restaurants in the mix, but not all restaurants
are choosing the paper bag approach. If your
restaurant is at the higher end, consider the
impact on waiting diners, the presentation of
the food when it reaches the customer, and
whether that’s on brand with your restaurant.
Ensure you have the resources and space to
prepare extra orders.
Looking to list on deal sites? Factor in the
impact of discounting which can devalue a
brand and attract one-off customers shopping
at a lower price point. Some third-party booking
sites will keep the customer’s details, so the
restaurant misses out on vital leads.
Bartercard attracts new customers without
discounting or third-party booking sites. Few
restaurants and bars are at 100% capacity
around the clock, and Bartercard can fill that
downtime. These customers are actively
looking to spend their Bartercard Trade Dollars
and are more likely to return in the future.
Instead of spending cash on every
business expense - Offset cash
expenses with Bartercard
Many restaurateurs use Bartercard Trade
Dollars to purchase wine to then on-sell to cashpaying customers. This turns downtime into
cash sales. They also use Bartercard to pay for
expenses like kitchen equipment, furnishings
and renovations by using their Trade Dollars
instead of cash. To earn Trade Dollars, they
welcome customers on Bartercard when they
have spare capacity to keep their restaurant full
off peak.
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Build your business network
Building a network of local restaurateurs and
business owners lets you continually learn, stay
in the loop, think outside the box and canvass
solutions to industry hurdles. Bartercard is a
business network with thousands of hospitality
members and year-round events to continually
stay ahead of the industry.

For more information about maximising
customers and cash flow in your hospitality
business, visit bartercard.com.au
Bartercard
p | 1300 BARTER
www.bartercard.com.au

We love to help!
Bartercard has been helping charities,
sporting clubs and community groups to
fundraise and reduce cash expenses for
over 27 years. We love it!
In business we also help SMEs to gain more
customers, move excess stock and improve
their cash flow. They love it!
Find out how Bartercard can help your
business. You’ll love it!

1300 BARTER
bartercard.com.au
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ACCOUNTING

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

Bright Accounting and Taxation
02 8858 3242
Suite 6/208, Level 2, Library Building,
29 Main St, Rouse Hill NSW 2155
www.brighttax.com.au
Business Turnaround Services
02 8226 8617
Level 26/1 Bligh Street
Sydney NSW 2000
www.businessturnaround.com.au

HR
PK People Solutions
0421 404365
PK People Solutions tailors its tools and
methodology to help your business
www.pkpeoplesolutions.com.au

Pretium Solutions
02 8896 4337
Suite 113, 4 Columbia Court
Baulkham Hills
www.pretiumsolutions.com.au

HEALTH
Yin Latte Yoga
0432 298 910
Yoga and Wellness Program to help
your team
www.yinlatte.com

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

INSOLVENCY

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

City of Ryde
02 9952 8222
Suite 6/208, Level 2, Foundational
Business Centre, Library Building, 29
Main St, Rouse Hill NSW 2155
www.ryde.nsw.gov.au

dVT Group
02 9033 3333
Level 3/95 Macquarie Street
Parramatta NSW 2150
www.dvtgroup.com.au
IT
Smoothstream Business Intelligence
02 9871 4484
www.smoothstream.com.au

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

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

www.foundationalbusinesscentre.com.au

LAW

CAFES
Arthur Street Cafe
02 9639 2255
26 Arthur St,
Baulkham Hills NSW 2153
f: arthurstreetcafebaulkhamhills

PSYCHOLOGY
Psychological Assessment
Solutions
0425 269 658
Suite 5 80 Cecil Avenue
Castle Hill NSW 2154
PRINTING EQUIPMENT
Mitronics
02 8878 1000
Printers- Copiers – Supplies
www.mitronics.com.au
REAL ESTATE
Greenwood Group Realtors
0438 293 008
58 Windsor Road
Kellyville NSW 2155
www.greenwoodgroup.com.au
TRAINING
The Cooks Workshop
0414 994 530
28/276-278 New Line Rd
Dural NSW 2158
TRAVEL
Travel Associates
02 8883 2833
GR046 Market Ln,
Rouse Hill NSW 2155
www.travelassociates.com
VENUES

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

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

CHARITY
Thorndale Foundation
02 9912 7800
47-49 Rance Road
Werrington NSW
www.thorndale.com.au
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Kellyville Pets
02 9629 3282
1-15 Millcroft Way,
Beaumont Hills NSW 2155
www.kellyvillepets.com.au

JEWELLERS

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

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

MECHANICS
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Hills Wheels, Tyres and Mechanical
0422 399 999
114 Oakes Rd,
Winston Hills NSW 2153
admin@allwheels.com.au

List Your Business in
BiziNet Magazine

1300 889 132

www.bizinet.net.au
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ORDER ONLINE

up
t

PRINTING

& GET INDUSTRY

PRICES
1300 889 132

0%

OFF

furnishing special
J a n 1st - Feb 28th

Doonas & Quilts $34.50
(ALL SIZES)

Bedspreads

$34.50

2x Blankets

$34.50

All Curtains $24.95P/M

(EXCLUDES RUBBER BACK)

Prepaid/Conditions Apply

BEECROFT
ph 9481 8188

BELLA VISTA
ph 8824 8385

BAULKHAM HILLS CASTLE HILL
HORNSBY
ph 9639 1553
ph 9634 2393 ph 9477 3736

BIZINETPRINTING.COM.AU

Promoting, connecting and advocating for the
business communities of Ryde,
Macquarie Park and surrounding regions

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.

riversidechamber.com.au
BiziNet Magazine
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Your flyers personally delivered to every
Office Reception Desk in Norwest Business Park
and Macquarie Business Park
+ Lane Cove West

Norwest Business Park
$480 + GST per run
($450 + GST per additional flyer)
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BiziNet Pty Ltd
fdg@flyerdeliveryguys.com.au
www.flyerdeliveryguys.com.au
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Macquarie Business Park +
Lane Cove West
$480 + GST per run

($450 + GST per additional flyer)
Please contact Daniel

1300 889 132

