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By Alex Baker

COMPANIES IN FOCUS

“With over 2,200 companies listed on the ASX, the opportunity for 
Corporate Spotlight to grow our business is massive.”

As one of  many “fintech” companies that have joined the local 
bourse in recent years, HotCopper differentiates itself  by generating 
positive cash flow as well as growing its user base. Providing the forum 
at no cost to members, the company has historically derived its revenue 
from commercial and corporate advertising. 

Announcing its results for the March quarter, HotCopper reported 
$465,000 in positive cash flow. Year-to-date receipts from customers 
were well ahead of  forecast at $3.2 million and the company’s cash 
balance increased by 15% to $2.42 million.

The company also announced the appointment of  Ben Newport 
as Chief  Executive Officer. Mr Newport has been with HotCopper 
since 2014, most recently as its Sales Director, and holds a degree 
in Information Systems from Murdoch University. Having been 
an instrumental part of  the company’s revenue growth, the board 
considered Newport well placed to drive value for shareholders.

Commenting on his appointment, Mr Newport said: “HotCopper is 
a fantastic company with so much potential. I very much look forward 
to leading the team in developing innovative digital solutions for 
Australian investors.”

The company is currently developing a range of  new website 
upgrades and investor services to enhance the HotCopper user 
experience. HotCopper’s iPhone app, for which sponsorship was 
secured late last year, will be released over the coming months. An 
Android app is scheduled to follow soon after.

Though there has been a big push for new revenue streams, the 
company’s core business continues to thrive and membership levels 
are at an all-time high.

We are pleased  
to say that our member 

numbers continue to 
grow, with our latest 

figures showing that the 
site attracts around  
150 new members  

every day.

Applying medical technology  
to the ocean

With an alarming rise in shark attacks and 
a heightened awareness of  the perils of  
the ocean, technology innovators Shark 
Shield are taking a novel approach to 
better protect the world’s beachgoers.

The company produces a range of  wearable devices that emit an 
electromagnetic field which interrupts the sensitive receptors in a 
shark’s snout, deterring the animals from approaching nearby humans. 
Recently, Shark Shield has been looking at new ways to ethically reduce 
the risk of  shark attack and has just announced a major technological 

“The majority of  our members are enthusiastic Australian 
investors and share market traders. They rely on HotCopper for the 
latest in Australian finance news, market caps, ASX listed company 
announcements and prices,” Mr Newport said. 

“We are pleased to say that our member numbers continue to grow, 
with our latest figures showing that the site attracts around 150 new 
members every day.”

• 

breakthrough, adopting existing technology in the medical industry to 
its electromagnetic devices. 
The company believes it can increase the repel effect so that it is 
capable of  working at distances as far as 100 meters.
To be known as the Ocean Guardian, Shark Shield’s new technology is 
considerably more effective at long-range than its existing devices and 
has potential for significant uptake in the global luxury yacht market.
The Ocean Guardian uses similar technology already used in medical 
fields, including oncology, urology and treatments for other chronic 
diseases.
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TECH INVESTOR INSIGHT

As a company gets 
started, they develop 
a culture. And culture 
is key. You need 
to carefully and 
deliberately promote 
the culture that you 
have.

US serial investor turns focus

TECH INVESTOR INSIGHT

on Australia
By David Ikin

Heavy hitters don’t come much 
heavier than Todd Ruppert. If  the 
name doesn’t automatically trigger 
instant recognition, then consider 
the following: Until his retirement in 
2012, he was the president and CEO 

of  T. Rowe Price Global Investment Services, the global 
arm of  an asset management firm with in excess of  
US$850 billion under management.

He serves on the boards of  multiple companies spanning the globe, 
and has diverse investment interests across technology, financial 
services, arts & entertainment and education.  

He is a venture partner with Greenspring Associates, a $5.1 billion 
venture capital firm which arguably is the largest pure play venture 
fund-of-fund platform in the world.

And now he is poised to take his first-ever Australian directorship, 
joining the board of  Mobecom following their reverse take-over of  
Waratah Resources.

While US-based Mr Ruppert has been a regular visitor to Australia 
since 2004, it took a chance meeting at a lunch in Sydney to spark his 
interest in Mobecom, a company that has developed a state-of-the-
art rewards and customer relationship management platform that has 
won over many leading Australian and global brands. 

While he had never heard of  Mobecom before the meeting with the 
founders, the more he learnt about the business, the more he realised 
it dovetailed well with his strong interest in disruptive technology – 
and, very importantly, it had global potential.

Todd Ruppert 
on a recent visit 
to Sydney.
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interests first. Clients were the centre of  everything 
that we did.

“We also had a culture that focussed on long 
term optimisation, not short term maximisation. 

“I think the most effective way to create success 
for clients and success for ourselves is to focus on 
the long term and avoid activities that may appear 
attractive in the short term, but may have, over 
time, proven to impede long term success. 

“I think one of  the things that I can help with as 
the company grows, and I’ve been involved with 
many start-up companies, is to work and help on 
the cultural aspects.”

Providing further insights into his investment 
criteria, he described four areas of  risk he looks at 
when considering a new company.

“There are tons of  risks. But to bucket them, 
there’d be four areas. One would be management. 
One would be the technology or the service, what 
it is that they’re creating. Is that differentiated and 
creating a competitive and defensible advantage? 
Next would be the financing risk. Finally, I look at 
the product market fit. 

“Typically, I wouldn’t invest in a company unless 
two of  them are doing well. It’s rare you find a 
company where all four are looking good. I feel 
that way with Mobecom. I think the technology 
is disruptive, it works well for both the merchant 
and the customer, the product market fit is great, 
customers need what they’re doing and so do the 
merchants.”

“And the management team has worked together 
over a long period of  time. Sometimes you look at a 
company and you look at the background and the 
skill sets of  individuals and on paper it looks really 
great. But when issues come, emotions flare up 
and they may not necessarily work together well. 
These guys have worked together for a long period 
of  time. They know how each other operates. So 
that’s one of  the reasons I really, really liked the 
organisation. 

“There are a lot of  things moving in the right 
direction. I’m sure there will be hiccups along the 
road as there are with everything, but I’m excited 
to be part of  this.”

Mobecom’s customer-focused approach also 
caught his eye. 

“Steve Jobs said you’ve got to start with the 
customer experience and work back toward the 
technology, not the other way around. 

“I think that’s the way they (Mobecom) built 
this business – they focused on the customer. And 
in their case there are really two customers: one 
being the merchant, and the other being the end 
customer. And the way they’ve designed this works 
well for businesses and for customers. 

“They’re a software company providing leading 
edge customer engagement technology and, as you 
know, customer engagement is the relationship 
between the customer and the brand. Customer 
loyalty, however, is hard to earn. It’s generated 
by frequent positive engagements. I believe 

Mobecom’s technology will lead to strong customer 
loyalty.

“It’s kind of  like the difference between brand 
awareness and brand equity. There are a lot of  
companies that have brand awareness but their 
brand equity might be low. We certainly saw that 
through the global financial crisis where some 
financial services companies’ brand equity went 
down quite a bit. The holy grail for businesses is 
having that customer loyalty. And I think that 
Mobecom has the ability to disrupt a lot and really 
enhance loyalty. 

“And that’s great for the customer and great for 
the business.”

Home for Mr Ruppert is Baltimore, Maryland, 
the city he moved to when he joined T. Rowe Price 
in the mid 1980s. 

“It’s a really interesting place, a great place.  And 
in fact there is an interesting connection between 
Baltimore and Sydney. The British were sending 
their convicts to Baltimore, Maryland, and when 
we had our independence in 1776, it was at that 
point they altered the policy and starting bringing 
the convicts to Australia.”

Australia certainly has caught his attention from 
an investment perspective. 

“From an asset management standpoint, 
Australia is a very large market, it’s the third 
largest pension market place in the world, with the 
superannuation funds and all. 

“However, I think one of  the issues is that while 
there have been a lot of  start-up companies in 
Australia, there are only a few in the technology 
space that have successfully globalised.”

With Todd Ruppert’s expertise, reputation and 
track record – not to mention his unrivalled contact 
list – Mobecom has every chance of  joining that 
very short list. 

Who is Mobecom?
Mobecom is a software company focused on providing leading edge 
customer engagement technology.
Mobecom’s technology covers four main channels:

 Mobile    Social    POS    Online
A full stack customer engagement technology provider, Mobecom delivers 
end to end technology solutions for businesses that want to engage with their 
customers via digital channels, creating value by turning databases into working 
assets. By overlaying behavioural sciences, these solutions deliver real time 
business intelligence and analytics, providing clients with contextual relevance 
to communicate with their member base and drive incremental return on 
investment. Mobecom’s products operate within the retail, hospitality, payments, 
ordering, loyalty and health and wellness sectors of the global market either as 
direct to consumer products or white-labelled for clients.
The company’s B2B business has a global and growing footprint that includes 
international brands, retailers, restaurant groups, mobile telecom suppliers, 
media owners and insurance companies.
www.mobecom.co

“I was quite intrigued. I asked to meet for more 
information and to meet employees of  the company. 
Discussions ensued and I expressed a keen interest 
in the company. They expressed an interest in 
my ability as an individual who had successfully 
globalised a company –  they want to globalise and 
hopefully I can be of  value in that regard. Also I 
have a lot of  connections in the venture capital 
space and in companies that could be strategic 
partners of  Mobecom around the globe. 

“I liked the company, I liked the people, I felt 
that the organisation was one that has a great 
chance for success and I also love Australia so there 
were a number of  things that meshed together that 
made sense for them to have me 
on the board and for me to want 
to be part of  it.”

It is a great “get” for what is 
still a small, but fast-growing 
business. 

For Mr Ruppert, it will add 
a new dimension to a highly-
impressive portfolio.  

He spent 27 years at global 
asset management firm T. Rowe 
Price, leading a number of  their 
businesses and in 2000 founding 
the firm’s global arm. 

“Prior to that our client base 
was only in the United States of  
America. I started T. Rowe Price 
Global Investment Services as 
the first employee; we had no 
clients, no assets, no offices.”

Under his leadership, it grew 
into a highly successful global 
asset management company.  He also continued 
to lead the US institutional business. Expansion of  
the business eventually led him to visit Australia for 
the first time 13 years ago, as part of  establishing 
operations in Sydney.  

“Since then I have come back numerous times 
on behalf  of  T. Rowe Price and Greenspring. My 
wife and I have holidayed a bit here, and one of  our 
daughters spent a semester at Sydney Uni. 

“Being involved with Mobecom will allow me to 
come back more often.”

Hearing Mr Ruppert describe his varied life 
since retiring from T. Rowe Price is enough to 
make anyone who is not Todd Ruppert feel like a 
chronic under-achiever.   

“I do a lot of  things in a lot of  different areas.  
I’m on the board of  INSEAD Business School 
which for the past two years has been ranked the 
number one business school in the world. They 
have a main campus at Fontainebleau, outside of  
Paris, plus campuses in Singapore and Abu Dhabi, 
and they will shortly be opening an institute in San 
Francisco which I’ve been heavily involved in.

“I’m also involved with Duke University and two 
other universities in the United States. And I invest 
in a number of  education organisations. Education 

is very important to me. But I also invest in and 
am involved as an advisor or board member with 
a lot of  fintech companies in the United States, 
Europe and Asia. I invest in a number of  disruptive 
technologies, and I’m actively involved in investing 
in a number of  companies operating in the arts and 
entertainment space.

“Among the many fintech companies in which 
I am involved, one in particular is Symbiont.io 
which is bridging the gap between the emerging 
blockchain ecosystem and Wall Street with the 
first issuance and trading platform for ‘smart 
securities’ allowing complex financial instruments 
to be digitised onto a distributed ledger. I serve 

on the board with the ex-CEO 
of  Euronext/New York Stock 
Exchange and an ex-SEC 
commissioner. This technology 
will prove to be positively 
disruptive, much like Mobecom’s 
digitised currency, Airbux.”

Mr Ruppert’s interest in 
entertainment extends to making 
three documentary films, one of  
which – entitled A Year in Port 
– has recently been named as a 
finalist in the prestigious James 
Beard Foundation Broadcast 
Media Awards.  He has 
developed a number of  television 
shows, (two of  which, The 
Classic Car Show and the Wine 
Show, are aired in Australia) and 
co-produced ‘Happy Days – The 
Musical’, the creative director of  
which was none other than The 

Fonz, Henry Winkler. 
He founded a company that acquires the 

intellectual property rights of  photographers.
He even sits on the board of  the Rock n Roll 

Hall of  Fame.
One of  the companies he was an early investor 

in and board member of  is insurance disrupter, 
Trov, which is working closely with Suncorp. He is 
also an advisor to two global leadership think tanks.

Mr Ruppert is the first to admit that “to the 
uninitiated it looks like I’m getting involved in 
everything”. 

However, as he explains it: “There’s a method to 
my madness. I’m primarily focused on smaller start-
up companies, on companies in the technology 
space, the financial services space, the arts and 
entertainment space, and the education space.”

One of  the elements he regards as critical when 
considering whether to invest in a business is its 
culture.

“As a company gets started, they develop a 
culture. And culture is key. You need to carefully 
and deliberately promote the culture that you 
have. One of  the things I was proud of  at T. Rowe 
Price was the culture that we had. It was a very 
collaborative culture; it was putting our clients’ 

From an asset management 
standpoint, Australia is a 
very large market, it’s the 
third largest pension market 
place in the world.
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The general insurance 
industry in Australia is 
worth an estimated $40 
billion, and is a sector 
that is considered ripe for 
digital disruption.

Ensurance (ASX: ENA) is bringing change to 
the sector, proudly wearing the mantle of  industry 
disruptor.  Ensurance has created a proprietary 
platform that makes buying insurance online 
quicker and easier, and is leading the charge in 
automating online insurance broking. 

The company has developed real-time, online 
digital distribution channels for general insurance 
with multiple insurers, along with solutions to 
provide general insurance products through digital 
media channels, with a focus on both local and 
international markets.

Shaking up the

By David Ikin

$40 billion
insurance market

The Ensurance Group owns three distinct 
businesses: an insurance brokerage, an underwriting 
agency and an IT company.

ENA has developed unique software that allows 
customers to utilise the power of  on-demand web 
services whilst enjoying the benefits of  broking 
advice and product diversity. 

“We are well-positioned to capitalise on the 
massive digital disruption that this industry will 
experience in the short to medium term,” said 
Managing Director Stefan Hicks, a 30-year 
insurance industry veteran. 

“The financial services sector, and in particular 
insurance, is expected to experience the most 
significant disruption of  all industries. This is 
because the Australian industry has been slow to 
capitalise on distribution innovation and is under-
invested in terms of  meeting customers’ demands 
around the purchase of  insurance products.”

Ensurance’s underwriting agency deals with 
Australian insurance brokers on a wholesale basis, 
and has attained Cover Holder Status with Lloyds 
of  London which allows the company to construct 
and import innovated products into Australia.

Ensurance offers a range of  insurance products 
– from home and contents insurance, through to 
commercial insurance products for both corporate 
and SME businesses.

The Group has a number of  insurers on 
its platform.  For example, on the company’s 
homeensureonline.com.au platform, customers 
are able to quickly evaluate and purchase one of  
11 most popular household insurance products 
offered by three insurers. 

Ensurance is achieving rapid growth in the 
number of  white label partners on its platform. 
White Label is the term used when a third party 
uses the Ensurance digital platform and rebrands it 
to make it appear as if  it is their offering. It enables 
businesses to sell insurance products through the 
group’s easy-to-navigate platform.

“We find that companies in a range of  sectors 
are looking for ways to offer a better service and 
experience to their clients, and increase their 
revenue at the same time.

“For example, it is a natural fit for mortgage 
brokers to sell home and contents insurance to 
their clients, or real estate agents to offer landlords 
insurance to customers who are buying an 
investment property,” Mr Hicks said.

In late 2016, Ensurance announced it has 
established European operations as part of  its 
global growth strategy. Headed by insurance 
heavyweight Tim James, the European 
expansion will be managed by newly established, 
wholly-owned subsidiary Ensurance UK Ltd, 
headquartered in London. The Ensurance UK Ltd 
business will initially specialise in the construction 
and engineering industries, which will build on the 
skills sets of  the UK-based executive team and the 
Ensurance business has in these sectors in Australia.

The move sends a clear signal that Ensurance has 
its sights firmly set on disruption of  the insurance 
market on a global scale, revolutionising the way 
insurance is bought and sold.

Stefan Hicks  
Ensurance
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The Agency opens its 
doors to lucrative eastern 
states market

With a team of  highly-experienced 
executives and sales agents, a new 
office on Australia’s east coast and 
significant high-end properties on 
its list in sought-after suburbs of  
eastern Sydney, Ausnet Financial 

Services is certainly one company to keep your eyes 
peeled for in 2017.

The company, a disruptive real estate and financial services 
company that is using technology to create efficiencies and enable and 
create large distribution channels, has received much fanfare of  late 
after announcing a significant expansion of  its direct-to-market real 
estate company, The Agency, from Perth into the eastern seaboard. 

In a short space of  time since listing in late December 2016, The 
Agency has grown both organically and via the planned national roll-
out of  the business, forming strategic partnerships and development 
of  their valued partner program. 

In January this year, Ausnet entered into a licence agreement and 
an option to acquire eastern seaboard real estate business Top Level 
Real Estate. At the time, Top Level consisted of  a team of  17 well 
respected and known sales agents including ex-McGrath Real Estate 
executives and agents Matt Lahood, Steven Chen, Maria Carlino 
Thomas McGlynn, Ben Collier and Shad Hassen.

Top Level has also executed non-binding exclusive term sheets to 
acquire two established real estate sales and property management 
businesses that between them incorporate five offices, 23 agents and 
approximately 3,700 properties under management.

Ausnet’s objective is to reach 600 sales agents nationally with a 
target of  100 by June this year. In Western Australia, The Agency 
ranked third highest selling office in the state and had the number 
1 sales agent in February and currently has 35 agents with an aim 
to recruit 100 sales representatives in the state delivering over 1,000 
property transactions per year. 

Ausnet managing director Paul Niardone said the company’s 
hidden gem is its valuable database of  contacts which the company 
is building up. 

“If  every rep brings us on average 2500 contacts on their database 
and we are seeking to grow to 600 reps nationally, that is 1.5 million 
people. If  we were valued like a tech company’s database/subscribers 
at a value of  $30 per subscriber, that would value our database alone 
at $45 million,” he said. 

“Our focus is to drive revenue and EBIT along with strong 
distribution and sales channels and cross selling and to build 
multiple revenue streams in the process and assets such as property 
management, mortgage finance book, general insurance book and 
financial planning book.” 

Commenting on the transaction with Top Level, Mr Niardone 
said it demonstrated The Agency’s commitment to drive growth and 
expand into the eastern states. 

“To have attracted such high quality executives and agents to The 
Agency is testament to what we have achieved with our unique real 

The Agency 
Group results reported  

in the March Quarter 2017

Since start of financial year, in Western 
Australia, The Agency has sold

246 properties
(worth approximately $162.1m)

Year on Year number of Settlements 
on last financial are up

480%

371%

estate model and our aggressive plans to roll it out across Australia,” 
he said. 

“These agents have been approached by virtually every major real 
estate company in Australia and have decided to join The Agency.” 

Since its expansion in late January, The Agency on East Coast has 
sold 18 properties valued at $54.3 million, has 26 listings currently 
on the market totalling $127.5 million and has 66 agents (including 
contracted but not started).  

 “The sale of  18 properties, valued at over $54 million, in six weeks 
is a significant result for The Agency in Sydney and highlights the 
calibre of  our sales team and properties we have listed,” Mr Niardone 
said.   

As part of  its national roll-out, the company is also seeking to launch 
in Brighton and Albert Park in Melbourne as well as Queensland 
within the next six to eight weeks. 

What also sets Ausnet apart is that it is backed by Finsure Group, 
one of  Australia’s fastest growing retail finance brokerages writing 
over $1 billion in new mortgages every month across 850 brokers. 

 Year on Year increase of dollar value 
of properties sold up

By David Tasker
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In 2016, start-ups in LaunchPad had raised close 
to $130 million in disclosed funds, of  which 20% 
had raised Series A and B funding (funding in the 
range of  S$1 million to more than S$10 million).

More recently, the success of  LaunchPad has 
attracted international and corporate incubators, 
such as Trendlines Medical Singapore, to set 
up operations here to better tap into the new 
technologies developed by start-ups that can be 
commercialised regionally and globally. 

A “landing pad” was also established for 
Australian start-ups to provide access to a network 
of  contacts in Singapore and ASEAN, as well as 
in-market business development, investment and 
mentorship opportunities. 

LaunchPad provides a range of  facilities to 
encourage collaboration between businesses in 
what has developed into a close-knitted community.

These include collaboration spaces, sports 
facilities, shared meeting rooms and a range of  food 
outlets – all aimed at creating natural gathering 
spaces where start-ups can network and grow. 

The Meeting Point is the hub of  LaunchPad, 
where tenants can meet and network. Event halls 
and meeting rooms cater for formal and informal 
discussion areas as well as community events, 
while communal spaces featuring games and work 
benches where tenants can interact have been 
provided in each of  the buildings. 

Graffiti walls in the lobbies allow businesses to 
promote upcoming events and profile themselves. 
Basketball and futsal (hardcourt soccer) courts are 
provided for tenants to encourage and promote 
healthy activities and friendly competitions. 

Timbre+ is the park’s 2,200m2 gastropark, 
housing 21 hawkers and 14 restaurant brands, with 
entertainment provided so people can unwind and 
network.

Not missing an opportunity to showcase cutting-
edge technology, Timbre has introduced an 
automated food management and dishwashing 
system.  Food trays are RFID-tagged; when a diner 
returns their tray to the return point equipped with 
auto-sensors, they receive a $1 refund. The trays 
are then sent to an automated dishwashing system 
for washing, reducing labour requirements by an 

@ JID 

estimated 50%.
LaunchPad is also supported by a range of  agencies and departments of  the Singapore 

government, while tenants can tap into nearby universities and business schools for a 
ready pool of  talent, expertise, knowledge and resources. 

The diverse start-ups in LaunchPad form a community that generates ample 
opportunities for knowledge sharing and collaboration, which in turn helps accelerate 
their growth and facilitates success in the marketplace.

To be eligible for a place at LaunchPad, start-ups must be Singapore-based, no more 
than five years old, and a stand-alone business rather than a subsidiary of  an established 
company.

The concept has been so successful that in March this year, JTC LaunchPad @ one-
north has added another three new blocks to the community. With even more space 
being made available over the next few years, LaunchPad @ one-north will have the 
potential to house up to 1,000 start-ups and 60 incubators.
JTC LaunchPad@ Jurong Innovation District (JID)

The JTC LaunchPad @ Jurong Innovation District (JID) will provide space to 
cluster start-ups, incubators and accelerators from the clean technology, advanced 
manufacturing and engineering industries. 

The development will feature a do-it-yourself  workshop and fabrication studio 
where entrepreneurs and even hobbyists can tinker with new technology and have 
access to experts, machines, tools and software – all aimed at helping to accelerate the 
commercialisation of  new technologies.

Like the first LaunchPad, JTC LaunchPad @ JID will be located in close proximity 
to institutions of  higher learning, along with a network of  corporations and research 
institutions to ensure collaboration and cross-fertilisation of  ideas. 

Singapore’s LaunchPads, as hubs for innovation, help start-ups get ‘business-ready’, 
and provide a blueprint of  what can be achieved if  innovation is placed front and centre 
of  the policy agenda. 

The presence of  diverse start-ups, incubators, venture capitalists and professional 
services clustered within the LaunchPad creates a vibrant community, generating ample 
opportunities for knowledge sharing, business collaborations and deal-making. These 
strong networks and partnerships help to accelerate the growth of  start-ups and facilitate 
their success in the marketplace.

JTC Launchpad event space (top); start-ups and incubators (bottom).

INNOVATION

JTC Launchpad:  

fostering innovation,  
Singapore-style
By David Ikin

Visitors to Singapore’s 
JTC LaunchPad @ one-
north – a 6.5 hectare 
ecosystem located within 
a much larger estate for 
innovation – cannot help 

but be impressed with the amenities and 
the opportunities provided for emerging 
businesses to work together.

In short, it’s a wonderland for start-ups.  And it’s 
the work of  the Singapore Government, as part of  
its mission to encourage innovation. 

JTC is Singapore’s lead agency with responsibility 
to spearhead the planning, promotion and 
development of  the nation’s industrial landscape. 
Since its inception nearly 50 years ago, JTC has 
played a major role in Singapore’s economic 
development by developing land and space to 
support the transformation of  industries and create 
quality jobs. 

Over the past five decades, JTC has pioneered 
industrial infrastructure solutions to meet the 
evolving needs of  companies with each new phase 
of  growth, in the process developing more than 
7,000 hectares of  industrial land and 4 million 
square metres of  ready-built facilities. 

Among its many projects is ‘one-north’, a 
200-hectare estate developed specifically to provide 
a place where knowledge workers can work, 
live, play and learn within a vibrant community. 
The estate was envisioned to be a world-class 

For evidence of the lengths to which a national 
government can go to support and foster an environment 
in which start-ups can flourish, we need look no further 
than one of Australia’s northern neighbours.

research facility and business park space that would attract and host globally-renowned 
researchers and cutting-edge innovations. 

one-north has grown into a vibrant hotspot for research, innovation, and test-bedding. 
Its world-class business park facilities are designed to promote research and development 
in the areas of  biomedical sciences, infocomm and media, supported by science and 
engineering capabilities. 

Located in the heart of  the estate is the JTC LaunchPad @ one-north, which is home 
to a vibrant community including accelerators, incubators, start-ups, venture capitalists 
and entrepreneurs. 

Officially opened by Singapore’s Prime Minister Lee Hsien Loong in 2015, JTC 
LaunchPad @ one-north offers incubation and start-up space to support the various 
stages of  entrepreneurship from idea generation to starting up. 

Over the past two years, JTC LaunchPad @ one-north has gained traction and the 
community has almost tripled to about 4,300 people in close to 800 start-ups and 50 
incubators. There is also a more diverse range of  start-ups from different industries, 
including engineering, biomedical, financial technology and urban solutions, beyond the 
infocomm and media sector when LaunchPad first started. 

JTC Launchpad  
@one north 
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Expede Cloud software -   
set to revolutionise  
global enterprise

With the increasing complexity of  
global business, companies must 
now evolve and look to technology 
to enhance the skills of  their expert 
teams to deliver the complex 
solutions increasingly demanded 

by the enterprise sector, governments, clients and their 
industries.

The Expede enterprise software has been developed over a seven 
year period in support of  energy projects in Australia with over 
$62B of  developments aided with the software.  While engaged in 
providing professional services, the founder of  Expede, Doug Friday, 
noted that regardless of  the approach and the budgets being spent by 
these enterprises they all had one consistent issue: the expert teams 
being employed were focused on trying to identify how to get what 
they needed to address the immediate challenge, rather than having 
everything at their fingertips so they could quickly resolve it and then 
move on to creating greater value.

Following several failed attempts to get commercially available 
software to address this issue, Mr Friday decided to develop a new 
solution from the ground up and from a business requirement 
standpoint. 

As Mr Friday explains: “We would not take no for an answer. If  
there was no way of  delivering what we needed, then we set about 
developing our own solution.  We had to commit a lot of  time and 
resources to research and development. Expede has a lot of  IP around 
how everything reliably integrates and even now we are the only ones 
in the world who know how to do much of  this.” 

Very early on in the development of  the software, the team 
recognised that as enterprise operations were becoming more 
complex, data analysis would become an essential tool of  the future.  

“Although we did not have any immediate plans to develop analytics 
we realised early on that we needed to capture data of  all information 
including historical and not only what was being done, but how it was 
being done.  This foresight will prove to bring the greatest value to 
Expede.  While others are now trying to work out what and how to 
capture information, we’ve been doing it for seven years and with a 

massive array of  data, have built a proven solution,” Mr Friday said.
Expede provides enterprise companies a vertically integrated 

solution that touches all the points of  their business and unlocks their 
information and process through intelligent extraction, collaboration 
both internally and externally, refined management process which 
significantly drivers performance and analytics to provide valuable 
insight, not only into their own business but also that of  their clients.  
It is built on a foundation that addresses their risks such as compliance 
and cybercrime so they can focus on their core business.

Expede believes that the new benchmark of  enterprise software will 
require that it be part of  an integrated business technology ecosystem 
such as IBM or Microsoft.  Microsoft has committed $1 billion a year 
to security alone.

“If  you are not part of  a secure ecosystem, you will find it harder to 
be embraced as an enterprise solution and the time will come when 
you simply cannot compete in meeting the standards of  security being 
set.”

It is with this belief  that Expede elected to leap frog other software 
companies and invested in re-imagining the software to operate with 
Microsoft Enterprise Cloud, which provides the most secure and 
certified global enterprise software delivery method available today.  
As part of  this transition to Azure, Expede obtained AD multi-
tenancy certification from Microsoft which enables clients to access 
the application through their own Microsoft security system.

“We understand from Microsoft that we are one of  only a handful 
in the world to achieve this.”

This decision has put Expede far ahead, being the only solution 
of  its kind registered by Microsoft in its global enterprise Appsource 
marketplace. Expede is now expanding this partnership and its 
enterprise solution by integrating Microsoft Office to operate within 
its application & provide its customers a total end to end solution.

Expede is also moving global with initial targets in USA, UK, 
Singapore and Australia.

“We now look forward to bringing Expede to the global market, 
both through our website and through account led sales with 
Microsoft.  Above all, we are delighted to be able to finally bring the 
proven benefits of  the Expede application to global enterprise and to 
provide them the solution to grow and future proof  their business.”

Expede CEO Doug Friday

www.expede.net

COMPANIES IN FOCUS

Titomic leads 
the next wave 
of Australian 
manufacturers 

Few can cite ready-made examples of  
technology-driven, small-scale Australian 
manufacturing. However, in Victoria you 
will find the seeds of  this bright future 
within the 3D metal printing industry.

Titomic is an advanced manufacturing 
specialist with operations currently based in 
Notting Hill Victoria and plans for a second 
facility in Tonsley, South Australia. The 
Company has co-developed a revolutionary 
technology with the CSIRO, known as the 
Titomic Kintetic Fusion (TKF) process.

The TKF process sprays material powders 
such as titanium alloys, at supersonic speed 
onto a surface. The powder then bonds by 
kinetic fusion creating an extremely strong 
metallic product with mechanical properties 
that can exceed standard wrought metals. 
It is estimated that the TKF material is 
approximately 34% stronger than stock 
titanium in compressive yield strength.

The process can be applied to create 

By Alex Baker

tubular or shaped load bearing 
structures and will conform to 
nearly any shape. 

The TKF process promises 
to deliver not only advanced 
metal manufacturing but also 
significant cost savings. The 
process can create products in 
a variety of  shapes, removing 
the need for folding, bending or 
welding metals, which is often 
expensive, time consuming and 
energy intensive.

Titomic’s revolutionary 
technology is comparable to 3D 
printing, however the process 
is much quicker, cheaper and 
without the size build size 
limitations and restrictions 
when melting metals. As TKF 
is a cold kinetic fusion process, 
it can fuse dissimilar metal in a 
seamless process and is capable 
of  delivering specialty metallic 
parts up to 10 to 100 times faster 
than a conventional 3D printer 
– and the raw materials required 
are approximately one-fifth 
to one-tenth cheaper than 3D 
printer powders.

“Titomic owns some truly 
world-leading technology,” 
Titomic technical director Jeff 
Lang said.

“To best describe Titomic’s 
capabilities, we have effectively 
created a super-fast 3D printer 
that works with some of  the 
strongest metal alloys and is 
cheap and efficient to operate.

“The potential for this 
technology is extensive, with 
a broad range of  different 
manufacturing and construction 
industries which could benefit 
from our technology. For 
example, we see application in 
areas as diverse as oil and gas, 
mining, aerospace, marine, 
automotive, medical, sporting 
and military businesses.

“To give you an example of  
just how adaptive our technology 
is, we have created a very light 
and strong bicycle at much faster 
speeds and cheaper than what it 
would cost to have a professional 
welder assemble the frame.

“Additionally, Titomic is 
progressing its activities with 
several aeropsace, military, 
and sporting goods companies. 
Together, we are looking at the 
production of  super lightweight 
and very strong titanium 
parts that cannot be produced 
efficiently and cost effectively 
with traditional methods,” Lang 
said.

Titomic continues to develop 
its industry engagement with 
a specific interest from major 
international manufacturing 
companies.

The South Australian 
Government has also recognised 
these potential benefits, including 
the company as a strategic asset 
for growing the State’s economy 
with plans well underway for the 
Titomic facility in the Tonsley 
precinct.

“The future looks really bright 
for Titomic. We are experiencing 
increased global interest on a 
daily basis and are in a position 
to upscale our production as 
required,” Lang said.

“There has been a lot of  
talk about the competitiveness 
of  Australian manufacturing 
and while conventional heavy-
labour operations seem to 
be in decline, Titomic is 
an example of  a company 
delivering success through cost-
conscious, technology-based 
manufacturing,” he said.  

Titomic owns 
some truly 

world-leading 
technology,
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Turning a million-dollar idea  
into a million dollars
This year Curtin University is celebrating 50 years of innovation. When we began as the Western 
Australian Institute of Technology in 1967, we had a practical focus and can-do attitude that set us 
apart from other, more traditional higher education providers.

Over time, our essential character hasn’t changed. We’re still committed to turning ideas and research 
into new products and services that make a real social and economic difference.

Examples include the MillMapper and CrusherMapper services for monitoring wear on mining 
equipment, high-definition 3D seismic services for minerals exploration provided by HiSeis and video 
analytics technology being marketed by iCetana.

We offer a range of programs for aspiring innovators and entrepreneurs including Curtin Accelerate, a 
fast paced ten-week program for Curtin staff, students and alumni that provides individuals and teams with 
industry contacts, workshops and mentoring to bring their ideas and businesses closer to reality.

We work on a variety of projects at various stages from early concept through to commercial ready.
Enquiries from industry representatives and investors interested in partnering, investment, licensing and 

mentoring opportunities are always welcome. Visit research.curtin.edu.au/commercialisation

Professor Deborah Terry AO
Vice-Chancellor, Curtin University

This year’s Curtin Accelerate 
participants

ClearDrum
Chronic Middle Ear Disease has hit global epidemic numbers. 
Hundreds of thousands of surgeries are performed every year to help 
treat the condition, with a large proportion of these requiring further, 
repeated surgeries. Ear Science Institute Australia, in conjunction 
with Deakin University, has developed a new implant which mimics 
the natural properties of a human eardrum, called ClearDrum. 
Laboratory-based testing has resulted in positive outcomes, exhibiting 
a potential for this implant to radically change the way these surgeries 
are performed in the future. The potential for this implant to positively 
impact the accessibility and effectiveness of ear surgery for the 330 
million people with Chronic Middle Ear Disease is its greatest asset 
and it will provide surgeons with the ability to save time within theatre, 
improve client outcomes and reduce the need for specialisation in 
complex ear procedures. Progression to human clinical trials and 
commercialisation of this implant is prioritised by Ear Science Institute 
Australia with a view to develop future partnerships with medical 
technology companies. Through Accelerate, Ear Science Institute 
Australia hope to make the technology available worldwide, which 
would revolutionise treatment.

Soter Analytics
Soter Analytics has developed a connected system that collects 
and analyses data from digital devices worn by industrial workers 
to help them work smarter, reduce injury risk and get more done. 
The technology is already being used by mining company Roy Hill 
and facility services company ISS. With the help of Accelerate, Soter 
Analytics is preparing to scale globally with upcoming projects in 
France, Belgium and Canada.

Goodfit
Goodfit has developed a system that allows consumers to size 
their feet for online shoe purchases, removing the annoyance of 
the wrong size being delivered. Goodfit allows direct-to-consumer 
and online footwear retailers to focus on selling shoes rather than 
managing returns. Other benefits include a reduction in inventory 
and management overhead for typical bulk purchasers of footwear as 
part of their uniforms, like government departments such as defence, 
police, fire services and paramedics. 

Shawn Ryan, founder of Goodfit, is hoping to improve  
the online shoe ordering user experience.  
(Photographer: Annabelle Fouchard, Curtin University).

COMPANIES IN FOCUS

In a marketplace inundated with tech start-ups, the key to success 
doesn’t solely revolve around the innovative product or service 
being spruiked. Start-ups need to be paired with the right 
strategic investors who can share in their vision and, ultimately 

provide the right capital to bring their idea into reality and into a 
commercial success. 

The importance of
finding the right 
investors for start-ups 

In a recent survey of  start-ups, 
TechInvest identified a big shift in 
the way start-ups are conducting 
their sourcing of  capital. More 
and more start-ups have realised 
that ‘strategic’ capital is far more 
valuable than ‘idle’ capital. They 
also acknowledge that getting 
access to the “right” capital is not 
easy and are becoming far more 
willing to partner with the right 
advisory groups to identify these 
investors.

In our conversations, Clinton 
Capital Partners was frequently 
mentioned as an advisory group 
with a strong track record in 
delivering “strategic” capital. 

Clinton Capital Partners is a 
Sydney-based privately owned 
and non-aligned advisory business 
that specialises in providing 
venture capital advisory, capital 
raising and investment; from seed 
funding through to IPO. 

For an industry that is quite 
prolific with its promotion, you 
won’t often see Clinton Capital 

Partners on the talking circuit. 
They thrive on strong word of  
mouth referrals from the investors 
and companies they have worked 
with. 

The firm’s motto is “Yesterday’s 
Principles, Tomorrow’s 
Companies”.  Principal of  the 
firm, Randolf  Clinton, said that 
getting strong foundations in place 
at an early stage is paramount for 
long term success. Clinton Capital 
Partners considers themselves as a 
“high touch advisory business in 
the low touch ecosystem”.

They pride themselves on:
•  Their extensive global 

experience & strong 
“strategic” networks

•  Their ability to identify the 
gems in the large number of  
companies they see

•  Their track record in backing 
winners

•  The fact they have skin in 
the game and are part of  a 
company’s journey, and

• Being a trusted partner
Clinton said there are several 

great ‘providers’ in the Australian 
market, and that it’s critical 
for founders and investors 
to understand which type of  
provider has the expertise and the 
structure best matched to their 
desired outcome.

 “Our portfolio companies have 
been our best source of  marketing 
and it has resulted in us seeing 
many opportunities each week,” 
he said. 

Clinton, who has over 30 years 
in global investment banking 
and financial markets with firms 
including JPMorgan, Credit 
Suisse, ABN Amro and RBS, 
believes the firm aims to simplify 
complex business problems and 
provide the opportunity for 
partnership-style investments 
that benefit both investor and 
company alike.  

“Our goal is to facilitate the 
success of  all parties involved, 
creating a win-win situation,” he 
said. “We are big on having skin 
in the game; so company, investor 
and advisor are all commonly 
aligned. We strongly feel that when 
one party is unaligned with the 
others, it ultimately leads to tears.”

Clinton is joined by other 
highly experienced advisors 
including James Tennant who 
has spent his working career 
in Venture Capital and Seed 
Funding as an analyst for a 
variety of  companies including 
large institutions, stockbroking 
firms, capital raising companies 
and angel investment groups. The 
team also includes ex-UBS wealth 
management and venture capital 
specialist Brett Mikelsen, with 16 
years’ experience in investments, 
growth strategy, and technology. 

For investors, the firm offers 
experience and understanding 
when investing in venture capital 
opportunities. The combined 
team has over 50 years of  
advising and/or following 
financial markets and they pride 
themselves on their rigorous due 
diligence process, the fact they 
have skin in the game alongside 
investors, their reputation and 
track record.

The firm has assisted a number 
of  companies in recent times 
including: Sparkke, Dementia 
Care Group, Fulcrum, Edstart, 
CancerAid, Tribe, AgriWebb, 
Leezair, LOC8 and Rezdy to 

name a few.
Clinton just concluded a 

raising for Dementia Care Group 
which resulted in strong investor 
interest, increasing its offer from 
$2 million to $3 million.  Founder 
& CEO Jon Kontopos said, 
“Clinton Capital Partners access 
to influential money, ability to 
simplify our transaction and the 
doors they opened for us were by 
far the best we have seen in the 
market place”.

Another company is 2016 
Ernst & Young Accelerating 
Entrepreneurs winner 
CancerAid, which has developed 
a revolutionary app to support 
those with cancer by providing 
an easy to use organisational 
platform and a medically reliable 
source of  cancer information. 

Clinton Capital Partners 
assisted in a Series A funding round 
for CancerAid which resulted 
in the start-up raising $1.25 
million. CancerAid CEO and 
founder Dr. Nikhil Pooviah said, 
“Clinton Capital Partners have 
played a crucial part in our start-
up journey. Without their work 
ethic and networking expertise, 
we would not have secured 
important strategic investors 
for our investment round. The 
team not only afforded us great 
access and guidance throughout 
the process, but also secured our 
new stakeholders far ahead of  
schedule.”

TRIBE CEO Anthony Svirskis 
said: “Clinton Capital Partners 
have been brilliant to deal with 
and have made our capital raising 
significantly more successful. 
Their network and experience 
has served us well and opened 
numerous doors in Australia and 
beyond.”

2016 iAward Winner for Start-
up of  the Year, AgriWebb CEO 
& co-founder Kevin Baum said, 
“Clinton Capital Partners were 
by far the most impressive we 
have encountered.”

Sparkke directors, Rose 
Kentish and Anouk Darling 
said: “Clinton Capital Partners 
exceeded our expectations 
by closing our capital raise 
oversubscribed in three days. 
The strategic investors and level 
of  guidance they offered was 
the most professional we have 
experienced.”

From left: Brett Mikelsen, Randolf Clinton, James Tennant
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Yojee working to 
bring logistics into 
the digital era
Globally, the logistics sector has hundreds 
of thousands of companies operating 
in an industry that is widely considered 
poised for major change. 

According to analysis carried out by the 
World Economic Forum and Accenture, 
digitalisation threatens to fundamentally 
disrupt logistics but could also unlock 
$4 trillion of  value for the industry and 
wider society.

ASX listed Yojee Limited (ASX: YOJ) has set itself  the mission of  
bringing logistics companies into the digital era, much the same way 
the web browser enabled e-commerce. 

Yojee, with offices in both Singapore and Perth, is a future ready 
platform technology company developing powerful logistics and 
supply chain management capabilities via its world-class blockchain 
secured software and expansive partner network across South East 
Asia and Australia.

Yojee Limited entered the public arena via reverse takeover in 
June 2016. 

“We are implementing a unique, highly scalable true collaborative 
economy platform and already have some marquee customers,” 
explained Managing Director Ed Clarke.  “Our platform aggregates 
and optimises existing logistics businesses already delivering across 
the planet to create a huge geographical capability for Yojee to 
move its freight and parcels efficiently and securely. Lion Group, the 
biggest commercial airline in South East Asia, has already licensed 
our software along with some other key partners across the region. 

“We have already proven ourselves to have world class logistics 
software, which we have made attainable to small and medium 
businesses via Yojee’s proprietary platform, enabling them to 
become more profitable and more operationally effective.

“Our mission is to bring the hundreds of  thousands of  logistics 
companies into the digital era, just as the web browser enabled 
e-commerce.  We provide a global platform which provides presence, 
optimisation and collaboration in a market with absolutely huge 
revenue opportunities available to those businesses that are more 
efficient.”

Couriers, delivery staff, trucking companies, freight forwarders 
can utilise Yojee’s software to enhance their own business and access 
new jobs from the wider network.  

“The more participants, the stronger the Yojee network.”
Yojee’s partners and customers span nine countries across two 

continents, and include 590 warehouses and more than 33,000 
vehicles. 

Yojee Artificial intelligence (AI) and autonomous dispatch enables 
massive cost savings, while far more intelligently managing vehicles 
through complex algorithms and machine learning, driving greater 
efficiency and more revenue opportunities at any scale. Yojee’s 
unique intelligent dynamic routing, clustering and job assignment 
processes can remove hundreds of  thousands of  dollars of  costs and 
increase fleet productivity. 

Yojee is implementing a blockchain as well as traditional payment 
methods and COD to prepare the platform for a more digital future 
in logistics and trade. The Yojee blockchain enables intelligence 
security, trust and efficiencies which has seen shipping lines, freight 
forwarders and other large industry stakeholders show interest. 

In March of  this year, the company announced it had signed 
a Memorandum of  Understanding with Indonesian logistics 
company Lion Group. The focus of  the partnership is to establish a 
modernised logistics solution that can provide the 250 million people 
in Indonesia, one of  the worlds fastest growing digital economies 
with some of  the most progressive and intelligent customer 
experiences, including digital tracking, customer notifications, and 
multiple payment options, along with a range of  delivery options.

Yojee has also recently successfully completed a share placement, 
raising $3.9 million from new and existing shareholders, with the 
funds earmarked to accelerate the Company’s business development 
activities and for working capital purposes. 

The business has a highly experienced management team, with 
experience in successfully driving start-ups throughout Asia.

“We have very clear objectives for the next two years:  to complete 
500,000 deliveries; secure 200 software clients; provide efficient cross 
border logistics operations; strengthen our position and continue to 
enhance our presence in the SE Asian logistics market.”

With a strong, established footprint in Asia, growing revenue and 
a ‘first mover’ advantage, Yojee is well positioned to deliver. 

INSIGHTS

The much-hyped digital transformation 
is no more evident than in the finance 
sector, where banks and financial 
institutions globally are embarking on 
large digital transformations to ensure 
they remain competitive amongst their 

peers whilst warding off the threat from non-traditional 
lenders and bug tech companies like Apple, Samsung 
and others. 

Along with the digital shift, the role of  the retail or branch 
network is also shifting, aligning to offer customer’s an omni-channel 
experiences – the same “look and feel” across all the channels and 
touch points. 

With predictions that as many as 40% of  all branches closing 
in the next decade, bringing the physical branch into the digital 
banking model is where LiveBank – a leading virtual banking 
solution developed by Polish based fintech company Ailleron – is 
putting the human face-to-face interaction in the digital channel 
by delivering all the interactive customer engagement and features 
from the physical branch to customers across all their devices. 

As the LiveBank partner in Asia, with its “meet your clients every 
time, everywhere” promise, Geniusto is seeing significant interest 
among major banks across Singapore, Malaysia, Philippines and 
China. 

LiveBank has grown since first deploying in 2014 with mBank in 
Europe, to develop an impressive client base with deployments on 
all continents and a presence in all major global markets. And it is 
already being rolled out to thousands of  banking customers across 
Asia offered by Australian based smart technology enabler Geniusto, 
as Managing Director and founder Shane Hermans explains. 

Geniusto taking  
customer communication

Tech-savvy and digital consumers don’t wait for business to catch up. Spoilt for 
choice, they have high expectations of engaging or making purchases from anywhere, 
anytime.

“We are seeing that in the very competitive Asian market, banks 
are looking to LiveBank as the key component in their capability to 
servicing their customer in the digital channels. This is not only for 
existing markets but also as a way to expand or deliver products to 
new markets without the need for new retail branches. We have banks 
looking to deploy LiveBank across both retail and wealth portfolios to 
offer their customers a fully secure end-to-end capability in the digital 
channel, reducing the need to visit a branch.

“Conversations between businesses and their customers are now 
taking place everywhere, on mobile phones, tablets, computers, TV, 
wearables – so now it’s even more important to manage communication 
channels with a clear and consistent service across multiple platforms.”

Standard Chartered is leading the way, having deployed LiveBank 
as virtual branch capability to Singapore and Malaysia in June 2016, 
and expanding this to Hong Kong, Taiwan, and most recently China – 
resulting in the largest roll out of  video banking globally. Customers of  
the bank – which has more than 1,200 branches in over 70 countries 
– are offered LiveBank for online servicing of  their retail and wealth 
products. 

“To succeed, businesses must move with their customers’ 
expectations on how they can communicate with their bank and at 
their convenience,” Mr Hermans said.

“With video banking, customers can speak with a banking consultant 
via chat, click to call or over a secure video connection from wherever 
they are located, seamlessly from the bank’s web or mobile apps. 
This allow customers to do almost anything they can do in a branch, 
from servicing to offering end to end transactions and sales to occur 
including account opening, signing up for new products such as credit 
cards, personal loans or even a mortgage.”

Geniusto operates throughout Australia and the Asia Pacific Region, 
providing cutting edge solutions to a range of  sectors including banking 
and finance, healthcare, aged care, hospitality, telecommunications 
and outcourcing.

to new levels
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*Richard Horton leads Squire Patton Boggs’ Australian venture capital and tech M&A practice, and splits his time between the firm’s Sydney and Silicon Valley offices.  
The firm represents more than100 start-ups in Australia, from all major tech sectors. Contact Richard at richard.horton@squirepb.com

After representing hundreds of  start-ups in both Australia and Silicon Valley, we have 
compiled our top tips for founders to keep in mind during the venture funding process.

1. Valuation, valuation, valuation
Each round of  venture funding needs to be adequate to prove a concept or reach a milestone to support an increased valuation for the next 
round. The key is to give away less for more each time. 
The start-up needs to raise the right amount of  money on a reasonable valuation. Low valuations can result in excessive dilution, while  
high valuations often chill future investors or result in loss of  face with existing investors (and possible application of  anti-dilution protection).  
A ‘rule of  thumb’ is that each equity round will cost around 20% of  the total capitalisation of  the company. Founders who keep this in  
mind will likely avoid serious trouble on the valuation front.

2. Keep a close eye on your cap table 
From day one, the best founders will keep a close eye on their cap table and a running tab on the impact of  future rounds on their voting 
power and share in any exit scenario. In this context, it is critical to understand the typical preferred rights of  venture investors, which 
invariably provide economic and control rights well in excess of  minority equity ownership positions. (For example, understanding the  
total liquidation preference overhang of  all investors is a key determinant of  a founder’s return on an exit).  

3. Research market terms for current and future venture  
It is important for founders to be well informed regarding prevailing market terms for venture investments. These terms are not set in stone, 
but there is a finite body of  all possible terms and a set of  terms which at any particularly point in time are generally considered “market 
standard.” Non-market terms typically emanate from inexperienced investors, who themselves are under pressure from inexperienced and 
nervous investors of  their own. 

4. Keep your cap table clean  
A huge turn off for investors is the so-called “dirty cap table,” a state of  having a large number of  shareholders and/or significant volumes  
of  equity held by people no longer involved in the business. Founders need to be very frugal about issuing equity to employees or third parties, 
and avoid being held to ransom by equity claims from former founders and others. To this end it is most important that all founders’ stock 
and employee options are subject to standard (4 year) vesting and that a very clear chain of  title is established to all company intellectual 
property rights immediately upon creation.

5. Know your investor 
In addition to track record, founders should pay particular attention to competing investments of  prospective investors. Most investors 
initially shun confidentiality obligations, so founders will have no power to control use or disclosure of  any information provided – other than 
by enforcement of  relevant intellectual property rights (in particular patents, if  any). 
It is also critical to understand the geographic imperatives of  your investors. Most Australian start-ups look at funding from Silicon Valley, 
particularly post Seed/Series A. US investors will not invest in any business unless they can drive to board meetings. This will require any 
Australian start-up to re-domicile the business (to Northern California usually), undergoing a tax effective roll-over (aka “flip”) and securing 
appropriate US immigration status for key personnel. 

6. The strategic investor
Strategic investments (e.g. from corporate venture funds) are a common alternative to pure financial investments (e.g. from venture funds), 
but may have deeper and less obvious significance to the start-up. Typically, these deals generally involve a significant grant of  additional 
commercial rights (usually some form of  exclusivity or optionality over the business), and may unwittingly result in the grant of  a path to 
cheap ownership. As with any investor, founders should investigate interest from strategic investors thoroughly and not underestimate the  
skill of  their professional deal-making teams or their occasional reputation for collection and misuse of  sensitive company information.

7. The Term Sheet – transition from curious to serious
The term sheet phase of  the investment transaction is where the deal is done. Venture term sheets are beguilingly short and high level, but 
their impact on founders and the company is invariably profound. Too often we see founders focus on pure shareholdings, naively glossing 
over the complex detail of  a mosaic of  investor super-rights.
In addition, although term sheets are stated to be non-binding, they are, in reality, binding upon the founders. On the other hand, the 
investor usually has a “due diligence out”, i.e. a right to walk away if  they discover any problems during their due diligence investigations.

INSIGHTS

The devil’s in the detail:  

A founder’s guide to  
start-up venture funding
By Richard Horton*

For the uninitiated, the fundraising process  
is a daunting yet unavoidable aspect of start-
up life. It can consume huge amounts of 
precious executive time slated for product 
development or other strategically important 
activities. Fundraising is also something the 
best venture-backed entrepreneurs embrace 
and understand completely.  

Richard Horton, 
Squire Patton 
Boggs
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“We believe in the power of  entrepreneurship to transform 
individuals and communities, to create economic opportunity, and to 
address global challenges,” Mr Strharsky said.

“Why make bets on individual transformative technologies when 
you can build an engine that sustainably generates hundreds of  them? 
We like to think that Unearthed is that engine.”

From testing the Accelerator Program model last year, Newton 
Labs emerged, which won a WA Young Innovator of  the Year Award 
for its innovative work in assisting a global mining heavyweight with 
the challenges of  large boulders blocking primary crushers at its iron 
ore operations. Newton Labs developed a novel sensor and analytics 
package, and is now using its technology on mine sites to report on 
particle size distribution and prevent oversize material from blocking 
the crushers, delivering significant savings to the mine operator.

Unearthed is assembling a mentor network with the experience 
and skills to assist start-ups to thrive and flourish in the international 
resources sector. Mentors including Bill Withers, a seasoned resources 
sector technology entrepreneur, and other senior leaders in major 
resources companies, entrepreneurs who have built global technology 
businesses and venture capitalists that know how to assist companies 
to scale. 

Each of  the founding directors of  Unearthed has had successful 
careers in the resources industry as well as founding their own tech 
start-ups. Collectively they have 40 years’ experience working in the 
resources sector, have raised seed funding for their own start-ups and 
have invested in other start-ups focused on the resources sector.

Kathy Bunce has also joined the team as Accelerator Program 
Director with her own long tenure in the resources sector (formerly 
General Manager People, Innovation & Information at Iluka 
Resources).  Ms Bunce said: “This is an exciting time to harness the 
technology groundswell in Australia, and I am thrilled to be stepping 
out of  one company to create opportunities to impact the whole 
resources sector to make sustainable change and even see potential 
disruption not even imagined.”

The aim is to foster Australian talent and provide the right 
conditions – including mentorship, capital, and support – so that they 
can take local technologies to the world. 

“Australia needs to increase investment in our developing ecosystem, 
if  we are to reap the rewards that these start-ups will have to offer. 
If  we do not build the capacity to create and support new start-up 
ventures pursuing this opportunity, Australia will lose the opportunity 
to innovators overseas.”

Through the Unearthed 
Accelerator, we aim to 
create 50 new start-ups 
in five years.

Breakthrough 
technology  
a surveillance solution
Addressing the problem of live monitoring large video 
surveillance networks is no easy task. Firstly, only a 
fraction of the cameras can be displayed at any one 
time on a company’s video wall. Secondly, if something 
important shows up, operators could be overwhelmed 
by the sheer scale of the monitoring required and often 
miss important events. This is where computer vision 
and machine learning specialist iCetana’s ground-
breaking intelligent technology comes in. 

The Perth-based software company has created a breakthrough 
system which solves the problem of massive video surveillance 
information overload by only showing surveillance operators those 
camera views where something abnormal is occurring, in real-time.

The company was initially spun out of Curtin University in 2010 
and got off the ground after receiving $1.5 million from venture 
capital firm Yuuwa Capital and pre-seed funding from Curtin.

The technology uses a patented machine-learning algorithm 
to automatically learn the difference between normal movement 
patterns and abnormal events in real-time.  

Continued overleaf...

The technology self-learns ‘normal’ motion patterns by 
establishing where, how and when objects move in each camera 
scene, automatically with no programming required.

Once ‘normal’ activity is established for each camera, the system 
then detects and displays only the cameras with ‘abnormal’ activity.  
This frees up operators, allowing them to focus on a small fraction 
of the video cameras that need their attention. Operators can 
then assess and take immediate action to prevent events from 
escalating.

The abnormal video data presented by the iCetana system 
provides valuable insight into evolving threats and risks by providing 
operators and security management with real-time notification and 
aggregated local, regional and global surveillance trends.

In order to display the relevant camera scene to operators, iCetana 
has developed the LiveWall application via Video Management 
System (VMS) plugin, or smart mobile devices. iCetana integrates 
with existing video surveillance infrastructures increasing the 
return on investment and effectiveness of the infrastructure.

iCetana control room (photo credit Christina Leth)

INDUSTRY NEWS

Unearthing 

By David Ikin

the next big thing

Since 2014, through its international program 
of  hackathons and online competitions, 
over 2,000 innovators have produced 
175 prototypes which have already made 
significant and measurable impact on its 
partners’ bottom lines.  

Now through a six-month long mentor-driven accelerator program, 
entrepreneurs will be supported to build sustainable businesses with 
commercially ready products to reach global markets. 

“Through the Unearthed Accelerator, we aim to create 50 new 
start-ups in five years,” said Accelerator Program Director Kathy 
Bunce. 

“These start-ups will introduce technologies that will improve the 
competitiveness and efficiency of  our resources sector partners.  We 
believe this is the fastest and most cost-effective way to introduce new 
technologies to the resources sector, as well as the best way to support 
new resources tech start-ups.” 

Direct participation in the Unearthed program from resources 
partners ensures that the technologies developed are fit-for-purpose 
and quickly adopted in their operations. This participation includes 

mentoring and facilitation of  site trials. 
The resources industry has long been a dominant player in 

Australia’s economy. Mining and related services employ more than 
380,000 people.  The industry accounts for 50% of  the nation’s 
export earnings, with the top 40 companies in the sector producing 
more than $400 billion in annual revenues.

However, the sector is facing significant change to the tune of  $100 
billion in economic impact from disruptive technologies by 2025. 
Globally, the impact over this period will be closer to $1 trillion.

“The mining sector has experienced declines in productivity of  
more than 33% over the past 10 years,” said Founding Director Justin 
Strharsky.

“In order to cut costs, many companies have reduced staff numbers, 
maintenance and capital expenditure, all of  which are short term 
solutions. Future gains in efficiency and competitiveness will be driven 
by adoption of  innovative technologies and processes.

“Technology start-ups will drive much of  this change. They have 
the right structure, methodology and tools to quickly test hypotheses 
about new technologies and business models in a market. They

are able to fail fast and often on the way to finding what works.” 
This is where Unearthed, as an open innovation platform for the 

global resources sector, comes in.

Partnering with some of the biggest global names in  
the resources sector, Perth-based Unearthed is helping 
to deliver gains in efficiency and competitiveness 
through the development of innovative technologies 
and processes.

The Unearthed 
Accelerator Team 
left to right:
Zane Prickett, 
Kathy Bunce, Bill 
Withers and Justin 
Strharsky.
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Taking the direct approach with 
online share registry

Among the most time-consuming and 
frustrating roles of  a CEO or company 
secretary is maintaining a company’s 
share register and communicating with 
shareholders.  

For many this involves clunky spreadsheets, manual entries and 
frustrating delays because communication with shareholders is – by 
and large – via snail mail.

Registry Direct, a company started by former UBS and Citigroup 
banker Steuart Roe, is a new online share registry business that 
allows both small and large unlisted companies to communicate 
directly with their security holders via the Internet. Its self-service 
system is easy-to-use, and does not require users to sign up to a 
fixed-term contract.

Registry Direct uses SaaS (software as a service) technology to 
allow CEOs and company secretaries to maintain their share 
registers, edit shareholder details, distribute announcements/annual 
reports/monthly updates, coordinate shareholder meetings, pay 
dividends, facilitate shareholder votes and issue securities.

Shareholders get online access where they can review company 
announcements, vote on resolutions, access dividend statements, 
view their transaction history and maintain their contact and bank 
account details.

Registry Direct’s chairman is Don McLay (also chairman of  
Credit Corp and Clime Investment) and Don Sharp (Chairman 
of  Managed Accounts and InPayTech and founder of  Bridges 
Financial Services) is a non-executive director.

Mr Roe says: “Tiny companies can maintain their share registers 
on their own, but if  a company has more than a handful of  
shareholders administering its share register can be a real headache. 
Most are running their share register via a spreadsheet – announcing 

meetings, running votes on resolutions, distributing announcements, 
producing dividend statements and creating ABA files for payments. 
Doing this well is almost impossible without a system like ours.”

Mr Roe has been involved in investment markets for two decades 
and realised that while large listed companies had plenty of  choice 
regarding share registries, unlisted companies were largely coping 
on their own. 

“With Registry Direct, CEOs and company secretaries can 
do everything online, so there’s no posting of  letters and waiting 
for replies. We allow company secretaries to be in direct contact 
with their shareholders, without needing to use a third party. We 
streamline the process and we represent a very cost-effective way to 
engage shareholders. Our SaaS product allows unlisted companies 
to access enterprise grade registry software at very low cost.” 

After three years developing the system, Mr Roe is now offering 
it to clients. He already has more than 50 listed securities on his 
books and numerous unlisted securities. Clients include Metgasco, 
Merck, Nasdaq, Acorns, CBI, Whitehaven, SelfWealth, Diebold, 
Baker Hughes and Sequoia Funds Management.

Last year the company completed a capital raising of  $1.4 million 
and the board is considering an IPO.

Although Registry Direct will eventually target major listed 
companies (offering material savings compared to both Link Market 
Services and Computershare – the two big players in the registry 
market), its ‘self-service’ software makes it ideal for small companies, 
including family companies.

With the government’s innovation agenda making equity crowd 
funding and employee share schemes more accessible for small and 
start-up companies, Registry Direct sees its product as the perfect 
tool for unlisted companies to capitalise on these initiatives.

Steuart Roe,  
CEO of Registry 
Direct
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The technology detects a wide-range of security, safety and 
operational events in real-time including:

• Suspicious behaviour
• Unauthorised access - people and vehicles
• Irregular movement - people and vehicles
• Trespass - no-go zones, perimeter fence, tunnels
• Violence / Aggressive Behaviour / Assaults
• Medical / security events requiring immediate response
• Precursor events - crowd gathering / dispersal
• Vandalism to fixed assets
• Camera tampering
• Fire risk.
According to Chief Executive Officer Chris Farquhar, iCetana’s 

technology can be applied to a variety of environments including 
campuses, public spaces, train and bus stations, shopping malls 
and utilities. 

“As we enter a future where surveillance will only become more 
critical, our company provides a revolutionary way to process vast 
amounts of live information, prevent operators from becoming 
overwhelmed and allow systems to be more effective at responding 
to evolving threats and risks.

“Geographically dispersed manned and unmanned 
equipment and operations, public and private facilities, critical 
infrastructure such as power plants and water utilities, iCetana 
can assist organisations protect their customers, staff and critical 
infrastructure against a range of threats including detecting 
precursor activities before they escalate.” 

In Australia, iCetana’s technology has been used for public 
transport, city surveillance, critical infrastructure and university 
campuses, including Curtin University.

Looking globally 
iCetana has also been successfully deployed with multiple 

customers in international markets including the Middle-East and 
North Africa, Europe, the Americas and South-East Asia. 

“iCetana has already been deployed in 10 countries globally. We 
are expanding this client base in key international markets,” Mr 
Farquhar said.

iCetana has recently raised A$8 million in a funding round led by 
GoCapital with participation from the Delcor Family Office, a range 
of angel investors and existing investor Yuuwa Capital. The funding 
round will enable iCetana to accelerate its growth and build on its 
early success.

Continued from page 19...

iCetana technology helps assists 
monitoring of: 

UTILITIES

SHOPPING MALLS

TRANSPORTATION

PUBLIC SPACES  
& SMART CITIES

CAMPUSES

The next wave 
of energy 
technology

One of  Australia’s most recognisable energy 
technology companies, Carnegie Clean 
Energy (ASX: CCE) has capped off an 
impressive period for the company, adding a 

raft of  new technologies to its clean power solutions.

The company’s traditional wave power technology is continuing to 
make significant progress, with the recently-elected West Australian 
Government announcing a $19.5 million commitment for a wave 
farm in the WA region of  Albany.

The wave power project will be the first ever commercial-scale 
project of  its kind in Australia and will deliver zero-emissions, 
environmentally friendly electricity.

In addition, the company has also been taking a number of  steps 
towards commercialising other clean energy solutions.

The company is in the process of  building a wholly-owned, 
10-megawatt solar power plant in Northam. 

Another major development for Carnegie is the increasing focus 
on electricity storage.

Currently the largest Australian designer and integrator of  battery 
storage solutions, Carnegie Clean Energy has delivered more than 
25 utility scale battery systems across Australia.

The company is a confirmed bidder for the Victorian Government’s 
tender for a 100 megawatt battery storage system. Additionally, 
the company has submitted a response to the South Australian 
Government’s request for submissions of  interest for the provision of  
a utility-scale battery energy storage solution.

“We are at an exciting time for clean energy in Australia, where 
significant market opportunities are being created on an almost 
daily basis. As the only ASX-listed company capable of  the design, 
development, finance, construction and operation of  solar, battery, 
wave and hybrid energy systems, Carnegie is especially well 
positioned to capitalise on these opportunities,” Carnegie chief  
executive Mike Ottaviano said.

We are at an exciting 
time for clean energy 
in Australia, where 
significant market 

opportunities are being 
created on an almost 

daily basis.
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Techboard takes its start-up 
ranking national

Techboard, the platform that helps 
Australia’s start-ups and young 
tech companies get noticed, has 
this year taken its ranking of  
trending start-ups national. 

In the last edition of  TechInvest we 
reported on the Q3 2016 ranking 
which covered Western Australian 
companies and in April the ranking 
was extended to cover Victorian 
companies.  In January 2017, 
Techboard published its first ranking 
also covering companies from New 
South Wales and in April the ranking 
was extended to cover Victorian 
companies. 
 “We started ranking Western 
Australian start-ups and young tech 
companies to give greater profile to the 
companies and their successes, and to 
help investors and others identify and 
track start-ups that are on the rise,” 
said Techboard co-founder Peter van 
Bruchem. 
“We are very pleased to have begun 
the process of  taking our ranking 
national, covering companies from 

The healthcare information technology market is swelling, 
thanks to the federal government’s legislative and financial 
incentives for technological progress. While most industries 
have adopted technology much earlier, the healthcare industry 

is just beginning to catch up.

Alcidion gives 
healthcare a 
check-up
By Alex Baker

Techboard co-founders Peter van Bruchem 
(left) and Rafael Kimberley-Bowen (right)

Hospitals have become a complex web of  eco-systems comprising of  
a myriad of  disparate clinical information systems. In this environment, 
how can clinicians adequately identify and act upon clinical risks and 
better care for their patients?  

That’s the question leading Adelaide-based health informatics company 
Alcidion Group Limited (ASX:ALC) posed to health professionals, 
hospitals and clinicians – and this has driven the company since its 
inception.

Listing on the ASX in February 2016 with $7 million in cash and 
minimal debt, the company is seeking to improve healthcare by providing 

clinicians with tools to ensure highest quality of  care for their patients 
through intelligent informatics. 

Rather than clinicians spending hours learning how to use complex 
software or repetitive administrative tasks, Alcidion has developed software 
that allows health professionals to spend more time with their patients.

This software, called the Miya platform, integrates various clinical 
information systems to identify emerging clinical risk and provides clinical 
intelligence via a range of  easy-to-use mobile and desktop devices.  

Now the leader in what has been coined ‘intelligent informatics’, 
Alcidion is empowering clinicians to provide the best quality care for their 
patients through decision support technology. 

“Health care is primarily about risk management: Detection, monitoring 
and mitigation. An informatics platform should play a more active role in 
assisting clinicians,” according to Alcidion’s Chief  Executive and former 
Chair of  the SA Health Commission, Mr Ray Blight. 

Mr Blight, who co-founded Alcidion with Professor Pradhan, said Miya 

Continued overleaf...

WA, NSW, NT and now Victoria. 
We will be extending our ranking to 
cover start-ups and early stage tech 
companies from around the country 
over the coming months.” 
In addition to the ranking Techboard 
also publishes a monthly summary 
of  Funding Events and Milestones 
Techboard and enables start-ups to 
raise their profile with a growing 
audience by having a free company 
profile and free access to an ASX-
style announcements platform. People 
interested in tracking companies’ 
progress can also follow their progress 
and be alerted when the company 
updates its profile or makes an 
announcement. 
Check out the latest start-up 
ranking at Techboard.com.au. 
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Pioneering a 
solution for memory 
storage demands of  
tomorrow

The statistics are 
mind-boggling

By David Ikin

Every second, 6,000 tweets are sent worldwide 
and around six hours of  video and 5,000 photos are 
saved online. 

In the time it will take you to read this article, 
some 2 billion emails will have been sent. 

Over the past two years, more data has been 
created than in all preceding history and very little 
of  this content is ever deleted.

The increasing demand for data storage has 
been driven in no small part by the rapid take-up 
of  mobile devices and cloud services, along with 
the move towards digital content, combined with 
the fact that people have an insatiable appetite for 
accessing everything instantly. 

To cater for that, a new form of  storage memory 
needs to be created – it’s what has been dubbed 
storage class memory (“SCM”). It’s the buzzword 
of  the semiconductor industry; a technology with 
characteristics somewhere between DRAM and 
NAND FLASH. These are the two main memory 
and storage technologies used today, respectively 
US$50 billion and US$40 billion markets annually 
and growing. 

4DS Memory is working hard to develop a SCM 
technology at its research and development facilities 
in Silicon Valley as it targets the global data storage 
market. 

4DS Memory is pioneering Interface Switching 
ReRAM (Non-Filamentary ReRAM), for next 
generation gigabyte storage. The company owns a 
patented IP portfolio, comprising 17 granted US 
patents and 6 patents pending, which has been 
developed in-house and fully owned.

Established in 2007, and listed on the ASX in 2015 

(stock code: 4DS), the company has partnered with 
HGST, a 100% subsidiary of  US$17 billion giant 
Western Digital Corporation, the world’s largest 
data storage company, to optimise and accelerate the 
development of  4DS Memory’s technology.

 “Our R&D is moving us closer and closer to being 
able to be a participant in storage class memory,” 
said Executive Director David McAuliffe.

SCM is considered vital as it effectively introduces 
a new level in the memory hierarchy between 
DRAM and FLASH.

Historically, whenever this has happened it has 
opened the door to significantly faster systems 
consuming far less power and which are capable of  
processing more data in a more cost-effective way.

As a result, 4DS Memory’s technology is 
potentially disruptive to the global memory industry.

4DS Memory’s Silicon Valley facility is home to a 
small team of  engineers, scientists and other experts.

“Semiconductor companies are looking for a 
long-term solution. They don’t want something 
that is going to last five years and then have to 
develop something else. They want a new memory 
technology that is scalable over the next 20 or 30 
years, just like FLASH has been over the past 35 
years. 

“We believe we are getting closer to  
demonstrating that 4DS Memory’s technology 
can be commercialised via a strategic sale and / or 
licensing agreement, then can be brought to market 
by one of  the large data storage companies.”

The goal is high-density non-volatile memory 
with the endurance, speed, retention and cost 
characteristics that nicely fit between DRAM and 
FLASH.

The energy consumed in data storage is staggering.
“Google uses as much energy as Turkey. 

Combined, all the data centres around the world 
consume more energy than the UK. And if  the 
iCloud was a country it would be the sixth largest 
country in the world in terms of  energy consumption.

“Our technology addresses this as it runs cooler, 
which will increasingly become an important factor 
in the years ahead,” Mr McAuliffe said.

4DS Memory continues to make progress towards 
its technology milestones and is well positioned to 
address the massive memory storage demands of  
tomorrow.

David McAuliffe  
4DS Memory Executive Director
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Business insights for SMEs drive  
9 Spokes’ rapid global growth

Tapping into sizable SME markets in  
the UK and Australia has been core to the 
early success of New-Zealand based,  
ASX-listed company 9 Spokes. 

By Alex Baker

The company provides SMEs 
with a smart dashboard allowing 
users to connect their cloud-
based financial and business 
apps to one dynamic interface, 
helping deliver a better overview 
of  business performance. 

9 Spokes has existing 
partnerships in place with 
leading app providers, such 
as Intuit QuickBooks Online, 
Expensify, SageOne, MYOB, 
MailChimp and Google 
Analytics. At a glance, business 

owners can quickly use the 
dashboard to gain insights 
into business development, 
accounting and marketing.

The dashboard is accessible 
from multiple devices and 
also suggests a selection of  
recommended apps tailored for 
the user’s industry. 

9 Spokes is not holding back. 
The company has recently 
announced its plans to launch 
its platform in the US. With 
approximately 29 million 
SMEs the US market is highly 
attractive. 9 Spokes reports that 
the cloud market in the United 

States is now worth $55 billion, 
with 95% of  all businesses using 
some form of  cloud-based 
technology. 

Co-founder and Chief  
Executive Officer of  9 Spokes 
Mark Estall said: “We are really 
positive about the uptake of  our 
SME-focussed technology.

“We have a dual-track 
approach to growth, targeting 
businesses via our own direct 
marketing, while also securing 
Channel Partnerships with large 
organisations such as Barclays 
Bank and Propel by Deloitte 
in the UK, and Suncorp in 
Australia.” Collectively they 
have approximately 2 million 
SME customers.

9 Spokes already receives 
minimum contracted recurring 

licence fees of  $3 million per 
annum from its existing Channel 
Partners.

“Our services went live in late 
2016 and we’re already seeing 
an acceleration in customer 
acquisitions, surpassing 1,000 
small business users in February 
2017.

 “We don’t need to do additional 
coding to enter new markets 
and we have limited  technical 
restrictions for expansion. This 
puts us in the relatively unique 
position of  being able to deploy 
into the US market rapidly and 
at low incremental cost,” he said. 

The US launch is not 
uncharted territory for 9 Spokes.  
The company’s entry into the 
UK market required only a 
small number of  local staff 
and relatively limited capital 
expenditure. The Company’s 
direct launch will be followed by 
the roll out of  future US channel 
partners, at least two of  which are 
already in talks with the company. 

9 Spokes has made significant 
progress with a range of  new 
prospective channel partners. 
These include some of  the 
largest banks in North America. 
9 Spokes is progressing business 
development in more than three 
countries and is confident on 
the potential for further channel 
deals over the next six months. 

Within its channel 
relationships the company is 
targeting growth figures this 
year of  up to 6 million SMEs. 
The channel model efficiently 
enables 9 Spokes to operate 
across a large number of  very 
different markets. 

“Many entrepreneurs, myself  
included, are guilty at some 
stage of  running their businesses 
on gut feel and relying on 
instinct. These have a role to 
play, but for sound financial and 
management planning, more 
reliable metrics are needed. 
Our goal at 9 Spokes is to help 
SMEs access these in a way that 
translates into good business 
decisions and our success at this 
will translate to positive investor 
returns,” Mr Estall said. 

facebook.com/9Spokes/
twitter.com/9Spokes 
linkedin.com/company/9-spokes

Mark Estall,  
CEO & Co-Founder

COMPANIES IN FOCUS

has been designed as a health informatics 
platform that is able to extract information 
about a particular patient and highlight their 
clinical risk factors in order to provide real-
time clinical decision support.

 “The Miya Platform is about helping the 
clinician understand a patient’s clinical risk so 
they can make the best possible decisions,” 
Mr Blight said. 

“We are able to gather expert knowledge 
about a particular condition and present that 
in the context of  a specific patient, thereby 
assisting the clinician in making the best 
possible care decisions.”

Alcidion Executive Director Nathan Buzza 
said the Miya platform originated from the 
fact that by and large information systems 
within clinical healthcare don’t adequately 
talk to each other.  

“What we have developed is a supervisory 
system that sits on top of  a hospital’s current 
deployments,” Mr Buzza said. 

“Your current IT systems brings it all 
together into one platform and identifies 
emerging clinical risk for the patient and then 
pushes out those notifications to the clinicians 
and makes recommendations as to the 
best course of  actions the physician should 
consider doing. 

‘In essence, this system allows doctors, 
nurses and allied health professionals to 
spend more time with their patients and less 
time on data entry.” 

Alcidion provides solutions across four 
different categories including: 

Emergency Department – Miya ED 
software – Boosts existing EDIS with a set 
of  clinical dashboards and ED whiteboards, 
allowing an Emergency Room team to 
highlight key risks, activate best practice 
guidance for common problems and detect 
and manage high risk lab results that arrive 
after the patient has been discharged.

Inpatient Services - Miya Patient Flow – 
Helps to keep everyone on the same page 
about demands on your hospital by providing 
a platform that integrates a Mobile EMR, 
Bed Management Systems and a Clinical 
Information System that supports the 
workflows of  doctors, nurses, allied health 
and bed managers. Adopting this service 
allows everyone to clearly communicate and 
seamlessly share information about the status 
of  each patient.

Miya Clinicals - Integrating the Miya 
Clinical suite of  applications and services 
into existing health IT infrastructure will 
help save clinician time and reduce errors 
and unmanaged risks. It allows clinicians to 
respond faster to emerging risks by pushing 
information to them on dashboard views.

Outpatient clinics - Miya Clinic- Use our 
Outpatient Software to save clinical time and 
effort spent searching for relevant data during 
clinics, and optimize your outpatient processes 
from referral through to discharge ensuring 
that patients receive best practice, high quality 
care, while reducing clinical risk.  Connect 
our clinical OPD software with our referral 
management systems to provide holistic 
support for your administrative and clinical 
processes.

Alcidion’s Miya platform is installed into 
15 large tertiary hospitals including Footscray, 
Sunshine, Williamstown, Royal Darwin 
and Alice Springs Hospitals and throughout 
Tasmania. 

Continued from page 23...

The company has a capable and experienced 
management team with a strong track record of  
commercialising healthcare software, including 
the former CEO and Chairman of  the South 
Australian Health Commission, a Stanford 
qualified Medical Doctor and a former Ernst & 
Young Entrepreneur of  the Year. 

Recent Achievements 
In July 2016, Alcidion began its 

commercialisation strategy, having deployed 
numerous paid beta deployments across 
Australia. 

As a result of  the commercialisation strategy, 
Alcidion key highlights have included: 
• Execution of  a five year, $2.35m contract 

with Western Health for signifying the 
transition of  our Patent Flow and Bed 
Management Solutions from pilot installation 
to commercial deployment 

• Signed an agreement with Calvary Health 
to assist the organisation with streamlining 
clinical coding and patient data across their 
facilities

• Secured a $525,000 contract with Northern 
Territory Health Department 

• Invested $1.5m developing a Computerized 
Physician Order Entry (CPOE) platform, 
in the form of  a Best Practice Pathology 
Ordering product that automates the 
electronic ordering of  pathology for ED 
physicians

• Preferred vendor status for a substantial 
Hospital Operations Centre in New Zealand 
and entered into advanced stage negotiations 
with the District Health Board 

• Secured first customer in NSW with 
integration into the Cerner EMR platform 

• Entered into commercial negotiations with a 
private hospital group

• Tasmania’s Department of  Health went live 
with Miya Clinic

The technology is deployed and 
operational at: 

Western Health (3 hospitals)

Northern Territory Health Department (5 hospitals) 

Tasmania Health (4 hospitals) 

Royal Melbourne Hospital 

Coffs Harbour Base Hospital

Sunshine Coast University Hospital

NT Cardiac 
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World leading 
tech talent
returns to 
Sydney as 
ecosystem 
grows

Former head of  Twitter NYC’s 
engineering organisation, 
Adam Schuck, has joined 
a growing number of  
leading Australian tech stars 
returning home in search of  

quality of  life and sunshine – and founding 
a new generation of  Sydney tech start-ups 
in the process. 

Having served time in the fast pace of  New 
York and Silicon Valley, Adam has come back to 
Sydney to co-found Lexy.io with ex-UNSW mate 
Alex North. The company will be based jointly in 
Sydney and Silicon Valley when it launches in a 

By Dean McEvoy, CEO, TechSydney

Dean McEvoy,  
CEO TechSydney

COMPANIES IN FOCUS

few months’ time, with co-founder Mick 
Johnson – previously Head of  Product for 
Facebook mobile – heading up American 
operations.

With two of  the three co-founders 
having young families, the potential for 
work/life balance with access to great 
beaches was a big draw card.

“Having sold multiple start-ups in 
the US, and after holding senior roles 
at Google, Facebook and Twitter, my 
cofounders and I felt the timing was right 
to build our next venture supported by 
the growing Sydney ecosystem,” said 
Adam Schuck.

“From Sydney, we can tackle a global 
problem with a global market, yet benefit 
from world-class local talent, government 
support and a great lifestyle.”

In the past, founding a tech start-
up mid-career was considered a risky 
business, with start-up ecosystems like 
Silicon Valley seen as the preserve of  
young college dropouts.  Now Sydney is 
seeing an increasing number of  people 
founding tech companies in their mid-
thirties.

The influx of  internationally 
experienced people from other 
worldwide tech ecosystems in the last 
year or two is having a beneficial impact 
on Sydney’s tech ecosystem. Combine 
this with the NSW Government’s recent 
announcement of  a 15,000 square metre 
tech hub, and Sydney’s tech scene seems 
poised for success.

Founding or joining a start-up mid-
career in Sydney is increasingly seen as the 
career move of  choice for professionals 

Lexy Team (left to right) Mick Johnson, Alex North, 
Michael Hills, Adam Schuck

– and when you look at the statistics, it’s 
easy to see why.

In 2015, the federal government’s 
Innovation System Report revealed that 
in the five years from 2008, start-ups and 
innovation companies in Australia hired 
1.4 million people. In that same period, 
established companies lost 400,000 jobs.

From 2004/05 – 2010/11, Australian 
businesses added $440 billion (net) to 
the economy and $164 billion of  that 
came from start-ups. This has left many 
professionals asking whether it’s more 
risky not to take the plunge and found a 
start-up.

Home-grown talent is also getting in 
on the act with a number of  former high-
flying executives starting first-time tech 
start-ups in Sydney. 

Rebekah Campbell co-founded her 
first tech start-up, Hey You, four years 
ago. The former record company owner 
has an 11-month-old daughter and 
thinks Sydney is the perfect place for tech 
founders who are out of  their twenties.

“Sydney is really family-friendly and, 
for me, that made it the right place to 
found a high-impact tech start-up now.

“It didn’t seem like a risk – you can 
be working for a major company and be 
made redundant or be unhappy there so 
you might as well do something you love.

“I took much sillier risks in my early 
twenties – now I do my research so I 
know what I’m getting into. Having a 
family made me want to make a more 
positive impact on the world.  I want to 
spend my time making a difference, not 
standing still.”

Blockchain-
enhanced 
payment 
and software 
solutions 

Every year, migrants send 
more than $580 billion 
home to their families 
all over the world – 
that’s over three times 
the value of  all global 

foreign aid contributions. This growing, 
global phenomenon is the driver for the 
development of  ASX-listed business 
DigitalX (ASX: DCC). 

While headquartered in Perth, DigitalX is 
a Boston and New York based organisation 
focused on the digital payments industry and the 
development of  fintech products and services.

The company is making a name for itself  by 
developing blockchain enhanced payment solutions.  
Blockchain is the technology underpinning the 
digital currency bitcoin, effectively providing a 
digital ledger in which data is hosted for efficiencies 
in security, trust and cost. Santander believes the 
technology could save banks over $20 billion a year.

DigitalX has leveraged blockchain technology 
and the secure ledger system to create a patent-
pending technology called AirID. 

AirID forms the backbone of  the transaction 

system for the company’s flagship 
payment product AirPocket, a remittance 
app which allows consumers to make 
secure and cost-effective money transfers 
worldwide. 

In March 2017, the company 
announced it had secured up to $1.25 
million in financing from Ironside 
Capital. With AirPocket live on US App 
stores today, the funds will fuel marketing 
and distribution for the consumer app. In 
addition, the Company will be offering 
AirID as a turnkey solution for other 
businesses seeking to leverage the benefits 
of  blockchain technology. 

The DigitalX management team brings 
together expertise and experience from a 
range of  technology, entrepreneurship 
and capital markets backgrounds. 

CEO of  DigitalX, and board 
member of  Australia’s industry body 
for Blockchain companies, the ADCA, 
Leigh Travers stated: “From the outset, 
we set our mission to promote financial 
inclusion via low-cost services that help 
under-banked users create a financial 
identity through the application of  
blockchain technology. The market 
for financial reputation creation in 
underbanked communities is massively 
underserved by existing operators, and 
we believe we can change this with the 
simple use of  our application AirPocket.

“Our target is specifically underbanked 
immigrants sending money home. The 
main players in the sector are large 
legacy businesses which are resistant to 
change and impose high transfer fees – in 
other words, they offer a poor customer 
experience.” 

The AirPocket roll-out is well 
underway, offering instant international 
money-transfers to Latin America and 
the Philippines, as well as mobile top-up 
coverage to over 4 billion phones globally. 
AirPocket users can choose from tens of  
thousands of  cash-out locations, and can 
deposit directly into Latin America’s top 
consumer bank accounts.  Furthermore, 
AirPocket is set to integrate bill-pay 
capabilities, allowing users to settle 
international utility bills for themselves 
and for their family from their mobile 
phone.

To manage consumer marketing, 
AirPocket is engaged with PintaUSA 
who specialise in marketing to the 
US-Latino demographic. PintaUSA 

will handle AirPocket’s on-and off-line 
campaigns which includes radio, bodega 
and digital. PintaUSA has led highly 
successful Latino-focused campaigns for 
large organisations including the NFL, 
UFC, T-Mobile, and TransferWise.

“We are excited that AirPocket 
will deliver value to the immigrant 
community by offering low fees and 
exchange rate premiums that won’t 
change,” Mr Travers said. 

“Very importantly, AirPocket offers 
steady forex premiums in response to 
dissatisfaction with the ‘casino’-like 
experience remittance users face on 
competitor platforms. The convenience 
of  having an unchanging premium 
takes a significant step out of  customers’ 
calculation of  the optimal sending 
platform.”

With AirPocket launched, DigitalX 
has added AirID services to their product 
roadmap. The second half  of  the year will 
see AirID enable credit based services to 
trusted AirPocket users, with micro and 
marketplace lending as the key markets. 
In addition, DigitalX is partnering with 
organisations to allow enterprises to 
integrate Distributed Ledger Technology 
into their existing data systems. 

“The opportunities for AirID are 
immense and we are targeting near term 
verticals in the supply chain and digital 
identity markets. The technology as a 
tool is revolutionary; however, only when 
it is applied between multiple parties for 
a real world use-case is the true value 
harnessed.”

CEO Leigh Travers  
and Research Analyst Will Brazel

COMPANIES IN FOCUS
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(Left) Jay Shah 
(Right) Grant 
Pestell

infinitely-scalable offering. Already having offices in Perth, Cape 
Town and the USA, the company is focussed on its pipeline in South 
East Asia and North America and has established a strong presence 
in Singapore, New York and San Jose. 

Having identified online publishing as a key industry to target 
to rapidly generate reach and scale, the company has signed-up 
publisher customers from industries as diverse as sports, travel and 
luxury goods, as well as inking several channel partner arrangements 
with strategic counterparties with a view to leveraging their existing 
networks and business models. 

Further, OpenDNA has bolstered the strength of  its offering to 
potential customers, including in the publishing space, by entering 
into a range of  agreements with leading adtech industry players 
including Facebook and Fyber. These agreements provide the 
company with the ability to deploy its proprietary ad platforms 
through OpenDNA apps and websites in order to enable OpenDNA 
customers to benefit from extensive advertising inventory, access to 
cutting-edge advertising technology and market-leading revenue 
generation capabilities, delivered in a seamlessly integrated manner 
in conjunction with OpenDNA’s personalisation technology. Finally, 
through its software development kits for iOS, Android and web 
platforms, OpenDNA provides developers with the ability to connect 
existing digital platforms to OpenDNA’s technology, or to design new 
Apps and websites so as to be “powered by OpenDNA”.

Like any emerging business, OpenDNA’s focus is on achieving 
positive cashflow as soon as possible and on promoting awareness 
and recognition. “We’re growing at a rapid rate and are actively 
developing an extensive pipeline of  customers, channel partners and 
other strategic relationships,” Mr Shah said.

“We’ve had discussions with multinational companies all over the 
globe who are excited about the benefits that personalisation can 
provide. At the same time, it’s been encouraging that prominent 
organisations like Westpac with its ‘Businesses of  Tomorrow’ 
program have acknowledged the role that artificial intelligence 
and personalisation will play in tomorrow’s digital marketplace. 
OpenDNA was one of  only 7 listed companies to be recognised by 
Westpac amongst the list of  200 businesses featured in the Business 
of  Tomorrow program.”

We’re confident that our 
artificial intelligence 

technology is a genuine 
game-changer for online 

businesses 
Mr Shah said.
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The upshot of  all of  this? Businesses that use OpenDNA’s 
artificial intelligence platform can drive higher customer 
engagement, retention and conversion by showing those 
customers only digital content that matches their interest 

profile.  This hyper-relevant content targeting is achieved using an 
algorithm which continuously learns the interests and preferences of  
each individual user.

Showing different content 
to different users not only 
creates a more personalised 
experience at the individual 
level, it also enables new 
customers to be more precisely 
targeted and existing ones to 
be more accurately re-targeted. 
For example, if  somebody 
has already bought a vacuum 
cleaner through a website or 
read certain articles on a news 
app, they’re unlikely to be 
interested in seeing those exact 
things again. Being able to 
accurately personalise content 
to consumers in real-time has 
enormous implications for 
businesses, particularly when 
that content includes tailored 
advertising.

So how does OpenDNA 
make money?

“The beauty of  our revenue 
model is that it is directly 
related to increased business 
performance for our customers.  

OPENDNA

The future is 
here; the future 
is personalised

Jay Shah We keep it simple by charging 
a monthly fee based on user 
count, ranging between US$499 
and $US18,000 per month. For 
those customers that desire 
value-added services such as 
the supply of  additional content 
or an integrated ad solution 
for their digital platforms, 
we charge an additional flat 
monthly fee and a revenue-
share component, respectively,” 
Mr Shah said. 

“Because OpenDNA models 
its pricing on our ability to create 
uplift in their existing businesses, 
there’s very little downside for 
customers to use OpenDNA 
from a cost perspective and the 
potential for revenue increase is 
enormous.”

Since listing on ASX in 
November 2016, OpenDNA 
has taken a number of  
important strides towards fully 
commercialising and deploying 
its industry-agnostic and 

COMPANIES IN FOCUS
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‘Pay later’ 
paying off for  
zipMoney  

In a retail industry worth over $300 billion, cash is 
in decline, credit cards are stagnant whilst debit 
cards and digital wallets are on the rise. zipMoney 
(ASX: ZML) is leading the charge with consumers 
(particularly millennials) by disrupting the high 
interest, inflexible and clunky credit card in favour 

of  interest-free payments.

The disruptive payments and consumer finance company reported record 
revenue of  $4.6 million for the March 2017 quarter and over $11 million 
YTD. zipMoney’s core business is built on its 100%-owned, cloud-based 
payments platform which provides consumers with a digital wallet, 
supporting seamless transactions across a large and growing retail network. 
Consumers have the benefit of  paying back the purchase, interest-free, over a 
period of  time. 
To date, this streamlined, innovative technology has processed well over $200 
million on its digital platform, $60 million of  which was transacted during 

By David Tasker 

the most recent quarter alone.
Larry Diamond, Co-Founder and CEO, said: “we continue to see significant 
growth in transaction volume, customers and merchant numbers, which is 
testament to the very large market opportunity ahead of  ourselves and the 
hard work of  the entire Zip team.” 
Presently zipMoney has over 3,000 retailers – a dramatic rise of  50% in one 
of  its busiest quarters to date. This has been supported by ongoing channel 
partnerships struck across key ecommerce platforms like Shopify and Retail 
Directions.
Big name retailers offering zipMoney solutions include Catch of  the Day, 
Brands Exclusive, Thermomix, Luxury Escapes, Michael Hill, OZ Design, 
99 Bikes and Forever New. The Company also retains a strong focus on small 
businesses, believing that ultimately Zip should be available at every checkout.
Diamond says “zipMoney remains focused on industry leadership across 
a diverse range of  sectors, including consumer electronics, fashion & 
accessories, sports & outdoors, health services and travel. The product’s 
flexibility underpins the company’s growing appeal, driving uptake by 
merchants and customers alike. zipMoney’s recent eWAY and Shopify 
partnership announcements, mark a milestone in a strategy to establish 
zipMoney as a major player in the omni-channel payments industry.”  

The company is 
experiencing explosive 
growth, with over 200,000 
customers on the platform, 
adding more than 1,000 
each day.
Customer receivables increased to $115m, representing 31% growth for the 
quarter. 
Peter Gray, Co-Founder and Chief  Operating Officer, said: 
“zipMoney prides itself  on building ethical products. We forge 
enduring relationships with our customers by providing transparent 
and flexible payment and credit solutions.”
Gray highlights the Company’s transformative partnership with a ‘Big 4’ 
Australian bank supporting +$200 million in financing: “This partnership 
demonstrates our maturing loan portfolio and validates our proprietary credit 
and fraud decision technology. Once live, this facility will significantly reduce 
our costs and accelerate our path to breakeven.”
zipMoney’s continued investment in data science and machine learning 
capabilities appears to be producing results: the arrears rate was 1.8% and 
bad debts were at 1.2%, both well below industry standards. 
“Our loan book performance remains in line with management 
expectations. Our low rate of  bad debts and arrears demonstrates the 
strength of  our proprietary credit and fraud decision technology.”
“We leverage a wide range of  data sources, including traditional markers such 
as identification and credit checks, as well as, alternative data including social, 
behavioural and bank transactional data – significantly more data sets than a 
traditional bank,” Gray said.
With 88% of  all mobile payments now handled by WeChat Pay and AliPay 
in China, can we expect to see Zip alongside Apple Pay and Android Pay 
delivering seamless payments online and in the physical world here in 
Australia?

ZIP Co-Founders, Peter Gray and Larry Diamond
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Technology 
assisted driving to 
make fleets more 
competitive

Custom Software 
& App Development Experts.
Make your software fit your business, not the other way round.

GET IN TOUCH FOR YOUR NEXT PROJECT

CUSTOM SOFTWARE IOS & ANDROID APPLICATIONS CODE REVIEWS AND SECURITY AUDITS MODERNISING LEGACY SYSTEMS CLOUD COMPUTING SOLUTIONS COMPLEX INTEGRATION SOLUTIONS

1300 585 355 www.lateral.com.au

The word “telematics” is likely to send 
most readers to the nearest dictionary, 
but for those in the trucking and transport 
industry the term is well understood to 
mean safer, more efficient driving. 

By Alex Baker

Telematics is a broad term for 
technology-based In-Vehicle 
Monitoring Systems (IVMS) used 
to transmit data in real-time back 
to an organisation. It’s increasingly 
being utilised across Australia 
and the international transport 
industry, disrupting traditional fleet 
management processes.
According to MiX Telematics, one 
of  the world’s largest telematics 
companies dual-listed on the 
New York Stock Exchange and 
Johannesburg Stock Exchange, 
simple, low-cost technologies can 
produce dramatic improvements in 
safety and efficiency. 
“Telematics has the power to slash 

fuel bills, and reduce and analyse 
costly rollovers, far exceeding 
the efficiencies gained by the 
latest advancements in engine 
performance or mechanical 
systems,” MiX Telematics 
Australasian Head of  Sales and 
marketing, Lara Churton-Hughes 
said.
“Our strength lies in the broad 
variety of  technologies that we 
offer,” she said.
“We are able to track vehicles in 
real-time, produce automated 
reports categorising driving between 
safe and high risk driving, as well 
use an in-cab notification to alert 
the driver when they are speeding 

or driving dangerously.
“Additionally, we can attach up 
to four cameras to a fleet vehicle, 
delivering real-time video, to 
monitor both the driver as well as 
other vehicles on the road. 
“We can also customise multiple 
speed limits for fleet vehicles, pre-
emptively reducing the risk of  a 
crash,” she said.
The variety and ingenuity of  these 
technologies allows MiX to create 
systems to specifically meet the 
requirements of  any given company, 
regardless of  driving conditions. 
MiX recently reported that the 
company records a staggering 91 
million trips per month, equating 

to 804 million kilometres and 184 
terabytes of  data.
“One of  our Australian clients, a 
large-scale logistics company, has 
seen their accident rate drop from 
8.85 per million kilometres in 2014 
to just 3.70 per million kilometres 
travelled in 2016,” Ms Churton-
Hughes said.
“These results are phenomenal 
and clearly show how technology 
is capable of  transforming fleet 
management across all industries. 
“Telematics is a prime example of  
a new way of  thinking, delivering 
fleet safety and efficiencies as well as 
safer roads,” she said. 
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INNOVATION

Adrian Turner, head  
of  the government’s 
Data61 organisation, is 
more brutal than most. 
According to him, more 
than 40% of  Australia’s 

jobs will be gone in 10 years. A CEDA 
report predicts the same thing, but gives us 
13 years. Either way – everything is about 
to change, big time. 

We know there will be losers. We have seen 
roadkill already: Nokia, Blackberry, Kodak … even 
the venerable Weight Watchers lost 90% of  its 
market cap over three years because it missed the 
Fitbit-inspired wearables craze. While in Australia, 
Cabcharge, Darrell Lea and traditional media have 
all felt the icy hand of  disruption crush their once 
strong business models.

It is the companies that continue to delight with 
product development that survive and win market 
share. Companies like Apple, Google, Amazon and, 
in the Australian context, Qantas and CBA.

If  you want to win market share and avoid getting 
crushed, you need to innovate. Australia has a poor 
relationship with innovation, regularly appearing last 
(or close to last) on lists of  most innovative countries. 
The reason is cultural. When kids go to school in the 
US, they learn that America has achieved amazing 
things, like putting a man on the moon and inventing 
the Internet. I can remember the only thing we were 
ever taught about that Australia invented was the 
Hills Hoist. Hardly the sort of  stuff to set a young 
person’s heart racing with ideas of  invention and 
entrepreneurship. Culturally, we have carried this 
image of  ourselves for decades. 

As a nation, we have not focussed on innovation 
until the past 10 years, when technology really 
started to disrupt our businesses. Now it is critical 
that we innovate.

We can innovate and be successful. Not just 
the inventions that are always rolled out – Wi-
Fi, Cochlear and the dual-flush toilet (true story, 
the good people at Caroma did that with a 
$130K government grant). It is time to look at the 
remarkable businesses Australia has created in the 
last five or so years. 

Names like Atlassian, Acconex, Freelancer, 
Siteminder, Hotels Combined, Red Bubble, 
WiseTech, Big Commerce, Avoka… the list goes on. 
We have created many companies worth hundreds 
of  millions of  dollars and, in some cases, billions. 

There is a lot of  talk about needing our start-ups 
to be close to each other in Sydney or Melbourne, 
to create the next Silicon Valley, Alley (NYC), Wadi 
(Israel), Mountain (Cameroon) or Docks (Ireland). 
While that may be helpful, our entrepreneurs have 
proven that it is not necessary to be in a major 
metro to succeed. Global leader in mobile invoicing, 
Invoice2Go, got to $100M+ in valuation from 
Copacabana Beach on the NSW Central Coast – or 
the “Silicon Banana Glen” as it will now be known. 
Safety Culture has the world’s most downloaded 

safety app and is proudly headquartered in Sturt 
Street, Townsville – perhaps now “Silicon FNQ”.

As research for my book, I looked at 550 M&A 
and investment deals in Australian tech. A clear 
trend is that a lot of  our start-ups are being fuelled 
by large increases in the amount of  Australian and 
US venture capital investment here. However, the 
most striking metric for me was the massive growth 
in the number of  deals involving large companies 
taking a minority stake in a fast growth company (i.e. 
not buying them 100%). This grew from less than 20 
transactions in 2012 to over 90 in 2016. This has been 
spurred on by the growth in Corporate Accelerators 
(NRMA’s JumpStart, LJ Hookers LJX-Lab and the 
recently announced Qantas AVRO Accelerator) as 
well as corporate venture groups (such as Telstra 
Ventures, NAB Ventures, Reinventure, etc).

Now, more than ever before, large corporates are 
looking to invest in fast growth companies. There 
are three main reasons:

First, large companies struggle to innovate by 
themselves at the pace that is required today.

Second, in a hyper-connected world, it is critical 
to partner with a number of  other organisations. 
For example, big data requires large disparate 
data sets, that’s why both NAB and Westpac have 

invested in data platform play Data Republic. With 
projects involving the Internet of  Things, fintech 
or autonomous vehicles, it is necessary to bring 
together groups who have not previously needed to 
work together – software makers, payment gateways, 
connectivity providers, customer-acquisition 
channels and the like. 

Third, innovating with a partner(s) is faster and 
more efficient. Procter & Gamble lead the world 
with their innovation partnerships methodology. 
Currently, 35% of  their product line has been 
created with partners. They have doubled their 
innovation output in five years while reducing 
their R&D spend from 5% of  revenue to 3%. All 
attributed to partnering.

Finding the right partner to innovate with is not 
unlike finding a partner in real life. So, how do you 
win at The Innovation Dating Game?

As a nation, we have not focussed  
on innovation until the past 10 years, 
when technology really started to 
disrupt our businesses. Now it is 
critical that we innovate.

Continued overleaf...
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Winning the
Innovation Dating 
Game
By Nick Abrahams

Nick Abrahams 
is an Innovation 
Specialist. He leads 
the APAC Innovation 
Practice for Norton 
Rose Fulbright and 
wrote the book 
Digital Disruption 
in Australia. He 
is a speaker, an 
angel investor and 
a director of ASX-
listed software 
company Integrated 
Research.

2,500 years ago Buddha said, “Everything 
changes, nothing stays the same.” For those 
of you who like your philosophy a little more 
contemporary, Mike Tyson says, “Everybody  
has a plan ‘til they get punched in the face.”

Well, everyone’s business is about get punched  
in the face!

Winning the Innovation Dating Game
LOOKING

Internal innovation  
projects/teams

Attend/sponsor innovation 
events/hackathons

Deals with co-working 
spaces/incubators

DATING

Mutual PR

Joint events

Share information

ENGAGEMENT

Teaming for customer

Contractural Joint Venture

Open APIs

MARRIAGE

Buy Minority  
%

Buy Majority  
%

Buy 100%

Where are you on the Innovation Grid?
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INDUSTRY NEWS

New innovation fund focuses on 
high growth sectors

Corporate advisory firm Triangle 
Capital Partners is the driving 
force behind a new fund which will 
‘bookend’ technology investments in 
commercialised technology companies 
in Australia and grow them into the 

high-demand market of  China. 

With high demand for foreign innovations and technologies in the 
maturing China market, there are significant opportunities for a number 
of  Australian companies with commercialised technologies to grow into 
this immense market, said Triangle’s founder and Managing Director, 
Kent Matla, who has 25 years’ China experience.

The Australia China Innovation Growth Fund plans focusing on high-
growth and high-demand sectors across China, like envirotech, infotech, 
medtech, and foodtech and invest in a portfolio of  companies with 
commercialised in-market innovations and technologies in Australia that 
meet those demands.

“We will achieve this by 
identifying and securing the best 
market connections and entry 
channels to targeted high-growth 
industry sectors in China via our 
team’s networks and ‘bookend’ 
parties – targeting Australian 
expansion-ready tech businesses, 
then filtering, selecting, structuring, 
and investing in them based on 
prioritised on China ‘bookend’ 
demand.  We already have 
expressions of  specific interest for 
China demand, Mr Matla said.

Capital raising for the fund has 
recently commenced and investors 
are being targeted from Australia, 
China, and South East Asia, with 
a particular focus being securing 
an Australian family group or 
corporate to cornerstone the fund.

The fund has a strong and 
experienced management 
team with a high-profile and 
experienced, China-based 
advisory board, plus a team of  
outsourced professional services 
providers to handle compliance, 
due diligence, legals, tax and 
accounting, and public relations.

Greg Riebe, Chairman of  the 
Perth Angels investor network, says 
Australia has great innovative and 
globally competitive technologies 
but achieving rapid scale into 
global markets needs strong in-
market connections. The Australia 
China Innovation Growth Fund 
mitigates this major issue though 
its in-market ‘bookend’ partners in 
an extremely large market.

By David Tasker

By David Ikin

TusPark  
providing tech 
leadership  

BBeijing’s Tsinghua 
University Science Park 
– known universally as 
TusPark – is the largest 
university science park in 
the world.

With the mission of  providing “a platform of  
innovation and entrepreneurship, the way towards 
opportunities and success as well as a bridge of  
technology and economy”, it is the key platform 
for transferring the university’s technological 
achievements. 

Through 20 years of  operation, it has become 
a world-class university-based high-tech park. 

TusPark has a building area of  770,000m2 and 
houses over 1,000 enterprises and institutions. 

TusPark has constructed a network radiating 
to more than 120 cities and regions in China, 
gathered over 5000 scientific enterprises and R&D 
institutions and gradually formed a complete park 
which features clusters of  entrepreneurial high-
tech enterprises, multinational R&D institutions, 
financial investment institutions and intermediary 
service institutions. 

As a key driver in implementing independent 
innovation strategy, TusPark has brought together 
resources from government, industry, higher 
education, research, finance, intermediaries, trade 
and media to create an eco-system of  scientific 
innovation and entrepreneurship. 

TusPark has created the 
TusStar incubator to foster 
innovative enterprises. Many 
technologies and innovations 
which have come through the 
incubator have been successfully 
taken to the world stage, and 
incubated enterprises grown to 
leaders in their industry. 

TusPark is the flagship product 
of  TusHoldings, an enterprise 
that has invested in more than 
500 companies, with total assets 
under its management in excess 
of  RMB 120 billion. 

INNOVATION

There is a move away from 100% acquisition. It 
is not surprising. Marriage is hard – high risk with 
high reward. While the figures vary, it appears that 
at least 50% of  corporate acquisitions do not deliver 
on expectations. Meanwhile in the human world, 
divorce rates have been trending downwards for 
years, currently at 30% in Australia. So it is more 
likely you will have a failed M&A strategy than a 
failed marriage.

Companies are looking to get involved with 
innovators not by buying them but by partnering 
with them. But the good fast growth companies are 
wary of  large corporates. Taking a strategic investor 
(like a corporate) onto their share register may limit 
exit options and has the potential to stifle them 
with governance/reporting. Alternatively, getting 
into a channel or distribution arrangement can 
also be restrictive as the innovator ends up moving 
away from its product roadmap to developing for 
the big corporate channel. Many great innovative 
businesses have been killed by getting too close to a 
big corporate.

So the corporates now need to woo the high quality 
innovators. Their money is not enough. They need 
to show they have an innovation-friendly culture. 
The corporates need to prepare for The Innovation 
Dating Game. This is similar to someone starting out 
on the dating scene - you go to the gym, get a better 
haircut, smarter clothes, etc. For the eager-to-partner 
corporate, this manifests as establishing internal 
innovation teams, holding hackathons, sponsoring 
innovation events and establishing innovation funds. 
Hence the reason fintech incubator Stone & Chalk 
has 25 major corporate sponsors. The big corporate 
sponsors are on the hunt for innovative companies.

After the “looking” stage comes the actual dating, 
where each side cautiously checks the other out – 
not wanting to commit. Almost every day we see 
another headline about these sorts of  relationships. 
For example, CBA’s sharing economy digital identity 
deal with Airtasker and Qantas’ deal with Airbnb.

If  things are still progressing well, then perhaps 
engagement is on the cards. The parties may pursue 
more formal arrangements like giving API access to 
transaction platforms, mutual IP licensing or even a 
joint venture. One of  the more successful examples 
is the deal struck by Swinburne University and 
Seek to create Swinburne Online – Australia’s most 
successful online university. It is not a pairing that 
would have jumped out immediately to business 
strategists, but the relationship has delivered stellar 
dividends to the venturers (even though their 
cultures are about as different as you can get).

The Dating Game is not necessarily sequential. 
You don’t always have to move through the stages 
towards an acquisition. You can date forever. In 
fact, you can date multiple companies while being 
engaged to others and still be looking for new 
relationships – all at the same time. Unlike in human 
relationships, polygamy is critical for a healthy 
business. 

Ultimately when businesses do get punched in the 
face by disruption, the blow may well be softened by 
a solid innovation partnering strategy.

5 Fast Track Strategies  
to Innovation Partnering

1. Overcome the internal  
resistance barrier 
There will be many people inside BigCo who do not believe the company 
can innovate. The cynicism will kill any forward movement. It is critical to 
bring together a group of  like-minded optimists and celebrate every small 
milestone. It is worth remembering that when one member of  the Coopers 
beer family wanted to get into the homebrew business in the 1970s, some 
family members were against it (as was Coopers’ traditional customer base, 
the pubs). Despite this, the company went ahead and created a homebrew 
business. In the 1980s, the traditional Coopers beer business fell on hard 
times. What carried them through was the revenue from homebrew. Now, 
Coopers is the largest homebrew beer business in the world.

2. Do not inno-veneer
BigCo’s need to avoid the inno-veneer, where a BigCo tries to present 
itself  as an innovative company by, for example, sponsoring incubators 
or innovation events, but in actual fact they are only paying lip-service to 
innovation. Big corporates can’t just turn up at a co-working space, flash 
their big balance sheet around and expect the good fast growth companies 
to swoon. Fast growth companies are suspicious of  the potential for large 
corporates to kill them with governance, etc. Therefore, BigCo’s need to 
show they are truly committed to innovation. This means having a clear 
strategy, an ability to accept failure, leadership who support innovation and, 
preferably, a proven innovation record.

3. Know what you are looking for
BigCo’s need to be deliberate in identifying the sort of  fast growth company 
they are looking to partner with. It is better to use the rapier than the 
broadsword – otherwise, a lot of  time will be wasted talking to companies 
that do not fit. Best to avoid falling lemming-like towards trends like Internet 
of  Things, fintech, big data etc. Just because a company has all the right 
buzzwords in its Information Memorandum, it doesn’t mean it is the right fit 
for your organisation.

4. Avoid the arranged marriages
Picture this: the CEO of  BigCo has dinner with Eastern Suburbs friends 
on Saturday night, hears a pitch for a fast growth company, and suddenly 
strategy is thrown out of  the window as the CEO pushes BigCo to invest in 
this company. It happens far more than you would think. It is a disaster for 
BigCo, blows morale out of  the water and is highly likely to end in failure. 
Doing a deal because of  the strength of  character of  the senior executive 
who supports it rather than because of  well thought out strategy is a danger 
zone. Avoid the bad MVP: Manager’s Vanity Project.

5. Careful of the Hef
BigCo needs to be careful to choose a fast growth company with the right 
level of  maturity. If  the potential investee is too young in its development, 
it can be difficult for it to have a sustained partnership with Big Co. Think 
of  the myriad of  photos of  Hugh Hefner with a young blonde girlfriend 
by his side. There is an incongruity which makes you wonder about the 
relationship. The same thing with BigCo’s – best to avoid being the old guy 
in the bathrobe arm in arm with the hottest start-up. It may not end well. 

Continued from page 33...
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station and the quality was 
just terrible. And that’s when I 
realised that things should be 
better than this,” he recalls.

Perhaps his motivation isn’t 
revolutionary, however, the 
way he fixes business problems 
certainly is.

“We seem to have forgotten 
what manufacturing really is, and 
how important it is to Australia. 
We have suffered decades of  pop 
culture bagging out so called 
‘joe-jobs’. The reality is, if  you 
do manufacturing right there is 
a certain way of  thinking that 
comes with it.”

Petty explains how the 
most obvious way of  doing 
some things in business is the 
completely wrong way of  doing 
things in manufacturing. “There 

is a depth to your business 
thinking that is required to 
do manufacturing well,” he 
explains.

“I am not talking about the 
same old car plant theories. I 
am talking about innovative 
and constantly changing types 
of  manufacturing. The thinking 
that comes from this sort of  
production can permeate a 

new intelligence through other 
industries.

“When you lose 
manufacturing from an economy 
what you are left with is a bunch 
of  coffee-making baristas and 
reality-TV-like culture. Truly, 
that’s what we risk when do 
away with manufacturing.”

Known for its quality 
manufacturing, Petty quotes 
the Germans, who said you 
can’t have a successful economy 
where everyone just cuts each 
other’s hair. 

 “That’s not to put hairdressers 
or baristas down. But it’s true. 
When you look down on people 
in manufacturing you’re looking 
down on people crucial to your 
economy,” Petty says.

“What’s missing with most 
manufacturing is its link to 
creativity.  When I started 
working as a post production 
engineer, I soon realised that 
manufacturers were more 
interested in a quick dollar than 
quality and reliability.

“We would purchase editing 
and colour scanning systems, 
costing almost a million dollars, 

and they were terrible, breaking 
down all of  the time. I would 
think about the cost and what 
the bits in it were worth – and 
wondered where the rest of  the 
money was going.” 

Petty realised if  things were to 
change then he would have to 
change them. He describes his 
original vision for his company 
as solving problems through 
creativity. He explains there are 
only two pathways for creativity 
in business. “There is doing it the 
way it is already done, by simply 
looking at people overseas and 
adopting their approach.

“The other way is to hate the 
thing in front of  you - and then 
work out ways to make it better.” 

Petty explains there is no better 

word to describe his feelings for 
poorly thought out products 
that are driven by corporations 
focused on cost minimisation.    

“When it comes to design in 
products you should absolutely 
hate things that are no good 
especially when a company has 
deliberately made it that way.” 
For anyone who has bought 
a product that failed their 
expectations, ‘hate’ is perhaps 
not such a controversial word 
after all.

Petty says that life is supposed 
to be revolutionary, as is his 
business approach to his 
customers. “Life is not supposed 
to be long walks on the beach. 
It is supposed to be exciting and 
revolutionary.

“I always try to fix big 
problems. The bigger my 
company grows, the bigger 
the problem we can solve for 
someone. Because there is always 
something needed to be fixed in 
our industry our business just 
keeps growing.”

Petty happily shares the most 
important thing he has learnt 
in business. “I think the biggest 
difference with us is how we 
approach these things and how 
other companies to do it.

“The biggest problem the 
manufacturing industry has is 
business culture. That sort of  
culture kills creativity. That sort 
of  culture cuts everything up 
and measures it. And they won’t 
make a decision unless they can 
predict the outcomes.”

Petty explains how creativity 
across all of  his business 
activities has enabled him to 
build incredibly sophisticated 
manufacturing plants -  all 
without the need for debt 
or venture capital. Petty has 
also acquired six other tech 
companies without external 
funding.

“Everything we have done 
comes from our own business 
efficiencies, which have enabled 
me to self  fund the lot. I am not 
too sure how many Australian 
manufacturers these days, have 
done that!”

I always try to fix big 
problems. The bigger 

my company grows, the 
bigger the problem we 
can solve for someone. 
Because there is always 
something needed to be 

fixed in our industry 
our business just keeps 

growing.

INNOVATION

Can manufacturing 
and creativity be 
the saviour for our 
economy? 

Grant Petty is CEO of  one 
of  the fastest growing 
technology companies 
in the broadcast and 
Hollywood film industries. 
Over the past 15 years 

the company he founded in Melbourne, 
Blackmagic,  has developed some of  the most 
innovative products in the film and television 
industry. So how has Petty built a worldwide 
company with hundreds of  thousands of  
customers?

Grant Petty doesn’t see things as simply left vs right. 
Instead, he describes it in terms of  create vs consume. 
Petty believes that when someone comes into a role of  
power, like a CEO, they should add creativity to that 
role. He says that we must imagine the future and then 
imagine your way through it.

His approach and thinking belies his rural 
upbringing. “Where I grew up we had only one TV 

Blackmagic Design CEO Grant Petty updates the media on new 
products launched at NAB in Las Vegas in April

By Grant Titmus
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UBTech JIMU robot
RRP Explorer $299 AUD | Inventor $599 AUD
ubtrobot.com
The UBTech JIMU robot is an interactive building block robotics kit that empowers 
children and teenagers to create and program their own robots. Along the way, they 
engage in powerful hands-on learning in STEAM (Science, Technology, Engineering, 
Arts and Math’s), preparing them for the challenges of the 21st century and the digital 
future of tomorrow.
Using the free JIMU app, you can program and control your JIMU robot on your 
smartphone or tablet. Once you’ve built your amazing JIMU robot, the app allows you 
to upload and share it with other JIMU investors all around the world through the JIMU 
community. 
JIMU Robot motion programming is easy. Through the app, you can record, position 
and playback your JIMU Robot to create endless movements. Building the robot is 
made just as simple with a snap-in design to allow character parts, connectors and 
robotic servos to snap together by hand, no tools required.
Available in two kits; the Explorer level and Inventor level, JIMU Robots contain highly 
accurate digital servo motors, servo connector wires, and interlocking parts.
The JIMU Robots are made of environmentally friendly materials, which are durable and 
safe for children, allowing them to engage in powerful hands-on learning.
Ideal for those who are looking for a DIY toy, the Bluetooth app-enabled robots building 
kit allows children to use their imagination and make their ideas come to life with code.
The UBTech JIMU robot is available from JB Hi-Fi and Tech2Go airport stores.

UBTech Alpha1 Pro
RRP $899 AUD
ubtrobot.com
The UBTech Alpha1 Pro is the perfect fun family robot. Designed to educate and 
entertain, the Alpha1 Pro is a household programmable humanoid robot. With perfectly 
designed high-precision servo joints, 3D visual programming software and RPP (Record, 
Position and Playback) functions, the robot is perfectly controlled by one app.
With the ability to perform complex actions with ease, the Alpha1 Pro has 16 high-
torque digital robotic servos creating fluid and precise movement allowing the robot 
to be as flexible as a human. Controlling your Alpha1 Pro is made easy with the one 
mobile app. Connected with high speed Bluetooth, the app allows you to display its 
advantages whenever and wherever possible.
Not only can you download abundant content from the online Alpha Library to your 
mobile devices, but also program your own creativities at your fingertips with the RPP 
function via the mobile app. This means you can turn your Alpha1 Pro into your own 
yoga companion, boxer and even your dance buddy!
The Alpha1 Pro is suitable for young amateurs and beginners, with its ergonomic 
design and eco-friendly shock resistant make up.
The UBTech Alpha1 Pro is available from JB Hi-Fi and Tech2Go airport stores.

Subscribe to TechInvest (via the website: 
techinvest.online) or share the link on your social 

media channels and you will go into the draw to 
win one of the products we’ve reviewed.
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3SIXT Ultra HD Wi-Fi Sports  
Action Camera
RRP $179.95 AUD
3sixtgear.com
Designed with thrill seekers, adrenaline junkies and holiday makers in mind, the 3SIXT 
Ultra HD Wi-Fi Sports Action Camera is purpose built to capture those unforgettable 
moments. 
Equipped with a 1.5” LCD screen, the Ultra HD Wi-Fi Sports Action Camera shoots video 
at up to 4K at 24fps and stills at 16MP. The LCD screen makes reviewing movies and 
photos easy, complimented by the 170° wide viewing angle lens and 90-minute battery 
life. 
With Wi-Fi functionality allowing you to easily view and transfer footage onto your smart 
device, this camera is the ultimate companion for those looking to combine quality 
and accessibility. The camera also features TV output (Mini HDMI) and Micro USB for 
connectivity and charging. 
Fitted with its underwater housing, the action camera has waterproof capabilities up to 
30m, making this the ideal compact digital video camera for capturing action anywhere. 
Equipped with 12 accessories, including handlebar/helmet mount adapters, the 3SIXT 
Ultra HD Wi-Fi Sports Action Camera ensures there are no limits to what you can 
capture.
The 3SIXT Ultra HD Wi-Fi Sports Action Camera is now available from Amart, BCF, 
Network Communications, NewsLink, Tech2Go, Telstra, Fonezone, Target and Optus.

3SIXT Bluetooth Studio Earbuds
RRP $79.95 AUD
3sixtgear.com
The ultimate accessory for the iPhone 7 and iPhone 7 Plus and many other smartphone 
and CE devices, 3SIXT Bluetooth Studio Earbuds keep the music playing without the 
need for a headphone jack or wires getting in your way. 
Featuring the latest Bluetooth 4.1 technology, the earbuds offer fast pairing with 
Bluetooth enabled smartphones, tablets and mobile devices. While pumping out 
impressive deep bass and treble, the CVC6.0 noise cancellation technology will ensure 
a clear sound in the loudest environment. 
Built with ultimate wireless productivity and entertainment in mind, the 3SIXT Bluetooth 
Studio Earbuds allow intelligent operation between music and calls, with the built-in 
MIC and full-function control at the touch of a single button. The ultra-lightweight 
Bluetooth Studio Earbuds also magnetically attach to each other back-to back to turn 
ON/OFF for easy pairing and form a loop to keep them secure around your neck to 
ensure comfort and absolute durability. 
Designed for Australians craving the essential wireless experience, the Bluetooth Studio 
Earbuds come with Gel Ear Buds and Ear Clips. As far as Bluetooth Audio accessories 
go, the 3SIXT Bluetooth Studio Earbuds are a must-have.
The 3SIXT Bluetooth Studio Earbuds are now available from Optus, Vodafone, Virgin 
Mobile and Telstra stores, as well as Newslink and Tech2Go.
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Mustering the start-up ecosystem

In August 2016, millions of  Australians participated 
in the national census, providing decision-makers 
with vital information about who we are, where 
we live, how we are employed and even what our 

religious beliefs are.

Around the same time, a 
smaller but nevertheless very 
important survey was also being 
conducted.

Startup Muster is the largest 
survey of  the Australian start-up 
ecosystem, aiming to measure 
and publish the sector’s progress, 
challenges and opportunities, 
to demonstrate and accelerate 
impact.

It is the brainchild of  tech 
entrepreneurs Murray Hurps 
and Monica Wulff, who carried 
out the first survey in 2014, 
initially as a volunteer effort. 

Now with the backing of  
Google and the Australian 
Government’s Department 
of  Industry, Innovation and 
Science, the latest survey was 
more comprehensive than ever, 
providing a clear picture of  who 
is behind Australia’s start-ups, 
what inspired them to start a 
business and what businesses are 
supporting their growth

The most recent survey, 
carried out over during July to 
August 2016, was completed 
by 2711 ecosystem participants, 
which led to a statistical sample 
of  685 start-up founders, 239 
future start-up founders and 474 
people and organisations who 
support Australian start-ups.

“2016 was another record 
year for the Australian start-
up community, and for Startup 
Muster,” explained Monica 
Wulff CEO and co-founder of  
Startup Muster.

“Startup Muster has 
embraced greater opportunities 
to showcase the progress, 
challenges and opportunities in 
the start-up community, with 
the expansion of  our 2016 
survey so that all members of  
this ecosystem could take part. 

“This included start-up 
founders, people considering 
launching a start-up, and 
businesses that support start-

ups including, but not limited 
to, accelerators, incubators, 
investors, mentors, educators, 
service providers and 
government.”

Ms Wulff said the aim with the 
report – released in early 2017 
– was that it will improve the 
understanding “of  the current 
ecosystem and will facilitate the 
growth and sustainability of  the 
community in the future”. 

As Arthur Sinodinos, 
the Minister for Industry, 
Innovation and Science 
explains in the foreword to the 
report: “Australian start-ups 
are an important contributor 
to a strong economy and create 
opportunities for exports, 
investment and jobs right across 
the country. 

“I am pleased to see the 2016 
Startup Muster highlight the 
important role start-ups play in 
our economy while also showing 
the significance and value of  
innovation activity across all 
businesses and sectors.

“Innovation is central to 
boosting growth, creating 
new jobs and industries and 
improving our quality of  life.”

In the lead-up to the muster, 
Ms Wulff undertook a six-week 
roadshow across Australia 
to meet with local start-up 
communities, private industry 
and government.  The exercise 
paid off, with a very strong 
response to the 2016 survey.  

The team is already planning 
the 2017 Startup Muster, which 
will be released in July of  this 
year.

Key findings

The most common hindrance to people launching 
start-ups is life circumstances requiring a stable 
income.

23.1% of start-ups are based outside the 
largest city in each state.

58.1% of start-ups produce B2B products 
and services .

89.8% of start-ups outsourced work in the 
last year, with Australia being the 
primary country for this outsourced 
work for 70.2% of these start-ups.

16% of founders reported having one 
or more employee on visas, half of 
which are on the 457 temporary 
skilled work visa.

47% of start-ups were started by people 
working part time, with 24.9% of 
founders currently holding a job 
outside their start-up.

32% of founders cited having previous 
experience founding a start-up as a 
critical component of founding their 
current start-up.

54.5% of start-ups have revenue, 92% of 
start-ups have export revenue and 
36% of start-ups have the majority of 
their customers outside Australia.

Read the full (free) report at: https://www.start-up muster.com/

Monica Wulff

COMPANIES IN FOCUS

Millions of  parents worldwide 
have benefitted from in-
vitro fertilisation (IVF) 
technology, which has 

enabled them to conceive happy, healthy 
babies. 

Safety is a major concern with such a significant 
procedure, and while cold storage may be thought 
of  as a more routine element, Melbourne-based 
Bluechiip (ASX: BCT) is developing a technology 
that can make storage a whole lot safer.

“The reality is that while IVF and associated 
technologies have well and truly vaulted into 
the 21st century, the tracking of  samples, such 
as tissue, blood, serum and plasma, remains 
firmly entrenched in the 20th century,” Andrew 
McLellan, Bluechiip managing director, said.

Bluechiip’s chip-and-reader technology uses 
what it calls a Micro Electro Mechanical System 
(MEMS) chip – a purely mechanical device with 
no powered electronics. 

The miniature chip can be built into vials and 
bags and the information on the chip is read by a 
handheld or multipoint reader. 

Incredibly, the MEMS chips can withstand 
extreme heat and cold – in temperatures from 
-196°C to +200°C – and are resistant to autoclaving, 
humidification, centrifuging, cryogenic storage 

in extreme times
Bluechiip thrives

By Alex Baker

and frosting to gamma sterilisation. 
Furthermore, unlike traditional tracking 

technologies like labels or barcodes, Bluechiip’s 
technology does not require line-of-sight for 
temperature readings and tracking. Bluechiip’s 
MEMS chip and system can transmit temperature 
and temperature history data. 

“While the capability of  our technology is 
amazing, equally important is the ease with which 
it can be retro-fitted,” Mr McLellan said.

“The market for our tracking technology 
is immense. The bio-preservation and 
cryopreservation markets alone are a $2 billion-
a-year industry, processing more than 300 million 
samples per year. Industries using this technology 
include pharmaceuticals, IVF, research and 
clinical trials.”  

Today, the Bluechiip tag technology is also 
being applied and trialled in a range of  different 
industries, such as cold-chain logistics, food, 
manufacturing, security and defence areas.

Bluechiip now boasts 24 granted patents and 
six pending patents, key manufacturing partners 
in Europe, UK and Malaysia and has secured 
Original Equipment Manufacturing (OEM) 
partners globally.

“It’s been a long road for Bluechiip from research 
through to development and sales, but I think the 
company is on the cusp of  some exciting times. I 
can see organisations buying our consumables for 
over 15 years once they adopt our technology,” 
McLellan said.

Bluechiip Micro 
Electro Mechanical 
System (MEMS) ID and 
Temperature Sensing 
Technology

Bluechiip enabled 
cryopreservation 
storage
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Staying fairly true to entrepreneurial lore, Mr 
Quigley left his corporate law job with no definitive 
product to take to market, confessing: “It was a big 
leap of  faith.”

By chance, Mr Quigley was introduced to Sherif  
Andrawes and Peter Toll from BDO in Perth, both 
of  whom worked in the corporate finance space.

Ensuing discussions saw Mr Quigley share his 
vision for CrowdfundUP with Mr Andrawes and 
Mr Toll, spurred on by the work that the BDO 
Netherlands office was undertaking during 2012 in 
the alternative finance space. Subsequent meetings 
and discussions demonstrated the innovative nature 
of  BDO as a firm, its global reach, experience and 
expertise. 

“At the time I was a lone pioneer and was 
accompanied on this journey by both Sherif  and 
Peter. It was around this time that I heard from them 
about the ‘Lend It’ conference in the USA, one of  
the world’s largest shows in lending and fintech. My 
attendance at this conference further cemented my 
desire to make CrowdfundUP a reality.

“It took over two years to sort out the requirements 
for an AFSL with ASIC. Sherif  was instrumental in 
assisting to draft the operating procedures required 
by ASIC to give them confidence that the companies, 
on what was to become the CrowdfundUP platform, 
were credible and that what they were purporting to 
offer was actually achievable.

“It was at this point that I got to experience first-
hand the power of  the BDO network,” said Mr 
Quigley.

“I was introduced to Sebastian Stevens, the 
head of  property and real estate in the BDO 
Sydney office, and it was through Sebastian I was 
given the opportunity to present to their clients. 
I was also introduced to Hung Tran in the BDO 
Brisbane office where I was extended the same 
opportunity. Through these introductions I had 
genuine opportunities to gather knowledge, share 
experiences and build my networks.

“Back in WA, Natalie Milne, Research and 
Development (R&D) Tax Partner for BDO in Perth 
has been invaluable in the grants, commercialisation 
and export development space for CrowdfundUP 
– this particularly being the case now that we are 
looking to move into China, a region where BDO 
has a significant market presence.”

When asked about his advice for budding start-
ups, Mr Quigley notes the elusive but critical 

balance that is needed in the start-up space where 
things move so quickly – the equilibrium between 
progress, marketing, human resources, costs, debt, 
capital raising and regulatory changes. In respect to 
costs, it can be difficult to find the right professional 
service organisations when it comes to servicing the 
start-up community. Early on, costs are a limiting 
factor for all start-ups, however in the case of  BDO 
and CrowdfundUP, this was far from the case, with 
CrowdfundUP growing with BDO at its side.

Coming from a professional services background, 
Mr Quigley highlights the contrast between this 
and the start-up space where perfection is not the 
be-all and end-all of  delivering product. As he says, 
‘Run fast and break things’, a function of  the hectic 
pace of  the start-up arena means there is no time 
for sign-off procedures – simply execute, test and 
then release.

“Build your product for the best 10% of  your 
customers – they will forgive you for the bumps 
along the software development road”.

So then, what does the future hold for 
CrowdfundUP? 

According to Mr Quigley, who is still enjoying 
the high pressure ride four years on, “This is 
classic disruption of  financial services – where old 
world licensing meets new world technology. I am 
looking forward to continuing to grow and expand 
our relationship with BDO and welcome the 
introduction of  equity crowdfunding in Australia.

“This new legislation leads to current early 
stage IPO’s and reverse takeovers being replaced 
by capital raisings achieved through equity 
crowdfunding. We will see companies going to the 
ASX later for higher value initial listings.  In this 
way greater value will be retained for founders and 
early stage investors.”

As for the role of  chance? Perhaps the saying ‘it 
takes a village to raise a child’ can be applied to the 
start-up space.

About the author:   
Liza White is the Marketing 
Manager for BDO. 

“BDO partners with you to provide solutions that 
are as innovative as the businesses we support”

BDO Audit Tax Advisory
www.bdo.com.au

INDUSTRY NEWS

It takes a crowd 

By Liza White 

The journey of CrowdfundUP

Aquick Google search for inspiring start-up success stories these days sees a 
myriad of  results returned, from the glamorous and well known like Uber 
and Facebook to the more obscure coming out of  the burgeoning Indian 
start-up ecosystem.  

Whilst no one start-up story is the same, like all 
great innovators over time a few key themes emerge, 
namely the presence of  a strong entrepreneurial 
spirit, a desire to find a solution to a problem and an 
insatiable need to learn and grow. Opinion however 
seems to be divided when it comes to the role of  
chance in the success of  a start-up.

Launching CrowdfundUP in 2013 as Australia’s 
first real estate crowdfunding platform, founder 
and Managing Director Jack Quigley came from a 
family of  lawyers, so perhaps unsurprisingly began 
his journey undertaking a law degree. Disengaged 
with his studies, Mr Quigley decided to put law 
school on hold to run an import/export business, 
taking the opportunity to build his commercial 
experience. 

At this point Mr Quigley noted that all his friends 
were finishing their degrees and getting jobs, so 
decided to finish the law degree he had started. 
Upon graduating, he was offered a job with a large 
law firm where he worked for two years before 
leaving to start CrowdfundUP. 

“My job just wasn’t ticking all the boxes for 
me,” he explained. “I was itching to start my 
own company and craved the flexibility and self-
direction that would come with it.”

It was from this that CrowdfundUP was born. 
“I began CrowdfundUP four years ago, before 

anyone really knew what crowdfunding was. At the 
time, everyone told me I was crazy, that there were 
too many regulatory hurdles to overcome and that 
capital raising for a project like this was difficult.”

CrowdfundUP founder
and Managing Director Jack 
Quigley
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3.  The sharing of  
ideas gives us all  
equal power. 

On the first day I was with Bill in Perth, he shared how ideas that 
came from nobodies (think Steve Jobs and Bill Gates) changed the 
world. Bill believes that the sharing of  ideas is fundamental for 
our human race to move forward. It’s not about the characters 
necessarily but the currency of  ideas. It’s for this reason that 
many entrepreneurs in the tech world now frown upon signing 
NDA’s. We need to share ideas, not legally block each other from 
collaborating or protecting something that any of  us probably 
could have thought of  if  we had tried.

4.  Work and play are no 
longer separate.  

What I absolutely admire about Bill Tai is that he coordinates his 
entire life around what he loves (kite surfing). Every overseas trip 
he does, every event he runs, any potential investing opportunities, 
are all brought together by his many adventurous kitesurfing trips. 
What Bill has done is shown how our culture has risen up and 
moved beyond having work and play be two separate things. In the 
old days, we used to hide our play. Now, we can bring our work 
and play together.

5.  You can’t make  
a wave, you can only  
ride it.

Bill said to a group of  us while we were on holiday that “You can’t 
make a wave, you can only ride it.” What he meant by this is that 
if  something is meant to happen, it will. You can’t force success, 
and you also can’t force your business to thrive. All we can do is 
position ourselves for success and ride the wave when a burst of  
momentum favors our position.

6.  Anything is possible  
if you try.

Bill Tai inspires me by spreading the message that that “Anything is 
possible if  you try.” He fundamentally believes that everyone is just 
as smart as everyone else. What he’s looking for is to see if  you will 
keep falling down and getting back up again. Looking at some of  
his investments, this seems to be a key trait that Bill looks for in an 
entrepreneur.

In Bill’s own career, he started a festival called the OZ App 
Awards on the simple premise that it could be the next Home Brew 
Club that Steve Jobs and Bill Gates were members of  before they 
rose to fame. He said that “You just don’t know, but you have to try.” 
I personally believe it’s all part of  having a big vision. Could you 
manifest this powerful idea in your next business venture?

7.  The bumps, cuts and 
bruises are all part of the 
journey.

During our kitesurfing trip in Geraldton, Australia, Bill cut his toe 
open on a coral reef. I’ve never seen a man so happy to be injured 
and bleeding everywhere. The reason why Bill loved his injury so 
much is that he believes that the bumps, cuts and bruises are all 
part of  the journey. In other words, he celebrates the failures just 
as much as the successes. He takes the lessons from the pain, puts 
a big fat smile on his face, and goes on with his day. Could you 
handle the low points in this way?

8.  Our future lies in 
technology’s hands.

While with Bill, if  he wasn’t on Facebook, Zoom or some other 
app, he was playing with his multiple 360 cameras or some other 
piece of  tech. He taught me that it’s not the tech itself  but the 
relationship it has with our future on this planet. Some of  the tech 
that Bill showed us had major issues but he didn’t get angry with 
it. He just treated everything as an experiment and instead collated 
the feedback to give back to the tech companies that made these 
gadgets. Are you helping to progress humankind or are you having 
a whinge?

9.  Remove the ego  
and emotion. 

Firsthand, I got to see Bill Tai turn down several investments on 
our trip. What surprised me was that there was no emotion or ego 
attached and the door was always left open. It would be easy for 
Bill with all of  his success to be rude, cocky or arrogant. The fact 
he doesn’t act like that, that makes him the greatest VC this planet 
has ever seen. Can you turn down opportunities in the same way?

10.  It’s not about who  
is the smartest guy in  
the room. 

Somehow, in a conversation with Bill, we got talking about semi-
conductors. Up until this moment, I had had many conversations 
with Bill but I never really got to hear him talk super technical 
and was not sure if  that was his thing or not. In this particular 
conversation, Bill blew my mind and went as technical as I’ve 
heard someone go before on how semiconductors work, and how 
one of  his companies has significantly sped up the processing 
power of  computer chips.

Generally, in a lot of  networking situations, it’s all about trying 
to prove who is smarter or more influential. What Bill taught me is 
that you don’t need to try and prove how good you are all the time. 
Try bringing your brilliant technical knowledge into a conversation 
when it’s warranted rather than wearing it as a badge of  honour to 
gain attention.

Copyright © 2017 Entrepreneur.com. All rights reserved. Reprinted with permission from Entrepreneur.com.
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What I learned from
the world’s greatest 
venture capitalist
By Tim Denning (Entrepreneur.com and Addicted2Success)

I recently got to spend some time with a man who many people argue is the greatest venture capitalist to ever 
set foot on planet Earth, Bill Tai. Many know him as a close friend of  Richard Branson, a charitable man, an 
expert in blockchain, the guy who funded companies like Canva and Zoom Video, and probably the keenest 
kite surfer you will meet. That’s what people may see on the surface, but I decided to dig a lot deeper than 
that and what I learned goes far beyond what I expected. Here are 10 lessons I learned from Bill Tai:

1.  Stand for a cause  
bigger than yourself. 

For Bill Tai, kite surfing is the one thing that he can’t live without 
other than his family and friends. It’s not just a hobby but also a 
cause that has become so much more. He’s turned a sport into a 
love for the ocean and throughout my time with him I saw Bill do 
lots of  little things like picking up rubbish that he saw near the 
beach, educating people on the ocean, and most of  all putting 
together an event with Richard Branson called “The Ocean Gala” 
to raise funds for ocean conservation.

Rather than be an entrepreneur obsessed with himself  and his 
success in investing, Bill Tai has made all of  his achievements about 
the causes that he loves. Could you do the same in your business 
endeavours?

2.  Conversations become 
ideas and ideas turn into 
something.

What I noticed about Bill Tai was that he is obsessed with having 
and creating conversations. He explained to all of  us who were at 
the OzApp Awards with him that he fundamentally believes that 
conversations become ideas and ideas turn into something. He 
believes that the seed of  all good causes and businesses are simple 
conversations about a problem or passion.

If  you look at everything Bill Tai has invested in or become 
part of, you can trace it back to a conversation he had somewhere. 
For Bill, it’s not about trying to change the world and solve every 
problem himself, it’s about harnessing his extraordinary networking 
ability to put people together who can do this on their own. This 
whole concept blew my mind. Could your vision somehow harness 
some of  the same magic?

Tim is best known as a contributor 
for Entrepreneur.com and 
Addicted2Success. His content has 
been shared hundreds of thousands 
of times, and he has written multiple 
viral posts all around success, 
personal development, motivation 
and entrepreneurship. During the 
day Tim works with the most iconic 
tech companies in the world, as an 
adviser, to assist them in expanding 
into Australia. By night, Tim coaches 
his students on the principles of 
personal development and the 
fundamentals of entrepreneurship. 
You can connect with Tim through 
his website www.timdenning.net 

Image Credit: 
Owen Buggy
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Haymarket HQ
Taking start-ups to Asia

Haymarket HQ (HHQ) is Australia’s 
first dedicated start-up hub supporting 
entrepreneurs to grow into Asia. HHQ 
aims to create a strong community with 
a geographic rather than a particular 
industry focus.

Why Asia focused? Asia comprises around 60% of  the world’s population 
and is the fastest growing economic region in the world with consumer 
spending increasing at a rapid pace. Australia’s geographical proximity 
to Asia, our strong reputation as clean and green, and our large Asian 
Australian population provides local start-ups with compelling reasons to 
capitalise on the potential of  Asia. There are massive opportunities on 
offer in some of  the world’s biggest business and consumer markets.

  HHQ as a not-for-profit innovation hub plays an important role 
in maximising connections to Asian markets. For many early stage 
businesses, the time and cost involved in exploring new markets can be 
prohibitive. HHQ was established to provide start-ups with an easier path 
into Asia by creating a community of  start-ups with similar challenges and 

ambitions to which they can leverage from each other. HHQ provides 
a unique space for Asia focused start-ups to network, collaborate and 
develop business ideas.

HHQ has 3 core objectives:
•   To provide greater opportunity for Australia to capitalise and leverage 

on our existing Asian capabilities, that is our people with the skills, 
experience and connections which are currently under-utilised;

•   To provide a start-up community presence in Haymarket to tap into 
the vibrancy of, and activity in, the area;

•   To provide an accessible, centralised local network to help facilitate the 
growth of  Australian start-ups into Asia.

 HHQ is proud to house a wide range of  entrepreneurs exploring 
innovation in experiential learning, deep tech, VR and cultural diversity 
in leadership. cleverHeart, a clean energy billing platform for developing 
countries have grown from a team of  2 to 10 people in the space of  6 
months. Their success includes 3rd place in the recent Innovation & 
Entrepreneurship International Competition Shenzen, China held at 
the Sydney Opera House winning RMB30,000 (about AUD $6,000) 
and another 3rd place win in the Industry finals in Shenzhen, winning 
a further RMB50,000 (about AUD $10,000) and a range of  government 
incentives amounting to over AUD$250,000 to settle the business in 
China. As the heart of  electronics manufacture globally, Shenzhen is the 
obvious manufacturing destination for smart Aussie start-ups and the 
Chinese government and investors are moving fast and investing heavily 
to attract smart Australian innovators like cleverHeart to China.

HHQ will provide a central contact point and bridge into Asia, based 
on a network of  local connectors and mentors, and a landing pad for 
international Asian investors looking for investment opportunities. 
To learn more, visit www.haymarkethq.com

By David Tasker

UberEats and Deliveroo see value 
in Perth food tech start-up

Feedmee App is running a two 
month trial with food delivery 
giants UberEats and Deliveroo. 
This trial follows on from its 
recent deal with Quandoo that 

enabled restaurant booking via the app.

Feedmee is a mobile app that helps customers 
to find restaurants around them. Feedmee uses 
Artificial Intelligence - ‘Olly’ - to understand the 
individual’s taste preferences, to provide users 
with a better discovery experience. Olly’s “brain” 
is powered by Feedmee’s unsupervised clustering 
algorithms that match individual users with 
socioeconomic data, geospatial information and 
behavioural patterns to optimise which dishes are 
presented to the users.

As the result, this technology enables Feedmee 
to maximise customer conversions through the 
app. Conversions are categorised as table booking, 
on-demand delivery orders and actual visits to the 
restaurant.

Olly can generate deep insights into the trends 
underpinning what customers want to eat, when 
they want to eat it, where they’re eating and their 
dining budget. Using this information, Feedmee 
can help restaurants and cafes to focus their 
offerings at the right customers, at the right time 
and at the right price.

Co-founder Tyler Spooner said: “Clearly there 
were some concerns when we launched that we 
would be competing with some big brands. But 
we’ve been able to turn this into an advantage, 
and use our superior UI and AI as a lever to get 
deals on the board and create cooperation instead 
of  competition. Landing these deals was difficult, 
especially as everyone sought exclusivity, but we’ve 
managed to get the result we wanted.”

Feedmee supports the needy and marginalised in 
society through Ozharvest. For every meals booked 
through the app, the cost of  one meal is donated to 
the needy. This social impact is a huge appeal for 
the target millenial users, and keeps the Feedmee 
team grounded in reality.

INNOVATION

Why corporate accelerators 
are the new black

When Cisco CEO John Chambers 
famously said they were ‘too 
big to innovate’ and decided to 
acquire their innovation, it was 
a statement left many executives 
questioning whether they were 

indeed innovating or had a culture that enabled 
innovation. Some were able to answer with “I think there 
is someone on level 3 who is doing something”. Disrupt 
or be disrupted, innovate or die.

Startups can disrupt the big players without them seeing it coming. 
Hence a lot of  corporates are deciding to mitigate this risk by 
engaging with startups. One way they can do this is to run a corporate 
accelerator program.

Generally this is a 3 month program which provides a curriculum 
for the founders to learn what they need. Mentors are also provided 
to share their knowledge, experience and contacts to really accelerate 
the growth of  the startup. The startup teams (often based around a 
theme set by the sponsoring company) will usually work as a group 
from a shared workspace.

In the USA, Techstars pioneered this model running programs for 
companies like Nike, Disney, and Barclays. Sphero was startup that 
went through the Disney program and they were working on a robot 
like ball that could roll in any direction. While going through the 
program, Disney CEO Bob Iger showed the team images of  a new 
character from the upcoming Star Wars film and asked them if  they 
could build it. This was the BB-8 and the toy was sold as in stores all 
over the planet, netting Disney and the Sphero founders a very tidy 
wheelbarrow of  cash.

Qantas are the latest corporate to join the ranks partnering with 
Slingshot to run the Avro Accelerator program. (avroaccelerator.
qantas.com). They are using their huge customer base to lure in the 
coolest startups Australia can offer.

This type of  program is not new to Slingshot, who have run 
programs for HCF, NRMA & Simplot. Slingshot was co-founded by 
Trent Bagnall and Craig Lambert who have both had

successful careers in the tech space.
For the startups we want to fast track the startups engagement 

through the organisation. We want them to get to the right people 
and avoid the 10 cups of  coffee that can often happen when a startup 
engages with an enterprise.

said Trent.
Trent is also aware that Qantas are building their own innovation 

team to ensure these skills and lessons are transferred into the 
organisation.

The corporate  
needs to be focused 
on commercial and 

investment outcomes 
rather than running 

programs to improve 
company brand.

said Trent.

As entrepreneur in residence for the program. I am excited to work 
with a truly international brand. For the startup that means they can 
access partners, suppliers and customers in every major market on 
the globe. Plus there is a host of  free perks from companies like AWS, 
IBM, Adobe and SendGrid.

So if  you have a great idea and a killer team, a corporate accelerator 
just might be what you need to shoot you ahead of  the pack.

By Brendan Yell

Trent Bagnall, Slingshot Founder launches the 
Qantas Avro Accelerator
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New 
initiatives 
drive 
growth for 
HotCopper
By David Ikin

Anyone with even a passing 
interest in the stock market has 
heard of  HotCopper. 

Australia’s number one stock market discussion 
forum, HotCopper has over 250,000 registered 
members and attracts more than 700,000 unique 
users every month, who use the site to research and 
discuss ASX-listed stocks.

HotCopper’s success since its inception in 2004 
has been underpinned by the rise of  the DIY 
investor – investors who research and execute 
their own investment strategies via popular online 
trading platforms. In recent years, HotCopper has 
proven itself  to be a vital source of  information and 
engagement for this affluent group.   

However – what many people don’t know is that 
HotCopper doesn’t just provide the forum. The 
company itself  is publicly traded, listing on the 
ASX in 2016 on the back of  its successful growth 
and trading under the stock code “HOT”. 

The company has been busy since joining the 
Exchange, launching a number of  new initiatives 
including Corporate Spotlight, a new investor 
relations platform which offers listed companies the 
opportunity to communicate directly to the site’s 
audience of  retail, high-net-worth and institutional 
investors.

Under a subscription model, Corporate Spotlight 
has quickly found favour with companies seeking to 
improve engagement with retail and sophisticated 
investors, brokers, and institutions. For most, the 
real estate provided by Corporate Spotlight is 
visited by several thousand investors every year,  
making the argument to target this audience 
compelling. For HotCopper members, Corporate 
Spotlight provides a new source of  information to 
help inform their investment decisions.

Ben Newport, Chief Executive Officer of 
HotCopper, Australia’s number one stock 
market discussion forum

Need to know: 
• HotCopper is Australia’s largest stock market forum

• The site has over 250,000 members and 700,000+ visitors to 
the site each month

• The company recently reported YTD sales receipts of 
$3.2 million (as at 31 March 2017) and positive operating 
cash flow

• Users include retail, sophisticated and self-managed 
superannuation fund investors, plus fund managers, 
brokers and institutional investors

• HotCopper has 18x the traffic of its nearest competitor 
and comparable site traffic to some of Australia’s leading 
financial websites, including asx.com.au, etrade.com.au 
and commsec.com.au. 

COMPANIES IN FOCUS

“Corporate Spotlight is our 
first major product initiative 
since listing, designed to 
enhance HotCopper as an 
investor relations tool for listed 
companies while also providing 
more content for our members,” 
said Non-Executive Director, 
Alec Pismiris.

“It provides companies 
the opportunity to put their 
investment case to investors 
seeking out information on 
their stock, most likely existing 
shareholders or those interested 
in buying shares.  

• 

It provides companies  
the opportunity to put their 
investment case to investors 
seeking out information on 

their stock, most likely existing 
shareholders or those interested 

in buying shares.


