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Introducing  
Our Contributors

Peter Raptis 

In 2017, Peter joined LMW 
as Director of Prestige in 
NSW. Since commencing his 
career in the late 1980s, Peter 
has gained a wide range of 
valuation experience including: 
Prestige residential, Office 
Retail, Industrial and Property 
development.

A recognised expert in property 
development and valuation, 
Peter has lectured for over 25 
years to well over 2,000 students 
at educational establishments 
such as the University of 
Technology Sydney, the 
University of NSW and TAFE.

Peter Raptis
p | 0407 217 033
www.lmw.com.au

Bruce Gleeson

Bruce Gleeson is a Registered 
Liquidator and Registered 
Bankruptcy Trustee with 
approximately 20 years 
experience in assisting SMEs 
and individuals in financial 
crisis. He is a Director of Jones 
Partners Chartered Accountants. 

As an Insolvency Practitioner 
he believes it is vital that 
stakeholders (particularly 
directors and individuals) get 
the right advice from qualified 
professionals on the options 
available to them. Bruce is 
passionate to ensure that 
directors / individuals throughout 
the Greater Western Sydney 
area have access to quality 
advice and solutions.

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

Andy Sephton

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

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.

Andy Sephton
p |  0481 863 523
theconsultantscommunity.com.au
theconsultantscommunity.bizinet.net.au

Paul Sweeney

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

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

Paul Sweeney
p |  02  9135 8450
pretiumsolutions.com.au
pretiumsolutions.bizinet.net.au
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PROUDLY PRESENTED BY      BIZINET

Elections, Promises and Regrets

More than likely, many real estate agents across Australia breathed 
a sigh of relief late on Federal Election night, 18 May. Regardless 
of one’s political leaning or preference, any new taxes, particular 
property related ones, never bode well for the property market.

Changes to negative gearing, capital gains tax, franking credits and 
a possible death duty on property would no doubt have already 
affected the declining property markets across Australia. As bold as 
these announcements were, Australians never like significant change 
or new taxes. In 1993 opposition leader Dr. John Hewson found out 
the hard way when he tried to introduce a Goods and Services Tax 
and “lost the unlosable election”. 

In recent times the opposition treasurer Chris Bowen suffered in a 
similar way when he regrettably uttered the words of, “if you don’t like 
our policies, don’t vote for us”; and Australian took him up on the offer. 

For many businesses, individuals and of course the property market, 
they now feel it is “business as usual”. There was so much conjecture 
as to what the impact would be from these new measures on the 
property market. Now, the discussion is over and a degree of certainty 
for many prevails. That said, there are still difficult times ahead for 
Australia’s economy and property market. In a strange sense, Scott 
Morrison has done the easy bit and won the election, now his 
government needs to steer the economy through troubled waters.

Talk to anyone in business and most will say the same thing, “it’s 
quiet”. Few businesses are basking in strong conditions. Retail 
spending is weak, and the construction industry is in decline. 

With a trade war between China and the United States, and threats 
of war in the Persian Gulf, it is likely that individuals and companies 
will adopt a very cautious approach. It’s simple, markets like certainty, 
not uncertainty.

Property Markets – There’s No Free Lunch

Residential property markets across Australia have been in the 
doldrums for a good 12-18 months.  According to Corelogic, Sydney 
has suffered the most over the past 12-month period.

Source: Corelogic

Of all the measurements across the 5 Capital Cities, there was only 
one measurement above 0%. Buyers to a large degree have deserted 
the property market, mainly believing better buying opportunities lay 
ahead and not now whilst others have hit their affordability peaks.

The table below is based upon data from the Australian Bureau of 
Statistics (ABS) that reflects the numbers of properties sold in Sydney. 
Detached Dwellings are e.g. Houses, Terraces, Semi Detached 
Dwellings whilst Attached Dwellings include Apartments, Villas and 
Townhouses. The decline in volumes is driven by a variety of factors that 
have combined to create the lowest level of sales since March 2012. 

Some of the contributing factors include, tighter lending controls, 
reduced foreign investment, up until recently rising interest rates, a 
sharp rise in house prices which has made buying unaffordable for many. 

by Peter Raptis, 
Certified Practising Valuer, LMW

THE DARK SIDE
OF THE BOOM –
With Gain Comes Pain
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Source: Australia Bureau of Statistics.

After an extended boom period in Sydney from 2013 to mid-2017, the 
market has fatigued itself. This not an unusual occurrence as sharp 
rises in house prices result in high levels of debt.

In December 2008, the Median House Price in Sydney was $468,000 
according to the Australian Bureau of Statistics. In June 2017 it was 
$1,050,000 and in December 2018 the Median House Price was 
$910,000. 

Strangely the focus on the 13% decline from June 2017 to December 
2018 completely ignores the 124% increase in 8.5 years from 
December 2008 to June 2017. It is reminiscent of that famous line 
from the Charles Dickens novel Oliver Twist, “Please Sir, I want some 
more”.

Whilst it’s a concern if you have highly geared property, according to 
the ABS, about 30% of Australian households are in fact debt free. 
Further, about 80% of those with debt have mortgages less than 80% 
of the value of their property. Of those 80%, a large proportion have 
debt levels well below the 80% gearing level. 

Somewhere between 98%-99.5% of borrowers pay their mortgage 
repayments each and every month without missing a payment. 

Whilst interest rates are a key consideration for many, a factor often 
pushed into the background is the unemployment rate. Even with 
interest rate rises, most borrowers are able to meet their repayments 
because of the key factor of employment. Typically, but not always, 
interest rates go up when the economy is performing well, this is often 
in an environment when business are doing well, and employment 
demands are high. With the advent of prudent lending, loan 
serviceability is not based upon the actual passing rate of interest 
but factors in a number of rate rises. This is how lenders stress test a 
borrowers capacity to repay loan.

Of course, there is a delicate balancing act by any government to 
manage interest rates and unemployment levels. Unfortunately, they 
don’t always make the appropriate adjustments.

Source: Australia Bureau of Statistics.

The ABS National Unemployment Rate, whilst having increased from 
5.1% to 5.2% from March 2019 to April 2019 is still considerably below 
levels over the past 5 years. The ongoing monitoring of this economic 
measure is considered more relevant in the current climate than 
interest rate movements. A further measurement of the deterioration 

BIZINET MARKET UPDATE

Volume of Transfers 
by Quarter - Sydney
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of the residential property market is the level of discounting by 
vendors from the asking price of a property and time on the market, 
measured in days. According to Corelogic the following has occurred:

Source: Corelogic

That said for Sydney, spare a thought for other capital cities such as 
Brisbane with a curent time on the market of 71 days for houses and 
76 days for apartments. Perth is currently 82 days for houses and 86 
days for apartments. Vendor price discounting in Perth for apartment 
is -10.3% but the record goes to Darwin -13.7% for apartments. On 
the positive side, Hobart holds the lowest time on the market with 
38 days for houses and the lowest vendor price discounting is in 
Canberra at -4.0%. At least the politicians in Canberra are looking 
after the local market.

According to Corelogic research, auction clearance rates appear to 
be stable from 12 months ago. With any form of statistics, careful 
interpretation is advised. For example, in Sydney it would appear that 
auction clearance rates are higher than 12 months ago. This could 
be interpreted as a rebounding market; but is it? The reality is that 
in a soft market, many real estate agents advise against auction or 
withdraw properties from auctions unless they consider very strong 
demand exists for a particular property. 

Consider the number of properties auctioned in 2018 and exactly 1 year 
later. There has been a significant reduction nationally and in Sydney. 
Whilst auction clearance rates are a headline grabbing measurment, 
according to Corelogic research, about 85% of properties are sold by 
private treaty and not by auction.

Source: Corelogic 

The table below is based upon data from the ABS and represents 
the past 5 years. The data reflects the percentage change from one 
quarter to another. Highlighted are the negative quarters. 

Source: Australia Bureau of Statistics.

Sydney since June 2002, has never experienced 6 consecutive 
quarters of negative growth. The deterioration highlighted in the 
above table is in fact far worse than the period during the 2008 Global 
Finacial Crisis (GFC) period. 

Of the 5 major capital cities, Perth has been the worst performing 
market in the 5 year period. Of the 21 quarters in the above table, 
Perth experienced 12 quarters of negative growth and 3 quarters 
of 0.0% growth, leaving only 6 quarters of positive growth, with the 
highest being a modest 1.3%. in December 2017.

Adelaide has been the only Capital City to not record any negative 
growth. Other than growth of 3.7% in December 2013, the strongest 
growth since then has been a modest 1.8% in March 2017.

The Graph below is the annual growth per capital city from March 
2003 until December 2018. Between June 2012 to around June 2017, 
Sydney clearly enjoyed growth beyond that of the national average 
and other capital cities such as Melbourne. Since then Sydney has 
nosedived to be the worst performing capital city. This is not unsual 
for Sydney, it had a similar experience in June 2004 until about March 
2009, where it performed below the other capital cities but then began 
to quickly outperform most of the other cities.

PROUDLY PRESENTED BY      BIZINET
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Outlook – Where’s It All Going?

The truth is, it comes down to informed opinions and not facts. 
Opinions will be varied over the short term outlook i.e. 18-24 month 
period. If we categorically knew, there wouldn’t be so many property 
articles and authors offering opinions. We would all be discussing the 
same fact.

That said, it also depends on wether you are a believer of cycles and 
have faith that history does repeat or that markets are determined 
by differing circumstances. It was often claimed that property prices 
double every 7 years or that economic recessions occur every 10 
years, however they no longer appear to be true. Australia, thankfully, 
last had an economic recession in 1991. For most people under 45 
years of age, they have no idea what an economic recession is or 
means. For those above 45 years of age, they are always convinced 
that another one is always around the corner. 

Governments will always intervene, whether directly or indirectly via 
the central bank to stall any economic or property downturn. Such 
measures can include, reducing interest rates, reducing immigration, 
increasing infrastructure spending or as seen recently via APRA, 
loosening the regulatory requirements on lenders to stimulate 
borrowing. Politically, governments whether Federal or State, cannot 
afford recessions or prolonged downturns.  

As a keen observer of the current property markets and historic 
cycles, it is considered that most residential property markets in 
the next 6 months will either be at the bottom of the downturn or 
close to it. After that, it is likley that a period of very modest capital 
gain will follow for at least 2-3 years. Beyond that, if all bodes well 
economically, it likely prices will begin to rise well above the long term 
average growth rates. 

Of course, forecasts should be read with a degree of skeptisism. 
Why? Well, the future is never guaranteed. It always depends not just 
on dosmestic events such as political stability, government polices 
on numeous areas and business/consumer confidence, but on 
global events. How deep and serious wil the US and China trade war 
be? What does Brexit mean for Europe? Will one of history’s most 
controversial political leaders, Donald Trump, be re-elected? 

Ultimately whether you buy in a downturn or not, its more important to 
be dilligent about your process. Plenty have bought during a downturn 
but still paid too much. Sometimes, if you have to sell, you have to 
sell and deal with the market that prevails. Often events beyond our 
control determine when we buy and sell. 

That said, interesting times over the next 12 -18 months awaits in 
respect of global politics and events, domestic issues and property 
markets right around Australia. 

BIZINET MARKET UPDATE

5 Major Capital Cities in Australia Weighted Average House Prices Annual Growth
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According to March 2019 data, the annual 
inflation rate is running at 1.3% - well below 
the RBA target range of 2-3%. Also, with 
approximately 60% of our economic growth 
dependent on household spending, there is 
little doubt that any pullback by households is 
going to have an impact on economic growth 
and therefore inflation which in turn drives 
wage growth.

Have Aussie households lost their mojo?
During much of 2018 and 2019 we have been 
told repeatedly of the pullback in the property 
market and the negative wealth effect that this 
has on households. Households don’t feel as 
optimistic because their house/unit price has 
dropped. There has also been no shortage of 
reporting on the level of indebtedness of Aussie 
households compared to the rest of the world. 
Households run on confidence and therefore it 
shouldn’t be surprising that households have 
become increasingly wary of debt and that 
there has been a deleveraging of household 
balance sheets. Additionally, households were 
aware of the 2019 Federal Election in which 
almost all pollsters predicted a labour victory 
which was going to see some significant tax 
changes (ie the franking credits/retiree tax, 
limitation on negative gearing and reduction 
in CGT threshold) and this contributed to 
households taking a subdued position when 
it comes to spending. These factors might 
help explain part of the story, particularly over 
the past couple of years, but there are other 
takeaways to contemplate some of which 
are structural and challenging other Western 
economies.

What to make of credit card lending 
rates?
The annual growth of credit card debt is at a 
17-year low. Consumers are paying off their 
credit card debt by the due date and appear to 
be preferring to use debit cards and buy now 
pay later (“BNPL”) arrangements to manage 

their finances. Of course, there will always be 
troublesome credit card users – but the overall 
statistics are interesting to observe. 

How does the lack of growth in credit card debt 
correlate with bankruptcy numbers? We know 
that excessive credit card debt accounts for 
approximately 35% of Australian bankruptcies. 
Therefore, it is not surprising bankruptcy 
numbers have decreased given the decline 
indicated above. 

However, does the increasing use of debit 
cards or BNPL arrangements also represent a 
change in consumer behavior for the better? 
This should be closely monitored because there 
is potentially a very significant undercurrent that 
could create debt addiction of a different form. 
An ASIC review of BNPL arrangements in 2018 
revealed that 60% of BNPL users are in the 
18-34 age group and 40% of the users in this 
age bracket earn less than $40,000 per annum. 
The review also found that 1 in 6 users of BNPL 
arrangements had become overdrawn, delayed 
other bill payments or borrowed money so they 
could make their BNPL payments. 

One point to note is that most of the BNPL 
service providers are not legally required to 
undertake credit checks because they are not 
regulated under the National Credit Act which 
typically applies to credit providers because 
they charge interest. As BNPL service providers 
are only providing debt and have a different 
business model to credit card providers at 
present they are not subject to the above Act.

Most BNPL service providers make the 
significant bulk of their earnings (in most 
cases approximately 70%) from the fees that 
merchants pay them to have the service in-
store. The balance of their earnings related to 
missed payment fees and other fees – but not 
interest. 

Could BNPL arrangements impact the growth 
in credit card usage? Possibly, but I think 
that credit cards will still be used by many 
businesses and households where they want 
the ultimate flexibility that it provides. Of course, 
the rule of thumb with the use of any credit is 
that you should still be living within your means. 

• At the end of the day whether the 
purchasing decision occurs with the use 
of a credit card or a BNPL arrangement – 
debt is debt and still needs to be repaid. 
Note the ASIC review shows that some 
BNPL users are using other forms of debt 
to pay BNPL debts!!

• Also remember those in the 35-49 age 
bracket represent approximately 40% 
(the highest proportion) of the total annual 
bankruptcy numbers in Australia. Such 
statistic has not change materially over the 
past 10 years. 

• Excessive credit card usage/personal 
loans, loss of employment and relationship 
breakdown are the top three (3) causes of 
bankruptcy. 

Australian Bankruptcy Numbers 
at a 24-year low. Credit Card Lending 
at an 8-year low. Is this Good News?

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

Before we crack open the champagne, we need to put these statistics into perspective rather than 
looking at them in isolation – specifically let’s look at what appears to have been happening in the 
economy over the past few years to get a deeper sense of what might be in store down the track and 
what households and business owners should focus on. 

BUSINESS ADVICE
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• One would be misguided to think that 
the extreme period of lower bankruptcy 
numbers and lower credit card debt levels 
are welcome signs and that all is “rosy” 
and there is nothing else to consider. 
They are important, but only if other key 
indicators are also headed in the right 
direction. Presently, we appear to have       
stalling economic growth, flat wages 
growth (at a time where we are at/near full 
employment), interest rates are at historic 
lows and considerable geopolitical risks 
which could have an adverse impact on 
the economy.

• Households should continue to get their 
debt levels well under control (and this 
will mean something different for each 
household) particularly in a low interest 
rate environment. If you need help with 
your budgeting and related aspects 
there is some great information on www.
moneysmart.gov.au.

Will Aussie households regain their 
mojo?
Many households were already in a 
deleveraging mode before the outcome of the 
2019 Federal Election. Post the election result 
which saw the Coalition returned to power, 
there does appear to be a level of renewed 

confidence amongst households and business 
owners. However, it is too early to say whether 
this will be sustained over the next few quarters. 
I believe that Aussie households can regain 
their mojo and start spending again.  However, 
for it to be sustainable we need to start to see 
wage growth. The Federal Government and 
the RBA are acutely aware of this and one gets 
a sense that they will need to pull on certain 
monetary and fiscal policy levers during the 
course of this year to get households confident 
again.

Absent of external shocks arising from largely 
geopolitical risks (think trade wars) then I do 
believe that the Aussie household will regain 
its mojo. But it is delicately positioned. If 
economic growth stalls, then we may be in for 
a bumpy ride.

The record low bankruptcy and credit card 
debt numbers make great headlines, but there 
are many ways that households can get into 
too much debt. Sometimes this occurs through 
poor planning, not providing for tax liabilities, 
extravagance in living and sometimes just 
bloody bad luck – such as serious long-term 
medical condition coupled with a loss of 
employment.

There will always be data available for 

economic or other forms of analysis that 
will make for interesting headlines. Most 
households if they are anything like mine, are 
time poor!  So focus on what your household 
financial objectives are, regularly review them 
and don’t let yourself get too distracted by the 
noise. If you need to make changes, then there 
are lots of useful resources to assist. No matter 
what age you are, always continue to invest 
in yourself in getting better at what you do or 
learning another skill. 

However, if you find you are in a financial hard 
spot and you can’t see your way through, 
please contact me to get a clear direction and 
peace of mind about how to deal with it. 

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

BUSINESS ADVICE

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

Macquarie Park and surrounding regions

riversidechamber.com.au

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

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

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

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

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

services and much more. 

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

together on success. 
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However, do you know the answers to these 
questions:

1. What do you own, who else has an 
interest, and do you need to protect your 
title?

2. Who owns something you need or 
something that causes you grief?

3. What do you need to do to protect what 
you own?

4. How would your IP withstand a challenge 
of non use or that you are not the valid 
owner?

Knowing the answers to these questions about 
your IP will allow you to decide whether you 
are making the best possible use of your IP 
and budget for creating more. Unfortunately, 
many business do not know what IP they have 
or how to protect it. An IP Audit can identify 
strengths and weaknesses to maximise 
business opportunities and mitigate risks, 
thereby helping you to:

(a)   If you have an IP strategy; decide if it 
       aligned   with your overall business 
       strategy;

(b)   If you do not have an IP strategy; it will 
       give  you the information to devise an IP
       strategy to then decide if it aligned with 
       your overall business strategy.

Etienne Lawyers offers a wide range of IP audit 
services to commercialise your IP.

An IP Audit:

1. reveals the IP rights you currently have;
2. identifies IP rights that could and or should 

have; and
3. makes recommendations about 

commercialising the IP rights in the 
context of your business plan.

Who needs an IP Audit?

Potentially every business could benefit from 
an IP Audit. For example, a high-tech company 
will need to know what patent rights it has, 
what possible new patents it can obtain, and 
also will need to understand the value of their 
patent rights.

A company working in the creative industry may 
want to know what trade marks, registered or 
unregistered design rights and copyright they 
have to protect their brands and images.

Even professional services firms such as 
accountants could benefit from an IP Audit. 
They might want to know about the rights in 
their name and their websites, such as who 
owns the domain name and any photographs.

Etienne Lawyers IP Audit Stages

Stage 1
The Auditor will aim to find out as much as 
they can about the business. For instance, 
determining the commercial sectors it operate, 
its business plan and the features of the 
business that are important and unique with 
respect to the competition. 

This information is gathered in many different 
ways and differs for different clients, but can 
involve site visits, undertaking a comprehensive 
review of a business’s assets, reviews of 

products, manuals and marketing material, 
reviews of license agreements, searches of 
electronic databases such as patent and trade 
mark registries, or competitor analysis.

Stage 2
Identify and locate IP assets, and then assess 
the nature and scope of the IP to evaluate their 
benefits and allocate risks associated with the 
ownership or use of the relevant IP assets; in 
particular, it seeks to determine whether the 
relevant IP is free of encumbrances for its 
intended business use(s).

Stage 3
Identify potentially patentable inventions, 
registrable trade marks, or designs, dependent 
upon available information. Unregistered rights 
such as confidential information, branding, 
domain names, and unregistered design 
rights are also investigated. The Audit could 
identify trade secrets and copyright material 
such as databases, photographs and written 
material in the company websites and product/
promotional materials.

Stage 4
Identify problems in and barriers to the transfer, 
hypothecation or securitization of the IP assets 
under consideration.

Stage 5
Report on IP of the business. 

Specific recommendations to improve the 
business’s IP if needed.

Comment on commercialising the IP.

What recommendations might result 
from an IP Audit?

After completion of an IP Audit, specific 
recommendations to improve the company’s 
position could be provided.

Why You must have an 
IP Audit 

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

Every business has some intellectual property (IP). IP is at the centre of many businesses today. Apple, 
Microsoft, Disney and Procter and Gamble are examples of those at the ‘big end of town’ whose 
activities are IP focused. IP allows businesses to differentiate themselves from their competitors.  Both 
Coke and Pepsi manufacturer and sell a carbonated cola soft drink. What differentiates them are their 
IP.
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For example, the Audit may advise on the 
company’s use of non-disclosure agreements 
to make sure that confidential material is kept 
confidential. It may also advise on IP-related 
aspects of employment contracts, including 
internal contracts and those when engaging 
external contractors, to ensure that the 
company will not miss out on new IP that is 
created or commissioned. 

Significantly, new company procedures could 
be proposed which will ensure that maximum 
benefit can be obtained from the company’s IP. 
These procedures could include:

• Improving how know-how and other 
confidential information is captured and 
recorded.

• Identifying unregistered IP such as design 
rights and copyright; or trade marks where 
registration might need to be deferred until 
distinctiveness has been acquired through 
use.

• Ensuring evidence of use of the trade 
marks is captured and recorded, for proof 
of use in the event of non-use challenge or 
the need to rely upon mature registrations 
in proceedings brought against others.

• Identifying potentially registrable IP.
• Prioritisation and valuation of registrable 

and registered IP rights. The value of an 

IP right will depend on the company’s 
business plan.

• Infringement clearance procedures. Will 
the launch of a new product or brand 
infringe any third party rights? Can 
anything be done to “clear the path” 
because of existing rights?

• Publication clearance procedures. 
Ensuring that potential IP rights are not 
lost by inadvertent disclosure.

• Maintaining up to date proprietor, licensee 
and contact details for registered IPRs, 
including domain names.

• Marking of products, services and 
literature with application and registration 
numbers and using ™ or ® or © 
symbols as appropriate to the country of 
registration; or using the © appropriately 
for copyright works.

• Ensuring that IP rights and strategies are 
reviewed regularly.

• Making staff more aware of IP in general 
and the company’s IP assets and strategy 
in particular.

How do you get an IP Audit, and what do 
they cost?

All businesses can benefit from an IP Audit. If 
you are in doubt as to the benefits of conducting 
an Audit for your own business, contact us for 

further information. We can also discuss the 
type of Audit you require and tailor it to your 
specific requirements.

The cost of an IP Audit will depend on the size 
and type of the company in question and upon 
the required depth and purpose of the Audit. 
For SMEs (less than 100 to 20 employees) 
who need to control costs, we provide a fixed 
fee Audit for $4400. For businesses with 20 or 
fewer employees we provide a fixed fee Audit 
for $2200.  For that price we produce a report 
that assesses existing rights as identified 
above, including our recommendations for 
commercialising your IP. This could also include 
a face-to-face meeting afterwards to discuss 
the report and explore recommendations. 

To protect your IP call Etienne Lawyers now. 

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

C2/3 Burbank Place, 
Norwest Business Park
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Taxation is mandatory. It is a requirement at the 
end of each year. Every business must submit 
an income tax return. Many business owners 
are focused on solving the problem of “how 
can I pay less tax”, “how can I increase my 
deductions?” or, “is there a way I can reduce 
my income?”

It is the right of every business owner to 
structure their business affairs to legitimately 
minimise taxation. And from time to time there 
exist certain tax concessions, government 
grants and concessions that will be to your 
advantage by reducing your tax burden, 
without you reducing your profit. But, focusing 
on tax can be a dangerous preoccupation.

Instead increase your wealth by maximising 
after tax profit. That is, maximising the amount 
of profit you have left at your disposal after you 
have paid all taxes. After tax profit is increased 
by operating your business more efficiently, 
making more profitable sales and by generally 
increasing revenue from sales.

Tax is merely the outcome. Tax is a percentage 
of profit. The higher your profit, the higher your 
tax. The opposite is also true. The lower your 
profit, the lower your tax.

So, the easiest tax minimisation strategy is to 
make less profit. To pay no tax you need to 
make no profit or make a loss.

Running a business to make no profit, or to 
operate at a loss is completely at odds with 
why people start businesses.

Nobody starts a business with the intention 
of making a loss. Every person who has ever 
owned a business would agree that making a 
loss is not a desirable goal. Your goal is to make 
profit. And not just a profit, but the amount of 
profit you need from your business so that you 
have the capacity and freedom to enjoy those 
things in life that are most important to you.

Instead of focusing on how to reduce tax you 
need to focus on how to increase your after-tax 
profit.

How to increase profits for small business? 
Here are 7 actions you can take now to start 
increasing your next year’s profit.

1. Find out which customers really are 
profitable - you may be surprised!
There are some important questions to ask of 
your customers:

• How much profit do you make from each 
customer? 

• When was the last time you looked at 
how much profit you make from each 
customer?

Review how profitable each of your customers 
are and change the price or reduce the extras 
so that you do make a profit.

2. Be more consistent in delivery
Create a sales and delivery process that is 
documented, standardised and repeatable is 
to create efficiency: delivering the sales in the 
same way, at the same quality and for the same 
cost each time.

When you do this, you reduce the cost of supply 
as well as the incidence of errors, mistakes and 
reworks, and you make more profit.

3. Review your pricing
When was the last time you increased your 
prices? Stop absorbing price increases from 
suppliers and increasing wage demands. 
When you absorb these increases, your profit 
falls. Sure, you may lose some customers 
when you increase prices; but these are often 
the unprofitable customers.

4. Improve your marketing strategy
Why are your competitors increasing their 
market share at your expense? Because they 
are marketing the benefits of their products, 
ensuring repeat sales from existing customers 
and attracting new customers.

Businesses that incorporate a well-defined 
marketing strategy into their whole business 
plan are more profitable. 

5. Evolve by introducing new products 
or services
Few companies can survive without changing 
and introducing new products over time. 
Those that don’t evolve either have a unique 
and durable product or they are no longer in 
existence. 

6. Create recurring revenue streams
Sales are a necessary part of creating profit. 
Recurring sales help establish predictable 
and steady profits. Creating quality sources 
of recurring revenue such as memberships, 
licenses, maintenance and more can help 
businesses sustain and remain profitable for 
the long term. 

7. Eliminate unnecessary expenses
Review you current spending, cancel 
unnecessary subscriptions, and eliminate 
spending that is not essential or does not add 
value to your processes.

The seven ways to increase profits are quite 
simple. The hard part is making it happen. 
Many businesses fail to progress because they 
don’t know where to make changes or how 
to start. Alternatively, they commit to 10-20 
actions and try to solve all of them and do a 
lousy job. 

The best way to overcome this is to get advice 
from an experienced business advisor. We 
help business owners create high-performing 
businesses by working on the focus, the 
plans, the actions and the implementation. We 
suggest you start by focusing on your three 
most important actions.

We keep you accountable and focused on the 
actions you need to take to create positive 
change so that your business continues to 
grow profitably. 

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

BUSINESS ADVICE
Paul Sweeney, 
Managing Director, 
Pretium Solutions 

To ensure you have a more profitable business you need to stop the focus from being on taxation.

Why Your Business Needs 
to Focus on Profit and Not 
Taxation
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Order Online and Get FREE Delivery *

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

1300 889 132

Quantity
A4 A5 DL Business cards

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

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

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

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

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

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

calendars
posters

notepads

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

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

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

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

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

Artwork is not included.
* FREE Delivery to 

Sydney Metro

Printing
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The program is a win for small business owners 
in The Hills, presenting a transformational 
approach to customer experience and job 
creation.

On average Easy to do Business has helped 
cafés open up to two months faster, a 
restaurant up to four months faster, or a small 
bar up to 6 months faster. 

This joint initiative of the Office of the NSW 
Small Business Commissioner, Service NSW 
and Better Regulation and brings all 3 levels of 
government together to streamline the process 
of government licensing and approvals for 
small businesses.

Benefits of the program 

Easy To Do Business provides customers with 
all the regulatory information they need in one 
location through Business Concierge, How-to 
Guides and the Online Dashboard features. 

The Business Concierge feature of the program 
provides free, personalised support and step-
by-step guidance to small business owners in 
all industries over the phone and via email. 

As a result of The Hills Shire Council joining the 
Easy To Do Business Program, small business 
owners in The Hills also have the option to 
lodge a Development Application through 
Business Concierge.

The Business Concierge will then work with the 
small business owner and council to get the DA 
lodgement ready. 

Other services the Business Concierge can 
offer include help with registering for GST or 
an ABN, applying for a small business grant 
and reviewing a range of applications such as 
construction certificate, outdoor dining, on-
premise liquor license and much more. 

The Online Dashboard gives customers the 
opportunity to track their business progress 
and see what steps they need to take next. 

This feature is available for café, restaurant 
and small bar owners, as well as tradies 
and builders, and allows them to create a 
personalised dashboard with direct links to the 
regulations, permits, licences, and certifications 
required to open, run or grow a small business.

How-to guides are also available for café, 
restaurant and small bar owners, tradies, 
builders, road freight, clothing retail and print 
services. 

Development Applications – when do 
you need one?

Are you about to buy a business property 
or sign a lease? Perhaps you’re moving to a 
new premises? You may need to check with 
Council to find out if what you’re planning to 
do is allowable.

You may need to submit a Development 
Application (DA) to Council before you build 
something new, change the way a premises is 
used, demolish a building, install advertising or 

make alterations.

Understanding when a DA is needed

How do you know whether or not you will 
need to submit a DA? Is what you’re planning 
to do considered an ‘exempt’ or ‘complying’ 
development?

A wealth of information can be found on 
Council’s website at www.thehills.nsw.gov.au 
under the ‘Building’ tab – particularly in the 
‘Development Approvals’ section. 

But perhaps the most efficient way to 
understand what’s involved in changing or 
relocating your business is to talk to one of 
Council’s Duty Planners first.

Understanding the process and sorting out any 
potential issues up front will help to smooth 
the way if you find you do need to submit a 
Development Application.

Making Business Easier  

BUSINESS ADVICE

The Hills Shire Council has partnered with Service NSW to facilitate the Easy to Do Business Program 
which aims to make NSW the easiest place to do business.
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Duty Planners are here to help 

Development Applications may be needed to 
assess your plans and information, inspect 
your property and determine whether your 
proposal is appropriate.

Council can ensure that your proposal:

• Is a permissible and appropriate use of the 
site according to its zoning;

• Complies with the provisions of the 
Environmental Planning and Assessment 
Act 1979;

• Complies with the land-use activity;
• Complies with any Development Control 

Plans applicable;
• Has no detrimental visual impact upon a 

locality;
• Has no adverse impact upon occupants of 

adjacent properties.

Discussing your plans and ideas with a 
Duty Planner, or organising a Development 
Application pre-lodgement meeting, can help 

to clarify what you need to do, or save you from 
spending hours on something you don’t need 
to do. 

Make an appointment

Duty Planners specialise in understanding 
when a Development Application is needed. 
To make the appointment, simply call Council’s 
Customer Service Centre on 9843 0555 and 
ask to speak with the Duty Planner. 

If you do need to submit a Development 
Application, the Duty Planner will arrange 
to meet with you before you lodge your 
application (called a pre-lodgement meeting), 
and work through any issues before you begin.

Tracking your application

Council offers a ‘DA tracking’ online tool that 
allows you to track your application through 
each step.

You can find this by visiting Council’s 

website www.thehills.nsw.gov.au, selecting 
the ‘Building and Planning’ and clicking on 
Application Tracking. The system allows you to 
see exactly where your DA is up to, view and 
download documents and is available 24/7. 

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

BUSINESS ADVICE
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The world is a complicated place and we 
can often get lost in the chaos. This is true 
for all of us, but it is especially true for small 
business owners. We often get so caught up 
in running our businesses we forget the basics; 
we overlook the obvious and we focus on the 
wrong things.

Who, What and How?
When I started my first business, I focused on 
three key areas, who I was a business, what I 
was selling and how people could buy it from 
me. Now you might think this over simplistic 
but look at most small business websites and 
you will find these elements are often nowhere 
to be found.

Who you are as a business?
You need to make sure your brand tells your 
story when people look at your website or your 
social media. Tell people why you do what you 
do, and it will help them to understand why 
you are the right fit for them. Your story is an 
important part of your marketing mix so make 
sure you are telling it right.

What do you sell?
If you are in business this means you are selling 
something. The issue is that people don’t want 
to buy something. They want to buy a solution 
to their problems, and they want to feel that 
you know what that is. If you have a product-
based business, then I am sure you get this. If 
you run a service-based business, you might 
be wondering if this even applies to you. Well 
I can tell you that it does. Whatever you are 
selling you need to look at productizing it. 

People want to buy things that have a 
measurable impact so, for example, telling 
a business you can help their sales team 
be better won’t cut it. Offering a series of 6 
1-hour workshops what will help increase the 
conversion rate of their sales team by 100% 
over a 6-week period is an entirely different 

matter. If you can’t articulate what you sell in a 
way that people can see it as product, then it is 
really hard for people to buy it from you.

How can I buy it from you?
If you are selling something you know what you 
need to sell it for to stay in business. If we were 
to sit down over a coffee and talk about our 
businesses, could you tell me what you sell and 
what it will cost me to use your services? If your 
website tells people about what you offer and 
what it costs, people will know this information 
without having to meet you. This means there 
are no surprises. Your customer won’t look 
at you like you are a crazy person when you 
tell them what your services will cost because 
they knew that as soon as they looked at your 
website. They won’t be surprised when you 
outline what you can do for them as it is the 
same as the services offered on your website 
and by clearly stating all of this it is clear how 
people can buy from you.

Many businesses feel a need to keep their 
prices secret in case competitors see what 
they are planning, or they don’t want to 
disclose full details of what they do just in case 
a client wants something else. The key here is 

to remember that as a small business you don’t 
do everything, you are a specialist. Be proud 
of what you do and shout it from the rooftops. 
You also know what your services are worth, 
so tell people. If you are only selling on price, 
you are not going to last long. Deliver a service 
you are proud of at a price you know is fair, it 
is that simple.

The Coffee Shop Methodology
Still not convinced? Next time you pop out 
for a coffee take a closer look at the café you 
choose. As a business it is surrounded by 
competitors, you probably passed one or two 
on your way there. A full list of what they sell, the 
main ingredients involved, and their prices are 
more than likely listed on a menu out the front 
or on a board behind the counter. Specials are 
promoted on blackboards and all of this can 
be seen by anyone, customer or competitor, as 
they walk past.

The reason that this approach is so good is 
that people know what they can order and 
how much it will cost before they sit down. 
This might mean some people walk past but 
pretty much anyone who sits down becomes 
a customer.

Imagine if everyone who sat down with you 
became a customer? If you get the basics 
right, there is no reason that this can’t be the 
case. If we all focused on the basics a little 
more, the more complicated stuff wouldn't 
seem so scary.  

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

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

Running your own business can be stressful, complicated and overwhelming but it can also be 
exhilarating, rewarding and fulfilling. The key is to focus on the basics and build a strong foundation 
to grow your business from. If running your business seems too complicated, then you might just be 
looking at it the wrong way, so why not try keeping it simple?

Keep It Simple Small 
Business
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Solve this if you are a business genius!

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:

You Idea Time Your Business

Customers

Profits

Did you know that 60% of small businesses will 

close within their first 3 years?*

https://thecc.app/genius

www.theconsultantscommunity.com.au

*according to the Australian Bureau of Statistics 
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Firstly, a quick overview. Over eight weeks, 
we took sixteen families from across Australia 
and New Zealand and set them a range of fun 
and engaging challenges recording each for 
the tv show. Each week four teams competed 
over three very different challenges testing 
out teamwork, adaptability, cohesion and 
resilience. The two teams that performed the 
best went through to the semi-finals, leading to 
a final where one team won the overall title and 
$25,000.  

Before the program started all team members 
undertook a diagnostic to get a reading on 
their emotional agility, resilience and leadership 
(EARL). This was measured at the end of the 
program too. Throughout the program, the 
families had no idea what challenges they 
would be facing so making it difficult to plan.

Teams and their individual members have an 
option: take on a performance improvement 
mindset (PIMS) (which leads to a Winning 
Mind) or focus attention and time on frustration 
and disappointment (FAND). The families who 
performed really well throughout, had all their 
team members buying into a PIMS.

The Challenges
In the first challenge of episode one, (Don’t 
Spill the Beans) teams were thrown into an 
intense competitive environment straight away. 
When facing such conditions, we typically go 
hard and fast. However, teams that did well, 
took a more measured approach, played for 
consistency from beginning to end, with every 
individual contributing sharing their growing 
knowledge on how the challenge worked as 
they played.

The second challenge (Wheelie Far) was a 
great leveller. Not one team member had 
any more knowledge than the other. In these 
conditions, it can be risky to assume that the 
“usual” team leader should take the leadership 
role. Gaining understanding who was good 
at what and agreeing a solid role delineation 
delivered teams a better result. i.e. Understand 
and play to your strengths.

In the final challenge, (Veladrone) team 
members had to be calm under pressure and 
focus attention on the task at hand, almost like 
the penalty shoot-out. Those individuals who 
were able to put their anxiety behind them even 
when they were out of their comfort zone did 
very well.

As a final observation, those teams that could 
see the funny side of mistakes made, discuss 
them and embrace them without personal 
judgement began to emerge as strong teams 
with togetherness and cohesion growing 
throughout the series. A significant focus of 
work I undertake in elite sport.

In Summary 
Successful teams are those who:

- Consist of Individuals who have a PIMS
- EARL scores improve when a PIMS 
   approach  is taken
- Consistent and Measured approach 
- Collaborate and knowledge share effectively
- Understand each other and play to strengths  
  as a collective
- Have individuals who are able to put fear  
   behind them, even when pushed outside 
   their comfort zones
- Can openly discuss and reflect on mistakes  
   and embrace them to emerge as a stronger  
   and more cohesive team
- Celebrate success and acknowledge  
   contribution
- Enjoy the experience

Whilst the above is a simplified view of what 
makes one team better than another, there are 
tools and techniques I have used in my clinical 
work in elite sport, business, education and in 
the TV series which are common to all those 
groups, and the findings suggest that the 
above principles play a significant role. 

Pic(l-r): On location at XVenture Family Challenge. 
Credit: XVenture; Sydney FC Champions 2019. 
Credit: C. Laundry; Mike with EPL Player and 
Socceroo, Maty Ryan

LEADERSHIP
Hon. Prof. Mike Conway, 
CEO & Founder XVenture, Emotional Agility, Resilience and 
Mind Coach Sydney FC and Caltex Socceroos

Perhaps surprising for some, there are many parallels in the work I have been undertaking with elite 
sports teams and individuals, particularly with Sydney FC and at the Australian National Soccer Team; 
and the families who have just participated in the XVenture Family Challenge TV Series (recently on 
network 10 in Australia and Three in New Zealand). 

Creating Winning Minds with 
EARL and PIMS

 EARL MODEL
FOR ELITE PERFORMANCE IN SPORT & BUSINESS

C

PIMS
FAND

C XVenture 2018
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THE COMPLETE TOOLKIT TO DELIVER YOUR OWN 
WORLD CLASS TEAM & LEADERSHIP PROGRAM

Exclusive leadership interviews & insights
Recommended program structures & run plans
Experiential challenges
Articles & extensive media library 
EARL Diagnostic
A cost effective solution for any organisation

IN A BOX

WWW.XVENTUREINABOX.COM
P +61 2 9922 1622

“It’s a fantastic resource which provides a step-by-step guide for facilitators to create and deliver a tailored 
team development program. We put together a one-day XVenture program for our team of 24 Facilities 

Managers & General Managers using XVenture in a Box. The videos, articles and challenges integrate 
seamlessly with the suggested run plan. It would be perfect for any type of organization.”

Amy Wild 
General Manager – People and Culture, Investa

XVenture 2019c

FROM THE CREATORS OF THE XVENTURE TV SERIES AND THE EARL & 
MIND COACH TO ELITE ATHLETES, TEAMS & ORGANISATIONS

CREATING WINNING MINDS
SA SM ME SS R L
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There are several methods used in the 
design of jewellery. It was not long ago where 
everything was produced on a workbench, 
hand crafted, step by step. It was unusual 
for one craftsman to be an expert through 
every step of manufacturing. Workshops 
typically included a team of skilled craftsmen 
who were specialists in their areas. Repair 
jewellers specialized in correcting, adding 
to and adjusting precious jewellery from the 
most simple, to the most intricate pieces. 
A slight error such as putting more heat on 
an item than planned, an unsteady hand, a 
momentary loss of concentration – all can be 
disastrous and even result in personal injury. 
Quick, detailed and fastidious repair jewellers 

were and still are worth their weight in gold.

Making an item from scratch is a truly creative 
art form. It is a little like singing a song. Anyone 
can sing but singing well has to do with quite 
a number of factors including:

• being well trained, experienced and 
highly skilled

• delivering with a personal, appealing 
style – not just a good copy

• reflecting genuine emotion through the 
art form

The great jewellery masters have a passion 
and love for their craft. That ‘Something 

Special’ sparkles through every piece. We 
hear our Master Jeweller checking his work 
as he holds it up to the light, asking himself 
“Is it coming along well enough to give to 
mum?”. He puts his head down again and 
continues to perfect the piece, coaching 
himself through hours of minute adjustments, 
until his standard is met.

Once his part is done it is handed over to our 
setter – a specialist in setting gemstones into 
jewellery. This area of expertise is often broken 
out into multiple specialists for different types 
of setting. Setting diamonds into a channel 
is quite different than setting them with little 
beads that hold them in place. Great skill 

The Art of Crafting Jewellery Lives On
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comes with singular focus, many years of 
practice and relentless attention to achieving 
perfection. 

Our engraving specialist may play a part as 
well. He engraves all day – every day. That is all 
he does. Our gemstone cutter also focusses 
on one area. Every gemstone is different. How 
to capture and bring to life the beauty and 
potential of a gemstone requires a good deal 
of experience and skill. These specialists are 
the people who are the best at what they do.

Back to the Master Jeweller goes the work in 
progress to check it, make minor adjustments 
and assess the overall piece. The Repair 
Jeweller then begins the finishing work with 
cleaning, polishing and detailing. The Master 
Jeweller does the final ‘good enough for mum’ 
check. Then the item is given another rinse, is 
steamed and passed to the next stage in the 
process of quality control.

In contrast, many retail Jewellery businesses 
today provide CAD services to design custom 
Jewellery or can order an item to be custom 
made using this technology. Computer aided 
design programs make minute detail and 
accuracy possible. It remains though that 
the creative talent and technical skill of the 
designer determines the quality and overall 
result, whatever form of manufacturing is 
undertaken. Lovely looking designs that can 
be seen on Pinterest and Instagram may not 
always be practical to manufacture. Structure, 
strength and stability are essential features of 
Jewellery with longevity. These are factors 
that skilled jewellers understand, making 
them effective guides in the design process.
A changing world has the traditional work 
bench combining technology, design and 
manufacturing expertise and hand crafting 
services to produce beautifully made lifetime 
treasures. A gift of jewellery is something very 
special that will have meaning and hold value 
for a lifetime and more. It is worth keeping 

the highest standard benchmark in mind 
when you are making your choice – is it good 
enough for mum and would I be proud to give 
it to her. 

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

underwoodjewellersaustralia.com.au
UnderwoodJewellers
underwoodjewellersaustralia

BIZINET LIFESTYLE
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Starting up a business isn’t easy. While there 
are many inherent advantages to it, i.e. having 
the flexibility of being your own boss, there are 
many factors that need to be taken into careful 
consideration to ensure you get the balance 
right. Why did you want your own business 
in the first place? If you’re not fulfilling those 
requirements, then you’re spending too much 
time working in it. You need to start leading and 
not just doing. Delegation is key!  And all the 
while remembering your Why.   

Half the battle is hiring the right people; people 
you feel comfortable delegating to, and the 
other half is creating effective work processes, 
so the business isn’t reliant on just one person 
– you! Delegating will allow you to concentrate 
on the strategy and long-term goals of the 
business. 

What are the priorities? 
With any small business, you tend to find 
employees wear many hats – and the same 
goes for the boss. Work out what the priorities 
are and ensure open lines of communication 
between all staff members, so everyone 
understands the vision for the business and 
the part they play. 

Processes 
Look at your processes – could they be made 
more efficient?  Are there areas of the business 
that could be automated?  Do your research 
and see what technology is out there that could 
help you and the business – what tasks could 
be eliminated or further delegated?  

Succession planning
Attracting high-quality employees who are 
well trained, looked after and rewarded for 
their work, will go some way to retaining them.  
When it comes to recruiting, it pays to think 
about how they might fit into your succession 
plans – what plans do you already have in 
place? You may not yet have any idea or think 
it’s too far in the future to think about but having 
some sort of plan will help you to formalise your 

long-term goals for the business.  It will also 
help when it comes to hiring quality people.
 
It doesn’t mean you’re passing the buck or 
relinquishing your responsibilities, far from it.  
Learning to build a business with a supporting 
team will create success and satisfaction; a 
business that will continue to operate in your 
absence and might just allow you to enjoy 
the fruits of your labour occasionally, without 
having to constantly be the driving force! 

For more business tips and to find out how you 
can get Bartercard working for your business so 
you can spend more time on it concentrating on 
the things that matter the most, visit bartercard.
com.au or call 1300 BARTER.    

Bartercard is a business marketplace where 
thousands of cardholders world-wide trade 
millions of dollars-worth of goods and 
services outside the cash economy each year.  
Bartercard operates in eight countries and 
through 46 locations around the world. 

Since its launch in 1991 on the Gold Coast, 
Bartercard has revolutionised the way 
businesses manage cash flow. Its world-leading 
Trade Exchange system allows its members to 
benefit from the cashless economy of barter. 
Bartercard provides business opportunities 
to members by converting unutilised trading 
capacity and excess inventory into business 
opportunities with new customers.

Bartercard
p |  1300 BARTER
www.bartercard.com.au

Working on Your Business and 
Not Just in It

BUSINESS ADVICE

It’s the age-old dilemma, when do you find time to work on your business and not just in it? Sometimes 
it’s easier said than done, and despite knowing that you should do it, many small business owners 
don’t truly understand what it means and the benefits. 
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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!

bartercard.com.au

1300 BARTER
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Cropley House is credited as a perfect place 
for corporate events because of the six multi-
purpose rooms within the venue. All of them are 
beautiful and unique and hold a varying number 
of guests, meaning Cropley House can host 
any event. The Victoria and Elizabeth Rooms 
are located on the first floor and are each able 
to seat 160 guests. Despite them both being 
recently renovated, they have retained their 
old world charm with elegant chandeliers 
and elevated ceilings. The opulence and 
grandness these rooms reflect make them the 
ultimate venue for sophisticated gala dinners, 
exhibitions, seminars and elegant cocktail 
parties. 

The four spaces upstairs, Cropley Room I and 
II and View Room I and II, overlook the gardens 
of the estate and are perfect for more intimate 
corporate events such as corporate breakfasts, 
meetings and day conferences. 

The beautiful manicured gardens that surround 
the venue offer ample room to host an outside 
event, whether it’s a long lunch or evening 
drinks. The space is also great for holding team 
building activities. However, most corporate 
events need more than just a space, and 
Cropley House has all the facilities necessary 
to make your event run smoothly. The 
experienced team at Cropley House can also 
assist with anything else needed for the event, 
including audio-visual equipment and seating 
arrangements. 

Australia’s most loved and iconic world-class 
event is coming up on the 6th of November. 
Although the Melbourne Cup isn’t a national 
holiday yet, it is the only day of the year where 
it is not only socially acceptable but expected 
to host a party during the working day. A 
Melbourne Cup event at Cropley House will rival 
every other and is a great opportunity to build 
team spirit and reward staff. Cropley House’s 
elegant features and abundance of natural light 
creates the ideal racing atmosphere. 

You can host your Melbourne Cup event 
at the most incredible venue, have it styled 
beautifully, serve gourmet food and expensive 
champagne, but if you can’t watch the race 
the event will be unsuccessful. To ensure 
your Melbourne Cup event is a hit, Cropley 
House has a large portable projector screen to 
guarantee every guest has a front row seat to 
the race.  

For Sales enquiries please contact Sasha 
Caples at functions@cropleyhouse.com or 02 
9686 7775

For Marketing enquiries please contact Tracy 
Knight tracy.knight@tkconsulting.com.au or  
0467 160 253

Cropley House  

FEATURE

Whether you are running a conference or hosting a glamourous cocktail party, the right event space 
makes all the difference. The accessibility of the venue is the most important feature to consider when 
choosing a space for your corporate event as it is paramount for maximising attendees. This is what 
makes Cropley House the stand out from all other venues in the Baulkham Hills area. In addition to the 
beautiful, historic features of Cropley House, the venue has plenty of free on-site parking and is in very 
close proximity to Norwest.
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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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Beneficial discussions for a Managed Print 
Service should include providing better 
customer service through improved access 
to information, enabling the improved quality 
of the documents and giving the client 
a competitive edge. This would include 
effectively incorporating color in documents 
while being mindful of compliance laws, 
regulation and overall security. All clients benefit 
from processes that are streamlined with a 
right-sized and right-purposed output fleet.   
 
Controlling supply costs and automating meter 
reporting devices will lesson frustrations down 
the road. However, that should go hand in 
hand with provisions for proactive service to 
reduce or eliminate downtime. Finally, some 
other important points to discuss are managing 
the lifecycle of output devices, reducing or 
eliminating desktop printing, providing cost 
effective print output based upon rules and 
permissions, decreasing waste/environmental 
impact and developing an ongoing review 
schedule to measure, manage, and improve.  
 
The next step is measurement of hard costs 
involved in document output. Information 
gathered now includes meters from the output 
devices, current practices on toner ordering 
and stocking, device maintenance specifics 
(internal or outsourced), purchase order and 
invoice process, and document output trends 
within the business. 

According to Gartner Research, 10% of 
document costs relate to supplies and service 
and the other 90% are spent on overhead 
costs such as IT and helpdesk support, 
infrastructure, procurement, end user time, and 
management expense. Next in line is analysing 
the data.  

Analysing the data collected requires a high 
degree of objectivity. Without this objectivity, 
the document and print assessment will 
likely be focused on hardware technology, 

not the business needs of the client. Use the 
data to determine ways that processes can 
be improved such as Identifying and retiring 
legacy or problem prone devices. 

Finally, continuous monitoring and ongoing 
measurement is required to ensure that 
products and processes are meeting the 
defined benchmarks. The goals of Managed 
Print Services should be to reduce total costs, 
reduce the amount of printing, reduce the 
number of devices, reduce the number of 

manufacturers and models, and to reduce the 
number of vendors. 

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

Creating a Successful 
Managed Print Service 
Strategy

BIZINET TECH Roger Amir, 
Director, Mitronics Corporation

There are certain requirements to consider in achieving a successful Managed Print Service.  Some 
vendors simply want to realise the goal of device replacement with their new ones.  This doesn’t best 
suit the needs of their client. 
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Purchase one of our state of the 
art colour A3 MFPS and receive 
your choice of one of our gifts! 

Choose either: 
• Westfield Gift Card

(valued at $200)

• HP Sprocket
 • Dinner at your favourite restaurant
(valued at $200) 

Contact Don Amir on 8878 1000 or
email damir@mitronics.com.au 

today! 

* Terms & Conditions apply. Valid until the 1st of March  2019.

Our Gift to You! 

2019 Special!

* Terms & Conditions apply. Limited time offer.
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Why is it so difficult to update a website 
yourself?
The root to the cause is that the core 
technologies (i.e. a collection of programming 
languages and various standards that govern 
the world wide web) that make a website look 
good and function correctly are simply not 
designed to be utilised by persons without 
technical expertise.

The list of programming languages that allow 
web developers to create functional websites is 
quite long. Here is some of what you may have 
to learn if you want to properly self-manage the 
presentational aspects of your website:

• HTML (Hypertext Markup Language)
• CSS (Cascading Style Sheets)
• JavaScript
• XSL (Extensible Stylesheet Language)
• XML (Extensible Markup Language)
• SVG (Scalable Vector Graphics)
• … this list just keeps going!

Not only do you have to learn all of the above, 
but you will also need to learn how to make 
them all work together! No business owner 
(or receptionist tasked with updating the 
company website) has the time for that. As an 
additional disclaimer, the above only covers 
the presentation aspects of your website – the 
other list that covers dynamic features, security, 
transactions, databases… is even longer!

Unrealistic expectations
It’s a common trend nowadays that people set 
their expectations for website management 
capabilities based on what they have seen or 
used on major social media platforms. These 
platforms tend to set a benchmark as to what 
you can do online without technical expertise.

Social media platforms hold your hand at every 
step. Images are resized and optimised for you. 
Photo galleries are automatically generated. 
Content is accepted in many languages without 
issues. Content summaries are automatically 
extracted from linked pages.

It should be no problem for your web 
developer to implement all these features into 
your website, so you can just go in and edit 
everything? Right?

Unfortunately, these are completely unrealistic 
expectations. Major social media platforms 
have enormous teams of qualified software 
engineers working on daily basis to make 
those features work flawlessly. They hire 
psychologists to ensure that their websites are 
intuitive to use. They have the resources to do 
large-scale testing. They track and fix bugs in 
record time.

You, however, most likely have a modest 
budget for a basic business website. That 
doesn’t mean you are completely out of luck 
– there are ways to work your web developer 
to incorporate capabilities that will allow you 
to manage parts of your website with minimal 
technical expertise. The key issue is that your 
web developer will need to know exactly 
what kind of capacity you need – functionality 
tailored to particular needs is generally the best 
solution.

A solution: build custom databases
Instead of encouraging the client to manually 
edit pages via a Content Management System 
(CMS), as is typically done by majority of web 
designers, my approach to building user-
editable websites is to find ways to group 
content and build databases where possible.

For example, a client may have a catalogue 
of 30 niche products targeted for industrial 
applications. They are not interested in selling 
these products online (i.e. they do not want to 
invest into a full fledged shopping cart), but 
they would like some capability to add, edit 
and remove these products in the future. They 
may edit their website once every three months 
or so.

A solution to this problem would be to create 
a user-editable database of products. Some of 
the parameters that the client may be able to 

edit could include:

• Product Title
• Product Description
• Product Image
• Small Product Images (up to 6)
• Product Technical Manual (PDF), etc.

In this case, pages would be automatically 
generated with all the applicable presentation 
and search engine optimisation (SEO) 
components.

A custom database that can be managed via 
an administration system would allow the client 
to manage the product catalogue with minimal 
technical expertise, and no chance of breaking 
the site layout, messing up the presentation 
components and failing to correctly use 
semantics.

Conclusion
This topic can turn into a very long and complex 
discussion. But, the key takeaway is that the 
client needs to advise the web developer as to 
what they exactly plan to do with the website in 
the future. It’s not enough to merely state that 
to a web developer that you want a “website 
that you can entirely edit yourself” - because 
that is not quite technically feasible without you 
becoming a web developer! Unless you want 
to be in a situation in the future where you will 
end up with a broken website because of your 
attempt to update content, it is very important 
to discuss your particular needs in advance 
and design a system that works for you. 

Daniel Moisyeyev is the principal software 
engineer behind the BiziNet Digital project. 
BiziNet Media can assist with custom web 
design and development, database design, 
shopping carts and online payment gateways. 
 
BiziNet Media
p |  1300 889 132
e |  daniel.moisyeyev@bizinetmedia.net.au
www.bizinetmedia.com.au

The Risks of Self-Managing Your 
Website 

One of the most common requests web developers receive from their clients is for websites to be 
able to be self-managed in terms of updating content and images. In the age of easy-to-use social 
media platforms and other online applications that allow virtually anyone without technical expertise 
to manage content online, it would seem like a no-brainer request to implement – the reality is that this 
capability is often extremely tricky for a number of reasons.

BIZINET TECH Daniel Moisyeyev, B.IT
Director, BiziNet Media
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Modern Websites
Forms and Booking Facilities
Landing Pages and Sales Funnels
Shopping Carts
Online Credit Card Payments
Organic Search Engine Optimisation (SEO)
Custom Features

www.bizinetmedia.com.au

bizinet@bizinetmedia.net.au

1300 889 132

Finger 
Licking 
Good
BiziNet
Web
Design
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Bright Accounting and Taxation                       
02 7200 2547                    
Suite 6/208, Level 2, Library Building, 
29 Main St, Rouse Hill NSW 2155
www.brighttax.com.au

Essentia Partners                       
02 9843 0999                     
418/4 Columbia Court
Baulkham Hills NSW 2153
www.essentiapartners.com.au

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

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

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

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

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

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

BANKING

BiziNetwork

BUSINESS SUPPORT

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

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

Finance Associates Australia                        
02 8883 1369    
301 - 29/31 Lexington Drive
Bella Vista NSW 2153                 
www.financeassociates.com.au

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

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

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

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

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

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

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

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

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

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

Psychological Assessment 
Solutions 
0425 269 658                                  
Suite 5, 80 Cecil Avenue 
Castle Hill NSW 2154

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

Greenwood Group Realtors                
0438 293 008       
58 Windsor Road
Kellyville NSW 2155                       
www.greenwoodgroup.com.au

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

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

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

LAW

CAFES

ECONOMIC DEVELOPMENT

PETS

REAL ESTATE

MECHANICS

IT

INSOLVENCY

ACCOUNTING

JEWELLERS

FINANCE

TRAVEL

VENUES

PRINTING EQUIPMENT

DIRECT SELLING

HEALTH

GOLF CLUBS

PSYCHOLOGY

TRAINING

ASSET MANAGEMENT

HR
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ORDER ONLINE
& GET INDUSTRY

   PRICES

P R I N T I N G

BIZINETPRINTING.COM.AU

1300 889 132

Prepaid/Conditions Apply

 up to 40% OFF

furnishing special
J a n  1 s t  -  F e b  2 8 t h

Doonas & Quilts $34.50 
(ALL SIZES) 

Bedspreads $34.50

2x Blankets $34.50

All Curtains $24.95P/M 
(EXCLUDES RUBBER BACK) 

BELLA VISTA
ph 8824 8385

HORNSBY
ph 9477 3736

BEECROFT 
ph 9481 8188

BAULKHAM HILLS
ph 9639 1553

CASTLE HILL
ph 9634 2393
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Your flyers delivered directly to businesses 
in Norwest Business Park, Macquarie 

Business Park + Lane Cove West

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

Please contact Daniel

1300 889 132

Norwest Business Park 
$480 + gst per run

($450 + gst per additional flyer) 

Macquarie Business Park + 
Lane Cove West 
$700 + gst per run 

($450 + gst per additional flyer) 


