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From the IMF to 
market specialists – 

TECH INVESTOR INSIGHT

almost everyone is 
bullish on the future 
of cryptocurrencies
By Colin Hay

F  rom the International Monetary Fund (IMF) 
to some of  the leading market watchers in 
our region, the general feeling is that crypto 
currencies are going to continue to boom 
and will become a significant part of  the 
global banking sector.

Speaking at a conference in London recently, IMF Managing Director 
Christine Lagarde told delegates that one day citizens may prefer virtual 
currencies, since they potentially offer the same cost and convenience as 
cash, with no settlement risks, no clearing delays, no central registration 
and no intermediary to check accounts and identities. 

Ms Lagarde also suggested that cryptocurrencies may be the 
answer for many countries with currency issues.

“For instance, think of  countries with weak institutions and unstable 
national currencies. Instead of  adopting the currency of  another 
country - such as the U.S. dollar - some of  these economies might see 
a growing use of  virtual currencies. Call it dollarisation 2.0,” she said.

“IMF experience shows that there is a tipping point beyond which 
coordination around a new currency is exponential. In the Seychelles, 
for example, dollarisation jumped from 20 percent in 2006 to 60 
percent in 2008. 

“And yet, why might citizens hold virtual currencies rather than 
physical dollars, euros, or sterling? Because it may one day be 
easier and safer than obtaining paper bills, especially in remote 
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regions. And because virtual currencies could actually become 
more stable,” Ms Lagarde added.

We are already seeing local nations opening the doors to Blockhain 
technology and cryptocurrencies to help sole foreign exchange issues.

The Bank of  PNG for one has been very bullish on Blockchain 
technology and has even discussed creating its own cryptocurrency, 
the BitKina.

TechInvest asked a number of  specialists from around the globe 
what they thought of  the cryptocurrency revolution, whether it had 
reached its peak and where things may be headed in the future.

New York-based cryptocurrency marketing and business 
consultant, Chris Blechschmidt, says cryptocurrencies aren’t even 
close to reaching their peak. 

“The current situation that we’re in is akin to the state of  the 
Internet in the early 1990s when the World Wide Web was just 
being born. At that point, anyone who said out loud that in 10-20 
years, every company in the world would have a www in front of  
their name and that we’d be using our phones to surf  their websites 
while walking down the street would have been laughed out of  the 
room,” Mr Blechschmidt responded.

 “It’s important to realise that Bitcoin and cryptocurrencies 
represent as much an intellectual revolution as they do a 
technological revolution. To truly understand Bitcoin, a bit of  an 
‘epiphany’ on the nature of  money is required. It’s a difficult hill to 
climb, but once more people surmount it, then exponential growth 
is sure to occur,” he added.

Bitcoin is a finite 
currency and as 
such, it is like a land 
locked property area. 
Provided the ancillary
services and 
attractions are in 
demand, the land
will always go up!
Tulla Private Equity 
Group CIO,  
Kevin O’Hara
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Tulla Private Equity Group CIO, Kevin O’Hara, 
also believes that Bitcoin hasn’t reached its peak. 

“Bitcoin is a finite currency and as such, it is like 
a land locked property area. Provided the ancillary 
services and attractions are in demand, the land 
will always go up!”

Nikola Korbar a cryptocurrency professional 
and founder/CEO at DigitalMoneyPulse, also 
suggests that cryptocurrency has a long way to go.

He believes the entire cryptocurrency industry is 
still in its infancy and likened it to the car industry 
in the 1920’s.

“Today’s estimates are that approximately 
10 million people in the world are using 
cryptocurrencies, and when we compare that 
number to a global population of  more than seven 
billion people, it is clear that the market is just 
scratching the surface. 

“I believe that most countries will, over time, turn 
to national cryptocurrencies, and we are witnessing 
several projects of  that kind being developed 
today,” Mr Korbar said.

However, he also issued a 
warning.

“Cryptocurrencies still have 
a long way to go, but we need 
to pay special attention to the 
regulatory aspect, as most 
countries are likely to try and 
tackle the anonymity which is 
often abused today (from money 
laundering and tax evasion to 
more deadly uses like terrorism 
funding),” he added.

Moneco Group Director Paul-
David Oosthuizen is another 
that believes that Bitcoin for one 
is no-where near its peak.

“I don’t believe we are 
anywhere near mass adoption of  Bitcoin or 
any other cryptocurrency for that matter,” Mr 
Oosthuizen commented.

“In 2016, Coindesk reported that there are 
approximately 14 million Bitcoin Wallets in use 
and EtherScan reported over a million Ether 
Wallets. With the increase in adoption of  late, one 
can safely assume these numbers have increased 
drastically, but with individuals being able to create 
multiple wallets, it is impossible to get an exact 
figure on how many people actually own these 
cryptocurrencies. Even if  one was to double the 
combined figure to approximately30 million users, 
that is still only approximately 0.4% of  the global 
population between 15 and 65 years of  age. 

“Mizuho Bank in Japan is spearheading the 
potential creation of  the ‘J-Coin’ which will be 
a cryptocurrency pegged to the Yen. If  they 
successfully launch this project, they’ll be able to 
offer the currency to their clients which equate to 
approximately 26 million households in Japan. 

“So in effect, this single cryptocurrency has 
the potential to double the amount of  global 
cryptocurrency users should they have a 100% 
uptake and assuming none of  these households 

already have cryptocurrency Wallets. All of  this is 
based on assumptions but it shows how insignificant 
the current adoption rates of  cryptocurrencies 
are,” Mr Oosthuizen said.

Paul Webster, Managing Director & CEO at 
International Investment Service, added a word 
of  caution.

“The  concern of  cryptocurrencies lies in the 
ability to move funds between unknown counter 
parties and across national borders. Whilst these 
abilities exist, US and EU regulators will be hesitant 
to make it mainstream, limiting its economic 
integration. Recent events across Europe reinforce 
this position,” Mr Webster said.

“The Japanese announcements recently goes 
someway to balancing risk and innovation (with a 
direct link to an individuals formal bank account). 
The rest is a speculative trade. 

“For those who like high risk sport, enjoy, for 
those who don’t like risk...limit your exposure,” 
he concluded.

ICO regulation a major 
issue

There has also been a lot 
of  discussion about the use of  
Initial Coin Offerings (ICOs) 
and their use as a capital raising 
option, a matter the ASX is 
examining closely.

Nikola Korbar, a crypto-
currency Professional and 
CEO at Center for Economic 
Research Belgrade (CEIB), says 
that ICO’s can be good for any 
economy provided that they are 
regulated properly. 

“Today there are so many 
entrepreneurs with fantastic 

ideas for various Blockchain projects, and most of  
them lack funds to make their visions a reality. If  
we look back to Nikola Tesla, the primary reason 
why most of  his ideas died with him is because 
he lacked funds to turn them to reality. It is every 
government’s duty to its citizens to enable them to 
make positive contributions to society, and I believe 
that ICO’s are one of  them. 

“However, we cannot ignore the fact that 
there will always be individuals as well as groups 
who have no such interests, but who seek only 
to fill their own pockets, no matter what the cost 
it may bring to others. Such fraudsters usually 
turn to cryptocurrencies, and governments and 
cryptocurrency professionals need to work together 
to minimise the threat from such risks.”

Kevin O’Hara from Tulla also warns that ICO’s 
need close monitoring.

“ICOs create a new method of  raising capital, 
but at this stage lack the regulatory governance to 
ensure investors are protected.

“If  retail investors are going to be investing in 
ICOs then there needs to be a regulatory body 
that is in place to ensure that the highly skilled 
and advanced computer specialists are not able 

I don’t believe we are
anywhere near mass 
adoption of Bitcoin or any 
other cryptocurrency for 
that matter.

TECH INVESTOR INSIGHT

IMF Managing Director 
Christine Lagarde

Moneco Group 
Director  
Paul-David 
Oosthuizen
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to take advantage of  the retail investors lack of  
understanding.”

Paul-David Oosthuizen says Australia in 
general isn’t the first place that comes to mind 
when he thinks of  ICOs, as he believes the 
country has a history of  excessive red tape and a 
lack of  understanding and support for innovation 
from government.

“ICOs do however offer the opportunity to 
raise funding or pre-sales from an alternative 
capital source, specifically from the world of  
cryptocurrencies,” he told TechInvest.

“Traditional routes of  capital raising, be it angel 
investors, venture capital or public offerings, very 
rarely give one the option to acquire crypto. For 
some businesses cryptocurrencies allow hedging 
against foreign exchange as well as a host of  other 
benefits, so yes ICOs can be positive for Australian 
businesses and ultimately the economy.

“Though the concept of  ICOs can’t ever be 
defined as being ‘bad’, this medium of  fundraising 
does lend itself  to abuse from undesirable characters 
and opportunists. I believe we’ll read about a lot 
of  horror stories of  individuals who lost a lot of  
money from ‘investing’ in ICOs, hopefully very few, 
if  any, will be Australian projects, but I am certainly 
of  the opinion that there are a ridiculous amount 
of  ICOs out there that are complete rubbish and 
plenty that are scams.”

Jamie Skella, Co-Founder at Horizon State, 
believes ICOs have the potential to do great things 
for every economy. 

“ICOs democratise investment and create 
wealth generation opportunities for the masses, 
instead of  just venture capitalists and high net 
worth individuals; instead of  just making the 
rich richer. 

“Of  course, there does have to be some regulation 
- we do need some low barriers introduced - to 
protect consumers from scams, of  which there are 
currently many.”

Blockchain and ICO specialist, Product 
lead@ Zohem and Co-founder @Inthinks, Sunil 
Sharma, says the ICO market has expanded at an 
unprecedented rate. 

“So, pros and cons will arise, but in my 
opinion ICO’s have at least paved a way to look 
for alternatives other than conventional funding 
options,” Mr Sharma commented.

“Think about the ideas like Golem, Gnosis, 
Siacoin etc., the materialisation of  these ideas 
would have never been possible without the 
concept of  ICO. It is hard to predict the future, but 
the market is maturing and the country govt. are 
taking it seriously now. 

“The awareness of  the concept is also increasing 
and these two factors in the long run will curb the 
scams and frauds. The ICO’s after all this chaos 
are finally striving for what they were meant for 
‘crowdfunding’.”

So while the support for continued strong 
growth for cryptocurrencies is overwhelming, it 
appears that there is some measure of  thought that 
ICO’s still have a way to go to gain the full trust of  
regulators and the market.
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Take some the biggest names in the entertainment world, add in a 
base jumping legend, combine them with one of  the most successful 
audience participation concepts in recent memory, throw in the 
excitement of  using the latest in communications technologies and 
a US$1 million grand prize and you have the recipe for success that 
is MSM’s Megastar global talent show competition.

MSM hits on a 
recipe for success 
with Megastar

ASX-listed digital technology and entertainment 
company MSM Corporation International 
Limited (ASX: MSM) has grabbed international 
media attention with its bold Megastar talent 
quest which is backed by some of  the world’s most 
powerful entertainment stars, including eight‐
time Grammy Award winning superstar Usher

By Colin Hay

Usher is a Headline Judge and a marketing 
ambassador for MSM’s global Megastar 
competition, bringing with him a major social 
media presence with over 68 million ‐ Facebook 
(46 million), Twitter (12.3 million), Instagram (6.7 
million) and YouTube (3.3 million) followers.

He will use his popularity and influence the 
market and promote the brand across his social 
media platforms, whilst also maintaining audience 
and media attention with his high impact role as 
Headline Judge. 

On the other side of  the camera, MSM has 
also  grabbed entertainment industry attention 
with the signing of  highly regarded, music video 
and promotions director Mickey Finnegan who 
will direct the production of  in-app, promotional, 
social and ‘behind the scenes’ videos as part of  the 
Megastar promotion.

Those productions involve Usher, hosts 
SketchShe and a selection of  performers 
representing various Megastar talent categories 
and have been quickly taken by the international 
entertainment media, helping to spread the 
Megastar name far and wide.

Recently MSM added the name of  world 
famous wingsuit pilot and base jumper Jeb Corliss 
to the Megastar judging panel and to add his 
internet fame to the marketing campaign.

“Jeb Corliss is a genuine global megastar 
who strives to be extraordinary at what he does 
and how he lives his life, every day. We are very 
excited that Jeb has joined the Megastar team. 
He personifies Megastar’s transformation of  
the talent competition genre by removing the 
boundaries of  stage and screen. Megastar is truly 
about all talent,” MSM Managing Director, Dion 
Sullivan, said.

What is Megastar
Mr Sullivan recently told TechInvest that 

Megastar is unlike any other talent competition.
“I am really excited to say that we are taking the 

television format and really expanding its breadth 

and its reach via the mobile 
application,” Mr Sullivan said.

“Megastar is very different 
than any other talent format 
that I’ve seen. Megastar is for 
the emerging talent. It is for the 
people that are aspiring towards 
greatness and we have built a 
platform that will allow them to 
harness that,” he said.

The global, mobile‐first 
talent competition, features 
emerging talent performing 
in any category, competing 
to win US$1 million, a role 
in a film and various other 
prizes. Winners are chosen by 
fans voting in the competition 
through the Megastar App. 

The Megastar competition 
has been successfully launched 
in MSM’s six core markets – the 
US, Great Britain, Australia, 
Canada, New Zealand and 
South Africa - with a Megastar 
App available for download 
from the Apple and Google 
Stores. Additional Megastar 
competitions will also be held in 
non‐English speaking markets 
via partnering and licensing 
agreements.

Analysts are forecasting a 
potential world-wide Megastar 
audiences of  120 million 
plus, with MSM set to take 
financial advantage of  the 
popularity of  the event and 
brand ambassadors like Usher 
through In-App purchases, 
subscriptions, advertising and 
eventually merchandising and 
data analysis.

A recent research report 
has estimated that MSM may 
convert 0.8% of  an addressable 
audience of  22 million in 
FY2018, with that number 
climbing to 63 million by 2025, 
delivering estimated EBITDAs 
of  $5.4 million in FY2018 and 
$16 million in FY2020.

The first global audition heat 
commenced on 30 September 
with the grand finale scheduled 
to commence on 2 December 
2017 with the Finale scheduled 
for 14 December 2017, a prime 
time for attracting major global 
audiences in the lead-up to 
Christmas/New Year season.
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SAS’s nano-satellite technology    
a game-changer for global 
telecommunications

AUSTRALIA’S Sky and Space Global 
ASX: SAS) is on the way to its aim of  
revolutionising global telecommunications 
with a suite of  new technologies featuring 
a fleet of  hundreds of  nano-satellites 
circling the earth.

It wasn’t too long ago that SAS’ technology and concepts would 
have been considered a sci-fi dream, but the ASX-listed company has 
already proven that it’s game-changing telecommunications system is 
the real deal when it recently became the first company in the world 
to successfully make phone call, instant messaging, voice recording and 
instant messaging via nano-satellites.

A major operational milestone for SAS’ exciting global 
communication services development, the successful transmission 
operation was completed on multiple testing runs over a number 
of  days. 

Sky and Space Global’s CEO and Managing Director, Meir 
Moalem, said the company’s breakthrough technology will enable low-
cost satellite connectivity in remote locations and in emerging markets 
that have no access to a communications network infrastructure.

“This global breakthrough in the use of  nano-satellite technology 
is a real game-changer for telecommunications sector, particularly 
in some of  the fastest-growing mobile phone take-up regions of  the 
world,” Mr Moalem said.

“After months of  hard work we are now putting our vision into 
practice. Our technology works and we have demonstrated that our 
nano-satellites are capable of  facilitating services such as sending a text 
message and conducting a voice call at a very low cost. 

“This is an important step forward on our route to providing 
affordable communication services to Anyone, Anywhere, Anytime. 

“Now we have passed this critical technical milestone we can turn 
our full attention to our constellation, to be fully deployed by 2020,” 
he added.

Mr Moalem says that until recently, nano-satellites have been 
predominantly used for earth observation and imagery, but with 
advancements in miniature space technology their capabilities have 
become increasingly sophisticated.

 “What is unique about the Sky and Space Global service offering is 
that it delivers phone call, text and data services at a fraction of  the cost of  
traditional satellite communications providers due to a major differential 
in the capital cost for the infrastructure,” Mr Moalem said.

Impressively the recent first call utilised SAS’s proprietory 3 Diamonds 
nano-satellite technology, a standard smartphone and SAS proprietary 
hardware and application.  

Along with enabling a voice call, the 3 Diamonds nano-satellites have 
also demonstrated their capability to facilitate the exchange of  text 
messages, voice recordings and images between different users.

 As part of  this process, SAS has successfully tested the ‘store and 
forward’ capability of  its technology, which includes sending a message 
to the satellite, keeping it in satellite memory and downloading it to 
a receiver. 

The company has also demonstrated that its services can provide 
indoor connectivity, by enabling users to install a Radio Frequency (RF) 
section on a rooftop or another outdoor area and connecting it to an 
indoor Wi-Fi hot-spot to add multiple users to the network. 

Mr Moalem said the company now plans to continue testing for 
advanced capabilities in preparation for the commercial deployments of  
its nano-satellites. 

This includes building a constellation of  200 satellites, which Mr 
Moalem said is the main path to commercial success for SAS and the 
company’s vision for a better world supplied with more reliable and cost 
effectives telcommunications,

Sky and Space Global has already signed its first binding commercial 
contract with Sat-Space Africa, a pan-African communications company 
and is on the verge of  concluding further binding commercial contracts 
with other wholesale data operators. The sky is the limit for this exciting 
young Australian company.

An Australian company  
is set to revolutionise 
global telecommunications 
using a fleet of hundreds of  
nano-satellites as big as  
a shoe box.

By Colin Hay
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As someone who has seen his company 
grow from virtually a family business in 
1984 to a position where Bentley now has 
more than 3,000 colleagues in over 50 
countries, more than US$600 million in    
annual revenues, since 2009 has invested 

more than US$1 billion in research, development, and 
acquisitions and is now a key partner with the likes of  
Microsoft and Siemens, Keith Bentley has been right 
at the coalface of  the development of  industry leading 
collaborative software solutions.

In our interview with Keith, we asked for his opinion on what he 
sees as being the key drivers for technology development over the 
next 10 years.

As one of  the early supporters and innovators with Cloud technology, 
it was no surprise that he highlighted the huge opportunities the Cloud 
provides and also pointed to Machine Learning as another area that 
will have a major bearing on business and individuals.

“We have automated pieces and we have made each individual in the 
process more efficient, but I think that people are now looking forward 
to a world where it is not just the pieces that are optimised, but the 
whole,” Mr Bentley told TechInvest.

“Everyone is absolutely fascinated by the idea that with the computer, 
instead of  you telling it something, you ask it something and it will tell 
you what you should have thought of.

“So I am sure the answer 10 years from now will be some optimisation 
of  the process enabled by studying past trends and learning from what 
succeeds versus what doesn’t, and the issues that may cause litigation, 

how to mitigate safety risks and those kinds of  things that today, of  
course they are considered, but it’s all about a human or a company’s 
job to say optimise your part of  this to make sure we don’t have any 
safety violations.”

So now people say we would like to think of  the output of  that process 
as being a single database, for want of  a better word, a connected 
system of  integrated information that can be quarried so that you could 
find stuff in it quickly and also fed to downstream processes for trying to 
analyse it for finding patterns.”

Keith Bentley says the best way of  introducing new technology and 
ideas to industry is often to take a softly, softly approach.

“Most CIOs are risk adverse, they don’t want to change anything 
but they are all petrified that the competition will learn it quicker and 
then they will be at a competitive disadvantage, so they are somewhat 
perplexed and wonder how do I get there from here. 

“So one of  the challenges for vendors like us when we are trying to 
innovate is how to improve the overall process by changing incrementally 
so you don’t end up scaring off the customer.

“For example, suppose we invented a whole new system for designing 
an asset and the only thing you had to do was tell the customer to throw 
out all of  their old data, start again, re-train all of  their people, and if  
you could do that we would promise you that the outcome would be 
incrementally better. However, the risk of  if  it not working, means that 
no-one would ever try it.

“So starting from where we are, and getting to the new world is a 
challenge, and every technology company is trying to innovate around 
the new opportunities in the Cloud. 

“The Cloud provides an advantage from the technology providers 
perspective in that, you know we can write programs that take huge 
amounts of  resources but we don’t have to sell it to someone and say 
you need to buy enough computers to run this program, and we can say 

Bentley CTO  
views the future 
in the Cloud

TechInvest was recently given  
an exclusive opportunity to sit 
with Bentley Systems co-founder 
and Chief Technology Officer 
Keith Bentley.
By Colin Hay
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INDUSTRY NEWS

you don’t have to buy the software at all, we will run it for you. 
“So the business of  being a technology provider is changing because 

of  the technology evolution. Like who would have thought the Cloud, 
the concept of  a vast sea of  available computers, would materialise 
when at one time all we were trying to do was make a single computer 
faster on an individual’s desk. Ten years ago, you know that was state-
of-the-art.

“The challenge for technology vendors is to try to innovate in new 
worlds mostly centred around machine learning and cloud computing 
and we need to get there in an incremental way where people will say 
we will try a little bit of  this and if  we can get a little bit of  value, then 
we will continue to do it,” he told TechInvest.

That approach was certainly borne out in two of  Bentley’s recently 
announced new services.

A very excited Keith Bentley made a very rare stage appearance 
at Bentley’s recent Year In Innovation event in Singapore when he 
introduced the company’s “iModel 2.0” cloud platform and its first new 
service, iModelHub, which he says will accelerate “going digital” for 
users of  its ProjectWise Design Integration services. 

“With our ‘iModel 2.0’ cloud platform, I foresee an accelerating 
ecosystem of  innovation for true digital workflows around infrastructure 
assets,” Keith Bentley told the Singapore gathering.

“To get there, our first priority has been to make possible substantial 
improvements in infrastructure project delivery and asset performance 
outcomes, without needing to change current BIM workflows. 

“iModelHub cloud services provide the solution for many 
infrastructure engineering challenges where BIM modeling has created 
the potential for advancement, but where information misalignment 
has limited its value.  Indeed, we have engineered the iModel 2.0 cloud 
platform to instill digital alignment, change-based accountability and 
synchronisation, and immersive visibility as its core tenants. 

“The best news is that ProjectWise Design Integration users can set 
up their iModel Bridges to connect to iModelHub without retraining 
users or changing their existing applications or work processes - and 
without introducing any risk to their projects. If  nothing else, the 
value of  change-based visualisation through Navigator Web will prove 
so indispensable, I predict most organisations will never want to do 
another project without it.”

Another new offering announced by Bentley in Singapore is 

its ProjectWise CONNECT Edition cloud services, powered by 
Microsoft Azure. 

The Azure-based services complement the ProjectWise Design 
Integration service, the proven workhorse for work-sharing across 
collaborating engineering teams - which can be deployed on-premises, 
as a cloud service, or in any hybrid combination.

The challenge for 
technology vendors is to try 
to innovate in new worlds 
mostly centred around 
machine learning and cloud 
computing and we need to 
get there in an incremental 
way where people will say 
we will try a little bit of this 
and if we can get a little 
bit of value, then we will 
continue to do it.
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Lateral Capital Ventures (LCV) is a boutique venture capital firm 
specialising in strategic and niche investment within the seed, growth and 
pre-listing technology market. LCV currently has operations in Perth 
and Melbourne and is made up of  a stable, core team of  highly trained, 
qualified professionals with significant depth and experience in the 
creation and execution of  high quality bespoke technological solutions 

and the financial markets.

By Colin Hay

Lateral is bringing a new  
look and feel to the Australian 
tech investment market

The fund is a special purpose 
investment vehicle spun out 
of  Lateral Pty Ltd, an award 
winning Australian software 
development leader with an 
established presence, experience 
and unparalleled technology 
expertise spanning over 30 years.

LCV is led by CEO and 
co-founder Tommy Shin 
who has over 15 years of  

A highly credentialed new investment fund has been 
launched into the Australian marketplace and it has 
already achieved significant success.

experience in corporate account 
management, sales, marketing 
and business development. In 
2016, he was a winner of  the 
prestigious 40under40 award 
that recognises and celebrates 
Western Australia’s 40 leading 
business entrepreneurs under 
the age of  40.

According to Mr Shin, LCV 
is a unique entry into the market 

due to its focus on investing in 
opportunities where it is able to 
value add to its investments via 
either a technical, financial or 
commercial contribution, or a 
combination of  the three. 

“Lateral Capital Ventures 
will build on the considerable 
technical experience of  Lateral 
and its associates, bringing 
immense value to its businesses 

and investment companies,” 
Mr Shin said.

“Our people, process and 
technology allows us to make 
the right decisions, maximising 
shareholder returns based on 
multiple facets of  technology 
companies. 

“Our mission is to identify 
these diamonds in the sand 
and support them through the 
critical stages of  development, to 
greatly increase the chances of  a 
successful outcome for founders 
and investors alike. 

“Taking techniques and a 
structured process already used in 
our organisation, we can create a 
template that we can consistently 
apply to create success. This 
becomes the Intellectual Property 
and core competency of  Lateral 
Capital Ventures.”

Since entering the market in 
late 2016, Lateral has made its 
mark by providing key investment 
support totalling $5.1 milllion for 
a number of  up-and-coming tech 
companies including: Buzvil; 
Pay’d, Schrole Group; SC8 
Limited and Tamad.

Mr Shin says that with the 
established networks of  the Board 
and key personnel, he believes 
there will be no difficulty in LCV 
maintaining adequate deal flow 
through the pipeline.

“The challenge is to select the 
right opportunities amongst the 
hundreds of  deals for maximum 
returns on investment back to 
LCV shareholders,” he added.

“We intend to establish 
a portfolio of  opportunities 
separated into tiers. The higher 
tiers will represent significant 
opportunities with high returns, 
but requiring more investment 
and time. Lower tiers would have 
smaller opportunities that could 
be rapidly executed.

“By investing in opportunities 
in specific industry verticals, 
we will, over time combine 
technology and platforms in 
order to have a horizontal 
offering. Additionally, the 
possibility exists to capture 
information from the different 
opportunities into a common 
database.

“The portfolio also allows us to 
aggregate our LCV Intellectual 
Property,” Mr Shin said.
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Automic is changing the 
way companies think about 
share registry

Using the latest agile software 
development methods and 
technologies, as well as leveraging 
the highly advanced and adaptable 
Amazon Web Services, Automic 
has built an innovative, scalable and 

resilient share registry platform that ticks all the boxes 
with respect to data security and business continuity. 
“We continue to invest significantly in software 
development to deliver the most capable, user friendly 
registry platform in Australia” said Automic’s Managing 
Director, Paul Williams.  

By Colin Hay
“Automic is absolutely 

committed to delivering 
superior value to its clients. 
The existing registry players 
in the market are operating on 
legacy systems that are costly to 
maintain and lack adaptability 
to meet ever growing client 
demands and expectations, 
this presents us with a huge 
opportunity” Mr Williams says.

“In a recently conducted 
client survey, our clients 
confirmed that our system is 
intuitive, easy to use and delivers 
up to date real-time information 
as and when required. This 
feedback, while anticipated, 
is reassuring and gives us the 
confidence that we are on the 
right path. Because of  our hard 
work, Automic is now the fastest 
growing share registry provider 
by client number.” 

“With our focus on quality, 
Automic is ISO 9001:2015 
accredited and our continued 
investment into our registry 
portal means Automic will 
remain as a technology leader 
in this industry.”

“We’re not afraid to do 
things differently and we’re 
driven by a desire to deliver 
real value.  We don’t lock clients 
into long-term contracts, we 
believe that if  we provide great 
service then clients won’t want 
to leave. We also don’t burn 
bridges by charging unjustified 
exit fees should a client wish to 
leave. In our minds, this is old 
school thinking and our recent 
growth proves that if  you offer 
a great platform combined 
with good service and price it 
right, then clients will come. 
Treating others how we would 
like to be treated is our guiding 
principle,” said Williams. 

Mr Williams said that 
while the number of  ASX200 
companies running competitive 

tenders for share registry and 
share plan administration 
services has increased over the 
past two years, an estimated 
60% of  companies still have no 
process for review. “I have no 
doubt that the registry service 
provider contract is not the 
only contract that is not being 
regularly reviewed – surely 
this is a low hanging fruit 
opportunity for any company?” 

“Until recently, the value in 
forming a strategic partnership 
with your registry provider 
was given little thought. 
“Shareholders are now more 
than ever before using the online 
services provided by share 
registries. In 2016, over half  
of  the shareholder voting was 
completed online and this trend 
continues to grow. ASX listed 
companies are recognising that 
in terms of  brand equity and 
reputation, who your registry 
partner is, now reflects directly 
on your brand and the type of  
company you are.”

“In partnership with Automic, 
our role is to complement and 
support its clients and their 
shareholder’s requirements,” 
Mr Williams concluded.
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As the mining industry tackles declining 
ore grades and deeper deposits, new 
technologies that can decrease exploration 
risk, improve process efficiency and 
increase recoveries are quite literally 
worth their weight in gold. But moving 

technical innovation out of  the lab and into the field relies 
on long-term relationships between research providers, 
commercialisation partners and industry champions.

Research partnership 
worth its 
weight in gold 

The relationship between 
AngloGold Ashanti, the third-
largest gold mining company 
in the world (measured by 
production) and Curtin University 
reaches back to the turn of  the 
century, and has helped propel 
several mining technologies into 
the marketplace.

A seismic shift
In 2000, Professor Anton Kepic 

and Associate Professor Milovan 
Urosevic at Curtin University 
began adapting seismic techniques 
– previously only used in oil and gas 
exploration – for more complex 
hard rock mineralogy, initially for 
gold exploration. By 2009, more 
than 35 successful field trials and 

strong industry interest led Curtin 
to commercialise the technology 
through the establishment of  
HiSeis Pty Ltd.  

AngloGold Ashanti Australia 
(AGAA) was a very early adopter 
of  the technology, conducting 
a 3D seismic survey in 2014 at 
the Tropicana Gold Mine in 
Western Australia with a follow 
up extension survey in 2015. 
The aim of  the surveys was to 
provide information about the 
rocks and structures beneath the 
known mineralisation to a depth 
of  800m.

Interpretation of  the seismic 
data has helped inform AGAA’s 
ongoing drilling program, and 
the strength of  the relationship 

has seen HiSeis follow AngloGold 
Ashanti around the world.

HiSeis’ latest project, at 
AngloGold Ashanti’s Geita 
Gold Mine in Tanzania, is a 3D 
seismic program covering 20 
square kilometres. Using seismic 
reflection to explore effectively at 
depth has the potential to play a 
vital role in the long-term future 
of  the mine as the operation 
moves underground.

No carbon copy
AGAA’s relationship with 

Curtin has also been pivotal to 
the development of  another 
mining technology, this one with 
the potential to improve gold 
recovery. The mining giant has 
been an industry sponsor of  the 
long-running AMIRA P420 Gold 
Processing Technology Project 
since 1999, so when Curtin 
researchers Dr Bill Staunton 
and Dr Teresa McGrath were 
looking for a mine to test a new 
instrument to measure activated 
carbon concentration in gold 
leach tanks, they approached the 
team at AGAA’s Sunrise Dam 
Gold Mine in WA. 

Operational trials of  the 
‘Carbon Scout’, a device to 
automate carbon measurement 
and management across a leach 
circuit, rapidly became a very 
collaborative project, with AGAA 
staff making many suggestions to 
refine its operation. In due course, 

a second prototype was also 
trialled at Sunrise Dam.

The carbon measurement 
and management technology 
was licensed to Gekko Systems 
in 2016. Gekko is further 
productising the Carbon Scout to 
ensure the reliability, ruggedness 
and minimal maintenance 
needed for full commercialisation. 
An advanced prototype was 
installed at AGAA’s Tropicana 
Gold Mine in September 
2016, where it is being used to 
completely automate carbon 
management in the gold leach 
circuit. Having a fully automated 
system reduces manual labour 
for carbon sampling, reduces 
operator time on top of  the leach 
tanks, and provides more regular 
and consistent data for carbon 
management. Long-term testing 
will determine the full extent of  
its impact on solution gold losses 
and overall recovery but early 
signs are positive.

Curtin University works on 
a variety of  projects 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

Bill Staunton (left) and AngloGold Ashanti Tropicana 
metallurgists, Davidson Folly-Hans and Sandra Joubert 
with the second Carbon Scout prototype.

By Kitty Drok

The relationship between 
AngloGold Ashanti and 
Curtin University reaches 
back to the turn of the 
century, and has helped 
propel several mining 
technologies into the 
marketplace.

COMPANIES IN FOCUS
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Alium’s focused strategy 
gaining spectacular 
investment returns 
Alium Capital Management’s decision to identify niche opportunities in the market is paying off 
handsomely for the fund and its investment clients.

The Sydney-headquartered investment fund specialising in 
unlisted companies and public equities, has continued to record 
significant returns on investment since entering the market in 
late 2016, with a strong 15% return for September, despite the 
ASX closing down 0.7%.

The company, which is currently recording a remarkable 39% return 
for the year, is also kicking goals with its chosen investment vehicles.

Rajeev Gupta, a partner at the firm says that as per Alium’s mandate 
and strategy, the firm continues to provide uncorrelated returns to the 
market by finding companies in the technology and innovation sectors 
in the early stage, pre-IPO and listed arena which it feels represent 
attractive valuations and are often mispriced to offer exceptional 
return potential over the short to medium term. 

The firm highlights two key investments that have been 
strong drivers for the company’s recent success in building 
return on investment.

One of those was one of the company’s first investments titanium 
additive manufacturing specialist Titomic (ASX: TTT) which has 
successfully completed a $6.5 million IPO. 

Titomic focuses on advanced materials used in a variety of 
product applications and reserves the exclusive right to exploit and 
commercialise the co-developed CSIRO technology in industries 
such as aerospace, automotive, building and construction, industrial 
equipment, marine, medical equipment, military and sporting goods.

“In the medium term we view Titomic’s $48 million market 
capitalisation as being attractive relative to the revenue opportunities 
available to the company,” Jason Rich, an Alium partner said.

The other significant recent contributor to Alium’s performance 
was investment it made earlier in the year in the cryptocurrency/
blockchain space. 

“As a fund, we are big believers in blockchain and feel strongly 
that the ‘distributed ledger’ will impact institutions and will effectively 
marginalise the ‘middleman’ in transactions between two parties,” 
Rajeev Gupta said.

“Furthermore, we believe that cryptocurrencies, as an asset class, 
have become too big to ignore as names like Bitcoin and Ethereum 
have attracted too much capital to be simply dismissed as a high 
risk ‘fad’ as the market cap of the cryptocurrency universe is now 
approaching US$150 billion.”

These two examples exemplify the Alium philosophy.
“We are focused on emerging technology and innovative companies, 

covering the spectrum from Series-A-to-Z fund raisings, as well as 
investing in large liquid stocks and themes, and we allow our investors 
to co-invest in select deals,” said partner, Michael Considine.

Alium’s success to date is no fluke. The team behind the company 
has a combined 75 years of industry experience and relationships 
which they leverage to identify alpha generating deals.

That team includes:

“In addition, the managers have experience in research, stock 
selection and portfolio & risk management to be active in the market 
segment that is overlooked by larger funds with restrictive mandates,” 
Mr Gupta said.

“Importantly, our experience in managing risk and avoiding 
draw-downs bodes well to protect capital during times of 
heightened volatility.”

Alium Capital Management is an investment manager catering 
to sophisticated investors seeking family office style flexibility and 
exposure. Its specialisation of investing in listed and unlisted emerging 
companies, with a particular emphasis on technology and innovation 
seems to be paying off.

Michael Considine who has over 16 years of equity market 
experience predominantly in Asia and Australia after starting 
out as a private client advisor with Salomon Smith Barney 
before moving to Singapore and working for Morgan Stanley.

Mr Gupta who has 20 years of experience analysing, investing 
and building technology companies after beginning his 
investment career Goldman Sachs in Hong Kong, Singapore 
and New York ; and

Jason Rich, whose 18 years of experience in equity markets 
includes a stint with at Goldman Sachs in London, and starting 
his own hedge fund in Singapore before returning to Australia.

By Colin Hay

COMPANIES IN FOCUS
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Delta 
monitoring 

deal
By Staff Writer

Structural Monitoring Systems (ASX: SMN) 
has executed the world’s first commercial 
agreement related to the supply and permitted 
use of  a Structural Health Monitoring (SHM) 
technology with Delta Air Lines, the world’s 
largest commercial airline operator. 

The companies have formalised their relationship through the 
execution of  an Aircraft Component Purchase Agreement. The 
Agreement is non-exclusive, and is for a 10-year term, with rolling 
10-year extension provisions. Delta and SMS are therefore fully 
aligned to identify, and gain OEM/Regulator approval for, multiple 
applications on all aircraft types across the entire Delta fleet. 

SHM has the potential to revolutionise aircraft maintenance. 
It allows less complex and less time-consuming procedures when 
compared to current non-destructive inspection (NDI) or non-
destructive testing (NDT) technologies and, consequently, can 
dramatically reduce costs, increase the utilisation of  assets and 
improve the efficiency over the life of  the aircraft.

Presently non-destructive testing (NDT), methods are in wide use 
throughout the maintenance of  aircraft, bridges, pipelines, structures 
and heavy machinery. These NDT methods are usually performed 
manually, by highly trained technicians in predetermined hot spot 
locations that are typically problematic. Periodic intervals define 
when the NDT testing is required, either by duration or number of  
use cycles.  This repeated process is costly and time consuming.  

SHM technology such as Comparative Vacuum Monitoring 
(CVM), provides a solution to this problem by placing sensors on 
the structure in the hot spot locations that can be monitored without 
disassembly.  This test can be performed at the same interval as NDT, 
but much easier and for a reduced amortised cost.

CVM enables the detection of  very small cracks in structures 
through the use of  permanently fitted sensors that are light, inert, 
passive and non-electrical in nature.  CVM sensors have narrow 
channels of  air that are open on one side to the monitored surface.  
The sensor is affixed and sealed to the surface with a an adhesive. 
Small tubes, similar to small wires, provide the air passages from 
the channels to the handheld sensitive airflow meter and vacuum 
pump.  The pump pulls a vacuum on one of  the tubes at a time, the 
remaining tubes are left open to atmosphere. If  the sensor is intact 
and the surface does not have a crack, the vacuum pulled on the tube 
can be maintained.  If  a crack forms and breaches the channel under 
vacuum, the meter detects this airflow and indicates a crack is present.  

Sensors are easily placed to pre-existing or new structures.  A 
small amount of  surface preparation involving cleaning with 
isopropyl alcohol and a light surface sanding is all that is required.  
The release liner is removed from the sensor and as simply as 
applying a sticker, the sensor is sealed to the surface.  Click style 
connectors provide the attachment to the sensor tubing from the 
instrumentation.  Any non-permeable material can be monitored 
so long as the sensor can be sealed to the surface and the crack 
formation would breach that surface.

While recent formal programs have resulted in the approved 
adoption of  CVM as a SHM solution in commercial aircraft 
applications, this represents just one of  the potential uses for the 
technology.  In direct response to aging infrastructure needs in 
structures such as buildings and bridges, and an increased desire to 
remotely monitor the integrity of  other critical structures more closely, 
CVM can be readily applied to address these much-needed health 
monitoring needs. In this regard, the CVM technology can monitor 
the structural integrity of  applications found in an array of  industries, 
such as mining, oil and gas, renewable energy, transportation, military, 
and a wide range of  civil construction industries.

Structural 
lands a world 

first with 

Dr Dennis Roach, Head of the FAA Airworthiness 
and Assurance Centre says that CVMTM is currently 
the most commercially-ready technology, and the 
only Structural Health Monitoring (‘SHM’) solution 
that has a demonstrated, advanced Technology 
Readiness Level of 9, indicating it is industry-proven 
and ready for deployment.

COMPANIES IN FOCUS
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The infrastructure 
enabling the payments 
industry – as in what goes 
on behind the scenes of  
millions of  cards and 
billions of  transactions 

– is complex, not always very secure or 
convenient, and difficult to change.

But payments are like the bloodstream of  the 
body or a transport system – when they are highly 
functioning, everything is made better and more 
innovation can be enabled.

Verrency
powering payments 
innovation for Issuers

Group Chairman and CEO of  Australian 
payments service provider start-up Verrency, 
David Link, believes his company’s technology 
has the potential to bypass many of  the problems 
associated with adding features or making changes 
to the legacy systems of  issuers and processors.

The problem for many of  these organisations is 
that their legacy systems are often old – the result 
of  not wanting to disrupt a banking or financial 
system – and the fallout that would result.

“The beauty about Verrency is that we 
can connect to a bank’s existing payments 
network quickly and cost effectively to enable 
them to provide innovative new services to 
their customers,” Link says. “In many aspects 
– including the ability to provide ‘invisible’ 
rewards or loyalty point spend anywhere, without 
any merchant integration whatsoever – this is 
something the industry has not seen before.”

Because of  this, Link believes Verrency will 
open a plethora of  opportunities for banks to 
provide businesses to innovate. Imagine, for 
example, being able to buy your $5 morning 
coffee with your frequent flyer points or via 
discounts from the merchant but without any 
merchant technical integration?  The same if  
you want to use Ether or Bitcoin at your local 
newsagent. 

Lost or stolen cards usually means canceling 
your entire card. Not with Verrency. Verrency’s 
fraud offering means that most fraud is blocked 
before it occurs and also that you don’t lose full 
usage of  your card if  it does occur! 

Verrency can activate lock, block and spending 
limit controls” before “ “and also issue virtual 
cards to enable consumer bill payments – putting 
the consumer in control of  their payments.

Link is the driving force behind Verrency 
and has spent the past year putting together a 
strong executive management team in Australia. 
Its London-based global HR manager is now 
looking for executives in the US and UK to 
expand the business globally.

“Australia is an important market for us 
given the advancement of  payments technology 
and consumer behaviour, however, our target 
markets as we expand globally will be the US, 
UK, Europe, and other Asia Pacific geographies. 
Verrency’s value proposition is highly applicable 
to the US market, for example, which is where a 
lot of  our forward attention is focused.”

Group Chairman and CEO of Australian 
payments start-up Verrency, David Link.

Working with a global 
organisation is nothing new for 
Link. As a Managing Director, 
he spent 26 years with global 
professional services company 
Accenture working in the US, 
UK, Europe and Asia. The 
US-native, who was raised in 
Washington DC, is using that 
global experience to drive 
Verrency and his experience 
that he garnered in the 
payments space.

“I wanted to create a business 
that could truly drive innovation 
globally at scale, a global team 
that I was incredibly proud to 
be a part of, and to do good for 
society all at the same time.  I 
think the payments sector was 
ripe for this type of  innovation 
and that Verrency has the 
potential to achieve all these 
objectives and more.

“Pace can be slow in the 
payments sector however 
Verrency enables change 
through its Innovation-as-
a-Service in a fast and cost 
effective way.

“Already we have multiple 
high profile clients in our 
commercial pipeline and 
have signed several initial 
agreements.” 

Link puts a lot of  the 
company’s early success down 
to CTO Euan Walker and 
Commercial Director Michael 
Moore. Walker brings more 
than 20 years of  complex 
technology delivery to the 
business, having worked across 
the banking, insurance and 
telecom sectors. Most recently 
he was a technology executive 
at ANZ so understands the 
hurdles large banks encounter.

Moore is a seasoned 
executive with more than 
15 years experience in 
Australasia, North America 
and Europe. He has been 
an executive at MasterCard 
Australasia in the digital and 
emerging payments space.

Link said Verrency has 
already undertaken a successful 
pre-commercialisation funding 
round – raising $US4 million. 
Recently it launched its Series 
A funding round, seeking a 
minimum $US15 million.

For more information go to 
www.verrency.com

By Grant Titmus

COMPANIES IN FOCUS
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EO Accelerator  

an entrepreneur’s 
best friend
By David Tasker

EO Accelerator’s ‘Scaling 
Up’ Training Day - learning 
about Strategy, Execution, 
Culture and Cash

A vision and passion is often what ignites an entrepreneurial spark and drives the need to 
succeed. Embarking on the start-up journey is a long and windy road that can be very lonely at the 
best of times. 

On the flip side of that passion, however, small businesses can struggle with very little discipline 
or strict structure in place due to the lack of accountability. There is no manager further up the 
hierarchy to set goals or drive the vision as with those in gainful employment. 

So where can businesses find the solution to their challenges? For many successful businesses, 
the answer to this question lies in the EO (Entrepreneurs’ Organisation) Accelerator program. 
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The Entrepreneurs’ Organisation is the only global network 
exclusively for entrepreneurs. EO helps leading entrepreneurs 
learn and grow through peer-to-peer learning, once-in-a-lifetime 
experiences and connections to experts. Over 12,000 business 
owners are part of EO globally over 167 chapters across 52 countries. 
EO members contribute to over 1 trillion AUD to the global economy 
with 600 of its members in Australia. 

The EO Accelerator program is a proven global business support 
system that provides unique opportunities for entrepreneurs and 
business owners to grow and fast track businesses to that magic one-
million-dollar annual revenue mark. The mission of the EO Accelerator 
program is to empower entrepreneurs with the tools, accountability 
and community to scale and master their business.

In business as in life, trust and respect is the integrity and core value 
of the Entrepreneurs’ Organisation. The most valuable asset is wisdom 
gained through an appetite for knowledge and the transformational 
experiences shared with peers. EO welcomes a thirst for learning and 
encourages their members to boldly make a mark. 

Alex Houseman, business owner and founder of the dairy-free 
ice-cream brand ‘Over the Moo’, joined the EO Accelerator program 
in early 2016. Since that time, the company’s revenue has grown 
344% to exceed $1 million and the business was recently awarded 
Telstra’s 2017 New Business of the Year Award as well as featured 
on Shark Tank. The brand is now stocked in over 1000 supermarkets, 
restaurants and cafes across the country.  

“For me, the most important thing the EO Accelerator program 
offers is the structure and discipline,” said Mr Houseman. “Members 
meet monthly with their allocated group and business coach to 
establish and report on specific goals, being held accountable to 
everyone in your group to deliver on those goals”. 

“It’s motivating and inspiring to be surrounded by like-minded 
businesses who are not only kicking their own goals, but encouraging 
me to scale new heights in terms of my own business success. The 
whole experience has been absolutely invaluable.”

Additionally the EO Accelerator offers quarterly learning events 
to accountability groups that focus on four key business areas: 
sales/marketing, people, strategy and finance. All conversations 
without exceptions are strictly confidential, encouraging members 
to be honest and open about business challenges, guiding them 
to new heights. 

EO creates the space to connect with and learn from 
those who have forged ahead and already achieved a level of 
entrepreneurial success. 

The key benefits of the program are found in up-skilling based on 
Verne Harnish’s ‘Scaling Up’ model, knowledge-sharing, coaching 
through individual business goals, challenging entrepreneurs out 
of their comfort zone, discipline through accountability with the 
focus on action as foundation for success, as well as emotional 
support and empathy of others on a relatable journey. 

For me, the most 
important thing 
the EO Accelerator 
program offers is 
the structure and 
discipline.

EO Sydney Clubhouse Launch
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By Staff Writer

Putting the human back into

Investors who want to understand what 
is behind LiveHire’s meteoric rise on the 
ASX should put themselves in the shoes of  
LiveHire’s corporate clients and its talent 
community members.

Five years ago the average job posting received 40 applications, 
however, as today’s applicants need only push a button to apply for 
most positions, this number has swelled to 120, many of  whom would 
be completely unsuitable. The damaging result for employers is that 
the average cost of  hiring someone is now $6,000 and the process has 
blown out from an average 28 days to 68.

LiveHire’s founder and director, Mike Haywood, says the traditional 
reactive recruitment model is broken – it is too slow, too expensive 
and the experience for both company and candidate is fraught with 
difficulties and frustrations.

“LiveHire asks its corporate clients to abandon reactive 
recruitment, and instead, proactively builds talent communities that 
act as a reserve army of  employees for the company. The trick is that 
LiveHire candidates own their data and can join the talent pools of  as 
many companies as they want,” Mr Haywood said.

LiveHire clients that have adopted this model include the Alfred 
Hospital, Barwon Health (Australia’s biggest public healthcare 
provider), Queensland Health, health insurer Bupa, accountant 
KPMG and General Pants. It recently won the mandate to handle the 

Roy Hill iron ore mine and its 1700 workers. LiveHire has completed 
the implementation and launch of  the Randstad Talent Community 
for Accounting and Finance professionals in Singapore, which has 
more than 30,000 community connections.

If  you want proof  that LiveHire’s proactive recruitment process 
works, then you don’t need to look any further than its work with 
General Pants, an apparel retailer that needs to replace 600 of  its 
1300 staff each year. Using LiveHire the company has cut its hiring 
process from 28 days to two.

“When we listed we were managing 56,000 talent community 
connections and now we have 362,000 across 50-plus talent 
communities,” Mr Haywood says.

“The future of  recruitment for all industries and employers is in 
removing the unnecessary administration involved with reactive 
recruitment – procuring for applicants after a role becomes vacant 
– and instead shifting to 100 per cent proactive recruitment, having 
your talent pools of  qualified, interested and available candidates for 
every role on-demand,” he said.

“The future of  recruitment for candidates is controlling your own 
data, sharing it privately with the employers you wish to work for in 
the future, and communicating with the people inside organisations 
in a more human way, rather than competing with hundreds of  
applicants to receive automated email responses from HR software.

“This creates a more fluid and agile workforce that increases 
participation and in turn, the productivity of  Australia,” 
Mr Haywood suggests.

LiveHire won a national award in September for Business Services

human resources
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Full houses 
at latest TechKnow  
Invest Roadshows
By Colin Hay

With a quality group of  Tech 
company presentations at the 
Australasia’s premier investor 
focused TechKnow Invest event 
attracted more than 600 people 
to the Series 5 events in October 

at the Grand Hyatt Hotel in Melbourne and the 
Radisson Blu Hotel in Sydney.

Featured companies at the two events included a range of  listed 
and unlisted organisations covering a range of  game-changing 
technical applications.

The presentations included the latest information on firms 
like Updater Inc. (ASX:UPD), LiveHire Limited (ASX:LVH), 
BrainChip Ltd (ASX:BRN), Change Financial Ltd (ASX:CCA), 
Dreamscape Networks Ltd (ASX:DN8), Family Zone Cyber Safety 
Ltd (ASX:FZO), Titomic Limited (ASX:TTT),  ResApp Health Ltd 
(ASX:RAP), Sky and Space Global Ltd (ASX:SAS), Inabox Group 
(ASX:IAB), MSM Corporation International Ltd (ASX:MSM), 
Nuheara Ltd (ASX:NUH), Scout Security Ltd (ASX:SCT), Alcore 
Limited and 3C Enterprise Holdings.

www.bdo.com.auAudit   |   Tax   |  Advisory

BDO, helping innovators 
navigate the complex 
tech world.

Jaxon Crabb, an Executive for the Roadshow’s organsiers 
Vertical Events, says the strong turnout of  investors in Sydney 
and Melbourne reflected the quality of  the presentations and the 
strength of  the Tech market. 

“Once again the Roadshow events were sold out in terms of  
presenting companies and delegate registrations and we are really 
happy with the positive feedback from both groups after this year’s 
events,” Mr Crabb said.

“We really want to thank our major sponsor Fosters Stockbroking 
and everyone that participated for making these two Roadshow 
events a great success.”

The next series of  TechKnow Invest Roadshows is scheduled for 
April 2018.

For information on how your company  
can be involved, please contact Jaxon Crabb 
at Vertical Events on P: +61 8 9388 2222  
or email: jaxon@verticalevents.com.au
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Keeping your children safe online with   

Wangle Technologies 
Limited (ASX:WGL) is right 
on target for the initial 
release of its unique family 
protection software suite, 
Wangle Family Insites 
(WFI). 

The company has recently put WFI through a significant Beta testing campaign 
and submitted the software to Apple for iOS submission in preparation for a product 
launch commencing the week of 23rd October on both iOS and Android platforms.

For the Wangle Technologies team including Wangle Technologies’ Managing Director 
and CEO Sean Smith, Head of Education Robyn Treyvaud and Director Donna Cross, this 
has been an exciting and important time in the fine tuning of what they see as a critically 
important application for any family with children who have internet access.

They truly believe that their Wangle Family Insites is a step-change in family protection 
software and through working with key community groups they are bringing something to 
the market that is very different to what has come before.

According to Sean Smith, Wangle Family Insites offers parents a unique approach to 
ensuring safer use of the internet by children and teenagers. 

“By utilising Wangle’s secure, accelerated VPN network, Wangle Family Insites is able to 
monitor internet usage behaviours in real time and advise parents of potential threats. 
It then provides parents with greater detail and educational resources on the threats 
identified, in an approach backed by evidence from the Telethon Kids Institutes cyber safety 
research,” Mr Smith said.

To date most family systems have relied on blocking or spyware software to either restrict 
their children from accessing ‘inappropriate’ content, or by reading their posted content. 
But Wangle believes both have major faults, by giving parents a false sense of security whilst 
simultaneously alienating their children.

“Children’s cyber safety researchers have found that using either blockers or spyware 
erodes the parent-child trust required to help families safely navigate the both internet and 
the world in general,” Mr Smith said.

“Children need to be taught how to use the internet more safely whilst maintaining trust 
with their parents so they can work through issues together as the arise. We shouldn’t 
create a parents versus children situation, or children may find ways to access the internet 
behind their parents’ back. And more critically, won’t feel comfortable talking to their parents 
about other things they experience when online that may be missed by  blocking systems.”

The team at Wangle worked closely with Telethon Kids Institute and other experts in 

the field to collate and curate detailed information 
from researchers, government advisory bodies 
and educators. 

“We explored the cyber safety community for 
relevant resources, tools and services, so that we 
could provide parents with more detail on what 
identified threats might mean, what addressing 
these issues might involve, and who to turn to for 
help when they needed it. Together, we give families 
the tools and knowledge to work together on online 
safety,” Mr Smith says.

The WFI method combines Telethon Kids Institute 
research analysing children’s and adolescent’s 
behaviours, with analysis of internet and GPS 
data passing through Wangle’s own accelerated 
VPN network. WFI then analyses children’s online 
metadata in real time to look for emerging threats, 
informs parents when threats are identified, and 
helps families work together to use the internet 
more safely.

“It’s an approach that looks at behaviours, rather 
than reading content, giving children a fairer balance 
between privacy and safety.”

After its launch the WFI product will be available 
via Apple and Android App stores for a monthly 
family subscription and the company will initially 
target Australia’s 6 million families before a planned 
international expansion. 

“This is a world-wide issue affecting billions of 
families,” Mr Smith says.

Wangle 
Family 
Insites
By Colin Hay
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with mobile and remote 
lodgement solution

Ready to reduce 
taxpayer headache 

WE have all faced up to disruption 
that having to do our taxes can 
have on our work and social life. 
The majority of  the time we need 
to take a good hour or two off 
work, or in our spare time, to drive 

to and from our tax accountant’s office and to complete 
all our paperwork. Paying tax can be painful enough 
without having to go through all that rigmarole.

But now a local startup 
has come up with a unique 
solution which utilises mobile 
technology to remove the slow, 
costly and inefficient processes 
associated with traditional 
income tax return lodgement.

The Quax solution has been 
developed by brothers Braden 
and Ryan Smith who have been 
successfully running a mobile 
tax accounting business for five 
years in Western Australia.

Even though the brothers’ 
mobile service has been 
greatly welcomed, they have 
still received strong feedback 
from their customers that they 
would much prefer to be able 

to complete their tax returns 
and lodgements at a time that 
suited them.

For this Early Stage 
Innovation Company (ESIC), 
that was a challenge they were 
happy to accept and they have 
already achieved a number of  
important targets, including the 
recent release of  their mobile 
technology live on to both app 
stores.

Co-founder Braden Smith 
says that now that Quax 
has achieved this important 
milestone the company is fully 
focused on the next stage of  the 
technologies development. 

To support the next growth 

stage the company is preparing 
to undertake a second and final 
round of  major fundraising 
which will be used for two 
primary functions:

1. To fund a marketing 
campaign pushing the app 
technology and the business 
service offering – the goal 
being to gain as much traction 
as possible from an app user 
point of  view but also from 
an end-user point of  view i.e. 
clients who actually have their 
returns prepared and lodged 
with Quax. 

2. To fund the additional 
versions/developments of  
the app technology which 
will not only complement the 
September 2017 MVP release 
but build genuine added value 
to not only the app but the 
app-users overall experience. 
These functions include 
document/receipt scanning, 
advertising/marketing space 
for other professional service 
industries e.g. mortgage 
brokers, financial planners, 
insurance brokers etc.

The staged development and 
release of  the Quax technology 
will culminate in 2019 with the 
unveiling of  a game-changing 
2019 Version 1.04 – which 
will allow for “Live” remote 
appointments.

This Video link booking 
option will allow taxpayers 
to book an appointment for 
tax return, tax advice or 
advice from another financial 
professional from a different 
industry and have this  booking 
take place via a video link 
within the  app,” Co-founder 
Braden Smith says.

“It really opens up the 
availability of  a quality service 
to all taxpayers regardless of  
where they live,” he added.

The company has already 
received Early Stage Innovation 
Company (ESIC) approval 
and obtained eligibility as an 
ATO Research & Development 
Tax Offset (R&D Rebate) 
organisation.

Ryan Smith says Quax is 
simple business model, built 
for scale in a very large and 
constantly growing market.

The initial target market is an 
immense one with some 13.4 
million Australian Individual 
Income Tax Payers required to 
lodge tax returns each year.

Of  that number 
approximately 9.9 million tax 
returns are currently lodged by 
Tax Agents.

“Quax is the deployment and 
mobilisation of  a technology 
/ brand model, to take their 
current high performing, 
mobile accounting business 
to another level - both here in 
Western Australia, and then 
right across Australia,” Ryan 
Smith says.

“Our aim at Quax is to 
be the HEALTH ENGINE 
of  the professional services 
industry and the place to go 
for convenience and access 
to a suite of  professional and 
financial services.”

With the recent successful 
launch of  their mobile 
technology App and their 
exciting plans for the future, 
Quax is ready to reduce the tax 
“headache” for clients all across 
the country.

By Colin Hay
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Searchsmart 
using award 

winning talents 
to boost local 

businesses
By Colin Hay

Search Smart wins Google’s Premier 
Partner Award for ‘Innovation in Video’

F  resh off picking up a much sort after Google 
Premier Partner Award, Perth-based 
Searchsmart Pty Ltd is focusing its award-
winning talents on assisting the Australian 
business community to compete on the 
national and international stage.

The recently completed Google Premier Partner Awards are only 
open to digital agencies around the world that excel at digital marketing 
and providing superior customer support and Searchsmart ticked that 
box to be chosen as the “Innovation in Video Award” winner in the 
Australia-New Zealand section for a unique video creative campaign it 
developed for one of  its longest serving clients.

In that campaign Searchsmart used some of  the latest video ad 
formats as part of  a strategy to circumvent the lead enquires process 
with the implementation of  highly targeted “client-direct” marketing 
across multiple states and product lines. 

Searchsmart not only worked closely with the client to fine tune the 
award-winning strategy, it also acted as a trusted business resource and 
helped guide the client through the multitude of  decisions required to 
create and activate a successful online video based campaign. 

As part of  the process Searchsmart was able to develop the video 
creative for the client by determining the geographical priorities and 
target market personas and then executing the campaign to perfection. 
By taking advantage of  many of  Google’s research tools, the client 
was then able to make informed decisions based on trusted data and 
insightful reports. 

On the back of  the immediate and unprecedented success of  the 
video-based campaign, the client has continued to make additional 
changes to his website, enabling more video content to be prominently 
positioned alongside the more difficult to explain technical products, 
including technical and conversion focused videos.

With detailed knowledge about the power and depth of  the data 
provided by Google and YouTube, the client is now making more 
informed decisions about which product lines will benefit from video 
marketing on YouTube, and helping his business to grow at a time when 
most related businesses are experiencing a serious downturn in profits. 

Video focus
With the celebrations of  the recent A/NZ success still ringing in its 

ears, the team at Searchsmart is now looking to use its award-winning 
skills to educate Australian business owners about the power of  video 
based campaigns and how to control it effectively.

Searchsmart is rolling out a series of  services that make it easier to 
engage with the innovative and sophisticated Google marketing initiatives 
- with a big focus on video marketing.

Searchsmart CTO, Steve Poulson, said the company has developed 
a modern, targeted video strategy team which is digitally-backed by the 
power of  Google’s advanced research tools and internal support for 
campaign development.

“Part of  our strategy aims are to activate explosive paid Google 
campaigns for online and offline businesses, educating them and helping 
set their expectations about performance. Today, consumers expect 
detailed information to be given to them as quickly as possible and video 
does that extremely efficiently,” Mr Poulson said.

“In many cases, we can leverage existing content assets from our clients 
to deploy their campaigns, build a powerful research component and build 
out personas based on those research results, intelligent segmentation and 
then target our market with specific and hard hitting messages.”

This is a critical time for the businesses in Australia, with slow growth 
in the economy and household debt up in key regions, the power of  an 
award-winning video and digital marketing talent, that understands the 
Australian landscape will be a key in turning things around for businesses 
right across the country.
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Using points to cut business 
travel costs can provide 

Australians are spending more than 
$21 billion on business travel this year. 
Connecting globally, in person is essential 
for many Australian companies seeking to 
grow a global business by gaining access 

to investments and new opportunities. Yet this essential 
travel comes with a price tag. 

a big advantage 

Ask anyone, and they would 
prefer to travel in business class 
to benefit from the increased 
productivity, the reduction in stress 
and being able to arrive fresh to do 
their best work.

However, business class 
airfares are expensive and many 
companies are adopting economy 
class travel policies as standard.

Some believe that if  there was 
a way to make business class 
more affordable, then Australian 
companies would be in a 
superior position to win more 
deals in global markets and grow 
our economy.

In 2013, Steve Hui, an ex-

accountant, founded the reward 
travel business iFLYflat to help 
individuals and businesses collect 
more points and use points to fly 
smarter. Known as ‘The Points 
Whisperer’, Mr Hui and his 
team provide tailored advice to 
businesses to financially engineer 
the use of  reward points to reduce 
the costs of  business class travel. 

According to M Hui, most 
businesses have yet to see the 
potential value of  points as they 
haven’t had the advantages fully 
explained to them, including 
the fact that it can be up to 70% 
cheaper to use those points to 
‘pay’ for business class. 

 “It is all in the numbers, and 
being an accountant, this was all 
very natural to me,” Mr Hui says.

He says that getting the right 
card is only the first step in a 
points solution. 

“The key is knowing exactly 
which business cards will help 
your company to collect more of  
the ‘right’ frequent flyer points. 
Using the right card to settle the 
operating expenses that they are 
already paying via EFT, such as 
paying suppliers, office, utilities 
and rent, marketing, contractors 
and even paying taxes.  And then 
using the right points structure to 
fly.” Mr Hui said.

He says airline frequent flyer 
alliance structures are complex. 

“Collecting the ‘right’ points 
means using the lowest points for 
that trip, or one that has a natural 
stopover in the right city without 
additional fees, or is known to 
have seats for the 4 staff you want 

to be flying together,” he says.
 “The ‘aha’ moment for some 

clients is when they realised they 
had been missing out completely 
on free points - and flights - for 
years. Adding up to tens of  
thousands of  dollars, wasted.”

Mr Hui says the every business 
can benefit from reward points 
at some level. Airline reward 
and credit programs he says 
are complex for a reason, the 
programs don’t want you to get the 
most value out of  them as it ruins 
their business model, rewards 
points is a massive business. 

“Collecting the points is the first 
trick. But how will you redeem 
them is another.

Mr  Hui says he is solving this 
‘redemption problem’ with the 
Flight Booking Concierge Team, 
where they help people who have 
the points find the best reward 
seat. Looking after the whole 
booking process.”

By Staff Writer
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Chris Farace has used computer game technology and added it to existing 
software to provide a much more realistic look at a yet-to-be-built 
property through his software called Viara. And to take it one step further, 
consumers can use any smart phone or tablet, Google Cardboard, 
Samsung’s VR Goggles or Facebook’s Oculus rift technology to ‘walk 
around their home’ before it is built.

By Grant Titmus

Viara
taking off-the-plan 
buying to a new level

“I was pretty surprised no one 
else had used gaming technology 
before as it is so much more 
advanced,” Farace said. “And 
to add the virtual reality and 
augmented reality components 
are really exciting and something 
I think consumers will not only 
want in the future but demand.”

“We have already had 
consumers use it and make 
changes to their designs. It has 
saved them thousands of  dollars.”

Farace said architects will still 
create their models as they do 
normally using their 3D software 
but Viara adds the final 360O 

hosting and tour configuration.
Eventually Farace wants 

consumer to ask “do you have a 

A 26-year-old Melbourne entrepreneur has  
taken the guess work out of buying a property  
off the plan or understanding what your 
renovation may look like.

Viara tour available”.
“It’s ok for those in the real 

estate industry such as architects to 
be able to read a one-dimensional 
plan to get an idea of  what a 
house or apartment will look like 
but consumers aren’t like that. 
With Viara, if  you don’t like the 
way a wall looks, move it or paint 
it a different colour. Stone bench 
tops aren’t big enough? At least 
you know now and can order a 
larger one.

“To actually walk through a 
yet-to-be-built bedroom or living 
room will eliminate risk and 
give consumers so much more 
information which is vital when 
making some of  the biggest 
purchases of  their lives.” 

Farace said there are other 
products on the market that 
provide a fly through experience 
“but it is nowhere near as 
interactive or realistic as it is by 
using gaming’s much improved 
technology which, in laymen’s 
terms, takes a lot of  distortion 
and stretching out of  the images, 
while still maintaining the realistic 
lighting which is the secret key to 
realistic visualisation”.

He has already had considerable 
success with Viara with major 
builder Carter Grange trialling it, 
as well as being used by Chadstone 
Shopping Centre, Caribbean 
Business Park and the Victorian 
School Building Authority as 
part of  the $2.5 billion invested 
by the state government for 
schooling infrastructure. 

“Nearly everyone I have 
shown it to can not believe what 
they see is not a photograph as 
Viara looks so real. It really takes 
the guess work out of  buying off 
the plan or renovating – and for 
some people that will save them 
thousands, if  not hundreds of  
thousands of  dollars.”

Farace says he has also been 
able to keep the cost of  Viara 
competitive because his team 
is small and nimble and his 

overheads are low.
He has financed the entire 

project himself, although may 
look at an injection of  funds down 
the track as Viara has the potential 
to be used globally.

Farace came up with his idea 
while working in New York 
where he managed a web and 
app development company. 
“That’s when it hit home to me 
that there must be a better way of  
exploring off the plan property 
before it is built, considering 
how much money people were 
spending on renovations and 
yet-to-be-built apartments.”

Farace started and manages 
design company Bamco Studio, 
the sixth business he has set up.

He began his entrepreneurial 
life at 16 when he began teaching 
drum lessons at lunchtime at 
school – undercutting his music 
teacher by half.

He then began importing and 
selling musical instruments – and 
still loves playing most weekends 
in corporate bands and for musical 
artists as a professional drummer.

For now though his focus is on 
Viara and being able to provide 
consumers with ground-breaking 
technology that could well be 
the only way we buy off-the-plan 
properties in the future.

The word Viara is a play on the 
acronym “VR” and also stands for 
Virtual and Integrated Augmented 
Reality for Architecture. 

For more information go to 
www.bamcostudio.com

Chris Farace of Viara
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How video games 
entered the premier 
business league
By Jungwon Hahn, APAC General Manager  
at Wargaming

Last year, total games industry 
revenue worldwide eclipsed $91 
billion, jumping from its previous 
record of  $61 billion (2015), 
according to a report from 
market researcher SuperData 
Research. A big part of  that 
increase is due to a continued 
shift away from retail games 
towards digital distribution, the 
ascent of  streaming platforms 
(Spotify, Twitch, Pandora, etc.) 
and services (like Steam), and 
the massive growth of  mobile 
gaming. And since kids growing 
up today are interested in video 
games and phone apps rather 
than movies and TV, we’ll see this 
growth continue into the future. 

We should hand it to classic 
entertainment because these 

major players have forced 
the movie industry to shift to 
digital and subscription models 
(Amazon, Hulu, Netflix, etc.), 
but it still lags behind gaming, 
following trends rather than 
setting them. But what made it 
possible in the first place and, 
most importantly, what could the 
movie industry learn from video 
games to narrow the gap? 

As odd as it may sound, 

the same piracy that sent the 
music and movie business into 
a downward spiral helped the 
video games industry in ways 
we often don’t acknowledge. Big 
names in music and movies were 
unwilling to adjust to changing 
content consumption patterns. 
At the same time, many game 
developers rode the wave, 
lowering costs and making titles 
widely available if  not totally 
free. So here’s the irony: the 
exactly same thing that caused 
the former to decline allowed the 
latter to skyrocket. 

The explosive growth of  video games 
has transformed the industry into a 
serious business with top-grossing titles, 
generating revenue that Hollywood films 
could only dream of  raking in. No longer 
considered simply a ‘kid’s thing’, games 

are now being advertised in front of  millions of  eyeballs 
that tune into the Super Bowl (like World of  Tanks at the 
2017 event), and international companies run multibillion-
dollar global operations to retain and grow audiences. 

World of  Tanks was in the 
vanguard, spearheading the new 
free-to-play PC model for Europe 
and North America. We offered 
a quality product, which costs 
nothing to play unless you choose 
to buy exclusive content or pay to 
quicken the grind, and it clicked. 
The game drew audiences in the 
tens of  millions, going from 18 
million in 2011 to 100 million by 
the end of  2013 on PC alone and 
now surpasses 200 million across 
PC, console, and mobile.

Once considered a go-to for 
smaller IPs to break into the 
market, free-to-play has become 
a new force to be reckoned 
with. Much of  its growth can be 
attributed to the service-centric 
approach to operations. We didn’t 
just support World of  Tanks with 
regular new content - to keep up 
the momentum, we nurtured a 
community around it through a 
network of  satellite services (from 
payment services, co-promotion 
with local companies and 
artists like Girls und Panzer and 
Makoto Kobashayi in Japan, and 
player-facing deals with internet 
providers through to regular 
online and offline events and 
player gatherings). 

These all converge to form a 
living, breathing ecosystem where 
players stay for years, whether 
they continue playing World of  
Tanks PC, switch between it and 
its mobile/console versions, or 

“Piracy...helped 
the video games 
industry in ways 
we often don’t 
acknowledge”

“Total games 
industry revenue 
worldwide 
eclipsed $91
billion”

keep coming back for the sense 
of  community and the bonds 
they’ve built over the years.

In an age of  easy 
communication, large companies 
— regardless of  market sphere 
— have taken on a more personal 
edge. Everyone feels they are part 
of  the product. Some companies 
see that as a negative, but we 
have always embraced it. We 
measure what matters to players, 
design processes from their point 
of  view, and take data-driven 
actions based on customer 
insights to enhance our products. 
The World of  Tanks Sandbox 
server is a great example of  
this. It allows the team the most 
flexibility in terms of  hot fixes 
and other adjustments to ensure 
any improvement we roll out is 
in sync with player expectation. 
Plus, we involve them directly in 
the process.

“Free-to-play  
has become a 
new force to be
reckoned with”

It’s a lot like running a gym. 
You start by distributing flyers 
and free trial coupons to attract 
people. It’s where marketing 
takes the lead. Once you have 
customers in your gym, you 
ensure they have state-of-the-
art equipment and well-trained 
staff to keep them loyal and 
engaged. As applied to games, 
it’s enhancing the game’s core, 
evolving it with new content, and 
hiring best talent. But you can’t 
keep the business afloat if  the 
entry fee is low or if  it’s free. So you 
also provide customers willing to 
pay extra with personal trainers 
to drive revenue. In games, these 
are microtransactions. Finally, 
you have to remain competitive 
as more gyms open in the area. 
So you listen to customer requests 
and introduce new programs 
like yoga, for example. It’s your 
content for retention created 
off player insights. The only 
difference is that, unlike a gym, 
we’re digitally connected. So 
we can track what’s going on in 
real time and react quickly, while 
it would make several weeks to 
change something in a gym.

COMPANIES IN FOCUS



26 TECHINVEST OCTOBER/NOVEMBER 2017

Virtual reality training company, 
Unleashed VR, aims to breach the 
scalability and affordability gap 
between online learning and live 
training. Online learning, while being 
cost-efficient and widely accessible, 

lacks the experiential application of  skills and 
knowledge offered through live training. Live training 
can prove to be highly effective in the short term, but 
too expensive and of  limited benefit to improving long 
term behavioural skills and soft skills.

VR training in these areas gives people the opportunity to 
repeatedly practice skills in challenging and realistic simulations, 
thereby developing their knowledge and abilities to a level where 
they feel competent and confident in real world situations.

Unleashed VR, a training start-up operating out of  Perth, 
provides leading-edge immersive technology solutions while 
developing exclusive behavioural training products for the 
21st century.

A McKinsey’s’ study found that 49% of  current job activities are 
automatable with existing technologies, with many repetitive and 
process driven roles the first to disappear. Unleashed VR.

CEO, Ben Bauert, says, “This means, more than ever, jobs 
that are soft skills focused will be increasingly important future 
employment opportunities.”

Over the past year, Unleashed VR has been working with 
organisational psychologists, workplace trainers, and immersive 
learning researchers to develop an immersive learning framework 
that can be applied to the development of  various workplace 
behavioural skills. Bauert believes that in the near future with the 
rise of  AI automation, first-rate interpersonal skills will be even 
more critical for employment.

Due to the early nature of  immersive technologies, Unleashed 
VR continues to develop its skillset through improving its own 
methodologies, undertaking development consulting projects, 
and product partnerships. For example, the company is currently 
partnering with a top Western Australian university on the 
development of  a high value medical training program.

Unleashed VR is made up of  a team of  talented young developers 
and artists specifically skilled in this new technology, mixed with 
highly experienced advisors that cover software engineering, 
professional development coaching, psychologists, and the VR and 
gaming industries in Silicon Valley.

Contact Unleashed VR at unleashed-vr.com for more 
information on their immersive consulting services and behavioral 
training products.

By David Tasker

VR Unleashed
for training

COMPANIES IN FOCUS
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Why Sleeping Duck 
founders turned down

$500k

University friends, Mr Sinnappan and 
Mr Wijeyeratne founded Sleeping 
Duck in 2014. Born due to their own 
frustrations with the process of  buying 
a mattress, Sleeping Duck’s intention 
was to shake up the mattress industry.

With a background in civil engineering (Sinnappan) and 
aerospace engineering (Wijeyeratne), the pair created a mattress 
with a unique combination of  pocket springs, gel-infused memory 
foam and natural latex. One of  Australia’s first ‘mattress-in-a-box’ 
players, they pioneered the 100-night trial and to date are the only 
company who offers customers the ability to adjust the firmness of  
their mattress with the pull of  a zip. 

The business has gone from strength to strength, and just three 
years after launch, Mr Sinnappan and Mr Wijeyeratne appeared on 
Shark Tank. They went on the show asking for $500,000 for 5% of  
the business, valuing the company at $10 million.

“In the weeks leading up to the show we discussed which of  
the Sharks we’d most like to make a deal with. Janine Allis and 
Steve Baxter were at the top of  our list, based on their experience. 
But we thought any of  the Sharks would be able to contribute 
valuable insight and connections to help us reach our goals,” said 
Mr Sinnappan.

Following rapid growth during its first three years – having turned 
over $300,000 in its first year, then $2.4 million and $4.7 million the 
following two years – the co-founders only forecast $5.5 million for 
the current financial year, citing a slowing of  organic web traffic for 
the deceleration. 

This made the Sharks question the company’s valuation, 

By ???????

prompting a low offer from Andrew Banks, who offered $500,000 
for 20 per cent, plus a $20 royalty for every mattress sold until his 
investment was paid back. The pair turned him down. 

Then Steven Baxter made an offer. But the real reason they 
turned him down never made it to air. 

“Steve made us an offer of  $500,000 for a 15% stake in the 
business. This effectively cut the valuation of  Sleeping Duck by a 
third, from $10 million to $3.3 million. 

“It was a lower valuation than we had wanted, but we thought 
Steve probably knew the most about the online mattress business 
and would be able to help us grow,” explained Mr Sinnappan.

“We went back into the tunnel to discuss the deal and decided to 
counter with a 10% stake for $500,000, giving us a valuation of  $5 
million. We were genuinely open to negotiation and assumed we 
were going to walk away with a deal that night. But when we went 
back to face the Sharks, Glenn Richards dropped a bomb.

“He said we shouldn’t take the deal because all Steve wanted was 
to take the brand and sell it to a competitor. Steve admitted it, saying 
we were a prime target for takeover.”

“We spent hundreds of  hours in research and development 
devising our mattresses. We’re not just another mattress company” 
said Wijeyeratne.

“We tried to explain this to Baxter, but he didn’t get what we 
were about. That’s why we turned him down. We couldn’t get into 
business with someone who doesn’t align with our values. We have 
very ambitious plans for the future and we want an investor who’ll 
help us realise our dreams. Not sell us off to the highest bidder.”

Since appearing on Shark Tank, Sleeping Duck has expanded 
into New Zealand and Hong Kong. It already sells in Australia, the 
UK, and multiple locations throughout Europe. Its next steps will be 
a planned expansion throughout Asia.

Funding can be make or 
break for a startup. And 
most businesses would 
jump at the chance for 
half a million dollars. 
But when Sleeping 
Duck founders, Selvam 
Sinnappan and Winston 
Wijeyeratne, were offered 
$500,000 from Steve 
Baxter on Channel 10’s 
Shark Tank, they turned 
him down.

COMPANIES IN FOCUS
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A  dditive manufacturing disruptor 
Titomic Pty Ltd (ASX: TTT) has 
continued to hit winning runs after 
recently successfully listed on the 
Australian Securities Exchange after 
raising $6.5 million.

By Colin Hay

Titomic goes 
from Lab to 
Listing in under 
three years

Titomic is an Australian 
additive manufacturing specialist 
established to help companies 
leverage advanced materials and 
a new proprietary Kinetic Fusion 
process to produce stronger and 
faster products at scale.

Co-developed with CSIRO, the 
Titomic process overcomes the 
limitations of  previous additive 
manufacturing (3D printing) 
for metals to manufacture 
complex parts without shape 
and size constraints. Based on 
the well-known ‘Cold Spray 
technologies’ the US Military 
use on Blackhawk helicopters’ 
maintenance and repair, 
benefits include:

Jeff Lang with 
titanium part in hand 
and machine

•  World’s fastest build 
rates, at 45 Kg/ hr is 
significantly faster than 
commercial metal 3D 
printers available.

•  Leverage superior 
materials with the fusion 
of  dissimilar metals and 
blended alloys

•  Production volumes with 
less tooling

•  Stronger structures 
without welding, folding 
or bending

•  Reduced time to market; 
faster manufacturing 
time + localised 
production

•  Lower production costs

Titomic CEO Jeff Lang said 
the company was delighted in 
successfully listing on the ASX at 
$0.20 and closing on the opening 
day at $0.45, 125% above our 
opening share price.

Since its listing in late 
September the company 
has continued to report new 
successes.

It was recently granted a US 
patent for the application of  cold-
gas dynamic spraying of  titanium 
or titanium alloy particles onto 
a scaffold to produce a load-
bearing structure, better known 
as Titomic Kinetic Fusion.

Entitled ‘A process for 
producing a titanium load-
bearing structure’, this patent 
provides Titomic with the 
foundation to expand the reach 
of  Titomic Kinetic Fusion 
process into one of  the largest 
manufacturing economies in the 
world, the US.

“This US application has 
been pending since March 2013, 
so to date we’ve only slowly 
progressed any discussions with 
potential major US customers 
until our intellectual property was 
protected,” Mr Lang said.

“We’re excited that this patent 
has now been granted in the US, 
enabling us to advance our initial 
discussions with potential US 
customers in what is one of  the 
largest additive manufacturing 
markets in the world.”

Titomic has already secured 
patents for this technology in 

Japan and New Zealand, with 
patent pending approval in 
Australia, China, Europe, Hong 
Kong and South Korea.

More recently Titomic Limited 
took out the ‘Best Maritime 
Innovation’ award at the Pacific 
2017 International Maritime 
Exposition in Sydney.

Mr Lang said receipt 
of  the maritime industry’s 
acknowledgement of  Titomic’s 
Kinetic Fusion potential 
applications at Pacific 2017 adds 
yet another new industry for 
Titomic to target for revenue 
generation.

Titomic CEO and CTO Mr. 
Jeff Lang commented:

“We are all delighted to have 
won ‘Best Maritime Innovation’ 
award at Pacific 2017.

It’s exciting to see the high 
level of  interest in Titomic’s 
Kinetic Fusion technology 
from multiple industries. This 
increases our potential revenue 
target markets for Titomic to 
expand into as we seek to deliver 
the maximum value for our 
investors,” Mr Lang said.

“Titomic’s Kinetic Fusion 
process has many advantages 
over traditional forms of  
manufacturing, including 
Titomic’s faster production 
speed, shape and size capabilities.

These advantages appear to 
be unilateral across a number 
of  load-bearing titanium alloy 
industries with Titomic also 
attracting interest from the 
aerospace industry, which is the 
largest beneficiary of  titanium 
components.”

Pacific 2017 International 
Maritime Exposition was part of  
a three-day conference in Sydney, 
which included a two-day 
innovation showcase organised 
by the Defence Science Institute, 
Industry Defence and Security 
Australia Limited and Defence 
SA. Pacific 2017 is the only 
comprehensive international 
exhibition of  its kind in the Indo-
Asia-Pacific region, showcasing 
commercial maritime and naval 
defence industries to decision-
makers from around the world.

INNOVATIONS
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The Create @ Alibaba Cloud Startup 
Contest is a pitching competition that is 
held around the world and the final of  
the first ANZ competition was recently 
staged in Sydney. Organised by Alibaba 
Cloud, the cloud computing arm of  

China’s largest company Alibaba Group in partnership 
with Haymarket HQ, Australia’s first start-up hub 
supporting entrepreneurs to grow into Asia, the event 
was heavily contested.

By Colin Hay

VR Technology specialist 
takes out inaugural ANZ 
Alibaba competition

Held at Haymarket HQ 
the inaugural event saw 
eight finalists from Sydney, 
Melbourne, Canberra and New 
Zealand pitch ideas ranging 
from a consumer cancer portal, 
marketing automation solutions, 
and a workplace safety solution 
using AR.

In a tight run competition 
Inspace XR was crowned the 
ANZ Division Champion after 
impressing the judges with 
its vision and VR technology 
solution, as well as market 
competitiveness.

Justin Liang, Inspace XR 
CEO and co-founder, said 
Inspace XR demonstrated value 
in enhancing and powering 
the real estate, design and 
engineering industries.

“At Inspace XR, our vision is 
to enable the building industry 
to create superior real estate 
for people through VR/AR 
technologies. We’re thankful to 
Alibaba Cloud and Haymarket 
HQ for backing that vision and 
are very proud to be representing 
Australia/New Zealand in the 
Shanghai Finals.” Investors 
may be interested to know that 

VR technology solution provider Inspace XR has 
taken out the first prize in the highly sort after 
inaugural Create@Alibaba Cloud startup contest in 
Australia and New Zealand.

Inspace XR is about to being its 
Seed investment round.

As the ANZ Division 
Champion, Inspace XR will 
receive:
•  US$ 50,000 credit for 

cloud product resources 
from Alibaba Cloud;

•  Round-trip ticket to the 
2017 CACSC Final in 
Shanghai, China;

•  Access to Alibaba Group 
investment programmes 
and recommendations;

•  Opportunities to receive 
training on scaling a 
business successfully 
before the World 
Championship Finals;

•  Direct access to well-
known investors in 
China; and

•  Complimentary access 
to coworking space at 
Haymarket HQ

Second and Third places 
were awarded to Questagame 
and Pascal51, who each 
received US$10,000 Alibaba 
Cloud International Credits 
and coworking space at 
Haymarket HQ.

“Create@Alibaba Cloud 

aims to champion startups in 
the region by leveraging Alibaba 
Cloud technologies and cloud 
resources, as well as the growing 
cross border start-up ecosystem,” 
says Raymond Ma, Alibaba 
Cloud ASEAN and ANZ head.

“It also offers candidates 
exposure to top investors and 
valuable insights in pursuing 
opportunities in China.

“The calibre of  talent in 
Australia and New Zealand is 
both inspiring and impressive. 
It’s been a pleasure to expand 
the Create@Alibaba Cloud 
programme to the A/NZ region 
this year for the first time and 
we look forward to continuing 

our support of  startups in this 
market,” he added.

Duco van Breemen, Haymarket 
HQ general manager, said it 
was exciting to have had some 
of  ANZ’s best startups pitch and 
play a role in their expansion into 
Asia through the Create@Alibaba 
Cloud Startup Contest.

“Haymarket HQ’s mission is 
to support startups connecting 
to Asia, and initiatives like 
CACSC act as springboards 
into the region. We can’t wait to 
see what the future beholds for 
the winners.”

Inspace XR and Questagame 
will be invited to the Global 
Final to be held in Shanghai 
on October 13, where they 
will join other participants 
from around the world to pitch 
in front of  prominent global 
investors, and expand their 
networks beyond A/NZ.

The Global Finals of  the 
competition recently concluded 
and 27 pitches later and the 
results were:

1)  HistoWiz - A group of  
Harvard PhD’s applying 
Deep Learning to find a 
cure for cancer

2)  SIDA - A Silicon-Valley 
based AI startup solving 
for Lung Cancer

3)  Chinese Underwater 
Drone company.

INNOVATIONS
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Leading online business directory specialist 
Hotfrog and award winning digital 
knowledge management company 
Yext have cemented their powerful 
global relationship with two significant 
agreements reached in recent months.

By Staff Writer

Hotfrog and Yext 
relationship creates 

In early September, Yext and Hotfrog formed a strategic 
partnership under which Hotfrog Websites App will be featured in 
the new Yext App Directory, while more recently the two groups 
agreed to work together to promote each others products to the 
respective customer bases.

Yext provides a platform for  its customers to standardise its 
business presence across the internet, by seamlessly managing their 
listing information (address, opening hours, contact details, etc) 
across more than a hundred global websites - including Google, 
Apple, Bing, Facebook, Yahoo, Yelp, WhereIs, TomTom, Uber, etc.

Not only does it keep their listings data current, but by having 
accurate data on multiple destination sites also helps their Google 
ranking - which increases their chance of  being found online.

The Hotfrog Website App, powered by Hotfrog owner Moboom’s 
proprietary web-building platform, allows businesses to import and 
sync Yext Knowledge Engine data into the Moboom platform, 
allowing customers to build a modern, customisable, mobile 
responsive website utilising their own data.

“This is a simple and effective solution that makes it very easy for a 
small business to enhance their online website presence quickly and 
inexpensively,” said Moboom CEO and Founder, Gavin Burnett.

“We understand that SME business owners are busy and not 
necessarily technology proficient enough to build and manage their 
own websites. The combination of  Yext, Hotfrog and Moboom 
eliminates a lot of  the pain a small business owner can experience 
when creating and maintaining a modern, professional looking web 
presence,” he added.

“Deep, accurate digital knowledge, from locations to store hours 
to products sold, is critical to reach customers in intelligent search, 
and so we’re proud to give businesses a new tool to leverage this data 
on their own websites.”

Moboom’s websites are secure on Amazon’s AWS servers and are 
Google-friendly and searchable.

Under this stratetgic relationship, Hotfrog will become a reseller 
of  the Yext Listings product and Yext will feature the Hotfrog 
Websites App in the new Yext App Directory, allowing Yext 
customers to auto-generate a modern, customisable and mobile-
responsive website utilising their own directory data in minutes.

Hotfrog General Manager Paul Harvell says his company’s 
large customer base in the US is perfectly suited to the Yext 
Listings product, which Hotfrog intends to bundle with its own 
product offering.

“We have over 1,000,000 customers in the US and believe many 
would be highly likely to utilize the Yext Listings product,” Mr 
Harvell said.

“Additionally, we see inclusion of  the Hotfrog Website App into 
the Yext App Directory as a great opportunity for our business.” 

“With consumers searching for businesses in new ways in the 
age of  intelligent search, Hotfrog’s website generation tools offer 
businesses a great way to establish their digital footprint while 
leveraging more structured data,” said Jonathan Cherins, Yext’s 
EVP of  Small Business and Partner. 

“We’re proud to work with Hotfrog to offer Yext to their customers 
to help businesses control their brand both on their own websites 
across the digital ecosystem.”

Hotfrog is one of  over 25 app partners on the Yext App Directory, 
with others including Hubspot, Smartling, Domo and Zendesk. 

Yext recently won several top prizes at the prestigious Drum 
Search Awards USA, which recognises individuals and companies 
at the forefront of  search.

Yext won awards in a number of  categories, in the following 
categories: Best Search Software for the Yext Knowledge Engine, Best 
Technical Innovation for Yext Reviews, and Best Search Campaign 
– Travel / Leisure for its work with Marriott International.

powerful 
web presence 
solution 

INNOVATIONS
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October was a 
memorable month for 
specialist recruitment 
technology company 
Schrole Group 
Limited (ASX:SCL). 

On October 12 the company’s shares 
commenced trading on the Australian 
Securities Exchange (ASX) following a very 
successful RTO raising.  Schrole closed its 
capital raising early and well oversubscribed, 
raising the maximum subscription of  $6 
million, giving the company an implied 
market capitalisation of  $11.7 million.

Schrole develops recruitment-focused technology 
and staff training solutions that have acquired a 
significant share of  the local and international 
education markets. The Company’s three primary 
products - Schrole Connect, Schrole Cover and 
Schrole Develop are currently being used by more 
than 215 schools in 35 countries worldwide and are 
earning annuity income. 

Schrole Managing Director Rob Graham said 
the company successfully closed its offer early and 
oversubscribed. “I’d like to thank the Board, our 
shareholders and the whole team at Schrole for 
making this possible,” Mr Graham said. “The 
successful completion of  this capital raising ensures 
that we will be able to progress our development 
plans and continue to deliver top-class products 

By Colin Hay

Schrole connects with 
investors for oversubscribed 
ASX listing

worldwide. We look forward to updating everyone 
on the milestones of  the Company and encourage 
you to follow us on our website and social channels.”

Future outlook 
The Company plans to use the capital it has raised 

for ongoing improvement of  its software solutions 
and to expand and diversify its markets. 

Mr Graham said the market showed strong support 
for the Schrole RTO because of  the company’s 
strong business model. “Schrole had been growing 
organically over the past year and has already had 
great success despite limited funds to drive sales and 
marketing. “It is clear we are ready to accelerate 
our sales and grow our revenue, as we are targeting 
global opportunities in a very large market.”

That target market includes:
•  Over 8,900 international schools and 400,000 

international school teachers globally - forecast 
to almost double over the next 10 years* 

•  An estimated 80,000 teacher placements 
worldwide each year; and a

•  Recruitment market estimated to be worth 
US$2 billion 

*ISC Research Limited
The company already has a current client base 

of  more than 215 schools in 35 countries and a rich 
active database of  over 50,000 teachers.

“It is an organically growing market with an 
estimated 850 new schools to open globally this 
year, so it provides us with growth opportunities, 
particularly as our superior database and technology 

platform is better than anything 
else out there,” Mr Graham says.

A day before its listing, Schrole 
announced it had been awarded 
the tender to implement a staff 
messaging system for Perth’s 
Sir Charles Gairdner Hospital. 
The term of  the contract is for 
an initial one year period, with 
extension options at the discretion 
of  Sir Charles Gairdner Hospital 
of  up to a further four years. 

Mr Graham said the 
contract win is a positive step 
towards expanding the use of  
the company’s Schrole Cover 
application by providing a “white 
labelled” version of  the software 
for use in other industries, such 
as healthcare.  “The tender 
with Sir Charles Gairdner 
Hospital indicates the scope 
for application of  our Schrole 
Cover system beyond schools. 
We are very pleased to be able 
to confirm we will be providing 
this service to hospitals, and 
will be actively investigating 
further opportunities for Schrole 
Cover in healthcare and other 
industries,” Mr Graham said.

About Schrole
Schrole delivers innovative, 

technology-based recruitment 
platforms and consulting service 
solutions. The company has 
evolved through its depth of  
knowledge of  the Australian 
and International education 
sector and is now diversifying its 
technology and service solutions 
for other sectors.

Schrole has three business 
units: 

Schrole Connect, an 
online Software-as-a-Service 
(SaaS) platform for efficient 
and effective recruitment of  
international school teachers; 

Schrole Cover, a cloud-based 
SaaS platform for the fast filling 
of  casual staffing positions; and 

Schrole Develop, a training 
and consulting organisation that 
provides Australian-accredited 
leadership training and strategic 
consulting services to schools.

The company has a very 
experienced management 
team led by MD Rob Graham, 
GM Operations, Michael 
Kirkwood, Chief  Financial 
Officer Nick Allan and 
Consultant Greg Smith.

INNOVATIONS
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RBC signing  
confirms   

9 Spokes is  
delivering

9 Spokes, the business insights 
dashboard for SMEs, has delivered 

on major IPO promises in recent 
months. In August, the company 
reported that user adoption had 

accelerated exponentially taking the 
company flying past the 15,000-user 

mark. The company then followed up 
in September with news that it had 

signed one of the world’s largest banks, 
Royal Bank of Canada (RBC), as the 

company’s first client in the key North 
American market. Also in September,  

9 Spokes progressed its relationship 
with OCBC in Asia and surpassed  

the 20,000 user mark.

By Jasmin Watts

9 Spokes CEO and founder, Mark Estall, said 
the company is already achieving its global 
aims. “9 Spokes, from day one, was set 
up and designed to be a global business,” 
Mr Estall said. “We immediately started 
pursuing the largest banks in the world, 

firm in the belief  that the global banks and their clients 
would love our platform and allow 9 Spokes to integrate 
deeply with their systems, which once achieved, would 
allow us to scale rapidly. 

“After years of  hard work, 
we are now beginning to see 
this expected leverage effect 
as a result of  the Barclays 
integration. Thanks to Barclays’ 
marketing campaigns, the bank’s 
user adoption has increased 
remarkably. Demonstrating the 
increased velocity of  adoption, 
the company took just 31 days 
to sign users 10,000 to 15,000, 
while the previous 5,000 users 
had signed in 54 days, and 
compared to 216 days for the 
first 5,000,” he added.

According to Mr Estall, the 
formalisation of  the contract 
with RBC is an extremely 
important milestone for the 
company, representing the first 
channel signed since listing on 
the ASX and the entry of  9 
Spokes into the massive North 
American banking market. 
RBC is the market-leading retail 
bank in Canada and one of  the 
largest banks in the world, based 
on market capitalization. It was 
recently ranked ‘Best Global 
Retail Bank of  the Year’ by 
RBI, and ‘Highest in Customer 
Satisfaction Among the Big Five 
Retail Banks’ in Canada by JD 
Power. With RBC on board 9 
Spokes’ channel addressable 
market (CAM) now stands at 
2.75 million SMEs. 

Mr Estall said the progression 
to signing a contract with RBC 
has been much faster than 
previous channel partners and 
demonstrates 9 Spokes greater 
capacity, resources, pre-sales 
efficiencies and an established 
platform. 

“We are incredibly excited to 
commence what we believe will 
be an outstanding partnership 
between 9 Spokes and RBC. As 
organisations, we are very well 
matched with our innovative 
drive to help small business 

customers. Importantly, this is 
the first channel signed since 
we listed on the ASX and we 
believe that the cadence of  
signing new channel partners 
will continue to accelerate 
in the coming months,” Mr 
Estall said. 

“We continue to be ahead 
of  schedule on adoption. 
Coupled with a large, diverse 
business development pipeline 
that continues to advance, 
and a strong cash balance, the 
company has never been in a 
stronger position.”

The 9 Spokes smart 
dashboard enables SMEs to 
connect their software to one 
dynamic interface - giving 
them a clear overview of  their 
business. It allows management 
and advisors to access data and 
new metrics across key areas, 
from any device at any time. 
With these insights, it’s easier to 
make the big decisions to either 
manage or grow a business. 

Businesses can integrate 
their supported software 
into the dashboard as well as 
choose from a selection of  
recommended and accredited 
apps to suit their industry. 

The smart dashboard from 9 
Spokes is available as a Direct 
model to small businesses and 
as a white labelled platform that 
Channel Partners can offer to 
their SME customer base.

INNOVATIONS
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A better world is in sight, 
but sustainability is key
By Jasmin Watts 

20,000 children in Myanmar 
every year. 

“Children’s eye surgeries 
have increased 10-fold in the 
country, which shows the 
phenomenal umbrella effect of  
our training,” says James. “But 
more importantly, the effects will 
continue and patient numbers 
will multiply exponentially.” 

Indeed, Dr Aung has since 
trained a second paediatric 
ophthalmologist and is currently 
training two more, meaning that 
their colleagues in Myanmar are 
no longer dependent on outside 
sources – a “self-reliance” that 
James believes is paving the way 
to reducing childhood blindness 
across the region.

The efficiencies and cost-
effectiveness of  training and 
equipping local eye care specialists 
and staff are proven, but Sight 
For All is still relatively unknown 
among potential donors. To 
complement one-off donations 
from the charity’s website, James 
devised an innovative funding 
model, ‘Vision 1000’, designed 
to engage a core group of  
individuals, family trusts and 
corporations. Each invests at least 
$1,000 a year to fund sight-saving 
programs as part of  an ongoing 

relationship that ensures the long-
term viability of  Sight For All. To 
realise its goals, the charity also 
relies on a dedicated network of  
‘Visionaries’ – over 120 volunteer 
specialists who collectively donate 
more than 10,000 hours of  their 
time each year. 

Sure to bring a step-change 
in the charity’s profile within 
Australia this year, Sight for All 
recently received accreditation 
as a recognised international 
NGO from the Australian 
Government’s Department 
of  Foreign Affairs and Trade 
(DFAT). A further testament 
to the determination and 
innovation at the heart of  
the organisation, James was 
awarded an Order of  Australia 
and was also named Ernst 
Young’s Social Entrepreneur for 
Australia in 2015.

This year, Sight For All 
launched its Youth Ambassador 
Program. Again, with a focus 
on the long-term, the chosen 
ambassador Chris Pennington is 
on board until 2019, and his first 
activity is a challenging 8,000 km 
cycle – on a single-speed bike – 
between Steep Point in Western 
Australia and the Cape Byron 
Lighthouse. The expedition is 
estimated to take three months 
and Chris hopes to raise $50,000, 
which will benefit Sight For 
All’s projects in Australia and 
across eight partner countries: 
Bangladesh, Bhutan, Cambodia, 
Lao, Myanmar, Nepal, Sri 
Lanka and Vietnam. For Chris, 
as for James, tackling childhood 
blindness is top of  the agenda. 

James explains, “1.4million 
children globally are blind, 
and childhood blindness in 
developing countries has 
an unimaginable impact. 
These children miss out on 
an education and are often 
ostracised from their families 
and communities. They are 
trapped in a cycle of  poverty 
that ultimately contributes to 
the wider economic issues in 
the community. We want to 
change that.”

Find out more about Sight 
For All’s life changing work 
at www.sightforall.org. 

Alongside his day job, James is co-founder 
and Chairman of  Sight For All, the not-
for-profit eye health care organisation 
that is putting sustainability at the heart 
of  its business model. In an economic 
climate that is putting immense pressure 

on charities, his hugely effective ‘teach a man to fish’ 
approach is enabling Sight For All to reach hundreds of  
thousands – and soon, millions – of  patients by focusing 
on education and infrastructure as opposed to isolated 
monetary solutions. 

Sight For All is an antidote to the ‘fly in, fly out’ mentality of  many 
aid organisations that direct their resources into projects that ultimately 
are not viable in the long term. The long term is exactly where James 
is focusing. 

“I believe that Sight For All’s network of  eye care specialists can not 
only reduce blindness but ultimately alleviate poverty and save lives in 
some of  the poorest communities in the world,” he says.

The enormity of  the task facing Sight For All is patently clear when 
you begin to address the numbers. Around the world, 285 million 
people are vision impaired due to eye disease or simply a lack of  glasses, 
yet staggeringly, 80% of  this is preventable or treatable. 

A defining moment in James’ humanitarian career and a trajectory 
of  Sight For All came in 2007, when he was in Myanmar studying the 
causes of  childhood blindness. “Two thirds of  the world’s blind children 
live in Asia. What our research uncovered, and which astonished me, 
was that in Myanmar the leading cause of  blindness in children was 
measles. Thousands were losing their sight from an entirely preventable 
condition. Something had to be done.”

In 2010, Sight For All trained Myanmar’s first children’s eye specialist, 
Dr Than Htun Aung, and established the country’s first children’s eye 
unit. They flew Dr Aung to Adelaide, where he received intensive 
hands-on training over a 12-month period. He now treats more than 

“I call it my second full-time job. It’s a job that pays me 
nothing, is all-consuming and yet gives me the greatest joy,” 
enthuses Dr James Muecke, the Adelaide ophthalmologist 
who has made it his mission to tackle world blindness.

INNOVATIONS
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Perth-based Cycliq is the brainchild of  cyclist 
Kingsley Fiegert, who found himself  the 
victim of  an unprovoked slingshot attack 
whilst on a ride in the Perth hills.  Having 
nearly come off his bike at 50km/h, luckily 
having only a bruise from the ball bearing 

to show for it, he was left feeling exasperated that there 
was no way to hold these people accountable for what 
had happened. 

By Staff Writer

From a hard fall 
to high-flying,

On the back of  this experience, and also having an appreciation for 
the limited real-estate on a bicycle, the idea of  a combination bicycle 
camera and light was born.

After wildly successful Kickstarter campaigns to get the product 
development underway, the company grew steadily, culminating in an 
ASX debut in late 2016. 

Cycliq‘s rear-facing camera and light, the Fly6, mounts to a 
riders seat post, and is now on its third generation. In response to 
overwhelming public demand, Cycliq has subsequently released its 
first-generation forward-facing product, the Fly12 (which mounts to a 
bicycle’s handlebars), in April 2016. 

With a new corporate philosophy, the company has been building 
the Cycliq brand, expanding its global distribution channels, 
and developing their partnerships, including building corporate 
sponsorship programs with such global names as Ridley Bikes and 
Caleb Ewan. 

It has also focused on improving their supply chain, evidenced by 
their formation of  a joint venture partnership with a Hong Kong 
based manufacturer with aims to securing the long term viability of  
the company. 

The company has recently announced the release of  all-new 

that is the Cycliq story

devices, adding to their growing 
product line-up. These re-
engineered devices are the result 
of  customer led improvements, 
and the evolution of  technology 
used in their manufacture. 
They’re highly functional yet 
simple and affordable, and from 
what the company is saying 
about the new generation 
devices, expect them to be 
smaller, lighter and brighter. 

While the devices sound 
simple enough – camera with 
a light – the tech involved 
in having these little devices 
work when needed most 
is impressive. Cycliq is 
fundamentally a tech business, 
and they talk of  four pillars for 
their product engineering of  
the Fly products: video, light, 
battery and device utility.

The video function needs 
to be able to capture cycling-
related incidents. The lights 
need to light the way for cyclists 
and be seen by other road, path 
or trail users. The batteries 
need to be small, light and work 
extra hard to ensure the video 
and lights last longer than a 
cyclist’s best ride – we’re talking 
about hours and hours’ worth 
of  battery being available. As 
for device utility, the tech needs 
to work together under all sorts 
of  conditions. 

The cameras operate with 
Footage Looping technology, 
meaning that you never run 
out of  space on your memory 
card – when the microSD card 
fills up, the old footage is simply 

over-written with new footage. 
However, in the event of  an 
incident, Incident Protection 
technology protects the footage 
of  the incident so that you can 
use it for a police report, or any 
sort of  action required.

They have also developed a 
clever new mounting system 
which makes the products really 
easy to install on bikes, and 
adaptable for use with other 
cycling devices like a Garmin. 
Given all of  the different types 
of  bikes around the world, 
they’ve also been working 
hard on developing different 
mounting systems – this is a big 
part of  the company’s product 
development work.

The company has quite a 
social following globally, with 
content generated by those who 
use the Fly12 and Fly6 shared 
among the community. What 
the cameras also pick up along 
the way can be hilarious, and 
this is one of  the strengths of  the 
company – its ability to generate 
followers and users with user-
generated content that comes 
from the thousands of  the units 
around the world. 

These are clever devices that 
have worldwide appeal, as can 
be seen in their recent market 
announcement. More than 
80% of  their sales are outside 
of  Australia and the sales grew 
by 52% QoQ. They may well 
become the go-to product for 
cyclists, changing road behaviour 
forever. That’s a good Australian 
tech story!

INNOVATIONS
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Volpara turns world-leading digital 
health technology into a remarkable 
financial success

ASX-listed digital health specialist is on 
target to achieve its aim of  exceeding 200% 
in Annual Recurring Revenue (ARR) for 
the 2018 Fiscal Year (FY). A world leader 
in technology development for the early 
detection of  breast cancer, Volpara Health 

Technologies (ASX: VHT) achieved impressive ARR 
growth of  600% for FY 2017 and continues to record 
remarkable growth on the financial and technical side.

Since its creation, the globally focused company has achieved 
total orders of  over US$11 million and had its technology installed 
in 36 countries.

The New Zealand–headquartered company recently increased its 
Total Contract Value (TCV) by 45%, to NZ$4.1 million in FY17, and in 
the first five months of  FY18 has TCV of  NZ$3.75 million.

That notable, ongoing growth has been achieved on the back of  
innovative technology and a well-planned development strategy.

The company was founded in 2009 by four preeminent breast imaging 
experts: Professor Sir John Michael Brady and Dr Ralph Highnam 
from the University of  Oxford, Professor Nico Karssemeijer from the 
University of  Nijmegen in the Netherlands and Professor Martin Yaffe 
from the University of  Toronto.

Since its 2016 listing on the ASX, raising A$20 million through an 
IPO and subsequent share placement, Volpara has expanded into 
the cloud and successfully transitioned from a capital sales model to 
Software as a Service (SaaS), which has led to the continuing dramatic 
increases in ARR.

Volpara is now the market leader in both breast density analysis and 
quality and performance analytics for breast imaging centres.

Volpara’s primary market is the US, where 32 states now have breast 
density notification laws, with customers and/or research projects in 
another 35 countries.

The company’s VolparaDensity and cloud-based VolparaEnterprise 
software are considered ground-breaking in the early detection of  
breast cancer.

VolparaDensity software provides radiologists with access to the 
technology that has provided automated, objective density assessment 
for more than 10 million women across the US and around the world. 
The VolparaDensity algorithm is based on the volumes of  tissue in the 
breast. Unlike when the radiologist looks at the images and estimates 
the area of  density, Volpara looks deep inside the breast to appreciate 
the absorption of  x-rays in the breast caused by fibroglandular tissue. 
As a result, Volpara looks at the true tissue, not the shadow of  the tissue.

Based on Microsoft’s robust Azure data technology, VolparaEnterprise 
software delivers real-time quality assurance and performance 
monitoring through dynamic, interactive dashboards that update over 
100 key indicators and quality metrics with every mammography or 
tomosynthesis exam. With role-based access to such data, employees of  
large and small practices alike can perform rapid quality control checks 
that optimise the productivity and efficiency of  imaging resources. 
In turn, this helps increase employee effectiveness, enhance patient 
experience and decrease costs through the reduction of  retakes.

The company’s software is the most clinically validated of  its kind in 
the world, featured in over 240 medical publications, and is supported 
by key regulatory clearances, notably FDA and CE, as well as a strategic 
partnership with GE and a collaboration with Microsoft. 

Volpara’s forecast of  continued powerful future growth is 
considerable when you consider that the company has 166 
international patent applications, 17 international patents granted 
and 38 registered trademarks.

By Colin Hay

INNOVATIONS
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In July 2017, the company launched its Flourishing at School web application to 
help schools measure and track individual and collective wellbeing, and develop 
and assess targeted interventions for staff and students. The aim of  the online 
survey is to provide periodic assessment of  student wellbeing. This enables 
objective assessment of  the success of  wellbeing interventions and can also be 
used to benchmark student and staff wellbeing against a normative sample.

By Staff Writer

People Diagnostix – 
Flourishing at 
School

The Flourishing Profile 
draws upon positive education 
principles and is consistent 
with the NSW Department 
of  Education Wellbeing 
Framework for Schools (2015) 
and the Geelong Grammar 
School Model for Positive 
Education (2013).

Perth-headquartered People Diagnostix has  
provided a practical, psychologically-based web 
application for schools.

Central to the Flourishing 
Profile model (FP) model is that 
wellbeing can be developed from 
several sources. The acronym 
used to describe these components 
is PERMA standing for positive 
emotions, engagement, positive 
relationships, meaningfulness, 
and accomplishment. 

The FP also includes the 
component of  positive health 
as it is well understood that 
nutrition, physical activity 
and sleep play an important 
role in positive mental health 
outcomes. 

Graeme Ditchburn and Libby 
Brook of  Murdoch University 

have led large-scale validation 
studies of  the underlying 
survey measure – including the 
‘Flourishing at School Study’ 
of  2016, which included 15 
Australian secondary schools 
and more than 7,500 students.

“We were fortunate to have 
a valid and reliable survey 
tool for measuring wellbeing, 
and a base of  approximately 
two dozen schools who were 
involved in the research and 
proof  of  concept stage. 

“With the organic growth of  
our school client base exceeding 
expectations, we wanted to 
ensure we could make the tool 
accessible to every school who 
wanted to use it. To reach that 
scale and price point, we needed 
to create a software solution,” 
People Diagnostix Managing 
Director Jason van Schie said.

Based in Bentley Technology 
Park, People Diagnostix 
is a provider of  practical, 
psychologically based training 
and consulting services to 
clients such as Medibank 
and Woodside, that optimise 
individual health, wellbeing, 
productivity and safety.

Another Perth-based 
company, Lateral, provided 
support for the self-funded 
project.

 “It was a pleasure to work 
with People Diagnostix to 
develop the Flourishing 
Schools application and it’s 
exciting to see Perth continuing 
to produce innovative solutions 
and cutting-edge technology,” 
Lateral’s CEO Tommy Chinn 
said.

Established in 1987, boutique 
custom software development 
firm Lateral is the team behind 
the software solution. It has a 
large team of  highly qualified 
professionals with significant 
depth of  experience, all based in 
Australia across two offices with 
clients including Wesfarmers, 
Samsung, Curtin University 
of  Technology, AHG, Crown 
Perth, Honda Australia and 
CBH Group.

The software is a web 
application available 
for schools to purchase 
directly from the website:  
www.flourishingatschool.com

INNOVATIONS
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Spacetalk  
Smartwatch by MGM’s AllMyTribe 
AllMyTribe’s Spacetalk is a watch, 3G phone and GPS tracking all-in-one device 
designed in Australia for children aged 4 to 12. It keeps your family – or tribe - 
connected throughout the day and provides you with confidence that everyone 
is where they should be.
Spacetalk was created with fashion in mind and comes in three colours – red, teal and 
grey. It is made with the highest-quality hypoallergenic materials and has been tested 
to meet all Australian standards and regulations.
Using the AllMyTribe™ caregiver app, you can monitor your child’s location with GPS 
and physical activity via step count. You are alerted when your child enters or leaves 
designated ‘safe zones’ and if your child is in trouble, help is just an SOS button  
press away.
AllMyTribe allows your tribe to stay connected all the time, not some of the time. 
The 3G phone supports two mandatory 3G bands for the Telstra network, which 
covers 99.3% of the population.   Other imported products work on one 3G band 
and will experience patchy unreliable coverage. And, unlike imported products, all of 
AllMyTribe’s data is secured safely in Australian data centres.
Smart, safe and connected.  With Spacetalk your tribe is connected and you can take 
comfort knowing they are safe.  Learn more and buy now at www.allmytribe.com
RRP $349

TechInvest
product reviews

3SIXT Iphone X, 8 and  
8 plus accessories  
Hot-on-the-heels of the launch of Apple’s 
next generation iPhone 8, iPhone 8 Plus, 
and the 10th anniversary special edition 
iPhone X, 3SIXT has unveiled a new range 
of iPhone accessories across Australia. 
The new range of cases and screen protectors are all about 
variety, personalisation and new designs. The smartphone cases 
are custom-designed to suit all lifestyles to help prevent daily 
bumps, scrapes and scratches.
Tailored for the iPhone X, iPhone 8 and 8 Plus, the new range from 
3SIXT has something for everyone. Featuring cases with built-in 
stands, cases that seamlessly pair with car accessories and cases 
that offer extreme protection, everyone will find a case to suit their 
lifestyle, hobbies and style. Key products include:
Executive style – Aramid Case ($49.95): The 3SIXT Aramid case is 
made from 100% Dupont Kevlar fibre
Magnetic appeal – Neo Case ($39.95): With two-in-one capabilities,
On the go – Card & Stand Case ($24.95): With built in storage for 
cards and an integrated viewing stand,
Lift your clutch game – Neo Clutch ($44.95): Using genuine 
leather, the 3SIXT Neo Clutch is officially the clutch to rule them all. 

Girls just want to have fun – PureGlitz Case ($24.95): Available in 
champagne gold/silver and rose gold/silver. 
Everyday style – Jelly Case+ ($19.95): Perfect for those who want to 
combine protection and colour for one stylish everyday companion
Vegas baby – Book Wallet ($24.95): Offers three card slots and a 
dedicated cash pocket
The classic – PureFlex Case ($19.95): Classic style, sophistication 
and protection
Snap it on in seconds – Jelly Case ($14.95): Jelly Case, with clear, 
lightweight design
Smart style – SlimFolio ($29.95): Designed with the busy executive 
in mind. 
On the go – Metro Folio ($39.95): Provides high-class protection 
with a premium soft leather exterior.
The 3SIXT iPhone accessories range is available online at 
www.3sixtgear.com, with the iPhone 8, 8 Plus and iPhone X 
accessories available in leading retail stores.

INNOVATIONS
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BRAVEN STRYDE 360
Immensely powerful and conveniently portable, the Stryde 360 
Bluetooth speaker fires loud, pure audio on all cylinders. 
Designed to go where you go, it easily fits in cup holders and water 
bottle cages, and is a lightweight addition to backpacks, sport bags 
or purses. Stryde 360 distributes smooth, consistent 360-degree 
sound from dual passive radiators with custom, in-house tuning for 
perfect sound. 
 Other key features include: 

•  Waterproof and dustproof – IP67 certified, the Stryde 360 is 
submersible in 1M of water for up to 30 minutes

•  Versatile design – portable, cylindrical shape easily fits in 
bags, purses and cup holders

•  Charge – 2500mAh lithium-ion internal battery bank charges 
USB-enabled devices so you can charge on the go 

•  Speakerphone – integrated, noise cancelling microphone 
supports crystal clear hands-free calls 

•  Wireless – 33ft. wireless operating distance 

•  Shockproof – thermoplastic exterior expertly absorbs shock 
from drops and bumps 

The Braven Stryde 360 is available for $149.95 from Braven.com.au 
and JB Hi-Fi 
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BRAVEN 405
Fusing style and function, the speaker has a sleek design  
that projects rich bass and high volume. Its integrated kickstand 
permits free-standing use at the beach or in the pool and easily 
folds up to throw in your bag and go. 
 The speaker is ensured to last out the day, with a 2,100 mAh battery 
that’s provides 24 hours of play time. The 405 also comes with a USB 
port which can be used as a power bank to keep your smartphone 
charged simultaneously.  
Lightweight and durable, the Braven 405 has an impressive suite 
of features:  

•  Noise cancelling microphone to enable hands-free speaker 
phone calls;

•  IP67 waterproof rating, meaning it can be fully submerged  
in one meter of water for up to 30 minutes;

•  33ft (15m) wireless range;

•  And micro-USB-to-USB data ports. 
The Braven 405 is available from today for $129.95 from Optus, 
Tech 2 Go and Amart Sports. Colour options include electric yellow, 
raspberry pink, black, sunset red, alpine grey, energy blue and 
periwinkle purple. 
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Cyliq keeping cyclists safe
The Fly6 and Fly12 cycling safety and action camera devices are a safety aid to cyclists on our  
busy and often dangerous roads and cycle paths.
Developed by Perth-based Cycliq the Fly6 is a rear-facing integrated camera and light, while the Fly12 the 
front-facing version. These devices capture video of any cycling-related incidents with the clever use of what 
is called Incident Protection technology. In the event of a cyclist’s bike tipping past 60° – that is, the camera 
closer than 30° from the ground – the devices automatically lock the footage for viewing later. This tech is 
matched with full HD video, electronic image stabilisation, high output lights, a host of other camera features 
and some serious battery power. 
Another clever feature is called Home Safe mode. Once the battery dips below a certain level of charge, the 
video will turn off but your lights will remain on to make sure you can navigate your way home if it’s dark.
The bigger aim with the Fly12 and Fly6 is that they become part of standard cycling kit as a light currently is, 
and while they may be designed to capture incidents, they can also capture plenty of high quality scenery 
along the way.
Both devices are easy to install and lightweight, making their integration into a cyclist’s daily kit that  
much more convenient. The Fly6 retails for $AUD199 and the Fly12 for $AUD439. You can buy them  
online at cycliq.com

Nuheara’s wireless IQbuds 
At last the earbuds I have been searching for
I love my music and I also need good quality earbuds for my work and now I have 
found the product I have really been looking for.
Nuheara’s wireless IQbuds are setting a new standard of innovation in the headset market. 
What impresses me is the intelligence of IQbuds. The IQbuds not only deliver great sound 
fidelity and clear phone calls, but give customers a level of personalisation and customisation 
on how they hear the world around them that has not been seen in headphone products 
until now.
The IQbuds have an industry first, built in custom tap-touch sensors on the top of both the 
left and right earbuds.
With the latest App and Firmware updates, you can even customise the tap touch 
commands on each IQbu.
There are also nine different listening options to choose from: pause/play audio; volume up, 
volume down; forward track, back track; engage SIRI and Google Now; world on, world off 
and change locations.
Tap touch reduces the user’s need to touch their phone, giving the control back to the user 
with a simple touch on the IQbuds that they have set according to their preferences.
The integration of sophisticated software applications and apps embedded in headphone 
platforms are opening a new world of future possibilities.
RRP in Australia $399
They can be ordered online at www.nuheara.com

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.

TECHINVEST OCTOBER/NOVEMBER 2017 39

TechInvest
product reviews



40 TECHINVEST OCTOBER/NOVEMBER 2017

Dan Murphy is used to asking the 
questions, but TechInvest decided it was 
time to grill him on Tech matters.

TALKING  
TECH 

Q: Hi Dan, what tech can’t you live without?
I can’t live without my smartphone! I actually carry two  
phones to split work and play. My personal phone has all of 
the essential apps (Facebook, Instagram, Spotify, CNBC and  
an ever expanding list of Google apps) and my other phone  
is a trusty newsgathering tool for on the ground research  
and reporting.

Q: What piece of tech did you have growing  
up that you still wish you had today?
 I do admire the durability of the mobile phones of yesteryear, 
but I try not to get nostalgic about any technology. When 
it comes to using or investing in tech, I’m a firm believer in 
keeping my eyes on the road, not in the rear view mirror. 

Q: How important is tech in your job?
Tech and Journalism are intrinsically linked, and the way 
we create and deliver actionable content to our audience 
is rapidly changing. Markets move fast and so do we. For 
example, I can now broadcast breaking news live on CNBC 
using my phone from almost anywhere in the world, and I’m 
connected with our viewers everyday on social media. I can’t 
wait to see how technology enables news in the future.

Q: What technology/innovation excites you  
and why?
We are still a long way from peak human ingenuity when it 
comes to hardware, particularly batteries. I think the next 
quantum leap for tech and the world of devices is going to be 
advancements in energy and energy storage. That’s the next 
game changer. 

Q: What’s the weirdest piece of technology  
you have seen recently - and will it become 
popular?
Wearable miniature cameras. Haven’t seen it? Don’t worry, 
it has probably seen you. Soon, human privacy will be the 
ultimate commodity!

Q: Are you an early or late adopter/why?
I’m absolutely an early adopter. It’s the only way to stay  
ahead of the curve.

with Dan Murphy 
from CNBC

Photo Credit: Hong Huazheng

INSIGHTS

Dan Murphy is a CNBC Correspondent 
based in Singapore. Dan follows news and 
actionable insights across major markets in 
Asia Pacific, covering Asian and U.S. equity 
markets, commodities, company news and 
trending topics on social media for CNBC’s 
morning programming.
Dan can be seen reporting on CNBC 
throughout the network’s morning 
programming as well as on CNBC’s digital 
and social media platforms.
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