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AS WE WELCOME YOU TO THIS 
AUTUMN EDITION OF PULSE, WE ARE 
ALMOST A QUARTER OF THE WAY 
THROUGH 2016 ALREADY.

On the broader economic front, we continue 
to see volatility in markets yet a level of 
business and consumer confidence for 
the medium term. Undoubtedly, the Baird 
Government investing in infrastructure 
projects is a catalyst for driving and 
maintaining confidence in NSW as we see 
continued growth in employment figures. 
Forecasts suggest 2016 will bring stability 
and modest growth to the state.

As business owners, the continual challenge 
is to remain agile while maintaining 
commitment to a broader strategy. Being 
clear on the strategy, having the right people 
doing the right things and putting client 
relationships first is paramount. Earlier this 
year, as part of our sponsorship of the First 
Friday Club, it was great to see almost 100 
business people come together under the 
guidance of Harry Raftos and David Crook of 
Momentum Business to unpack strategies for 
their own businesses. The First Friday Club 
has been a great success and I encourage 
people able to get to Fort Scratchley in 
Newcastle on the first Friday morning of each 
month to invest the time in their business.

In February we welcomed 2016 with clients 
at our Aussie BBQ events in Sydney and 
Newcastle. As outlined at the events we 
recognise that the role of accountant and 
business adviser is changing and now 
goes well beyond just numbers. We have 
been working on our PKF Future of Choice 
platform that delivers a holistic approach 
driven by the goals and aspirations of 
clients, the gap in their financial future and 
a framework to achieve these financial and 
non-financial goals. We are now beginning to 
roll this out across our client base.
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THIS 

ISSUE

A U T U M N

Our greatest asset is our 
people and we have been 
fortunate to welcome Greg 
Cox to our Newcastle 
Business Advisory Team in 
December 2015 as a Partner. 
Greg has a proven approach 
to providing innovative and 
practical business advice. This along with his 
particular expertise in Hospitality, Health and 
Pharmacy will add great depth to the businesses 
we work with in this space.

It is also with pleasure that 
we announce that Audit & 
Assurance Partner, Scott 
Tobutt, was made an equity 
partner of PKF Newcastle 
and Sydney, effective from 
1 March 2016. Scott arrived 
in our Sydney Audit team 
some four years ago and through his efforts 
has managed to position PKF Sydney as one of 
the pre-eminent firms in the credit union space, 
developed a very solid internal audit capability, and 
achieve improvement and growth across every 
metric of the business. Scott has developed into 
an excellent leader and we take this opportunity to 
congratulate him on this important milestone in his 
career. Well done mate.

There is no doubt that consistently looking 
to develop and introduce new and additional 
technical expertise and resources will deliver 
greater value to our clients. On that front, our 
Melbourne, Sydney and Newcastle offices are 
partnering with RISQ Group’s Risk Advisory & 
Forensics business to deliver a holistic fraud 
investigation and risk consulting offering. PKF 
Forensic and Risk Services will allow greater 
opportunities, benefits and synergies to clients 
of both businesses. This implementation into 
our broader advisory offering across Melbourne, 
Sydney and Newcastle is about remaining 
relevant and well positioned to add value to all of 
our clients. While PKF has maintained a Forensic 
Accounting practice for some time, this is about 
the inclusion of a very specialised team capable 
of undertaking in-depth forensic investigations.

Thanks again for your ongoing support and the 
opportunity to work with you.

Warm Regards, 

Steve Meyn

Managing Director

   Greg Cox
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CORPORATE FINANCE  Director  I  Allan Farrar 

There are a range of important matters that vendors need to 
consider to ensure that they are positioned to achieve the best 

possible exit from their business.

THE SALE OF YOUR BUSINESS IS 
OFTEN THE REALISATION OF MANY 
YEARS OF HARD WORK, FOCUS 
AND DEDICATION. ONLY ONE 
OPPORTUNITY ARISES TO PRODUCE 
A GOOD COMMERCIAL OUTCOME, 
SO IT IS CRITICAL TO CONSIDER 
THE OPTIONS AND PLAN YOUR EXIT 
STRATEGIES WELL BEFORE YOU 
WANT TO SELL.

We have outlined some of the key aspects 
you need to consider to maximise the sale 
price of your business.

Planning
Planning the sale of a business or 
company should commence years 
before the actual sale so that the exit is 
well planned and the business is highly 
attractive to potential buyers.

Engage your financial and legal advisors as 
well as an advisor experienced in preparing 
businesses for sale or exit to ensure a 
holistic approach to the process.

Understanding value
It is important to understand the market 
and the valuation metrics that apply to 
the industry you operate in. You can’t just 
decide on the price you want and expect 
to get that result.

Any astute purchaser will be looking at 
pricing within your industry to determine 
whether your asking price represents good 
or, at least, fair value for the business. A 
business valuation will determine whether 
the sale price is likely to meet your 
expectations and also allow you to deal 
with any expectation gap that might exist.

Preparation
Vendors are often poorly prepared. 
Consider it from a buyer’s perspective and 
assess if it has the following attributes:

• good quality customer base generating 
recurring income;

• contractual agreements with key 
customers and suppliers;

• well-structured, responsive 
management team;

• tight financial management and good 
internal controls;

• regular high quality financial reporting;

• up to date financial statements;

• operating and procedures manuals, 
even if they are only high level; and

• well-maintained plant and equipment.

It is important to get your house in 
order before marketing the business for 
sale. Treat the business as a separate 
“standalone” entity which is only incurring 
expenses necessary to operate efficiently.

Due Diligence
When preparing for sale, ensure your 
advisors compile “Due Diligence” files 
of the items they expect the purchaser 
to request. This normally includes 
building and equipment leases, reporting 
structures, internal control procedures, 
employment agreements, customer and 
supplier agreements, past and current 
financial reports, budgets and forecasts, 
asset registers, depreciation schedules, 
receivables and payables analyses, 
licenses, permits and patents, occupational 
health and safety policies and details of any 
litigation.

Maintaining relationships
Usually, owners and directors have 
built up strong personal relationships 
with customers and suppliers. Careful 
consideration should be given to how 
these relationships will be maintained 
throughout and after the sale process. 

A well thought out transition plan will help 
to preserve these relationships  
and can also lead to some long-standing 
employees becoming involved in the 
business acquisition. 

Keeping the sale focused
In reviewing your business you should 
carefully evaluate the key drivers that make 
it valuable and focus buyer attention on 
these aspects.

Maximise the sale price of 
your business

If you can demonstrate that your business 
has a strong recurring revenue stream 
with long term customers and suppliers 
it will likely be seen as a very attractive 
purchase.

Identifying future opportunities, for the 
purchaser, including new products, 
markets and territories you have yet to 
open up and new relationships through 
which they can market can also help 
focus the attention of the purchaser on the 
opportunity. 

Exit funding
If a purchaser has difficulty obtaining bank 
finance to fund the full purchase price of 
your business, consider if you are willing to 
vendor finance some of the purchase. 

If so, know how to secure your position so 
you don’t lose out if the purchaser fails to 
operate the business successfully. Avoid 
vendor financing the entire purchase as 
this can leave the purchaser feeling that 
there is nothing to lose. Purchasers should 
have “skin in the game” in any vendor 
financing agreement.

Restraints
A buyer will generally seek to restrain 
the vendor from operating a competing 
business. The vendor should have a clear 
understanding of the extent they are willing 
to be restrained following the sale.

Documenting the sale
Use your advisors to carefully document 
the sale agreement so the sale is 
structured to best suit your circumstances 
and desired outcome.

If you have planned well and 
prepared your business properly,  
the sales process should be 
successful. If you need advice  
about how best to plan for a 
business exit get in touch with  
our Corporate Finance team in 
Sydney on (02) 8346 6000 or 
Newcastle on (02) 4962 2688.
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BUSINESS ADVISORY SERVICES  Nicholas Falzon   I  Partner

While it’s true that fresh, young businesses are often highly 
innovative, people wrongly assume that established, traditional 

businesses play no part in the innovation spectrum.

The innovation myth
AT PKF WE ENJOY WORKING WITH START-UP COMPANIES. THE EXCITEMENT 
MIXED WITH TREPIDATION AND THE SHEER ROLLER-COASTER EXPERIENCE 
INVOLVED WITH STARTING SOMETHING POTENTIALLY GREAT IS VERY 
PROFESSIONALLY CHALLENGING AND REWARDING. 

Still, as entrepreneur supporters we get annoyed when apparent experts imply that 
all innovation comes from start-ups. Although the words “start-up” and “innovative” 
are sometimes used as synonyms, the concept that innovation is solely conducted 
by recently incorporated entities that do not yet have products or services is an 
absolute myth and a dangerous one at that.

Each year, Forbes lists the 100 companies globally which it considers to be the 
most innovative. In 2015 the list contained a number of companies that you would 
not be surprised at; Tesla, Salesforce, Amazon.com and, one of PKF’s clients, 
Netflix. All of these are relatively young companies, “tech stars” if you like, 
but plenty of names on the list are very long-established businesses and 
names synonymous with “old world” businesses. Hermes International was 
established in 1837 and its logo, since the 1950’s, is a Duc carriage and 
horse. Their logo is a mode of transport forgotten except in period piece 
dramas but they make the list of the most innovative companies in the 
world.

Hotels are said to have been disrupted by AirBnB and other similar 
businesses but Marriott International ranks near the top of the list. Visa, 
another company under pressure from fin tech start-ups and tech giants 
making moves to compete against it are still able to make the list.

Here in Australia, Telstra is another terrific example of a company that 
constantly asks itself how can we provide our customers a better 
product, cheaper than we currently provide it while making a better 
margin than we currently do?

Even at a cursory glance it is clear that mature, long established, 
highly profitable businesses can be the cradle of innovation. In 
fact, they must be if they intend to remain successful. What we 
love to see in our clients is a culture that constantly questions 
how things can be done better. How can we create more with 
less? How can we give our customers better service, faster 
delivery, more choice and a lower price while actually making 
more money for ourselves?

Understanding that start-ups, established enterprises and 
mature businesses are an essential part of Australia’s innovation 
ecosystem is vitally important. If we support and celebrate one 
but not the other we will never realise the benefits that innovation 
can bring to our businesses, our economy and our society.

Contact our specialist business advisors to find out how your 
business can harness the power of innovation. Sydney on  
(02) 8346 6000 or Newcastle on (02) 4962 2688.



Buying or selling property?  
A new tax could impact you
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TAXATIONDirector  I  Iain Spittal

If the purchaser fails to comply with the relevant withholding 
tax requirements they will face a penalty equal to the amount 

that should have been withheld.

PEOPLE THAT ARE BUYING OR SELLING PROPERTY 
FROM 1 JULY 2016 NEED TO BE MINDFUL OF THE NEW 
FOREIGN RESIDENT WITHHOLDING TAX. 

Once the new tax has been introduced, anyone purchasing 
Taxable Australian Property from a relevant foreign resident will 
be required to withhold 10% of the property’s purchase price 
and remit this to the ATO. The purchaser will also be required 
to submit a ‘Purchaser Remittance Form’ and provide the ATO 
with details of the vendor, purchaser and asset.

If the purchaser fails to comply with the relevant withholding 
tax requirements they will face a penalty equal to the amount 
that should have been withheld. 

The tax withheld is not a final tax. The vendor may submit a 
tax return and obtain a credit for the tax to offset against any 
particular tax liability which does arise. Importantly, there may 
be a significant time-lag between the property sale and return 
lodgement and actually receiving a refund from the ATO. This 
could impact on cash-flows and bank settlements in relation to 
release of any mortgages.

To avoid qualifying as a relevant foreign resident, the vendor 
must obtain a residency certificate from the ATO. If a vendor 
doesn’t provide such a certificate the buyer must withhold 
and remit 10% of the purchase price to the ATO on the day of 
settlement.

A residency certificate can be applied for at any time and 
should be valid for 12 months.

If a vendor is unable to obtain a residency certificate (i.e. 
because they are a foreign resident), the vendor, purchaser or 
a creditor with a security interest over the asset may apply for a 
variation of the amount to be withheld. Reasons for a variation 
could include:

• The foreign resident will not make a capital gain on the 
transaction;

• The foreign resident will not have an income tax liability

• There are multiple vendors, only one of which is a foreign 
resident.

There are certain exceptions from the withholding rules, 
notably for Australian real property valued at less than $2m. 
Taxable Australian Property includes:

• Real property (i.e. land, buildings, residential and commercial 
property) situated in Australia;

• Mining, quarrying or prospecting rights if the minerals, 
petroleum or quarrying rights are situated in Australia.

Where the Taxable Australian Property is being acquired 
indirectly (e.g. by a purchaser acquiring a company which 
owns the real property)  and more than half of the value of 
the entity comprises real property or mining, quarrying or 
prospecting rights, then a withholding obligation can also 
apply. There are different exemption criteria applicable in these 
circumstances which will need to be carefully considered.

These changes place a significant burden on purchasers going 
forward and vendors will need to be aware of the relevant 
requirements to ensure amounts are not withheld unexpectedly 
and to ensure no delays in settlement. 

Contact our specialist taxation team in Sydney on 
(02) 8346 6000 or Newcastle on (02) 4962 2644 for 
assistance or to discuss if this will impact you.



If you are concerned about the financial future of 
you and your loved ones, a Self Managed Super Fund 

might be the answer.

Take charge of your future – 
consider an SMSF
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SUPERANNUATION David Henriksen  I  Principal

DID YOU KNOW THAT A SELF MANAGED 
SUPERANNUATION FUND (SMSF) GIVES YOU ACCESS 
TO MORE INVESTMENT OPTIONS THAN A RETAIL OR 
INDUSTRY SUPER FUND?

An SMSF allows you to invest directly in property, Australian 
shares, hybrid securities, initial public offerings, managed funds, 
direct international shares, some private companies and some 
private fixed unit trusts. 

An SMSF’s increased investment options, tailored strategies and 
ongoing advice from professional advisers usually better directs 
your wealth towards achieving your retirement goals. 

Ensure your loved ones are financially protected
While most people are diligent about insuring their houses and 
cars, a lot of people fail to adequately insure their most valuable 
asset – their life and their ability to earn an income. 

If anything were to happen to you, the last thing you want to 
be worrying about is a rejected claim on a total and permanent 
disability (TPD) policy in your industry or retail superannuation 
fund. Policies in these types of funds are generally written so that 
payments are only made when you are bed ridden and unable to 
carry out any form of occupation. 

An SMSF will allow you to tailor your cover so that your family is 
protected in the event you have a TPD claim or upon your death. 

Do you know what is happening with your retirement 
savings?
A lot of people don’t pay much attention to their superannuation 
statements each year and most haven’t truly considered what 
they will need to be able to maintain their desired lifestyle once 
they have retired.

With an SMSF you are responsible for the operation of the 
fund and ensuring annual accounts are prepared. This process 
forces you to monitor your superannuation and in a lot of cases 
encourages you to engage a professional adviser to help you 
make decisions that support the strategic direction of your SMSF.

An expert to help you identify your goals and hold you 
accountable
Most people have a general idea of what they want to achieve in 
life, whether that be lifestyle or financial goals. 

Working with a professional adviser to continually review and 
refine your goals and track how you are progressing towards 
achieving them is a key aspect of a successful SMSF strategy. 
It will ensure you are held accountable and can measure your 
actions by how effectively they are contributing towards achieving 
your specific outcomes.
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As an example, you may want to own your home outright by age 
50. Instead, you could define this more accurately by aiming to 
own your own $1 million dollar home on a half-acre block in a 
specific suburb with a swimming pool and four bedrooms. This is a 
very different goal to wanting to own a $300,000 studio apartment 
in the CBD and will likely require a very different SMSF strategy to 
make it achievable.

At PKF we put the ultimate stakeholder at the 
centre of all we do and work with you to achieve 

your future of choice, whatever that may be. 

Essentially to achieve your future of choice, a 
whole of needs approach is taken. Each key area 

will have a different level of focus depending on the 
stage of life a family and business is at. No matter 

where the focus or activity is applied we are always 
linking things back to the goals you have said you 
want to achieve. You work hard and our aim is to 
ensure that you achieve your future of choice in 
the timeframes and manner you desire through 

proactive advice and guidance. 

To assist with communication, safeguarding key 
documentation and sharing of information we 
utilise a cloud based technology platform that 

also pulls live data feeds from market leading data 
points for property, share markets, investment 

portfolios, motor vehicles and facility information 
from a wide variety of banks. This ensures the 
information supporting and building your future 

of choice is secure but also up to date and 
accessible from almost anywhere you have an 

internet connection. 

FUTURE OF CHOICE™

To discuss if a SMSF is the right strategy for you, 
get in touch with our team of super specialists on 
(02) 4962 2644.



Joint and several liabilities – 
know your exposure
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RECENT HEADLINES REGARDING 
THE BUILDEV GROUP HAVE 
HIGHLIGHTED THE RISKS THAT 
COMPANY DIRECTORS FACE WHEN 
IT COMES TO JOINT AND SEVERAL 
LIABILITY. 

Unfortunately, the concept of joint and 
several liability is more cut and dry than 
some directors might hope. If you are 
party to a contract creating a joint and 
several liability, or you become jointly 
liable under taxation legislation, your 
options for arguing that your fellow 
directors were more responsible than 
you are quite limited.

It may be common for company 
directors to be responsible for separate 
areas of the business; one director 
focusing on business development, 
one on operations and another on 
finance and compliance. When it comes 
to your duties as a director, however, 
the legislation makes no allowance 
for a reduction or allocation of debt 
between directors with different roles. 
Simply, if you were a director at the 
time, you should have been aware 
of the company’s affairs and you are 
responsible.

The ATO’s actions confirm this stance 
with its Director Penalty Notice (DPN) 
regime, where a DPN for the same 
amount is issued to all directors for 
the period relating to the liability.  It is 
important to note that when negotiating 
a settlement agreement with the ATO, 
if available, there may be a joint and 
several liability for the payment of the 
settlement amount. This can cause 
problems when one director refuses to 
pay their share.

Joint and several liabilities between 
directors are not restricted to taxation 

or do not have the ability to pay, you may 
be left holding the bag for the entire debt. 

The decisions you make when setting up 
your business structure, and when times 
are good, can have a dramatic effect on 
the outcome if things go wrong during the 
course of company directorship. 

Obtaining the right legal and accounting 
advice during all phases of business 
ownership and company directorship is 
essential to understanding and mitigating 
your personal exposure.

Contact our dedicated Business 
Recover & Insolvency team if you 
have any concerns about your own 
exposure.

matters. When obtaining finance for a 
company, directors are often required to 
provide a personal guarantee for debt 
facilities. Enquiring about your fellow 
directors’ personal financial position 
might not seem like a top priority when 
entering into such agreements, however, 
the financial woes of a fellow director 
could greatly affect your personal 
exposure. For example, the bankruptcy 
of one guarantor could be a default 
under the agreement and prompt the 
lending institution to call on the loan and 
guarantee from remaining directors.

Trade credit agreements are becoming 
increasingly complex and the rights of 
a company creditor to pursue directors 
as guarantors under such agreements 
can even extend to a caveatable interest 
over real property. That is, you could 
find yourself with a trade creditor of 
your company standing in line behind 
the mortgagee of your property when it 
comes time to sell.

When taxation authorities or company 
creditors are pursuing a joint and several 
liability, they are likely to pursue the 
directors that have the capacity to pay. If 
your fellow directors have gone bankrupt 

BUSINESS RECOVERY & INSOLVENCYManager  I  Jacob McCloskey

Some recent examples have highlighted the risks that company 
directors face when it comes to joint and several liability.



Demystifying Data Analytics
BUSINESS INTELLIGENCE & ANALYTICS Vaughn Campbell   I   Director

Since the introduction of computers, our ability to capture and store massive 
amounts of data has grown exponentially. The challenge now is to harness 

and utilise that data effectively.

WHAT IS DATA ANALYTICS AND HOW 
DOES IT ACTUALLY ADD VALUE?

Despite the exponential growth in the 
use of data analytics across society over 
the last five years, there often remains 
an air of mystique about exactly what it 
is, how it can be used and what value it 
creates. It is critical that we continue to 
educate and inform organisations of all 
shapes and sizes about the benefits that 
data analytics and business intelligence 
can offer.

Data analytics and business intelligence 
are the tools we use to harness the 
power of data and create value. In 
many ways data is like any other raw 
material, it has no value in its raw form, 
but once processed and refined it can 
have immense value. So data analytics 
and business intelligence is the process 
of harnessing the power of data and 
creating value from it. The “value” 
created from the data is in the form of 
answers to key questions and unique 
insights about a particular area of focus. 

The data in each business system 
reflects many things about an 
organisation:

1
 
The culture and management style;

2
 
The strength of internal control and 
compliance;

3
 
System effectiveness and design 
strengths and weaknesses;

4
 
User skill, competence and training 
needs; and

5
 
Process issues, bottlenecks and 
failure points.

The value of data analytics arises from 
the unique insights available from the 
capability to:

1
 
See the big picture and the devil in 
the detail simultaneously for a given 
issue or area of focus; and

2
 
Seamlessly integrate data from 
totally different source systems to 
understand hidden relationships, 
patterns, correlations and 
dependencies across the full 
spectrum of an organisation.

Data Analytics can be used in a 
variety of contexts and for a variety of 
purposes. The most popular amongst 
our clients include:

 Strategic Analytics –  use the data to 
identify and explain the key strategic 
value drivers, relationships and emerging 
trends to improve operational efficiencies 
and drive future financial performance.

 Diagnostic Analytics -  like a blood test, 
DNA test and full physical assessment 
all in one. Test what is really going on 
in the organisation in all the different 
dimensions to identify issues and 
opportunities.

 Investigative Analytics –  use the data 
to gather evidence of the events and 
behaviours and identify root causes and 
compliance breaches.

 Surveillance Analytics –  using the data 
to observe behaviours and activities by 
customers or employees and evaluate 
compliance with key laws, regulations, 
organisational policies and procedures.

 Assurance Analytics –  test key 
parameters and relationships to provide 
assurance in regard to the accuracy, 
completeness and validity of outputs 
across the organisation.

How is data analytics different 
to existing analysis tools and 
methods?
• Traditional methods of analysis have 

had to summarise large amounts 
of data in order to cope with it. This 
summarisation (primarily aggregation 
on one dimension) washes away 
much of the richness and texture of 
the data which exists at the individual 
record level. Most often the output of 
traditional analysis is a report which 
summarises the data on just one 
single dimension;

• Data analytics allows you to see the 
full personality, richness, character 
and texture of the data, so its deeply 
hidden secrets can be observed and 
used. It enables the assessment 
of many relevant dimensions 
simultaneously so that a complete 
understanding of the subject can be 
obtained easily;

• Data analytics:

     –   captures the full population of 
transaction and static data (no 
aggregation);

     –   can quickly identify key patterns, 
relationships and anomalies across 
an entire dataset;

     –   can pull additional relevant data 
together from a range of sources 
and seamlessly integrate it to allow 
more powerful multi-dimensional 
relationships to be identified;

     –   can capture and process very large 
amounts of data meaning data size 
is no constraint; and

     –   draws heavily on large amounts 
of research about how the human 
brain best interprets information 
and allows the presentation of 
insights in a manner best suited to 
efficient understanding.

There is no limit to where and how data 
analytics can be used to add value to an 
organisation. Some of the most frequent 
areas include organisations which:

• are looking to optimise their 
operations or understand their 
customers or employees’ behaviours 
in order to enhance experiences and 
improve business performance;

• have a high proportion of revenues 
received in cash (like cafes, pubs, 
clubs, chemists);

• are member-based or those with 
customer rewards/loyalty programs 
(gyms, health clubs, online 
businesses, Registered Clubs);

• have a significant number of people or 
assets to manage and optimise;

• are implementing new systems or 
undertaking system upgrades;

• are franchisor or multisite operations 
looking for an efficient and non-
intrusive method to ensure compliance 
across the network;

pkf.com
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Data Analytics 
– a value add 
for clubs
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OUR DATA ANALYTICS AND BUSINESS INTELLIGENCE TEAM 
IS ADDING VALUE FOR CLIENTS OPERATING ACROSS MANY 
INDUSTRY SECTORS. REGISTERED CLUBS IS A GREAT 
EXAMPLE WHERE WE ARE USING DATA ANALYTICS TO 
REVOLUTIONISE THE WAY THE INDUSTRY THINKS AND 
MAKES KEY STRATEGIC AND OPERATIONAL DECISIONS.

Clubs are data-rich but insight-poor. Even the most up-to-date 
systems don’t deliver the level of business intelligence required to 
succeed in today’s complex and competitive environment. 

What does Data Analytics achieve?
Analytics adds value through the delivery of deep insights into 
member behaviours and ways to optimise club utilisation and 
service delivery.

The value created is enhancing member experiences and improving 
club financial performance. The types of insights delivered include 
the following key drivers of club performance:

• Member visitation and spending behaviours (visitation frequency, 
day and time preferences, spending intensities);

• Food and beverage preferences of key members and key food 
and beverage combinations and relationships;

• Relationships between food and beverage purchases and gaming 
activities;

• The reach of key products in each loyalty tier;

• Customising offers and promotions to suit member preferences 
and behaviours;

•  Understanding the demographics and member profiles 
purchasing key products and how this changes over time;

• Impact of large functions and events on the behaviours of key 
members and overall club performance;

• Know the true value of specific club events (Bingo, Poker etc) by 
understanding which members are participating and their broader 
club value

• Lifetime member value analysis – focused on the long-term 
contribution key members make to the club

• Optimising staffing and rostering based on the observed demand 
pattern (sales per hour for each day of the week)

All of these insights allow the venue to deeply understand the 
behaviours and preferences of key members using the data in its 
most important systems. With this approach, our specialists in the 
Clubs industry are transforming venues, enhancing the experiences 
of key members and driving improved financial performance for 
clients. The power of data analytics to enable better decision 
making translates directly to the bottom line of your business.

Could you do with a deeper understanding of member 
behaviour in your club? Contact Vaughn Campbell on 
VCampbell@pkf.com.au or 0414 978 612 to discuss  
how to to make your club data work for you.

• have large transaction volumes and multiple 
different legacy systems and require assurance 
that there are no compliance or value-leakage 
issues;

• key decision-makers sense that there is a problem 
in an area of the business, but can’t get to the 
facts to understand what is really going on;

• have sales incentive programs in place and 
need to understand how it influences employee 
behaviours and business performance;

• are undertaking strategic planning and seeking the 
key strategic insights required to succeed; and

• have staff spending significant time creating and 
fixing Excel spreadsheets for business analysis 
and reporting.

PKF Business Intelligence and Analytics provides the 
full suite of Business Intelligence and Data Analytics 
services to our clients, regardless of size, industry 
or location. From our tailored strategic insights 
service to our efficient and non-intrusive streamlined 
assurance and compliance service, we have the 
tools, methodology and experience to create real 
value from almost any data.

Contact Vaughn Campbell today on 
VCampbell@pkf.com.au or 0414 978 612 to 
find out how Data Analytics can work in your 
business.



It has been a very volatile beginning to the year for 
world share markets and Australia has been caught 

up in this negativity.

PKF WEALTH Mark Folpp  I  Senior Financial Advisor
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Markets behaving badly – 
what has gone wrong?
SINCE EARLY JANUARY, SHARE MARKET SENTIMENT 
HAS BEEN NEGATIVE WITH SOME SPECTACULAR 
FALLS, ESPECIALLY IN CHINESE SHARES AND 
SHARES IN ENERGY AND MATERIALS COMPANIES 
AROUND THE WORLD. CHINESE SHARES WERE 
DOWN NEARLY 25% FOR THE MONTH OF JANUARY, 
WHICH IS AN EXTRAORDINARY MOVEMENT. 

Should we be fearful?

There have been a number of causes of the sell-off including 
growing uncertainty surrounding the health of the Chinese 
economy, the ongoing weakness in commodities and energy, 
and debate about the future path of planned US interest rate 
increases. 

Since 2009, world growth has been driven by China and 
a lower growth rate there means weaker demand for raw 
materials. This is problematic for many suppliers as they 
expanded capacity, very significantly in cases like iron ore, 
over the past six years and now face falling demand and 
large oversupply. 

Iron ore peaked at US$180/tonne and now trades at around 
US$40/tonne. While this is a textbook slump after a period of 
elevated demand and prices in a cyclical industry, it has been 
devastating for many suppliers and their shareholders. Oil is 
in oversupply too as a result of production expansion in US 
shale oil and fresh supplies from Iran, Libya and Iraq.

China itself is making a necessary transition from an export 
driven economy to a consumer demand economy which 
appears to be tracking reasonably well. Although the 
traditional manufacturing numbers continue to fall for China, 
as would be expected, the demand for goods and services is 
growing consistent with a domestic demand economy.

This transition of the Chinese economy will open up 
opportunities for smart Australian and global companies that 
are able to tap into the psyche of the Chinese consumer.

It appears likely to be more pain in the resource, oil and 
gas sectors until some of the smaller, high cost producers 
are forced out of the market. Then the larger, lower cost 
producers will begin to recover and are likely to emerge in a 
stronger, competitive position.

As an aside, there are many economic positives to a low oil 
price that do not appear to have been factored into a market 
that has been driven by fear.

 

In regard to interest rates in the US, the Fed has been 
signalling for some time that they would look to modestly lift 
their interest rates from record low levels. The first rise was 
in December 2015, the first in almost a decade. It appears 
that further rate rises may now be deferred or limited given 
the increased market volatility. That said, the US economy 
has made a solid recovery from its very deep recession in 
2008-09 and unemployment is now down to 4.9%, nearing 
full employment. 

It may be that world growth will be lower than anticipated 
and if this is the case the recent fall in share prices for some 
companies may be warranted.  In a fear driven market, there 
will be good stocks that have been caught in the panic which 
are likely to rally once fear settles. Alternatively, if investors 
have been guilty of ‘jumping at shadows’ then a broader 
market recovery is likely.  

Portfolio positioning in this climate.

While periods of volatility are never pleasant, our investment 
committee designs portfolios that are well diversified and that 
have a reduced exposure to sectors of the market that are in 
cyclical decline and may come under pressure. That is why 
we have been underweight resources for over 18 months and 
underweight energy for close to 12 months.

We have, for some time, been reducing client’s Australian 
share portfolios allocation to the top 20 shares on the ASX in 
favour of higher allocations to quality mid and smaller sized 
Australian companies. These companies have performed 
much better than shares in the ASX top 20 in recent times.

Within our international share portfolios, client investment 
allocations have been entirely unhedged to the Australian 
dollar for over three years, enabling our clients to benefit 
from the huge devaluation in the Australian dollar (against the 
greenback) that has occurred over that timeframe.

Of course, depending upon each client’s risk tolerance, 
there is an allocation to fixed interest and term deposit 
investments, which are valued anchors for a portfolio in 
volatile times.  

In our experience diversification is critical at all times, 
particularly in volatile times. So too is a disciplined approach 
to investment portfolio allocation.

If you need assistance with new investments, or if you 
have any queries about your existing wealth portfolio, 
please contact our team of experienced advisors on  
(02) 4962 2688.



Since colleagues Tom Elliot and Jamie Lind joined forces to establish  
Core Project Gorup in 2012, it has been a rapid rise in a highly  

competitive construction market. Key to their success  
is their unique approach to business.

Core Project Group  
Communication | Collaboration | Integrity
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AFTER OBSERVING A GAP IN THE 
MARKET, THE DIRECTORS OF CORE 
PROJECT GROUP PURPOSEFULLY 
BUILT A BUSINESS PLAN TO FOCUS 
THE COMPANY’S EFFORTS ON 
ENSURING THE CONSTRUCTION 
EXPERIENCE IS A REWARDING ONE 
FOR THEIR CLIENTS. 

“We believe that managing the 
expectations of the client not only ensures 
that we can share the vision, goals and 
objectives of the project, but the client will 
ultimately be satisfied with the solutions we 
deliver,” founding Construction Director, 
Jamie Lind, said.

Values based business
From its inception, the Core Project 
Group team has lived by the values 
of Communication, Collaboration 
and Integrity. “Our experience in the 
construction sector has proven to us that 
many construction firms have misaligned 
objectives. Conflicts of interest through 
components such as individual goals, 
striving for profits and lack of transparency, 
we believe,  make it difficult for either party 
to finish the process feeling positive,” 
Jamie adds. “We spend a significant 
amount of time at the front end of a project 
to ensure that the Client is crystal clear 
about the process, what is involved and 
how it will be managed.”

Business make up
People are the key component to ensuring 
the core values of the business can be 
delivered upon. A precise recruitment 
process focusing on work ethic, 
interpersonal characteristics and past 
working relationships meant that Core 
Project Group could build a sustainable 
and cohesive team from the outset. “Our 
team has worked together in the past; we 
know what works and what doesn’t. We 
are extremely confident in our team, and 
our culture is paramount for us. Finding 

strategy in achieving these goals. “The 
Hunter holds great opportunities not just 
in the construction industry, but across 
many industries. We are driven to be 
a part of the continued gentrification 
and transformation of the Hunter, and 
continue to assist in creating sustainable 
and inspiring projects well into the future,” 
Jamie said.

the right people is always difficult, but 
with a strong culture keeping them 
becomes more manageable,” Tom Elliot 
said.

A history with PKF
Having built the PKF Newcastle Office 
in 2013, the relationship between 
PKF and Core Project Group has a 
valuable history. “Our Directors and 
construction team worked closely with 
Steve Meyn and the PKF team during 
the construction of their offices, and 
this relationship has continued,” Chief 
Financial Officer, Courtney Knight said. 

In 2015, Core Project Group came to 
PKF seeking quality compliance and 
business advisory services. “It was a 
bold move at that stage of our business’ 
growth. We were looking for a partnership 
based around value-add strategic and 
operational input, not purely compliance 
and price. We met with Andrew Beattie 
to work through the benefits of partnering 
with PKF, and they seemed very well 
suited,” he added. 

“We are always looking to 
improve our business and 
question the status quo. If 

Andrew doesn’t immediately 
have the answer, he knows 

where to find it. We have been 
delighted with the move”.

What the future holds
As they continue to embed themselves 
in the Hunter region, Core Project Group 
is looking to consolidate its presence 
through quality and reputable partners, 
clients and projects. Building sustainable 
and long term relationships is a key 

CLIENT PROFILE 

www.coreprojectgroup.com.au  |  02 4016 0338
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FIND US ON

Take 5 with...  
Greg Cox 

Q  If you could have dinner with one person, 
dead or alive, who would it be? 

A  I would have to say John Howard. I first met 
John at a function shortly after he was demoted 
from the job of Leader of the Opposition. By 
rights, that should have been the last we saw 
of John Howard. However, at the function he 
addressed the audience and it was clear from 
that point that John would not only be back in 
charge of that Party one day, but would go on 
to be one of our longest serving Prime Ministers. 
Quite an inspiration to go from being dumped 
as Opposition Leader to arguably one of the 
greatest Prime Ministers we have seen.   

Q  If you were down to your last $50 what  
would you spend it on? 

A  A good financial advisor!

Q  What do you love most about your job? 

A  Being in the trusted position to help so many 
different people, across so many different 
industries to achieve their goals.

Tax Diary
APRIL 2016
21 Due date for lodgement and payment of March 2016 monthly BAS and IAS.

28 Due date for March quarter Activity Statement  -paper lodgements or varied instalment 
amounts.

28 Due date for March quarter Superannuation contributions.

30 Last day to lodge a registration application with AusIndustry for the year ending 30 June 2015.

MAY 2016

16 2015 Income tax returns for all entities that did not have to lodge earlier and are not eligible 
for the June Concession.

21 Due date for lodgement and payment of April 2016 monthly BAS and IAS.

21 Final date for appointing a tax agent for FBT in order to receive concessional lodgement 
date. Due date for lodgement of FBT returns and payment of FBT where not covered under 
a tax agent lodgement program.

26 Due date for March quarter Activity Statement – paper lodgements or varied instalment 
amounts.

28 FBT annual return – due date for payment of tax – electronic lodgement

JUNE 2016
05 2015 Income tax returns for all entities where eligible for the June concession.

21 Due date for lodgement and payment of May 2016 monthly BAS and IAS.

25 2016 Fringe Benefits Tax annual return – lodgement due date for tax agents if lodging 
electronically. Payment (if required) is due 28 May. 

30 Last day for superannuation contributions to be paid in order to qualify for a tax deduction 
in the 2015-16 financial year

PARTNER, BUSINESS ADVISORY SERVICES

Q  What was your first job? 

A  I worked at a local Tennis Club. Would love to 
say I was the resident pro, but was actually the 
drinks guy!

Q  Did you take any lessons from this to 
shape your career? 

A  I was fortunate to be surrounded by great 
people, including an inspirational boss. This 
meant going to work on weekends was actually 
something I enjoyed. When you are enjoying 
what you are doing, you give so much more to 
the job. Hence, even to this day, I believe you 
need to enjoy your work, otherwise your output 
is less than optimal and the client experience 
suffers. A recent example of this was when 
we met the business development officer for 
a software company. He couldn’t understand 
why people were buying a more expensive 
competitor product over his. He was down on 
the world, clearly wasn’t enjoying his job and 
quite frankly was unpleasant to deal with. There 
was no way I would deal with this guy again, 
let alone buy his software. Now compare this 
to the ‘Xero’ client experience – ‘passionate 
people selling beautiful software’...


