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local business welcome event
30 May 2019 | 3 Columbia Court, Norwest

New business in The Hills region?
Have you recently started a new local business or moved your business
to The Hills district? We’d like to welcome you to our community.
Why host a welcome event?
When we ask business owners ‘what would have helped you in
the early days of your business?’, the overwhelming response
is ‘connecting with business networks and others in the area
earlier’.
They tell us that the fast pace of their working lives leaves little
time to discover and connect with the key people and resources
that could make things a little easier.

•
•
•
•
•

Learn about the active networking groups in The Hills
and how they can support you
Receive The Hills Shire Council’s information-packed
‘Business Welcome Kit’
Network with like-minded local businesses
Better understand the opportunities available locally
Register to access the latest news, events and information
for Hills businesses.

The Hills Shire Council understands this and has developed a
Local Business Welcome event to help you right from the start.
Our FREE welcome event is held each quarter and gives you the
chance to meet with other businesses and discover the range of
assistance and support available locally.

Who can register to attend?
This relaxed, enjoyable event is suitable for you if you’re
starting a new local business or have launched a business in
the last 12 months, as well as established businesses who are
new to The Hills district.

What can I expect?
At our Local Business Welcome you will have the
opportunity to:
• Meet Council’s Economic Development/Business Support
Team
• Be personally welcomed by The Mayor of The Hills Shire
• Discover others from the local business community and
connect with industry leaders

If you would like to meet and greet key local business people,
connect with Council, or make the contacts you need to
kick-start your local business, then the Local Business
Welcome event is for you.
Registrations and more information
Contact: 9762 1108 | business@thehills.nsw.gov.au
Registration: www.thehills.nsw.gov.au/BusinessSupport
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Introducing
Our Contributors

Bruce Gleeson

Mark McKenzie

Paul Sweeney

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.

Mark is the CEO of the
Australasian Convenience
and Petroleum Marketers
Association - the national
industry association
representing the interests of the
fuel wholesale and fuel retail
industries 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.

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.

A senior professional with
formal qualifications in Civil/
Transport Engineering and
Business (MBA), Mark holds a
variety of positions on Australian
government, not-for-profit, and
Industry Boards & Advisory
Committees in addition to his
employment with ACAPMA.

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

Bruce Gleeson
p | 02 9894 9966
www.jonespartners.net.au
jonespartners.bizinet.net.au
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Mark is the current Chair of the
Board of the Council of Small
Business Organisations Australia
(COSBOA) and an appointed
member of the Australian
Research Council's (ARC)
Advisory Committee - continuing
his engagement in the Australian
business and innovation agenda.

Mark McKenzie
p | 02 9431 8646
www.cosboa.org.au
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Paul brings to the table
decades of experience as a
highly qualified accountant and
business advisor at every level
of business. Through consulting,
coaching and on-the-ground
training and operations, his
focus is on unlocking the
untapped potential for greater
profitability. Paul’s qualifications
allow him to pair strategic advice
with an advanced understanding
of taxation and compliance
matters.

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.

Paul Sweeney
p | 02 9135 8450
pretiumsolutions.com.au

Andy Sephton
p | 0481 863 523

pretiumsolutions.bizinet.net.au

theconsultantscommunity.bizinet.net.au

theconsultantscommunity.com.au
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Disrupt

When:

7-8 May 2019

8:30am - 6:00pm
Where:

Doltone House
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When:

Bella Vista
Business
Alliance BAH

9 May 2019

5:30 - 7:30pm
Where:

ANZ

Marketing
Unscrewed

When:

28 May 2019

10:00am - 1:00 pm
Where:

Foundational Business

Jones Bay Wharf

Norwest Business Park

Centre, Rouse Hill

Code: bizinet30

Cost: $45

Cost: $15
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CEO Lunch
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BVBA
Coffee
Morning

The Business Visits program

When:

offers businesses a free

12:00 - 3:00pm

visit with a member of

Where:

Council's Economic

Baulkham Hills

Norwest Business Park

Development team.

Cost: $110

Cost: Free

www.thehills.nsw.gov.au

www.businessalliance.com.au

www.businessalliance.com.au

13 June 2019

Cropley House

When:

2 July 2019

10:00 - 11:30am
Where:

Amway
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It’s TIME to LEAD
for all Australians

by Mark McKenzie,
the Chairman of Council of Small Business Organisations Australia (COSBOA)
On 18 May 2019, Australians will go to the
polls to elect the 46th Australian Parliament.
At one level, the election offers a choice
between the Red Team (Labor led by
opposition leader Bill Shorten) and the Blue
Team (the Liberal and National Coalition led by
PM Scott Morrison and Deputy PM Michael
McCormack). Sadly, many Australians have
become so disillusioned with the quality of
national political leadership in recent years
that the choice for them may simply come
down to which colour they dislike least.
Some may even decide to lodge a protest
vote in favour of other teams like the Green
Team (the Greens), the Orange Team (One
Nation) or the Yellow Team (United Australia
Party) - or no colour at all (independents).
But with the Australian economy so delicately
poised, this election is more significant than
any other in our recent history. It is true
that Australia holds the world record for
the longest continuous period of economic
growth of all developed economies – 27
years and counting. But it is also true that the
rate of growth in the past decade has been
much slower than the decade before, and
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that many Australians (including most small
to medium business owners) have found the
going tough in recent years.
New economic warnings issued by global
organisations like the International Monetary
Fund (IMF) and the World Bank predict a
slowdown of the global economy in the near
term. These warnings, coupled with the
increasing domestic business threat posed by
global online shopping for traditional ‘bricks
and mortar’ small businesses, suggest there
are significant economic challenges to come.
It is therefore crucial that our next group of
political leaders step up and lead. They must
tackle the big issues in a manner that is
consistent with the leadership shown by past
leaders like Robert Menzies (with his vision
for a modern Australia), Bob Hawke (with his
industrial relations reform and global market
engagement agenda) and John Howard (with
his national tax reform agenda).
Leadership takes courage. It means
governing for all Australians. Not just the
powerful unions in the case of the Red Team,
or the climate change deniers in the case of

the C
Blue
aptuTeam.
re Captu
Capture Cap re Capture
ture Capture
So, what are
thetubig
and what are the
Cap
re Cissues
aptu
major parties saying theyrewill do on these
issues?

Growing the national economy for the
benefit of all Australians
The first major issue is the development and
implementation of a long-term plan to grow
the economy for the benefit of all Australians –
not just an economic plan to win government
at the election in a few weeks.
Discussions about the economy are complex
but let’s consider two main items, namely:
economic growth and the national balance of
payments.
Most people understand that when the
economy is growing at a good rate,
Australians generally do well. For those
who are left behind, the taxes paid by those
doing well (i.e. wage earners and Australian
businesses) are generally enough to
compensate those who are not doing so well

SME ADVOCATE
(i.e. unemployed and socially disadvantaged)
– and so all Australians stand to benefit from
good economic growth if the policy settings
are right.
What appears to be less understood is the
link between public discussion about the
national surplus and consumer sentiment.
The repeated failure of both teams to deliver
a national surplus over the past decade
has undoubtedly contributed to negative
consumer sentiment which, in turn, means
consumers spend less and businesses
earn less. With less money circulating in the
domestic economy, national growth slows.
Consequently, delivering a surplus against
a backdrop of ten (10) successive years of
deficit is vitally important for the future of the
national economy as it will help to rebuild
positive consumer sentiment.
The Red and Blue teams both acknowledge
that national economic growth has been
unsatisfactory. Both teams are proposing tax
cuts that will benefit those earning annual
wages of up to $120,000 per year with the
red team providing an additional amount for
those earning less than $45,000 per year.
These proposed tax measures, to be
delivered early in the new financial year, will
undoubtedly deliver a short-term boost to
national economic growth as households
have more to spend in the first quarter of the
2019-20 financial year.
But then what?
The strategy of the Red Team is to redistribute
wealth from the wealthy (i.e. those earning
more than $120k per year) to the less welloff and increase taxes by removing future tax

concessions in key areas such as: negative
gearing for investors; removing the franking
credit concessions for Australian retirees;
and abolishing the planned tax cuts for
higher wage earners in later years.
The strategy of the Blue Team is to invest
in large infrastructure projects to stimulate
employment (and flow-on private sector
investment) and deliver planned tax cuts
for all Australian wage earners to increase
disposable income by 2024.
Thankfully, both teams have committed
to providing tax cuts for small businesses
earning up to $50M per year and reducing
the small business tax rate to 25%. But big
business contributes to economic growth
too (many are, in fact, customers of small
businesses), yet neither team has addressed
this issue.
Both teams have also committed to delivery
of a surplus in the coming financial year,
but the Red Team will achieve this by
increasing taxes which effectively punishes
some sectors of the community like ‘mum
and dad’ investors and retirees. The policy
is justified on the ‘Robin Hood’ principal of
taking money from the well-off (i.e. baby
boomers) and returning it to the less well off
(i.e. emerging generation), in what effectively
amounts to the introduction of generational
warfare.
The Blue Team’s strategy is one of containing
government spending and growing jobs.
The strategy runs the risk of some being left
behind, particularly the younger generation
and those on lower incomes. The approach
essentially advances the principal of ‘survival
of the fittest’.

And so, while both have committed to
delivery of a national surplus to lift consumer
sentiment and increase economic growth,
they are pursuing radically different paths to
achieve this goal.

Improving Australia’s standard of living
for current and future generations
Australia is a country that has been built on
the concept of a ‘fair go’. While some may
argue the concept is ‘old hat’, it has stood
the test of time and remains as relevant now
as it was when it was first framed more than
100 years ago.
Basically, the concept means that we aim to
provide every Australian with the opportunity
to succeed – essentially providing a hand
up, as opposed to a hand out. It means that
when our farmers and rural communities are
suffering due to natural disasters, we help
put them back into a position where they can
again succeed, with a view to securing our
national food supply - both now and into the
future.
It means ensuring that our tax system is
fair by ensuring that tax rates are based
on the capacity of individual wage earners
to pay tax. It is right that those who earn
more should pay more tax, but the tax on
these higher wage earners should not be
set at such a level as to discourage them
from working ever harder in the future, as
Australia’s future tax and national investment
success is intricately linked to the success of
middle and high wage earners.
It means that our wage system is fair
and seeks to maximise wages paid to all
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Australians but does so within the capacity
of all businesses to afford these wages – not
according to some trumped up target rate
advanced by the bullying activities of big
unions.
It means that our competition and contract
laws are effective in ensuring that big
business is not able to take unfair advantage
of small business, while still recognising
that fair competition between big and small
business is a positive thing for Australian
consumers.

generation is able to hand over a country
to the next generation that is economically,
socially and environmentally stronger than
the one we inherited. Protecting the interests
of emerging generations, however, must not
come at an unfair cost to the older generation
who helped make Australia what it is today.

Resolving the climate and
energy impasse

But the concept of a fair go does not just
apply for the current generation.

If ever there was an issue that demonstrated
the manifest failure of successive political
leaders to lead, it is the debacle that is the
national climate and energy policy debate.

We must also ensure that we strengthen our
country into the future so that the current

Those of us who are old enough to
remember will recall that the national

12
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energy and greenhouse emissions debate
started nearly 30 years ago. Over that
time, successive Australian Governments
developed numerous draft economic and
other policy instruments that sought to strike
a balance between Australia’s economic and
environmental aspirations.
Sadly, all these actions failed to secure
bipartisan support of the Australian
Parliament with the last being the National
Energy Guarantee proposed by the Blue
Team – resulting in yet another Prime Minister
being rolled as a result.
While some might take comfort in the
proposition that a new government might
resolve this 30-year impasse, the powerful
interests of resources unions like the CFMEU

SME ADVOCATE

are likely to result in the Red Team facing the
same internal challenges that the Blue Team
faced (with the small band of climate deniers
that exist within its own ranks).
What is worse is that the prospect of an
early resolution of this important issue does
not appear even close. If anything, we seem
further away, with the whole debate having
now degenerated into an ideological debate
about whether coal is “good” or coal is “bad”.
Meanwhile, the businesses investing in
energy infrastructure for the delivery of energy
to Australian households and businesses
struggle the ongoing investment uncertainty
comes with the absence of an agreed national
policy. And so aged coal fired power stations
are progressively closed because they are no
longer economic to maintain and necessary
new investment in traditional and renewable
energy generation is delayed indefinitely.

And so, it is again time for real national
leadership
The three issues cited might be used to
guide our collective choice of the next group
of national political leaders. Short term tax
benefits are merely sugar hits designed to
secure our vote but do nothing to address
the real challenges facing all Australians as
we navigate our course in an increasingly
complex and connected global economy.
And so, the real question for this election is
who has the capacity to step up and lead on
these issues. Good politics is about finding
compromise – not highlighting differences.

Our leaders must craft a vision that can be
supported by all Australians, not just the party
‘faithful’. It requires people to step away from
their ideological positions, agree on a vision
and then deliver it over successive political
terms.
None of this is easy, as evidenced by the
leadership turmoil of both teams over the
past decade. But we must make it happen.
Australia’s future depends on it.
It is not simply about articulating a vision that
provides a rallying point for traditional party
supporters. It is about crafting a vision for all
Australians and then having the political skills
to unite us in making that vision a reality.

The result is that the supply-demand balance
tightens in the national electricity market,
and energy prices rise sharply for businesses
and households alike - meaning more money
is spent on the basics of energy and less
money is available for consumer spending
and business investment across the wider
economy.
Australia’s energy and climate policies
are linked to the point that one cannot
be addressed without simultaneously
addressing the other. The energy price stress
created for many Australians in recent years
has therefore been created by the absence of
a coherent national policy on climate change
and energy.
The resolution of this impasse remains a
critically important economic issue for all
Australians – whether you believe in climate
change or not!
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Bruce Gleeson, FCA, FCPA, RITF
Principal, Jones Partners Insolvency &
Business Recovery

Directors Beware –
Extended Personal Liability
for Unpaid Superannuation
As an employee how often do you check that your employer is paying your superannuation on time?
Would you know how many months your employer might be in arrears? What if you knew that your
employer was using your superannuation guarantee (“SG”) contributions (being 9.5% of your relevant
remuneration) to assist in the cashflow of their business? Did you know that the number of employers
who lodged SG charge statements increased 60% from the preceding financial year (the total number
being approximately 17,700)?
For some-time now (infact since 2009), the
Federal Government and the Australian
Taxation Office (“ATO”) have been targeting
non-compliance
with
superannuation
guarantee (“SG”) obligations. Such initiatives
are unlikely to slow down any-time soon and
directors need to ensure that they “play by
the rules” in order to avoid personal liability
which has recently been further extended. The
SG obligation is not the employer’s money
in the first place – it is part of the employee’s
remuneration package.
As an Insolvency Practitioner, I frequently see
situations where employees are completely
in the dark about how much they are out of
pocket for unpaid SG contributions. Whilst
such amounts are priority claims under the
Corporations Act and Bankruptcy Act, in
many instances there are simply not enough
recoveries made to enable these priority
claims to be paid. Whilst there is a Federal
Government scheme (known as FEG) to cover
employee entitlements where an employer
becomes insolvent (ie liquidation / bankruptcy),
such scheme only seeks to cover items such
as unpaid wages, leave entitlements and
redundancy. It does not cover SG contributions.
Whilst for many employees access to
superannuation benefits may be many years
away, with all the easy ways to access account
details (ie mobile, desktop etc), there is really no
excuse to not know where your superannuation
is at during your employment.
Under the current superannuation regime
employers must:
•
•

Pay the SG at least four (4) times a year, by
the quarterly due dates;
Pay and report the SG electronically in a

14
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•
•

standard format, ensuring they meet the
Superstream requirements;
Ensure the payments go to a complying
super fund; and
If they don’t pay the SG on time, they may
have to pay the SG charge.

What’s changed for directors?
1. Firstly, back on 29 June 2012 the Director
Penalty Notice (“DPN”) regime was extended
to include personal liability of directors for
unpaid SG charge amounts. Prior to this date,
the DPN regime only enabled directors to be
personally liable for unpaid Pay-As-You-Go
(“PAYG”).
2. Also on 29 June 2012, an additional change
was made whereby if the underlying PAYG or
SG charge remained BOTH unreported and
unpaid for more than three (3) months after the
due date, then there was no relief from personal
liability by placing the company into Voluntary
Administration or Liquidation – in other words

the penalty was “locked down” to the director
and they could not avoid it.
3. Specifically, where the company has not
paid the SG charge by the 28th day after the
end of each quarter, it is required to lodge an
SG charge statement by the 28th day of the
following month. For example, the lodgement
date for the June quarter SG charge statement
would be 28 August with personal liability
arising from 28 November.
4. Legislative amendment from 1 April
2019: this provides that a director penalty
regarding unpaid superannuation will now be
“locked down” as soon as they are incurred –
thus addressing the mischief where directors
were able to wait just before the “lock down”
date to place their company into Voluntary
Administration or Liquidation so that they could
avoid personal liability. Using the dates in point
3 above, such liability will now result as at 28
August, as opposed to 28 November.

BUSINESS ADVICE
This measure applies to amounts arising on or
after 1 July 2018.

of ensuring that it can maximise revenue
collections.

Also, the amended legislation provides the
ATO with powers to pursue criminal penalties
for serious contraventions of employer
superannuation obligations including potential
jail time for directors that employ staff. Prior
to the change, the law only enabled the ATO
to collect financial penalties including the SG
charge and interest from the director.

What should company directors do?

What’s down the track for directors?

At a minimum, you should ensure that you are
aware of and report the company’s obligations
by the due dates.

Further draft legislation before Parliament
under the banner of combatting illegal
phoenixing had not been passed at the time
of writing but seeks to extend the DPN regime
whereby directors can also be held personally
liable for outstanding GST debts of the
company. It remains uncertain how and within
what timeframe such draft legislation may be
reintroduced into Parliament after the Federal
Election, however it is something to be aware
of. I will be closely following re-introduction of
this draft legislation.
The ATO in many corporate insolvencies is
a significant creditor and clearly is desirous

Directors should ensure that they are familiar
with the DPN regime and the personal liability
that may potentially stem from not reporting
and paying within due dates PAYG, SG
contributions and into the future potentially,
GST debts.

If the company is experiencing cashflow or
liquidity problems, seek advice at the earliest
opportunity possible. Also new directors need
to be even more vigilant regarding the level
of due diligence conducted by them prior
to agreeing to be appointed as an incoming
director to a company (ie after 30 days from
being appointed) as you will be on risk for any
unpaid PAYG and SG contribution amounts.

the time to ensure that they are reporting and
paying employees SG contributions on time to
avoid potential personal liability. With Single
Touch Payroll and other data matching tools
becoming increasingly available to the ATO,
it is likely that they will be able to assess and
make determinations more swiftly regarding
recalcitrant employers.
Jones Partners are experts in the small to
medium size business space. We understand
the stress and anxiety that is often experienced
by directors when their company is in financial
difficulty.

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

Also, with Single Touch Payroll on the way
for small businesses (and already in place for
larger businesses), employers should take

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

Ignorantia Juris non
Excusat
Every day in business you decide to act in some way. You choose to issue a marketing statement. You
choose not to continue trading with someone. Do you know you could be treading on a legal mine!

While you walk through the minefield of
business, your steps could lead you to:
•
•
•

destruction;
severe injury; or
harmlessly
through
the
minefield
unscathed to the other side: Just to do the
same thing again and again and again.

Why is this so?
Have you heard the expression: "ignorance of
law excuses no one"? Most people have heard
the expression and likely given it little if any
thought.
The expression is more than a saying: It is a
principle of law. A legal principle that applies to
you this day.

certainty. Until the steps are trodden and a
Court looks at where you have been, the Court
cannot say if you have broken any law?

day business, consider the case of Ostrowski v
Palmer [2004] HCA 30. The case went all the
way to the High Court.

Legislation "drafted in the form of fuzzy law;
(is) written so as to lack specificity while setting
a standard that can be used as a basis for
setting acceptable norms of behaviour through
later court determinations." (See Elderman J
in ACCC v Chrisco Hampers Australia Limited
[2015] FCA 1204 at 39-40.)

In the case, the High Court reinstated a
conviction against a Western Australian rock
lobster fisherman for fishing in a marine life
protection zone. The High Court did this even
though the fisherman, Mr Jeffrey Palmer, had:

Many Fuzzy law provisions govern business,
section 18 of the Australian Consumer Law,
prohibiting misleading and deceptive conduct,
and section 23 of the Australian Consumer
Law, allowing a court to void an unfair term of a
contract are all drafted this way.
For example, section 18 relevantly reads:

It is a principle that business people need to
be aware of and take care not inadvertently to
breach.
Today the risk of a breach is higher than in
the past. The reason for the heightened risk is
that Parliaments are using more and more the
legislative technique of drafting "open-ended
statutes". Open-ended statutes are called
Fuzzy law.
Traditionally laws have been prescriptive. The
laws were drafted as "Black Letter Law". Black
letter laws being those that tell you what you
must not or must do. For example:
You must not kill.
You must pay tax.
You must hold a drivers licence to drive a motor
vehicle.
You knew what the law was prescribing you to
do. There was clarity and certainty.
Fuzzy law drafting does not provide clarity or
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"A person must not engage in conduct that is
misleading or deceptive or likely to mislead or
deceive."
The statement is open-ended. A lawyer
can clearly say when an act or omission is
uncertainly misleading or deceptive. However,
would you consider silence to be misleading
and deceptive? That is what you know but
do not say is a reason to offend section 18.
Courts do. Keeping silent about something
that you know has been held to be misleading
and deceptive. But not all things known
and not stated fall into this category. Which
knowledge is caught and which knowledge is
not caught is a question to be determined by
the circumstances of each case. It is a difficult
and complex matter. However, if you wish to
use a smart and witty advertisement on your
website, but fail to mention something a court
later believes should have been disclosed to
the advertisements target audience you will
have breached the prohibition in section 18!
To illustrate the dangers of not getting a map to
safely guide you through the minefield of day to

1. taken proper steps by going to the WA
Fisheries Department to find out where he
could fish; and
2. had acted on the misleading advice he was
given by the Department.
Although the Department had given the wrong
advice, Jeffrey Palmer was found fishing in a
protected zone.
The High Court unanimously felt compelled to
uphold the principle that ignorance of the law
is no excuse despite the obvious harshness of
the result for Mr Palmer.
As you can see, you can be prosecuted and
have harsh penalties imposed on you. Even
if you honestly and reasonably believe you
were acting within the law. Even when the
responsible government departments have
provided inaccurate information on the laws
they administer. Despite all of this you have no
excuse.
As two of the High Court Judges wrote in their
joint judgment in the case at paragraph 1:
“Professor Glanville Williams said that almost
the only knowledge of law that many people
possess is the knowledge that ignorance of
the law is no excuse when a person is charged
with an offence. This does not mean that
people are presumed to know the law. Such a
presumption would be absurd. Rather, it means
that, if a person is alleged to have committed
an offence, it is both necessary and sufficient

C2/3 Burbank Place,
Norwest Business Park
for the prosecution to prove the elements of the
offence, and it is irrelevant to the question of
guilt that the accused person was not aware
that those elements constituted an offence.”
What does this mean for you?
It means you need to treat your lawyers as
travel agents. When you want to take a trip, you
see your travel agent. You tell them: "I want to
go to London?"
The Travel Agent asks:
"How do you want to travel, First class,
Business, or Economy?"
"Do you want to get to London on any particular
date or can you take your time?"
"Do you have any preference between flying or
cruising?"
After you have answered the Travel Agents
questions, the Travel Agent works out a plan
for you to get to London, having regard to:
•
•
•

your budget,
time requirements and
travel preferences.

Your lawyer is also your travel guide. Not in the
literal sense; but in the sense that they plan
for you the route to traverse the minefield that
you are in, in your business. You need to see
your lawyer and tell them what you intend to
do (where you mean to walk). Your lawyer will
then:
1. look at what laws your business is governed
by;
2. having regard to your budget, provide you
with a map on where not to tread;
thereby ensuring you adhere to the law; and
avoid being blown up (that is face prosecution;
like Mr Palmer).
If you do not get a map to traverse the
unforeseen and hidden mines, you are risking
everything. Each business step you take might
be your last.

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

Etienne Lawyers is experienced in guiding
businesses through their legal business
minefield. Come and see us to get your
minefield map today.
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Andy Sephton,
Managing Director,
The Consultants’ Community

“There is No Failure.
Only Feedback.”
The title of this article is a quote from a best-selling American author called Robert Allen and in just
six words he sums up why we never truly fail as long as we are willing to learn from our mistakes.
While this is a great concept, it is not always as easy as it seems. Getting honest feedback can be a
confronting and emotional experience. So how do we make sure that feedback helps us plan for future
success rather than dwell on past failure?
While researching this topic I came across
The Decision Book: Fifty Models for Strategic
Thinking by Mikael Krogerus and Roman
Tschäppeler. This a great little book to keep on
hand if you ever need to come up with a new
way to look at the decision-making process
and it provided me with just such a tool for this
article: The Feedback Model.

we want to take the suggestions on board. We
don’t have to address these issues but listening
to suggestions and acting accordingly can
be the difference between a good customer
experience and a great one.

Feedback is a very sensitive point for many
people and giving honest feedback can be
challenging for both the person delivering it
and for the person receiving it. Criticism can
be taken the wrong way; compliments can be
used as a shield to hide behind and how we
ask for feedback can have a serious impact on
how useful it can be.

This is the hardest type of feedback to get. It
often causes an emotional reaction when it
is received and can cause people to defend
their methods instead of looking at how the
customer reacted. If we can learn to take
criticism on board and learn from it then this
type of feedback can lead to a much greater
awareness of our weaknesses and how to deal
with them.

So, if you want honest feedback, we need to
start with how we ask for it. We need to ask
people questions that make them think, so
instead of asking yes or no questions, ask
people to rate things on a scale. Then ask them
why they scored it the way they did. Ask them
what they enjoyed and then ask them what you
could have done to make it even better. Ask
them what they didn’t like and then ask them
why they didn’t like it. Ask as many questions
as you can and try and come at it from as
many angles as you can. Collecting feedback
is about making the most of the people who
are willing to give it to you. The raw data is what
you need for something like the Feedback
Model to work. As with most things in business
the end result relies on the raw materials we put
in to start with.
So, let’s assume the feedback collection
process has gone well. We have honest
feedback and we now need to take action on
it. This is where the model comes in as it is now
time to put each piece of feedback into one of
four categories:
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Criticism – “I thought it was bad and it has
to change!”

Compliment – “I thought it was good and it
can stay as it is in the future!”
Everyone loves a compliment, but the key here
is not to become complacent. Make sure you
take this type of feedback as a sign to keep
the focus on what you are doing well and keep
doing it in the future. If we only look at what we
can improve we can forget to keep doing what
we have already perfected.
Advice – “I thought it was good, but it still
needs to change!”
When feedback falls into this area you are at
least on the right track. People feel what you
are providing is good but want to help you
make it great. This, in my opinion, is one of the
most valuable types of feedback as it means
people like what you are doing are invested
enough in your success to try and help you do
better.
Suggestion – “I thought it was bad, but I can
live with it!”
This is another powerful category of feedback.
It tells us what people are willing to live with, but
it also highlights areas that can be improved if

The key to this type of model is to make us
analyse the feedback we get in a different
way. By placing it into categories we begin
to understand where the person giving the
feedback was coming from and we can try
to keep our personal feelings in check when
reviewing it. If we can determine if a piece of
feedback is a compliment, advice, a suggestion
or criticism it gives us a much better frame of
reference to react in an appropriate way.
So next time you get feedback on an idea, a
project, a customer experience, or anything
else, why not try using this model and see if
it helps you see the information in a different
way?
The Consultants’ Community
p | 0481 863 523
www.theconsultantscommunity.com.au

www.theconsultantscommunity.com.au

Solve this if you are a business genius!

You

Idea

Time

Your Business

Customers

Profits

Did you know that 60% of small businesses will
close within their first 3 years?*
Filling in the blanks on your own can be hard.
Don't become a statistic. Book in a meeting
with The Consultants' Community and we will
help you find the answers you need:

https://thecc.app/genius
*according to the Australian Bureau of Statistics
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Paul Sweeney,
Managing Director,
Pretium Solutions

Business Owners -

Find Out if There is a Government Grant
for Your Business
Is your business leaving cash on the table? By not taking advantage of government grants and
incentives which may be available to your business are you turning your back on financial assistance
that Federal and State governments are offering?
Incentives for business owners are not limited
to small business tax concessions; incentives
to purchase capital assets and get immediate
depreciation write-off; or grants for Research
and Development (R&D).
Your business can access Federal and State
government grants and incentives to help you:
•
•
•
•
•
•
•
•
•
•

Reduce the cost of hiring new employees
– not just apprentices
Reduce payroll tax
Train your employees
Develop export markets for your products
Assist with Research and Development
Raise capital from investors
Recover form disaster
Adopt more competitive and sustainable
environmental practices
Commercialise the innovation of new
products
And more...

You might be surprised to find out just how
many different government grants and
assistance programs are on offer. Depending
on your specific business and the markets you
supply to, different grants might be applicable.
However, many people would argue that the
availability of and access to these grants are a
well-kept secret.
The process of finding information on these
incentives can be very time consuming and
confusing. And if you may be eligible you will
need to carefully review the information for
each grant and then assess whether it may be
appropriate.
There is a better way. Pretium Solutions use
a grants selection tool to quickly locate and
supply details of any government grants or
incentives for which your business may be
eligible.
We will identify any possible government grants,
loans or incentives for which your business
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may be eligible and produce a pending list
of potential grants, loans or incentives. By
answering some additional questions, we can
quickly determine if your business may be
eligible for a grant. We will produce a report for
you outlining the grants that you may potentially
be eligible for.
For each grant we can provide more
information on the application process,
eligibility, obligations and benefits.
We can assist you with the application process
for each grant including preparation of any
supporting financial projections or reports.
Keep in mind there’s no guarantee a grant
application will be successful.
The cash payment or the tax benefit provided
by most grants and incentives will not be
received by your business until a number of
months after you have undertaken the eligible
activities that qualified for the grant or incentive.
The benefit from the tax deduction for the
instant write-off for capital assets costing
less than $30,000 by a small business is not
received until the business lodges their income
tax return. This could be up to eleven months
after the end of the year.
The R&D Tax incentive which provides for a
45% refundable tax offset (that’s equivalent to
a 150% deduction) for eligible entities with an
aggregated turnover of less than $20 million per
annum, or a 40% non-refundable tax offset for
all other eligible entities is paid on assessment
of the company’s income tax return.
The Small Business Grant – NSW which is
designed to encourage the nearly 650,000
small businesses in NSW that do not pay
payroll tax to hire new employees and expand
their business pays $2,000 as a one-off
payment per new position and when claimed is
paid on the twelve-month anniversary of when
the position was created.

The Export Market Development Grant
pays 50% of expenses incurred on eligible
export promotion activities, above a $15,000
threshold, up to a maximum of $150,000 where
registration is approved within 4 months after
the end of the financial year.
It’s important that your business always keeps
adequate records throughout the year to show
it carried out eligible activities in incurring the
claimed expenditure for any grant.
As the cash benefit can be received a year or
more after you physically spend the money,
planning is essential.
•
•

•

•
•

Plan what your business will be doing
Identify if there are any government grants
or incentives available for the activities you
are committing to
Find out and understand the eligibility
conditions, the application process and
the documentary evidence required to
support your claim
Prepare and submit your application
before the due date.
Lodge your final claim

Accessing government grants and incentives
should be part of your overall business plan.
Your cash flow projections should include all of
the spending you will undertake as part of the
eligible activities. Unless the grant or funding
provides for an up-front payment or loan, you
should not rely on the grant or incentive.
In all cases your business should be able
to fund the eligible activities from operating
cash flow, or other bank loan and personal
contributions.
Pretium Solutions
p | 02 9135 8450
www.pretiumsolutions.com.au

Invitation
Business Alliance
CEO Lunch

BUSINESS
A L L I A N C E

THURSDAY 13 JUNE
12.00 - 3.00 pm
Cropley House,
Watkins Road, Baulkham Hills
Members: $95
Non-members: $110
inc. 3-course lunch + beverages + coffee & tea

GUEST SPEAKER
Paul Sweeney,
Pretium Solutions
“Focusing Your Business
in a Distracted World”

Register @ www.businessalliance.com.au

Venue Partner

Gold Members
BiziNet Magazine
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Three
White Metals
What are the Differences
and What is the Best Choice

When we talk to people about the jewellery they would
like, the response is often that they prefer Silver. But we
commonly find that they mean Silver as a colour rather
than Silver as a metal. There are several choices if you
love white metal. They differ greatly in value, hardness
and durability. When it comes to jewellery, here are some
comparisons of the three white metals.

Silver
Sterling Silver is popular in general dress
jewellery delivering an attractive appearance
and price point. It has the qualities and
appearance of other precious metals
(including malleability, reflectivity and lustre).
Silver is alloyed with copper to produce a
harder and more durable metal with a slower
rate of oxidation that does not tarnish as
easily as it otherwise would. In Australia the
standard for Silver is 925. That is 925 parts
Silver and 75 parts alloy for 92.5% Silver.
When comparing Silver to other metals, pure
Silver has the whitest colour, the highest
optical reflectivity, and the highest electrical
and thermal conductivity as well as being
malleable, ductile and cost effective.
Silver is a comparatively inexpensive metal.
It provides a quality alternative to precious
metals for some jewellery. Silver tends
to tarnish but that is easily remedied with
Silver cleaning products or a visit to your
local jeweller. As a softer metal, Sterling
Silver is more susceptible to scratches and
damage than Platinum and White Gold
which are preferred for cherished, long-
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term daily wear pieces such as wedding
and engagement rings.

White Gold
White Gold is an alloyed metal of 24
carat Yellow Gold. White metals such as
Palladium and Sterling Silver are mixed with
Yellow Gold to get the silvery white colour
of White Gold. Despite being alloyed and
having started as Yellow Gold – White Gold
is not perfectly white. To give this alloyed
metal a brighter, whiter finish it is coated
with Rhodium. Rhodium is a very rare, white
metal extracted from Platinum. For rings,
the Rhodium plating wears off over time and
needs a good polish and repeat Rhodium
treatment. This becomes part of regular
checks and maintenance that is important
for any jewellery that is worn daily. White
Gold is a less expensive option to Platinum
in the making of ladies engagement rings.
The choices are commonly 9 carat, 14 carat
or 18 carat Gold. The larger the carat, the
higher the percentage of pure Gold with
corresponding price increases. Gold is a
malleable metal making it easy to work with
and repair.

Platinum 950
Platinum is considered to be 30 times
more rare than Gold and holds its value
well. It is a dense, heavy material that is
5% alloyed so that it is malleable enough
to craft jewellery out of. The same ring will
weigh significantly more in Platinum than in
Gold. We are occasionally asked to make
dangling Platinum earrings but this is usually
not practical as the weight of Platinum in a
larger earring is too great to hang on the ear.
Platinum has a natural greyish-white colour
that never fades. Its’ shiny finish will become
dull to a natural patina with wear. Platinum
does not require a plated finish and is
maintained beautifully with a professional
check and polish from time to time to bring
it back to its original lustre.
There are cultural and social influences that
emphasize the exclusivity, prestige and
luxury of Platinum. From credit cards to
memberships, Platinum describes the best
of the best. On the other hand, Gold has
long been the traditionally accepted metal
that symbolizes love and can be a measure
of social status.

BiziNet LIFESTYLE

As you think about your future jewellery
purchases it may be helpful to keep in mind
the key differences between Silver, White
Gold and Platinum.
• Density
Platinum is more dense than Gold and will
make a heavier piece of jewellery
• Rarity
Platinum is quite rare and a more expensive
metal
• Colour
White Gold has a hint of colour and is not
perfectly white so it requires occasional
Rhodium plating maintenance
• Hardness (how easily a metal scratches
and dents)
Silver has the lowest hardness of the three
metals and so can dent and scratch easily.
White Gold is harder than Platinum and so
it is more resistant to scratches and dents
than Platinum. Platinum may require more
frequent polishing.

• Malleability (how easy a metal is to bend
and turn into different shapes without
breaking)
Platinum is less prone to bending due to
brittleness. White Gold is more malleable
and Silver is more so again. This feature
of Platinum makes it a strong, resilient and
secure metal choice for the setting of a
centre diamond.
Designers
Master Jewellers
Valuations
Custom Crafted Jewellery
Consignment
Estate, Antique and Pre-Owned Specialists

18K White Gold

Sterling Silver 925

Underwood Jewellers
Main Store: 28 Phillip Street, Parramatta
Tel: (02) 9689-1022
Shop 3063, 3rd floor
Westfield Parramatta Shopping Centre

Platinum 950

underwoodjewellersaustralia.com.au
UnderwoodJewellers
underwoodjewellersaustralia
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Why Your Business is at Risk
without Succession Planning
We don’t always like to think too far ahead. Long term business growth strategies might not be a
priority, nor might it be something we particularly enjoy thinking about, but certain outcomes are
inevitable in everyone’s life. In short, you won’t run your business forever.
In the world of business, it is always wise to
have a plan. Be it for one, five, or even ten years,
you want to know that no surprises will disrupt
your company. Such business continuity is very
important, and it will continue to be important
when your company is no longer yours to
run. As a business owner, do you know what
would happen to your business if something
were to happen to you? Would your business
be equipped to respond if you were out of
the picture for a few weeks? A few months?
Indefinitely? The value of succession planning
cannot be overstated. Continue reading to see
why it’s so important.
What is business continuity?
Business continuity is a blanket term applied
to a range of plans and procedures for
disruptions to a business’ daily operations.
These plans and procedures allow businesses
to persist in the event of a disasters such as a
lack of building access, IT failures, loss of data
records, and so on.
What is succession planning?
Succession planning is a process for identifying
and developing new leaders who can replace
old leaders when they leave, retire or die.
Succession planning increases the availability
of experienced and capable employees
that are prepared to assume these roles
as they become available. Taken narrowly,
"replacement planning" for key roles is the
heart of succession planning.
Why is succession planning important?
Unfortunately, too many small businesses take
succession planning for granted, and don’t
have a plan for changes in management. It is
impossible to predict when a business owner
might opt for early retirement, or disappear for
months due to injury or illness. Therefore, it’s
definitely preferable to put a plan in place now,
before you need it. Failure to plan for succession
is frequently a contributing factor when small
businesses fail. A founder or business owner
dies or is incapacitated, and nobody has been
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anointed and trained to assume command of
the company. How disappointing it is when
profitable and flourishing businesses fail due to
a failure of succession planning, squandering
the original business owner’s endeavours and
sacrifices.
Succession planning is part of a larger
business continuity management
The Disaster Recovery Journal (DRJ) defines
business continuity management (BCM) as,
“A holistic management process that identifies
potential impacts that threaten an organisation
and provides a framework for building
resilience with the capability for an effective
response that safeguards the interests of its
key stakeholders, reputation, brand and value
creating activities. Similarly, the management of
recovery or continuity in the event of a disaster.
Also, the management of the overall program
through training, rehearsals, and reviews,
to ensure the plan stays current and up to
date." Within the scope of business continuity
management, DRJ defines succession
planning as, “A predetermined plan for
ensuring the continuity of authority, decision-

making, and communication in the event
that key members of executive management
unexpectedly become incapacitated."
Don’t wait to start your succession
planning
If you haven’t yet begun your business’s
succession plan, it’s past time to think about
one. By using Bartercard, the money you
save selling old stock and increasing profit
margins can be invested in developing the next
generation of your company’s leadership.
Contact Bartercard today to fortify the future of
your business.
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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Cropley House
With a story that spans generations as a boarding school and community hub, Baulkham Hills’ historic
mansion Cropley House finally reopened on Friday 28 September. The venue was unveiled as the
area’s most sought after weddings and corporate event venue, following a year of renovations to return
the mansion to its former grandeur.
Situated on five acres of green parkland, the
two-story mansion is framed by a wisteria-lined
balcony overlooking a stunning rose garden
and gazebo, perfect for intimate wedding
ceremonies. With two impressive rooms on the
ground floor and four smaller separate rooms
on the upper level, Cropley House is home to
spaces suitable to all types of events. Catering
for any occasion from groups as small as 30180 guest to seated dining as large as 450
guests in cocktail presentation. The venue is
capable of hosting grand luncheons, dinners
or conferences with breakout areas as well as
intimate private gatherings.
Entrenched in the Hills’ community since the
1920s, Cropley House maintains an old-world
charm that celebrates its history as one of
the Hills’ finest Georgian Revival mansions.
Upstairs, the dormitories where the boarders
once slept under the matron’s watchful eye
have been repurposed as stunning function
rooms and breakout areas with sweeping views
of the manicured gardens and lush grounds.
With the uniquely decorated function rooms,
a must be seen to appreciate its splendour
the Elizabeth and the Victoria rooms. Both
rooms have been independently decorated
to retain the heritage feel and grandeur. With
high ceilings featuring chandelier lighting and
bridal room access, these rooms have natural
light from large windows lining the entirety of
the space. Both rooms reflect this elegant era
through not only its exterior but interior as well.
If you’re looking for a "Grand Venue" with
classic elegance then Cropley House is for
you. A beautiful sweeping staircase will lead
you and your bridal party to a private oasis on
the top balcony which overlooks the formal
gardens and beyond.
Situated on the top floor of the House and
overlooking the gardens of the estate, Cropley
Room I and II is the perfect area to hold more
intimate events. From weddings, conferences
and dinners this area has a delightful and light
ambiance that has a pre function area adjacent
to the room.
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View Rooms I and II, with gorgeous views of the
gardens of Cropley House this room also has
an open space and elevated ceilings allowing
for all styles of events. It also has a pre function
area adjacent to the room.
Cropley House has additional features such as
in-house catering, venue and events teams,
plentiful complimentary car parking, fully
air-condition, wheelchair accessible and lift
access to the first floor, easy loading access,
landscaped gardens for outside activities and
onsite executive chef with an extensive range
of restaurant quality menus and beverage
selection.
So, enjoy the warmth and hospitality that has
now made Cropley House another one of

Sydney Hill’s high-quality venues.

Enquiries for bookings, please contact Ms
Sasha Caples, Sales & Events Executive,
Cropley House at sales@cropleyhouse.com or
02 9686 7775
Enquiries for media and more information,
please contact Mrs Tracy Knight at tracy.
knight@tkconsulting.com.au or 0467 160 253.

Cropley House
Christmas Party
PACKAGE

• Min 40 people (upstairs)
• Min 100 people (downstairs)
• Canapes & drinks on arrival
for a half hour duration
• 3 course meal

served on an alternate basis

• 4 hour premium beverage package
• DJ & dance floor
• Christmas centrepiece
& bon bons for the table

From only $85pp
Contact us on
P 02 9686 7775
E sales@cropleyhouse.com
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Roger Amir,
Director, Mitronics Corporation

5 Ways Technology Can
Improve Your Business
Technology has had a major impact in the modern workplace, revolutionising the way businesses
conduct their daily activities.
Whatever industry you are operating in,
technology helps your customers access
all the information they need to successfully
interact with your company. It can also help
staff perform their jobs more efficiently.
Increase your productivity
Technology allows businesses to speed up
production processes. You can analyse how
your staff are spending their time and introduce
processes to make your systems more efficient.
Task management tools allow you to stay on
top of daily responsibilities so you don’t miss
anything.
Email management processes allow you to
stay on top of your inbox and ensures you are
answering every message.
Improve flexibility
Communicating with your co-workers has
been transformed over the last 20 years,
with numerous technological advancements
making the ability to work in other places
possible.
You can now connect with your colleagues at
any given time from any location, improving
your company’s flexibility to deal with queries
quickly and efficiently. This improves teamwork
across the whole business.
Better customer service
A business can’t survive without customers, so
using technology to improve their dealings with
your company can pay big dividends.
Interactive websites, online chat support
services and 24/7 customer service via social
media can set you apart from the competition
and help increase your profits.
Enhance your marketing
Companies who market themselves properly
reap the rewards in the long run. Technology
has created software that allows businesses to
formulate a marketing plan – one that can be
updated and shared with your team.
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Technology allows you to build eye-catching
websites, while social media platforms like
Facebook, Twitter and Instagram are great
ways to promote your business.

Technology has changed every aspect of
the workplace and businesses will continue
to enjoy the benefits as new inventions are
introduced.

Email marketing can also be effective, allowing
you to reach out directly to your customers
with news, updates and special offers.

2019 Budget Summary – Great News
Instant Asset write off for small businesses now
up to a turnover up to $50 million extended to
purchases up to $30,000, effective immediately
until June 30, 2020. Take advantage of the
instant asset write off.

Technology keeps businesses safe
Manual record keeping caused many
businesses problems due to the way records
were maintained and stored.
Modern technology allows companies to keep
records safe and implement systems that can
only be accessed internally by the correct
people.
Encrypted passwords offer increased levels
of security, making it difficult for computer
hackers to access data and preventing private
information from being leaked.

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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Have We Reached Peak Social
Media and is it Now in Decline?
We often hear the term “Peak Oil”. This ubiquitous economic term refers to a point in time at which
the world wide extraction of oil reaches a maximum – the implied cause would be an absolute peak
in demand for oil products. At the same time, the expression “Peak Social Media” may sound a little
comical and probably won’t have entire economic studies dedicated to it - but there is a serious
discussion to be had on the matter. Social Media has reached maturity and we are definitely facing
some sort of a paradigm shift.
The Rapid Growth and The Rapid Halt

Fig. 1

In the mid 2000s, social media was a brand
new concept.
It was the period when the key players in the
industry that we know today were established:
•
•
•
•

LinkedIn launched in 2003
Myspace launched in 2003
Facebook launched in 2004
Twitter launched in 2006

Social media was heralded as a brand new
communication concept and media channel.
It was a medium that would soon be firmly
entrenched in history alongside the radio, the
telephone and the TV. The concept was fresh.
It quickly amassed a lot of interest and was
taken on board – first by the kids in school,
then by the adults, and then by the business
sector who were seeking to capitalise on the
opportunity.
Those were the golden years for (most) social
media platform operators. There was nothing
but rapid growth and fame in the years to
come.
Until today. The growth of social media
platforms is taking a dive… a clear sign of a
change in trends.
History shows that the free market leads to
the same outcome for all innovative products
and services, and that consumer behaviour is
largerly predictable when it comes to taking
up new ideas and concepts. The “Gartner
Hype Cycle” [Fig 1] is applicable to virtually
every innovative concept. You can apply
this principle to most modern innovations:
The Internet, Tablet PC’s and Blockchain &
Cryptocurrencies. The rules apply to social
media without expection.
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The hype cycle suggests that there is always
a point at which a new technology is thought
to be the ultimate solution by the market...
followed by a turning point where the market is
suddenly disappointed and disillusioned. This
results in a dip, which is followed by a period
where the new technology is gradually adapted
and used as a tool for legitimate purposes.
After this point it is no longer considered new
and innovative – this is a period called the
“Plateau of Productivity”.

Social media has also been hit by a multitude
of legal issues – this includes a data breach
allegations against some major social media
platforms, introduction of GDPR (General Data
Protection Regulation) in European Union and
miscellaneous country-specific legislation such
as the new laws in Australia to limit the spread
of violent content (Sharing of Abhorrent Violent
Material bill). All this additional regulation will
introduce more compliance costs for social
media platform operators.

There are signs that new trends are emerging
in the social media sector that signal a turning
point. Some major social media platforms
are starting to report a real decline in users
in different regions across the world – indeed
users are abandoning the mainstream social
media platforms and moving somewhere
else, or quitting social media entirely. While
any number of reasons has been put forth
for this: digital fatigue and digital detox,
privacy concerns, shifting demographics with
Generation Z preferring different platforms and
communication concepts… the key point is
that the world is starting to move on from the
social media obsession.

The unregulated free-for-all era of social media
is now firmly in the past.
This poses some issues for social media
platform operators – their business models
were originally built on ever growing user bases
and ever increasing share prices. The future
may push social media platform operators into
operating on fundamentals, which may create
a loop of introducing even more advertising
content to generate revenue, and driving
even more users away in the process. It is
now evident that advertising material is widely
present on almost all social media platforms.
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The Social Media Marketing Hype
The potential for social media to be used as
a marketing tool is one of the sources of the
much unwarranted hype.
It’s no surprise that Social Media is hailed as
the ultimate low-cost marketing solution that
allows virtually any business to tap into billions
(!) of new customers. The spread of social
media marketing has spawned an entire army
of social media consultants and gurus that
promised big results.

Not many succeeded.
The truth is that unless you were already a large
entity with an existing client base that needed
to be kept up-to-date on a regular basis, or
were an entertainer or a celebrity with a keen
following, you probably wasted a lot of your
time and your ROI was abysmal to say the
least. Some companies in the B2C did benefit
from well executed campaigns, but these were
the exceptions.

Email marketing is actually more difficult to
carry out than social media marketing. The
same is true for other marketing activities –
social media seems to win on simplicity, but
loses out when it comes to ROI.
What is the reason for such a poor response
from carrying out marketing activities on social
media?
1. Social media was designed for something
else entirely

Why?
Social media marketing specialists often talked
businesses out of tried and tested methods:
carrying out well-planned traditional marketing
campaigns, investing into building proper
functional websites and developing sound
SEO strategies. This happened en masse.
Many businesses were mislead into dedicating
their entire marketing budgets to social media,
which often turned out to be a foolish move,
especially for those businesses that operate in
the B2B environment.
This period of unbridled enthusiasm in regard
to social media marketing has largely passed
and the landscape has drastically changed the concept is just not new and fresh any more.
By now, almost every business has sat through
consultation sessions and seminars with a
social media guru, and consequently, tried their
luck at attracting new clients via social media
platforms one way or another.

Social media marketing seems like a bad bet if
you look at statistics.
McKinsey Insights posted research that
showed a very interesting finding: e-mail was
discovered to be 40 times more effective for
acquiring customers than two of the most
popular social media platforms.1 A statistic
such as this would give any digital marketer a
hint that the tried-and-tested email blasts may
be a better choice than social media in the
majority of cases.
The caveat is, email marketing is a more
complex to carry out as it requires additional
steps of building a high quality website
that is effective at obtaining e-newsletter
subscriptions, the use of a professional tool
to execute email blasts and compliance with
relevant laws such as The Spam Act 2003.

The primary reason is that social media was
never designed for promotional material to be
pushed through.
During the early days, communication on
social media platforms was more comparable
to an escape – it was just a place where people
had group or one-on-one discussions. The
channels were free from corporate intrusion
and ad pollution. That was a critical feature.
Today, social media is still the same tool to
communicate with fellow human beings – that
hasn’t changed. Simply observe how many
“Likes” a happy group photo at a beach or a
picture of a puppy would attain in comparison
to a promotional or motivational post. People
expect to see certain type of content in social
media. Unwanted promotional content is
simply seen as intrusion in their personal space.
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2. Low barrier of entry = Low quality of
entrants
If you are a micro business that just started
and are expecting to kick-start your marketing
through social media because you have no
budget for other marketing pathways... get
ready to fall into a trap. This is especially
relevant to businesses that sell B2B products
and services.
Your business will end up in a sea of other micro
businesses that have no budget, and amongst a
bunch of random people that have no capacity
or need for your products and services. It’s all
too common to see micro business operators
amass a social media following that consists
of other micro businesses, friends and family,
and other entities that can not be converted to
clientele. It’s an all-to-common social media
marketing scenario: a big crowd and no sales.
The answer to this is simple. When it comes
to the B2B environment, a general principle is
that successful business operators that have
the capacity to pay for products and services
use dedicated channels for finding things

they need. For example, they may subscribe
to an e-newsletter from a company they are
interested in, they may exploit face-to-face
business networking opportunities, or they may
simply search online for products and services
they need. They definitely don’t sift through
social media groups to find new suppliers.
Opportunity for businesses
There are some opportunities for social media
marketing if your business is in a B2C sector.
Campaigns have to be very well designed
and targeted. You will most likely need to
pay for exposure, just like with any other
marketing tool. Your business needs to have
a sophisticated system for converting interest
– i.e. a well designed shopping cart that sells
products. A key point is that in order to make
sales through social media in this environment,
your business already needs to have a sound
business model and tools.

in this regard.
Conclusion
Let’s keep social media for what it was meant
to be. Communicating with friends and
family.
[1] https://www.mckinsey.com/business-functions/
marketing-and-sales/our-insights/why-marketersshould-keep-sending-you-emails

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

Another use for social media is to keep in touch
with your existing clients. However, a wellcrafted e-newsletter sent out on a regular basis
will likely be superior to social media presence

Invitation
Bella Vista Business Alliance

Coffee Morning
2 July 2019

Complimentary Networking and Information Session
2 July, 10.00 - 11.30am
Amway Australia Bella Vista
7-9 Irvine Pl, Bella Vista NSW 2153
Register at www.businessalliance.com.au
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Order Online and Get FREE Delivery *
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:

10,000

$820

$998

$588

$785

$550

$720

15,000

$983

$1130

$752

$866

$683

$740

20,000

$1220

$1380

$860

$1010

$785

$850

booklets
calendars
posters
notepads

*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

bizinetprinting@bizinetprinting.com.au

www.bizinetprinting.com.au

Printing
1300 889 132
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ACCOUNTING

CHARITY
Thorndale Foundation
02 9912 7800
47-49 Rance Road
Werrington NSW
www.thorndale.com.au

Bright Accounting and Taxation
02 7200 2547
Suite 6/208, Level 2, Library Building,
29 Main St, Rouse Hill NSW 2155
www.brighttax.com.au
Essentia Partners
02 9843 0999
418/4 Columbia Court
Baulkham Hills NSW 2153
www.essentiapartners.com.au

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
ECONOMIC DEVELOPMENT

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

Regional Development Australia
0413 834 098
PO Box K11
Haymarket NSW 1240
www.rdasydney.org.au

ASSET MANAGEMENT

GOLF CLUBS

itemise
0431 978 138
Asset inspection and monitoring
asset management, insurance claims
www.itemise.com.au

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

BANKING

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

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

BUSINESS SUPPORT

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

Katz Recruitment
0405 499 228
We specialise in recruiting permanent
and fixed term contract vacancies
www.katzrecruitment.com.au
INSOLVENCY

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

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

IT

www.foundationalbusinesscentre.com.au

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

CAFES

MECHANICS
Hills Wheels, Tyres and Mechanical
0422 399 999
114 Oakes Rd,
Winston Hills NSW 2153
admin@allwheels.com.au
PETS
Kellyville Pets
02 9629 3282
1-15 Millcroft Way,
Beaumont Hills NSW 2155
www.kellyvillepets.com.au
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

TRAVEL
Travel Associates - Rouse Hill
02 8883 2833
GR046 Market Ln,
Rouse Hill NSW 2155
www.travelassociates.com
VENUES

JEWELLERS

Arthur Street Cafe
02 9639 2255
26 Arthur St,
Baulkham Hills NSW 2153
f: arthurstreetcafebaulkhamhills
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Etienne Lawyers
02 8845 2400
Level 57 MLC Centre,
19-29 Martin Place Sydney NSW
www.etiennelawyers.com

The Cooks Workshop
0414 994 530
28/276-278 New Line Rd
Dural NSW 2158

The Hills Shire Council
02 9843 0324
Administration Centre, 3 Columbia
Court Baulkham Hills NSW 2153
www.thehills.nsw.gov.au
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Underwood Jewellers
02 9689 1022
28 Phillip Street
Parramatta NSW 2150
www.uj.com.au

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

& GET INDUSTRY

PRICES
1300 889 132

o4

ORDER ONLINE

up
t

PRINTING

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
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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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Macquarie Business Park +
Lane Cove West
$480 + GST per run

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

1300 889 132

